
METRICS EVERY 
TECHNOLOGY VENDOR 
NEEDS TO BE SUCCESSFUL  

Let Us Help You Understand How to Be Successful  
 

By regularly evaluating these metrics and working collaboratively with your partners, you can 
continuously improve your partner programs and be successful in the IT channel. Here at Marketopia, 

we elevate our team, so they can elevate yours. Letʼs be successful together—schedule your 
complimentary growth consultation today! 

marketopia.com 844-482-4769 hello@marketopia.com

Partner Satisfaction

Time-to-Market

Customer Satisfaction and Retention

Market Share and Competitiveness

Channel Partner ROI

Revenue Performance

Training and Enablement

Marketing Reach and Effectiveness

MDF (Market Development Funds) Utilization

Lead Generation and Conversion

Measure the level of satisfaction among your partners. Collect 
feedback from surveys and regular communication to understand pain 
points and areas for improvement.  

Measure the time it takes for partners to start selling your products or 
services. A shorter time-to-market ensures that partners can capitalize 
on opportunities quicker.  

Determine customer satisfaction and retention rates resulting from 
partner-led sales. Satisfied customers are more likely to become 
repeat buyers.  

Assess your market share and competitive position within the IT 
channel. This metric can help you understand your strengths and 
areas of improvement.  

Calculate the return on investment (ROI) that your partners are 
contributing. This can help to assess the value of the partnership and 
justify their continued participation. 

Track overall revenue or growth profit to measure performance. To 
look at specifics, you can check product or segmented-specific revenue 
based on items sold and target audience.  

Track the participation and completion rates of training programs. 
Partners who are well-trained are better equipped to effectively 
support your products and services.  

Evaluate the effectiveness of provided marketing campaigns. You can 
measure this by lead generation, conversions and click-through rates. 

If vendors offer MDF funds to partners for marketing initiatives, 
tracking the utilization and ROI of these funds helps to optimize 
marketing efforts. 

 Track the number of leads provided to your partners and their 
conversion rates. This can help to understand the effectiveness of how 
well they handle leads.  

SCHEDULE NOW!

Before vendors can help their partners succeed, they need to focus on their own success 
by building a strong foundation. To be successful, there are several key metrics that 
every vendor should be tracking. These metrics will enable vendors to measure their 
performance, identify areas that need improvement and align their efforts with their 
partnersʼ needs.  
 
Letʼs explore these metrics and how they can enable you to be a better partner. 


