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overview, for readers
This presentation is targeted at PR, AR, and other 
people who work on the “sell-side” with analysts. The 
focus is primarily for “vendors” who want to curry 
influence & do work with analysts, not “buyers” who 
want to use analysts as input for their own 
evaluations, procurement, knowledge, etc.

The focus is on being tactical and getting things done/
from analysts, not defining the role.

--Coté
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hello!
• RedMonk is an industry analyst 

firm

• Broad focus on software, 
developers, “makers.”

• Bottom-up-approach to 
understanding software

• Our research is free at 
RedMonk.com - text, 
podcasts, videos, etc.

• We work mostly with vendors, 
advising, and consulting

• Not a “traditional” firm

James GovernorMichael Coté

Stephen O’Grady Tom Raftery
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which analysts?
•IT analysts

•Buy Side vs. Sell Side.

•Industry Analysts & other 
“influencers.”

•Most of this is from the 
perspective of vendors.

•Not dealing with financial 
analysts.

“IT analysts produce crap”

* ITSkeptic.com
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what do you want from us?

• Hard Marketing: social 
artifacts, speaking, quadrants 
& waves, lots of lead-gen.

• Soft Marketing: “influence,” 
short-listing, coverage.

• Advice: strategy, networking, 
help, bouncing ideas off of.

Collateral, 
influence, 

advice
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your goals
1.Make us think The Company is rad

2.Get help making The Company rad

3.Make us talk about that radness

4.Access to our influence channel

5.Access network of contacts & 
partners

6.Manage/gate-keep client relationship

7.Tell us about rad things
* You’re this guy.
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an analyst program

• Match analysts’ areas to your 
“product”

• Keep them informed

• Track their influence

• Consult with them

* Jonny Bentwood, Edelman
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sorting analysts

• By area, available time

• Potential impact - “influence”

• Cost

• Cynics vs. Optimists

• BigCo vs. “independent”
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tracking
• Simple link-back, press quotes

• Twitter and such

• Inbound links

• Google ranking - by topic

• Surveys, procurement anecdotes

• Changes to marketing and 
portfolio
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your clients
• Startups - usually forget they 

“have” analysts.

• Medium - all over.

• Large companies - in-house 
AR.

• Expectations tactical - being 
proactive could be a win.

What is your client’s 
knowledge and ability 

to use analysts?
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tactical stuff
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we’re not press
• Timely publishing not such a big 

deal...mostly

• Though: we’re often quoted by 
press as “expert”

• We keep secrets, embargoes, 
NDAs, etc.

• Quality of influence over quantity

• Tip: tell us you’re “AR,” not “PR” 
or even “PR/AR”

Analysts keep secrets.*

* If you ask us to
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figure out how we make money
• Be aware of when 

engagements should be 
commercial vs. free

• Cost out becoming a client 
and value that gets The 
Company

• Tip: use our revenue models 
to motivate us
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engagements
• Online - Email, IM, Twitter, blog 

comments, links

• Briefings - 60 minute phone/
Webex presentation

• Conferences - 1:many, 1:1, 
piggy-back, dedicated

• Opportunistic face-to-face

• Drinking & Eating
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the presentation
• Viability, maturity

• Customer adoption

• Try a demo

• Explain, don’t defend

• Avoid too much “market 
context”

• Avoid mom & apple-pie
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the presentation - startups
• Not a VC pitch

• Being slick & pro stands out

• Sustaining money, revenue

• Cycle: disruptor, SMB, Enterprise 

• Teach them about analysts

• Why will it make money? (Or 
get bought?)

Very little time 
analysts, sometimes 

skill, to deal with 
analysts
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the presentation - BigCo
• Adopting new technologies, 

ideas

• Keep it short

• Tech/marketing disconnect

• Crush with revenue, usage

• Dangle money

• Why will it work this time?
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social artifacts/work items
• Papers - branded vs. 

ghostwriting

• Private research/memos

• Webinars/Speaking - context 
setting

• New Media - screencasts, 
videos, podcasts

• Hook-ups
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consulting• Survey - What’s going on out there?

• Tactical Strategy - How do we make money 
with this technology? Build adoption? Are our 
methods good? (E.g., going open source).

• Big Strategy - Portfolio management, 
corporate, future plans.

• Planning - new ventures, waking up dead ones.

• Validation - Is the “offering” itself good? Are 
we drinking our own Kool-aid? How is it?

• Biz-Dev - Who else should we be working 
with?

• Messaging - How do we say this? Bullet-
proofing.

• Sometimes, a company won’t listen to its own 
good ideas, but will listen to those same ideas 
from an analyst

Getting a 3rd 
party perspective, 
input, & crafting
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Contact
Michael Coté

cote@redmonk.com
www.PeopleOverProcess.com

512.795.4307

Thank you!
http://creativecommons.org/licenses/by-nc-sa/2.5/

License

20Wednesday, August 25, 2010

mailto:cote@redmonk.com
mailto:cote@redmonk.com
http://www.PeopleOverProcess.com
http://www.PeopleOverProcess.com
http://creativecommons.org/licenses/by-nc-sa/2.5/
http://creativecommons.org/licenses/by-nc-sa/2.5/


more resources

•IT Database: http://www.itdatabase.com

•SageCircle: http://sagecircle.com/

•IBM’s John Simonds - http://johnsimonds.com/category/
analyst-relations/

•2007 tips from Coté: http://www.bnet.com/blog/pr/dos-and-
donts-for-analyst-briefings/103

•Johnny Brentwood: http://technobabble2dot0.wordpress.com/ 
- esp. older, pre-Twitter posts
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Credits & Co.
• Chokey the Chimp & The IT Skeptic: http://www.itskeptic.org/taxonomy/term/129

• Influence triangle: http://technobabble2dot0.wordpress.com/2007/05/09/how-to-improve-analyst-perception/

• Vintage scans: http://www.flickr.com/photos/bcostin/sets/471853/

• Presentation originally given to Porter Novelli Austin in 2008, & then Jones-Dilworth in 2010.
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