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Background

A SaaS company offering a project management tool
priced at Rs. 400 per user per month. The tool primarily
targets companies with up to 500 employees, comprising
90% of their client base.




Initial Challenges

No Online Presence

The company had no existing digital footprint or online
marketing strategy.

Lack of Branding

Limited brand awareness in the target market, making it
difficult to attract attention.

Lead Generation

Struggled to generate leads due to the absence of online
marketing efforts.

Conversion Optimization

No established process for converting leads into appointments
and customers.
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Results & Impacts

Leads Generated
across all channels.

Weekly Appointments
appointments per week.

Lead to Appointment Ratio
Maintained at

Cost per Lead
Average cost per lead across all platforms was

Customer Acquisition Cost (CAC)

, improving overall marketing
efficiency.

Lifetime Value (LTV)

due to higher lead quality and improved customer
retention strategies.

Website Traffic
through SEO and content marketing efforts.
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Key
Metrics

Customer Acquisition Cost
(CAC)

Reduced by
20%.

Cost per Lead

Rs. 476 on
average.

Website Traffic

Increased by 50%.

Total Leads

5000 leads
generated.

Lead to Appointment Ratio

Maintained at 10%.

Lifetime Value (LTV)

Increased by 35%.

Weekly Appointments

4to5

appointments
per week.
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Key
Takeaways

Implement Online Marketing

Establishing an online marketing strategy is crucial for
lead generation and conversion.

Leverage LinkedIn Ads

Target decision-makers to increase lead quality despite
higher costs.

Utilize Facebook and Meta Ads

Achieve low cost per lead and high lead volume with targeted
campaigns.

Optimize Google Search Ads

Focus on high-intent keywords to generate quality leads.
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Engage with YouTube Ads

Use video content to boost lead engagement.

Streamline Meeting Booking

Use tools like Calendly to improve conversion rates.

Implement Retargeting Campaigns

Re-engage leads to boost conversions.

Enhance Email Nurturing

Develop effective email sequences to convert leads to
customers.

Focus on SEO and Content Marketing

Drive organic traffic and generate inbound leads.
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Conclusion

Through a data-driven and strategic approach, the
SaaS company successfully implemented its first online
marketing strategy, significantly improving lead
generation and conversion rates. By leveraging various
digital marketing platforms and tools, the company
established itself as a leader in the project
management tool market.
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Get In Touch With Us, if
you would like to have

1) A 30-Day Pilot with us — Assured
Results or 100% refund.

2 A Paid account audit of all
your ad accounts - $33 USD

3) Performance marketing consulting for
your in-house team or agency
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