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Executive summary

The product marketing profession has undergone a fundamental
transformation. What constituted “good” performance just five
years ago is now the baseline for survival. Today’s successful PMMs
operate as strategic business partners who drive measurable
revenue impact, not just campaign executors who support product
launches.

This playbook reveals the new performance standards that
separate high-performing PMM teams from those struggling

to stay relevant. Through observation of high-performing PMM
organizations and emerging best practices from leading Saas
companies, we've identified five critical areas where expectations
have dramatically shifted.

Designed for PMM leaders who need clarity on
where they stand:

This playbook provides the diagnostic tools and frameworks
necessary for you to assess your team'’s current performance
against 2025 standards. Whether your team is operating at basic,
competitive, or market-leading levels, you'll understand exactly
where gaps exist and what specific measures are needed to
ensure your team meets modern performance expectations.

The gap between yesterday’s standards and today’s requirements
isn't just about skill development - it's about business survival.
Companies with PMM teams operating on outdated performance
metrics are losing market share to competitors who've embraced
the new reality.
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The performance evolution:
From support to strategic impact

The wake-up call: Yesterday'’s stars are today’s
underperformers

Remember 2020? PMMs who could create decent messaging,
support product launches with basic materials, and conduct
occasional competitive research were considered valuable team
members. Fast forward to 2025, and those same capabilities
barely qualify as table stakes.

The shift happened gradually, then suddenly. As markets became
more competitive and buying cycles grew more complex,
companies realized they needed PMMs who could do more than
execute - they needed strategic thinkers who could drive business
outcomes.

Companies with strategically positioned PMM functions
consistently demonstrate higher win rates in competitive deals
and faster sales cycles.

The message has never been clearer than it is today: strategic
PMM performance directly correlates with business results.

What changed everything
Three major forces reshaped PMM performance expectations:

Market saturation intensified competition. With an uncountable
number of SaaS companies competing for attention, basic
positioning and messaging no longer differentiate. PMMs must now
create positioning that doesn't just communicate value - it creates
competitive moats.

Buying committees became more complex. Gartner research
shows the average B2B purchase now involves 6-10 decision
makers. PMMs must orchestrate messaging across multiple
personas and buying stages, not just create one-size-fits-all
content.

Revenue attribution became measurable. Advanced marketing
automation and attribution platforms now enable precise tracking
of PMM'’s impact on pipeline and revenue. The days of claiming
credit through anecdotal evidence are over.



Product Marketing
The new PMM performance standards: What ‘good’ looks like in 2025 Alliance

The five pillars of modern
PMM excellence

Understanding the new performance framework

The modern PMM performance framework centers on measurable business impact across
five critical areas. Unlike traditional job descriptions that focus on activities, these standards
emphasize outcomes that directly influence company growth and competitive positioning.

Each pillar represents a fundamental shift from reactive execution to proactive strategic
leadership. The companies that have embraced these standards report significantly higher
PMM retention rates and stronger business results.
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Pillar 1. Revenue attribution and business impact

The old approach: PMMs supported launches and hoped for the
best, tracking basic marketing metrics like website traffic and
content downloads. Success was measured by completion of
deliverables rather than business outcomes.

The new standard: Modern PMMs own measurable revenue
attribution, demonstrating direct impact on pipeline generation,
deal closure rates, and customer lifetime value. They operate as
mini-CEOs for their product areas, with clear P&L responsibility.

Examples of performance indicators that matter:

« Direct revenue attribution: 15-25% of company revenue
traceable to specific PMM initiatives

» Pipeline velocity impact: 20%+ improvement in sales cycle
length

*  Win rate optimization: 25%+ increase in competitive deal
closure rates

¢ Customer lifetime value influence: Measurable impact on
retention and expansion

How top performers achieve this:

Leading PMMs establish sophisticated attribution models that
track their influence across the entire customer journey. However,
building these capabilities requires specialized knowledge that
most teams lack internally.

Monthly reporting framework:

Top PMMs deliver monthly business impact reports that include:
« Revenue directly attributed to PMM-led initiatives

«  Competitive win/loss analysis with actionable insights

« Customer feedback metrics tied to PMM-owned touchpoints

« ROl calculations for major PMM programs and campaigns
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Pillar 2: Data-driven decision making and

market intelligence

The evolution from intuition to intelligence:

The most significant shift in PMM performance expectations
involves moving from intuition-based decisions to data-driven
strategic thinking. While experience and market sense remain
valuable, they must now be backed by quantitative insights and
predictive analysis.

Modern PMMs operate continuous intelligence systems that deliver
regular insights to product and executive teams. They don't just
react to market changes - they anticipate them.

The new intelligence standards:

» Continuous customer research: Monthly customer insight
delivery with strategic recommendations

* Predictive competitive analysis: 3-6 month ahead competitor
move predictions with 70%+ accuracy

« Message performance optimization: Quarterly 10%+
conversion improvements through formalized testing

*  Market trend forecasting: Documented accuracy in identifying
market shifts ahead of competitors

Building systematic intelligence capabilities:

The highest performing PMMs establish what leading companies
call “always-on intelligence systems.” These combine automated
competitive monitoring, regular customer research programs, and
structured message testing to create a competitive advantage.

However, developing these capabilities internally is extremely
challenging. The methodologies for predictive competitive
analysis and systematic customer research require specialized
training that most organizations don't possess. This is why many
companies partner with external PMM training providers to build
these capabilities across their teams.

Without proper training in research methodologies and
competitive intelligence frameworks, most PMMs resort to ad-hoc
approaches that miss critical insights and waste valuable time.
The difference between trained and untrained PMMs in this area
is often the difference between reactive and predictive market
positioning.
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Customer intelligence framework:

Research type Frequency Deliverable Business impact

Product roadmap influence, e.g.:
' . _ Competitive +  60-70% of insights drive feature prioritization
Win/loss interviews Weekly o
insights report +  3-5roadmap adjustments per quarter

+  25% faster product-market fit validation

Development resource allocation, e.g.:

Customer advisory onthi Feature priority +  40-50% reduction in low-impact feature development
onthly

SESSIONS recommendations +  30% increase in engineering velocity on high-value features

« 20-25% improvement in release success rates

Marketing performance improvement, e.g.:

Conversion « 15-25% improvement in email open rates
Message testing Bi-weekly S
optimization insights + 20-30% increase in content engagement scores
« 10-15% boost in lead conversion rates
Go-to-market strategy refinement, e.g.:
Market trend Strategic + 35-45% faster market entry decisions
. Quarterly .
analysis opportunity assessment . 50y reduction in failed market expansion attempts

+ 15-20% increase in new segment revenue
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Competitive intelligence system:

Advanced PMMs implement sophisticated competitive monitoring that goes beyond basic
feature comparisons. They track competitor hiring patterns, partnership announcements,
and customer feedback trends to predict strategic moves.

For example, with the right intelligence, you could predict a major competitor’s pricing
strategy shift by monitoring their sales team hiring patterns and customer support forum
discussions. This insight could enable you to proactively adjust your positioning ahead of
their price change and enable you to win more market share, vs potentially losing some.

The key to this kind of success isn't just intuition - it's systematic application of competitive
intelligence frameworks learned through a formal PMM certification program. These
methodologies provide the structure needed to identify meaningful patterns in seemingly
unrelated data points, a skill that's nearly impossible to develop without proper training.
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Pillar 3: Cross-functional leadership and
organizational influence

From collaboration to leadership: How to build organizational influence:

The most dramatic shift in PMM performance expectations involves The PMMs who achieve significant organizational influence focus
transitioning from cross-functional collaboration to cross-functional on delivering insights that directly impact business outcomes. They
leadership. Modern PMMs don't just work well with other teams - they establish regular communication channels with key stakeholders
lead strategic initiatives that span the entire organization. and consistently provide value that makes other teams more

This evolution reflects the reality that PMMs often have the broadest successful.

view of customer needs, competitive dynamics, and market However, building this level of influence requires more than
opportunities. Companies increasingly rely on PMMs to drive good intentions - it demands mastery of specific frameworks
strategic decisions that affect product development, sales strategy, for stakeholder management, executive communication, and

and company positioning. strategic thinking. These are learnable skills, but they require

structured development that most organizations can’t provide

Examples of new influence standards: .
internally.

» Strategic recommendation adoption: 70%+ of PMM strategic ! . -
. ) The most successful PMMs invest in formal training programs
recommendations implemented by product and executive . A . - .
that teach influence-building techniques specifically designed

teams. . . . o
for product marketing contexts. Generic leadership training often
*  Process ownership: Leadership of key business processes, misses the unique challenges PMMs face when trying to influence
including launches, competitive response, and pricing decisions. without direct authority across highly technical, cross-functional

* Organizational development: Active improvement of how other teams.

teams work with market insights and customer intelligence.

» Executive partnership: Regular participation in strategic
planning and company direction setting.
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Monthly influence assessment:

Track your organizational influence through these key metrics:

»  Number of strategic recommendations implemented by leadership
»  Frequency of inclusion in high-stakes business decisions

+ Requests for PMM input on initiatives outside traditional scope

» Cross-functional team satisfaction scores with PMM partnership
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Pillar 4: Content that converts and

enables success

The shift from creation to conversion:

Content creation was once a significant portion of PMM
responsibilities, but the focus has dramatically shifted from volume
to performance. Modern PMMs create content systems that
measurably improve conversion rates and sales effectiveness.

This evolution reflects the reality that content effectiveness can now

be precisely measured and optimized. PMMs who continue to focus
on content creation without optimization are quickly becoming
obsolete.

Examples of new content performance standards:

e Conversion optimization: 15%+ quarterly improvement in
content conversion rates

» Sales enablement effectiveness: 80%+ sales team usage rates
with measurable impact on deal progression

+ Customer engagement metrics: Above-average engagement
scores across all PMM-influenced touchpoints

* lLead quality improvement: 25%+ improvement in marketing
qualified lead scores from PMM-optimized content

Building high-performance content systems:

The most effective PMMs establish systematic approaches to
content development that prioritize performance over production.
They create content frameworks that can be adapted across
different segments and continuously optimized based on
performance data.

But here's the challenge: most PMMs learned content creation
through trial and error, without exposure to proven optimization
methodologies. This leads to inconsistent results and missed
opportunities for continued improvement. The PMMs achieving
breakthrough content performance have typically invested in
specialized training that teaches scientific approaches to content
optimization and conversion psychology.

-
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Customer intelligence framework:

Content type Success metric Optimization frequency Performance target
Sales battle cards Usage rate by sales team Monthly 85%+ adoption
Customer case studies Pipeline influence Quarterly 20%+ deal progression
Competitive positioning Win rate improvement Bi-annually 15%+ increase
Product messaging Conversion rate Monthly 10%+ improvement
Systematic content optimization: This success story highlights a critical point: the methodologies

Leading PMMs implement regular testing and optimization cycles for thatdrivelexceptionalicententipericrmanceicanibellscipodiany

all customer-facing content. They establish baseline performance systematized. The transformation began when the company

. . I~ . invested in comprehensive PMM training that included modules on
metrics and routinely test variations to improve results.

behavioral psychology, conversion optimization, and structured

One marketing automation company established a content testing methodologies. Without this foundational knowledge, their

optimization system that improved email conversion rates by 32% optimization efforts would have remained hit-or-miss rather than

over six months. Their approach to testing subject lines, messaging consistently successful.

frameworks, and calls-to-action became a model for the entire
marketing organization.
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Pillar 5: Market leadership and thought
leadership development

From market follower to market shaper: Developing market leadership:

The highest-performing PMMs don't just respond to market trends PMMs who achieve market leadership focus on developing unique
- they help shape them. They establish thought leadership that perspectives on industry trends and consistently sharing insights
influences industry conversations and positions their companies as that provide value to the broader market. They establish expertise
market leaders. in specific areas and become go-to resources for industry

This represents the most advanced level of PMM performance, commentary.

where individual contributors become recognized experts who drive However, the path from individual contributor to recognized
industry dialogue and competitive advantage. thought leader requires specific skills in content creation, public

The new thought leadership standards: speaking, and industry engagement that most PMMs have never

formally developed. This is why many promising PMMs plateau at

» Industry recognition: Speaking engagements, media mentions, the tactical level - they lack the frameworks for building external

and analyst acknowledgment visibility and influence.

« Competitive advantage creation: Consistent identification and Companies serious about developing market-leading PMMs invest

in thought leadership training programs that teach the systematic
«  Market influence: Demonstrated ability to influence industry approaches needed to build industry recognition. This isn’t about

conversations and standards generic public speaking training - it's about learning the specific
methodologies for developing, articulating, and promoting unique
market perspectives that drive competitive advantage.

capitalization of market opportunities ahead of competitors

» External validation: Industry awards, analyst recognition, and
peer acknowledgment




Product Marketing
The new PMM performance standards: What ‘good’ looks like in 2025 Alliance

Thought leadership development plan:

Building market leadership requires concerted effort across multiple channels:

« Content creation: Regular publication of industry insights and analysis

« Speaking opportunities: Industry conference presentations and panel participation
* Media engagement: Regular commentary on industry trends and developments
* Analyst relations: Building relationships with industry analysts and research firms
Measuring market leadership impact:

Track your market leadership development through:

+ Media mentions and speaking opportunity invitations

» Industry recognition and award nominations

+  Requests for expert commentary and analysis

+ Competitive advantage creation through market insights
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Perforrnance assessment arnd gap analysis

Conducting a comprehensive team evaluation

Before implementing improvement strategies, conduct a thorough

assessment of your current team performance against the new
standards. This evaluation provides the foundation for targeted
development plans and resource allocation decisions.

The assessment process should be comprehensive but focused on

the areas that most directly impact your business’ results.

The PMM performance diagnostic tool

Use this assessment framework to evaluate current performance
levels across all five pillars. Rate each area on a 1-5 scale, with 5
representing industry-leading performance.

Revenue attribution and business impact assessment:

1. Can you quantify the revenue directly influenced by your PMM

team'’s work in the last quarter?

2. How has your win rate in competitive deals changed over the
past year?
3.  What percentage of your company’s revenue can be

attributed to PMM initiatives?

4. How accurately can you predict the impact of PMM activities
on business outcomes?

Data-driven decision-making evaluation:

1.

How frequently do you deliver new customer or competitive
insights to leadership?

What percentage of your positioning decisions are backed by
quantitative data?

How accurate have your competitive predictions been over the
past year?

How systematically do you test and optimize
messaging performance?

Cross-functional influence assessment:

1.

How many of your strategic recommendations were
implemented by product/executive teams last quarter?

Which high-stakes company initiatives are you leading
or co-leading?

How do other departments rate their satisfaction with
PMM support?

How frequently are you included in strategic
planning discussions?
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Content performance evaluation:

1. What are the conversion rates for your top 5 pieces of
marketing content?

2. How frequently does your sales team use
PMM-created materials?

3. Can you demonstrate measurable improvement in lead
quality from your content?

4. How methodically do you optimize content performance?

Market leadership development:
1. How frequently are you invited to speak at industry events?

2. What media coverage or analyst recognition has your
work received?

3. How do competitors respond to your market
positioning initiatives?

4. What industry conversations have you influenced or initiated?

The skills gap challenge

Here's what most PMM leaders discover during assessment: their
teams have significant capability gaps across multiple areas
simultaneously. A PMM might excel at content creation but lack
attribution modeling skills. Another might understand competitive
analysis but struggle with cross-functional influence.

This creates a complex development challenge that's nearly
impossible to address through internal mentoring alone. Each
skill area requires specialized knowledge and proven frameworks
that most organizations don’'t possess internally. This is why

the highest-performing PMM teams consistently invest in
comprehensive training programs rather than hoping skills will
develop organically.

The assessment reveals not just what needs improvement, but
the depth of formalized training required to close performance
gaps effectively.
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Performance level definitions

2 Level 2: Meeting basic expectations
(Risk of falling behind)

] Level 1: Below standard

(Immediate intervention required)

No revenue attribution tracking systems Some revenue tracking, but limited attribution methodology

Reactive competitive monitoring without Regular competitive analysis, but mostly descriptive

predictive insights rather than predictive

Limited cross-functional influence beyond Good relationships across functions, but limited

basic collaboration strategic influence

Content creation without performance optimization Content creation with basic performance metrics but no

structured optimization

Level 3: Meeting 2025 standards
(competitive performance)

Level 4: Exceeding standards
(Market leadership)

+  Clear revenue attribution methodologies with

Industry-leading revenue attribution and business impact

measurable business impact N ) )
Competitive intelligence that drives market strategy

+  Predictive competitive intelligence that

infl trat Organizational transformation leadership with
influences strategy )
measurable influence

« Strategic influence across organization with

. Content and enablement systems that others
documented impact

benchmark against

+ High-performance content systems with
systematic optimization



Product Marketing
The new PMM performance standards: What ‘good’ looks like in 2025 Alliance

Gap identification and prioritization

Once you've completed the assessment, identify the most critical gaps that require
immediate attention. Focus on areas where improvement will have the greatest impact on
business results and competitive positioning.

Priority matrix for improvement efforts:

Impact level Effort required Priority Action timeline

High impact, . . .
Quick wins Immediate 30 days
Low effort
High impact, S .
. Strategic initiatives Medium-term 90-180 days
High effort
Low impact, Optional . When
. Low priority .
Low effort improvements resources permit
Low impact, . . . oo
) Avoid Lowest priority Consider elimination
High effort
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Implementation roadmap for
performance transformation

Phase 1: Foundation building (Months 1-3)

The first phase focuses on establishing the measurement systems
and processes necessary to track performance improvements.
Without proper foundations, it's impossible to demonstrate
progress or optimize efforts effectively.

Critical insight: Most organizations discover during this phase
that their teams lack the fundamental frameworks needed for
modern PMM performance. This is when the gap between current
capabilities and required skills becomes most apparent, driving
the need for external training to accelerate development.

Month 1: Assessment and baseline establishment

+ Complete comprehensive team performance assessment

« Implement revenue attribution tracking systems

- Establish baseline performance metrics across all five pillars
« Identify critical skill gaps and development priorities

«  Evaluate external training options to address skill gaps
identified during assessment

Month 2: Process implementation

« Launch systemized customer research programs

« Implement competitive intelligence monitoring systems

«  Establish content performance measurement frameworks
«  Create cross-functional communication protocols

« Begin formal training programs to address identified skill gaps
in systematic methodologies

Month 3: System optimization

«  Refine measurement systems based on initial data

«  Begin structured content testing and optimization

«  Establish regular reporting rhythms with stakeholders

« Launch initial thought leadership development activities

«  Evaluate training program effectiveness and adjust
development plans based on early results
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Phase 2: Performance elevation (Months 4-6)

The second phase focuses on systematically improving

performance across all areas while maintaining momentum from

foundation-building efforts.

Key realization: Teams with formal training show dramatically
faster improvement during this phase. While untrained teams
struggle to connect theory to practice, teams with structured
PMM education can immediately apply proven frameworks to
accelerate performance gains.

Advanced capability development:

« Implement sophisticated attribution modeling for revenue
impact

« Launch predictive competitive intelligence programs

«  Establish thought leadership content creation systems

« Develop cross-functional influence strategies
Performance optimization:

«  Optimize content performance through structured testing
« Implement advanced customer research methodologies
« Establish strategic planning participation protocols

« Launch external thought leadership initiatives

Phase 3: Excellence and scale (Months 7-12)

The final phase focuses on achieving industry-leading

performance standards and establishing systems that maintain

excellence while scaling impact.

Excellence achievement:

Achieve industry-leading performance standards across all
pillars

Establish recognition as market leaders in specific areas
Implement advanced strategic influence systems

Create scalable processes for continued improvement

Sustainable scaling:

Document successful approaches for organizational
knowledge transfer

Establish mentorship and development programs for team
growth

Create centers of excellence that other teams can learn from

Implement continuous improvement systems for long-term
success
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The business case for
upgrading standards

Understanding the cost of complacency

Organizations that maintain outdated PMM performance standards face significant competitive
disadvantages that compound over time. The cost of not upgrading extends far beyond missed
opportunities - it actively damages competitive positioning and team effectiveness.

Quantifying the impact of outdated standards:

Organizations with modern PMM performance standards consistently outperform those using
traditional approaches across key business metrics, including marketing ROI, time-to-market,
sales alignment, and customer satisfaction.

And these performance gaps become more pronounced as market competition intensifies and
buyer expectations evolve.

The hidden costs of performance gaps:

* Lostrevenue opportunities: Companies miss potential revenue growth when PMMs operate
on outdated standards.

* Competitive disadvantage: Slower market response times and reduced win rates against
modern competitors.

+ Talent retention issues: High-performing PMMs leave for companies with higher standards
and better development opportunities.

+ Strategic misalignment: Product and executive decisions made without modern customer
and market intelligence.
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Moving forward: Your performance
transformation plan

Immediate next steps (First 30 days)

The journey to modern PMM performance standards begins with immediate action in key
areas. Focus on quick wins that demonstrate progress while building momentum for larger
transformation initiatives.

Week 1-2: Baseline assessment

+ Complete the PMM performance diagnostic tool for your entire team

»  Document current attribution methods and measurement systems

»  Assess existing competitive intelligence and customer research capabilities

+  Evaluate current content performance tracking and optimization processes

Week 3-4: Quick wins identification

+ Identify 3-5 immediate improvements that can be implemented without significant resource
investment

»  Establish basic revenue attribution tracking if not currently in place
+ Launch systematic competitive monitoring if not already systematic

+ Implement basic content performance measurement systems
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Medium-term development (Months 2-6)

Systematic capability building:

+ Implement comprehensive training programs for identified skill gaps
» Establish advanced attribution modeling and tracking systems

» Launch predictive competitive intelligence programs

+ Develop methodical content optimization processes

The difference between organizations that succeed and those that struggle during this phase
often comes down to training investment. Teams with formal PMM education can implement
sophisticated methodologies immediately, while untrained teams spend months developing

basic frameworks through trial and error.

Cross-functional integration:

»  Establish regular strategic planning participation protocols

+ Implement structured customer research and insight delivery programs
* Launch thought leadership development initiatives

+ Create advanced sales enablement performance measurement systems
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Long-term excellence (Months 7-12)

Market leadership development:

» Achieve recognition as industry thought leaders in specific areas

»  Establish influence on industry conversations and market standards

+ Implement advanced strategic influence systems across the organization

+ Create sustainable competitive advantages through superior market intelligence

Sustainable performance systems:

+ Document and systematize all successful performance improvement approaches
+  Establish internal training and development programs for continued growth

+  Create measurement systems that maintain excellence while scaling impact

+ Implement continuous improvement processes for long-term competitive advantage
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Success measurement and optimization

Track progress through monthly performance reviews that assess
improvement across all five pillars. Focus on leading indicators
that predict business impact rather than lagging metrics that only
confirm past performance.

Monthly performance tracking:

« Revenue attribution improvements and business impact
metrics

«  Competitive intelligence accuracy, and strategic influence
measurements

« Content performance optimization results and sales
enablement effectiveness

«  Thought leadership development progress, and market
recognition indicators

The transformation to modern PMM performance standards
requires commitment, investment, and regular effort. However,

the competitive advantages and business results achieved by
organizations that embrace these standards make the investment
essential for long-term success.

The training imperative:

The single most important factor distinguishing successful
performance transformations from failed attempts is investment
in systematic PMM training. While internal mentoring and process
improvements help, they cannot replace the comprehensive
frameworks and methodologies that formal education provides.

Companies that upgrade their PMM performance standards
through structured training programs create sustainable
competitive advantages while building teams that drive
measurable business impact. The choice is clear: invest in formal
skill development that accelerates performance transformation,
or risk competitive irrelevance in an increasingly strategic market
environment.

Ready to bridge the gap?

The assessment tools in this playbook will reveal your team'’s
current performance level and identify specific areas needing
development. The next step is connecting those gaps to structured
training programs that provide the frameworks, methodologies,
and peer learning experiences necessary for rapid performance
improvement.

The 2025 performance standards aren't just aspirational targets
- they're achievable outcomes for teams that invest in the right
development approaches.
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Build, retain, and train a gold-standard
product marketing team

Upskill your entire team, get everyone speaking the same language, and level-up your PMM
impact with accredited certifications and bespoke training your team can use to learn
today and apply tomorrow.

+  Strategic workshops
+  Team membership

«  Team certifications

E I evdad te yo ur PMMC: Core teams —

teamio e e D e
maximum

pl’ Od LlCthlty Strategic workshops —>

———
Upskill your entire team and expedite excellence with bespoke training

tailored to your product, market, and goals.
Whether you're looking for continuous learning
opportunities or bespoke live training, we've got you
covered Team membership —>

Enable your entire team to drive impact, influence, and revenue with
access to developmen

Team certifications —>

Upskill your entire team, get everyone speaking the same language,
and level-up your PMM impact with accredited courses your team can
use to learn today and apply tomorrow.

Explore tea
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Why Product Marketing Alliance really is
the #1 choice

Born from product marketers, built for product marketers.

While others offer broad business training across multiple
disciplines, we exist for one purpose: advancing product marketing
excellence. Every course, framework, and resource is laser-focused
on the unique challenges PMMs face.

The world’s largest product marketing intelligence network.

We've hands-down assembled the biggest collection of product
marketing expertise on the planet. Our training doesn’t come
from outdated textbooks - it's powered by real-time insights from
practitioners currently solving the challenges you face every day.

This isn't just training. It's collective intelligence at scale.
Today’s product marketing, not yesterday'’s.

The product marketing landscape has evolved dramatically.
Al-driven insights, product-led growth strategies, community-
driven GTM approaches, and data-driven positioning require
fresh thinking. Our content is refreshed weekly with cutting-edge
methodologies that reflect what product marketing looks like
today - not what it was a decade ago.

Agility that moves with your business.

Unlike rigid, one-size-fits-all programs, our approach adapts to
your pace. Whether you need just-in-time learning for an urgent
product launch or comprehensive skill development, our modular
training ecosystem grows with your needs. Real scenarios from our
community inform real solutions you can implement immediately.

Leaders teaching leaders.

Our instructors aren't just trainers - they’re current product
marketing leaders from high-growth companies who understand
the pressures you face. Every framework, every case study, every
template comes from practitioners who've scaled products

from zero to millions in ARR and continue to shape the function’s
evolution.

The choice is clear: learn from the world’s most concentrated

source of product marketing expertise, or settle for generic

business training that treats product marketing as an
afterthought.
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