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PAYOUTS, PARTNERS AND PAYMENTS:

Grow Omnichannel Sales and Boost Revenue With PayMotion's 
Integrated Payments, Commissions and Distribution Platform
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Introduction
Partner programs are excellent opportunities to grow leads, 
customers and revenue. Good partner programs include tools 
to effectively manage relationships between vendors and 
partners and commonly include some of these key features.

Partner Management
• Partner recruitment and onboarding

• Terms and conditions acceptance and compliance

• Partner communication

Transaction Tracking
• Deal registration and lead management

• Incentives and rewards management

• Partner reporting

Partner Support
• Market development fund (MDF) support

• Training and certification

• Co-branded marketing materials

Great partner programs 
also automate partner 
payment calculations 

and payouts to all 
partners, globally, 

accurately and on time.
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Four Common Goals of Partner Programs 

1. Market Power

Growing a business through increased activity within a current addressable market

2.Market Expansion 

Accessing new markets by expanding the current addressable market
(an example would be global expansion)

3.  Acquire New Skills

Leveraging partners for their experience and skills, either in implementing or
supporting your product, or by representing a product related to your own

4.Scale 

Leveraging partners who can remove barriers to scale such as infrastructure, 
supply chain management and other market defense activities that 
increase the barriers to entry for your competition.

With over a billion transactions 
and 10 years experience 
growing and managing 

omnichannel revenue streams 
for clients, maximizing sales 

and automating payouts for all 
types of partnership 

arrangements is our DNA. 
- PayMotion
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Alliance Partners 
Longer-term strategic 
partnerships with other 
businesses that pair 
their core value with 
your complementary 
product or service to 
open up new markets and 
drive innovation. These 
partnerships are less 
transaction oriented but are 
rather measured in business 
benefits (soft dollars). 

Channel Partners 
These transaction oriented 

partners provide the 
means to grow the value 

and volume of your sales. 
Channel partners may or 
may not add value to the 
product and the product 
they move is usually not 

their own. These types of 
partnership arrangements 

focus on improving 
supply chains, leveraging 
efficiencies and creating 

economies of scale.

Partner Ecosystem

If the goals assigned to your partner program are more quantitative in nature then finding innovative methods to 
manage the escalating numbers of transactions involved to meet them will either become an opportunity for 
success or a blocker that will ultimately erode any if not all profit generate by the arrangement. Ensuring the 
success and scalability of your existing partnership arrangements has become critical as channel partnership 

models are not getting simpler; in fact they are evolving and becoming more complex.

DEPTH
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Evolving Complexity of Partnership Models
One of the key drivers of change in partnership models are the 
continuous advances in connectivity and communication that 
increase what we know about a transaction. When Amazon 
launched their associate program in 1996 it highlighted a feature 
of online commerce that opened the door for an explosion of 
partnership opportunities. 

Amazon showed how they could form partnerships with almost 
anyone through this network - and it was all made possible by 
the ability to track the referring source of an online transaction. 
Since this time the capability to inform on the touch points and 
communications along the buyer’s journey has evolved 
significantly. 

Five factors that have influenced this evolution incude:

1. Improvements in Attribution 
Attribution technology has taken a leap forward. We are now 
able to track the life of a lead, qualify, and over time, quantify 
the type of number of touch points before and after a sale. 
This provides the opportunity to monetize all aspects of the 
buyer’s journey and incentivize based upon your business.

2. Increase in APIs 
Systems have become more open, and transactional and 
attribution data is easier to share between systems and 
companies. The resultant elimination of silos and data 
sharability allows for key insights into the overall buyer’s 
journey. This trend has also opened the door to more 
complex partnership arrangements in the B2B space, 
notably some B2B subscription companies are moving 
towards leveraging retention as the key deliverable, not 
acquisition.  

?
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3. B2C Partnership Arrangements 
As touched on previously, client retention and LTV 
(life-time-value) in both the B2B and B2C space is a 
critical metric, though to date it is mostly B2B firms 
and SaaS companies that are starting to gain a 
competitive advantage by actively adopting strategic 
partnerships ahead of their competition. Other 
than the use of traditional influencer marketing, the 
opportunity for B2C is as yet untapped.

4. Influencer Marketing  
The line between influencer and affiliate is 
starting to blur. Companies are more able to track 
and reward the efforts of their influencers and 
modify incentives to match their buyer’s journey. 
Influencers are able to monetize their efforts and 
firms are more able to tie their actions to results.

5. Emergence of IoT 
The new digital industrial revolution is going to 
continue to stress firms abilities to manage complex 
partnership arrangements. The new connected home 
and person is going to require support and guidance 
to ensure they maximize their use and value from 
their IoT devices. Retention, upgrades and support 
are certain to be key drivers of the IoT economy, and 
businesses that are prepared to incentive IoT device 
adoption and use are far more likely to achieve 
success and build sustainable partner relationships.
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This is just a sample of some of the key drivers causing an 
increase in the types and complexity of partnership models. PRM 
solutions are vital for managing these complex processes and 
relationships and they do a good job with core functions. 

They usually provide efficient portals to communicate product 
and offer specifications, easy onboarding and streamlined 
communications between partners and the channel manager 
tasked with optimizing their success. But there is one key 
function that they often do not incorporate.

The Key Function Often Missed by PRM Solutions
PRMs frequently don’t manage partner commission calculations 
and payouts effectively or efficiently. 

With complexity comes the need to manage multiple payouts 
resulting from multiple actions that occur over time. If a system is 
unable to automate the calculation, processing and tracking of 
payouts it leaves channel partner managers with the arduous task 
of tracking these manually with spreadsheets or trying to find the 
details through reports from a variety of sources. Worst case 
scenario these partner managers are required to use a 
combination of spreadsheets and reports to arrive at values then 
input them into a separate payout system to complete the 
transaction. Consequently, the possibilities for errors or missed 
payments goes up exponentially.

In survey after survey those involved in managing partnership 
programs know that the most important factor in maintaining a 
positive partner relationship is ensuring that every partner is paid 
the right amount, on time, every time. Having a platform that can 
manage and complete these payouts seamlessly is becoming 
a necessity for channel partner managers. Gartner, the world’s 
leading research and advisory company centering on technology, 
stated the following with respect to ecommerce and PRM (see 
quote).

“Partner relationship 
management 

functionality is no 
longer a separate B2B 

e-commerce application
category and users
should include PRM

functionality in 
B2B e-commerce 

assessments.”
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Never has this been more true than with the 
combination of the escalating complexities of effective 
channel partners and the need for efficient multi-
partner relationship management. 

Your ecommerce platform needs to have open, 
flexible APIs to interface with other systems and 
integrate within a partner framework to ensure all 
payouts regardless of complexity are calculated 
correctly and paid out on time to keep your partners 
incentivized to continue to add their value to your 
business.

Standard Model PAYMOTION™ Model

PayMotion’s broad paying 
power provides the capability 

to pay distributors, consultants 
and sales teams on a global 

scale, regardless of the 
incoming channel and 

streamlines the sales and 
commission process for agents.
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Setting Up Partners With PayMotion
Easily add and manage partners with our intuitive partner 
attribution and payout platform that allows you to quickly 
and easily configure individual partner commission 
structures. 

Partner Tracking and Attribution 
Gain complete visibility into channel partner revenues to 
optimize your distribution strategy. PayMotion’s platform 
allows you to transparently and accurately and track your 
global omnichannel partners and agents in real time.

Order and Fulfillment Management
Easily combine bulk ordering, billing, license fulfillment 
and activation, and global payouts. Automatically process 
multiple orders and automate key delivery and activation for 
any size order. 

PayMotion also has the capability to enable custom 
fulfillment, license key provisions and account creation 
and we take care of all tax collection and remittance 
requirements for you. 

Accurate, Timely Partner Payouts
All partner activity and earnings are transparently and 
automatically tracked, and all payouts are automated  
based on the self-serve settings you apply to their  
individual profiles. 

PayMotion facilitates your ability to extend 
your sales and support network for upsells, 
cross-sells, add-ons and more by supporting:
• Multiple omnichannel partners

• Custom commission structures tailored to each partner

• Automatic tracking, calculation and payouts to partners
for their contribution to cross-channel transactions
including the original sales and any related up-and-cross-
sell activity.

• Automated receipt generation, payout calculation and
payouts via multiple payout methods including check, 
pre-paid cards, PayPal, wire transfer and ACH 
(North America only)

$
$

$ $ $

$
$

TM

$
$

$ $ $

$
$

TM
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It is easy to see why Gartner believes that 
partner relationship management functionality 
needs to be integrated as part of a broader 
ecommerce solution. In addition, if your 
ecommerce platform is able to optimize and 
manage partner payouts, there are several 
other key benefits:

Ability to Segment Information 
- the right ecommerce platform should be able to show 
transactional details only to parties as required. This can help 
with compliance requirements and reduces the risk 
associated with breaches of sensitive financial data. 

Develop Creative Reward Structures 
- with dynamic payouts, you can incentivize partners on
the unique variables that drive your business. When issues 
surrounding the complexity of determining and managing 
payouts are alleviated, you can concentrate on the creation of 
models that optimize your business instead of relying on 
models that may be less than optimal.

On-Demand License Key Provisioning 
- Ecommerce platforms that are built with partnerships in mind 
will have features such as on-demand license key 
provisioning that allows you to track attributable partner sales 
while distributing keys directly to end users.

Real-Time Data 
- the best ecommerce platforms provide full, transparent 
visualization of your sales funnel and your partner chain with 
all relevant metrics in real-time, This enables you to make 
smart, data-driven strategic decisions to continue to optimize 
your growth and your revenue.

“Our team has been working with the 

PayMotion team and platform for over 

ten years and the level of service they’ve 

provided along the way is second to none. 

Their interface is logical, easy to use and 

provides us with the crucial metrics needed 

to perform in our niche. With help from their 

talented team we’ve been able to build 

tremendous affiliate partnerships while 

realizing significant year-to-year growth.”  

 SafeBytes
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“Utilizing their state of the art and ever 

evolving e-commerce platform and payment 

gateway, our company has enjoyed 

exponential growth in our partner revenue. 

One of the most unique and important 

features of the PayMotion platform is the 

real time data and very detailed performance 

tracking by agent, product and campaign. 

It allows our operational team to make 

quick adjustment to close any KPI gaps 

and to award our top performing agents 

for surpassing their goals immediately.”  

PlumChoice

Truly Comprehensive  
Partner Relationship Management 

PayMotion is a single point of integration for all things 
payments and seamlessly integrates commissioning 
and payout distribution requirements with ecommerce 
functionality to help online businesses increase 
revenue and sales and open new markets. 

The end-to-end platform gives clients control over their 
partner network from adding products, setting 
commission rates and establishing user permissions 
and offers private network capabilities.

PayMotion’s end-to-end platform provides automated 
attribution of payments to your partners based upon 
pre-defined values, and completes all partner payouts 
accurately and on time based on transparent tracking 
and reporting data.

Companies can seamlessly push funds globally to 
distributors and consultants in more than 200 countries 
and territories, and can empower their resellers and 
agents  to sell more with fully supported upsells, cross 
sells and special offers. 

Whatever partner relationship can bring your company 
the most value, we have the solution and expertise to 
give you the best chance for success.  

If you’re interested in learning more about the value 
PayMotion’s integrated and flexible partner relationship 
management and ecommerce platform can provide for 
your business, visit paymotion.com.

http://paymotion.com
https://www.paymotion.com/optimize-automate-partner-programs-payouts/


PAYMOTION CASE STUDY: AN END-TO-END SUBSCRIPTION ECOMMERCE SOLUTION  13

paymotion.com

http://paymotion.com



