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Who is This Guy?

Gregory Belkin

» Worked for Jitterbit for nearly 2 years
* 10+ years experience in Product Marketing
* Former IT analyst

e Live in Ashburnham Massachusetts
(in the middle of nowhere)

» Beautiful wife and two amazing daughters
* | love Product Marketing
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What Will | Learn?

‘ Build trust between sales and marketing
‘ Have fun and appreciate the sales process at the same time

‘ Share messaging and GTM strategies in a way that resonates
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My Favorite Definition of Product Marketing

Product marketing is the
process of building and
delivering a core narrative

Jim Walker, Cockroach Labs
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My Favorite Definition of Product Marketing

Product marketing is the process of
building and delivering a core narrative.

Build the narrative Core Narrative & Position

)
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My Favorite Definition of Product Marketing

Product marketing is the process of
building and delivering a core narrative.

Sales Deck Assistance Roadmap
Analyst Relations (w/ Enablement
Corp)
Content Positioning Guid
Deliver the narrative onten R s
Editorial Calendar Reporting/Analytics
- Programs Use Cases Sales Playbooks
Case Studies Customer info Win/Loss Analysis
Data Sheets Competitive Battlecards
Website Copy Personas Pitch Deck

SHARED FRAMEWORKS

Build the narrative Core Narrative & Position
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There are So Many Sales Interaction Points

Product marketing is the process of
building and delivering a core narrative.

Sales Deck Assistance
Analyst Relations (w/
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Build the narrative

Core Narrative & Position
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Sales and Marketing Often Don’t Trust Each Other

N

N

N

From the Sales Perspective:

| have no leads to follow up on. | sit through lots of internal
Marketing isn’t doing anything! presentations. Boring!!!
If | don’t understand our new Marketing cares about

etterbrt collateral, how will my customers? leads. That's it! 02 Siterti
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Sales and Marketing Often Don’t Trust Each Other

~ 4

N

N

From the Marketing Perspective:

Sales does not follow up on the Sales does not provide any

leads we provide them!! useful feedback on new assets.

Sales does not take the time to Sales cares about closing deals
etterbrt really understand the product. at any cost. That's it! oz sitersi
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Sales and Marketing Have a Lot of Goals in

Common

Lo ditterbit

Both teams want to close business
Both teams are under a lot of pressure
Both teams have a target to hit

Both teams need effective messaging

Both teams want value proposition clarity
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Six Key Steps to Make Things Better

T ditterbit

Collaborate early and often!

Let your sales/marketing partners know what your plans are for the future.

Choose a few sales (and marketing) people you trust and have proven
helpful

Blueprint the process together and ask for feedback as you go

-
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Six Key Steps to Make Things Better

Be Passionate About the Product!

Understand the product you are marketing and its strengths and weaknesses

Familiarize yourself with strengths and weaknesses, and be ready to talk about
it

Ask for feedback highlights from the customers
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Six Key Steps to Make Things Better

Understand the Sales Cycle!

Sales usually follow a very specific pattern. Tailor your deliverables
accordingly

Learning the sales cycle helps develop messaging

Sales will appreciate your understanding of the cycle
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Six Key Steps to Make Things Better

Make it Easy for Them. And you.

Remember that not every sales (or marketing) executive is created equally
Don’t assume they know everything about the product, customer, or space.

Keep collateral and other assets easy to find
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Six Key Steps to Make Things Better

Manage Expectations!

» Be realistic about what you promise
* Be careful about what you agree to. Don’t be afraid to say no!

« Keep your team in the know as the process unfolds
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Six Key Steps to Make Things Better

Have Fun!

* The sales-marketing relationship works best when people are relaxed.
* Find your own amusing quirk: its helps get you noticed!

* Tryto smile in the face of chaos. Remember that its everyone. Not just you.
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Tditterbit

Mission
Empowering innovation and delivering exceptional
experiences by connecting data, people, and processes.

Vision
To be the most sought-after partner, delivering best-in-class
products and services connecting the world's systems.




