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Objective

Upon completion of this course, participants will be able to:

Develop essential sales knowledge to generate support for a product.   
Discover how to match stakeholders and partners to a winning product.   
Set out a budget for materials and resources to set client expectations.   

Familiarise yourself with product roll-out and creation procedures.   
Understand the importance of effective marketing.   

Demonstrate the benefits and functions of a product to meet market requirements.   
Analyse and monitor the success of a product and recognise where changes need to be

made.   
Evaluate your procedures and implement a ‘lessons learned’ structure for continuous

improvement.   

Audience

This course is perfect for people who control their own product design and marketing
structure or business owners looking for insight into strategic thinking processes to build

successful product-to-market frameworks. It would be especially beneficial for:  
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Product Managers  
Marketing Directors  

Business Owners  
Development Managers  

Change and Control Managers  
Technical Experts  

Marketing Executives  
Sales Directors  

Product Designers  

Training Methodology

This course provides access to various practical exercises and presentations to enhance your
learning. You will view real-life case studies from companies that have brought products to

market and see how to recover from less successful product management strategies.   
You will utilise your new skills through group workshops to develop project plans and apply

your product and leadership knowledge to create a strategic framework for your own project
rollout. 

Summary

Launching and managing a product’s journey in a business-to-business environment can be
tricky. Although you may have the authority to put plans into practice in your own

organisation, you have no power over other companies to buy into or implement your
strategies or to purchase your products.   

To gain support from external parties and work towards continuous improvement across your
partnerships, you should develop an accurate and proven project framework, including

workable budgets, steps to change, risk assessments to mitigate problems, and monitoring
processes to allow you to review and amend your product and stay flexible.

When it comes to bringing brand-new products to market and gaining the trust of your
stakeholders, you also need to develop an effective marketing deck to sell your benefits and

functions, roll out exact timelines for prototypes and create direct-to-market plans. To sell
your resourcing model to your supporters requires careful consideration, so they understand

the full financial undertaking and the level of engagement required to create a return on
investment.   



Course Content & Outline

Section 1: Managing B2B Relationships  

Your role as a product manager.  
Building trust between your team and your partners.   

Targeting the right people to buy your product.  
Understanding your stakeholder’s motivation.  

Keeping an open mind and a two-way relationship.   
Enhance your listening skills.    

 

Section 2: Creating a Sellable Marketing Plan

Evaluating market drivers.  
Setting strategic objectives.  

Cost-benefit analysis.  
Identifying and mitigating risks.   

Selling your success factors.   
Telling isn’t selling – using relevant examples.   

 
Section 3: Strategic Thinking – Staying One Step Ahead

What is strategic thinking?  
Creating superior value propositions.   

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

Six Sigma organisation to move forward.   
Prioritisation, sustainability, and profitability.    

 

Section 4: Negotiation, Influencing & Persuasion Techniques

Enlisting help from your sales team.   
Understanding the difference between ‘wants’ and ‘needs.’   

Benefits vs. functions.   
Changing negative perceptions.   

Roleplaying to combat a difficult investor.   
Using persuasive language patterns.   

Removing negativity.    
 



Section 5: Market Research to Maintain Value

Using analytics to find gaps in the market.   
Tailoring your marketing strategy to your audience.  

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

Reviewing surveys and feedback.   
 

Section 6: Your Product’s Lifecycle

Design ideas.   
Consumer segmentation.   

Identifying gaps in the market.   
Your budget and costs against pricing models.   

Resource models, communications, and staffing.   
Marketing essentials.   

Managing your customer relationships.   

 
Section 7: Monitoring & Evaluation

Document analytics-based results.    
Revisit pain points and review where improvements are required.   

Identify your key success factor and embellish it.   
Your product against your competitors.  

Managing an innovative portfolio.

Certificate Description

.Holistique Training عند إتمام هذه الدورة التدريبية بنجاح، سيحصل المشاركون عل شهادة إتمام التدريب من
(e-Certificate) وبالنسبة للذين يحضرون ويملون الدورة التدريبية عبر الإنترنت، سيتم تزويدهم بشهادة إلترونية

  .Holistique Training من

وخدمة اعتماد التطوير المهن (BAC) معتمدة من المجلس البريطان للتقييم Holistique Training شهادات
  .ISO 29993و ISO 21001و ISO 9001 كما أنها معتمدة وفق معايير ،(CPD) المستمر

لهذه الدورة من خلال شهاداتنا، وستظهر هذه النقاط عل شهادة إتمام (CPD) يتم منح نقاط التطوير المهن المستمر
واحدة عن كل ساعة CPD يتم منح نقطة ،CPD ووفقًا لمعايير خدمة اعتماد .Holistique Training التدريب من

  .لأي دورة واحدة نقدمها حاليا CPD حضور ف الدورة. ويمن المطالبة بحد أقص قدره 50 نقطة



Categories

المبيعات والتسويق, التنولوجيا, الإعلام والتسويق

Related Articles

يل التسويق عبر وسائل التواصل الاجتماعتش كيف يعيد الذكاء الاصطناع

ف عصر رقم يشهد تغيرات سريعة، أصبحت وسائل التواصل الاجتماع ساحة رئيسية للتواصل بين الشركات

والجمهور، حيث تتحول من مجرد منصات للتفاعل إل أدوات قوية لبناء العلامات التجارية وتعزيز المبيعات. ومع

ازدياد حجم البيانات وتعقيد أنماط المستخدمين، ظهر الذكاء الاصطناع كقوة دافعة قادرة عل إحداث تحول جذري

ف استراتيجيات التسويق

YouTube Video

https://www.youtube.com/embed/8HvDUA5TZ8s?si=M4luyyiEYGdVDhhW
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