
 

December 2025, IDC #US52974925e 

IDC MarketScape 

IDC MarketScape: Worldwide Partner Relationship 

Management Applications 2025–2026 Vendor 

Assessment 

Mark Casidsid 

THIS EXCERPT FEATURES CHANNELSCALER AS A LEADER 

IDC MARKETSCAPE FIGURE 
  

FIGURE 1 

IDC MarketScape: Worldwide Partner Relationship Management Applications 

Vendor Assessment 

  

Source: IDC, 2025 

 
 
 
 
 
  
  
  
 

          

       

             

          

            

           

             

             

                        

         

      

     

         

          

      

          

      

                  

                                                                      



 

©2025 IDC #US52974925e 2 

 

Please see the Appendix for detailed methodology, market definition, and scoring 

criteria. 

ABOUT THIS EXCERPT 

The content for this excerpt was taken directly from IDC MarketScape: Worldwide 

Partner Relationship Management Applications 2025–2026 Vendor Assessment (Doc 

# US52974925). 

IDC OPINION 

This IDC MarketScape evaluates partner relationship management (PRM) application 

vendors according to their ability to address the evolving requirements of 

enterprises seeking to scale, orchestrate, and maximize value from increasingly 

complex indirect channel ecosystems. This assessment focuses on capabilities for 

channel enablement, integration with enterprise systems, life-cycle automation, and 

the adoption of intelligent, data-driven, and experience-centric channel models. 

PRM software functions as the connective tissue between a company's go-to-market 

(GTM) strategy and its network of channel partners, distributors, and service 

providers. It empowers organizations to recruit, onboard, enable, govern, and 

incentivize diverse partner communities at scale. Embedding business rules and 

automated workflows across the partner life cycle enables modern PRM applications 

to minimize administrative friction, enhance alignment with business objectives, and 

drive measurable partner engagement and revenue. 

The ecosystem multiplier effect is already reshaping how enterprises derive value 

from their partner networks. Connecting and coordinating complementary 

partnerships across indirect sales partners and marketplaces, organizations can 

amplify their reach, innovation, and revenue potential. Vendors that enable 

organizations to capitalize on this opportunity through intelligent PRM design are 

becoming key enablers of ecosystem-driven growth and competitive differentiation.  

As organizations push toward greater automation and intelligence in ecosystem 

orchestration, AI is driving a profound transformation in partner relationship 

management by automating complex tasks and enabling continuous and data-

driven optimization of partner ecosystems. This sets the stage for the next era of AI-

augmented channel management. According to IDC's Future of Industry Ecosystems 

and Supply Chain Survey, 45% of G2000 companies will have adopted agentic AI-

driven channel management and orchestration by 2029, resulting in a 20% revenue 

uplift and a 30% improvement in partner and customer satisfaction scores. The 

opportunities presented by this shift are immense, but realizing them will require 

enterprises to adopt thoughtful strategies that balance technological innovation with 

effective partner engagement and governance. 
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Recent Key Trends in the PRM Market 

The Rise of Experience-Led Channel Design 

The operational focus of PRM has evolved from merely driving transactional 

efficiency to delivering superior partner experiences. Vendors now view frictionless, 

role-based, and highly personalized partner engagement as a strategic growth lever. 

Emerging best practices include mobile-first designs, dynamic content, deep 

localization, granular branding controls, and contextual, intuitive self-service 

interfaces that adapt to each partner's life-cycle stage and business model 

requirements. The partner portal now functions as just one of several access points, 

alongside conversational interfaces and other touchpoints in the partner journey. 

Embedded AI and Data-Driven Partner Enablement  

AI and intelligent automation are now foundational to PRM evolution. Vendors are 

embedding generative and agentic AI to enhance partner interactions, improve 

partner segmentation, suggest next-best actions, automate deal registration, and 

proactively analyze partner sentiment and churn. Data-driven decision-making is 

also becoming more important in how companies prioritize partners, measure 

performance, and manage incentives. This helps channel leaders improve efficiency 

and make growth planning more predictable and achievable. 

Expansion of Modular and Composable Architectures 

Organizations are increasingly prioritizing the ability to scale and adapt through 

modular PRM architectures. Leading platforms offer modular components or 

functional modules that cover diverse areas, including partner onboarding, deal 

registration, incentive and rebate management, content and campaign syndication, 

training and certification, and advanced analytics, which can be easily enabled, 

configured, or expanded. Vendors aim to deliver a unified experience across 

modules and enable organizations to adapt capabilities as needed without requiring 

extensive custom development. An architecture that provides these features 

supports rapid time to market for new program models and enables phased digital 

transformation in complex channel environments. Deep integrations with CRM, ERP, 

and iPaaS providers, as well as API-first approaches, facilitate seamless orchestration 

of data, workflows, and transactions across technology boundaries. 

No-Code/Low-Code Empowerment of Channel Operations 

There is an observable shift toward simplifying PRM administration. Drag-and-drop 

workflow engines, rule builders, and portal design capabilities enable business (not 

just IT) users to create, deploy, and adapt partner journeys, campaigns, and 

compliance controls at scale. This agility has a measurable impact on time to value 

by driving adoption and reducing administrative complexity. 
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Orchestration Across Multipartner and Ecosystem Business 

Models 

As enterprises shift from linear partner programs to multidimensional ecosystems, 

PRM platforms increasingly support multitier, multiregional, and cross-solution 

models, spanning diverse partner types such as distributors, value-added resellers, 

ISVs, implementation partners, affiliates, and alliance partners. Successful 

collaboration depends on joint value creation, enabled by tools that facilitate real-

time collaboration and coordinated go-to-market execution across the entire 

ecosystem.  

Integrated Financial and Incentive Automation 

Incentive and payment processes are increasingly being integrated into PRM 

workflows, particularly in more mature channel programs. Automation covers the 

full cycle, from request and approval of funds to payment and audit, leveraging 

strong compliance, security, and reporting controls. This helps ensure accuracy and 

maintain global oversight while allowing incentive and funding models to adapt 

quickly as market and partner needs change. 

Analytics-Embedded and Outcome-Focused Program 

Management 

PRM platforms are increasingly being integrated with advanced analytics, which 

provides real-time, actionable insights on pipeline health, partner engagement, 

marketing ROI, and compliance risk. The ability to trace outcomes from program 

investment to revenue impact and partner satisfaction is becoming fundamental to 

supporting channel leaders' business case for continued partner investment and 

program transformation. 

Embedded Commerce Capabilities 

PRM platforms are evolving beyond engagement and enablement toward the 

integration of transactional commerce directly within the partner portal. Leading 

solutions can integrate quoting tools, digital catalogs, order management, inventory 

visibility, and the ability for partners to place or take orders on behalf of end 

customers natively within the PRM interface. This embedded commerce approach 

bridges the gap between traditional channel management and revenue-generating 

models, empowering partners to transact, customize offerings, and fulfill deals 

without leaving the familiar partner portal environment. 

IDC MARKETSCAPE VENDOR INCLUSION CRITERIA 

To be included in this assessment, vendors must satisfy the following requirements: 

▪ The vendor's offering supports core partner management capabilities such as 

partner onboarding and enablement, partner portals, deal registration, and 
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partner performance tracking. The software may also support or integrate 

with other applications to holistically support the broader partner life cycle 

and channel requirements, such as sales, incentives and rewards, loyalty 

programs, advanced marketing tools, joint business planning, and ecosystem 

management. 

▪ The vendor's offering is designed to support customers across different 

industries and can accommodate a variety of partner types and business 

models. 

▪ The vendor has presence in at least two of the major geographical regions: 

Americas; Europe, the Middle East, and Africa (EMEA); and Asia/Pacific. 

ADVICE FOR TECHNOLOGY BUYERS 

Tech buyers should consider the following: 

▪ Prioritize integration capabilities with core enterprise systems. Evaluate 

both the vendor's technology and your own readiness. Look for PRM 

providers that offer robust, open integration frameworks with CRM, ERP, 

learning, sales enablement, financial, and other systems. At the same time, 

establish internal ownership for design and data governance to ensure real-

time data flows and consistent partner experiences. 

▪ Evaluate vendors' life-cycle support capabilities and ecosystems. When 

choosing PRM providers, assess vendors' ability to support the entire partner 

life cycle comprehensively. Evaluate vendor ecosystem partnerships, 

integration capabilities, and road map alignment to ensure they can scale with 

your evolving channel strategies. 

▪ Empower business users with adaptable tools. Consider PRM platforms 

that provide no-code/low-code administration tools to enable business users 

to rapidly configure, manage, and deploy workflows and partner programs 

with minimal IT support. Simultaneously, recognize that advanced 

customization, complex integrations, and platform optimizations commonly 

require specialized technical expertise, which may come from internal teams, 

vendor professional services, or external partners. Balancing accessible tools 

for agility with expert support for sophisticated needs will enable your 

company to maximize the potential of the PRM platform while maintaining 

streamlined administration. 

▪ Focus on change management. Successful change management for PRM 

implementation involves proactively preparing internal teams for the shift 

from direct to partner-led sales by educating sales, marketing, and operations 

early, fostering cross-functional alignment, and positioning the PRM solution 

as a shared business enabler rather than just a technology. Equally important 

is aligning on clear metrics by defining KPIs that directly link partner activities 
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to business outcomes such as revenue growth and partner satisfaction, with 

continuous tracking and review to inform strategy and resource allocation.  

▪ Enable continuous feedback and program evolution. Leverage analytics 

and partner feedback loops to monitor engagement and adapt programs 

dynamically. Promote ongoing refinement in partner journey design, incentive 

structures, operational workflows, and support processes to keep programs 

effective and aligned with business goals. 

▪ Evaluate customer success capabilities and collaborate on AI road maps. 

When evaluating PRM vendors, prioritize those that provide proactive and 

consultative support throughout implementation and beyond, guiding rollout, 

sharing best practices, and advising on optimization to maximize platform 

value. Additionally, maintain transparent collaboration with vendors on AI 

road maps and upcoming feature releases to ensure timely feedback, co-

development of new capabilities, and effective use of AI-powered tools that 

can help address evolving business needs. 

▪ Treat partner management as a long-term journey. Building a successful 

partner ecosystem requires ongoing experimentation and adaptation. To 

foster ownership and drive growth, it is crucial to secure executive (C-level) 

commitment to align organizational expertise and resources and engage 

channel leaders and partners as active collaborators in program design and 

continuous improvement. More importantly, it is important to continuously 

assess vendors' capabilities to ensure they can scale their resources and 

effectively support your channel program as it evolves and matures over time. 

VENDOR SUMMARY PROFILES 

This section briefly explains IDC's key observations resulting in a vendor's position in 

the IDC MarketScape. While every vendor is evaluated against each criterion 

outlined in the Appendix, the description here provides a summary of each vendor's 

strengths and opportunities. 

Channelscaler 

After a thorough evaluation of its strategies and capabilities, Channelscaler has been 

positioned in the Leaders category within this IDC MarketScape for worldwide 

partner relationship management applications vendors. 

Channelscaler is a private company headquartered in San Mateo, California. The 

company was formed with the merger of Allbound and Channel Mechanics, both key 

players in the PRM space. Channelscaler's PRM sits at the core of its offerings, 

providing comprehensive partner life-cycle management through modules that span 

partner portals, content management, deal registration, enablement, and analytics, 

extending to co-selling, journey automation, MDF management, and incentives, 

among others. Channelscaler's architecture is built with microservices, organized 
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into independent modules that can be integrated and configured through a 

comprehensive API layer, enabling the platform to be tailored to specific 

requirements without custom code. 

Channelscaler's offering has evolved through the unification of Channel Mechanics' 

channel program automation capabilities and Allbound's partner enablement 

features, with a unified platform launched in May 2025. Channelscaler positions its 

PRM as a data-centric solution for midmarket and enterprise B2B companies 

managing complex and multitier partner ecosystems. Its approach emphasizes 

reducing friction in partner and vendor engagement through automation, intuitive 

UX, robust integration, and deep domain expertise to scale partner programs. 

Key strategic priorities include the expansion of self-service and low-code 

configurations, advanced analytics for partner program optimization, deeper 

ecosystem integration (e.g., co-sell, cloud marketplaces, marketing automation), and 

practical AI enablement such as agentic process automation, intelligent partner 

insights, and guided selling. Channelscaler's AI investments are focused on areas 

such as agentic AI, data orchestration, document intelligence, opportunity matching, 

workflow automation, and analytics. 

Quick Facts About Channelscaler 

▪ Year founded: 2010 (Channel Mechanics) and 2014 (Allbound), merged in 

2024 and rebranded as Channelscaler in 2025 

▪ Headquarters: San Mateo, California 

▪ Employees: About 150 

▪ Industry focus: Technology hardware, software/SaaS, cybersecurity, 

networking, industrial machinery and equipment 

▪ Ideal customer size: Midmarket and enterprise 

▪ Number of countries with PRM customers: 21 

▪ Cloud delivery: SaaS, multitenant at the application, database, and 

infrastructure layers; hosted primarily on Azure 

▪ Pricing model: Customized pricing based on required modules, active users, 

and total partners managed 

▪ Prebuilt integration highlights: Salesforce, Microsoft Dynamics, and 

HubSpot (CRM); SAP, Oracle, NetSuite, and Microsoft Dynamics (ERP); 

Salesforce and Oracle (CPQ); Docebo, Cornerstone OnDemand, Mindtickle, 

and Cypherlearning (LMS); Structured Web (TCMA); Microsoft Power BI and 

Tableau (analytics)  

Strengths 

▪ Deep channel expertise: Channelscaler's leadership and GTM teams have 

demonstrated extensive experience in the IT channel space, influencing 

platform design and customer engagement. Reference customers noted that 
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Channelscaler has a strong understanding of partner program pain points 

and best practices. 

▪ Support for multitier and complex channel models: Channelscaler's PRM is 

designed to handle complex partner hierarchies and multitier channel 

structures. It provides out-of-the-box capabilities for managing distributors, 

aggregators, and layered partner networks, as well as integrated tools for 

handling program elements such as compliance tracking, POS, inventory 

management, and deal governance workflows. 

▪ Feature breadth and life-cycle management: Channelscaler's broader 

portfolio supports end-to-end partner life-cycle management. Modules cover 

onboarding, training and enablement, CMS, deal registration, lead 

distribution, incentives, business planning, channel marketing, co-sell and 

multivendor solutions, renewals, and performance analytics. Channel data 

management capabilities such as sales-out/inventory reporting and 

distributor back-end credits are also supported. 

Challenges 

▪ Admin usability and standardization: There is room to standardize and 

simplify the admin interface and profile synchronization, which could address 

some customer requests for increased consistency and ease of use. 

▪ Feature availability and road map expectations: Given the recent 

integration of Allbound and Channel Mechanics, customers should stay 

informed about feature availability, release timing, and road map 

developments to support effective planning and adoption decisions. 

Consider Channelscaler When 

Channelscaler is ideal for midmarket to enterprise B2B organizations — especially 

those with complex, multitier partner programs — seeking modular partner 

management and consultative support for evolving channel strategies. 

APPENDIX 

Reading an IDC MarketScape Graph 

For the purposes of this analysis, IDC divided potential key measures for success 

into two primary categories: capabilities and strategies.  

Positioning on the y-axis reflects the vendor's current capabilities and menu of 

services and how well aligned the vendor is to customer needs. The capabilities 

category focuses on the capabilities of the company and product today, here, and 

now. Under this category, IDC analysts will look at how well a vendor is 

building/delivering capabilities that enable it to execute its chosen strategy in the 

market. 
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Positioning on the x-axis or strategies axis indicates how well the vendor's future 

strategy aligns with what customers will require in three to five years. The strategies 

category focuses on high-level decisions and underlying assumptions about 

offerings, customer segments, and business and go-to-market plans for the next 

three to five years. 

The size of the individual vendor markers in the IDC MarketScape represents the 

market share of each vendor within the specific market segment being assessed.  

IDC MarketScape Methodology 

IDC MarketScape criteria selection, weightings, and vendor scores represent well-

researched IDC judgment about the market and specific vendors. IDC analysts tailor 

the range of standard characteristics by which vendors are measured through 

structured discussions, surveys, and interviews with market leaders, participants, 

and end users. Market weightings are based on user interviews, buyer surveys, and 

the input of IDC experts in each market. IDC analysts base individual vendor scores 

— and ultimately, vendor positions on the IDC MarketScape — on detailed surveys 

and interviews with the vendors, publicly available information, and end-user 

experiences to provide an accurate and consistent assessment of each vendor's 

characteristics, behavior and capability.  

Market Definition 

Organizations globally are increasingly leveraging partner relationship management 

(PRM) applications to streamline their channel operations and strengthen 

relationships with their indirect sales partners. PRM application vendors provide a 

comprehensive set of tools to help manage partner relationships effectively, 

enabling organizations to streamline partner interactions, improve collaboration, 

reduce channel conflict, and support revenue growth. These solutions typically 

address key aspects of the partner life cycle, including partner onboarding and 

enablement, ongoing engagement and support, and performance tracking and 

management. 

PRM applications enable organizations to streamline and optimize interactions with 

their indirect sales partners, covering capabilities such as partner onboarding, 

enablement, partner portals, deal registration, and performance tracking. PRM 

platforms also extend support across broader partner life-cycle needs such as 

managing MDFs, incentives, rewards, partner learning, and loyalty. Additionally, PRM 

can support or integrate with other applications to support joint business planning; 

deploy marketing automation; embed commerce functionalities; and implement 

comprehensive ecosystem management. 

AI and machine learning are playing an increasingly prominent role in partner 

relationship management, augmenting capabilities with advanced features such as 

workflow orchestration, predictive analytics, and personalized recommendations 

that enable more tailored partner engagement and support. PRM offerings vary in 
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scope and approach, and may be designed to address the needs of different 

industries, company sizes, partner types, and go-to-market models, reflecting the 

diversity of requirements in the market. Additionally, modern PRM solutions are 

designed to seamlessly connect with enterprise systems such as customer 

relationship management (CRM) and other enterprise applications, ensuring unified 

data flows and streamlined channel operations. 

LEARN MORE 

Related Research 

▪ IDC PlanScape: Partner Relationship Management (IDC #US53374926, 

September 2025) 

▪ Partner Enablement as a Commerce Enabler: The Next Frontier for Value-Driven 

Growth (IDC #US52650724, September 2025) 

▪ IDC Market Glance: AI-Enabled Partner Relationship and Ecosystem Management, 

3Q25 (IDC #US53375126, September 2025) 

▪ Value Creation Opportunities in Multi-Step B2B Sales via Digital Commerce (IDC 

#EUR153227125, March 2025) 

Synopsis 

This IDC MarketScape evaluates partner relationship management (PRM) application 

vendors based on their ability to address the evolving requirements of enterprises 

seeking to scale, orchestrate, and maximize value from increasingly complex indirect 

channel ecosystems. The assessment focuses on capabilities for channel 

enablement, integration with enterprise systems, life-cycle automation, and the 

adoption of intelligent, data-driven, and experience-centric channel models.  

"The evolution of partner ecosystems is driving significant opportunities for growth 

and innovation. Yet it also introduces greater complexity in managing partner 

diversity, business models, and new routes to market. Modern PRM platforms are 

more critical than ever, serving as the foundational backbone for orchestrating these 

multifaceted ecosystems and driving collaboration and agility as the market 

continues to evolve. The next era in PRMs will be defined by advanced intelligence, 

through AI, that enables more experience-centric engagement and data-driven 

insights, helping drive growth and value creation in partner ecosystems," said Mark 

Casidsid, senior research analyst, AI-Enabled Business Commerce, Partner 

Relationship and Ecosystem Management at IDC. 

 



 

 

ABOUT IDC 

International Data Corporation (IDC) is the premier global provider of market intelligence, advisory 

services, and events for the information technology, telecommunications, and consumer technology 

markets. With more than 1,300 analysts worldwide, IDC offers global, regional, and local expertise on 

technology, IT benchmarking and sourcing, and industry opportunities and trends in over 110 

countries. IDC's analysis and insight helps IT professionals, business executives, and the investment 

community to make fact-based technology decisions and to achieve their key business objectives. 

Founded in 1964, IDC is a wholly owned subsidiary of International Data Group (IDG, Inc.). 

Global Headquarters 

140 Kendrick Street 

Building B 

Needham, MA 02494 

USA 

508.872.8200 

Twitter: @IDC 

blogs.idc.com 

www.idc.com 

Copyright and Trademark Notice 

This IDC research document was published as part of an IDC continuous intelligence service, 

providing written research, analyst interactions, and web conference and conference event 

proceedings. Visit www.idc.com to learn more about IDC subscription and consulting services. To 

view a list of IDC offices worldwide, visit www.idc.com/about/worldwideoffices. Please contact IDC at 

customerservice@idc.com for information on additional copies, web rights, or applying the price of 

this document toward the purchase of an IDC service. 

Copyright 2025 IDC. Reproduction is forbidden unless authorized. All rights reserved. 


