
How to Engage Channel Partners to 
Accelerate and Scale Your Outreach

Part of the series: Filling the Sales Lead Pipeline for Your Company

   The Tactics and Tips to Get You There

   We will start momentarily



Jeff Holmes

• CEO & Creative Director, 3marketeers

• Leads the demand generation team 
within the agency—currently running B2B 
lead generation programs in 93 countries, 
21 languages

• Leading Silicon Valley marketing and demand 
generation agency for 37 years

• Made his first batch of home beer



Beryl Israel

• Vice President, Account Services, 3marketeers

• Extensive PR, Channel and Content background

• Beryl leads the Account Services team on account 
planning, content creation, creative, lead 
generation, demand generation, media, and 
branding initiatives



3marketeers Services + eTrigue Platform
Clients:

• “Thru + With” Channel 
Marketing Programs

• Platform + Services Together

✓ Specialize in Channel

✓ Digital Marketing Program 
Execution

✓ Sales Performance Tracking

✓ Creative Team



75% or more of your channel partners 

don’t have the time or resources to 

execute marketing and sales programs 

on your behalf.

“”



5 Ways to Scale Your Partner Marketing

We’ll be showing you how to:

1. Prioritize campaign components to quickly scale partner    
    campaigns

2. Choose which partner will put skin in the game and deliver

3. Align your internal/external resources on “thru-partner” 
    marketing campaigns

4. Deliver leads in real-time with actionable insights to your partners

5. Start generating leads for partners in 14 days



Audience Poll:

Which Partner marketing challenges are you facing?

1. Lack of Internal Headcount

2. Engaging More Partners for Scale

3. Lack of Partner Follow Up

4. Limited Visibility into Pipeline

5. Budget



The Problem

Partner Portals

Content created for 
partners doesn’t get used*

Campaign Timing

Partners don’t reliably
market when you want

Channel Visibility

Little visibility into
marketing reach & 

engagment

Effective Through-Channel Marketing brings:

Market on behalf of 
partners – personalized
for the partner, coming 

from the partner

Vendor control over 
timing, content and 

audience

Know partner reach, list 
quality, response rates, 

and MQL’s

Real-time MQL alerts – 
visibility into partner 

follow-up 

Partner Follow-up

No feedback on MQL 
follow-up by partners

Control over Partner Marketing from Campaign Launch to MQL



Turn-Key Partner Program Offerings

• Lead Accelerator Scalable Partner Program – 6 Months
✓ 10+ Partners (Platform & Services)

• Lead Accelerator Custom Program – 3 Months
✓ Single Partners (Platform, Content, Media & Services)

• Lead Accelerator Expanded Program – 4 Months
✓ Single Partners (Platform, Content, Media, Video & Services)

• Lead Accelerator Comprehensive Program – 6 Months
✓ Single Partners (Platform, Content, Media, Webinars & Services)



Lead Accelerator: Scalable Partners 6 Months

Program Calendar of Events, Activities and Programs

Month 1    Month 2          Month 3         Month 4         Month 5          Month 6

Live Webinar

& On-demand

Accelerated

Nurturing

Accelerated Nurturing Campaign –

(1) Text Based Rep introduction based on interaction

List Development, 

Appending, Messaging, 

Creative, Campaign

Build / Setups

OnDemand

Webinar #1

(Sponsor)

Content-based

Nurturing

Nurture

#1
Nurture

#2

Nurture 

#3

Nurture

#4

Nurture 

#5

Nurture

#6

OnDemand

Webinar #2

(Sponsor)

Co-Branded Infocenter with Resources –

Partner can leverage for Social Media

InfoCenter

with Resources



Channel Lead Accelerator Program

1
Digital Campaign – list, emails, webinars & leads:

• Prospect List – Target Accounts with Personas and

complete contact info ~10,000 contacts built for you 

• (10) Emails & landing pages with Sponsor content

• (2) OnDemand Webinars with Sponsor content

• Partner Assets added to campaign if available

• Personalized with your company and sales rep info

• Real-time lead alerts sent directly to your sales reps

• Track team responsiveness by rep and opportunity

4
eTrigue provides end-to-end campaign management:Real-time lead alerts – track team responsiveness:

3

2
We build & execute the campaign, personalized 
for you:

6-month Multi-touch Nurture Campaign



Co-branded Emails & Landing Pages:
Sponsor & Partner Campaign Assets

Email

Sponsor

Assets

Partner 

Focus 

Assets

Email Landing Page Info Center

Sponsor 

or Partner 

Assets 

Sponsor 

Assets



Lead Tracking for Partner Follow-Up
Alerts to Sales & Follow-up Drives Results

Alerts Sales Sales Follow-up

• Contact Information
• Sales Materials
• Most Recent Campaign

• Using Alerts Video
• Visit Details
• Follow-up Process

• How long did it take sales to respond?
• What was the outcome?
• Includes notes & Qualification 

Questions



Real-Time Lead Alerts of Prospect Activity

Next Step: 
“Sales Rep 
Click Here”

Visit 
Details

Video: 
How to 
Follow-up 

Campaign 
Assets & 
Overview

Most Recent 
Campaign 
Activity

Call Guide



Ensure Partner Sales Team Follow-up

• Partner follow-up 
and outcomes

• Understand 
which contacts 
are real and 
ready to buy

• Time from 
“Alert Sent” 
to qualification 
is measured 
to make sure 
opportunities 
are being 
managed 
appropriately



You Can Track Performance to Each Partner

Overall Program

Individual Partners

Program Roll-Up



Track Performance to Each Partner Sales Rep

Opportunities & 
Outcomes

The Doghouse

Conversation

Sales Follow-up



“All inclusive” Program

Lead Accelerator: Scalable Partners 6 Months

10,000 Prospects

100 MQL

SQL

Close

Each Partner*

Partners Focus on Selling not Marketing

• Complete Program Management
• Content Generation
• Prospect List Development/Targeting
• Program Development & Marketing
• Partner Onboarding
• Campaign Execution
• Campaign Reporting



Lead Accelerator: Scalable Partners 6 Months

Program Calendar of Events, Activities and Programs

Month 1    Month 2          Month 3         Month 4         Month 5          Month 6

Live Webinar

& On-demand

Accelerated

Nurturing

Accelerated Nurturing Campaign –

(1) Text Based Rep introduction based on interaction

List Development, 

Appending, Messaging, 

Creative, Campaign

Build / Setups

OnDemand

Webinar #1

(Sponsor)

Content-based

Nurturing

Nurture

#1
Nurture

#2

Nurture 

#3

Nurture

#4

Nurture 

#5

Nurture

#6

OnDemand

Webinar #2

(Sponsor)

Co-Branded Infocenter with Resources –

Partner can leverage for Social Media

InfoCenter

with Resources



Custom Video
• Video shoot/editing with wrappers, final files 

for 2 – 3 ½ minute video short
• Interview style remote video shoot
• Includes stock B-roll, titles and bumpers
• One location, with option to add more locations 

if needed 

Tele-Qualification – BANT Leads
• Tele-sales team follow-up on every lead
• Lead insights, conversations, recordings
• Guaranteed BANT qualifications:

• (5) BANT Prospects

• (10) BANT Prospects

Content Syndication 
• Setup and Media included
• Form Fills provided to Partner as MQL
• 30 MQL’s

Campaigns Can Be Enhanced with 
Additional Tactics

Custom Webinar
• Live + On-Demand
• Partner Selects Speaker(s)
• Registration Page Hosting + Attendee Capture
• Webinar Email Invites (3-4 invites sent)
• Live Event platform, setup, recording, edits
• Post-Event Reporting to Partner
• OnDemand Webinar Files to use anywhere

LinkedIn
• Banner creation for up to (2) offers
• Media included
• Optimization and Monthly reporting



Timeframe to “Go Live”

• Week 1: Program overview, partner presentation/support materials

• Week 2: Determine content assets, creative mockups/initial content reviews, 
platform setup, campaign flow creations, alert testing: weekly 

• Week 3: Final testing, modifications as needed

Partner onboarding: (Partners launch in 7 - 10 days)

• 1 Hour: Partner profile confirmation, prospect list development, overview

• 1 Week: Campaigns launch, training as needed
 Ongoing campaign flights, automated reporting



Takeaways:

1. Identify “Educational” assets that exist 
    – eGuides, Analyst Briefs, Webinars, White Papers, Solutions Guides

2. Select Partners that commit to lead follow up and reporting

3. Let Partners focus on follow up - you focus on marketing

4. Provide Partner Sales Reps with insight on leads 
    – Contact info, Interest levels, Lead insights, Company overviews

5. Commit to launching campaigns for each partner within 10 days



Take 5 minutes to get a 
partner marketing 
roadmap:

✔ Peer rankings

✔ Personal guide to scale partner 
marketing programs

✔ Tips on what to prioritize for the 
most impact

www.etrigue.com/report

Free Offer from eTrigue:

http://www.etrigue.com/report


Q & A

Submit questions in the lower right 
corner of your screen.

For more information contact:

Jeff Holmes
CEO & Creative Officer
jeff.holmes@3marketeers.com
408.293.3233 Main
408.222.0400 Direct

Beryl Israel
VP, Client Services
beryl.israel@3marketeers.com
408.293.3233 Main
408.222.0401 Direct

3marketeers.com
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