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Overview: The Product 

 
Founded in 2008 
In-depth executive profiles 
Fortune 500…and beyond 
Target audience: 
– Enterprise Sales 
– Marketers 
– Executive Recruiters 
– Nonprofits 
– Corporate Admins 

Direct subscription sales + channel 
deals + one-off website sales 
Offshore + onshore + monitoring tools 
New profile requests limited to 
subscribers only 
95% renewal rate 

 

 

 
 
 



Gaining Momentum 

 
 
 

 
 

“Boardroom Insiders is now 'baked in' to all of our playbooks, roadshows, 
and training. It’s really embedded in what we do.” 

— Rick Marcet, Senior Director, Sales Productivity, Citrix 



Ten Lessons Learned 

1. There are no silver bullets 

2. Business model/pricing is the biggest challenge 

3. Failure can be good 

4. SEO is the smartest marketing investment 

5. Google AdWords is a waste of money 

6. The best editorial model is offshore + onshore + automated tools 

7. Best business model is subscription plus custom 

8. Keep your product and offer simple. Complexity = sales obstacles. 

9. Own your customer relationships 

10.  Scale doesn't matter 



Focus Moving Forward 

1. Grow database 

2. Monetize database 

3. Build a real, profitable business 

• Do one thing and do it better than everyone else 

• Focus on content and customer service 

• Focus on direct, enterprise sales 



Thank You 

Editorial/Content/Press: Sharon@boardroominsiders.com 

Sales/Business Development: Lee@boardroominsiders.com 

www.boardroominsiders.com 
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