
How A Happy Channel 
Translates Into A Higher 
Market Share



Forrester: https://go.forrester.com/blogs/through-channel-marketing-represents-

the-third-stage-for-sales-and-marketing-leaders/

Customer

Direct Sales

Vendor Product 
/ Service

Chanel Sales

Traditional (Agents, 
Distributors, 
Resellers,Wholesalers, 
Stockists, Retailers)

New Generation 
partners (Influencers, 
Advocates, Alliances)

25% sales 
worldwide

Channel sales can be your 
vehicle to increase revenue 
and grow market share.

Customer

Customer

75% sales 
worldwide
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Changing markets, collapsing delta 
between B2C and B2B buyers, and 
“happily virtual” attitudes have 
pushed businesses to rethink their 
channel programs.

The Big Acceleration, Forrester Report - 2020
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Channel programs are growing in 
scope, complexity, & scale

Democratization of channel has 
increased the number of brands 
partners work with.

Channel programs need to move 
beyond anchoring on precious metals - 
Gold, silver, bronze tires.

Gaining partner mindshare isn’t as 
straightforward anymore.
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One size does not fit all! 
Partner ecosystem today 
are a mix of:

New Generation Partners

Traditional Collaborators

Distributors

Agents Retailers

StockistsResellers

Wholesalers

Influencers AlliancesAdvocates
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By 2024, 75% of the channel will be 
composed of “gig workers”

Millennial and Gen Z 
workforce are driven 

with instant 
gratification rather 

than delayed returns.

The future of work 
is gig-workforce!

They prefer 
personalised 

experience over one 
size fits all approach 
towards incentives.

The Aspirational 
value of the young
and cosmopolitan

is changing
hands faster.
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Digital disruption are bringing in a big 
shift in vendor’s partner strategy

While gig-workforce are beginning to create an 
impact, the changing expectations from the 
traditional partners who play a critical role for 
enterprises mean vendors need to look for ways to 
devise immediate value-based programs rather than 
delayed tier-based programs.
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35% +

Revenue increase 
has been observed by brands 

who have implemented channel 
incentive programs.

75%

Partners are willing
to push a brand’s products if
they’re offered a rewards and 

incentive programs.

85%

Partners agree that 
loyalty programs strengthen 

their relationship with 
the brand.

A Robust Channel Incentives Program 
Can pique your partners’ interest 



Managing Channel Incentives Programs Is
Anything But Easy

● Managing approvals 
and tracking payments 
is tiresome. 

● Delay in payments and 
reward delivery can 
demotivate partners.

● Multiple small value 
transaction means 
higher operational cost.

● What works for one, need 
not work for all - getting 
partners excited is 
necessary, but tough. 

● If not managed well, 
incentive spends can 
cost the company a lot.

● Traditional programs 
make being in-tune with 
the new digital pulse 
difficult.

74% of the vendors 
want to implement 
incentives that extend 
beyond rewarding 
physical gifts to partners.



Travel

● Large planning 
efforts.

● Difficult to come up 
with options that 
appeal to everyone. 

● Low flexibility. 
● Availability of all on 

planned dates. 
● Grievance handling. 

Delayed Cash Payments

● Spillage issues. 
● Lack of efficiency in 

cash distribution 
leading to low morale. 

● No control on usage. 
● No option of 

branding/ 
personalization. 

● Immediate financial 
impact.

Merchandise

● Difficult to finalize a 
range to satisfy all.

● Cumbersome to 
manage logistics.

● Products are prone to 
damages. 

● Branding is time 
consuming and costly.

● Grievance handling.

Plain Vanilla Approach Does Not Cut It



Gift Cards Loyalty Points Personalized
Experience 

Re-engineer your channel incentive structure 
and reward framework in bold new ways

Over the past few years, companies have moved from giving out delayed cash
Incentives to more lucrative and creative gift options 

75%

Branded Currency Cards 
Digital cash like Visa

& Mastercard

43% 30%63%



That gives you an opportunity
to treat your channel partners 
like your best customers 
with rewards & incentives 77% 

Channel partners are more 
likely to sell a 
manufacturer’s product and 
services if they offer a 
reward and incentive 
program 

81% 

Channel partners agree 
that the opportunity to earn 
rewards and incentives 
from manufacturers 
strengthen their ongoing 
relationship with them 
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Personalised digital & experiential rewards
has a lot more to offer!

Makes it easy to track delivery and redemption.

Makes it easy to handle taxation.

Helps partners build an emotional connect- The 
pleasure of receiving a trip to Lord’s or Vail to a 
cricket Fan or a ski enthusiast, is truly priceless.

Saves you big money with bulk discounts. 

Cash can become an entitlement, where as rewards 
feel earned, bringing in higher level of satisfaction.

Gives your company a “positive PR” as loved ones
can join in the fun of non-cash rewards.

Cash is easily “lost in the shuffle” — it may get spent
on bills or routine expenditures, with no long-lasting 
association to the company that sponsored it.

Luxurious, non-cash rewards are highly coveted and 
memorable as they are palatable indulgences.
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Designing successful
channel incentive programs 
needs to be backed up with 
Robust Technology

makes it easy!



A technology infrastructure used by 
businesses to share currency of 
delight in form of Rewards, 
Incentives, Benefits & Payouts



Get Your Channel Incentives 
Technologies Right!

One-click 
payments
Handle geographical 
payouts in varied 
formats like Bank 
Transfers, Gift Cards, 
Credit Note and Self 
Transfer Files.

Error free incentive 
distribution 
Keep the incentive distribution 
error free and make instant 
payouts across geographies, 
without having to worry about 
tax implications and 
compliance. 

100% Rewards 
Delivery Automation
Tie every sales milestone to 
digital rewards with custom 
triggers and workflows. 
Automate channel incentives 
across a broad set of 
partners.

Multi-type 
channel incentives
Effectively manage points 
earned, MDF programs, 
SPIFFs, Rebate and 
CO-OP funds through a 
single environment.
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Manage Multi-type Channel 
Incentives all in One Place

Channel Sales Incentives 
Motivate channel reps with
gift vouchers or points-
Based incentives.

Channel SPIFFs
Point-based incentives can
go a long way in engaging 
your channel partners. 

Channel Rebates
Boost your partner engagement
with cash payouts, and
experience that match
their expectations.

Referral Incentives
Nudge your partners to do
more with points-based
rewards, gift cards, or incentive
travel promotions.

MDFs/Co-Op
Boost demand generation
with digital vouchers, and
points and manage it all on
one dashboard.

Payouts
Manage payouts like Bank
transfers, credit notes,
rewards catalog etc. all on
our dashboard



Turbo-charge Your 
Channel Strategy

Holistic Gamification 
Platform

Motivate your channel 
partners by gamifying channel 
incentives  with Leaderboards, 
Contests, Badges, Milestones 

and Rewards. 

Powerful Insights and 
Analytics

Track and fine-tune your 
incentive programs with 
detailed reports and 
analytics.Our dashboard will 
give you end-to-end visibility. 

Curate a global catalog by 
choosing from our 21,000+ 
e-gifts from 20+ categories or 
reward in local currencies. 

Global Rewards 
Fulfillment

Easy ERP and 
CRM Integration

Seamlessly integrate with any 
tool like Hubspot, Salesforce, 
Zoho, Freshsales, Freshdesk, 

Freshworks, Pipedrive, etc.
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Easydata-integrations via Webhooks, APIs, 
SDKs, as well as Google Drive.

Send Points equivalent to payouts and make 
rewarding more exciting.

Automate Rewards
In Any Application 
Easily integrate with your current DMS/CRM/ERP 
systems like SAP, Oracle NetSuite, Sage Intacct, syspro, 
Odoo, Microsoft Dynamics 365 etc and redeem from 
widest global catalog instantly Supports manual data-upload in bulk or as 

single email.

Define own nomenclature to data-sets for 
easy campaign setup.
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Easy Reward Disbursement Modes

Xoxo Points:
Point-based rewarding where you can create 
unique points that are linked directly to the 
recipient’s email id or phone number and keep 
accumulating automatically every time a reward 
point is distributed. 

How It works
1. Send Xoxo Points via Email and SMS
2. Recipient chooses from over 25,000+ gift 

options
3. Recipient redeems the points and gets the 

gift voucher instantly

Xoxo Codes:
Alphanumeric reward codes available in 
standard denominations that can be used as an 
alternative to currencies. Xoxo codes are not 
linked with any email id or mobile number and 
hence are easily transferable. 

How It works
1. Create multiple dedicated campaign for 

various occasions
2. Send codes via Email and SMS, in bulk or 

individually
3. Recipient combines the codes or redeems 

them individually (fully or partially) until the 
balance is exhausted 
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Seamless To Manage
Everything From
One Place
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Delightful for Channel Partners
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Flexi Denomination
Choose the denomination
of choice and need.

One-step checkout
Get a simple checkout
experience that supports
SSO and guest checkout.

Multi-lingual Storefront
Multilingual reward storefront
and reward delivery.

Works across devices
Optimized UI/UX to ensure
that mobile and desktop
experience is seamless.

24/7 Redemption support
for any issues ranging from
refunds, cancelations &
delivery issues.

Instant Delivery
Employees can avail
instant reward redemption
of their points.



One Platform, One 
Account for All Locations
Surprise and delight channel partners with 
custom gifts that from a plethora options.

Experiences & Activities
Our customers explore from a range of 
handpicked experiences in travel, gourmet, 
local, hobbies, adventure, virtual & more.
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People love incentivising using



Xoxoday Featured in the Forrester’s Channel Software Tech 
Stack Report 2021 as one of the top-growing platforms in the 
"Channel Incentives Management" segment.



1000+ Clients With 2 million+ end users 



Data is captured by the programs run at Xoxoday. We cannot make this date public as we are a GDPR compliant technology vendor

Unmatched Support
that users swear by

Customer Satisfaction (CSAT)

Industry                            94%

Xoxoday  97.4%

First Response Time

Industry                          4 hrs

Xoxoday              within 2hrs

First Call Resolution

Industry                          35%

Xoxoday                      72%



Australia   |   India   |   Ireland   |   Philippines   |   Singapore   |   UAE   |    UK   |   USA

www.xoxoday.com       cs@xoxoday.com

Thank you!

Delightful redemption 
experience can do magic to 
your efficiency metrics

https://www.xoxoday.com/download
mailto:cs@xoxoday.com


Success Stories 



Xoxoday Rewards To Delight Sellers

Benefits: 
Channel partners were 
delighted to receive custom 
curated experiential 
rewards, which was both 
thoughtful and innovative.

Company: Amazon 

Problem statement: 

• Amazon wanted to delight 
their top 10% of sellers 
across multiple cities in an 
unique way since they are 
the face of the company to 
the end customers

The Xoxoday solution: 

• Xoxoday curated 
experiential rewards that 
the partners could choose 
from which involved 
various activities across 
multiple cities, PAN India



Xoxoday Rewards For Wholesaler
Incentive Program

Customer Says: 
“We are delighted with the 
Xoxoday offerings”
- Gokul Kandhi.

Company: PepsiCo India

Problem statement: 

• Incentivize the sales team 
for their achievements 
during the IPL season with 
an unique experiential 
rewards solution

The Xoxoday solution: 

• Xoxoday curated exclusive 
travel experience boxes for 
the team, keeping the team 
motivated and delivering 
delight. 


