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SAS® RESELLER PLAYBOOK

The purpose of this document is to outline a plan for your success as a SAS Reseller Partner and as a member of our extended SAS Sales Team.

This development plan covers the first six months of your reseller relationship with SAS and specific objectives 
you are expected to achieve.

Guidelines to Succeeding as a Reseller and as a Member of Our SAS Sales Team

Congratulations! You have secured an important position as an authorized Reseller for SAS. We have the opportunity to work closely together to mutually grow our revenues and achieve long-term business success. For SAS to continue to be the leader in the Business Intelligence space, it is critical for us to have the best channel sales organization possible.

Your Channel Sales Executive (CSE) will work directly with you to develop your team and achieve the objectives outlined in this playbook. These Reseller development objectives represent sales best practices and are essential to our joint pursuit of meeting and exceeding our business objectives. The SAS CSE is also your gateway to the rest of the SAS Product, Sales, Marketing and Training Team, who will all be working with you to achieve these Reseller development objectives.

Day 0 – 30 Reseller Objectives
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Day 30 – 60 Reseller Objectives
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Update Business Plan Rev 2

Profile and contact top target accounts

Conduct first quarterly review meeting with SAS

Training

Sales Training

Attend High Velocity Sales Training

Intelligence Platform Webcast

Competing on Analytics Webcast and Book

Technical Training

SAS Business Intelligence Overview eLearning

Getting Started with SAS eLearning

SAS Programming eLearning

Attend BI Framework Technical Training

Identify SAS Mentor Partner

Marketing

Update website with SAS content

Define joint brochure and marketing collateral

Plan initial demand generation program

Call campaign

Mail campaign

Web seminar

Breakfast or Lunch & Learn sessions


Day 60 – 90 Reseller Objectives
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Create standard customer presentation deck

Conduct monthly funnel review meeting

Acquire and register 2 or more sales opportunities

Training

Sales Training

Leverage Reseller Portal Sales Toolkit

SAS Business Intelligence Overview eLearning

Focus on SAS Data Integration eLearning

Technical Training

Schedule SAS 9 Foundation Installation and 

Configuration Training

Begin to leverage SAS eLearning Courses

Begin to leverage SAS Tech Exchange Sessions

SAS Partner Demo Center Orientation

Marketing

Prepare launch of demand generation programs

Call campaigns

Mail campaigns

Web seminar

Breakfast or Lunch & Learn sessions


Day 90 – 120 Reseller Objectives
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Conduct quarterly review meeting with SAS

Conduct monthly funnel review meeting

Register a minimum of 4 new sales opportunities

Achieve first sales win!

Training

Technical Training Ongoing

Advanced BI Training Path

Data Integration Training Path

Data Mining Training Path

Forecasting Training Path

Shadow first SAS DI/BI Implementation Project

Marketing

Launch demand generation programs

Call campaigns

Mail campaigns

Web seminar

Breakfast or Lunch & Learn sessions

Build and maintain prospect list


Day 120 – 180 Reseller Objectives
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Conduct quarterly review meeting

Update Business Plan as required

Achieve ongoing opportunity registraton goals

Achieve first BI sales win

Achieve ongoing sales wins

Achieve sales funnel = 3X sales target

Training

Technical Training Ongoing

Advanced BI Training Path

Data Integration Training Path

Data Mining Training Path

Forecasting Training Path

DI Implementation Certification

BI Implementation Certification

Installation and Configuration Certification

Partner Demo Center Certification

First Level Technical Support Certification

Marketing

Ongoing demand generation programs

Call campaigns

Mail campaigns

Web seminar

Breakfast or Lunch & Learn sessions


�Deliverables can’t be achieved. OK to omit? “Objectives” seems to cover all.
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		Conduct first quarterly review meeting with SAS

		Training

		Sales Training

		Attend High Velocity Sales Training

		Intelligence Platform Webcast

		Competing on Analytics Webcast and Book

		Technical Training

		SAS Foundation Prerequisite Elearning

		SAS Business Intelligence Overview

		Getting Started with SAS

		SAS Programming

		Attend BI Framework Technical Training

		Identify SAS Mentor Partner

		Marketing

		Update website with SAS content

		Define joint brochure and marketing collateral

		Plan initial demand generation program

		Call campaign

		Mail campaign

		Web seminar

		Breakfast or Lunch & Learn sessions

		Day 60 - 90 Objectives

		Reselling

		Create standard customer presentation powerpoint deck

		Conduct monthly funnel review meeting
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		Identify Pre-sales training participants

		Identify Implementation training participants

		Schedule High Velocity Sales Training

		Schedule BI Framework Technical Training

		Marketing
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		Day 30 - 60 Objectives

		Reselling
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		Technical Training
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		Web seminar
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		Conduct monthly funnel review meetings

		Conduct quarterly review meeting

		Update Business Plan as required
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		Day 0 - 30  Objectives

		Reselling

		Complete Business Plan Rev. 1

		Define Joint Value Proposition

		Target Market

		Target Customers

		Sales Plan

		Marketing Plan

		Training

		Complete Initial Training Plan

		Identify Sales Training participants

		Identify Pre-sales Training participants

		Identify Implementation Training participants

		Schedule High Velocity Sales Training

		Schedule BI Framework Technical Training

		Marketing

		Complete Partner Profile Questionnaire

		Complete PR Template

		Launch PR

		Day 30 - 60 Objectives

		Reselling

		Update Business Plan Rev 2

		Profile and contact top target accounts

		Acquire and register first sales opportunity

		Conduct first quarterly review meeting with SAS
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		Sales Training

		Attend High Velocity Sales Training
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		Define joint brochure and marketing collateral
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		Create standard customer presentation powerpoint deck
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		Call campaigns

		Mail campaigns

		Web seminar

		Breakfast or Lunch & Learn sessions
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