Phase 1: Start fast
with Sage Partner
Marketing

For the best experience, download this playbook and open it in Adobe Reader.
Get Adobe Reader here

Sose



https://get.adobe.com/reader/

Let’s work together!

Purpose of this guide

This guide provides an overview of the Sage Partner
Marketing programme and resources for you to use to
develop your marketing strategy.

Goal for this phase

The goal of this phase is to develop a marketing plan
to include with your Sage business plan.

Next step

After successfully completing this phase, you will sign

a contract and begin the marketing onboarding
process with Sage Partner Marketing.

Your marketing
strategy is the
foundation of your
business plan.

Build it strong.




Milestones for the pre-onboarding phase
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Familiarise yourself Meet with Sage Partner Write your marketing Review your
with Sage platforms Marketing team plan using Sage marketing plan
and tools to discuss TAM resources with Sage
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- Day 8 Day 9-30 Day 31+

Familiarise yourself with Sage platforms and tools

Sage Advance

Run and track campaigns
using this marketing
automation tool with
ready-to-use campaigns
and assets.

How to reqister

Sage Highspot

Download and customise
marketing and sales
enablement materials
from a comprehensive
library.

How to reqister

Sage
University

Create a plan to upskill
and certify individuals on
your team using these

proven training resources.

How to reqgister

Partner co-marketing guidelines

Learn best practices for building co-marketing materials with the Sage brand.

Sase
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Sage MDF

Apply* for marketing
development funds and
track your requests in one
place through Anstira.

*Register in phase 2


https://sageu.com/marketing-accelerator-series/
https://sageu.com/marketing-accelerator-series/
https://sage-advance.partnermarketing.com/
https://sageintacct.highspot.com/
https://www.sagemdfprogram.com/
https://sagepartneronboarding.com/wp-content/uploads/2023/10/Sage_Partner_Co-marketing_Guidelines_April22.pdf

Meet with Sage Partner Marketing team

Schedule a call with Sage experts from the Partner g
teams to: Get a jumpstart
« Validate your target audience and vertical, total ON success

addressable market (TAM), and market need

with valuable
tnsight from the
Sage partner team.

« Find ways to differentiate from the competition

 Develop your ideas for your GTM strategy

» Learn how to leverage Sage Marketing resources .
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mailto:anita.holley@sage.com?subject=Request%20a%20partner%20meeting%20to%20discuss%20TAM%20

Day 1-7 Day 8 Day 9-30 Day 31+ | y l

Write your marketing plan

Use Sage resources in the Marketing Accelerator Additional Resources
Education Sertes to create a plan, allocate your . wiwsimsss (7] | g [

budget, deepen your understanding of
your customers, and improve targeting.

Find a list of tactical activities that will be required
during the six-month marketing onboarding phase cusnersegmenion (7 | marnessoraeson (5

and consider how you will include them in your plan.
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https://sageu.com/marketing-accelerator-series/
https://sageu.com/marketing-accelerator-series/

Review your marketing plan

with Sage

r )
Share your plan with the Sage Partner Marketing Start buﬂdlng your
team and get their help reviewing it. Refine as f 14 +h
necessary. unnelday one wtt
Add the final approved marketing plan to your dn a ppl’OVed
business plan, so you can start using it day one. ma rket-‘lng pla n

G J
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mailto:anita.holley@sage.com?subject=Request%20a%20partner%20meeting%20to%20discuss%20TAM
mailto:anita.holley@sage.com?subject=Request%20a%20partner%20meeting%20to%20discuss%20TAM

Congratulations! You’re
ready for the next phase!

Checklist, by this point you have:

() Aclearunderstanding of your target market and
how you can differentiate

A marketing plan for generating demand within
your target audience

A solid understanding of the Sage brand

Alogin to the Sage partner platforms and
familiarity with benefits

O O 0O O

A training schedule set for Sage University

SQSG © 2023 The Sage Group plc, or its licensors. All rights reserved.



Sneak peek! Phase 2 milestones

The Phase 2 Marketing Onboarding playbook, sent to you after signing your contract, provides guidance
to help you implement your marketing plan. The goalis to become independent in the first six months.

il & @ &8 @&

Start orientation Dig into campaigns Launch Intent and Attend bi-weekly Conduct a Marketing
with the local team and programmes Pursuit check-in calls QBR
programmes
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Sage Advance

Description

Run and track campaigns using this marketing automation
tool with ready to use campaigns and assets for Sage Intacct,
Sage 200, and Sage X3 across all participating verticals.

Register through the platform directly
first

You'll need to register first by clicking here.

Explore resources and guides

* For help with Partner Hub and setting up your account, visit
the Knowledge Base

» For Sage Advance resources like introductory videos, user
guides, and FAQ documents, visit the Training Centre

Post-registration access

Once registered, you can access Sage Advance through Sage
Partner Hub.

1. Click on Marketing from the top menu
2. Select Sage Advance (Campaigns)

3. A new window will open with the Sage Advance tool



https://sage-advance.partnermarketing.com/login
https://advanceknowledge.partnermarketing.com/hc/
https://sage-advance.partnermarketing.com/page/training-centre

Sage Highspot -

Description Post-registration access

Download and customise Sage Intacct marketing and sales Once registered, you can access Sage Intacct Highspot
enablement materials from a comprehensive library. through Sage Partner Hub

Register through the p'latform direct‘[y 1. Click on Marketing from the top menu

first 2. Select Marketing and Sales Tools

Request access through Highspot 3. Select Sage Intacct at the bottom of the list

* Email Sage Intacct Highspot for support 4. From the Intacct Page click on Discover Highspot

Explore the resources and guides

* Highspot User Guide page

* Sage Intacct Solutions for Onboarding Part 1

* Sage Intacct Solutions for Onboarding Part 2

* Sage Intacct Marketing & Sales Content



https://sageintacct.highspot.com/signup
mailto:si.highspot@sage.com
https://sageintacct.highspot.com/items/640f46d520d4300df5fec72c?lfrm=srp.1
https://sageintacct.highspot.com/items/64df8be21927d2e98ca7e288?lfrm=shp.23
https://sageintacct.highspot.com/items/64df8e0e44105ee493d0ff0e?lfrm=srp.0
https://sageintacct.highspot.com/spots?list=company_spot
https://partnerhub.sage.com/

Sage University -

Description Post-registration access

Create a plan to upskill and certify your team using our Once registered, you can access Sage University through
proven training resources. We've created an easy-to-use Sage Partner Hub

platform where you can find the resources you need. 1. Click on Education from the top menu

Register through the platform directly 2. Select Training and Sage University

first

3. Log into the Sage University Tool which will open in
To request access, create an account through another browser tab
Sage University registration page

Explore the resources and guides

You can find out more about Sage University here. Sort
information by product as well as the types of training and
courses.

Note: Some materials on Sage University are only available with a Sage partner
account number, which is granted after the pre-onboarding phase is complete.


https://sageu.com/en-gb/
https://sageu.com/en-gb/
https://partnerhub.sage.com/
https://partnerhub.sage.com/?eid=1348

Tactical activities

Add Sage offerings to your
website

If you use an existing agency, how much do you need to budget?

If you use Dystrick, this work costs approx. £6,000 of which Sage sponsors half.

Maximise SEO results

Are you planning to do pay per click? If so, what is your budget?

Who will be the person in charge of SEO? Do you need to hire for it?

Publish a press release

Do you have an internal PR resource to write and distribute this or will you need to hire an outside
agency?

Personalise, schedule, and
publish 6 blogs

Do you currently have a blog? If not, what is your plan for starting one?
How will these six blogs fit into your content pipeline?
Who will write them?

Is there a budget implication to any of these decisions?

Tactical activities, page10f3




Maximise Sage campaigns ina « What marketing automation tool or resource will use to run the campaigns?
box (CiB)

W1ll one of the existing campaigns work for you target audience, or do you need to modify the
assets?

» Sage 50 to Sage Intacct Migration Campaign

« Finance Professionals Campaign (for customer new to Sage)

Confirm your UTM links and * How will you promote assets aligned with your UTM links?
create a plan for using them

What is your process for working the leads that come back to from Sage through the UTM links?

Prepare for Intent Data » What list of potential customers do you want the agency (Intent) to monitor for you? Do you already
programme have one? Do you need to buy one?

* When the agency alerts you that the opportunity in one of these targeted accounts has matured,
what will be your engagement strategy for moving them through the sales funnel?

* What do you need to budget in terms of time and funds to support this programme?

Tactical activities, page2o0f3



https://sage-advance.partnermarketing.com/create-campaign/1301/1/view
https://sage-advance.partnermarketing.com/create-campaign/1246/1/view

Prepare for telemarketing * Do you want to work with the agency recommend by Sage (Pursuit) or another agency for
programme telemarketing?

* Who will work with the telemarketing agency to develop the call guide and supporting content that
agents use to engage potential clients?

* How will you ensure a warm hand off between the agency and your sales team?

* What do you need to budget in terms of time and funds to support this programme?

Plan for MDF allocation * How will your target tier of MDF help offset activities you’ve planned in your GTM?

o Top-tier partners —
Pre-approved MDF avatilable and invitation to quarterly best practice forum

o Mid-tier partners —
Pre-approved MDF avatilable and receive 1-1 support from Sage Partner Marketing team

o Third-tier partners — Able to apply for MDF and access campaigns and assets through self-
service portals (ex. Highspot and Advance)

Tactical activities, page 30f 3






