
STOP SHOUTING
THE PLAYBOOK FOR AUTHENTIC B2B CUSTOMER CURATION

Traditional push (interruptive) marketing is collapsing under buyer  
fatigue. The answer isn’t to shout louder, it’s to curate tighter circles 
where people connect, learn, and advocate. While the concept of  
business evolving back to H2H (Human to Human) has been talked 
about, it’s never built into a practical playbook. Now, Jonathan Laverentz, 
who has championed  H2H for years, delivers the first ever  field-tested,  
execution-ready guide for applying an H2H strategy to your B2B  
customer acquisition and growth.

IT’S TIME TO STOP SHOuting and start curating

“The future of  
customer engagement  
is not in casting wider nets,   
it’s in curating tighter circles.”

Customer Curation as the next growth model:  
Years of championing H2H in the market, now built into 
the first execution-ready playbook for modern B2B 

From audience to advocates:  
A pragmatic path to move browsers to believers, buyers, 
customers, and ultimately evangelists. 

The programs that make curation real:  
Advisory Boards, User Groups, Customer Conferences, 
Customer Hubs, Experiential Events, and more. 

Toolkits leaders can use:  
Checklists, worksheets, AI guidance, and a Curated Sale 
cheat sheet, plus exclusive resources for book buyers.

Inside the playbook •	 Designing intentional communities 
that curate customers and reinforce 
loyalty 

•	 Why H2H is the reset button for  
modern growth 

•	 How to equip marketing and sales 
with a shared language to empower 
a curated journey  

•	 How to empower customer voices 
to accelerate success 

•	 How to plan events that create  
organic momentum  

•	 How to use AI as a force-multiplier  
without losing the human center

WHAT READERS UNLOCK

Buyers are overloaded, skeptical, and selective about where they get  
information. ABM helped, but it is still seller-centric. H2H customer  
curation shifts the focus to people, trust, and shared value. Exactly what 
today’s empowered consumers expect.

WHAT today’s buyers expect

•	 Authored by: Jonathan Laverentz
•	 Genre: Non-Fiction 
•	 Categoty: Marketing & Sales Strategy
•	 Learn more at StopShoutingBook.com

Jonathan Laverentz is a veteran product marketer and fractional CMO who has helped  
dozens of companies - from manufacturers, to startups,  to global SaaS leaders build connection, 
trust, and measurable growth with their customers. His work blends strategic rigor with emotional  
intelligence, and is grounded in the belief that with the rise of agentic commerce, the empowered  
consumer is forcing B2B transactional structure onto a B2C framwork. And, as transactions continue to 
evolve, the constant of each, at its core, remains H2H (Human to Human) engagement.

So, WHO WROTE THIS THING?

STOP SHOUTING:  AVAILBLE THIS OCTOBER ON AMAZON AND FROM OTHER FINE BOOKSELLERS

https://www.flyingpigdigital.com/stopshoutingbook/

