THE ULTIMATE GUIDE

TO MARKET YOUR

SAAS
PRODUCT
SAAS B2B EDITION | PART 1

BY- Arjun DSouza & Aravinda Shetty

www.alt-er.com

In a

Nutshell
Who should read this book?
CEOs, COOs, and Heads of Marketing for B2B SaaS companies
with limited practical marketing experience.

Why should you read this book?
•It will take you just 20 minutes to read but give you major
practical marketing insights.
•No long explanations, just an overview.
•Once you read it you will have multiple strategies to attract
new customers to your company.

When should you read this book?
•Now! It will only take 20 minutes. Bookmarking it for later will
just add it to the pile of unread books that keeps getting
bigger.
•If you really are too busy, take 2 minutes to do the two-minute
marketing assessments. It will definitely get you to return for
the rest of the book later.

How to read this book?
•Skip the index if you are short of time.
•Do the two-minute assessment first so that you know
where your company stands with its marketing efforts.
The link is provided so that you can take the test online
and get immediate results.
•Read the entire book in one go. Refrain from googling
how to implement the mentioned strategies. The links to
blogs and case studies are provided in the reference
section for you to go through after narrowing down what
may or may not work for you.
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Assessment:

How efficient is my marketing?
If the statement is true write +10 in the score column
and if it is false, -10.

Statement

Score

My sales team does not depend on me to get
new inquiries
My clients only trust me to close the sale
Agents, consultants or partner companies account for
less than 40% of my new enquires or projects
Client referrals account for less than 40% of my
new inquiries
I have 4 or more channels from where I regularly get
my inquiries
I have target customer profiles set for my various
products/services
I know how to set goals for marketing
I have a system to track and measure my progress
towards my marketing goals
I have a system to allocate budget for marketing
I have a separate sales and marketing team
My sales team has more inquiries than they can contact
Total
Click on the link below to get your score automatically:
https://saas-marketing-ebook.alt-er.com/assessments/
PS: Awareness is always better than ignorance.
Scale:
10 - You don’t have a business, you’re likely someone’s employee.
30 - You need to invest time and money in other inquiry generation channels.
50 - It is time to strengthen your business by focusing on marketing systems.
80 - It is time to turn your company into a brand.
100 - You are on your way to growing into an industry giant.
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B2B SAAS Marketing:
The Basics

Always remember these four principles of marketing.

#1 The Goal Of Marketing Is To Generate Leads

Marketing is not sales. The only goal of marketing is to generate inquiries, not directly sell
anything to your customer. It identifies and prepares your potential customer for the sales
team to close with ease. Marketing gets people to willfully walk into the door with an
intention to buy.

#2 Not Everyone Is Your Customer
A big mistake you can make is generalizing your ideal customer. Every business should
serve a particular industry, in a definite geography, within a revenue range, with an
average number of employees, etc.
It does not mean people who do not fall into these approximations cannot be served.
It only means that the profit margins will be less compared to the effort put in, or the
frequency at which you get these clients is quite less, making the business revenue
unreliable. Knowing your ideal/most profitable customer will help you focus on getting
more of them, serve them with ease and improvise against the rest of the competition.

#3 Follow-ups Happen In Marketing Too
The job of marketing is to first find your ideal customer with authority and money. These
are called Marketing Qualified Leads (MQL). It is important to maintain a relationship with
MQLs so they come to you first when in need. This is when MQLs turn into Sales Qualified
Leads (SQLs), meaning they are now ready to buy.

#4 If You Are Not Measuring, You Are Not Marketing
Every marketing strategy can be measured, some accurately, some
approximately. Either way, it is important to know if what you are
doing is working or not, and to what extent. Although the goal of
marketing is to find MQLs and turn them into SQLs, any single
marketing activity will not be able to accomplish this. But it
definitely will nudge them closer every time. That’s the
importance of measuring or else you’re virtually gambling.
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The “close To Keep Closing” Method
A Summary
Typically, a potential client goes through these stages:

Awareness - You shed light on a problem they may not yet know exists, but might cause
trouble soon.
Consideration - They now know that the problem exists, but aren’t sure if it needs action
to solve.
Evaluation - They evaluate the best service providers to solve the problem.
Conversion - They have narrowed down the service providers and are now ready to buy.
Retention - They are ready to be upsold or give you a referral.
To understand which marketing techniques will be most effective during the different
stages, we have created the CLOSE methodology.
You may have a hundred ideas you feel tempted to experiment with, but if you’re not
sure when to use which, their effectiveness will take a hit and you may not get the
desired outcome.
To help you identify the ideal marketing technique, we have grouped the strategies into
5 sets depending on which stage your potential customer is in.
PS: Some of the techniques may be repeated in different stages but their objectives will
be different.
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The five stages are:
Calibrate to your market
Marketing techniques aligned towards introducing you and your company to your
potential customers.
Leverage your familiarity
Marketing techniques aligned towards increasing the level of trust your potential
customer has towards your brand.
Obsess over adding value
Techniques to ensure your potential customer considers you as the best in your field and
feels indebted to you for helping, guiding, and assisting them in multiple ways.
Sell with ease
Techniques on how to quickly sell to someone who wants to buy from you.
Empower your customers
Techniques on how to use your existing customers to get new ones.
Now that you have an understanding of which marketing techniques should be
implemented during different stages of a buyer's journey, it is imperative they are
effectively executed. To ensure that you get the desired outcome, use the SEE method
to execute any marketing techniques.
Strategize
Which technique should you use?
Execute
How will you use it?
Evaluate
How to determine if the technique was a success
or a failure?
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Step 0:

Identify your target customer

Who is the target customer?
Target customers are people most likely to buy from you. They are
• Easiest to sell to - Spend less money and effort to acquire them.
• Loyal repeat customers - Easy to serve them and keep them happy.
• Have money to spend - You earn a decent profit margin.
The customer who buys from you fulfills the following three criteria:
1. Money: Their company has enough money/budget to avail of your services and release
your payments as per your terms.
2. Authority: They are the ones you need to convince and get on your side. Simply put, they
have the authority to give you the deal and sign an agreement.
3. Need: They are currently facing a problem or might face one, which will be resolved by
implementing your solution.
So, let’s call this customer M.A.N.
For B2B customers, you first have to identify the target company. This is so that you can
identify the M.A.N. in their organization, usually a particular designation.
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Industry
Business Type
Location
Employee Strength
Turnover
No. of Branches or
operating area
Their customers
M.A.N.’s Designation
Influencers (People who would
bring the problem to the M.A.N)

Now that you have the M.A.N.’s designation, you need to know him inside out.

Demographic: Defining the M.A.N.
Age
Gender
Location
Marital status
Family status
Education
Income
Disposable income
Competitor preferences
Preferred language of communication
(Language)
Preferred medium of communication
(Online/Offline)
Internet access (Mobile/Desktop)
Name (Imaginary)
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Psychographics: Understanding the M.A.N.
Personality
Primary leisure activities
Interests and hobbies
Goal and ambitions
Family status
Personal values
Favorite sources of information
Preferences (e.g. Favourite books/
movies/brands/pets, etc.)
Turn-offs (Things that willput them in
a bad mood)
Other Information
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Step 1:

Calibrate to your market

Now that you know everything you possibly can about your target customers, let us
go through marketing techniques to introduce you to your target customers.
In marketing, one must always look at the world from the target customer’s PoV.
At this stage in your marketing effort, the target customer usually falls in one of
these categories.
• Hasn’t recognized the problem you are solving.
• Has recognized the problem but hasn’t felt pain or discomfort to want to solve
it immediately.
• Is feeling the pain but does not know that there is a solution to make the problem
go away.
• Knows that there is some solution but does not know that you are providing it.
The only objective of the marketing strategies during this stage is to introduce yourself to
your target customers and help them understand the significance of the problem you are
solving. If someone wants to be your customer directly, take it as a bonus. Be happy, but
not greedy.
The marketing techniques are split up into three sections:
• Needs only Time
• Needs Time and Money
• Needs only Money

Note: Time here refers to the time you or your team will need to get the work done.
There are likely to be some minimal nominal costs as well.
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Needs only time
Attend Expos, conferences, or trade shows frequented by your potential customers.
Strategy
Once you know exactly who your potential customers are, note down the various
conferences, expos, seminars, workshops, etc. they attend to get more customers
or exhibit their capabilities.
Execution
When you attend a gathering with a huge number of your potential customers present to
attract customers, you know their exact market scenario and the impact of each of them
in their market segment.
Meet as many potential customers as you possibly can, get their business cards and
mailing addresses. Note how your solution can help them stand out in relation to their top
competitors. At the end of the day, drop them a personalized message or email
expressing your gratitude for making their acquaintance. Then, patience is key.
Do not sell yet. Get back to them a week or two later once they are back in their office
and use your notes to start the conversation.
Evaluate
Add these contacts into your CRM software, or just simply make thorough notes.
Based on your conversation, divide them into:
• Contacts - People employed by your potential customer and can put you in touch
with them.
• MQLs - Potential customers with money but not necessarily the urgent need.
• SQLs - MQLs who need the solutions you are offering.
Evaluation metrics:
• Number of MQLs acquainted with and entered into the CRM
• Number of SQLs identified
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Telemarketing
Strategy
One of the most commonly used strategies, extremely effective too. The objective of
telemarketing is to set up a meeting with your target customer.
Execution
Use Google, industry association directories, or buy paid verified databases. There are
abundant ways to get or build a database of your potential customers. Do this before you
start making calls. Another good idea is to acquaint yourself with the gatekeeper, the
receptionist, etc. so you have direct access to the potential customer. Convince the
potential customer to give you their direct contact details and a meeting. If you feel that
there is a need for your solution, arrange for an exploratory meeting. If not, then there are
different types of meetings with different objectives. As we go through different
strategies you will get a clearer idea about the different ways you can leverage your
telemarketing team.
Evaluate
Based on your conversation, divide them into Contacts - receptionists or juniors who can
get you in touch with the potential customers, MQLs or SQLs.
Evaluation metrics:
• Number of meetings set up
• Number of MQLs and SQLs entered into the CRM
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Referral Network
Strategy
Partner with other companies with the same target audience as yours and connect with
each other's customers/prospects.
Execution
Find other non-competitor companies that have a similar target audience as yours.
They can be other SaaS companies, hardware, outsourced solutions, or any other
industry. Ask your partners to list their current, past, and lost clients, and request
introductory meetings or calls. Of course, you will have to return the favour to your
partners as well.
Create partnerships with multiple companies as long as you are not competing with each
other. The strategy works best when you have a group of 5 to 7 non-competing referral
partners. When done right, it is a win-win situation and generates a constant flow of
high-quality leads for everyone involved. An incentive such as a minimum of x meetings
has to be set up per month by each member to remain part of the group.
Evaluate
Divide the connections received to
• Contacts – Employees working in the same company by different departments,
co-workers, juniors, etc. who can connect you to your target customer.
• MQLs
• SQLs
Evaluation metrics:
• Number of new companies connected to.
• Number of MQLs and SQLs entered into the CRM.
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Freemiums
Strategy
Create a simple, essential product or service that solves a small, but annoying issue for
your potential customers and offer it for free.
Execution
Be on the lookout for small problems that your target customers face on a daily basis.
These are not major issues and don’t take up much time or effort. These are small
annoyances that irritate them and need not even be directly related to the problem
you are solving.
If you can identify these problems, create/build/engineer a simple solution and offer it for
free to your target customers. If the solution is effective, all you have to do is bring it in
front of your target customers and they will happily accept and sign up for the solution.
You won’t make any money now, but your target customer will know you and be grateful
to you.
Evaluate
This process works best when it is automated. The contacts you collect from the new
downloads or usage of your solution should automatically be fed to your CRM.
Evaluation metrics:
• Number of new companies connected to.
• Number of MQLs entered into the CRM.

12

www.alt-er.com

Free Trial
Strategy
If you have a solution with multiple modules, give one of the entry-level modules for free
and the rest as a free trial for 15 days or a month.
Execution
When you give a free trial for the entire solution, the potential customer will just use it to
check the features, see how it works. Most times they would not go in for the full version,
because they are not dependent on the system or don’t have the budget for it. They only
test it from the outside without using it to its full potential.
When you give an entire module for free, the target customer will use it without the fear
of being locked out of the system and losing all their data or work at the end of the free
trial. This causes a sense of dependency on your system. Once they are regular users of
your system, give them a free trial or demo for the other modules so that they experience
the ease and efficiency of your solution. Even if the user does not have the money for the
full system currently, they will be dependent and will eventually want to upgrade when
they have the budget.
Evaluate
This is a long-term strategy, you want the target customer to be dependent on your
system before you push for the trial of your other modules.
Evaluation metrics:
• Number of target customers signed up to use your free platform.
• Number of target customers who opt for a trial or demo.
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Thought Leadership
Strategy
You or someone you trust in your team becomes a source of expertise in your industry.
Execution
Pick someone you know and admire in your profession. It might be a former colleague,
professor, or speaker. By implementing this strategy you learn a lot and eventually start
becoming more like your mentor, and instead of just the people who have met you,
everyone in your industry will look up to you.
This strategy works best when your industry or niche is small. You won’t have a lot of
people competing or putting out ideas and thoughts. Hence, whatever you say will
reach your target customer sooner or later. Their trust for you and your company will be
a lot higher compared to your competitors. You will have to choose relevant social
media platforms, create appropriate content. You can give out ebooks, whitepapers,
webinars, Q&As, etc. in exchange for their contact information.
The most important part of this strategy is to be consistent in your activity.
Evaluate
The objective here is not for everyone to know you, it is for your target customer to
recognize you and your company.
Evaluation metrics:
• Number of potential customers engagement rate you on social media.
• MQLs collected in exchange for content.
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Active Presence on Social Media Platforms
Strategy
This strategy involves spending a fair amount of time on social media engaging in places
where your potential customers are active.
Execution
This is a very effective strategy if you can dedicate at least an hour every day. Social
media platforms are basically websites where you can interact with other people. These
platforms include Facebook, Instagram, YouTube, LinkedIn, Pinterest, Clubhouse, Quora,
Reddit and forums on various websites. Find out where your target customers are most
active and then interact with them by commenting on their posts or articles, answering
queries on industry-specific groups, speaking in clubhouse groups where your target
audience is highly engaged, etc.
Be consistent with your appearances so people familiarize themselves with you and
address you directly with their queries. This technique works well independently or in
collaboration with thought leadership. Either way, you need to keep your profile active
and updated so that people feel like they know you when they scroll through your social
media profile.
Evaluate
It is important to be very specific in your communication. Do not engage in random
conversations with people who are not relevant to your business.
Evaluation metrics:
• Number of target customers following you on social media.
• MQLs collected in the course of your conversations.
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Authoring
Strategy
Write an informational book explaining certain principles, strategies, best practices, etc.
regarding your industry.
Execution
Being an author and writing a book about your industry can bring you the most amount of
credibility. There are multiple purposes of writing a book. One, is to establish yourself as
an expert in your field. The second is to get direct access to your target customers.
Once you decide the topic of your book, ask your telemarketing team to set up a meeting
with your target customers. Not often do people decline a meeting with an author who
wants to quote them in their book. It is a very powerful marketing strategy to get
introduced to the top target customers with whom it would otherwise be difficult to
build a relationship.
Evaluate
You evaluate the success of this strategy not with the number of books sold but with the
number of target customers with whom you’ve connected.
Evaluation metrics:
• Number of target customers turned into acquaintances.
• Number of MQLs collected.
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Strategies that need both Time and Money
Stalls and presentations at trade shows, conferences and expos.
Strategy
Get introduced to a large number of target customers by purchasing stalls at events
focused on your industry or where you know your target customers will be present.
Execution
When you are a specialized B2B SaaS solution provider, you probably have a good idea of
where target customers come together to learn more about the latest trends in their
industry. Invest in setting up stalls at these events, and ensure that your stall is in a good
location to attract potential customers walking by. Remember, your stalls need to stand
out from the crowd to grab your target customers' attention. Speaking slots are great
investments because only MQLs attend them. Listening to you speak will give you
credibility and a sense of familiarity, giving you an edge over your competitors.
Evaluate
The number of people coming into your stall and enquiring, and the number of people
registered and attending your speaking session.
Evaluation metrics:
• Number of MQLs acquainted with and entered into the CRM.
• Number of SQLs identified.
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Editorial Marketing
Strategy
Create a platform that all your target customers refer to for facts and information.
Execution
Create a virtual entity similar to a publishing house. You can build an industry-focused
informational website, blog, social media account, YouTube channel, magazine,
newsletter, etc. The smaller your industry segment, the more powerful this strategy will
be because you will not have a lot of competition.
Connect with your potential customers and ask for interviews to be published on your
platform. They will most likely grasp the positive PR opportunity with both hands. You
may need a separate team to work on this continuously, so that your platform is
well-known and trusted by your target customers. Eventually, this platform will lead your
target customer to get in touch with you, asking you to publish content about them.
Evaluate
Your customers need not even know that your company owns this platform. The focus
of this strategy is just to make sure your target customer trusts the platform and your
platform only vouches for the solutions you provide.
Measurement metrics:
• Returning platform users.
• Number of MQLs registered or signed up with the platform.
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Podcast Marketing
Strategy
Start an industry-specific podcast and invite thought leaders and your target customers
as guests.
Execution
Podcasts are all the rage these days among educated audiences. A large number of
people looking to gain knowledge or learn more about specific topics prefer to listen to
podcasts rather than read about them. Starting a podcast is simple and cost-effective.
Two good quality microphones, a computer, and a speaker is all you need to get going.
Publish your podcasts on popular platforms like Spotify, Google Podcasts, Apple
Podcasts, etc. Be consistent with putting out new episodes and ensure you touch upon a
variety of topics related to your industry and topics your target customers would be
interested in. At the end of every podcast offer something for free, like an ebook,
assessment, checklist, etc. This will help you encourage a small chunk of your audience
to submit their contact information.
Evaluate
The purpose of this strategy is to place you as a source of reliable information and advice
for your target customers.
Evaluation metrics:
• Month on month increase in your listenership.
• Number of MQLs collected through free downloads.
ON AIR
?
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Training & Course Marketing
Strategy
Your solution can solve a problem for your target customer. But very often they may not
even be aware of the problem or do not have the tools to identify it. Create a course or
training series that equips your target customers with the skills and knowledge to
improve a specific area of their business.
Execution
This technique is powerful because your product or service becomes synonymous with a
particular solution. This strategy only works when you go deep into a particular subject.
A course or training series shared for free or taught for a small fee will equip your target
customer with all the skills and knowledge required to identify and take action.
Ensure that the training program is spread across a week at least, with assignments and
assessments. Wherever possible, give them proprietary free trials or freemium tools
which will help them in their assessments. Their assignments and assessments can now
be used as proof to indicate the need for your solution.
Evaluate
The success of this strategy directly depends on the number of students you train. These
people usually become an advocate of your brand because they learn their skills from
you, using your product or solution.
Evaluation metrics:
• Number of patrons enrolled.
• Number of new companies and MQLs connected to.
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Strategies that need Money
Paid Collaborations
Strategy
Your industry will have news websites, blogs, bloggers, influencers, YouTube channels,
magazines, newsletters, etc. dedicated to it. Pay them to publish content about you and
your company.
Execution
Identify the different ways your target customers consume information regarding your
industry. Approach these platforms and persuade them to feature your company. Use
this opportunity to build credibility for your company and not just for sales.
Talk about your company's vision and how you have been making this vision come true by
helping various clients. Highlight your leadership team and their experience, get
testimonials from various happy clients and make it a part of the feature, and finally, offer
something irresistible for which they absolutely have to contact you. The objective here
is awareness and trust-building.
Evaluate
The effectiveness of this strategy depends on the subscribers of the publication. Ensure
that your target customers are the major audience of the publication or you will be
creating awareness among people who can not contribute to your company.
Evaluation metrics:
• Awareness among the subscribers of the publication.
• Number of MQLs who have reached out because
of the feature.
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Event Sponsorships
Strategy
Sponsor events and conferences that your target customers attend.
Execution
List all the annual events organized for your target customer’s industry. Contact them
for their sponsorship packages, expected attendees, past attendees, and benefits.
Based on your budget and audience match, select the events you want to sponsor. It is
always best to be one of the top sponsors for at least one event and have a bare
minimum presence at others. Your target customers will notice you as the main
sponsor and be reminded of your company during the other events.
Evaluate
The effectiveness of this strategy depends on the number of people who remember
your company and the services you provide. To get this information, you need to
conduct an informal survey among your target customers who attended the event.
Evaluation metrics:
• Awareness of your company’s name and solutions.
• Database of MQLs collected.
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Social Media Advertising
Strategy
Use the high segmentation and targeting tools provided by social media platforms to run
precision ads.
Execution
Hire or consult an experienced agency for a viable digital marketing strategy. Based on
your understanding of your target audience, assess if the targeting and communication
plan holds good and will increase the number of your MQLs.
Ensure that the people you hire understand your target audience, their needs, internet
habits, and preferred social media platforms. It is not recommended to do this yourself
because of the specialized skills required to create multiple communications, precision
targeting, and regular focus on testing the effectiveness. The key here is to be regular.
Usually, it takes about 90 days of consistent marketing to start seeing quality leads.
Evaluate
Social media is very crowded and it is not too difficult to get leads from it. But most of
the leads are likely irrelevant for your business and hence they can not be considered as
MQLs. There have to be qualifying criteria set to distinguish MQLs from junk leads.
Evaluation metrics:
• Number of MQLs generated.
• Cost of acquiring MQLs.

3
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Search Engine Marketing
Strategy
Pay search engines to make sure your company is the first your target customer comes
across when they are looking for a solution.
Execution
Conduct keyword research and find out common search queries that your potential
customers have with respect to your industry. Based on the search volumes and cost per
click, select keywords that are relevant for you. Sales-oriented keywords need to be
approached in a different way, which shall be explained in the next section. The rest of
the queries are a virtual gold mine for MQLs. Based on search terms build lead magnets
like ebooks, checklists, templates, etc., that can be accessed only after filling a
contact form.
Evaluate
The objective here is to get relevant leads that you can nurture and grow into sales in
the future.
Evaluation metrics:
• Number of MQLs generated
• Cost of acquiring an MQL.

SEARCH
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Search Engine Optimization
Strategy
Get search engines to recommend you to potential customers looking for solutions
similar to yours.
Execution
Conduct an audit to learn your website’s SEO score. Find out which keywords on your
website are ranking on search engines. Find out the search volume and keyword difficulty
for the keywords you want to rank for your website. Create a content calendar for blogs,
videos, etc., that need to be published on your website to increase its SEO ranking.
Delegate the work to a digital marketing agency and guide them with industry-specific
information to create the required content.
Evaluate
SEO is a long-term plan that will take anywhere from 3-12 months to show results, based
on the difficulty of each chosen keyword. Regularly run a website SEO audit to find errors
that need to be resolved. Make a list of 10 keywords that will get you high-quality inquiries and track their movement on the Search Engine Results Page.
Evaluation metrics:
• Average keyword ranking of your 10 keywords
• MQLs received from organic traffic

25

www.alt-er.com

Conclusion
It may not be feasible for a small-to-medium scale company to implement each and
every one of these strategies. Implementing all of these strategies is not practical for
most big companies either.
To begin, decide the amount of time, money, and resources you can dedicate to these
marketing activities. Based on this, narrow it down to at least 2 or 3 activities. Why?
Marketing is all about testing and measuring, if you don't have multiple activities
running simultaneously you won't know when and where to stop investing and where
to invest more.
Now that you know different ways to introduce your company to your target customer,
you would also like to know what comes next right?
For example, do you want to know...
How to make your target audience trust you more?
How to make them feel that you understand them and want the best for them?
How to close the deal smoothly?
How to use your current customers to get you new customers?
All of these questions (and more!) will be answered in detail in Part 2 of this ebook,
where the real magic happens. You will also learn how MQLs convert into SQLs and
SQLs into closed orders.
We have put in great effort to compile this information, and we want to share it with
just those who have reached this far and read it completely.
To claim a Copy of Part 2 of Marketing Simplified, fill in your details in the link below
and you will be among the first to get it.
https://saas-marketing-ebook.alt-er.com/ebook-part2/

So what are you waiting for?
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https://sproutsocial.com/insights/social-media-marketing-strategy/
Authoring
https://www.copypress.com/blog/7-reasons-why-ebooks-should-be-part-of-your-marketing-strategy/
https://flippingbook.com/blog/ebook-with-flippingbook#:~:text=It%20gives%20your%20customers%20valuable,send%2C%20share%2C%20and%20do
wnload.
https://www.entrepreneur.com/article/273885
Editorial marketing
https://issuu.com/blog/editorial-marketing-strategies
https://powerdigitalmarketing.com/blog/what-is-editorial-content/#gref
Podcast as a marketing tool
https://www.entrepreneur.com/article/358877#:~:text=Podcasts%20are%20effective%20tools%20for,are%20often%20informative%20and%20educ
ational.
https://growthmarketer.co/start-podcasting/
https://www.bcast.fm/blog/podcasts-as-a-marketing-tool
Paid collaborations
https://www.forbes.com/sites/theyec/2015/10/23/collaboration-could-be-your-most-powerful-marketing-tool/?sh=1bf49cf829a5
https://blog.hootsuite.com/influencer-marketing/
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Event Sponsorships
https://www.vye.agency/blog/7-reasons-sponsoring-an-event-is-a-brilliant-marketing-strategy
https://www.entrepreneurshipinabox.com/18465/event-sponsorship-is-a-smart-marketing-strategy/
Social media advertising
https://sproutsocial.com/insights/social-media-marketing-strategy/
https://buffer.com/library/social-media-marketing-strategy/
https://www.digitalmarketing.org/blog/the-importance-of-social-media-marketing
Search engine marketing
https://www.optimizely.com/optimization-glossary/search-engine-marketing/
https://blog.hubspot.com/marketing/search-engine-marketing
https://www.wordstream.com/search-engine-marketing
Search engine optimization
https://www.searchenginepele.com/blog/what-is-the-role-of-seo-in-digital-marketing.html
https://digitalmarketinginstitute.com/blog/what-is-seo
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