Y11 DNKNNW NN

T
|NN9 AT O'RNNNY ATN 0N

INUITO TN N Y

- I
NOTINY NOYITEN —
—
20 TN NUDN2IIN -—
—

(Product Management) 7 12pn® 7o%7 A% 237037 09
25.11.19 7°980» BT AW IR 2BYIAW 2WwIDn 14
X”N NVIDI2 IR 707100 ﬂUbWPDD ,WVT 7102 NORana

Product ) 21777 97731 .0192 723191100 MN2m L2922 MN2R NRREAY NONT 1197 ¥ 20
NI7372 7991 ,7%1%7 DA77 025w 90, NMPYD YW ana 1R nanka Xwil (Manager - PM
0°27 0113 OV AWD ANWY WIT1 XN 203 .MMIPRa 2apY 02017 N°°12) TMNNT 21807
— 777217 27T MR PNAIR L0007 PPN NN, MO MXIAP 201N ,NAIRT TIN2
NYAWAT YIXAY DOWITIN QPNWONN 1971 PN L TOPON2 PRTW IR 9701”1137 Y211 IROM
DX D°ONNWAY 7277 X7 AT 0P NILA WY 272 TIN 207017 AT 2N MW
.0IN2 221w SW 101 TIT 1TARIY 2OMPP2 amR ANWRY XN D001 YW mpya

P23IR2 N 99,7770 2T, DOAWINT NIV DAR ,N02Ya 75W1 NI 0P

:DTP 019D

TRX7T 3290 nyw wann
RINTT
Course overview 16:30-17:20 Lesson #1
;he role of marketerg W|8t‘h]:r1 alcompany 17:30-18:20 What is Marketing
iscuss grpup exercises & fina 18:30-19:30 2019 7292111 25
presentation
The various roles of a PM 16:30-17:20 Lesson #2
Needed skills and experiences 17:30-18:20 The Role of a PM
Guest Speaker 18:30-19:30 2019 "2nx72 02
Market segments and customer types 16:30-17:20 Lesson #3
How to gather customer needs 17:30-18:20 Understanding Customers
Exercise #1: Analyzing customer needs 18:30-19:30 2019 "2anx721 09
Prioritizing features 16:30-17:20 Lesson #4
Defining the User Experience (UX) 17:30-18:20 -
E e #2: Canturi duct Defining Products
XEreise #2: Lapiuring produc 18:30-19:30 2019 127872 16
requirements
23.12.19 nann 071N
Profit & Loss (P&L) models 16:30-17:20
— Lesson #5
Market sizing (TAM) 17:30-18:20 .
E se #3- Buildi ductfi o Business Models
xercise #3: Building a product financia 18:30-19:30 2019 2% 30
model
The PM-ENG dynamics 16:30-17:20 Lesson #6
Collaboration tools 17:30-18:20 Working with Engineers
Guest speaker 18:30-19:30 2020 X112 06
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Sales process overview

16:30-17:20

Lesson #7
The PM-Sales dynamics 17:30-18:20 Partnering with Sales
Exercise #4: Simulating a sales process 18:30-19:30 2020 1213
Communication channels 16:30-17:20 Lesson #8
Messaging and Positioning 17:30-18:20 Spreading the Word
Exercise #5: Creating product messaging 18:30-19:30 2020 12 20
Overview of Outbound Marketing 16:30-17:20 Lesson #9
Digital Marketing tools 17:30-18:20 Outbound Marketing
Guest Speaker 18:30-19:30 2020 12 27
Identifying your real competitors 16:30-17:20 Lesson #10
Competitive strategies and tactics 17:30-18:20 Competitive Positioning
Exercise #6: Building a competitive chart 18:30-19:30 2020 7x11292 03
PM and customer interactions 16:30-17:20 Lesson #11
Building references 17:30-18:20 Handling Customers
Resolving customer crisis 18:30-19:30 2020 "x11292 10
What is GTM? 16:30-17:20 Lesson #12
Overview of “routes to market” 17:30-18:20 Go-To-Market Strategies
Exercise #7: building a GTM plan 18:30-19:30 2020 "x1"ama 17
Balancing short & long term needs Lesson #13
16:30-17:20 Product Roadmap
2020 "x11292 24

Building a viable roadmap 17:30-18:20

Exercise #8: Build a product roadmap 18:30-19:30
Final group presentations: session 1 Lesson #14
16:30-17:20 Putting it All Together
2020 yma 02

Final group presentations: session 2 17:30-18:20

Concluding remarks 18:30-19:30
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The Lean Startup: How Today's Entrepreneurs Use Continuous Innovation to Create
Radically Successful Businesses”, Eric Ries, Crown Business, 2011 ISBN 9780307887894
The Startup Owner's Manual: The Step-By-Step Guide for Building a Great Company”, e

Steve Blank and Bob Dorf, K&S Ranch Publishers, 2002 ISBN 0984999302

Marketing Management: Philip Kotler & Kevin Lane Kelner, Prentice Hall, 2005 ISBN e

0131457578

Crossing the Chasm: Geoffrey Moore, Harper Business, 1991 ISBN 0060517123 e
The Strategy and Tactics of Pricing: Nagle, et al, Routledge 2016, ISBN 0136106811 e
http://Product-Wisdom.com: a blog about product management e
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Baruch 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 business 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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