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Which Lenses Are You Using to Measure Your

Co-op & MDF Programs?
Managing Co-op & MDF in high tech:
From spend tracking to measurable ROI
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The essential building blocks of Co-op & MDF programs
haven’t changed much over the years. What has changed
are the lenses through which high tech leaders view them.
Once seen as tactical budget line items, these programs
are now under intense pressure to prove measurable ROI,
strengthen partner alignment and move at the speed of
the market. Through the right lens, Co-op & MDF aren’t
simply funds to be allocated — they’re powerful levers for
growth, agility and competitive advantage. The question
is: which lenses are you using to measure their true value?

Vistex

Today's channel executives face mounting pressure from
CFOs demanding accountability, partners expecting
seamless experiences and markets that shift faster than
traditional program cycles can adapt. The companies
thriving in this environment aren't just managing programs
differently; they're viewing them through entirely new
lenses that transform cost centers into growth engines

and administrative burdens into competitive advantages.
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The pressure on channel

programs

The ROI lens: Why every dollar now
demands proof of performance

The leadership team conversation has shifted.
Where channel leaders once presented fund
allocation plans and participation rates, executives
now expect pipeline attribution, revenue correlation
and measurable business impact. The question:
“How much did we spend?” has been replaced by
“What did we get?”

This reflects today’s market conditions: tighter
margins, shorter innovation cycles and stronger
competition. Every investment must justify itself,
and Co-op & MDF programs, which often represent
millions in spend, are no exception.

Traditional measurement focused on operational
metrics such as allocations, claims and participation
rates. These provided only a partial view, leaving out
the critical link to business outcomes. To succeed,
companies need the ROl lens: a perspective that
looks at every dollar for its potential to deliver
measurable returns.
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3 pillars define ROI-focused program design:

Performance-based
allocation:

Funds are directed
to partners who
demonstrate results

in pipeline growth,
deal acceleration, or
market expansion.

Real-time
Visibility:

Continuous insight
replaces quarterly
or annual reviews,
allowing quick
adjustments and more
effective use of funds.

Integrated
measurement:

Combining Co-op & MDF
data with CRM, marketing
automation and revenue

management systems
provides a complete
picture of business impact.

The ROI lens doesn’t just improve value; it reshapes how programs are designed, managed and optimized for ongoing growth.

Vistex
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OEMs, ECMs and software
providers: Same programs,

different pressures

The industry lens: How different
channel structures reveal different
ROl realities

All high tech companies face ROI pressure, but the
path to proving value varies significantly by sector.
OEMs, ECMs and software providers may use similar
Co-op & MDF structures, but channel dynamics,
customer relationships and competitive pressures
create different success equations. To succeed,
companies need the industry lens: a perspective
that recognizes how sector-specific realities shape
ROl measurement and program optimization.
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OEMs:
Strategic partnerships and revenue growth

Original equipment manufacturers manage
multi-tiered channels that include distributors,
VARs, and system integrators. Co-op spend
often ties directly to revenue performance and
joint marketing initiatives that build long-term
market position.

Primary ROI focus: Direct correlation between
Co-op spend and partner sales performance

Key challenge: Balancing global
consistency with local relevance

Success metric: Partner revenue
growth and market share expansion

Programs that combine global frameworks
with local flexibility deliver the best results.

=

ECMs:
Transactional volume and speed

Electronic component manufacturers
emphasize Co-op over MDF,
rewarding immediate sales and
repeat orders. The success depends
on frictionless transactions and rapid
inventory turnover.

Primary ROI focus: Transaction
volume and repeat order frequency

Key challenge: Speed of
reimbursement

Success metric: Volume growth
and inventory turnover

Programs must be fast and
straightforward to avoid friction
in transactional cycles.

The common thread: Technology as enabler

l

Software providers:
Agility and strategic alignment

SaaS and subscription-based
companies invest heavily in both
Co-op & MDF to support fast-
moving, partner-driven campaigns
that align with evolving customer
acquisition strategies.

Primary ROI focus: Customer
acquisition and retention

Key challenge: Flexible funds for
time-sensitive opportunities

Success metric: New customers
and subscription renewals

Software programs succeed when
they quickly adapt to buying cycles
and partner campaign timing.

Despite these differences, successful high tech companies share one approach: using technology to balance partner flexibility
with leadership oversight. Vistex provides this foundation. With configurable program rules, automated approval workflows
and integrated reporting, you can connect fund utilization directly to business outcomes. Regardless of your industry focus, our
solutions enable you to adapt to market realities while maintaining the control and proof of value that executives require.
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The agility imperative in channel

fund management

The agility lens: Viewing Co-op & MDF as
engines for faster partner impact

Market velocity has rewritten the rules. Product lifecycles are
shrinking from years to months, and opportunities emerge

and vanish quickly. Quarterly planning and manual approvals
are now liabilities that create friction and slow response. To
succeed, you need the agility lens: a perspective that treats
Co-op & MDF as dynamic response mechanisms that empower
partners to act at market speed.

Agility in action
A software provider launching a cybersecurity update or a
hardware OEM countering competitor pricing can’t wait weeks
for approvals. The speed of partner mobilization often decides
market outcomes.
Traditional barriers:
Manual approvals taking weeks
Rigid fund categories mismatched to market realities
Complex rules that discourage participation

Delayed reimbursements




Leaders in Co-op & MDF program management embrace 3 agility principles:

Self-service partner access: Real-time fund visibility,
clear program rules and streamlined submissions
reduce delays.

Automated workflows: Routine claims process
instantly, while exceptions get flagged for review.

Flexible fund categories: Adaptable pools cover a
wider range of activities based on market needs.

When you implement these principles, you will see launch times decrease
and fund utilization increase as access becomes easier. Speed in responding
to competitive threats and market opportunities also increases.

Technology as the agility enabler

Agility depends on more than just faster processes; it requires technology
designed for speed and clarity. Vistex solutions delivers this advantage.
Real-time data, automated workflows and integrated partner communications
eliminate delays and reduce friction. Routine claims are processed instantly,
and exceptions are flagged for review. Fund categories remain flexible to
match changing market needs.

By breaking down silos and giving both partners and leaders visibility, our
solutions transform Co-op & MDF from slow administrative tasks into engines
of competitive response.

Vistex
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Measuring what matters: ROl in real time

The value lens: Stop tracking spend, start proving impact

Channel leaders want proof of business impact in real time, not months after the
campaigns conclude. Metrics such as allocations, claims and processing times are
helpful but incomplete. To succeed, you need the value lens: a perspective that links
every dollar of spend to measurable business outcomes with continuous visibility.

Value lens introduces metrics directly tied to business outcomes:

Pipeline attribution

Revenue contribution

@ Partner performance ROI
@ p

%\] Market impact
oll

oO

Vistex

With the right tools, you can quickly
reallocate funds, optimize partner
performance and adjust campaigns to
keep pace with market shifts. Real-time
insights often reveal that a small share
of activities generates the majority of
ROI, enabling you to focus your spend
where it matters.

Technology as the value enabler

Real-time measurement depends on
more than better metrics; it requires
technology that breaks down silos
and connects every data point across
your business system. Vistex solutions
deliver this integration, automatically
capturing information throughout the
journey. By eliminating data silos

and providing continuous visibility,
our solutions transform Co-op & MDF
measurement from quarterly guesswork
into real-time strategic intelligence.
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The road ahead for Co-op & MDF
in high tech

The growth lens: Seeing Co-op & MDF not as
cost centers, but as growth accelerators

Co-op & MDF programs are shifting from expenses to growth
drivers. To succeed, you need the growth lens: a perspective that
positions channel funds as investments in long-term advantage.

Capabilities include:

= e . :
,_ll_r Predictive intelligence using
T NI Al-powered analytics
IR
= Advanced scenario planning for
E = strategic decisions

II Hyper-personalized, adapting to
V_,h partner characteristics

@ Seamless integration with partner

business systems

@” Real-time optimization capabilities

Different high tech industries will evolve their programs to match
specific channel structures and business models.

© Copyright 2025 Vistex, Inc. All rights reserved 11




Industry focus will differ:

o

OEMs:
Deeper collaboration with fewer,
higher-value partners using
sophisticated data sharing

(=

ECMs:
More innovative
incentive structures tied
to high-margin products

Software providers:
Customer data guiding
fund timing and use

Vistex

Technology as the growth enabler

Success through the growth lens requires technology that can anticipate opportunities,
streamline partner engagement and provide impact. Predictive analytics, automated
workflows and integrated reporting are essential to transforming channel funds into
strategic assets.

With these capabilities, Vistex equips you with the tools to put the growth lens into action.
Our solutions help you identify high-value opportunities, accelerate execution and connect
program spend to measurable business results, turning Co-op & MDF from budget line
items into engines of competitive advantage.
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Conclusion: The clarity lens:
Bringing all perspectives into focus

Companies that succeed in today’s high tech landscape will move
beyond traditional program management approaches and adopt
new lenses that transform challenges into competitive advantages:

ROI lens that demands proof of performance

Industry lens that adapts programs to sector-specific realities

Agility lens that enables rapid market response

Value lens that connects spend to business outcomes

Growth lens that turns programs into strategic assets

Reimagining what your Co-op & MDF programs can accomplish
when properly designed, managed and optimized through the right
lenses determines the results you get from them.

It's time to take a sharper look. Discover how Vistex solutions help
high tech leaders manage Co-op & MDF programs with speed,
clarity and proof of value, so every dollar works harder, and every
partnership delivers more.
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About the Author | Mark Emanuelson, Industry Principal, High Tech at Vistex

Mark Emanuelson’s expertise centers on helping high tech companies transform channel complexity into strategic advantage
through intelligent, data-driven solutions that optimize pricing, drive demand and protect margins.

With over 25 years of experience in the technology channel business, Mark brings a unique perspective, having operated as
both vendor and partner. He has led sales, marketing, channels and alliances teams for leading high tech vendors like Cisco and
Panasonic, as well as consulting partners working with Salesforce, Oracle, SAP and others. Originally from Silicon Valley, Mark has
lived and worked across more than 50 countries.

How Vistex Adds Value in High Tech

With the rising cost of customer acquisition, the rapid pace of innovation and intense competition for market share, high tech
companies must monitor program performance, drive demand and protect margins for critical revenue growth. Vistex enables high
tech companies through an integrated solution that manages the full breadth of direct and indirect channel management including
CDM, contracts, pricing, ship & debit, rebates, Co-op & MDF, incentives and IP royalties. High tech companies can now improve
profitability through automation of complex programs, insights into program performance, incentive calculation accuracy, overpayment
avoidance, increased compliance, streamlined reimbursements, and better manage the entire revenue management lifecycle.

About Vistex®

Vistex solutions help businesses take control of their mission-critical processes. With a multitude of programs covering pricing, trade,
royalties and incentives, it can be complicated to see where all the money is flowing, let alone how much difference it makes to the
topline and the bottom line. With Vistex, business stakeholders can see the numbers, see what really works, and see what to do
next — so they can make sure every dollar spent or earned is really driving growth, and not just additional costs. The world’s leading
enterprises across a spectrum of industries rely on Vistex every day to propel their businesses.

Vistex®, Go-to-Market Suite®, and other Vistex, Inc. graphics, logos, and service names are trademarks, registered trademarks or trade dress of Vistex, Inc. in
the United States and/or other countries. No part of this publication may be reproduced or transmitted in any form or for any purpose without the expressed
written permission of Vistex, Inc. The information contained herein may be changed without prior notice. © Copyright 2025 Vistex, Inc. All rights reserved.
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