


Meet Your Expert Guide
Nilgün Ercan
Channel & Partnerships Leader at Pluto Consutancy

With a career spanning some of the world's leading technology 
companies, Nilgün has spent decades helping organizations build 
partner ecosystems that create sustainable business growth. Her 
experience across Oracle, Microsoft, IBM, and Commvault has given 
her a deep understanding of how successful channel programs 
connect strategy, partner engagement, and measurable business 
outcomes.

Having led partner and channel initiatives across international 
markets, she has worked closely with technology partners to 
strengthen relationships, develop indirect revenue streams, and 
create collaborative go-to-market motions. Today, she helps 
companies design partner ecosystems that are structured, scalable, 
and built for long-term success.

Channel Growth 
Architect

Building channel 
strategies that create 

sustainable partner-led 
revenue and long-term 

market expansion.

Partner Ecosystem 
Builder

Designing partner 
programs, onboarding 

journeys, and engagement 
models that strengthen 

collaboration and partner 
commitment.

Go-to-Market 
Collaboration 

Advisor
Helping organizations align 
partners, sales teams, and 

business objectives to 
drive shared growth 

opportunities.



Why Partnerships Matter
In today's competitive market, partnerships play a critical role in helping companies grow, expand into 
new markets, and reach new customers. Partners are not external contributors — they are an extension 
of the sales organization and play a critical role in long-term business success.

Every company has different goals, business models, and market dynamics. Because of this, there is no 
single approach to partner management. Companies need partner programs and operational processes 
that align with their own business strategy and ecosystem goals.

The Complexity of Growing 
Ecosystems
Building a successful partner ecosystem starts with 
identifying the ideal partner profile and creating a 
structured partner program. At the same time, 
companies also need a centralized system to manage:

Contracts & Onboarding

Structured agreements and smooth partner 
activation processes

Sales Pipelines & Deal Registration

Tracking opportunities, leads, and registered 
deals across partners

Incentives, Training & Marketing

Rebates, enablement programs, and co-
marketing activities

Performance Tracking

Monitoring partner engagement, contribution, 
and growth metrics

The Scaling Problem

As partner ecosystems grow, managing 
these processes manually becomes 
difficult. Partner-related information is 
often spread across:

Spreadsheets and email threads

Disconnected platforms and tools

Individual team members' files

This creates operational inefficiencies, 
lack of visibility, communication gaps, and 
challenges in tracking partner 
engagement and performance.



Enter the PRM Platform
A dedicated PRM (Partner Relationship Management) platform centralizes all partner-related activities, 
data, and communication into a single accessible system — keeping internal channel teams, sales 
teams, operations teams, and partners aligned and working collaboratively.

🎯 Central Goal

Create mutually beneficial relationships with partners through a unified system of record 
and collaboration.

🤝 Partner Empowerment

When partners are equipped with the right tools, information, and support, they become 
more successful and more committed.

📈 Vendor Growth

Empowered partners drive higher revenue, stronger collaboration, and sustainable long-
term growth for the vendor.

The main goal of PRM is to create mutually beneficial relationships with partners. Success flows in 
both directions — when partners win, vendors win.



Signs You Need a PRM
Many organizations realize they need a PRM solution when they begin experiencing these common 
challenges:

Manual Onboarding Burden

Administrative workloads consuming team 
bandwidth

Pipeline Visibility Gaps

Difficulty tracking registered deals, 
opportunities, and pipeline status

Information Loss

Critical data scattered across teams and 
individuals

Channel Conflicts

Overlapping territories and unresolved 
partner disputes

Inconsistent Branding

Fragmented communication and off-brand 
partner materials

Low Partner Engagement

Partners disengaging and churning due to 
poor experience

Spreadsheet Dependency

Reliance on emails and manually managed 
information

Time-Consuming Operations

Hours lost to repetitive tasks instead of 
strategic work

Operational tasks can consume a significant amount of time for partner managers — hours 
spent on repetitive requests, manual updates, and coordinating across disconnected 
systems. This reduces time available for relationship building, enablement, joint business 
planning, and revenue growth.



PRM vs. CRM: Understanding the 
Difference
With the right PRM platform, businesses can automate and streamline every stage of the partner 
journey 4 from recruitment and onboarding to training, communication, sales collaboration, marketing, 
pipeline management, and performance measurement.

Most companies store business partner information in their CRM — but CRM is not PRM. PRM 
integrates with CRM and other business applications to create a single source of information, 
ensuring all stakeholders have access to the same up-to-date insights. Learn more about
PRM vs. CRM differences

The Business Case: PRM by the 
Numbers
Industry research and real-world experience continue to demonstrate the measurable value of PRM 
implementation across revenue, efficiency, and engagement dimensions.

30%+
Indirect Sales Growth
Companies using PRM report 

over 30% growth in indirect 
sales revenue

50%+
Higher Close Rates

Sales opportunities involving 
partners close at more than 50% 

higher rates

30%
Cost Reduction

PRM reduces operational and 
administrative partner 

management costs within the 
first year

40%
More Strategic Time

Automation enables teams to 
spend 30340% more time on 

strategic business development

40%+
Partner Engagement
Modern interactive partner 

portals increase engagement 
and platform usage

Structured PRM processes also help shorten partner onboarding cycles, allowing teams to focus faster 
on monetizing existing partners and winning new ones.

https://www.kiflo.com/blog/main-differences-prm-and-crm
https://www.kiflo.com/blog/main-differences-prm-and-crm


Two Scenarios in Partner 
Management
Managing partners depends on two things: People and Tools. Whether you have a dedicated team or 
not, the approach to PRM changes — but the need for it remains constant.

SCENARIO A

You Have a Dedicated Partner Team

Without PRM: Your managers spend most of 
their time on paperwork, emails, manual 
tracking, and organizing files. They become 
administrators instead of growth drivers.

With PRM: You automate operational tasks, 
manage the full Partner Lifecycle Management  
(PLM), and track all activities through the 
system — freeing your team to:

Find and recruit new partners

Build strong relationships with existing 
partners

Develop joint business strategies

Drive revenue growth and a strong partner 
ecosystem

SCENARIO B

You Don't Have Dedicated Partner 
Managers

Partners are managed by different people, 
information lives in spreadsheets and endless 
email threads, and data is distributed and 
uncontrollable.

This leads to:

Team conflicts and lost partners

Huge workload and motivation loss

Sales and technical teams wasting time 
gathering information

Even if you don't want to hire a full-time resource yet, you must still invest in a PRM. It 
centralizes everything in one place, keeps everyone on the same page, and manages partners 
systematically without wasting your team's time or losing valuable resources.



PRM: The Foundation of Partnership 
Success

Reduce Workload
Whether you have a team or not, 
a PRM system is the key to 
reducing workload and making 
sure your partnerships are 
successful — and making money 
instead of just being a list of 
names.

Strengthen 
Relationships
A well-designed partner 
strategy supported by the right 
PRM platform strengthens 
partner relationships, increases 
collaboration, and drives long-
term business growth.

Become the Preferred 
Partner
A structure where partners can 
easily access resources, track 
their sales, register deals, and 
receive continuous support 
increases loyalty — and makes 
your brand the "preferred 
business partner."

The PRM system is not only a tool that regulates the company's strategies and operations, but also 
an indicator of the "service quality" offered to the business partner.

The future of partner management belongs to organizations that empower both their teams 
and their partners through structured partner programs, deep collaboration, and modern PRM 
technology.



Make Your Partner Program an 
Operating System with Kiflo

You’ve discovered all the tips & tricks why having the right technology is crucial for your partner 
program. Now, see how Kiflo helps partner teams measure, scale, and optimize

that impact across every motion: from onboarding to revenue.

 What You’ll See in our Demo

Track and Measure
Revenue

Gain full visibility into partner-
sourced and influenced deals to 

understand your ecosystem’s 
true impact.

Empower and Engage 
Partners

Collaborate seamlessly through 
partner portals, deal 

registration, and real-time 
performance dashboards.

Automate and Integrate 
Everything

Sync partner data with your 
CRM and streamline 

enablement, payouts, and 
reporting, all from one platform.

Ready to build stronger partnerships?
Experience how Kiflo can scale your partner program.

Book Your Demo →

https://www.kiflo.com/demo?utm_source=ebook&utm_medium=pdf&utm_campaign=2026_partner_trends

