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A partner program can transform a software company, taking it from  
a small regional player to global powerhouse. For a good example, look 
at Microsoft: Over 95 percent of the software giant’s revenue flows 
through the channel,1 and for every $1.00 of Microsoft cloud solutions 
sold, partners are attaching $5.87 of their own solutions and services.2 

SaaS Enterprise Resource Planning (ERP) company NetSuite is 
another example of success. Launched in 2002, the company’s 
partner program includes more than 200 partners in North 
America and drives up to 40 percent of its total revenue.3 

The Microsoft and NetSuite partner programs didn’t become 
successful overnight; they required hard work, resources,  
and time. However, these high-profile examples clearly show 
the tremendous benefits that partner programs can provide. 

If you’re on the fence about whether a partner program is  
worth it, here are the top three benefits that working with the 
channel can deliver:

1. Increased revenue
The chance to generate more revenue is always top of mind 
for businesses, and for SaaS companies, it’s perhaps the most 
compelling aspect of offering a partner program. How much 
revenue can SaaS vendors expect from the channel? Every vendor 
is unique, so there is no benchmark number. As discussed above, 
Microsoft sees a very large percentage of its revenue come via 
partners, but the Microsoft team had years to build its program, not 
to mention an abundance of resources to manage and grow it. 

More typically, SaaS companies receive a smaller portion of 
their revenue from the channel. One survey found that 47 
percent of SaaS vendors get 25 percent or less of less of their 
revenue through partners.4 Still, these numbers are impressive: 
Any increase in revenue—especially revenue that comes by 
outsourcing a large portion of the sales process to partners— 
is a welcome addition to the bottom line. 

It’s also important to remember that partner programs can 
generate a snowball effect: As more partners join, more product 
is sold, which makes the program more attractive—leading to  
yet more partners, sales, and revenue.
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2.  Larger sales footprint and more 
diverse customer base 

As any startup can tell you, building a sales team isn’t cheap. 
From recruitment and hiring, to onboarding and training, to 
office space, the costs can quickly add up. Opening regional 
offices to enter new territories—whether domestic or 
international—can drive costs even higher. 

With a partner program, SaaS companies can expand their sales 
footprints at much lower cost and risk to the business. Here’s 
another way to think about it: If you recruit five partners who 
each have five sales representatives, it’s just like hiring 25 more 
sales people, but without any of the associated costs. Not only 
that, but partners often have the local expertise, including different 
languages and regional business customs, that a SaaS vendor 
could take years to master. 

The same is true for expanding into different verticals. Working 
with partners who focus on customers in particular vertical 
segments can put SaaS vendors in an express lane to reaching 
these users and diversifying their customer bases. Partners 
often spend years building relationships with their customers, 
and in turn these businesses look to them as trusted advisors. 
If a partner recommends your product, it’s a sure way to 
accelerate adoption. 

3.  Enhanced product portfolio and 
added value to core products

The relationship between SaaS companies and partners can 
add value to solutions from both a business and technology 
standpoint. For example, if a vendor offers a CRM solution, the 
partner could offer specialized implementation or onboarding 
services that make the package more attractive to buyers.  
If the partner is a developer that has created its own tools to 
complement the SaaS company’s core product—a document 
management tool that can be added onto the CRM, for 
example—then the solution as a whole offers even more value. 

This is another way in which partner programs can enable SaaS 
vendors to grow their user bases. If a business was interested 
in a CRM solution but wouldn’t consider a tool unless it offered 
document management, then the benefit of the partnership to 

the vendor, partner, and customer alike immediately become 
clear. In cases like these, going to market together is the only 
way to reach certain customers.

Finally, a partner can provide a steady stream of ideas for 
improving products to meet customer needs. Partners are another 
set of eyes and ears on the ground, always there to gather ongoing 
feedback. Opening the lines of communication with partners, 
and even involving them in product roadmap planning, can be 
an effective way of staying ahead of the competition. 

Of course, none of these benefits simply manifest themselves; 
SaaS vendors need to invest the time and resources to 
make them a reality. As Jami Interdonato, Vice President of 
Business Development at K3 Software Corp/RPOWER—a 
provider of ERP and point-of-sale software—recently put it:  
“If you’re going the resell channel route, commit yourself to it. 
You can’t dip your toe in it.”5 

THE APPRESELLER ADVANTAGE

When you’re ready to dive in and start realizing the benefits of 
a partner program, AppDirect’s AppReseller solution can help 
you launch quickly and cost effectively. AppReseller gives you a 
range of powerful features that traditional Partner Relationship 
Management (PRM) tools can’t, including the ability to customize 
product offerings, revenue shares, and prices through a single 
portal, as well as the ability to enable partners to self-manage their 
product subscriptions. With one dashboard view of all sales, costs, 
and revenue across your partner ecosystem, AppReseller gives 
SaaS companies complete visibility into their partner activities.

1.  https://www.idc.com/prodserv/custom_solutions/download/BusinessValueofMPNCoreBenefits.pdf
2.  https://www.channele2e.com/channel-partners/program/microsoft-cloud-partner-revenues-profits-reality-check
3. http://www.crn.com/partner-program-guide/ppg2017-details.htm?c=154
4. Partnering in the Cloud: 2015 ISV Report, Cloud Technology Alliance
5.  https://www.isvinsights.com/doc/building-a-reseller-program-advice-from-experts-at-isv-iq-live-0001

For more information visit www.appdirect.com 

AppDirect is the leading platform for selling, distributing, and 
managing cloud-based products and services. Headquartered 
in San Francisco with 13 global offices, AppDirect enables 
innovative companies worldwide to connect more than  
30 million businesses to the software they need to thrive.


