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T2D3 Growth

COMING SOON

Stijn Hendrikse

Q1 2021

Learning Opportunities

AVAILABLE NOW

B2B SaaS Marketing Snacks
(14 min. episodes)

Short-form strategic answers to the questions we’re asked most often as B2B SaaS 
Marketers. Designed for CEOs, searchers, and marketing leaders of early-stage B2B software 
(SaaS) companies.

→ Kalungi.com/podcast



ARRx Growth
=

1. Keep your Customers

2. Diversified Demand 

Generation

3. ARPU Expansion

Expectations



Conflicting choices?

• Inbound vs. Outbound

• SDR vs. BDR vs. Sales Executives

• Organic vs. Paid

• Product Market Fit vs. Driving Awareness

• ABM vs. Content Marketing

• Speed vs. Scale

• TAM vs. “Nailing a Niche”

• SEO vs. SEM

• TOFU vs. MOFU vs. BOFU



Or potential Synergies?

• Inbound and Outbound

• SDR and BDR and Sales Executives

• Organic and Paid

• Product Market Fit and Driving Awareness

• ABM and Content Marketing

• Speed and Scale

• TAM and “Nailing a Niche”

• SEO and SEM

• TOFU + MOFU + BOFU



Balancing speed and scale
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Quick Wins

Paying for listBranding/logo

Focus on 

homepage

Cold calling

Focus on press 

releases

Throw ing 

parties/events

Make more noise 

through follow ers

Outsourcing core 

marketing

PPC & Adw ords Link building

Sustainable

Build opt-in listA/B testing

Focus on 

landing pages

Great customer 

service

Get subscribers 

to your blog

Create educational 

content

Participate in long 

tail social media

Invest in being 

relevant

Earning clicks w ith 

great content

Develop trusted 

relationships



Short-term& 

Diminishing Returns

Paying for list

Focus on homepage

Cold calling

Focus on press 

releases

Throw ing parties/events

Make more noise 

through follow ers

PPC & Adw ords

Long-term & 

Scalable

Build opt-in list

Focus on landing pages

Create educational content

Participate in long tail 

social media

Earning clicks w ith great 

content

Great customer service

Get subscribers to your blog
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Questions





Hunters and Gatherers in Sales and Marketing



Inbound and Outbound

Inbound

High Intent (Hand Raisers)

Smaller Deals

SDR - Take the Order

Fast

Outbound

Fit ICP

ACV+

BDR - Uncover Pain

Slow



Who drives your funnel?

Segments of Customer Size



Execute a few growth levers holistically

• Organic and Paid

• Product Market Fit and Driving Awareness

• Nail your ICP based on your inbound learnings

• Make noise with relevant content

• Speed and Scale

• SEO and SEM

• Inbound and Outbound ➔ ABM

Design for a Balanced approach



Getting ready for Q1 2021 - Example Balanced OKRs

Short term focus Long term scale

https://www.kalungi.com/blog/4-marketing-okrs-for-a-b2b-saas-company



Questions



Stay tuned
UP NEXT

Account Based Marketing (ABM) 
for B2B SaaS Leaders

January 13th - 1:30 PT / 4:30 ET



Thank you!


