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Introduction
If you’re like most providers in the small- and medium-sized business 
niche, you’re looking for new ways to attract and retain clients to 
compete in today’s technology-minded landscape. Products and 
features that weren’t on the radar for smaller organizations five years 
ago have found their way into conversations with your prospects 
as they consider innovative ways to compete for talent with larger 
employers without breaking the budget. 

That’s why progressive firms in the HR services space are exploring 
partner and reseller relationships with companies that provide 
robust applicant tracking and employee onboarding software 
products. With a strong partner relationship, clearly-communicated 
objectives and a wealth of support resources, they’re not only getting 
more opportunities with prospects, but they’re retaining existing 
customers when they are ready to scale for growth with new tools.

At ExactHire, we enjoy exploring new relationships with both 
companies and individual consultancies that understand the value of 
partnering to innovate within the small- and medium-sized business 
(SMB) space. This guide walks you through a series of questions to 
consider before you commit to any type of reseller arrangement. 

We hope this resource will help your firm evaluate whether teaming 
up with an SMB-focused technology provider will potentially help 
open doors for your organization in the marketplace.
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PART ONE:

Consideration
How do you know if a reseller relationship

is right for your firm and your clients?
Considering a potential external partner to help round out your own product offerings is a big decision. No 
matter the type of relationship you may choose to establish with another organization, you’re still associating 
your own brand and reputation with an entity outside of your own immediate control. Therefore, it’s critical to 
assess whether your company is a good candidate for this type of arrangement.

Start by asking questions about your own client population and prospective target market. Consider whether 
your answers to the questions on the following pages suggest your potential candidacy for a reseller relationship 
with an HR technology firm.

Questions to ask about your client base...
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Answer: 

Scope creep of services 
requested
If you’re like other

•	 payroll service bureaus,
•	 HR consultancies,
•	 benefit administration software providers, and
•	 insurance brokers...

...that ExactHire encounters, your prospects may be asking 
about the availability of applicant tracking software (ATS) 
and employee onboarding software within your product 
or service offerings.

Answer: 

Big competitor “free” add-on 
products
Particularly for payroll processors, you know your company 
can do everything that the big boys (e.g. ADP, Paychex 
and Ceridian) can, but your clients aren’t going to be just 
a number with you because of your service excellence, 
right? However, sometimes those big boys steal your 
potential business by offering add-on applicant tracking 
and employee onboarding modules that are baked into the 
whole package. The problem with many of those freebie 
solutions is that they will often not be robust enough 
in the long-term to meet the hiring needs of growing 
organizations in your target market.

Answer: 

Your sales funnel isn’t “zen”
Recently, companies such as Zenefits and Gusto (formerly 
ZenPayroll) have entered the market with free HR software 
that also happens to allow clients to purchase health 
insurance for employees and choose a payroll provider. 
These technology providers that generate revenue from 
insurance commissions and service referrals are proving 
to be stressful for insurance brokers. If your organization is 
frequently battling these no-cost market disruptors, it’s time 
to beef up your product package with software solutions 
that have capabilities beyond the minimal features offered 
in these “lite” alternatives.

Question:

In what way(s) are 
clients and prospects 

motivating you to 
consider this type of 

relationship?
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Answer: 

Competitive suite isn’t sweet 
for you?
Whether or not you have lost deals as a result of competitors 
offering applicant tracking or employee onboarding 
software in a bundled solution will be a key decision point 
as you consider a partnership. If you are looking for new 
ways for your salespeople to open doors (or keep those 
doors open), then expanding your proposal to include a 
trusted partner’s niche recruiting and/or hiring software 
application is worth consideration.

Question:

Are you competing against 
providers that already have 

applicant tracking and/or 
onboarding software in their 

toolkit?
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Answer: 

Under 50 employees
Clients in this market segment are generally not large 
enough to warrant a web-based applicant tracking 
or onboarding solution. They are probably doing fine 
managing applicants in email folders or via an Excel 
spreadsheet. Additionally, they are likely not decentralized 
enough or big enough to have pain due to

•	 slow new hire paperwork completion and collection, or
•	 the inability to keep up with onboarding activity 

reminders to process stakeholders.

The exceptions to this rule against prospecting employers 
of under 50 employees occur when a small business is

•	 ramping up for a big hiring push;
•	 suffering from high turnover;
•	 especially decentralized due to a high number of remote 

employees;
•	 particularly concerned about presenting a tech-savvy 

employment brand (common with software companies);
•	 responding to compliance regulations (e.g. going 

through a Department of Labor audit); or,
•	 converting a large number of independent contractors 

to direct employees.

NOTE: You are especially likely to see these exceptions in 
industries such as quick service/fast food and hospitality.

Answer: 

50 to 500 employees
Once an organization has over 50 employees, management 
may look for efficiency tools as the company is becoming 
subject to regulations that it hasn’t necessarily faced in the 
past. A little further along the lower end of this spectrum 
(starting at over 100 employees), you are competing for 
prospective clients with organizations that often lead their 
pitch with offerings outside of their core services such 
as applicant tracking and onboarding. As the employee 
population increases, you increasingly run into the big 
boys like Paychex, ADP and Ceridian.

Question:

What company employee 
population size do you 

target?
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Answer: 

Paperless
With the right partnership in place, your prospect could 
gain access to a web-based system to automate both the 
hiring/selection and employee onboarding processes.

Answer: 

Tech-Savvy
These organizations may be ready to leverage technology 
to be more efficient with their human resources workflow.

Answer: 

Filter applicants
If your prospect has too many applicants to handle, then 
he or she will be looking for ways to automatically filter out 
applicants who don’t meet basic qualifications for listed 
positions. Be in a position to help them thin the herd.

Answer: 

Mobile responsive
In the digital age, it’s increasingly critical for organizations 
of all sizes to meet job candidates and employees where 
they are...and whenever they are interested in engaging. 
Will going to market with a toolkit of HR solutions built 
with responsive web design give you an edge with your 
customer base?

Question:

What “buzz words” do you 
consistently hear from 

prospects?

If any of these phrases have come up in conversations 

recently, it may be time to consider a partnership.
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PART TWO:

Selection
You’d like to participate in a partnership with an HR tech firm. 

So how do you vet vendors?
You’ve decided that exploring a partnership between your organization and a human resources software firm 
is worth consideration. Now, you just need to pick the right one for you! 

Knowing the right questions to ask to determine which vendor will best assist with your clients’ recruiting 
software and/or employee onboarding software needs is the next step.

Questions to ask about
your potential hiring software partner...
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Answer: 

Too big
Going with a partner that targets larger organizations than 
your firm will likely leave your clients feeling overwhelmed 
by too many options. This scenario is often characterized 
by feature overkill plus inflated costs for unnecessary bells 
and whistles.

Answer: 

Too little
Choosing a vendor that focuses on companies with smaller 
employee headcounts may result in your clients feeling like 
the software does not meet their basic needs even though 
the pricing may be attractive. You get what you pay for.

Answer: 

Just right
Aligning yourself with a vendor that has the same employee 
population target will give you a better shot at meeting 
your own clients’ applicant tracking and/or onboarding 
needs when it comes to desired feature set. Like Goldilocks, 
you want the porridge to be just right.

Question:

Is your potential partner 
targeting the same size 

companies as you?
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Answer: 

Sales funnel support
Know what resources you want the partner vendor to 
provide you when it comes to helping to demo software, 
closing new deals and assembling proposals based on 
specific needs. Your preferences will certainly be influenced 
by whether or not you will allow your partner direct contact 
with your client.

Answer: 

Gatekeeping
Be sure that you select a vendor that honors your 
communication channel preferences. Whether you wish to 
be “hands off” or the gatekeeper of all correspondence, this 
conversation should happen during vendor selection.

Answer: 

Don’t leave them hanging
Be realistic about your clients’ support needs, too.

•	 Do they prefer a lot of hand-holding?
•	 Would they choose phone support, a self-service 

knowledge base, email correspondence or all of the 
above?

•	 How comfortable are they with new technology on a 
scale of one to ten?

Understand how tech savvy your clients are and 
express this to your potential partner to ensure that the 
appropriate level of support is available.

Question:

What are your own 
support preferences?

Question:

What are your clients’ 
support preferences?
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Answer: 

Will I stay or will I go?
Many technology firms come and go. Even some of the 
good ones are fairly new to the market. What reassurances 
can the representatives at your potential vendor give you 
that they will be around to service your clients’ needs in 
another year?

Know your potential partner’s track record of success and 
longevity as it will directly impact your own record, too.

Answer: 

Make money for the 
partnership to make sense
You probably have a specific means to go to market and 
price your services to prospects. Be sure that your partner 
understands your pricing strategy and can configure costs 
to allow for a joint product offering that is reasonable to 
your clients.

$ $
Question:

How long has the vendor 
been in business?

Question:

Does the vendor 
support your pricing 

strategy?

$

$ $

$

$

$
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Answer: 

Assess needs, then ensure 
feature alignment
Make sure your partner’s product feature set meets the 
requirements of your clients. Determine whether your 
clients will need specific product options like those featured 
on this page.

Question:

How do your clients hope 
to leverage technology 

to make workflows more 
efficient?

Applicant Tracking
•	 Mobile responsive web design
•	 Applicant disqualification filters
•	 Outlook integration
•	 Ad hoc reporting
•	 Restricted access for hiring managers
•	 Integration with external job boards
•	 Job requisition management
•	 Social media integration
•	 Apply with LinkedIn and Indeed

Employee Onboarding
•	 One-time data entry
•	 Electronic signatures
•	 E-Verify integration
•	 Paperless task management for new hires
•	 Paperless task management for administrators and 

internal stakeholders
•	 Unique form, task and document packets 

automatically assigned per employee
•	 Mobile responsive web design
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PART THREE:

Adoption
What is my firm’s role as the middle man between

the hiring software vendor and my clients?
You’ve vetted your list of potential HR technology partners and a new successful relationship is close at hand. 
But don’t forget to consider your own firm’s role in contributing to the relationship. Make sure your new partner 
will accommodate your style of doing business.

Consider the following questions as you determine how to best meet the applicant tracking and/or employee 
onboarding needs of your own prospects and current clients.

Questions to ask about your own organization...
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You probably have strong feelings about this either way. 
Yes, you need assistance from those who know their own 
software best. Or, no, you absolutely do not want your 
prospects dealing with anyone but you and your own 
organization. Is your partner able to accommodate your 
desired scenario?

Answer: 

Sales partner resellers
This role is ideally suited for firms who want to take a lead role 
in communicating the HR tech partner’s message directly 
to their clients. If your organization likes to understand and 
sell solutions independently, this type of arrangement may 
be ideal. In this scenario, the tech vendor would simply 
serve as your technical support, offering assistance with 
client questions and system demonstrations as needed.

Answer: 

Referral partner resellers
This role tends to work well for individuals or organizations 
who like the idea of bringing the HR tech vendor’s solution 
to clients, but who don’t want to focus their time on 
developing an in-depth understanding of the product(s). 
In this scenario, your firm would simply refer your clients 
or prospects to the partner, and it’s team would handle 
the sales process. In this type of scenario, make sure your 
partner is willing to keep you updated on a regular basis, 
and also agreeable to your firm being involved in any client 
interactions throughout the process.

Question:

Would you like your 
vendor to assist you in 
closing new business?
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Answer: 

A vendor that supports your 
support preferences
Your feelings on this topic are probably similar to the 
previous sales-related question.

•	 Who do you want to “own” the initial implementation 
and ongoing support needs for your clients?

•	 Will you or someone from your organization run point 
and handle all inquiries from the client?

•	 Do you prefer to pass the entire project to your partner 
to manage?

•	 Is your ideal scenario a combination of the above?

Question:

Do you want your 
vendor to be involved 

with your clients for 
implementation and 

support needs?

16 Adoption



Answer: 

Think about cost and time
Consider whether your clients will want their existing 
software to integrate with the software provided by your 
partner. If there are enough common fields between 
the systems to warrant development work, then an 
integration would allow data to automatically be ported 
from the existing system to the applicant tracking and/or 
onboarding portal. This would save your client from having 
to export any data.

Integration is usually possible, but the costs and length of 
time involved will be based on whether the end product 
is presented as an end-to-end solution or an information 
bridge from one portal to another. Be sure and discuss any 
shared costs and timeline expectations with your vendor 
partner when planning an integration.

Answer: 

Communicate this detail clearly
While the product offerings themselves are certainly key 
to a successful vendor-partner relationship, an effective 
communication plan and organized project management 
are critical as well.

•	 How many people in your organization will need to be 
involved in setting up and maintaining a relationship 
with your vendor?

•	 Will there need to be a single point of contact, or will 
many people on both sides be involved on a regular 
basis?

Discuss potential stakeholders with your partner so that 
any communication snafus can be prevented from the 
start.

Question:

How many staff 
members in your 

organization will be 
involved?

Question:

What integration 
expectations do you have 

for your product and 
your vendor’s software 

application(s)?
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When built on a solid foundation, a mutually-beneficial partner 
relationship with well-defined goals and effective communication 
has the potential to bring your firm

•	 residual annual income,
•	 freedom from having to handle extra customer service issues, and
•	 additional sales support.

By leveraging your existing client base, you can quickly position 
yourself to produce passive, ongoing revenue for your business. 
Additionally, having a richer product offering can open doors for 
your organization that were previously closed.

To create more value for your customers and build demand for your 
core services, make the time to explore a partnership with an HR-
focused software firm soon.
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Want More Information?
ExactHire helps small- and medium-sized organizations automate and improve the hiring process. Most 
companies that hire 10 or more people per year can use our services. By bringing ExactHire to your clients or 
prospects, you add tremendous value for them and a significant source of ongoing revenue for you. Our web-
based software solutions include:

•	 Applicant tracking software
•	 Employee onboarding software
•	 Reference check software

Your client base is always looking for tech-savvy solutions to help them attract and retain the most talented 
employees. Be the trusted provider that helps them meet all their hiring software needs.
 
Have questions? Contact ExactHire here or email Jeff Hallam, Co-Founder, at info@exacthire.com.
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