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Software: Business or Hobby?

Steve Johnson
Pragmatic Marketing

Our plan is to invent some sort
of doohickey that everyone
wants to buy.
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new~mnifty~thrifty
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Business P Marketing
Case 9 Plan
Market Pricin Sales Customer
Sizing 9 Process Acquisition
Product Buy, Build Market Customer
Performance or Partner Requirements Retention
Operational Product Product Launch
Metrics Portfolio Roadmap Plan
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Pragmatic Marketing® Framework

A market-driven
model for managing
and marketing
technology products

Channel
Support

SEIES
Readiness

Channel Presentations
Training & Demos
Collateral & “Special”
Sales Tools Calls
White Event
Papers Support
Competitive Answer
Write-Up Desk
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