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Channel Marketing Framework

Disclaimer: Any views or opinions represented in this document are my own and do not represent the opinions of any people, 
institutions or organizations that I may or may not be associated with in professional or personal capacity, unless explicitly stated.

A practitioner’s point of view in building market share through mind share
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• Design initiatives aligned to 
channel ready portfolio for 
driving demand & capturing 
market share

• Map portfolio offerings to 
the competency/capacity 
profile of partners

• Leverage the 4Ps in creating 
campaigns, choreographed 
along buyers’ and partners’ 
journey

• Initiatives aimed at driving 
strategic alignment with 
partner

• Invest in marketing 
enablement to “Future 
Proof” partners’ business

• Drive instrumentation to 
track & measure marketing 
ROI & business outcomes
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Indirect 
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Marketing plan structured to 
support business priorities

Coverage M
odel

High-touch

Pa
rt

ne
r T

yp
e

Low-touch

Future-focused marketers should build their plans as a combination of
Math, Magic, and Machine

Utilizing 
virtual/remote/digital 

platforms
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