N Build Your Own Portal)”

8 Reasons You Should Resist the Temptation
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Tempted by having your IT team cobble together
all the tools you already have into a new Partner
Portal? Beware! Here are 8 reasons BYOP is a
sirens’ song and not what you think it is.

Time to market :

For most companies, the average time to build a ,
homegrown Portal is six to 12 months. Your Partner <
Portal is the front door of your Partner relationships.

If it isn’t helping you optimize your Partners’

performance, it's costing you and your Partners

° money, and six to 12 months is a business lifetime.

thousands of other companies, and know what world-class,
enterprise-grade Partner Portal solutions need to bring to the
table to give your Partners a great experience and your business
a competitive edge. SaaS solutions can be up and running in
just a few months — some in less than 30 days.

. ﬁ Portal providers have already mapped out best practices with

Loss of focus
for your IT team

Your IT team is busy keeping your company secure and
maintaining business-critical services. Why would you focus
your IT resources on building bespoke software when
turn-key technology already exists that can be launched

o quickly. And can you keep it up to date in the future?

With just 100 Partners and 5 sales team members, it

- would require one full-time employee to update and
manage a PRM solution. What happens when you get to
1,000 Partners? SaaS vendors carry this scalability burden.
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Level of effort . -

Out-of-the-box PRM systems are designed to plug into your exiesting
CRM and light up with the data and information both you and your
Partners are looking for. All the workflows are already integrated for
every field. What are you gaining by doing this work yourself?

don’t have to worry about expensive configuration errors. You didn’t

% Out-of-the-box solutions have already done the integration work and you
custom build your CRM, why would you custom build your PRM?

Lack of a roadmap
for the future

PRM solutions are constantly evolving. If you create your own Portal, whose
technology roadmap are you on? Who will ensure that your Portal doesn’t
become obsolete? Who will be responsive if security problems are found?

PRM vendors make this THEIR business and they work to ensure your
PRM solution is constantly evolving so you don’t have to worry about it.

Ongoing
maintenance

PRM solutions are built to integrate with CRM solutions. CRM
solutions are also constantly updating — their data fields, their APIs,
their features and functions — and they require that your PRM is

O constantly digitally “rewired” to ensure the systems are connecting
and sharing data properly. Who in your organization will have the
bandwidth to ensure the integration stays current?

. % PRM providers do this as part of the lifeblood of their business.
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Infrastructure costs

Portals need infrastructure — servers, security, configuration,
redundancy, and availability. Most companies have hundreds or even
thousands of partners around the world; do you have the in-house
infrastructure to build, host, and support an enterprise-class Portal?

/ Most Partner Portal solutions are Saa$, or cloud-hosted, and
come with the infrastructure built in, so not only can you have
your Portal up and running more quickly, you’ll know the front
end of your new Portal is supported by a back end that is
designed specifically to meet your Partners’ needs.

Initial creation costs

When the costs start piling up, nine times out of 10 an organization
will begin to “pare back” the feature set, leaving you with a rudimentary
FTP site without the differentiating, revenue-building features you and
your Partners so badly need.

Turnkey Saa$S solutions have already done the development
work up front, so you are not paying the tech burden of
custom making a solution that will cost you many times more
for a feature set that’s typically less robust.

Lack of channel
expertise

CRM companies (or your IT department) may know a lot about web
development and Saa$ architecture. They may be experts at setting up a
website using an open source tool like Wordpress or Drupal. But there's so
much more to a Partner Portal than just the website.

@ You need to engage with a company who can offer proven

strategies for structuring an effective channel program, and then
echo those in a Partner Portal. The value a true PRM company
brings is less about the web development and much more about
implementing best practices to accelerate your indirect sales.
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What to do?

If you sell indirect, between 8o and 100 percent of
your revenue goes through the channel. While BYOP
is tempting, it’s not worth the execution time, the risk

of poor integration, the loss of short term and
long-term focus for IT teams.
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