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What would you say you do here?
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Do you want to put out fires
or put out products?
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The aim of marketing is to
know and understand
customers so well that the
product or service fits them
and sells itself.

o Peter Drucker

*

Here’s the trick: Focus on
problems, not features.
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Who in your@©rganization is
expert on markets and problems?
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In a well-run organization,
each role has a single
orientation; they either

support customers or
support the market.

2 Peter Drucker
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When we spend time
supporting others, we fail at
what we were hired to do.
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Abbreviation Role (Modify on Values tab if needed)
Product Manager
PMM Product Marketing Manager -
M Technical Product Manager PRAGMATIC
PO Product Owner —INSTITUTE—
PS Product Strategy
mc Marketing Communications Enter data in the yellow columns. For Owners, Importance,
SE Sales Engineer and Assessment columns click the cell and select a value
Dev Development from the drop down or type the appropriate value from 0
Sales Sales Representative (Low) to 5 (High). Enter Actual and Target Hours as a
PGM Program Manager number to the nearest quarter hour (e.g. 4.25).
PIM Project Manager
Exec Executive The Gap is calculated when Importance and Assessment are
Other Other = HJ rracuaTic
None None ml® e
Owner < <
.l g |3 : 13 P =
_ |3 |&g|¢& £ £
E 2 2 H = =
5 I T 3
E g' 2 @ 2 2 2
Category Activity Description s e|%|8& 3 g [esr— vicns T | p—
Warket Market Problems | Discover, collect, analyze and communicate problems 5 | 1| 4
found in the market. Validate these problems are Cr P | ooy | ey | G | e
urgent, pervasive and that the market is willing to pay to
address them. -
Understand market [WinLoss Analysis |Uncover the real reasons products win or lose in the [y | R | p— p—— =0
problems and your marketplace and the journey buyers took to make their
organization's decisions.
unique ability to - =
oty m:,yn Distinciive Identify and leverage the abilities your organization has F— F— F— pm— —
Competencies |developed, but your competitors have not, that deliver
value.
Competitive Identify compelitive and alternative offerings in the re—— UseScanrcs Norring Contant Operstons.
Landscape market and assess their strengths and weaknesses.
Develop a strategy to succeed against the competition. —
Communications Mrocacy Sl Tooks Evens.
|Asset Assessment  (jnventory all available assets (people, process, data,
products, etc.) and determine how to leverage to your st eI Tng =0
advantage.
Focus Market Definition | Segment markets into groups that share common
problems. Prioritize and analyze these segments to
identify the most attractive targets for your offerings.
Create a product [Distibulion Strategy| Understand the markel's for how to buy,

strategy integrated
with your

receive and use offerings.

Product Portfolio

Create portfolio offerings geared to serve particular

ors%;zaﬁ?n's markets and manage these portfolios as a product.
ortlolio of
Zmd“m Product Roadmap _|Articulate the strategic vision for products beyond the
B current planning horizon.
Business Business Plan
Collect and articulate compelling business rationale for
making product investment decisions, including market
sizing, financial projections and risk identification.
Formalize your Pricing Collect and analyze the information needed to
P tormina.oricina madal
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So... maybe we should be
problem managers instead.
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Titles are a mess!
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Focus on problems and
empower the teams that
solve them.

7 Fermore, get
N Turn:ideasinto Products,
ﬁ available now on Amazon.

- TurnldeaslntoRroducts.info

A Playbook for Definin
Delivering Technology%fc?c?ucts

I
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