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Section 1: Managing B2B Relationships

¢ Your role as a product manager.

e Building trust between your team and your partners.
e Targeting the right people to buy your product.

e Understanding your stakeholder’s motivation.

e Keeping an open mind and a two-way relationship.

e Enhance your listening skills.

Section 2: Creating a Sellable Marketing Plan

e Evaluating market drivers.



e Setting strategic objectives.

e Cost-benefit analysis.

e |Identifying and mitigating risks.
¢ Selling your success factors.

e Telling isn’t selling - using relevant examples.

Section 3: Strategic Thinking - Staying One Step Ahead

e What is strategic thinking?

 Creating superior value propositions.

e Opportunities based on your product’s value.
e Staying above the competition.

¢ Six Sigma organisation to move forward.

e Prioritisation, sustainability, and profitability.

Section 4: Negotiation, Influencing & Persuasion Techniques

e Enlisting help from your sales team.

e Understanding the difference between ‘wants’ and ‘needs.’
e Benefits vs. functions.

e Changing negative perceptions.

* Roleplaying to combat a difficult investor.

e Using persuasive language patterns.

e Removing negativity.

Section 5: Market Research to Maintain Value

e Using analytics to find gaps in the market.

e Tailoring your marketing strategy to your audience.

e Review advertising methods to reach out to your consumer base.
e Social media and its uses.

e Programmatic advertising.

e Reviewing surveys and feedback.

Section 6: Your Product’s Lifecycle

e Design ideas.

e Consumer segmentation.

e |dentifying gaps in the market.

e Your budget and costs against pricing models.



e Resource models, communications, and staffing.
e Marketing essentials.

e Managing your customer relationships.

Section 7: Monitoring & Evaluation

¢ Document analytics-based results.
* Revisit pain points and review where improvements are required.
e |dentify your key success factor and embellish it.
e Your product against your competitors.
e Managing an innovative portfolio.
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YouTube Video

https://www.youtube.com/embed/8HVDUA5TZ8s?si=M4luyyiEYGdVDhhW


https://holistiquetraining.com/ar/news/from-ai-to-connection-your-guide-to-marketing-trends-in-2023
https://holistiquetraining.com/ar/news/from-ai-to-connection-your-guide-to-marketing-trends-in-2023
https://www.youtube.com/embed/8HvDUA5TZ8s?si=M4luyyiEYGdVDhhW

