
Part three

Cadence 
providing a constant stream of content

Engaging Partners. Driving Sales.
The secrets to delivering a great 
partner experience (PX)



In part one, we focused on how Partner Experience (PX) is as 
important as Customer Experience (CX). We examined the 
importance of good channel portal design. And how these key 

aspects form the basis of increasing partner adoption.

Part two was all about the various types of content you need to 
provide partners in your channel portal.

Now we take a look at Cadence – offering a constant stream of new 
or refreshed, relevant content.

Overview



Cadence

This is an area where many vendors feel overrun. 

Producing and delivering a constant stream of new or updated 

content into your channel program is challenging. But, it’s the key to 

driving partner engagement and campaign adoption.



Regularly available content provides partners with the opportunity to 

maintain communication with customers and for you to become the 

solution provider of choice as you’re continually giving partners what 

they need.

A lot of vendors tend to load content at the start of their program, but it 

quickly becomes stale. Especially considering the pace companies and 

business is evolving today.



Try and upload collateral, campaigns, and some of the content tactics 

outlined in part two, every month, or at the bare minimum, bi-monthly.

Best Practice



Not just sales
Brand agnostic campaigns are very popular and gaining traction.



It may not always be possible to create a sales or product focussed campaign. But it’s essential 

you don’t go quiet. Offering your partners campaigns that feature relevant and helpful business 

advice, the top industry trends to be aware of or to celebrate special holidays or events such as 

Thanksgiving or Halloween are highly popular. 

These can be quickly customized by partners and sent to keep the conversation going and 

maintain engagement with their customer base between sales or promotional campaigns.



• No brand/Logo

• Thought leadership

• Storytelling 

• Business advice was the “hero” to the story 



One Elastic Digital client had a 100% increase in partner adoption 

over a 12-month period. They doubled usage and tripled multi-touch 

email campaigns usage by providing fresh content monthly …and 

they're also very good at the next instalment we’re going to look 

at. To-Partner communication.

Best Practice



“Partners are in desperate need for new content that they can 
send to customers at various stages of the buyer’s journey. 
Many channel marketers are unable to produce the level 
of content partners require….that’s why we’re here to help.


