"ol Jlall 8 2yl SIS bl 3y guilly s laiiell 8,10

Sl 8 2, el o€ bl 3 suilly @ laiiall 3,fs)"

ll‘;!‘).’.' '

Duration: 5 Days

Language: ar

Course Code: PM1-105

Objective

e cralE 65 Liedl ) 6Suw (8, 5l sia eLAJl.\.Ln:

o pitell peud Slaall 3 Zrwludl isnall sk

o ol miie g S il dalianll Olaal 28)lae 144,< LS.

o odeall wladgi wanil oyl gally ol sall Dl 500 s

o milall cLiily @] wlelya] e 8yl

o JUall 3y suill dyaal pga.

o Goudl wldlio dglil mitall &ill gy ailgd (o se.

o ol Jl pliag all oSW¥l aaaiy gitall ¢lad 24850y Jalsi.

o satuall punill "Solituall Gug,all" JSua dydiis oy alall olelayl .

Audience

il Jlae¥! Olaa¥ of s o lall 5y sull JSua s pgilaiie pranad i o saSaty ol o800 2llia 5,500 sia
ol oSt sl & olatiell ianli dae Hhielid auliwdl nSall ollee Jsa 555 e Jsanll o s
Jials sl

o wlaiiall (5 a0


http://holistiquetraining.com/ar/course/product-management-marketing-for-b2b-ar
http://holistiquetraining.com/ar/course/product-management-marketing-for-b2b-ar

o Jlac¥ Olaaf

o stskill 5 ue

° vS;'in il S e
o il olyall

o Guswill iy
LJRCI| EYTON | 7-JVRVS

Training Methodology
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Course Content & Outline

Section 1: Managing B2B Relationships

 Your role as a product manager.
¢ 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.

¢ Cost-benefit analysis.

e |dentifying and mitigating risks.
e 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?

e 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

¢ Enlisting help from your sales team.

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

e Changing negative perceptions.

¢ Roleplaying to combat a difficult investor.

e Using persuasive language patterns.

¢ Removing negativity.



Section 5: Market Research to Maintain Value

¢ 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.
* 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

e Document analytics-based results.

e 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
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