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About eTrigue

• “Thru + With” Channel Marketing Programs

• Platform + Services Together

 Specialize in Channel

 Digital Marketing Program Execution

 AI Lead Insights & Sales Performance Tracking

 Creative, Content & Execution Team

• Supporting 93 countries, 21 languages

• HQ:  San Jose, CA

Clients:



Scaling Partner Marketing

Co-branded emails and Media sent 
to target accounts/contacts

Prospects Visiting landing pages/InfoCenter
and viewing/downloading assets

Lead & Company Insights sent 
to partner sales reps in real-time

Tracking the responsiveness of 
each partner sales rep

Onboarding partner, messaging/
training, target list development

Launch new partners in days

with Confidence



© eTrigue Corporation

January eTrigue slide

www.etrigue.com/mugclub



Get a Complimentary Partner Marketing Roadmap: 

eTrigue.com/Roadmap

Peer
Rankings

Personal 
guide to scale 

partner 
marketing

Tips on what 
to prioritize
for the most 

impact



AI-Driven Insights for Sales Teams: 
Stronger Customer Connections 
Close More Opportunities



“75% of Partners    
don’t have the 
resources or   
time to market 
your solutions.”

The Forrester WaveTM

“If you don’t market for your
partners, it just won’t happen.
Most don’t have the time or 
the skills to drive demand or 
maintain your brand.”

Jay McBain  
Chief Analyst, Canalys

Forrester Report
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Luddite
• Small or midsized single-tier partner
• Relies heavily on sales, business development, 

and relationships to grow the business

40%
Do it on behalf (OBO)

“Conduct localized, cobranded marketing  
programs without my involvement.”

Neophyte
• Large or midsized single-tier partner 
• Already executing some marketing activities, such as 

events or email campaigns 

35%
Do it for me (DIFM)

“Give me options for turnkey, cobranded    
programs that I can opt out in to set 
and forget.”

Power Marketer
•      Large or midsized single-tier partner
•.     Competent marketing strategists

Corporate Marketer
• Large single-tier partners or distributors
• Carries many global brands

“Make it Easy... Do it for Me”

5%
Independent

“Give me branded assets and syndicated  
content.”

20%

Forrester Report

Partner marketing profile TCMA approaches

Do it yourself (DIY)
“Let me cobrand, customize and create”

75%



Buyers go to 
the vendor that 

replies

Prospects engage 
if you follow up 

within

5 minutes

Inbound leads
are engaged 

in under 

5 minutesFirst



Sales people 
give up after

<1
follow-up.

80%

Sales people 
give up after 

3 attempts for 
contact.

Companies are 
contacting leads 
after more than 

a week has 
elapsed.

57%



The Problem with Traditional Programs:

• Limited to contact details, company, asset downloaded

• Delayed weekly or monthly notification via CSV/Excel

Lead Data is Extremely Limited & Outdated



Introducing Lead Enrichment

“Lead Insights
from eTrigue”



Lead Insights

Prospect 
Insights, 

delivered in 
real-time

eTrigue Helps Sales Reps Follow Up “With Confidence”

Follow-up Emails

Suggested 
Responses for 

Sales Reps

Interests

Background, 
history and 

social media

Company Insights

Company, 
News, 

Messaging & 
Competitors



Sales Team 
Performance

Company Insights, 
News and PR

Prospect Insights 
&  Background

Real-time “Lead & Company Insights”
Email Lead Alerts to Sales Reps Drive Results

Next Step: “Sales 
Rep Click Here”



“Prospect Insights” - Background & Social Media

Prospect Social 
Media & Interests

Prospect Insights 
& Background 

Job History 
& Experience



Affiliated Companies
& Competitors

Company Insights 
& Overview 

Latest News & PR

a

“Company Insights” - Details, Summary & News



“Prospect Activity” - Campaign Interest & History

All Campaign Exposure

Show Prospect Interest 
Levels in Content

Campaign History



“Alerts & Responses” - Record Sales Rep Follow up

Sales Rep Response History

Select Rep Response

Suggested Follow-up
Messages



“Lead & Company Insights” > Sales Rep. Confidence

• “AI Sales Insights” for Prospect, Company and News

• Complete Prospect Background, Skillset, History and Social Media

• “Insights” are delivered in Real-time, with Sales Rep Tracking

• Suggested Follow-up emails prebuilt for Sales Reps to Respond

• Large scale Intent-based Lead Insights for Informed Prospecting



How to motivate your team - “Competition”

• Share how each Sales Rep is performing

• Follow-up & responsiveness

• # of Meetings

• $ of Opportunities

• Call out superstars for recognition

• Run a contest – Awareness & Appreciation (Most meetings wins)

• Highlight weekly ranking on “Team calls”



Sales Team 
Performance

Company Insights, 
News and PR

Prospect Insights 
&  Background

Real-time “Lead & Company Insights”
Email Lead Alerts to Sales Reps Drive Results

Next Step: “Sales 
Rep Click Here”



“Track Performance” of each Partner

Program Roll-Up

Individual Partnersv



“Track Performance” of Each Partner Sales Rep

Sales Follow up

v

Opportunities & Outcomesv

v Needs Attention



“Follow up with Confidence, Close More Deals.”

1. Timely Follow-Up 
Following up within minutes of receiving leads to maximize conversion chances.

2. Real-Time Lead Distribution 
Instant distribution of leads greatly enhances Sales’ response times.

3. Sales Team Training & Accountability 
Involving Sales in campaign training fosters alignment and ensures 
priority of resources.

4. Comprehensive Prospect Insights 
Detailed information about prospects/companies allows Sales Reps 
to “follow up with confidence”.

5. Sales Resource Accessibility 
Battle cards and call scripts should be easily accessible.



Q&A



Thank you!

Kristin Carey

VP, Partner Development

408.490.2905

kristin.carey@etrigue.com

Let’s meet:
etrigue.com/demo

+1-800-858-8500 
Jeff Holmes

Founder + CEO, 
eTrigue and 3marketeers

jeff.holmes@etrigue.com


