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Movements before purchasing it in order to gage whether or not it would be worth my time, and all praised
Launching to Leading: How B2B Market L eaders Create Flashmobs, Marshal Parades and Ignite Movements:

1 of 1 people found the following review helpful. Breakthrough marketingBy JoAnne GoldbergM arketing


http://f3db.com/pub/links.php?id=B01HXWN630

professionals are often accused of hyping fluff over substance, and too many books on marketing suffer from asimilar
malaise: heavy on promise, short on actionable content.In contrast, Launching to Leading stands out for its concise,
realististic approach, taking you through the steps that will help you differentiate your products/servicesin anoisy,
crowded marketplace. The author complements his marketing expertise with the ability to convey concepts and tell
stories, arare combination of talent that will keep the reader's attention.Thisis a great guide for someone involved
with a startup or small company, but | can imagine that it would also be helpful for any marketing professional who
wants to gain some fresh perspectives on how to approach customers and build market share.0 of O people found the
following review helpful. "Must Read" for technology marketersBy Todd ThiemannThisis one of those business
books that you want to keep handy on your desk as you go about messaging and positioning a new product or
technology. It isrelatively short and concise - very easy to flip back to relevant sections when you need to brush up on
atopic. It provides amore recent and relevant framework than ldguo; Crossing the Chasmrdquo; with current examples
and stories that resonate. The book has some redundancies/repetition, but it retrospect that makes alot of sense when
returning to the book to brush up on a particular topic. A Idquo;must readrdquo; for any technology marketer.0 of 0
people found the following review helpful. A must read for marketers...By CustomerFantastic read! | couldn't put it
down. As VP of marketing for an innovative start up in avery crowded space, these concepts spoke to me about the
Breakthrough Marketing challenges we are dealing with right now. | jumped up and grabbed a whiteboard to capture
action items as | read each chapter. | now have a solid strategic and tactical framework to workshop on next steps with
the rest of the executive management team to get our unique value validated. A must read for any marketer looking to
drive their company to growth goals.

How Great Companies Capture Market L eadershipEveryone wants to be a market leader. Market |eaders enjoy
financial success, create wealth and have recruiting, selling and market power that is almost always disproportionate to
their actual product and solution advantages. In fact, many competing executives have been driven crazy by this,
lamenting on how their product was better, but the market didn't seem to care. Launching to Leading explains how and
why market leaders succeed in breaking through and leading in today's crowded markets, and reveals how to apply this
to your business to take you from Launching to Leading and beyond.

From Gartner's Hank Barnes (@barnes_hank) :nbsp; "The light bulb moment for me, and what got me so enthralled,
was Ken's simple, but critical concept-moving from identifying unique value to establishing a viewpoint. nbsp; That
ideanbsp;captures the essence of my feelings about positioning and storytelling..."nbsp; (full commentary here -
buff.ly/2baTfrm )From Costanoa Venture's Greg Sands (@gsands)nbsp; - "...Ken's book certainly provides a powerful
and proven roadmap to market leadership”From Digital Pi's Tom Grubb (@ThomasGrubb) - "Messaging and
positioning can make or break Marketing Automation ROI. Read this book, get it right, and get the most from your
marketing technology investments'From Zscaler's Atri Chatterjee (@Atrichatt) - "Unlike giving you aformulato
blindly apply, Ken gives you a proven framework to create your own route to success'From Thought Leaders Global's
Matt Church (@mattchurch) - "The Breakthrough mindset in Launching to Leading is for the whole business, not just
marketing...the perfect storm for competitive advantage'From FireEye's Phil Lin - "Ken captures the essence of how
to breakthrough in today's crowded markets' From the Back CoverThere is no one roadmap to market |eadership, but
Ken's book certainly provides a proven and powerful one; an exciting, instructional and inspiring journey from
Flashmob to Parade to Movement. - Greg Sands, Founder and Managing Partner, Costanoa V enture Capital Launching
to Leading shows you how to breakthrough and lead by: Getting more AND better leads; breaking the quantity vs.
quality trade-offlImproving key marketing and revenue metrics by 6x or more Finally capturing the promised ROI from
your marketing automation and content marketing investmentsPlanning and executing your journey up the market
leadership success ladder; from launching and participating to leading and transforming Learning from the real life
success stories of B2B technology providersin Silicon Valley and other innovators like high school football coaches,
airlines and even a circus About the AuthorKen Rutsky is a B2B marketing consultant, thought leader, speaker,mentor
and author focused on helping his clients achieve breakthroughand market |eadership. Today, as the Founder and
President of KIJRAssociates, Ken has implemented and honed his Breakthrough Marketingframework, with successful
implementation at dozens of client companiesincluding FireEye, Nimsoft, Sophos and others. Prior to his
consultingpractice, Ken spent more than 20 yearsin B2B marketing roles, launching the Intel Inside broadcast co-op
program and the Internet's firstaffiliate marketing program, Netscape Now.



