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about us

Experts in technology 
product management and
product marketing

Specialize in 
training

Trained hundreds of thousands 
of people at thousands of 
companies since 1993
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Experience Building World-Class Programs

25+ years running

sales and marketing

CSO and board member

head of sales and marketing

SVP sales strategy and operations

board member

EVP sales
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“It is the obvious which is so 
difficult to see most of the time.”

-Isaac Asimov
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Think of Your Last Major Purchase

Ask yourself: 
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Trust Works Differently Now
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Trust
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Evolution of Buying and Selling

Questions
and value:

build or buy?

2000’s

Consensus 
decisions: peer 

to peer 
validation

TODAY

PowerPoint-centric 
“challenger 
movement”

2010

Features
and benefits

1990’s
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The Increase of Complexity Continues 

2000

1 or 2

2014

5.4

2016

6.8
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Risk aversion increases

How Group Dynamics Affect Decisions

Polarization effect 
occurs

Group members seek like-
minded individuals (peers)
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Hours of video uploaded to YouTube 
per minute 

Tweets per second New blog posts per day

300 6,000 2,000,000

Content Overload
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B-B Marketing Content

If you double something 22 
times, you will have 4 million 

of it!

4 Million
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When Our Brain is Overloaded, it Shuts Down

PERCEPTIONREALITY



18

pragm
aticm

arketing.com
/live



19

pragm
aticm

arketing.com
/live



20

pragm
aticm

arketing.com
/live

P2P Selling!

References

Findings:

Referrals and references rank high for 
leads and closing business.



21

pragm
aticm

arketing.com
/live

P2P selling!

References

Findings:

Peer-to-peer interactions were heavily 
weighted in the vendor selection.
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P2P

What 
Salespeople 
Need to 
Know About
the New B2B 
Landscape

Findings:

Peer influence ranks higher than:
• Company websites
• Company content
• Social media
• Sales presentations
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Organize,
enable and

optimize
peer influence
to accelerate

sales
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P2P Selling is the Effective Solution to 
Buying Committees & Content Overload: 

Customer
advocacy
becomes

sales enabled

Improves
velocity

and win rates

Engages buyers
with your happy customers 
in a process-driven manner
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Will Committing to a P2P Sales Strategy Work?

Jim Dickie
Founder | CSO Insights

2015 CSO Insights Sales Performance Optimization Study of 1200 companies

“Customers that have invested in a robust 
customer reference program appear to sell value 
and differentiation 3 to 5 times better than 
others. This is one of the strongest sales and 
marketing effectiveness correlations
we saw in our study.”
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Where Should Sales & Marketing Invest 
Time and Energy to Drive Revenue?

INBOUND CONFERENCE
November 2016

58%
Word-of-mouth

referrals
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What Are the Best Revenue-Driving Strategies 
for 2017?

Performance 
management/ 

coaching

Data, predictive 
analytics and 

artificial 
intelligence

Quote to ash 
systems
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New Revenue = New Thinking

IDC customer experience loop

Customer Customer
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Enable Peer Influence 
#P2PSelling

Peer Peer2
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Embrace 
& 
Enable

Invest in 
strategies and
technologies
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9 Reference Requests 
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Provide
a 360º view

of content impact
on purchases
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Rationalize
content strategy

to customer-story focus

White paper

Corporate
brochure

Email

eBook

Website

Infographic

Account-based
marketing 

support

Sell Sheet
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Commit to a
best-practice

reference
program
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Develop
customer-story launch 

process through sales win 
data capture mapping back

to buyer’s
journey
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Maximize 
referrals through

social selling,
data, process

and tools
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Establish Peer-Review Site
Advocacy Campaigns
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Still need more ammunition to fund, resource and get 
buy-in to enable P2P selling?

B2B buyers are becoming risk adverse…
they want evidence that your product

or service does what you claim,
and not from you—from another customer.

-Hub Spot
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Still need more ammunition to fund, resource and get 
buy-in to enable P2P selling?

CXOs make purchasing decisions
25% faster with a good reference.

The #1 thing that buyers said influence
their preference to purchase is references…

-Gartner
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Still need more ammunition to fund, resource and get 
buy-in to enable P2P selling?

Customers are the new market-makers, reshaping 
industries and changing how businesses compete 

and win. 
-Forrester Research
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Still need more ammunition to fund, resource and get 
buy-in to enable P2P selling?

Smart companies manage their
customer references, and even

smarter ones manage them well to
ensure every reference is maximized. 

-Casey Hibbard
Author of Stories that Sell
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P2p selling 

Find Your Missing R
and Win the Race!
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contact
Rebecca Kalogeris
rkalogeris@pragmaticmarketing.com
@pragmaticmktg

Ian Levine
www.roinnovation.com
@ROInnovation
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Join us for next month’s webinar:

Thank You
for attending!

JAN FEB MAR

APR MAY JUN

JULY AUG SEP

OCT NOV DEC

Win/Loss

Requirements Collateral

Innovation

Product
Portfolio

Stakeholder 
Communications

Distinctive 
Competencies

Referrals &
References

Customer
Retention

Market
Problems

Customer
Acquisition

Product
Profitability

Innovation
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