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CASE STUDY
From Zero to Market Leader: 
12-Month B2B SaaS Transformation

OVERVIEW

ground up, we streamlined messaging, optimized 
content workflows, and created a seamless 
handoff to sales. The result? Doubled brand 
engagement, increased qualified leads, and most 
importantly, they now have a predictable system 
that consistently converts prospects into paying 
customers.

When our client’s digital presence didn’t convert 
into business growth, AGILE MARKETING
(Agile) stepped in to overhaul their content strat-
egy. Rebuilding their digital presence from the 

Annual Organic Website Traffic

RESULTS SNAPSHOT
Challenge: A B2B SaaS cybersecurity 
platform needed to establish market 
presence with a $400K budget
Solution: Three-phase marketing trans-
formation
Timeframe: 12 months

+50%

+267%
Social Media Engagement

THE CHALLENGE

Organic Website Traffic (YoY)

+150%
Email Subscribers

25+
Tier-1 Media Placements

A sophisticated B2B SaaS platform needed to:

• Establish thought leadership in the cyber-

• Create scalable content systems
• Maximize a $400K yearly marketing budget

As an emerging player in cybersecurity, the 
company lacked a structured marketing func-
tion, relying solely on its founding team’s net-
work and direct sales. This left them without 
systematic demand generation and brand-build-
ing processes. Despite serving several Fortune 
500 clients and possessing superior technology, 
they needed to build a professional marketing 
operation from the ground up.

Key Obstacles:

• A sophisticated product that was virtually 
impossible for prospects to understand 
without deep security expertise.

• With no content library, sales struggled to 
articulate the product’s value proposition 
to nontechnical decision-makers.

• Competing against cybersecurity giants 
spending huge amounts annually on mar-
keting, while operating on a fraction of their 
budgets. Every content dollar had to work 
exponentially harder to cut through the 
noise.

• Long enterprise sales cycles requiring 
consistent nurturing. The company was 
unknown in the market. Their superior tech 
and proven track record didn’t translate 
into market recognition or inbound interest.

• Generate qualified enterprise leads
security space, namely threat modeling

https://agilemarketing.llc
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IMPACT METRICS

60%

41%
MQL to SQL Conversion, Video

Building the Foundation (Months 1-3)

Content Audit

• Conducted a comprehensive analytics review 
using Google Analytics and Ahrefs and identi-
fied SEO opportunities

• Developed buyer journey-aligned editorial 
calendar with monthly themes

Marketing Infrastructure

• Partnered with Salesforce and implemented 
Account Engagement marketing automation 
with lead scoring model

• Redesigned corporate website UX for im-
proved conversion paths

• Established measurement frameworks and 
implemented Google Ads campaigns

Creating an Integrated Marketing
Engine (Months 4-6)

Agile collaborated with technical and non-tech-
nical sales staff, identifying critical gaps in 
technical documentation and buyer journey 
content. We developed a synchronized content 
calendar aligning marketing deliverables with 
sales needs—from user guides to targeted data 
sheets. Each piece strategically supported en-
terprise sales cycle stages, creating seamless 
handoffs between marketing and sales teams.

Multi-channel Content

• Technical white papers
• Technical data sheets
• Video demos
• Blogs, social media, and email
• Landing Pages

Webinar Campaign

• Quarterly technical deep-dives featuring 
industry thought leaders

• AWS co-hosted fireside chat featuring en-
terprise security leaders

• Customer success showcases highlighting 
real-world implementations

Strategic Partnerships

• Integrated go-to-market campaign lever-
aging AWS Partner Network co-marketing 
opportunities

• Produced Threat Modeling For Dummies 
guide book establishing thought leadership

• Orchestrated influencer collaborations with 
respected security practitioners.

Thought Leadership

• Public relations push
• Executive positioning

Webinars Active Engagement Lead Gen Optimization (Months 7-12)

• No content workflows, approval processes, 
or performance metrics existed. Content 
creation was ad-hoc and reactive, making it 
impossible to scale efforts or demonstrate 
ROI to leadership.

STRATEGIC APPROACH

Recognizing the need for immediate impact 
and long-term scalability, Agile developed a 
three-phase marketing transformation strategy. 
This methodical approach enabled us to build a 
strong foundation, establish content processes, 
and optimize lead generation—all while main-
taining proactive sales support. We designed a 
dual-track approach: high-impact content that 
could generate immediate leads while simul-
taneously building the marketing infrastructure 
they’d need to scale with sustainability.
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IMPLEMENTATION FRAMEWORK
To convert technical interest into revenue, Agile 
developed a two-pronged approach: targeted 
content distribution to enterprise developers, 
security architects and C-suite decision-makers 
and automated nurture sequences that moved 
prospects toward purchase readiness. This inte-
grated strategy consistently delivered qualified 
opportunities to sales.

Content Distribution Strategy

I. Organic Reach

• SEO optimization
• Social media engagement
• Communities and Industry forums

II. Paid Amplification

• Influencer partnerships
• Content Syndication
• Google Ads
• Creative partnerships (e.g., New Yorker 

cartoonist)

III. Lead Nurture Process

Automated Email Workflows: persona-based 
journeys, behavioral triggers, lead scoring

Sales Enablement: content mapping to specific 
sales stages, lead qualification criteria, seamless 
handoff protocols

RESULTS AND IMPACT

Agile’s targeted programs transformed complex 
cybersecurity technology into content that drove 
measurable business outcomes. Each strategic 
initiative engaged enterprise decision-makers 
throughout their buyer journey—from initial threat 
awareness to technical validation—delivering 
consistently strong conversion metrics across all 
channels.

Website Update

Complete UX redesign with simplified navigation, 
streamlined messaging, and mobile optimization. 
Restructured content architecture around buyer 
personas, automated threat modeling as a time 
saver, and pain points. Generated 50% organ-
ic traffic increase year-over-year and improved 
bounce rate by 25%.

Video Marketing Campaign

Created product demo videos featuring sales en-
gineers explaining key platform capabilities. The 
technical demos built prospect confidence while 
remaining accessible to non-technical stake-
holders. Achieved 41% MQL to SQL conversion 
rate—significantly above industry benchmarks.

SERVICE EXCELLENCE

TECHNICAL

INTEGRATED
Mult-channel Mastery

Deep B2B SaaS Expertise
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Flagship Webinar Program

Monthly technical deep-dives, including an 
exclusive Fireside Chat with security leaders 
from BlackRock, Intuit, and AWS, on cloud-na-
tive threat modeling automation. Averaged 150+ 
attendees with 60% active engagement rate and 
8% MQL to SQL conversion.

“Threat Modeling for Dummies” Book

First industry guide published with Wiley’s official 
“For Dummies” series. Generated 15K down-
loads, 300 qualified leads, 40% email click-
through rate, and 8% conversion to sales-quali-
fied leads.

Strategic Partnerships

Complete go-to-market campaign including 
technical user guides, press releases, PR FAQ for 
internal AWS distribution, blogs, emails, social 
media content, and dedicated landing pages. 
Drove 40% partner-qualified leads and signifi-
cant enterprise developer community adoption. 
Secured tier-1 coverage in CSO Online, Cyberse-
curity Ventures, Forbes, and Information Week.

Targeted Google Ads Campaigns

Implemented a focused Google Ads strategy 
targeting high-intent, long-tail keywords. The 
campaigns drove qualified traffic to conver-
sion-optimized landing pages featuring useful 
content. Generated 150+ qualified inbound 
leads with strong cost efficiency. The campaigns 

KEY SUCCESS FACTORS

CONTACT US TODAY!

Ready to Optimize Your Marketing?

Our marketing success required agile adoption, 
strategic vision, technical expertise, and bold 
experimentation. The result: complete market 
presence transformation that provided a sus-
tainable foundation for ongoing market leader-
ship and company growth.

Data-Driven Decision Making

• Regular performance analysis
• A/B testing
• ROI tracking

Cross-Functional Collaboration

• Product-team alignment
• Sales feedback integration
• Executive buy-in

Strategic Experimentation

• Creative partnerships
• Industry-first publishing (For Dummies)
• Influencer collaborations

Key factors included:

• Technical acumen, precision, and under-
standing

• Strategic foresight and market timing
• Strong CEO alignment and vision
• Bold experimentation, new approaches
• Continuous optimization

achieved a 4.2% conversion rate from ad click 
to lead, demonstrating effective audience tar-
geting and landing page optimization aligned 
with our buyer personas. These leads converted 
to sales-qualified opportunities at a 22% rate, 
validating our keyword strategy and content 
alignment.

MARKETING MASTERY

STRATEGIC

DATA-DRIVEN

Sales-Marketing Partnership

ALIGNED
Revenue-Focused Strategy

ROI-Focused Execution


