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BIO: 

Niti brings over 17 years of marketing 

and management experience to her 

clients. Prior to founding Stage 4 So-

lutions in 2001, she was the Director 

of Product Marketing for Agile Soft-

ware, a leading provider of Product 

Lifecycle Management solutions. Pre-

viously, at HP, Niti led the team re-

sponsible for a $400M PC server 

product line. In this role, she was re-

sponsible for managing channel in-

ventory, forecasting, pricing, service 

and support operations, end of life 

transitions and new product introduc-

tions. She was a certified CPA, early 

in her career. 

 

Niti has been a frequent speaker at 

industry associations, Astia, Silicon 

Valley Product Management Associa-

tion, Software Development Forum 

and the Business Marketing Associa-

tion, and at leading business schools - 

Stanford University, Haas School of 

Business at UC Berkeley, and Santa 

Clara University. 

 

Niti has an MBA from Stanford Uni-

versity and a BS in Accounting and 

Finance with highest honors from The 

Wharton School of Business. She 

currently serves on the board of the 

Northern California Business Market-

ing Association. 

 

About Stage 4 Solutions: 

Stage 4 Solutions, Inc. accelerates 

marketing agility by providing rapid 

access to experienced marketing re-

sources. We specialize in serving 

Fortune 500 and emerging high-

technology leaders by providing sea-

soned marketing professionals for 

both short-term and long-term needs 

across marketing teams – product 

marketing, marketing communica-

tions, events, demand generation, 

sales enablement, executive commu-

nications, channel marketing, strategy 

and product management. We utilize 

our network of over 4000 experienced 

marketing consultants and contractors 

to fast track critical initiatives and fill 

resource gaps.   

 

Over our 11 years in business, we 

have served more than 70 clients and 

have achieved 100% client refer-

enceability. Stage 4 Solutions’ clients 

include leaders such as: Cisco, Micro-

soft, Fujitsu, NetApp, Symantec, SAP, 

Hitachi, Yahoo! and many start-up 

companies. Our goal is to become a 

valued partner to our clients to help 

them in achieving their business and 

marketing objectives. As a result of 

our success serving our clients, we 

were recently featured on the San 

Jose Business Journal's list of fastest 

growing private companies in Silicon 

Valley and on Inc's list of fastest 

growing companies in the US.   

 

Interview conducted by: 

Lynn Fosse, Senior Editor 

CEOCFO Magazine 

 

CEOCFO: Ms. Agrawal, what is Stage 

4 Solutions?  

Ms. Agrawal: We are a marketing, 

consulting and interim staffing firm. 

We work with high tech companies 

across the nation. 

 

CEOCFO: How big a portion is the 

staffing? How do you breakdown your 

services, and would you like to see 

the mix changing?  

Ms. Agrawal: It is a pretty balanced 

mix between shorter-term consulting 

projects and longer term interim staff-

ing of contract roles. We focus on 

meeting the needs of our clients for 

their outside resources across their 

marketing team. We are driven by 

what is good for our clients. I do not 

have a goal in terms of seeing our 

mix change. It is more about making 

sure that our clients’ needs are being 

met by our services; whether they be 

consulting or interim staffing. 
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CEOCFO: Would you give us an ex-

ample of what type of client would 

come to you and what would you be 

doing for them? 

Ms. Agrawal: Often, high tech mar-

keting teams have peaks and valleys 

in their workload. Let me give you an 

example of a peak. Typically, around 

a new product introduction, which is 

the life blood of high tech companies 

because they are always innovating 

new products and solutions, there is a 

peak of work around creation of new 

marketing materials, creation of new 

marketing programs, training the 

sales team or creating channel pro-

grams. Instead of hiring a full-time 

employee for the few months of peak 

work, clients will bring in a seasoned 

marketing consultant from my team to 

help out during that new product in-

troduction. Once the product is 

launched and gaining market traction, 

the client no longer has a need for 

that resource. That is one example of 

why we are brought in. Another ex-

ample of when we are brought in is 

when our clients have the need for 

financial flexibility and the need for 

skill set flexibility. In those cases, a 

client, instead of locking themselves 

into a “permanent hire” chooses to 

bring in a contractor on a quarterly or 

periodic basis while they have the 

need. If their needs change or if their 

financial commitments need to 

change, then they can make a very 

quick change for that resource. That 

is why clients bring in contractors in-

stead of hiring full-time employees.  

 

CEOCFO: Do you find the bringing in 

of contractors has been more preva-

lent in the current economic times or 

the recent economic times?  

Ms. Agrawal: Yes, absolutely. That is 

a trend in high tech marketing teams. 

These teams bring in contractors so 

that their companies are able to have 

financial and resource flexibility and 

create more agility in their teams. 

That is one reason why our firm has 

grown so significantly over the last 

few years since the economic down 

turn. As you know, we were one of the 

fastest growing private companies in 

Silicon Valley, as well as one of the 

fastest growing private companies 

across the U.S. There are two rea-

sons for that: one, the market trend of 

clients wanting to create more agility 

in their resourcing and two, is our fo-

cus on meeting the needs of our cli-

ents quickly and effectively and within 

their often very constrained budgets.  

 

CEOCFO: You have a team of four 

thousand consultants, as I see on 

your website. How do ensure that 

everyone that you have accessible to 

you to provide for your clients really 

knows their stuff and have the people 

skills as well to represent Stage 4 So-

lutions in the manner you would like,? 

Ms. Agrawal: That is a great ques-

tion. That topic is very important to 

us, because at the end of the day, our 

product is our people and the value 

they create for our clients. We have a 

rigorous due diligence process that 

includes multiple rounds of interviews 

with Stage 4 Solutions, assessment of 

work samples and check references 

before bringing our team members to 

our clients. One reason we are able to 

bring great people who match both in 

terms of skill sets and personality 

types and cultural fit for our clients is 

that I myself worked in high tech mar-

keting in a variety of high tech com-

panies before starting Stage 4 solu-

tions. Therefore, I understand the skill 

sets needed and the environment that 

our team members are going into. 

Secondly, I stay very current with 

marketing trends by leading monthly 

industry seminars through the Busi-

ness Marketing Association with 

thought leaders such as Geoffrey 

Moore and executives at leading high 

tech companies. So when we are as-

sessing talent of our team members, 

we are able to quickly pinpoint if our 

team member has the specific skill 

set the client is looking for that par-

ticular project. 

 

CEOCFO: What are some of the 

most common reasons your firm is 

called in and what are one or two of 

the more unusual areas you have 

worked with?  

Ms. Agrawal: The most common 

reason we are brought in is when 

there is a gap between the goals of a 

particular team and the bandwidth 

and/or capabilities of the internal re-

sources. That gap could be because 

there is a peak period of work, a new 

product launch, a new initiative, per-

haps someone left the company and it 

is going to take time to look for a re-

placement. We are also brought in, 

because we are a trusted vendor. Our 

clients know us and trust us and want 

to work with us repeatedly to meet 

their needs. Over ninety percent of 

the new projects we are involved in 

are either repeat business from clients 

or are from referrals to new clients 

from our existing clients. 

 

CEOCFO: Do you find companies will 

most often pay attention to your rec-

ommendations, or do you often en-

counter resistance?  

Ms. Agrawal: It is a mix. There are 

times where our clients say, “This is 

what we want to do, and we really just 

want you to execute what we have 

already decided.” Sometimes, clients 

ask for our team to help them develop 

their marketing or product strategy. 

Typically, our clients recognize that 

while they are experts in their busi-

ness, they are really not experts in 

recruiting or consulting. They will of-

ten ask us for our advice around 

budgets or skill sets or ways to struc-

ture projects that will lead to more 

success for them. Our clients trust our 

judgment to ensure their success. 

 

CEOCFO: You said much of it is re-

peat work and referral, but do you 

reach out for new potential custom-

ers? What is the competitive land-

scape?  

Ms. Agrawal: Yes, we definitely 

reach out to new customers. The way 

I think about sales is around relation-

ships and building trust. We are not 

an "off the shelf" product that some-

one compares product to product and 

then hires us versus the competitor. 

“What has surprised me is 

over the last eleven years is 

the success that we have 

achieved, because that was 

never the intent, but we have 

been very fortunate. I have 

had a great team of people to 

work with that has really lead 

to our success. Our success 

was driven by clients’ de-

mand. Our clients keep com-

ing back to us!”- Niti Agrawal 
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Our sales approach starts by doing 

great work for our current clients. By 

doing great work and having a great 

reputation, we get more clients. 

Whether it be more work from the 

same client or referrals from clients to 

their colleagues at their company or 

to friends at other companies. That is 

where we start. The other thing we do 

is keep in touch with literally thou-

sands of people who know us across 

high tech companies. By leading 

monthly industry seminars with mar-

keting thought leaders, we are able to 

provide value to our network by invit-

ing them to sessions with the senior 

executives of leading high technology 

companies . Therefore, we are able to 

stay top of mind for a lot of people. 

Lastly, I really enjoy our clients and 

people I know. I routinely stay in 

touch with them, understand where 

their businesses are going, what 

needs they might have in areas where 

we can provide value for them and 

also proactively asking for referrals. 

That is how we approach sales. 

Therefore, it is less sales and more 

relationship building. We have been 

very fortunate. We have a hundred 

percent client referenceability rate 

over our eleven years in business. In 

terms of the competition, much of the 

time there is no competition, because 

the client is reaching out to us and 

wants to work with Stage 4 Solutions, 

because they trust us. They know the 

caliber of people we will bring to the 

table. Sometimes we do face compe-

tition, and in those cases we typically 

win because we are able to under-

stand the client’s needs and can focus 

on meeting them quickly. 

 

CEOCFO: What surprised you most 

as the business developed? 

Ms. Agrawal: What has surprised me 

the most is our success. When I start-

ed eleven years ago, I started this 

business as a way of taking a break 

from my career. I started as an inde-

pendent consultant so that I could 

have more control over my time and 

more flexibility. In the beginning, I 

intended for it to be a break and go 

back a full-time VP or director job at a 

high tech company. What has sur-

prised me is over the last eleven 

years is the success that we have 

achieved, because that was never the 

intent, but we have been very fortu-

nate. I have had a great team of peo-

ple to work with that has really lead to 

our success. Our success was driven 

by clients’ demand. Our clients keep 

coming back to us! They kept asking 

us for more and more services and 

that is how we have grown. It really 

surprises me that we have been able 

to grow so much and we are growing 

so fast especially in the recent chal-

lenging economic climate. 

 

CEOCFO: Why should investors and 

people in the business community be 

paying attention to Stage 4 Solutions 

today? 

Ms. Agrawal: People should be pay-

ing attention to Stage 4 Solutions for 

two reasons. First, if you are a mar-

keting professional you should pay 

attention to Stage 4 Solutions be-

cause the employment landscape is 

changing tremendously in our country. 

More and more high tech companies 

are looking at their “permanent work-

force” and transitioning a greater 

chunk of that permanent workforce to 

flexible workforce. That change has 

tremendous implications to individu-

als’ careers and career planning. The 

days of beginning your career at a 

large company and then just flowing 

through the ranks and retiring dec-

ades later are essentially gone. Indi-

viduals, at least in the high tech mar-

keting world, need to really think 

about their careers almost like being a 

general manager for themselves - 

building their own goals, making sure 

they are keeping their skill sets cur-

rent and mapping out their careers, 

whether it is within one company or 

across multiple companies or as a 

consultant or contractor. It is a very 

important trend that I do not think is 

getting as much press as it should. As 

for companies, they need to pay at-

tention to Stage 4 Solutions because 

what we do enables them to be more 

agile, more profitable, more flexible 

and more responsive to their business 

demands and market needs by being 

able to quickly bring in seasoned tal-

ent into the right areas and rapidly 

drive business results. That is what 

high tech companies have to do. They 

really have to focus on quarterly re-

sults, and quickly capture market de-

mand before it is too late. They can 

do that by using companies like Stage 

4 Solutions as opposed to more tradi-

tional ways of finding the right talent. 

 

CEOCFO: Final thoughts? 

Ms. Agrawal: I just want to thank you 

for your time and this opportunity to 

talk with you, and also reach your 

very large base of readers. I very 

much appreciate this opportunity, 

Lynn. 
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