tneultimate







ONE IS THAT A GREAT PRODUCT
ALONE IS NOT ENOUGH TO
SUCCEED. THE OTHER IS THAT NO
AMOUNT OF MARKETING WILL
MAKE A CRAP PRODUCT GAIN A

MASS AUDIENCE.

In other words, successful startup

marketing requires that you have a great
product and great marketing. For that
reason, I've focused this guide on both
customer acquisition and improving your
product-market fit.




What's In

this guide?

Press on any of the titles to jump straight
to the topic you want to view.
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Viral Marketing & Growth Hacking: Building Marketing
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split-test experiments

Facebook Advertising: Finding your perfect audience using
segmentation
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Google Adwords (Search)
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Reddit Advertising
Google Remarketing
Facebook Exchange
StumbleUpon Advertising
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LinkedIn Advertising
Video Pre-Roll Advertising
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Earned Media Marketing for Startups

Do Something Remarkable

Build Exceptional Resources
Meet Your Influencers

Search Engine Optimisation (SEO)

Owned Media Marketing for Startups

Building a Blog That Converts

Email Marketing

Video: Leveraging the second largest search engine in the World
Content Marketing: Infographics, Videos, Case Studies, White
Papers, and more

Building a Presence on Twitter, Facebook, Google+, and other
social networks



The Foundations of
Startup Marketing

For early-stage startups, feedback
IS more important than customers.
The faster you can resolve
customer objections, and improve
the product to match market
demand, the more likely you are to
win over the long run.

In this chapter we're going

l to look at seven essential
aspects of laying the
foundations for an aggressive
marketing strategy.

Growth hacking - building
marketing into your product

Conversion rate optimisation

Using Facebook ads to
understand your audience

Customer feedback loops

The diffusion of innovation &
targeting early adopters

Fine-tuning your messaging
Differentiation



Viral
Marketing
& Growth
acking:
Sullding
Marketing
Nto Your
Product

“Marketing is for companies
with sucky products” -
Fred Wilson, VC

| disagree with Fred Wilson’s quote, yet

| can’t dispute that the most successful
startup marketing strategies are those
that embed marketing into their product.

Dropbox, Hotmail, Eventbrite, Mailbox,
and Snapchat famously acquired millions
of users with almost no money spent on
marketing. Their secret? Building virality
into their product.

A startup’s ability to go viral depends
on two variables: time, and the ‘viral
coefficient’ i.e. the number of new users
each user generates.




If your viral coefficient is 1.0 (each user
generates one new user), you will achieve
linear growth, assuming you retain your
users. If you have a viral coefficient above
1.1, you will achieve exponential growth

as illustrated by all of the lines above the
lower green line.




Conversion Rate
Optimisation:

INCrease your :
signups with 9
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Following this, hopefully you will have

a good idea of what is preventing your
visitors from converting. Now it’s time to
make changes to your landing page to
counter these objections.

The following model is a fantastic
starting point for
understanding

how to improve

the likelihood of a
conversion. Whenever
| am presented with

a CRO project, | like
to consider how we
could improve each
point. For example,

Urgency

can we reduce the navigation to
minimise distractions? Could we increase
the urgency by having a countdown
timer or a “Only X left” next to our
call-to-actions? In 2012, | managed to
quadruple a website’s conversion rate
from 2.5% to 10% using these methods.

Clarity
Relevance

Anxiety

WiderFunnel L.LF.T.™




Conversion rate optimisation

IS not something you do
Bl once. You should strive

to constantly tweak and

improve your landing

pages to make incremental

\ Improvements.

At the same time, always
remember the model below.
Incremental tweaks will
always hit a limit. There’s
often far more opportunity
iNn being bold and testing
something very different.

Better Design

Local Maximum



Facebook Advertising:
FiNnding your perfect
audience using
segmentation

Most people think of
Facebook Ads as an

acquisition channel

for driving signups.
The truth is that it’s
also one of the best
customer research
tools we have available
o us.



Installing a

Customer
—eedback
Helole

It’'s worth reiterating that

the most important asset

for most startups is to be
told what needs improving,
and have an agile system for
Making those improvements.
Anyone who's read Eric

Ries’ book The Lean Startup
will understand this as the
‘Iteration Cycle’.

Minimize TOTAL time through the loop
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Diffusion of
Innovation:
Targeting Early
Adopters

Many inexperienced

mMarketers make the mistake

of targeting the mass market _

too soon. The reason this | Iea_med this lesson through AVA=!
_ testing. Two years ago, while

rarely works is because the running an experiment to see

majority of D@OD|€ resist Whether ad_ditional social proof

A d r £i increased signup rates, | found that

change, ana are Not receptive by simply adding the number of

to products / services that likes and users already signed up

are not already recommended Xt to the signup button, had

dramatic impact on increasing the
by ca rly adopters. website’s signup rate.

2.5%
Innovators Early
Adoptlers Early Majority Late Majority Laggards
13.5% 34% 3% 16%




Why, What, How:
—ine-Tuning Your
Messaging for

Conversion ®“
@

If you haven't read
Simon Sinek’s book
‘Start With Why’, I'd
strongly recommend
outting it on order.

The gist of the book

IS that, if you want to
iNnspire someone to take
action, you must begin
by explaining why you
do what you do. Not
what or how.




Differentiation in
yvour marketing

Various studies predict we see between 1,000 -
5000 advertisements per day depending on where

we live. How do you compete and stand out with
your marketing in such a saturated space?
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There’s a school of thought that says
startups should spend as little as
possible on marketing. | disagree.

| believe that marketing should
focus on positive ROI (return

on investment). If a paid media
channel can profitably drive
qualified users for your startup,
it’d be foolish to refuse it on the
basis that it’s paid for. Another
reason for using paid media is to
establish a cost-per-acquisition,
as this will act as a benchmark

to compare all other marketing
activity.

Paid media channels fall into
three broad categories: display,
search, and affiliate marketing.
Below are some of the main
online channels I'd recommend
looking into, along with some
tips on each.



Facepnook
Advertising

We've already discussed
Facebook Ads from a
research perspective,
but let’'s consider it

now as a channel for
acquiring users.




Google
AdWOords
(Search)

If your product solves an
iIssue that people search
for, there’s a high likelihood
that Google AdWords

will be a great acquisition
channel for you.
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Google
Adwords

(Display)

Similarly to above, Google
enable you to purchase
banner adverts through
their display network.

HMhiz W Follow m

SUBSCRIBE

VIDEDS FHOAOTO: ARTNGLES ARTISTS blllmrd

Hot 100 Billboard 200 Genres -

International - All Charts

TELL YOUR STORY.

BRILLIANTLY, =18



Reddit
Advertising

Reddit is often overlooked
as a paid marketing
channel. | have to admit,
the results I've had in the
past are extremely varied,
but it's very cheap and
always worth testing.




Google
Remarketing

Google Remarketing

goes one step beyond ==
the standard display ==
advertising mentioned —

above. Essentially, 9
when someone VISItS O
your website a cookie O

IS dropped on their
computer. When they visit
other websites, an ad will
appear encouraging them
to come back to your
website.



—acebook
—XCchange

Facebook Exchange
WOrks in a very similar
to Google Remarketing,
but using Facebook
Ads instead. In other
words, someone Visits

| N N
your website and
bounces. When they go
to Facebook they’ll find
your ads encouraging
them to come back.
7
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StumbleUpon
Advertising

While the quality of visitors
from StumbleUpon is generally
quite low, the cost per click

IS exceptionally low also,
enabling you to buy
a large amount of
traffic for a low
COsSt.
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Twitter
Advertising

Twitter Ads can be very
effective, but the reason
| haven't recommended
them sooner is due to
the budget limitations.
Currently, the minimum
budget for a Twitter Ad
campaign is £5,000/
month, which is outside
of most startup’s budget.
If you do have this sort
of budget to invest, then
Twitter Ads do tend to
be pretty effective when
done right.




Content Discovery
Platforms

There are a

numMber of content
discovery platforms
that promote your
content alongside
articles on major
news sites such

as the New York
Times and The
Guardian.

Unlock the Power of |
Total Discovery |



L inkedIn
Advertising

While my personal
experiences with
LinkedIn advertising
has not been
oarticularly positive, |
Mmust mention it here
as | know of a few
startups (particularly
iNn the financial
services industry)
that have achieved
great results by
running targeted ads
to people by their job
title and sector.
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Pre-Rol

Advertising

If your startup has produced a compelling promo
video, pre-roll advertising could be a powerful
oaid marketing channel for you. Using TubeMogul,
YOuU can pay for your video to appear as an advert
before video content on major video networks,
such as 4o0d, and YouTube.

et g @



Affiliate
Mmarketing

If your startup benefits from offering a high
mMargin product and has a good conversion rate,
then you may benefit from offering an affiliate
orogramme through a network such as Affiliate
Window or ClickBank.




The reason earned media is so effective

IS because people trust their friend’s
recommendations. Conversely, our trust in
virtually all other forms of paid & owned
media advertising is declining.

Have some degree of trust* in the following forms of advertising

Recommendations from people known
Consumer opinions posted online
Brand websites

Editorial content (e.g. newspaper article)
Brand sponsorships

™

Newspaper

Magazines

Billboards / outdoor advertising

Radio

Emails signed up for

Ads before movies

April 2009
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Search engine results ads

Online vide o ads

Online banner ads
Textads on mobile phones

“E.g. 50 percent of respondents trusted “comp

So how can you leverage this shift in
trust to drive more sales / signups?



DO Something

Remarkable
A

T
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The secret sauce of
the PR industry is that
remarkable things get
remarked upon. If you
want to earn word of
Mmouth and have the
oress, your customers,
and whoever else
talking about your
startup, you must
give them something
remarkable.




BuUlld Exceptional
Resources

| struggle to go a week
without mentioning Moz.
com’s weather report tool. It's
an incredibly useful resource
for the SEO industry and

generates enormous amounts
of publicity for Moz.

MOZCAST




Meet Your Influencers

How valuable would it be to your startup if
you met Robert Scoble, Jack Dorsey, or some
TechCrunch journalist? A large aspect of your
success in PR and marketing does revolve
around who you know, so it’s

important to learn what
affects the size and
quality of your

oersonal network.




Search Engine
Optimisation
S1=0)

Over 500 million people
search in Google every
day. Regardless of what
some startup celebrities
may proclaim, SEO

IS Nnot something you

should ignore.
H
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There’s a great deal of crossover
petween owned and earned
media, and | like to think of
owned media being the ‘platform’
for increasing the success of

your earned campaigns.

Imagine you created a great story
on how your startup just broke a
World Record. Without a platform
to publish the story on, you're best
hope is to send out a press release
and cross your fingers that at

least one journalist will publish the
story.

If you have a blog with a steady
audience of 5,000 visitors per day,
you can post your story to that
audience, and rest assured that at
the very least, 35,000 people will
have been exposed to the story by
next week. Hopefully, that initial
audience will have ‘launched’ your
story creating organic growth.

Owned media relates to
any marketing channel
owned by your startup.

In the online world, this
refers to any websites and
soclal media profiles that
yYOU operate.




Bullding a Blog
That Converts

Building a blog that
converts is hard. Most
companies fail because
they blog about

what they want their
customers to read,
rather than writing
about what their
customers want to
read.




—~mall Marketing

The ability to send tens of thousands of emails in one go
IS a double-edged sword. Many companies have abused
the opportunity to spam their users, whereas others use
it as a powerful tool to launch content, push users further
through their funnel, and increase the effectiveness of all
of their online marketing efforts.
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Video: Leveraging
the second largest

search engine
N the World

We rarely think of YouTube
as a search engine, but with
over 50,000,000 searches
made on YouTube every
day, that's effectively what
it 1s. Using YouTube Traffic
Estimator, we can see
exactly how many searches
are made for different
queries every month.

The Art of Stress-Free Productivity: David Allen at
TEDxClaremontColleges

by TEDxTalks « 1 year ago = 307,070 views

Productivity guru and coach David Allen talks aboul “Stress Free
Productivity™ at TEDxClaremontColleges. About TEDx: In the ...
HD

[oVz R eVl Double YOUR Productivity in 1 Day With 5 Simple Tips - A
PRODUCTIVITY bt Mormt bk it
DOUBLE YOUR et

by seanTHINKs « 11 months ago « 7,371 views

Website: hitpfseancannell.com Resources Mentioned in the Video: Anti-

Social is a productivity application for Macs that tums off .

HD

The Science of Productivity
£ by AsapSCIENCE - 1 yearago - 1,312,072 views

(il Y
ROD ‘ V T\J Made in collaboration with Spaming Mind, the behavioral psychology blog
h ] CTI ‘ 1 J Read the full productivity post: hitpibitlwXRcYAY ..
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The benefit of incorporating
video into your search strategy
is that YouTube, and other video
hosting sites, are considerably
less competitive than Google.
Interestingly, Google are also
featuring more and more videos
in their universal search results,
making it a powerful method of
ranking in Google in itself.

The #1 Productivity Hack In The World | IMPOSSIBLE
impossiblehq.com/best-productivity-hack ~

12 Feb 2013

If you're looking to become more productive, screw all the “typical®
... [click to watch video] ... The #1 Productivity Hack In The
World Video ...

More by Joel Runyon - in 2,119 Google+ circles

Productivity Tools - Productive Muslim
pmductlvamuslim.mmfpmduntlulty-tnnlu! v

Productivity Tools ... Web Video University: If you want to make professional Web
Videos, there's no ... Getting Things Done: The Art of Stress-Free Productivity 2.

“Productivity” Tricks for the Neurotic, Manic-Depressive. and Crazy ...
www.fourhourworkweek.com/blog/2013/11/03/productivity-hacks/ ~

3 Nov 2013 - The Prescription for Self-Doubt (Video) ... | breathed a sigh of relief; my
productivity goes up and down, so this will help me to be more ...




Content Marketing:
Infographics, Videos,
Case Studies, White
Papers, and more

When it comes to digital marketing, | like to think
about what will work in two years time. | don’t believe
content marketing will be the future, but | do think
that content-based online PR will be.




You too should know, with
confidence, what works
IN your niche.

The first step in producing exceptional
content is to define exceptional. For
example, in the music industry | know that
infographics, on average, out-perform
every other format of content by roughly
198% (number of backlinks & social shares).
| know that content relating to piracy,
royalties, and music industry challenges

iIs more likely to be shared than content
relating to artist news or the live industry.
| know this because | measure what works
extensively.

Which topics generate the most buzz?

For content to be highly shareabla, it must provoke a strong emotional reaction
In the music industry, we found that content relating to artists being exploited, piracy, and
low royalty payments typically generated tha most online buzz
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SBullding a Presence
on Twitter, Facebook,
Google+, and other
soclal networks

Like email marketing,
social networks provide
a great opportunity to
launch content and drive
ootential customers
to your service, but
there’s far more to
it than broadcasting
your agenda. Social
networks provide a
great opportunity
to gather feedback,
build relationships,
and add credibility
to your service.



Know why you're using it

Because of the ever increasing number
of social networks, and the endless
possibilities of what you can do within
social media, it’'s important to know why
you’'re using social media from the outset.

You can have multiple reasons. Quantity is
not the issue, clarity is.

Ultimately, retweets, likes, +1s and shares
are meaningless. Your core business goals
are what matter: user signups, retention,
revenue, customer lifetime value, user
satisfaction etc. Social media becomes
valuable when you connect the two
together. When you use Twitter to leverage
PR opportunities, Facebook to increase
the quantity of monetisable eyeballs, or
Google+ to increase search rankings, that’s
when social media has a tangible value.

L ead with content

Know what works

| spend a lot of time in the entertainment
industry understanding what content is
the most shareable. While it’'s good to
confirm these things with data, often

it just takes a few hours of research to
understand what people talk about in
your niche. So many companies publish
crap that no one in their right mind would
have a conversation about - don’t fall into
that trap. Start by knowing what sparks
conversations in your niche.







