Product Management

Focus-your business on customer value
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You've got to start
with the customer

You can't start with

the technology and
experience and work

backwards to the
technology.

try to figure out
where you're going
to try to sell it.






My background

| am an engineer by education,
A marketer by occupation
And a product manager by inclination
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Product management functions

What are the customer problems

Are they willing to pay for a solution

Develop products / services to solve

Develop go-to-market to guide the organization
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Product management functions

* |s the customer aware they have the problem?
 Who feels the pain of the problem?

* Who ultimately buys the solution?

 Why would they buy?

Message

\
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Product management functions

* Can you compete?

/ Decision * Can you win?

e Can you provide objective evidence of value?

Message

\
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Product management functions

* What is needed to implement the solution?
 What is needed to operate the solution?
/ * |s the customer satisfied?
Decision

Message

\
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Other department functions

* Customer care
Delivery * Service delivery
/ * Finance

e Sales

Decision * Technical sales
* Marketing
Message * Product Marketing

\ * Engineering
Solution e Service delivery
* Finance
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Cover the gaps

Outpost24

Value
Solve Sales * Articulate
* Demonstrate
problems * Prescribe
e Feasible
e Desireable
" Viable See-Think-Do

* Thought leadership
* Expand at depth



Cover the gaps
Gap:
Can’t convert

Gap:

No traction
Gap:

Low satisfaction
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Frameworks
Gartner’s Product Management Framework

Know the competite

Build a strong

roadmap

oppo |rtu-n ity

Segment / Identify s, Analze the Manage customer Manage Design with
your markets O addressable [ competition expectations buyer demandsl.l senices
O market =

Align PM with
the company

Product Planning

I

Manage strong [ ]
communications i"

Share new

PM toolkits

Product Management Framework

Implement
PM tools

Implement
new approaches

Become an agile
development
team

Measure business unit | Build a ] Manaqw innovation
strong team vest practice evalution

diysiapeaT 1onpoid

Product Lifecycle Management

Watch out for
disruption

Grow revenues

performance

Product Development

Evolve the Differentiate Develop the customer | Accelerate time
product the product experience to market

Understand customer Improve
needs development
processes

Manage the
market

Setthe right
sales model

Deliver value

Balancetech i
and business
features I-‘- -‘-\-

Price the products

Product Introduction

Make the right
business
decision

Work with Product Package the products

Achieve Manage [ ] Manage a strongproduct  Build strong Keepan eye out
the goals the team ? portfolio customer bases on markettrends

0 CONFIDENTIALAND PROPRIETARY | @ 2017 Gartner, Inc. andlor its affiliates. All ights reserved.
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Measure
success E

Marketing
Develop Go To Market Think about
plans customers

Gartner




14

Frameworks
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