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Customer Challenges

Sony Europe planned to launch a commercial channel 

programme ñSony1ò to B2B resellers, distributors and 

influencers but had some challenges:

ïStrategy

ïProcesses

ïPrograms

ïSystems

ïPeople 

ïExecution
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RelayWare Solutions

We formed a project management team with Sony 
and Gyro International to develop the Sony1 
Program:

1. Goals

2. Strategy

3. Brand

4. Value propositions

5. Deliverables

6. Communications

7. Measurement

8. Performance management
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RelayWare Solutions

Sony 1 is now implemented on RelayWareÊ - our  

fully integrated, best-in-class solution for partner 

relationship management:

1. Internal ñcommand and controlò system:
www.channelmaster.net

2. External partner portal:
www.sony1.net

3. External / internal channel incentive portal / 

system:
www.sonyrewards.net
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Channelmaster and Sony1.net

* Channelmaster is Sonyôs internal name for RelayWare
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RelayWare Solutions

Our solution offers a broad range of Customer 

and Partner Relationship Management 

functionality:

ïSales Force Automation

ïMarketing Automation

ïPartner Service and Support

ïSales Lead and Pipeline Management

ïMarket Development Funds
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Benefits Delivered to Sony

The Sony1 Program backed by RelayWareÊ unifies 

Sonyôs partner value proposition, communications 

and internal / external systems and data:
ï One programme

ï One loyalty / incentive scheme

ï One training curriculum and training delivery vehicle

ïOne PRM ñcommand and controlò system for EMEA

ï One partner portal

ï One highly profiled partner database

ï One product catalogue

ï One communication delivery engine

ï Centralised content management 

ï One management reporting mechanism
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Benefits Delivered to Sony

RelayWareÊ offers a host of benefits which improve 

time to market and sales and marketing ROI:

ïContact management

ïContent management 

ïClosed loop eMarketing

ïClosed loop lead and opportunity management

ïClosed loop MDF management

ïStrategic loyalty and tactical incentive campaigns
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Benefits Delivered to Sony

With the Sony1 Program, we have delivered tangible impact to 
top and bottom line for the commercial (B2B) business:

ïTop Line:

ÅSales company highlights:

ïUK sales up by 12%

ïFrance sales up by 35%

ïSpain sales up by 24%

ïItaly sales up by 66%

ï>15,000 new reseller personnel recruited to programme in the first 
year

ÅProduct group:
ïSES sales up by 156%

ïITE sales up by 28%

ïBottom Line:
ÅOverall cost of sale reduction of 14% YoY
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Benefits Delivered to Sonyôs Channelé
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Driving Traffic to Sony1.net
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Sony1.net
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Products at a Glanceé
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...Product Knowledge at a Click!

Everything a 

salesperson needs

to know with a click!
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Profile-Driven Content

Content is

profile-driven

Self-profiling

means optimal

content delivery


