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Course overview 0127'0 - NwynY Nd70 XN 7101
The role of marketing within a 21/02/2022 Lesson #1
company 16:30- What is Marketing
Discuss group exercises & final 19:30
presentation
The various roles of a PM 28/02/2022 Lesson #2
Needed skills and experiences 16:30- The Role of a PM
Paths to becoming a PM 19:30
Market segments and customer
types 07/03/2022 | Lesson #3
How to gather customer needs 16:30- Understanding
Exercise #1: Analyzing customer 19:30 Customers
needs
Prioritizing features
Defining the User Experience (UX) 13@8/2022 Lesson #4
Exer_cise #2: Capturing product 19j30 Defining Products
requirements '
Profit & Loss (P&L) models
Market sizing (TAM) ?é{gg{ZOZZ Lesson #5
Exercise #3: Building a product 19:30 Business Models
financial model '
The PM-ENG dynamics 28/03/2022 | Lesson #6
Collaboration tools 16:30- Working with
Guest speaker 19:30 Engineers
Sales process overview
The PM-Sales dynamics ?g(gg/zozz Lesson #7
Exercise #4: Simulating a sales 19:30 Partnering with Sales
process

NOo NWoIN

Communication channels
Messaging and Positioning fg{gg{2022 Lesson #8
Exercise_) #5: Creating product 19j30 Spreading the Word
messaging
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Overview of Outbound Marketing

02/05/2022

— . Lesson #9
Digital Marketing tools 16:30- :
Guest Speaker 19:30 Outbound Marketing
Identifying your real Competitors | 54,5:7095 | | esson #10
Competitive strategies and tactics _ i
Exercise #6: Building a competitive | 1000~ | Competitive

ercise #6. bu g a Compettive | 19.30 Positioning

chart
PM and customer interactions
Building references & handling 12@8{2022 Lesson #11
crisis 19j30 Handling Customers
Guest Speaker '
What is GTM? 23/05/2022 | Lesson #12
Overview of “routes to market” 16:30- Go-To-Market
Exercise #7: building a GTM plan | 19:30 Strategies
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Concluding remarks

ANXINN PIN niyy waon
AL ahh!
Balancing short & long term needs
Building a viable roadmap ?g{g8{2022 Lesson #13
Exercise #8: Build a product 19j30 Product Roadmap
roadmap '
Final group presentations: session
1 06/06/2022 | Lesson #14
Final group presentations: session | 16:30- Putting it All
2 19:30 Together

N'oMAI'A

e The Lean Startup: “How Today's Entrepreneurs Use Continuous
Innovation to Create Radically Successful Businesses”, Eric Ries,
Crown Business, 2011 ISBN 9780307887894

e Lean Analytics: “Use Data to Build a Better Startup Faster”, Alistair
Croll & Benjamin Yoskovitz, O’'Reilly, 2013 ISBN 1449335675

¢ Inspired: “How To Create Products Customers Love”, Marty Cagan
(Silicon Valley Product Group), Wiley, 2018 ISBN 1119387507

e Crossing the Chasm: Geoffrey Moore, Harper Business, 2014 ISBN

0060517123

e Cracking the PM Interview: “How to Land a Product Manager Job in
Technology”, Gale Laakmann McDowell & Jackie Bavaro, CareerCup,

2013, ISBN 0984782818

e Marketing Management: Philip Kotler & Kevin Lane Kelner, Prentice

Hall, 2005 ISBN 0131457578

o A list of blogs and articles for further reading will be provided after every

session

2022 — nnmw nrrnt ' 57mn 4 Tmy

YO'IT )N XN 7y

wu'IT 7N



0I127'0 - nwYn7 Nd7n Wy 7nn

TABaruch Deutsch is a hi-tech industry veteran, with
over 25yrs of hands-on marketing experience. He
worked 20yrs in Silicon Valley, California, where he held
senior management positions at major corporations (e.g.
Cisco Systems and Cadence Design Systems) and as a
marketing lead at start-ups (3 of which were acquired).
Currently Mr. Deutsch consults with hi-tech companies, _
serves as mentor at hi-tech accelerators, authors blogs |
and delivers professional talks. He traveled around the globe on busmess
and for pleasure, and is fluent in both English and Hebrew. Mr. Deutsch
has a BSEE and MSEE degrees in computer engineering, an MBA degree
in Marketing and Finance, and a BA degree in Philosophy and History.
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