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T
urn off your Android device and your iPad. Log 
out of Twitter, and kill the Internet stream you’re 
using to watch baseball at work. Surf only 
websites designed with simple text interfaces 

and a few photos. Does it feel as though you’ve gone 
back in time? Sure, it does. And you know what you 
might see in your journey into the past? Your content 
management system (CMS)—the same one you’re still 
selling today.

Providing your clients with an outdated CMS is like locking 
them, their brand and their customers, in a time warp. As 
technology consumers, we’ve moved into the post-PC era 
and beyond. Our mobile phones, televisions, and even our 
kitchen appliances are accessing websites now. Not all 
CMSs, though, have moved with us. Those that haven’t 
are overtaxed, trying to manage information in formats 
they weren’t created to handle and in a volume few could 
have anticipated when the outdated CMSs originally 
launched. 

The result is a brand held hostage by a CMS that can’t 
effectively manage and deliver content for social media nor 
for formats as essential as smart phones or tablets. It’s a 
client’s business compromised by a CMS that has trouble 
supporting multiple browsers. It’s a CMS that’s keeping 
interactions stuck in the PC desktop era, and sometimes 
even in the earlier stages of that period. It’s just not good 
enough. You need to provide your clients with a CMS that 
can tackle the many form factors of modern communica-
tion, and a CMS that’s future-friendly towards “What’s 
Next?” And you need a partner that can help you achieve 
that goal. 

Now, you and your clients can have all of that from one 
source: Sitecore. With Sitecore, your clients can build a 
digital presence, not just a website. They can meet the 
challenges of managing information in multiple channels. 
You, in turn, can drive new revenue opportunities and 
increase your customer satisfaction to the highest levels 
you’ve ever seen. And Sitecore will be with you every step 
of the way. 

How can partnering with Sitecore help grow your business? 
Let’s take a look:

From Simple Website to Digital Presence 
Gone are the days when a website would run on a single 
server and feature a collection of static pages of mostly text. 
To be effective, today’s CMS has to work with a variety of 
mobile applications as well as incorporate marketing 
automation, intranet portals, e-commerce, web optimization, 
social media and campaign management technologies into a 
cohesive, integrated platform. 

Trying to tackle this complex content scenario with a 
scrambled collection of different products to handle each 
particular function is a recipe for failure; it makes creating 
and delivering a consistent brand message nearly  
impossible. This is a huge business challenge for your 
clients, especially as they have to coordinate among these 
different tools in their online solutions portfolio to deliver 
their message. 

A modern CMS is a critical tool for your clients to 
maintain uniform brand identity. As Andre Bourque, a 
social marketing consultant (socialmediatoday.com/
socialmktgfella/) makes a blunt point about brand 
awareness: “Trying to be as consistent as possible makes 
your brand recognizable across different social networks 
and channels. Giving your social media profiles the same 
look-and-feel [as your other online properties] goes a long 
way to resonate with your customers.” This is something 
that Sitecore can handle with ease. Sitecore is the first 
CMS to include such a wide array of technologies and 
manage them with a series of consistent tools.

A second aspect of coping with the complexity of the 
modern website is to find a way to make it easier to extend a 
client’s brand to new markets. When the Danish newspaper 
union 3F needed to build new websites, it turned to Sitecore 
and its partner, Cabana. The first step was to make a small 
mobile version of the union’s main website and later intro-
duce the full desktop version. Since 2003, 3F has used 
Sitecore to create a new intranet and extranet, 75 local 
departmental sites, and several theme sites, all built with 
Sitecore. This kind of flexibility is critical in easing the 
process of creating a modern digital presence that has to 
accommodate a wide array of browsers and devices. 
Sitecore extends 3F’s brand to new places with a powerful 
and consistent message. 

A third element here is being able to deliver personalized 
content to a wide audience. Back in the early mid-1990s, 
web personalization was all the rage, and sites had some 
simplistic mechanisms to provide it. But an explosion in 
available content has made that functionality obsolete. 
Companies are struggling to get their visitors to see the 
right kinds of information. Plus, today’s web consumers are 
more demanding than ever before, and they’ll only be more 
demanding as time and technology march on. Sitecore 
optimizes personalization capabilities by automatically 
capturing information on users’ browsing behavior, device 
type, geo-location and interests.

Improved Conversion Rates: “Real World” 
Business Impact of Sitecore
The European airline easyJet used Sitecore partner True 
Clarity to deliver a unique home page for more than two 
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million monthly visitors. These pages show flights from the 
nearest airport, plus imagery and content that appeals to 
the visitors’ previous behaviors. The home page shows live 
pricing for relevant flights from a local airport while trumpet-
ing easyJet’s low-cost credentials, and with a single click 
the visitor can add those flights to a shopping cart. Home 
page personalization has now been rolled out to all 19 
regional easyJet websites, making travel planning easier 
and increasing the conversion of home page visits into 
engaged customers. 

Internationalization Made Easy
One client that benefitted from Sitecore’s extremely 
powerful globalization and localization capabilities is Oticon, 
a manufacturer of hearing aids that required 20 websites in 
20 different languages. Oticon wanted to be able to push 
content from its corporate headquarters out for translation 
in each of the countries in which it operates. At the same 
time, the company needed to create local, country-specific 
content that would not appear on all of the other sites. It 
was important for Oticon to store all of its images, videos 
and PDFs in DigiZuite™ DAM, a Digital Asset Management 
system, which needed to integrate into the CMS. 

Oticon accomplished all this by choosing Sitecore and 
working closely with Pentia, a Sitecore partner. Pentia 
implemented a new digital presence for Oticon based on 
Sitecore CMS and also integrated Sitecore’s Web Forms for 
Marketers, and DigiZuite™ DAM. Pentia extended the 
website’s framework with extensions to the Sitecore 
Content Editor, including visual page marking, validators 
and a new language toolbar. All of these features enable 
administrators to maintain multiple languages and websites 
in one solution while delivering a consistent look and feel 
for content editors in many countries.

The project is a success. “Sitecore’s extensibility has made 
this possible,” says Pentia’s Jacob Surland. “The integration 
of the DAM takes Sitecore to the next level, and the 
extensions to the Sitecore Content Editor make it easy for 
content editors to differentiate between local and corporate 
content for many websites.”

Improved Efficiencies for Content   
Producers and Consumers
Another international Sitecore success story is MMG, an 
Australian company that explores and mines for base metals 
around the world. MMG’s CMS was outdated and wasn’t 
serving its clients satisfactorily. In late 2010, Minmetals 
Resources Limited (MMR) bought MMG, and the compa-
nies needed to merge their global websites. MMR was also 
working with an outdated CMS and a web presence that 
didn’t meet its clients’ needs. Marketing updates were 
difficult to execute on the MMR website, and MMG’s 

website had no video or audio embedding, no multilingual 
capabilities, and poor version control. 

The combined company turned to Sitecore, as well as to 
partners Stamford Interactive and creative agency Visual 
Jazz. Sitecore offered sophisticated functionality, including 
reliability, usability, workflow management and Online 
Marketing Suite (OMS) capabilities. Scalability and flexibility 
were highly important in light of the company’s aggressive 
growth strategy and tendency for change. Sitecore also 
offered the greatest range of functionality, such as the 
ability to manage translations, version control, media library 
management, and integration with other products.

MMG launched the website in November 2011 in four 
languages, including traditional Chinese and Lao. The 
results were fantastic. In reviewing site analytics, MMG 
noted an increase in search traffic from 39 percent to 49 
percent and an increase from 15 percent to 21 percent of 
visitors to the careers section of the site, an important result 
for the organization’s aggressive recruitment strategy.
 
“We are very impressed by Sitecore’s multilingual capabili-
ties, which means we’re able to comply with the Hong Kong 
Stock Exchange’s requirements to publish the site in both 
English and Chinese,” says Kathleen Kawecki, communica-
tions coordinator for MMG. With Sitecore, MMG has 
improved the stakeholder experience and has significantly 
improved management of content through user workflows, 
which has reduced upkeep dramatically.

Why You and Your Clients Need Sitecore
A large part of any evaluation of a potential vendor as a 
partner should be whether there is any technical depth to 
the vendor’s product offerings. Also important is what kinds 
of benefits these technologies can bring to solving a 
customer’s business problems. Sitecore’s rock-solid 
architecture and unsurpassed performance ensure that 
your clients can maintain their digital presence reliably in 
the most demanding, high-traffic conditions and complex 
configurations.

Sitecore drives revenue for both its partners and their 
customers in part because of its superior technical archi-
tecture. Let’s look at why partnering with Sitecore works for 
everybody involved:

• Solid and simple integration into Microsoft  
frameworks. Sitecore is built 100 percent on the 
Microsoft .NET framework, and the same applications 
can run on both 32-bit and 64-bit Windows. There is no 
need to install any helper apps, Active X controls or 
additional Windows services. You can incorporate and 
reuse ASP.NET controls or any SharePoint web parts, 
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along with thousands of other web controls available 
online. You also don’t need to abandon Visual Studio in 
order to use Sitecore’s technology. Unlike other CMSs 
that require you to learn its language, with Sitecore you 
can build on your Visual Studio skills and take advan-
tage of your existing Microsoft knowledge. 

 For example, the New Jersey Education Association 
worked with Sitecore partner Slamm to integrate more 
than 20 custom-built .NET applications, leveraging 
legacy programming and keeping costs of the integra-
tion project down (see Figure 1). 

 Sitecore plays well with Microsoft’s popular product, 
SharePoint. Gartner noted that Sitecore “provid[es] 
content capabilities that complement, rather than 
compete with, SharePoint. More than 150 of Sitecore’s 
customers integrate with SharePoint.” Having this tight 
integration with Microsoft tools means you can 
maximize your programming staff and streamline  
your own operations.

• An architecture that easily scales to your client’s 
needs and demands. Sitecore can handle some of the 
largest and most complex website collections. For 
example, the Boy Scouts of America operates hundreds 
of sites, from a corporate presence to local councils, 
from its Sitecore CMS at a single hosting location. The 

Boy Scouts worked with Sitecore partner mindSHIFT to 
develop a wizard for site creation. Prior to using 
Sitecore, all of the organization’s websites were hand-
coded in HTML. The Sitecore wizard allows areas for 
individual or region-specific content, while maintaining 
brand standards such as fonts, colors and corporate 
content. One mindSHIFT manager said, “Sitecore’s 
flexibility allows content managers to seamlessly 
maintain brand messaging and presentation of the 
content.” The partner worked with the Scouts to develop 
Spanish-language versions of their content, too, which 
demonstrates how flexible the Sitecore CMS can be. 

 Sitecore customer The Knot has more flexible templates, 
and can optimize each new site for search and be more 
nimble in reacting to industry trends. With Sitecore, 
one staff editor has launched a total of 275 niche sites 
in a little under one year! Another Sitecore customer 
was able to make use of existing authentication 
routines so that all 200,000 of its members could 
automatically access their content without any addi-
tional programming or authentication management 
overhead. Another Sitecore customer, wedding 
resource site The Knot, was able to build several new 
sites per day with more automation. 

• Solid workflow integration. Many CMSs are great at 
hosting and handling content but fail when it comes to 

Figure 1: The New Jersey Education Association integrated custom-built applications into Sitecore
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supporting the kinds of workflow and tracking needed 
by most large editorial operations. Sitecore does 
workflow with ease. At the Boy Scouts, for example, the 
built-in workflow allows content to be submitted to 
copywriters for editing, and then re-routed to the 
appropriate content manager for final approval. This 
process ensures that content is reviewed along the 
proper lines before being distributed to the general 
public online. The Second Baptist Church of Houston is 
a Sitecore customer who worked with partner Rounded-
cube to implement workflow email notifications. When a 
user submits an item through the workflow process, an 
email is automatically sent to everyone in a specified 
role. This enables Second Baptist to select, approve 
and manage the users in its content chain so that 
information can be posted online faster. 

Sitecore: The Recognized Industry Leader
No other CMS provider empowers its partners with as 
much credibility, reliability and impactful results as Sitecore. 
Sitecore’s products are deployed on more than 32,000 
dynamic websites for more than 2,700 organizations, 
including the LEGO Group, Kraft Foods Group Inc., 
Revlon, Dollar Rent A Car, Blue Shield, Carnival Cruise 
Lines and the University of Southern 
California. This is one reason why 
influential analyst firms identify Sitecore 
as a technology leader. 

Gartner recognizes Sitecore as one of 
the visionaries in both its CRM multi-
channel campaign management and its 
CMS evaluation magic quadrants, stating 
that Sitecore is the “leader with the most 
complete vision in the market” and 
adding that customers should “consider 
Sitecore when web campaign manage-
ment and the orchestration of campaigns 
for digital channels are priorities. 
Sitecore’s usability across a wide range 
of functions gives online marketers 
considerable power. Integrated analyt-
ics, engagement, social capabilities and 
campaign management make Sitecore’s 
solution accessible for marketers 
themselves, rather than requiring the IT 
organization’s involvement.”

Forrester offers similar praise: 
“Sitecore’s marketing tools, including 
campaign management, reporting and 
eForms (with CRM integration), differen-
tiate it from many of its peers.” The 
Forrester report goes on to say that 

“based on the broad functionality, product vision and 
value… Sitecore is a vendor to keep an eye on.” This 
glowing recommendation appeared in Forrester’s first-ever 
evaluation of Sitecore.

A Different Kind of Vendor-Partner Relationship
Sitecore offers an unusual partnership opportunity in the 
technology space. The company is unique in that it 
provides no solution-specific implementation services. 
That policy helps Sitecore keep its channel conflict to a 
minimum, which is always a plus for partners but is rare 
among technology vendors. Sitecore also offers extensive 
sales and marketing support to enable partners to find and 
close more deals. That support includes referrals, sales 
positioning, marketing materials and co-marketing materials 
(see Figure 2).

Sitecore has an extensive partner program through 
which it collaborates with the best and brightest part-
ners to build and grow together. These developers 
actively extend the platform and integrate Sitecore with 
other third-party applications. Sitecore offers partners 
unparalleled access with its customized portal. Through 
the portal, partners can locate the right kinds of solutions 

Figure 2: Sitecore offers a wide array of benefits to partners.

Powerful Sales & Marketing Resources
•  Active lead generation and executive-level awareness campaigns

•  Dedicated Sitecore account team with proven technical and business expertise

•  Thought-leadership initiatives with key influencers and decision-makers

•  National, Regional, and Online marketing events

Superior Technical Support Services
•  Global online support, with 24/7 options available

•  Extensive documentation and self-help knowledge base

•  Active online developer forum and community

•  3100+ Sitecore Certified Developers worldwide

World-Class Training and Certification
•  Comprehensive training for developers, administrators and end users

•  Sitecore Certified Developer program

Ongoing Communication and Networking
•  Dedicated Partner and Developer Portals

•  Networking Events and User Groups

•  Partner Newsletters and Webinars

•  Active partner social media and community awareness
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to meet their clients’ needs quickly and effectively, and 
expedite the process of implementing exceptional web 
experiences for even their most demanding clients. The 
Sitecore Development Forum has an active group of 
partners who post frequently, and there is a large 
self-help knowledge base online. 

Sitecore’s development community is quite heterogeneous, 
composed of a range of system integrators, VARs, interac-
tive media companies, advertising agencies and content 
developers. This reflects the variety of use cases that 
Sitecore’s platform can handle and the rich kinds of sites 
that it can produce.

Sitecore does much more than just pay lip service to the idea 
of building and growing with its partners. It lives by principles 
of partner engagement every day in a way few other vendors 
can or are willing to do. That’s what sets the Sitecore partner 
experience apart from others in the industry. 

Enabling Business Transformation for   
Partners and Their Clients 
Partnering with Sitecore delivers partners exceptional 
business value. For example, Sitecore provides value by 
enabling you to measure things that matter most to your 
clients. With Sitecore, you can determine which marketing 
campaigns and tactics generate the best business results, 

accurately measure key performance indicators and the 
quality of visitor traffic, and gain critical insight into the total 
visitor experience. 

Sitecore makes it easier for partners to say yes to clients 
when responding to requests for proposals or expanding the 
capabilities of a digital presence. It can do much more than 
just build a pretty website; it can empower partners to create 
comprehensive solutions for their clients that can keep up 
with the ever-evolving complexities of the online world. 

Sitecore’s partnering philosophy revolves around enabling 
the companies it works with to accomplish positive busi-
ness transformation for both themselves and their clients. 
With a foundation of solid, industry-leading technology, 
Sitecore provides partners with the infrastructure they need 
to build world-class solutions. With a partner program that 
focuses on minimizing channel conflict and recognizing the 
specific needs and goals of each partner, Sitecore delivers 
a partnering opportunity that is unique and unmatched in 
the technology industry.

For more information about partnering with Sitecore, 
schedule a demo today, and see how you, too, can 
benefit from partnering with Sitecore and keeping your 
clients’ digital presence ahead of the curve. Go to   
http://sitecore.net/partners.

http://sitecore.net/partners
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