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Englneer your way past
growth plateaus with the
O revenue accelerators

Marc Thomas

Head of Growth
Powered by Search
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| remember crying into
a lunchbox in front of
my wife and kid &
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Every growth galn we
madade 0 otcC ‘hed OUt
somewhere else
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Waiting for thebus _
but it's just not gomf_., T =
to arrive 542




Increase In demo
Dr‘?}) powered by search + 38% bookings QoQ from SEO

_24.o cost of conversion
76 from PPC

We build amazingly

effective digital

marketing programs +10  ccoicontent in 5 months
that crush MQL &

SQL goals

2 sales accepted leads
x from PPC in one month

IN demo conversion to
+9.9

close rate from SEO

demo bookings from
+68%

PPC in two months 38 Increase In demo
% bookings QoQ from SEO

growth in organic visits
4808% from SEO

Increase in CTR from
1003% organic search :



What would you do with
your time if you

could just solve
customer acquisition?
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Thereareonly 3
ways to grow
your SaaS
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How do you
do that?

Attract
Obscurity = Dominance
Unstoppable

SEERN
Business E

Convert
Loose = Locked In

Engage

Friction = Flow
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Moving multiple
levers at one

Attract

Obscurity =» Dominance

timeisa
force multiplier.
Convert
Friction = Flow Loose = Locked In
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Thank you for
coming to my
TED Talk.
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Write down your score for each of the 9
levers. You'll use them at the end to
make the most of this session.

Woxrst in market Best in market
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go from

obscurity to
dominance e

Business

Convert
Loose = Locked In

Engage

Friction = Flow

@ powered by search /\\




Create Demand: How confident are
you that you're intentionally attracting
only qualified, right-fit traffic?

Woxrst in market Best in market
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For us to be successful, we almost always need the following things Mission critical product
While not absolutely critical, we tend to find that the following The founder or VP Marketing/Growth starts the
statements are true of our best customer conversation
: There’s good customers and there's great customers. Most of our Already part of the ‘fanbase’ for PBS brand and
Nice to have . .
great customers check the following boxes off personalities

From time to time, we come across a customer situation that doesn’t

Amber flags mean it's a no-go but does mean we proceed with caution. These No marketing leader already in post
statements are a few of them

The following statements tend to be ‘no-go’ indicators for us. They
Red flags usually point to broader internal issues that will impact our ability to Hires competing agencies
get good results for the client




Pre signup Post signup

Ad account insights

VERTEIREREWNSE CDP level data

Followers and fans CRM level data

ldeal customer profile

iIndicators hit?
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Build Authority: To what degree is everyone
on your team on the same page about the
transformational promise you make to your
customers?

Woxrst in market Best in market
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Your team s telling different stories about
what you're doing every single day.

We're like We help you make
_ , We make survey
SurveyMonkey but not high performing :
design easy
awful surveys

We're the only
survey tool We're a live event We're an anonymous
available in the voting tool polling platform

Welsh language
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Many pain point and SO our

competitors do | competitor solution  but we
think | our worldview IS better so we

our solution
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Fill Funnel: How robust is your system for
turning visitors to your website, into
prospects, that give you permission to go to
a deeper level conversation with them?

Woxrst in market Best in market
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BUYERS

K Don't just market to
MARKET these people

CURRENT
ADDRESSABLE
MARKET
Get permission to
TOTAL contact all of these
ADDRESSABLE
MARKET people too
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Precursor marketing is giving away a
version of your core functionality that
removes certainty, speed or insight

Sales Mini-site Template

Whatls o sales mini-site?
A nales ioonaile 13 8 aevale Do That ACCout Exsculives Cresly oo shary wil s omen
10 Koep CONtAnt In ONe DACce during thalr evaLation, align on Trmednes, and make the saies
Uuyer -ty 3 Coasilie
I y ur I r l ts " atg wi P 1 an an = 1 1 O you T
- l . FNaMC ad Are r UDON Wha your s not ar
=
get internal buy-in.

How 10 Use this tempiate
Loxo lets SooS Account Exacutives craota private min-sites

They lergtele & 2 eaenie mers-+10 Dased 0N @ T2Aus 2es cyeio wiwy

that host afl the info their prospects will need in ohe place J— . ) Deng 504 %0 Appie

By ditching the 20-page PDFs, videos, and slide decks, you T
. > WATCH 1 1. Wateh the Intro video Delow 10 34t an Cvervew of wihat (1 Inciuded n 1he man-sbe

can declutter the buying procass and closa deals faster. sexd how U Can use It a3 & framework for Sreating your owr) sales mirs-stes

2. Duplicate this teampiate

- R E M O V E S 3. Replece all references 1o Appie with 1he name of your customer, and record your own
Creots o mic-sns Bock a demo vAILIAN o the AT Vides uag '
—J
4. Eon the toxt, umeine, and coitvremove the adotional pages a3 required, w0 A your
C E R T A I N T Y ! LAkd procast. Than shire 1ha drk with your sustorer via semall
S P E E D A N D @ Sales Min -Site - Tips & Advice to get started

INSIGHT ® rtvom

Trusted by high-performing sales teams
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eliminate

frictioninyour
conversion - b

machine

Convert
Loose = Locked In

Friction = Flow
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Pinpoint Pain: How well-engineered is the
content on your website to cause the
prospect to know that you truly "get them"
better than anyone else they're paying?
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People are investing in software because it
solves their problems. You must be able to
demonstrate how your product actually can
solve their deep pains.

@ powered by search



The simplest opportunity is to
really nail your homepage hero.

, .
t) BU“.DERTREND Product Pricing Resources Company Contact us ‘ Schedule a demo m l prOJUl How It Works = Whao is It For = Features Pricing Resources » About = Log in Get Started

Everything you need in a
The leader of r = construction management Projected Prof

" - : . o $6,891
construction ‘ < ' tool. Built by construction cutmated 410
management software ~ s | pros. With honest pricing.

' IYO

Estimate Accepted
l Tamara S has accepted estimal

We're changing the way the world builds. Buildertrend . Projul is the trusted tool that growing constructic
connects teams, improves project efficiency and 5 et | companies use to scale thelr businesse
increases profits.
- eate and send estimates and VOICes gasily
Schedule a demo @Seo itin action ’ | ! " e Protect your profit margins with 2asy to use change
. rae
el al rp INtC t {
ne g - NC es

Buildertrend now has takeoff! Schedule a demo today.

Findy solution
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High converting SaaS websites tend to follow this architecture.

We call it the B2B SaaS Authority Architecture.

Homepage

How it wozrks

Features &

, Use cases
benefits

Feature 1 Use case 1

Use case 2

Feature 2

Feature 3 Use case 3

@ powered by search

Who it's for

Managexr

Cheque signer

Daily user

Why us

Origin
story

" Competitor

pages

Alternatives
pages

Blog

Conversion
optimized
blog posts

Book

Mo
demo/Trial 48
Int ation
eg:: * ——  Resources —— Support
Problem LA Problem J— Solution
unaware aware aware

@ Prioritize these

Key conversion

) ¢ pages



Educate & Motivate Prospects: How often do you
publish content about mistakes your prospects are
making in their industry, instead of only talking
about solutions your product provides?

Woxrst in market Best in market
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Talking about ‘benefits’ is not enough.
You must align features and benefits
because you have to hold your prospect's
hand through the process of buying.
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Pain point content converts at a significantly higher rate than content
optimized for volume or general information. Like way higher.

o

® doopoll rFricing  Features - Learn +  Templates Sign in _QMM ® doopoll Fricing  Features - Learmn = Templates Sign n bm '

G 3

& Back to Guide

Create an online poll in under 2 minutes

CUSTOMER SATISFACTION
Creating an online poll is easy. Share it with anyone you

like. See results in under Z minutes. Here's how to do it.
What are the
benefits of satisfied
customers?
Creating an online poll is @asy. Share it with anyone you like. See results in under 2 minutes

September 11, 2020 Here's how to do it,

{ A A L U A I
1 W'd
i ||, > 220l
.

PSS ‘

Creating an online poll is one of the fastest and best ways to find out what any group thinks
about any topic.

3

You can choose a date or time to meet for your next event/mee

Cﬁnvexsi@n best name is for your new product. Or you can finally find out tt 2 0/ C V i
conversior | onversion
:‘:_~ 1"‘.’7‘.’.’:’37.. ety :ﬁ.\‘:'-,.'—«.\:f}t.‘.! . or biue?! /9

\ Y
: From the whimsical to the deadly serious, online polls are power
aiso simple! You can start collecting answers in two minutes.
Marcc Tf Ome .
f WG InonIS How to create a free online poll
# Co-founder ' Can you heip us out? §

Ready to get started? Here are the four quick things you'll need to do to create a free online
poll.
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Calibrate Call-to-Actions: How consistently,
effectively, and successfully do your
content marketing efforts contribute to your
demo and trial pipeline targets?

Best in market
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How are you getting permission from all these people?

TOTAL
ADDRESSABLE
MARKET

-—mm e - 4

BUYERS
IN-MARKET

Problem Solution Product

Problem unaware
aware aware aware
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Buyers need a lot more hand
holding than you think they
do. Your marketing should
respond to the specific heeds
of each stage of buyer
readiness.

@ powered by search

UNAWARE

Books, Quizzes, Symptom-
Focused Articles, Press
Articles

PROBLEM AWARE

Checklists, Webinars,
Guides, Templates
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Attract

Obscurity = Dominance

from loose
engagement .
tolockedin - b

Business

Convert
Loose =» Locked In

Friction = Flow
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Stack Strategies: How robust is your system for
connecting demand generation strategies that
work together (earned, owned, and paid) to
exponentially increase your deal flow?

Woxrst in market Best in market
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To reliably generate revenue and
to become unstoppable:

channels must work together as
part of a broader strategy
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Each channel should
work together to CUTS COST PER
create a flywheel e

DRIVES GOOD FIT
TRAFFIC ON DEMAND

IMPROVES PERFORMANCE
WITH DIFFERENTIATION
AND CONVERSION Demand Gen
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Drive Dealflow: How well do you convert
marketing qualified leads into sales-ready
qualified leads, demos, and trials?

Woxrst in market Best in market
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To drive dealflow, ask yourself:
what's the offer | could make a
prospect to get them to choose
their next step right now?

@ powered by search



Case study

Moving prospects along the
buying process

Financial advisory software
for client management

Model
Free trial with sales support The problem

MQLs from lead magnet downloads are languishing in the pipeline
No way to meaningfully develop awareness
MQLs convert to demo/trial at 2.5-5%

The strategy

Redefine the purpose of the MQL in the pipeline to as a stage of
awareness and offer ways for MQLs to build towards product awareness

POWERED BY SEARCH




Case study

Lead magnet well tailored to
stage of awareness

Financial advisory software
for client management

Model
Free trial with sales support

Are your looking to scale
your AUM by 5-15%7

Learn how to avoid the 7 critical
financial planning mistakes advisors
make when trying to quantify their
value

Email address

7 Critical Financial
Mistakes to Avoid
When Scaling Your Jab-fitl

AUM

POWERED BY SEARCH




Case study

Contextualized offer for
solution aware prospects

Financial advisory software
for client management

THE GUIDE YOU REQUESTED WILL ARRIVE IN YOUR INBOX IN ABOUT 5 MINUTES

Model
Free trial with sales support

Looking for a simpler way to
scale your AUM?

30 day free trial

Save hours each week
Increase client engagement

Grow with referrals

POWERED BY SEARCH




Case study

Financial advisory software

for client management o
9-107%
Free trial with sales support

MQLs become trials

compared to 2.5% on non-contextualised offer pages

POWERED BY SEARCH




Compress Time: How often are you using the same
marketing channels that you used to acquire the
right fit leads to continue marketing to them once

you have them as a trial user or SQL in your pipeline?

Woxrst in market Best in market
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You shouldn't just be checking in on
prospects. Your marketing should be
‘always on’ and working for you on the
channels where your prospects are.
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The boomerang method: don't just run retargeting ads. Retarget
based on channel consumption.

TIRED

Visits website

Gets pixelled Sees retargeting ads

Interacts with ad




The boomerang method: don't just run retargeting ads. Retarget
based on channel consumption.

WIRED

Visits /pricing

Visits /demo Gets pixelled Sees retargeting ads

Interacts with ad




The boomerang method: don't just run retargeting ads. Retarget
based on channel consumption.

REWIRED

Visits high intent
pre-acquisition pages

Sees retargeting

Gets pixelled ey |
acquisition offer

Visits in-app pages
but hasn't converted

Sees retargeting

Get 1xelled
ke R S demo offer

Sees retargeting
Gets pixelled customer success
offer

Is a customer,
hasn't activated

Interacts with ad Gets pixelled Sees retargeting ads




How do you prioritize actions?

1. Tally up the score for each section and divide by three
2. Then focus on the lowest scoring section

3. Prioritize your activity by the lowest scores within that
section
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I'm going to drop a link to the SaaS
Scalability Score in the MicroConf Slack
channel so you can use it with your team
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Get notified about PREDICTABLE

our new book at: GROWTH
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How to engineer reliable

Ur scan tTo go B2B SaaS$ revenue growth
rignt there with marketing

Marc Thomas and Dev Basu
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