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Marketing Strategies
for Success:

A Comprehensive Guide to Business
Lifecycle-Driven Marketing

What your business should be focusing
on and when




P

Marketing plays a vital role in the success of any business, and its strategies should be
aligned with the specific stage of the business lifecycle. The business lifecycle consists of
different phases, including the startup phase, growth phase, maturity phase, and decline

phase.

This report aims to provide an overview of the types of marketing that a business should
consider at each stage of the lifecycle, allowing for effective targeting and resource

allocation.

In the dynamic and ever-evolving landscape of marketing, it is essential to recognise that
the sum is greater than the parts. Achieving marketing success requires a holistic approach
that encompasses a variety of marketing activities and programs. Relying solely on a single

marketing channel or strategy may limit the reach and impact of your efforts.

By embracing a diverse range of marketing activities, we can leverage each component’s
unigue strengths to create a powerful synergy. Integrating these activities allows will
allow your business to build brand awareness, engage with your target audience, foster

customer loyalty, and drive revenue growth.
By adopting a comprehensive and integrated approach to marketing, you can maximise

our chances of success and create a more impactful and cohesive brand presence in the

marketplace.
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Startup Phase

During the startup phase,
the primary focus is on
establishing the brand,
creating awareness, and
acguiring customers. The
marketing strategies should

e aimed at generating buzz

and attracting early adopters.

Key marketing activities in this phase include:

a. Market Research: Conducting thorough market research to identify
target customers, market size, and competitors.

b. Branding: Developing a strong brand identity, including a compelling
logo, tagline, and brand messaging.

c. Content Marketing: Creating informative and engaging content to
establish thought leadership and build trust with potential customers.

d. Social Media Marketing: Leveraging social media platforms to
increase brand visibility, engage with the audience, and generate
interest.

e. Influencer Marketing: Collaborating with relevant influencers and
iNndustry experts to gain exposure and credibility.

f. Public Relations: Utilising PR tactics to secure media coverage and

generate positive press about the brand.

Here are the suggested Key Performance Indicators (KPIs) for the startup
phase of the business lifecycle that we recommend you measure your

success against:

a. KPIl: Brand Awareness
Website traffic and unigue visitors
Social media reach and engagement (followers, likes, shares,
comments)
Mentions in online publications and blogs

Brand mentions and sentiment analysis

b. KPI: Lead Generation
Number of qualified leads
Conversion rate from welbsite visitors to leads
Downloads of gated content (e-books, whitepapers, etc)

Subscribers to email newsletters or updates
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Growth Phase

In the growth phase, the
business has gained traction,
and the focus shifts towards
expanding the customer
base and increasing

market share. Marketing
strategies in this phase should
concentrate on scaling efforts
and enhancing customer

loyalty.

Key marketing activities in this phase include:

a. Targeted Advertising: Implementing targeted advertising campaigns
to reach specific customer segments and increase conversion rates.

b. Search Engine Optimisation (SEO): Optimising the company’s
welbsite and content to improve organic search rankings and drive
qualified traffic.

¢. Email Marketing: Building and nurturing an email subscriber list to
engage with customers, share updates, and promote new offerings.

d. Referral Programs: Implementing referral programs to encourage
existing customers to refer new customers, leveraging word-of-mouth
marketing.

e. Partnerships and Alliances: Establishing strategic partnerships and
alliances with complementary businesses to reach new audiences

and cross-promote products or services.

Here are the suggested Key Performance Indicators (KPIs) for the growth
phase of the business lifecycle that we recommend you measure your

success against:

a. KPI: Customer Acquisition
Conversion rate from leads to paying customers
Cost per acquisition (CPA)
Return on advertising spend (ROAS)

Number of new customer registrations or sign-ups

b. KPI: Market Expansion
Market share growth
Number of new target segments penetrated
Expansion into new geographic locations

Partnerships or alliances established
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Maturity Phase

In the maturity phase, the
business has established

a stable position in the
market, and the focus shifts
towards maintaining market
share and maximising
profitability. Marketing
strategies in this phase
should emphasise customer

retention, differentiation, and

expanding into new markets.

Key marketing activities in this phase include:

a. Customer Relationship Management (CRM): Implementing CRM
systems to track customer interactions, personalise communications,
and enhance customer satisfaction.

b. Product Differentiation: Highlighting unigue selling points and
product features to differentiate from competitors.

c. Targeted Promotions: Offering targeted promotions and loyalty
programs to incentivise repeat purchases and foster brand loyalty.

d. Market Expansion: Exploring new markets or segments to expand
the customer base and maintain growth momentum.

e. Thought Leadership: Continuously positioning the brand as a thought
leader through industry publications, speaking engagements, and

expert opinions.

Here are the suggested Key Performance Indicators (KPIs) for the
maturity phase of the business lifecycle that we recommend you

measure your success against:

a. KPI: Customer Retention
Customer churn rate
Customer lifetime value (CLV)
Repeat purchase rate

Net Promoter Score (NPS) or customer satisfaction score

b. KPI: Market Differentiation
Brand perception and differentiation surveys
Competitor analysis (market share, customer reviews)

Market positioning and customer perception
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Decline Phase

In the decline phase, the
business faces market
saturation or obsolescence,
and the focus shifts towards
managing the decline,
reducing costs, or diversifying
into new areas. Marketing
strategies in this phase should
aim at minimising losses and
exploring alternative revenue

streams.

Key marketing activities in this phase include:

a. Customer Retention and Support: Focusing on retaining existing
customers through exceptional customer service, support, and loyalty
programs.

b. Market Analysis: Conducting market research to identify potential
niches or emerging markets where the business can pivot or diversify.

c. Product Innovation: Exploring product or service innovation to
revitalise interest and attract new customers.

d. Cost Optimisation: Reducing marketing expenses by focusing on
cost-effective channels and eliminating non-performing marketing

efforts.

Here are the suggested Key Performance Indicators (KPIs) for the decline
phase of the business lifecycle that we recommend you measure your

success against:

a. KPI: Customer Retention and Support
Customer retention rate
Customer support ticket resolution time

Customer feedback and satisfaction ratings

b. KPI: Diversification Efforts
Revenue from new products or services
Market penetration in new segments

New customer acquisition in alternative markets
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Conclusion

Adapting marketing strategies according to the business lifecycle is crucial for maximising
growth and profitabillity. By aligning marketing activities with each phase, businesses can
effectively target their audience, optimise resource allocation, and capitalise on growth

opportunities.

It is essential for businesses to continuously monitor market dynamics, consumer bbehavior, and
industry trends to adjust marketing strategies accordingly and remain competitive throughout

the business lifecycle.

Itis also important that KPIs should be aligned with specific business goals and objectives,
and they may vary based on the nature of the business and industry. Regularly tracking
and analysing these KPIs will provide valuable insights into the effectiveness of marketing

strategies and help make data-driven decisions for future marketing initiatives.

To explore how our experienced strategists can help tailor a comprehensive marketing plan

for your business, reach out to us today and schedule a consultation.
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