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The digital landscape for SaaS companies changed overnight as buyer expectations evolved in
terms of what companies could do for them with a more personal, digital experience.

Today courting SaaS customers is being compared to online dating and it has forced us to
challenge critical truths about marketing and has given us a new set of rules moving forward.
The SaaS customer expects so much more than just a seamless digital transaction. They expect
a personalized experience across the entire customer journey.

The biggest shift is marketing must be viewed in the context of the full end-to-end customer
journey and, where possible, work to connect the dots for this SaaS “subscription economy.”

On top of that, creating a personal, human connection within any and every message requires
buyer insights and defining consumer segments that describe buyers according to multiple
dimensions that influence their purchasing behavior.

One thing remains constant. We must prioritize the customer now, next, and always. Because if

customers and buying insights aren't at the core of your marketing strategy. You will always miss
the mark.

Q: Why is marketing important?

A: You spend a lot of money.

Saas mm 80-120%

SaaS companies invest 80-120% of their revenue in marketing and sales in the first five years of
existence.! With the enterprise SaaS market now over $100 billion annually, competition is more
intense than ever.?

A: Know your audience.

“A common problem with SaaS marketing is that companies often don't understand their
audience well enough and are too close to the product offered to see the benefits and features
that consumers really want to focus on.” 2
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When assembling tech purchases...

Baby Boomers
rely more on:

- analysts (50%)’
- colleagues (49%)’
- vendor meetings (48%)’

A: Align your sales and marketing teams.
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Why does it matter?

Q: How do | create a SaaS
Marketing engine that lasts?

A: Go digital.
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A: Invest in messaging + analytics and processes.
In a survey, the following skills were important to B2B tech marketers:

80% 78% 77% 77% 65%

writing content digital media data email
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A: Invest in messaging.
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91% of consumers are more likely to shop with brands > E E E
who provide relevant offers and recommendations'”
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72% of consumers say they only engage with marketing
messages that are customized to their specific interests'

63% of consumers will stop buying from brands that
use poor personalization tactics'™
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Integrate and accelerate your
SaaS demand generation engine.

Leadit Marketing specializes in go-to-market and performance
marketing for fast-growing SaaS and technology companies.

Book an Intro Call Today

About Us:

Leadit Marketing specializes in go-to-market and performance marketing for fast-growing Saas
and technology companies.

At Leadit, we believe that marketing is art and science. That's why we developed a custom
playbook that unites customer insights, creativity and process into a step-by-step journey that
supports SaaS marketing teams at every stage of maturity.

With a focus on strategic planning, branding, and demand generation we improve what's
working and fix what isn't. The customer lens grounds everything we do, so the work becomes
integrated and holistic instead of haphazard and one-off. Give B2B SaaS marketing and sales
team the power to grow.

Contact Us:

info@leaditmarketing.com | www.leaditmarketing.com
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