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Agenda

• A Little About The 280 Group…
• Why Reviews are SO critical
• Top 10 Ways To Get Phenomenal Reviews
• Q&A
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Hand-picked Marketing and Product Management 
experts to help companies define, launch & market 

breakthrough new products.
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About the 280 Group

• Core Team:
– Brian Lawley
– Sarah Lawley
– Will Iverson
– Aaron Hyde
– Sharon Grimshaw
– 10+  Subcontractors

• Work for Clients Includes:
– Consulting & Contracting

• Projects
• Interim PMs/Directors/VPs

– Training
– Coaching
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280 Group Services Offered

Product Management

• Market Analysis
• Developing Business Cases
• Profit & Loss Analysis
• Customer Research
• Market Research
• MRDs & PRDs
• Product Roadmaps
• Working With Engineering Teams
• Reviewing Functional Specs
• Finalizing Product Requirements
• Prioritizing Feature Sets
• Feature, Schedule & Cost Tradeoffs
• Competitive Analysis
• Running Beta Programs

Product Marketing

• Product Launches
• Sales Tools
• Positioning
• Pricing
• White Papers
• Reviewer's Guides
• Product Demos
• Competitive Comparisons
• Customer Testimonials
• Success Stories
• Features & Benefits/USPs 
• Press Tours & Materials
• Presentations
• Training Materials
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280 Group Client List…
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GoogleRank!
Search Engine Optimization Program

-9 Step process to increase your ranking

-Top 10 results on Google, MSN, Yahoo

-Drive more traffic to your site

Other 280 Group Services

QuickSurveys
Online surveys

-Uses Zoomerang survey service

-Fast results

-More educated decisions

TM
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Product Manager’s Toolkit

• 30 Best Practices PM Templates
– MRDs
– Marketing Plans
– Positioning
– Pricing
– Roadmap
– Business Case
– Competitive Analysis

• 280 Group White Papers & Samples
• 30 Minute Consultation
• Unlimited updates & upgrades 

(www.blackblot.com)
• $99 - introductory price is $79
• Available at www.280group.com

TM
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• 280 Group LLC
President, Principal Consultant 

• Whistle Communications
Director of Product Management & Product Marketing 

• Symantec 
Director of Java and C++ tools 

• Apple Computer 
Senior Product Manager, MacOS 

• Claris Corporation (FileMaker, Inc.)                  
Marketing Specialist

• Digidesign, Inc. (division of Avid)
Manager of US channel sales and marketing 

Brian Lawley
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Before We Start

• Primarily focused on software & hardware reviews
• Value of a first rate PR firm

– Introductions
– Credibility
– “Value-Added” varies

• Without a good review program all else may be a 
waste of time
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Why Reviews Are Critical

• Establish Credibility
• More believable than marketing
• Third-party opinion
• Early adopters live by them
• Key to creating a tipping point
• Product’s brand
• Good reviews lead to awards
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You’ve Worked Hard…
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Revenues Are On The Line
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Not To Mention Your Career



15
©2004 280 Group LLC

Case in Point
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Case in Point
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Case in Point
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Your Mission, Should You Choose 
To Accept It…

A Marketing professional, like a lawyer, is 
an advocate for the client. Just as the 
lawyer uses all the arguments at his 
disposal to win the case, so does
the marketer  use all the facts at his disposal 
to win the customer (or reviewer) over to 
the product.

Bob Bly
Copywriter
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So What’s the difference?

• Some products will never win
• Many products are equal
• Occasionally you get a product that will win no matter what
• Perception is everything
• You can and must manage perception
• Reviewers are overworked, underpaid (and some are lazy)
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A Day in the Life of a Reviewer

• Deadline
• Try out new product
• Doesn’t work – make calls
• Deadline
• Try second product
• Interruption
• Second product works but don’t understand it
• Deadline
• First company never calls back
• Finish second product review
• Attempt to set up lab for third product
• Don’t have the right equipment
• Deadline
• Interruption
• Next day:

– Go back  to first bullet
– See “Groundhog Day” movie



21
©2004 280 Group LLC

On To The Top 10….
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Top 10 Ways to Get A Great Review…

10.   Put a Dedicated Senior Product Manager on the Job
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Put a Dedicated Senior Product Manager on the Job

• This will be as important as the product itself
• Ideal candidate

– Responsible & good planner
– Done review programs before
– Has charisma
– Ultimately will convey to the reviewer what the company is all about 

(flaky, responsive, uncaring, customer-focused)
• Get a commitment from management that this will be her/his 

number one priority for 6 months
• Take them on the press tour
• Build the relationship!!!
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Top 10 Ways to Get A Great Review…

10.   Put a Dedicated Senior Product Manager on the Job
9.    Work From a Timeline and Hold Bi-weekly Meetings



25
©2004 280 Group LLC

Work From a Timeline and Hold Bi-weekly Meetings

• Use a timeline to communicate/control
• Factor in slippage
• Insist on meeting every 1-2 weeks
• Ask the PM to send a weekly status email
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Sample Timeline for Analyst & Press Program

Apr May Jun Jul Aug Sep Oct
2 9 162330 7 142128 4 111825 2 9 162330 6 132027 3 101724 1 8 1522

Page 1 of 1

Analyst & Press Program

TASK

Analyst Activities
Kickoff/bi-weekly meetings
Set up analyst meetings

Finalize analyst list (1 friendly, 4 add'l)
Calls to analysts to set up mtgs

Prepare briefing & review materials
Presentation

First draft
Internal Review
Final version

Final modifications to rev guide
Press kits
Set up test/review accounts

First meeting with "Friendly" Analyst
Modifications to materials/messages (if necessary)
Meeting w/add'l 4 analysts
Check in on analysts/relationship building

Press activities
Prepare press briefing materials
Long Lead Press Briefings 
Short lead time briefings
Product ships

Review activities
First 3 Friendly Reviewers
Second phase of reviewers (8-12 total)
Third Phase of Reviewers (8-12 add'l)
Final Phase of Reviewers/Stragglers
Weekly "Friendly" Check-in calls

Press Coverage
Dailies
Weeklies
Monthlies
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Top 10 Ways to Get A Great Review…

10.   Put a Dedicated Senior Product Manager on the Job
9.    Work From a Timeline and Hold Bi-weekly Meetings
8.    Get Your Materials & References Together
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Get Your Materials & References Together

• Provide a complete press kit
– Printed materials
– CD with soft copies
– Materials to include

• Press release
• Brochure/data sheet
• Reviewer’s guide
• Photos & screen shots
• Customer quotes, success stories, references and contact info
• Personalized one page summary sheet 

– When you send product for review
– Materials included
– Step-by-step instructions to get started
– PM & PR contacts

• Don’t make them have to call you
• Put all materials on the web (for when they lose the CD)
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Top 10 Ways to Get A Great Review…

10.   Put a Dedicated Senior Product Manager on the Job
9.    Work From a Timeline and Hold Bi-weekly Meetings
8.    Get Your Materials & References Together
7.    Do the Killer Demo: Practice Practice Practice
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Do the Killer Demo: Practice Practice Practice

• May be the only time they see the product 
• A great demo:

– Shows top 5 features & benefits
– Appeals to logic & emotion
– Uses a real-world scenario
– Flows and tells a story
– Build tension & climax
– Make sure that is an unexpected “Aha” twist

• Practice: 
– Internally
– Pre-flight

• Refuse to change the demo at the last minute
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Top 10 Ways to Get A Great Review…

10.   Put a Dedicated Senior Product Manager on the Job
9.    Work From a Timeline and Hold Bi-weekly Meetings
8.    Get Your Materials & References Together
7.    Do the Killer Demo: Practice Practice Practice
6.    Make It “Dummy Proof” With Custom Preset Accounts
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Make It “Dummy Proof” With Custom Preset Accounts

• Set up demo accounts beforehand & test
• Send reviewer customized letter with materials packet and 

username & login
• Check to see if the accounts are being used
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Top 10 Ways to Get A Great Review…

10.   Put a Dedicated Senior Product Manager on the Job
9.    Work From a Timeline and Hold Bi-weekly Meetings
8.    Get Your Materials & References Together
7.    Do the Killer Demo: Practice Practice Practice
6.    Make It “Dummy Proof” With Custom Preset Accounts
5.    Set the Competitive Argument
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Set the Competitive Argument

• Tell them what category you are in
– Gets you into roundups (even if not necessarily a fit)
– Makes the logical part of their work much easier

• If you don’t set the argument, they will
• “But We Don’t Have Any Competition”



35
©2004 280 Group LLC

Set the competitive argument
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Set the competitive argument
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Top 10 Ways to Get A Great Review…

10.   Put a Dedicated Senior Product Manager on the Job
9.    Work From a Timeline and Hold Bi-weekly Meetings
8.    Get Your Materials & References Together
7.    Do the Killer Demo: Practice Practice Practice
6.    Make It “Dummy Proof” With Custom Preset Accounts
5.    Set the Competitive Argument
4.    Phase Rollout, Track Equipment, Check in Routinely
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Phase Rollout, Track Equipment, Check in Routinely

• Phase Rollout
– Do 2-3 reviews early to iron out the kinks
– Deliver the rest in waves
– Ensures you can be responsive

• Track equipment
– Spreadsheet with date out, date in, etc.
– Add’l reason to contact reviewer

• Check in routinely
– Call 2 days after product sent
– Friendly call every week to make sure things going 

smoothly/answer questions
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Top 10 Ways to Get A Great Review…

10.   Put a Dedicated Senior Product Manager on the Job
9.    Work From a Timeline and Hold Bi-weekly Meetings
8.    Get Your Materials & References Together
7.    Do the Killer Demo: Practice Practice Practice
6.    Make It “Dummy Proof” With Custom Preset Accounts
5.    Set the Competitive Argument
4.    Phase Rollout, Track Equipment, Check in Routinely
3.    Provide Immediate Responses
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Provide Immediate Responses

• Respond same day within 2 hours (preferably 30 mins)
• Get commitment from PM (and engineering)
• Use a pager/cell phone
• This will be the parachute if the reviewer accidentally 

trips and falls out of the plane
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Top 10 Ways to Get A Great Review…

10.   Put a Dedicated Senior Product Manager on the Job
9.    Work From a Timeline and Hold Bi-weekly Meetings
8.    Get Your Materials & References Together
7.    Do the Killer Demo: Practice Practice Practice
6.    Make It “Dummy Proof” With Custom Preset Accounts
5.    Set the Competitive Argument
4.    Phase Rollout, Track Equipment, Check in Routinely
3.    Provide Immediate Responses
2.    Include Screen Shots & Photos With Captions
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Include Screen Shots & Photos With Captions

• Include at least 3 screen shots & photos
• Highlight the top 3 features of the product
• Include captions at bottom of the screen shot

– Visible when they open the graphic
– May use it as a direct quote

• Give them the chance to take the lazy way out…
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Sample Screen Shot
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Top 10 Ways to Get A Great Review…

10.   Put a Dedicated Senior Product Manager on the Job
9.    Work From a Timeline and Hold Bi-weekly Meetings
8.    Get Your Materials & References Together
7.    Do the Killer Demo: Practice Practice Practice
6.    Make It “Dummy Proof” With Custom Preset Accounts
5.    Set the Competitive Argument
4.    Phase Rollout, Track Equipment, Check in Routinely
3.    Provide Immediate Responses
2.    Include at Least 3 Screen Shots With Captions
1. Write the Review for Them
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Write The Review For Them

• Provide A Reviewer’s Guide
– Make it “Brain Dead Easy”
– Include a TOC
– Use a professional graphic designer 
– Get it printed 

• Professional/together image
• Forces schedule
• More likely to be used

– This will be expensive and worth every penny
• Give Them PDF/Word Versions

– Plagiarism is the highest form of praise
– Give them the lazy way out
– Allow them to copy & paste
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Sample Outline For Reviewer’s Guide

I. Overview
II. Introduction
III.   What to consider when evaluating XXX solutions
IV.   A guided tour of XXX
V. Coming Soon…
VI.   Summary
VII.  Contact Information
VIII. Competitive Comparison
IX.   FAQ: Frequently Asked Questions
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Sample Reviewer’s Guide
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Sample Guided Tour
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Top 10 Ways to Get Great Reviews…

10.   Put a Dedicated Senior Product Manager on the Job
9.    Work From a Timeline and Hold Bi-weekly Meetings
8.    Get Your Materials & References Together
7.    Do the Killer Demo: Practice Practice Practice
6.    Make It “Dummy Proof” With Custom Preset Accounts
5.    Set the Competitive Argument
4.    Phase Rollout, Track Equipment, Check in Routinely
3.    Provide Immediate Responses
2.    Include at Least 3 Screen Shots With Captions
1. Write the Review for Them
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A Few More Tips

• Start early (3-4 months prior to launch)
• Reviewer’s guides will save you

– Leverage them everywhere
– Use for customers & sales force
– Training tool
– Basis for demos & other collateral

• Use good tools
– SnagIt for capturing screen shots
– Milestones Simplicity for creating simple timelines

• Consider hiring a professional
– Manage the launch
– Write the reviewer’s guide & other supporting documents

• Email brian@280group.com for samples
– Reviewer’s guide
– Competitive comparison

• Check Silicon Valley Marketing Resources Directory for PR firms
– www.280group.com/directory.htm
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Q&A…

Brian Lawley
President, 280 Group LLC
brian @ 280group.com
www.280group.com
408-832-1119


