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B2B SaaS B2C SaaS$S

- Individual consumers or small businesses

- Broad target audience

- Focus on creating a user-friendly, intuitive interface
- Little or no technical expertise required

- Prioritize ease of use and accessibility

- Businesses

- Decision-makers

- Niche and focused target audience

- Requires a higher level of knowledge

Target audience

- Long and complex sales cycle

- Involves multiple decision-makers

- Emphasis on trust and relationship-building

- Need to demonstrate value to each stakeholder

- Short and more transactional
- Consumers make purchasing decisions quickly
- Requiire little to no personalization

Sales cycle

- Advanced functionality and customization options - Focus on simplicity and ease of use
Product complexity - Extensive integration capabilities, security features, - Intuitive user interfaces and streamlined features
and reporting capabilities - Less customization
. . - Subscription-based, predictable revenue stream - Usage-based, subscription-based, flexible pricing
Pricing model : . : :
- Ongoing support and maintenance - Freemium model becoming more popular
- SEO

- Traditional marketing channels
Marketing channels - Social media advertising
- Industry events and conferences

- Social media marketing
- Search engine advertising
- Content & email marketing

- More emotional and impulsive
- Focused on user experience and ease of use
- Shorter decision-making process

- More rational and logical, require more information

Buyer behavior - Longer decision-making process

- Larger budgets required - Affordable pricing
Budget . Cystomingle solution§ . Stgndardiz.e.d. solutions
- Higher-priced plans with advanced features - Price sensitivity of consumers
- Tiered pricing models - Easy-to-understand pricing model

- Self-service

- Complex customer support model - Quick and easy solutions expected

- Dedicated account manager - Comprehensive knowledge base, FAQs, and tutorials
- Community forums and user-generated content

Customer support
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Resources To Bring
Your Business on Track
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Marketing Channels

Product-Led

5. Create ideas for each marketing channel Growth
All'in all, there are 19 marketing channels that have

ion Channels 1
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jocial and E-Mail Marketing
isplay Ads " K

helped Startups & SaaS companies to get traffic and

reach customers. This however does not mean that each
P channel works for you as well. Start by brainstorming

ideas (for each marketing channel) that can help you

reach your goal. Make sure to not judge your ideas

upfront, but rather write down each possible idea,

no matter how unlikely they might sound.

6. Select the best ideas from each channel

Pick 1-3 top ideas from each marketing channel and
write them down in the ‘Most promising’ section.
You can do this ranking based on previous learnings
or based on your experience.

7. Rank your ideas

Rank the ‘Most promising’ ideas based on success
probability from 1-10. 10 means very probable (in the
specific timeframe you want to achieve your defined
goal) and 1 means that the idea is unlikely to bring the
results you want.

For example, despite SEO is a great way to get website
traffic, if you want to see results fast, other channels
are more suitable.
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The best Go To Market Strategy for your SaaS company

Community-Led Growth
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Find the best marketing
channels for your business
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The six parts of an excellent
go-to-market strategy

A go-to-market strategy is like a business plan, but much narrower.
In a business plan, you have factors like funding, investments,

and 5-year forecasts. All these things are unnecessary for a
go-to-market strategy. There is no one-size-fits-all solution, but in
general, a go-to-market plan includes these six factors:

- Product-market fit
- Market definition

- Target audience

- Distribution

- Messaging

- Price

Your
Product

New customer

Sales Led Growth Community Led Growth
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