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Introduction

There are over 23,897 SaaS companies in the world right now, according to the
data from Crunchbase.

Last year alone, there were about 389 new Saa$S startups.

What does this mean?

On average, a brand new startup joins the pool of existing SaaS companies
worldwide every day.

This shows that the SaaS business model is becoming more popular. Hence, the
competition for audience attention and sales will never remain the same.

On Capterra, there are over 700 software categories as we speak.
The same scenario is also playing out on G2, a popular software review website.

From popular categories such as CRM software, project management software,
marketing automation software, etc. To less known categories such as church
software, dental practice software, massage therapy software, pawnshop software,
etc.

The fact is...
There’s a SaaS product for anything you can think of.

And if you're a SaaS founder or marketer, you should rethink how you market
your software to your target audience. Else, the huge competition out there will
consume you.

And guess what?

There's no better way (at least for now) to communicate the benefits of your product
to your prospects and get paying customers without doing content marketing.
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If done right, content marketing can help you to:
Educate your target audience.
Solve their pain points.
Show them how your product works.
Convince them to give it a trial.
Convert them into paying customers.
This might be a lot to chew on if you're just getting started.

So, | wrote this guide to walk you through seven proven content marketing tactics
that drive qualified traffic, increase user signups, and grow your MRR and ARR.

After reading it, you'll learn what these content marketing tactics are, examples
of SaaS brands leveraging each to grow, and how you can implement the same to
grow your Saa$S startup.

Let’s get started...
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Tactic 1: Show Readers How Your Product Works
Without Being Salesy

One of the primary reasons to invest in content marketing is to educate and show
your audience how your SaaS product works.

That way, they can know its various use cases, reducing their learning curve once
they decide to try it out.

Truth is...

There are many features that your SaaS product has that your customers aren’t
aware of.

If you don’t show them how powerful and effective your product is, they might
sign up with a competitor instead.

This is why | recommend that every SaaS startup should leverage product-led
content marketing.

What Really is Product-led Content Marketing?

Product-led content marketing involves creating content pieces that address your
audience’s pain points and showing them exactly how to solve those using your
Saa$S product.

With product-led content, you target keywords where you can weave in your
product as a solution to a specific problem that your audience has.

Here is an example of a SaaS company leveraging this strategy to grow.

How Ahrefs is Dominating The Competitive SEO Industry With Product-led Content
Marketing

Ask any content marketer or SEO expert around you, and they’ll tell you how they
enjoy reading the Ahrefs blog.
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Here is why...
It's one of the most helpful and actionable blogs out there.

Also, they excel at promoting their product in each blog post.

Take this post about Quora Marketing, for example.

The target audience for that topic is marketers who want to level up their
engagement on Quora and get better results from using the platform.

And one of the challenges they will most likely have is identifying good questions
to answer.

And guess what?

In the blog post, Ahrefs promoted one of its core features as a great way to find
these questions.
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If you're a marketer who has never used Ahrefs before and have this challenge,
you’ll most likely be curious about the Site Explorer feature and willing to try it out.

If you're an existing customer who faces this challenge, you’ll want to check the

feature out.

Here's another example...
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If you build links for yourself or clients, you know how complex broken link building

can be.

One of the biggest challenges that SEOs have with this tactic is identifying broken
link building opportunities.

So in this guide about broken link building, Ahrefs mentioned this and suggested
its tool as the best solution for it.

They even go a step further to share how you can find expired domains with links.
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As you can see, Ahrefs uses product-led content to show its audience how effective
its product is for identifying broken links.

By doing this, any potential user knows exactly how this works even before trying
the product out. Likewise, it's a great way to keep their existing customers and
show them how powerful their product is.

In a recent Twitter thread, the CMO of Ahrefs, Tim Soulo, highlighted the ROI of
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investing in product-led content for the company.

According to him, here are some results product-led content has generated so far
for them.

Brings in new customers

Improves the retention of existing customers
Re-activate past customers

Helps with revenue expansion

Fuels the word of mouth

Leads to the “Mere Exposure Effect”

Helps build a solid reputation in the industry
Fuels paid acquisition strategies

Reduces support requests

How Exactly Do You Write Product-led Content fora SaaS brand?

Dr. Fio Dossetto (Founder, Content Folks) recommends three methods for writing

product-led content. These include:

Keyword-based method: This entails finding relevant keywords for your
SaaS product, applying the 0-3 impact score to determine if your product
can be mentioned in the content, and adding your unique angle.

Customer-based method: This involves interviewing your SaaS customers
to know the exact features they’re using in your product. Afterward, you can
find an angle and a keyword to optimize it for.

Existing content method: In this case, you need to look at your successful
pieces based on some predetermined metrics and apply the business score
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to see how you can add your product to the content. Finally, you edit the
content before hitting publish.

Recommended Resources:

Product-Led Content: A Powerful (& Under-utilized) Approach to Content

Product-Led Content Marketing: Why and How To Use It as a SaaS Startup

How Product-Led Content Drove Sparktoro’s Higher Retention
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Tactic 2: Acquire Freemium and Free Trial Users
Directly From SEO Articles

Most SaaS startups target top-of-the-funnel content that drives traffic without
considering bottom of the funnel content that increases conversions and has a
direct impact on the revenue.

Truth is...

Exceptyou’reabig-name SaaS brand, generating tons of traffic without conversions
won’t help grow your business. People who click on and read your top-of-the-
funnel content most likely don’t have a problem your software solves.

Of course, generating traffic is a metric that shows you’re doing something right.
Unfortunately, it doesn’t translate to business success in most cases.

So, what exactly can you do to drive more conversions with your content?

Enter Pain Point Content Marketing

Pain-point content marketing focuses on the problems that keep your prospects
awake at night. In most cases, the keywords have low search volume in SEO tools
but have the potential to drive a lot of business for you.

When thinking of pain-point content, you must put yourself in the same shoe as
your ideal prospect who is about to make a buying decision. In most cases, people
don’t buy things immediately. Instead, they go through a lot of back and forth
thought processes before doing so. And in most cases, this involves doing much
research.

Say, for instance, prospect A has heard great things about Salesforce and wants to
become one of their customers. Do you think they’ll pull out their credit card and
make a purchase? Of course, in an ideal world, that’s possible but rarely happens.
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So, what do you think this prospect will do first?
They'd most likely check Google for things like:
Salesforce competitors
Alternatives to Salesforce
Salesforce pricing
Salesforce vs. Hubspot
Best CRM software
Salesforce reviews
And in most cases, the information from this search will influence their decision.
Here's where the opportunity lies for you as a SaaS business.

When you create pain-point content and rank high on Google for these keywords,
you'd drive tons of targeted traffic, which directly impacts conversions.

And the best part...

Most of your competitors might not be doing this already, so it's an undermined
goldmine you should leverage.

Here is an example of a SaaS startup using this content type to compete and
dominate its niche.

How Chanty Took on Slack and Other Competitors Using Pain-
Point Content

Chanty is a team communication and collaboration software. It helps business
owners and their team members communicate and collaborate effectively to
complete their tasks. One of their biggest competitors is Slack, which Salesforce
recently acquired.
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When you mention team communication and collaboration, Slack is the first name
that many people remember. So, how exactly can a smaller competitor like Chanty
become known in a Slack-dominated market like this?

The Chanty team leveraged the power of pain-point content and ranked for Slack-
related keywords on Google.

For instance, if you Google “slack alternatives,” they're currently ranking on the
number 2 spot in the SERPs after Hubspot.

When you Google “slack pricing,” they rank number 3 after Slack.
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If you click on the link, Chanty’s page about slack pricing looks like this.
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Here, they provide factual information about Slack and why they are one of the
most successful SaaS businesses in the world. Then, they highlight the biggest
problem most teams have with Slack, which is the price.

Afterward, they mentioned why they're interested in Slack pricing, with a quick
call to action to try out their software.
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They also use this strategy for other competitors aside from Slack.

If you Google “skype alternatives,” you'll see that Chanty ranks number 3 on the
SERPs for that keyword.

17 I Tactic 2: Acquire Freemium and Free Trial Users Directly From SEO Articles Your Content Mart


https://yourcontentmart.co/saas-growth-bites/

Join SaaS Growth Bites Newsletter —>>>>

That's not all...

They also target broad keywords related to their industry. For example, the
company ranks number 2 after Zapier for the keyword “best team chat apps.”
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Here are some other competitors related keywords they’re ranking for:
Ranking number 2 in the SERPs for Discord vs. Slack
Ranking number 1in the SERPs for Asana vs. Slack
Ranking number 1in the SERPs for Slack vs. Microsoft teams

And the best part...

These pages drive targeted traffic and rank for tons of keywords on Google.

Take the “slack alternative” keyword as an example. According to Ahrefs, it
currently brings in an estimated 1,200 organic traffic visitors per month and ranks
for about 1,700 keywords.
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As you can see, Chanty has dominated the SERPs for these pain-point keywords in
the team collaboration niche.

This makes them top of mind for businesses that want to ditch their biggest
competitors.

What do SaaS brands stand to gain business-wise by creating
Pain-Point Content?

Expert Insight by Josh Spilker, Head of Marketing, Friday

“You can fast track the content marketing process because you’re meeting an
immediate need. Sometimes the keywords with the highest volume don’t have a lot
of buying intent. Pain point keywords and bottom-funnel keywords may not always
have the best search volume, but indicate a higher level of interest and intent.”

Recommended Resources:

The Easiest Way To Acquire User Signups For a SaaS Startup

Pain-Point SEO: How to Produce SEO Content That Drives Conversions
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Tactic 3: Earn High-quality Backlinks Without
Begging For Them
Links are the currency of the internet. The more links you have, the more

authoritative your SaaS website is in the eyes of Google. In fact, Google’s Partner
Development Manager, Andrey Lipattseyv, stated that links are one of the top three

ranking factors in Google’s algorithm.

Many SEO industry researches have shown a correlation between the number of
backlinks a page has and its ranking on Google.

In its study of over 1 billion pages in its dataset, Ahrefs found out that pages with

more referring domains linking to them get more organic search traffic.

Also, in its analysis of over 11.8 million Google search results, Backlinko found

out that the number 1 result for each query on Google has about four times more
backlinks than number 2-10 results.

As you can see, backlinks are uber-important if you want to build an authoritative
website in your niche and make SEO a growth channel for your SaaS startup.

So, How Exactly Do You Get Backlinks As a Saa$ Startup?

You can get backlinks by either building or earning them.

To build backlinks, you need to reach out to website owners and bloggers in your
niche to link to you. On the other hand, earning backlinks is when people decide
to link to your page because they found it valuable and believe that it’'ll be helpful
for their readers.

While it’s fine to be building backlinks, you should also aim to earn backlinks
naturally.

When you earn backlinks, people will link to you without any form of outreach, in
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most cases.

Building backlinks requires sending cold emails and making people see reasons
why they should link to you and incentivizing them to do so.

What Does It Take To Earn Backlinks?

Take a look at the two websites | linked to recently; what do they have in common?

You can see that they're articles that buttress my point about the importance of
backlinks with relevant data and statistics. And I'm sure many websites link to
them too for the same reason.

And the best part...
They didn’t do any form of outreach before | linked to them.

This means that if you want to earn backlinks for your SaaS startup, you should
invest in data-driven content.

This type of content involves conducting research, studies, analysis, and surveys
and presenting your findings to your audience.

Apart from helping you to earn backlinks, it’s an excellent way to show your readers
that you're an authority in your niche. It also gives you insights into the challenges
in your industry and how you can help your audience solve them.

Here are some examples to show you how this type of content works.

How Buffer Earns Thousands Of Backlinks With Its Annual State
of Remote Work Report

In 2017, Buffer released its first state of remote work report. This has become an

annual tradition for the company as it collaborates with other top players in the
Saa$S niche to release this in-depth report.
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Each year, the report generates tons of backlinks for Buffer.

Take the 2020 state of remote work report as an example. According to Ahrefs, it
generated over 5,000 backlinks from more than 2000 referring domains.

And the best part, most of these backlinks (78% to be precise) are dofollow.

A handful of these backlinks are from authoritative websites such as Forbes, BBC,
Weforum, Entrepreneur, Search Engine Journal, The Balance Careers, and so on.
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From publishing one data-driven report alone, Buffer was able to get thousands of
websites to link to it. Even if most of the people who visit Buffer from this report
don’t convert to trial signups and customers, the links will bolster their website’s
overall domain authority and help them rank high on Google for competitive
keywords.

How Nextiva Generated Thousands of Backlinks With a Statistics
Page

In the case of Buffer, they relied on raw data from surveying over 3000 remote
workers to develop its report. While this might be the case for Buffer, not every
SaaS startup will have access to this kind of data.

This is why this example from Nextiva is interesting.
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Instead of creating data-driven content from a large pool of data, they curated
already available information on the internet.

Take a look at this customer service statistics page from Nextiva, and you’ll see
that the over 100 statistics cited in the content aren’t original data from them.

What they did was to source these statistics from authoritative websites such as
Microsoft, Forrester, Statista, Accenture, Ameyo, AE, etc., and put them together
as a post.

Nextiva has generated over 2,700 backlinks from about 1,200 referring domains
from this statistics page alone.

Not only that, this page ranks for about 2000 keywords and brings in about 445
organic traffic visitors every single month.

Here is the thing...

If you want to earn backlinks at scale for your SaaS startup and increase your
domain authority, you should leverage data-driven content.

How Exactly Do You Conduct Surveys for a SaaS brand?

[Expert Insight by Michelle Lynn, Co-founder of Mantis Research]

“Here is the general process | suggest you follow when conducting your own
survey for content:

Step 1: Make sure you have the right mindset. Remember: You are trying to test a
hypothesis, not prove something. You never want your research to point to your
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product/service as the magic solution. Instead, think about the questions people
in your industry are looking to answer with data and answer those questions as
honestly as possible.

Step 2: Determine what success looks like. Are you trying to build authority?
Generate leads? Get press? Something else?

Step 3: Decide on the focus of your research. Choose something meaningful to
your audience, aligns with your audience, and studies something new. (You don’t
want to repeat something that has already been done!)

Step 4: Determine how you will get responses. You essentially have three options:
your list, a partnership, or a panel. You can read more about each of these here.

Step 5: Decide who you want to take your survey and who you want to disqualify.
Disqualifying respondents is important because you want to make sure that the
right people are participating -- even if this results in fewer responses.

Step 6: Document the demographic questions you want to ask. For a consumer-
based study, this includes gender, location, and age/generation. When surveying
B2B respondents, you may want to ask about industry, company size, role, and
years of experience.

Step 7: Write your survey questions. There is a lot more that can be said about
this step, but to keep things simple, remember that you need to be as clear as
possible.

Step 8: Build in quality checks. These are questions you can ask to verify that the
right people are answering your survey and paying attention. While there is much
more that can be said about this step, remember always to ask at least one write-
in question.

Step 9: Program, test, and launch your survey.
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Step 10: Clean your data. Yes, this may mean removing responses, but this is
important if you want quality data. If you are using a panel, they should backfill
any bad responses for you.

Step 11: Analyze the data and pull out the stories.”

Recommended Resources:

How To Earn Backlinks For a SaaS Startup Using Data-Driven Content
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Tactic 4: Write Content That Cuts Through The
Noise

If you were to search Google for any keyword, youd find that most of the pages
ranking onthe SERPs are writing almostthe same thing. Andfinding adistinguishing
factor among them is a herculean task.

| love the way Ryan Law, the Director of Marketing at Animalz, puts it in this post
about Copy Cat Content:

“In chasing search traffic, companies are sleep-walking into intellectual plagiarism.
They're fixating on their keyword research tools and SEO briefs at the expense of
originality and personality. They're curating other people’s work instead of creating
their own. They're choosing to make content longer instead of better.”

Regurgitated content can help you rank for high-volume keywords and even
dominate the SERPs. That said, it's challenging to build a fanbase who will find
your content useful, valuable, helpful, and always on the lookout to read from you
again.

What Can You Do To Create Content That Cuts Through The
Noise

There’s a lot of similar content out there ranking for the same keyword. So, what
exactly can you do to cut through the noise and stand out as a SaaS startup.
Simple, create opinionated content.

In most cases, opinionated content is written by an expert, adds value to the
industry, and brings about interesting discussions.

The downside of opinionated content is that the traffic doesn’t compound. There’s
little to no search related to it on Google. And in most cases, people tend to forget
about your opinion after some months or years.
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That said, it's a great way to:
Establish yourself as an authority in your industry.
Grow an audience for your Saa$S startup.
Increase user signups and customers.

Earn links naturally without begging for them.

How Groove Built a $5M/Year Business With Its Startup Journey
Series

Groove used to be a struggling startup until it revamped its approach to content

marketing. According to one of the founders, Alex Turnbull, they were running out
of cash until they changed things.
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Guess what they discovered?

They found out that most of its users are startup owners who needed practical
advice on solving the day-to-day problems they’re facing in their business. So,
they started sharing how they were building their business and what they were
learning along the way. And before long, they saw results.

Take this post where they shared their struggles getting on Hacker News front

page as an example.
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As you can see, it's opinionated content that isn’t targeting any keyword. Instead,
they shared precisely how they failed to get on the platform and what they learned.

This leads to great comments from their audience, such as these...
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With comments like these from readers, it shows that they’re adding value to them.
And, when most of these readers need a customer support SaaS solution, Groove
will be one of their top choices.

Another excellent example of opinionated content from Groove is this post about
the 26 blogs that helped them in their journey to $100K/month.

Most startup owners who are Groove’s target audience want to know the blogs
they can read to grow their business. So while most articles rehash blogs they
never visited, the Groove team wrote from their personal experience.

And when you search Google for the keyword “startup blogs,” this piece of content
they wrote over six years ago still ranks number 1.
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When Should SaaS Business Owners Write Opinionated Content
for Their Brand and Why?

[Expert insight from Ryan Law, Director of Marketing, Animalz]
“I recommend opinionated content in three common situations:

One, when you need to differentiate in a crowded marketplace. If every other blog
in your industry follows the same cookie-cutter content process, ditching the
SEO and “ultimate guides” and sharing contrarian opinions is a powerful way to
demonstrate personality and share something memorable.
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Two, when credibility is a bigger problem than awareness. Listicles and “what
is” content are great for generating traffic, but they’ll never convince senior
managers, executives, or marketing-allergic professionals (like developers) to
take you seriously. Instead, smart, well-founded opinions demonstrate an expert
understanding of your industry, allowing you to go beyond the dime-a-dozen “best
practices” and share opinions that only true professionals have.

Three, when you want to rally a community around you. Opinionated content
polarises, and that’s a great thing. Business sells to passionate brand advocates,
and not half-interested consumers. Opinions allow you to attract a small, loyal
audience of people that subscribe wholeheartedly to your ideas.”

Recommended Resources:

Why Wirecutter Wins: Opinionated Content

Opinionated Content Marketing: The Surefire Way To Write Content That
Cuts Through The Noise

How to Turn Wild Opinions into Traffic, Backlinks, and Social Proof
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Tactic 5: Leverage Insights From Subject Matter
Experts

This involves reaching out to experts and curating their insights to create high-
quality, in-depth pieces of content.

Say you run an email marketing software and want to write about “how to improve
emailopenrates.” Then, you canreach out to email marketing experts to contribute
their best tips on improving email open rates.

And guess what?
You'd have tons of tips regarding this topic to include in your content.
That’s not all...

These experts will most likely share your content on social media platforms and
link to you.

A win-win, right?

Not only are you able to create high-quality content at scale that'd add value to
your audience, but you can also leverage other experts’ audiences to promote
your content and reach more people.

Now, you may be wondering if it's effortless to get experts to add their voices to
any piece of content you're creating.

Here’s the thing...
Getting experts to feature in your article is much easier than you think.

First, you need to establish rapport and show them what is in it for them. If you
have a high domain authority, promising a link back to each contributor’s website
or article will likely make you have more contributors than you can handle.

Think this is a mere theory? Let me show you an example of a B2B SaaS company
that does this so well.
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How Databox Leverages Experts to Create Content That Adds
Value, Generates Social Shares, and Earns Backlinks

Databox is an analytics platform that helps business owners measure and track
KPIs that matter to their business. It is helpful for a marketing team that wants to
pull data from different sources to know what works and what doesn't.

As you can see, Databox’s target audience is primarily marketers. So, they need
to create content that’s high-quality and helps their users and audience solve
specific problems.

Guess what they do?

They leverage the expertise of marketers, who make up their audience to generate
content. If you check the Databox blog, here are the types of content you’ll find:
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As you can see, most of their articles are contributions from experts in the topic
they’re writing about.

And when you check each of these content pieces, you’ll notice that this isn’t just
a typical round-up post. Instead, they used the insights provided by the experts to
create a unique angle and reference them in the article.

Now you might be wondering how Databox gets a wide array of marketing experts
to contribute to their articles every week.

One thing that works well for them is the power of their collaboration and
partnership with other website owners.

Here’s an example:

Some months ago, | wrote a post about conversational marketing and featured

Databox as a case study.

So, | reached out to their team to inform them about it.
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And guess what?

They shared the post with their audience and notified me about it. Not only that,
they also reached out to offer me the opportunity to contribute to their future
content as an expert.

After filling out the form, | get an email from them inviting me to contribute to
their upcoming pieces every week.

This is a recent one | got and contributed to:
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And as you can see, my contribution was added to the piece with a link back to
my website.
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If you think the Databox team stops there, you're mistaken. Instead, they send an
email to notify contributors about the upcoming feature in their content pieces.

Here’s one | got:

You’ll notice that this email does four (4) things:
Notifying me about the contribution with a link to it
Telling me about the promotion they did for the post on LinkedIn
Urging me to upvote the article on Growth Hackers
Requesting that | contribute to more articles.

On LinkedIn, here’s what the promotion looks like:
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Asyou can see, they mentioned all the experts featured in the article (including me).
And in return, most of the contributors also share the piece with their audience.

Here's precisely how | promoted this piece | contributed for them:

1 I Tactic 5: Leverage Insights From Subject Matter Experts Your Content Mart


https://yourcontentmart.co/saas-growth-bites/

Join SaaS Growth Bites Newsletter —>>>>

42 I Tactic 5: Leverage Insights From Subject Matter Experts Your Content Mart


https://yourcontentmart.co/saas-growth-bites/

Join SaaS Growth Bites Newsletter —>>>>

| shared it with my LinkedIn audience.

By leveraging the expertise of others in their content, Databox has built an SEO
moat that’s hard to beat.

Recommended Resources:

How to Find and Use Subject Matter Experts To Create Content For an Early-

stage SaaS Startup
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Tactic 6: Become The “Go-to” Expert In Your Niche

If you care about ranking for keywords that matter to your business, you should
establish topical authority fast, especially if you're starting from scratch. This is an
often-neglected yet important ranking factor.

For instance, if your SaaS startup is about email marketing, ranking for keywords
related to your website’s general topic is much easier.

In contrast, if your SaaS startup is about Linkedln lead generation and you're
writing about conversational marketing, it’'ll be difficult to rank for that keyword,
even if you have the best content on the web.

Truth is...

When you have topical authority for the niche you’re covering, you will find it
much easier to rank any piece of content you publish.

Let me share an example to show you how this works in real life.

How Moz Became The SEO Industry Leader With Its Beginners
Guide To SEO

If you Google phrases like:
SEO
Search Engine Optimization
What is Search Engine
How to do SEO
SEO for beginners
SEO 101

Guess the brand that occupies the number 1 spot?
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Moz, of course.

Now, you may wonder how they were able to dominate an entire SEO industry
with many experts?

It's simple.

They created a topic cluster of a beginners guide to SEO, ensuring they answered
all questions that anyone can have related to SEO.

Here's precisely how it plays out.
The guide has about eight chapters which include the following:
SEO 101
How search engines work
Keyword research
On-site optimization
Technical SEO
Link building
Measuring, prioritizing, and executing SEO
SEO glossary

From the main (pillar) page, there’s a jump link to each of these chapters (cluster
pages), which automatically adds an internal link to them.
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And from each chapter, you can easily navigate to the previous or next one. Plus,
an internal link to the next chapter (at the beginning and end of each chapter).

Here’s what it looks like:
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That’s not all...

At the end of each chapter, there’s an easy navigation to all pages, plus an internal
link.

Asyoucansee, each chapter coversadifferenttopic. However, they'reallinterlinked
together. Hence, making it easy to pass link juice across all the chapters and rank
high for the main keyword.

Since all the chapters are related to SEO and cover each aspect in-depth, Google
sees it as the most authoritative article on the topic and continues to rank it high
on the SERPs. This SEO moat by Moz is known as creating a topic cluster.

And the result from this piece alone is incredible.

According to SEMrush, this guide brings in over 177,000 organic traffic visitors
per month, which costs around $1.3 million.
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By investing in and creating a topic cluster for the main search term in your
industry, you can become the go-to authority in the long run.

Recommended Resources:

How Blogging Can Help You Rank First On Google

Types of Content Hubs: 5 Approaches & 30+ Examples

48 I Tactic 6: Become The “Go-to” Expert In Your Niche Your Content Mart


https://yourcontentmart.co/saas-growth-bites/
https://youtu.be/aX0WA9vgiT8
https://www.contentharmony.com/blog/content-hubs/

Join SaaS Growth Bites Newsletter —>>>>

Tactic 7: Drive High-quality Conversions From
Ungated Templates

Conversions matter more than anything for a SaaS startup. Without conversions
(such as user signups, leads, and customers), you’ll most likely find it difficult to
justify your investment in content marketing.

So, how exactly do you drive conversions from your content pieces as a SaaS
startup?

Enter Conversion-focused Content Marketing

Conversion-focused content marketing helps you drive conversions for your
startup.

This is important because the more conversions you achieve, the more users you
can get to sign up for your software. And in the long run, the more revenue you
can generate for your business.

Here is an excellent example of a company that excels with this strategy.

How Smartsheet Intelligently Drives Conversions With
Downloadable Templates Without Gating Them

If you're in the project management space, you'll probably have heard about
Smartsheet. If you don’t know about them, it is a SaaS product that helps users

assign tasks, track projects, manage calendars, and share documents using a
tabular user interface.

Smartsheet wants business owners who use Excel to use their products instead.
So, they're a big Excel competitor.

To dominate the industry with many competitors, they focus on creating template
pages. This means that they compile templates that'd be useful for their readers
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and write an article related to them and offer those downloadable templates for
free.

If you check the Smartsheet blog, you're likely to come across posts such as these:

On the surface, it might look like offering free templates that can be easily
downloaded is not a good idea.

But when | dug deeper, | found out that they're using these templates to increase
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user signups for their business.

Take this template page about SWOT analysis as an example.

Anyone searching for such a keyword on Google is most likely a business owner
looking to analyze the opportunities in their market and how they can compete,
which is a segment of their target audience.

Also, anyone who stumbles on this page is looking to download SWOT analysis
templates which they can use right now. However, they might not know exactly
how Smartsheet fits into that, and this is where it gets exciting.

First, on the page’s header and immediately beneath the title, there’s a call to
action asking the reader to try Smartsheet for free.

Second, a static CTA is visible while you're scrolling down the page, urging you to
try Smartsheet for free.
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Each template on the page follows the same pattern of title, screenshot, download
button(s), and short description.

You can either download the template on Smartsheet and Excel or excel only.
Here's what that looks like:

The Excel option makes it easy for anyone to download the templates without
signing up for a free trial or entering their contact information.

When you click on the option to download via Excel, a pop-up that looks like this
shows up:
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Again, they want you to become a user while still on the page. There is an option to

decline and continue your download immediately without asking for your contact
information.

If you click on the Smartsheet option, you'll be redirected to a page that looks like
this.
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As you can see, Smartsheet only asks for your contact information when you‘ve
shown interest in trying out their tool. Thoughtful approach if you ask me.

Another interesting aspect of this Smartsheet template page strategy is that they
designed the Excel sheet templates to drive conversions.

In Excel, they’re promoting their software and prompting anyone who’s downloaded
the template to try out their tool for free for 30 days.

And guess what?
This strategy works for Smartsheet.

According to Ahrefs, about 2,260 organic pages on Smartsheet’s website have
the keyword “templates” in their URL.
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While we can’t estimate the exact number of conversions they’re getting from
these pages, they're killing it organic-traffic-wise from this strategy.

They're ranking for over 48,593 keywords, which bring in about 430,000 organic
traffic visitors every month, as per Ahrefs estimates.

Using conversion-focused content assets such as this, you won’t struggle to
increase user signups for your Saa$S startup.

What Can Saa$ Startups Do to Generate More Conversions From
Content?

[Expert insight from JH Scherck, Founder, Growth Plays]

“If you are trying to generate leads for your sales team, implement live chat. This is
because increasing conversions comes down to reducing friction. One of the best
ways a B2B company can reduce friction and lower the barrier to entry is to add live
chat to their site with prompts that are contextual to the page.

Additionally, they need SDRs that can quickly and knowledgeably answer visitor
questions about the product in real-time.”
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Finally, You Can Generate Qualified Traffic, Drive User Signups,
and Grow MRR For Your Saa$ Startup

If you’ve read to the end of this guide, congratulations!

I’'m confident that you now know what you can do to generate qualified traffic,
increase user signups and get paying customers for your SaaS startup using
content marketing.

Hopefully, the insights shared in this guide will help you get better results from
your content marketing investment.

Want to implement any of these content marketing tactics for
your Saas$ startup?

Book a 30 minutes discovery session with the team at Your Content Mart, and

learn how we can help you drive more user signups and grow MRR using ROI-
driven Content Marketing.

Click Here To Get Started Today
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