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The new P’s

Product Management
finds and quantifies the problem

Development & Services
solve the problem

Marketing Communications
communicates the solution

Sales Channel
sells it profitably

Product

Promotion

Placement

Problem
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USAEurope
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Practical Product Management
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© 1993-2004 Pragmatic Marketing, Inc.

21

22

Reporting to

1%0%Services or Training
9%6%Sales & Marketing
3%3%Product Marketing

15%25%Product Management
27%6%Marketing
12%14%Development or Engineering

1%0%Customer Support
23%31%CEO

USACanada
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Titles and Technical Activity

0% 10% 20% 30% 40% 50% 60% 70% 80% 90% 100%

researching market

needs  

preparing business

case  

writing product

requirements  

writing detailed

specifications  

monitoring

development projects  

TPM

PMM

PM

All
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Titles and Marketing Activity

0% 10% 20% 30% 40% 50% 60% 70% 80%

writing copy for

promotional material  

approving promotional

material  

planning and managing

marketing programs

measuring marketing

programs

working with press or

analysts
TPM

PMM

PM

All
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Titles and Field Activity

0% 10% 20% 30% 40% 50% 60% 70% 80% 90%

creating sales presentations and demos

training sales people  

going on sales calls  

performing win/loss analysis  

visiting sites (without sales people)
TPM

PMM

PM

All


