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Clients:Clients:eTrigue Expertise

• Turnkey Marketing Campaigns

• Rapid Go-Live, 7–10 days to MQL

• Supporting 93 countries, 21 languages

• HQ: Silicon Valley

eTrigue Lead Accelerator Programs deliver 
turnkey, Insights-driven direct and channel 
partner marketing campaigns at scale.



Agenda

How to find and over-invest in Partner “Champions”1

What Partner Enablement at Scale looks like2

How AI makes true segment-by-segment 

customization achievable without more headcount
3



Find Your Champions First – Then Over-Invest

Champions, at Any Partner Size

A Mixed Partner Base, One Approach That Scales

Leverage AI for both Partners and End-Users



Partner Enablement at Scale

• Segment partners by engagement potential, not just 
deal size — an engaged mid-tier reseller can 
outperform a dormant enterprise account

• Build a tiered model: 

✓Deep, high-touch enablement for champions

✓Lighter, self-serve assets for the long tail

• Consider scaling through Distributors

• Treat enablement as a continuous loop, not a launch 

event 



What Successful Enablement Looks Like

Ideal Outcomes:

• Sales cycles shorten 

• Enablement headcount 
stays flat

• Champions become a 
feedback channel

• Partner satisfaction and 
retention improve

• Database of Partners

• Monthly Partner Webinars sharing 
new product launches

• Ensure Partners have a sustainable AWS business

• AI Agent reviews the opportunities in Salesforce 
Database, looks for similar opportunities, approves 
it, Agent is validating the entire process

• Reward: successful co-sell efforts, high-quality 
service delivery, and shared innovation with ISVs



eTrigue Insights Messaging 
- “Contextual Relevance”

Engaging prospects with contextual relevance 
and providing Sales Reps the confidence 
needed to close more opportunities.

Hyper ABM in Action:

THE SOLUTION



eTrigue Insights Messaging – “Contextual Relevance”
Prospects receive unique 1:1 ABM
messaging = 3-5x higher engagement.

• 100% of content is customized based on 
Prospect “Insights” and their relationship 
to the asset(s)

• Comprehensive guardrails to support 
professionally relevant messaging and 
specific messaging guidelines, while 
preventing competitive and other 
undesired references

• Experience, background, interest’s, 
company focus, industry and technical 
expertise determine the unique focus 
for each prospect’s ‘care-abouts’

eTrigue Insights



“eTrigue Insights Messaging” – knows the recipient

Insights



“eTrigue Insights Messaging” – knows the industry

Insights



Partner Enablement Takeaways

Focus on Partners that are highly invested in your product1

4
3 Build a sustainable, repeatable enablement process, 

leveraging Agents wherever possible

2 Build a decent mix of Partners that believe in the vision of 
your Partner Program



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
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