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 ■ Contracts
 ■ Pricing
 ■ Rebates
 ■ Benefits
 ■ Trade & Channel
 ■ Rights & Royalties
 ■ Performance Management
 ■ Payment

Solution Sets

 ■ Program Strategy
 ■ Analytics
 ■ Implementation
 ■ Post-Production Support
 ■ Training
 ■ Global Payments
 ■ Program Delivery

Services

 ■ Automotive 
 ■ Chemical
 ■ Consumer Products
 ■ Foodservice
 ■ High Tech
 ■ Industrial Manufacturing 
 ■ Life Sciences
 ■ Mill Products 
 ■ Music, Media & Licensing
 ■ Retail
 ■ Telecommunications
 ■ Wholesale Distribution

Industry Packages
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CRM/PRM

A CRM system is a vital tool for enterprise companies, and for good reason. It provides 
valuable insight into sales and marketing activity but many companies now require 
visibility into partner performance across the full spectrum of channel specific programs. 
This is a job for a PRM system. However, as a standalone a CRM system, like Salesforce.
com, doesn’t provide PRM functionality, making it difficult for you to get the channel 
program data you need for a complete view of your sales and marketing efforts.

How Do You Know if You Need a PRM System?
 
Several similarities exist between CRM and PRM systems, driving some vendors to leverage 
their existing CRM investment to create their PRM infrastructure. This approach can work but is 
often disappointing because it rarely supports standard channel programs like MDF, Rebates and 
Rewards. Here are some signs your CRM is not delivering the functionality you need:

 ■ You use internal IT to implement channel program functionality to your CRM that you would 
consider standard to PRM 

 ■ Your partners must access several disparate systems and tools 
 ■ Your partner data is not accurate or reliable enough to influence your communicate with your 
partners

 ■ Simple changes to your partner program cannot be made without great expense or time
                                                                                                                                                                                                    

Vistex’s Expert CRM Solutions

Your solution must stretch your CRM platform further and enable you to experience an 
effective PRM environment. Look to Vistex for a solid infrastructure that delivers best-in-
class programs to your partners with ease. We follow a clear process to create the PRM 
system that fits your needs: 

 ■ Explore PRM infrastructure solutions for your CRM environment
 ■ Assess channel program infrastructure and tools
 ■ Devise clear channel PRM technology roadmap
 ■ Identify building blocks of your PRM infrastructure - Partner Database, Partner Portal, Integration 
Framework

 ■ Determine future state PRM infrastructure – You must know the final destination so you can create 
a plan to achieve it

The Channel Demand Management Solution for CRM/
PRM Integration
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 ■ Extend Salesforce.com CRM capabilities to deliver PRM functionality 
 ■ Leverage SFDC as the system of record to manage all partner data for accounts and 
contacts 
 ■ Utilize SFDC reporting to create personalized reports and dashboards 
 ■ Attach program performance to “account” records for quick access via related item list.
 ■ Manage partner experience within your existing partner portal, or we can build a custom 
portal to meet your global requirements.
 ■ Track spend-to-lead-to-sale ROI for MDF investments 
 ■ Gain insights into your partners’ source of business—Growth vs. Acquisition
 ■ Improve the reliability and accuracy of your partner data
 ■ Deliver channel programs, tools and services from multiple vendors while delivering a 
seamless partner experience

Key Solution Benefits

Gain a 360-degree view of all sales activity
 
A CRM system is a vital tool for enterprise companies, and for good reason. It provides 
valuable insight into sales and marketing activity but many companies now require 
visibility into partner performance across the full spectrum of channel specific programs. 
This is a job for a PRM system. However, as a standalone a CRM system, like Salesforce.
com, doesn’t provide PRM functionality, making it difficult for you to get the channel 
program data you need for a complete view of your sales and marketing efforts.

CRM/PRM


