
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.

https://get.adobe.com/reader/
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Let’s work together!

Purpose of this guide
This guide provides an overview of the Sage Partner 
Marketing program, as well as resources for 
developing your marketing strategy.

Goal for this phase
In this phase, develop a marketing plan to include 
with your Sage business plan.

Next steps
After successfully completing this phase, you begin 
the marketing onboarding process with Sage 
Partner Marketing.

Your marketing 
strategy is the 
foundation of your 
business plan.
Build it strong.
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Familiarize yourself
with Sage platforms 

and tools

Milestones for the pre-onboarding phase

Days 1–7 Day 8 Days 9–30 Day 31+

Meet with Sage Partner 
Marketing team 

Create your marketing 
plan using Sage 

resources

Review your marketing 
plan with the 

Sage team
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Sage 
University
Create a plan to upskill 
and certify individuals on 
your team using these 
proven training 
resources.

How to register

Sage
Highspot
Download and customize 
marketing and sales
enablement materials 
from a comprehensive 
library.

How to register

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

Familiarize yourself with Sage platforms and tools

Days 1–7 Day 8 Days 9–30 Day 31+

Sage partner 
logo
Sage Intacct Partners are 
required to use this logo 
for all co-branding 
initiatives. Request the 
logo kit from your PMM.

https://sageu.com/marketing-accelerator-series/
https://sageu.com/marketing-accelerator-series/
https://sageintacct.highspot.com/
https://sageintacct.highspot.com/items/626c3904b41d7beb5c09a874?lfrm=srp.1
https://sageintacct.highspot.com/items/626c3904b41d7beb5c09a874?lfrm=srp.1
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Schedule a call with Sage experts to:

• Validate your target audience and vertical, total 
addressable market (TAM), and market need

• Find ways to differentiate from the competition

• Develop ideas for your go-to-market strategy

• Learn how to leverage Sage Marketing resources

Get a jumpstart on 
success with
valuable insights
from the Sage Partner 
team.

Meet with Sage Partner Marketing team

Days 1–7 Day 8 Days 9–30 Day 31+

mailto:SagePartnerOnboarding-NA@sage.com
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Use Sage resources in the Marketing Accelerator 
Education Series to create a marketing plan, 
allocate your 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 
and consider how you will include them in your plan.

Write your marketing plan

Days 1–7 Day 8 Days 9–30 Day 31+

https://sageu.com/marketing-accelerator-series/
https://sageu.com/marketing-accelerator-series/
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Share your plan with the Sage Partner Marketing 
team and get their help reviewing it. Refine as 
necessary.

Add the final approved marketing plan to your 
business plan, so you can start using it on day one.

Review your marketing plan with Sage

Days 1–7 Day 8 Days 9–30 Day 31+

Start building your 
funnel day one with 
an approved 
marketing plan.

mailto:SagePartnerOnboarding-NA@sage.com
mailto:SagePartnerOnboarding-NA@sage.com
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Congratulations: You’re 
ready for the next phase!
By this point, you have:

A clear understanding 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 

A login for Sage Partner platforms and a 
familiarity with benefits

A training schedule set for Sage University
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Sneak peek: Phase 2 milestones
The Phase 2 Marketing Onboarding playbook provides guidance to help you implement your marketing 
plan. The goal is to become independent in six months.

Start orientation 
with the local 

team

Month 1 Month 2 Month 3 Months 
4–6

Month 6

Launch programs 
to find your next 

customer

Attend marketing 
check-in calls

Conduct a 
marketing QBR

Dig into 
campaigns and 

programs



© 2025 The Sage Group plc or its licensors. All rights reserved. Sage, 
Sage logos, and Sage product and service names mentioned herein 
are the trademarks of Sage Global Services Limited or its licensors. 

All other trademarks are the property of their respective owners.
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Sage Highspot

Description
Download and customize Sage Intacct marketing and sales 
enablement materials from a comprehensive library.

Register for the platform
Request access through Highspot 

• Login URL:  sageintacct.highspot.com

• For email support:  support@highspot.com

Explore resources and guides
• Highspot User Guide page

• Sage Intacct Marketing & Sales Content

Contact Sage Partner Marketing Team with questions.

Go back

https://sageintacct.highspot.com/signup
https://sageintacct.highspot.com/items/640f46d520d4300df5fec72c?lfrm=srp.1
https://sageintacct.highspot.com/spots?list=company_spot
mailto:SagePartnerOnboarding-NA@sage.com
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Sage University

Description
Create a plan to upskill and certify your team using our proven 
training resources. We’ve created an easy-to-use platform 
where you can find the resources you need.

Register through the platform
To request access, create an account through the
Sage University registration page.

Explore resources and guides
Read more about Sage University and sort information 
by product, as well as types of training and courses.

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

Go back

https://sageu.com/en-us/
https://sageu.com/en-us/
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Tactical activities 
Activity Considerations when writing your marketing plan

Add Sage offerings to your 
website

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

• If you use Dystrick, cost is approximately $7,000 USD.

Publish a press release • You may write and distribute this Press Release upon Sage’s approval and process (more info 
included in Playbook, Phase 2).

Personalize, schedule, and 
publish blogs

• Do you currently have a blog? If not, what’s your plan for starting one?

• How will these blogs fit into your content pipeline?

• Who will write the blogs?

• Is there a budget implication to any of these decisions?

Create a plan for how you will 
find your next customer

• What existing customers can you reach out too? 

• New prospects - Do you have a list or need to buy one?

• When a lead is registered and approved, how will you move them through the sales funnel?

• What do you need to budget in time and funds to support this program?

Go back

Tactical activities, slide 1 of 2
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Go back

Tactical activities, slide 2 of 2

Tactical activities 
Activity Considerations when writing your marketing plan

Maximize Sage campaigns in a 
box via Highspot

• What marketing automation tool or resource will you use to run campaigns?

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

• Cloud Financials Done Right (for customers new to Sage, any vertical)

• QuickBooks Switcher Campaign (Highspot)

• Services Migration to Sage Intacct (Sage 100, 300)

Prepare for lead follow up • Do you want to work with the agency Sage recommends, or another agency for telemarketing?

• Who will develop the call guide and supporting content?

• How will you ensure a friendly hand-off with your sales team?

• What do you need to budget in time and funds to support this program?

https://sageintacct.highspot.com/items/6712adab50a95d555d8dd332?lfrm=shp.0
https://sageintacct.highspot.com/items/671036ed9f4cd5fb7d300239?lfrm=shp.0
http://www.sage.com/en-us/cp/move-forward-with-sage/



