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BACKGROUND

The client is a fast-growing SaaS startup offering innovative cloud-based solutions

designed to streamline business operations for small to medium enterprises (SMEs). The

company had developed a new product feature, a real-time analytics dashboard, that

would provide businesses with actionable insights into their performance, helping them

make data-driven decisions.

Although the client’s existing user base was already engaged, they were looking to

generate buzz around the new feature to increase product adoption, attract new

customers, and position themselves as leaders in the cloud-based SaaS market. The

company wanted to ensure a successful product launch by creating awareness,

excitement, and demand.
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OBJECTIVE

Generate buzz and excitement around the new product feature.

Highlight how the new feature could transform business operations and the value it would add to existing customers.

Encourage current users to adopt the new feature and attract new customers to try the product.

Reinforce the company’s position as an innovative leader in the SaaS space.

Provide added value to existing customers and retain their loyalty through the new feature.
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The SaaS market is highly competitive, and the company faced challenges

in differentiating itself from other cloud-based solution providers.

Many existing users were skeptical about adopting a new feature, as they

were already accustomed to the previous functionalities.

Despite the client’s established brand presence, many potential customers

were unaware of the new feature.

Tech companies often struggle with how to communicate complex features

without overwhelming or confusing the target audience.

CHALLENGES
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Audience Segmentation
Identified core customer segments—current users of the

platform, potential customers in the SMB sector, and

industry influencers. Custom messages and offers were

created for each segment to ensure that the launch

addressed the needs of the relevant audience.

Teaser Campaign
Built anticipation by releasing teaser content across

various channels such as social media, email newsletters,

and the website. This content included sneak peeks,

countdowns, and early access sign-ups, urging users to

stay tuned for a major product announcement.

STRATEGY & EXECUTION
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A. Pre-Launch Strategy

Exclusive Pre-Launch Access
Offered selected users exclusive access to the new

feature before the official launch in exchange for

feedback. This not only created a sense of exclusivity

but also generated initial user reviews that could be

used in marketing materials.

Partnerships with International Influencers
Partnered with industry influencers and thought

leaders in the SaaS space to preview the new feature.

These influencers were invited to use the product in

advance and share their feedback on social media,

boosting credibility.



Press Release & Media Outreach
 A formal press release announcing the launch of the new

product feature was distributed to tech media outlets, industry

blogs, and SaaS influencers. This created immediate awareness

and excitement in the broader tech community.

Product Demos & Webinars
Hosted live product demo sessions and webinars that

highlighted the new feature's capabilities, use cases, and

benefits. These sessions were promoted on social media and

through email campaigns, allowing prospects and existing

users to interact with the product and see its value firsthand.

STRATEGY & EXECUTION

www.goybo.com

B. Launch Campaign

Landing Page & Conversion Optimization
Created a dedicated landing page for the new feature,

optimized for conversions, where visitors could access

more information, watch demo videos, and sign up for

free trials. Clear CTAs (Call to Actions) encouraged

visitors to book a demo or start a free trial.

Influencer & Thought Leader Endorsements
Worked with top-tier SaaS influencers to review the new

feature, create tutorials, and share success stories on

their platforms. This helped build trust and authenticity

for the product.



Customer Case Studies & Testimonials
After the launch, the company focused on gathering

testimonials and success stories from early adopters.

These case studies were featured on the website, in

email newsletters, and on social media to build

credibility and demonstrate real-world results.

Paid Ads & Retargeting Campaigns
Ran paid advertising campaigns on Google, LinkedIn,

and Facebook, targeting users who visited the landing

page but did not convert. The ads highlighted the key

benefits of the new feature and provided limited-time

offers or discounts for new users.

STRATEGY & EXECUTION
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C. Post-Launch Strategy

Email Marketing Campaigns
Followed up with personalized email sequences for

leads who showed interest in the new feature but did

not yet convert. The emails included case studies,

product demos, and special offers to entice leads to

sign up.

Customer Support & Success Teams
The client’s customer success teams were equipped

with detailed information about the new feature to

provide quick and helpful support to both existing and

new users. This ensured a smooth onboarding process

and enhanced customer satisfaction.



Metric Before Launch After 3 Months % Change

Product Adoption Rate 10% of user base 45% of user base +350%

New User Sign-ups 200/month 1,500/month +650%

Landing Page Conversion Rate 3% 15% +500%

Social Media Engagement 500 engagements/month 8,000 engagements/month +1500%

Website Traffic 3,000 visits/month 25,000 visits/month +733%

Press Mentions & Media Coverage 10 articles/month 50 articles/month +400%

Paid Ad ROI 2x 8x +300%

RESULTS
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Exclusivity Builds Excitement
Offering early access to a select group of users helped build

anticipation and excitement for the launch, creating a sense of

exclusivity around the product.

Influencers Amplify Reach
Partnering with influencers and thought leaders gave the

campaign credibility, expanded reach, and created a trusted

environment for users to learn more about the new feature.

KEY TAKEAWAYS
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Effective Use of Landing Pages & 

Conversion Funnels
A dedicated landing page with clear CTAs and a

streamlined conversion funnel played a key role

in converting website visitors into paying

customers. Optimizing for conversions is critical

during a product launch.



Webinars & Demos Are Critical
Live demos and webinars provided prospects with a direct,

hands-on look at the new feature. They also helped answer any

questions users had, improving conversion rates.

Paid Ads and Retargeting Drives Conversions
After the launch, retargeting users who had shown interest but

did not convert helped increase sign-ups and product

adoption.

KEY TAKEAWAYS
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CONCLUSION

The Product Launch Campaign for the new cloud-based analytics dashboard was highly successful in

generating excitement, driving adoption, and positioning the client as a leading innovator in the SaaS

market. By combining influencer partnerships, paid media, and educational content, the company was able

to significantly increase awareness, engage their audience, and foster customer loyalty.

The campaign not only met but exceeded expectations, resulting in a substantial increase in product

adoption and new customer sign-ups. This launch has positioned the company for continued success in the

competitive SaaS industry.
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