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SaaS has done a lot to change how we look at the internet, web 
technologies and the future of how software is delivered. It’s done 
wonders in terms of opening up a lot of niche software types that 
once were impractical to develop and market.   It’s also made 
online capability in software design no longer a tacked-on, 
confusing concept but rather a de facto part of the experience. It’s 
eliminated the problem of multiple platforms requiring different builds, 
making the working world friendlier when staff can use whatever system 
and device they find works best for them, with no compatibility issues 
across the board. 

But, while SaaS has eliminated a lot of the hurdles in software 
development, along with expenses and logistical problems, it has 
brought about another challenge that’s almost as annoying, at least by 
its first impression. 

See, the problem is that a lot of companies aren’t really sure how to 
market SaaS. It’s a new concept, from the point of view of customers 
and prospects. People understand traditional software, and they even 
understand mobile apps, and there are a host of tried and true 
methodologies for marketing these. But, SaaS is a different animal, and 
as a result, a large part of the marketing obstacle is making it clear to 
the customer, without a long diatribe, what the design actually is, and 
why being browser based is not only not a bad thing, but can be a major 
blessing in many cases. 

Well, the biggest obstacle to this is finding a succinct channel to reach 
out through, that won’t annoy people, and reaches the widest group of 



people possible in an engaging way. There’s been a 
good amount of success using blogs and SEE (which 
we’ll get to in later pieces), but that’s not enough. We 
have to make the entire world aware of a whole new 
kind of technology, and a lot of new niche solutions 
which this opens up. 

Well, what is a communications channel that allows multiple kinds of 
data to be shared in an unobtrusive way, and reaches 99% of the first 
world nations’ populations? What’s practically free if not truly free, and 
is easy to deploy like this with just some clever angles in content, and a 
few buttons being clicked?  

There’s really only one type of channel like this, and that’s the social 
network sphere. We once thought this concept was going to be a fad 
that would come and go as many other things have, but it turns out we 
thought wrong.  

While the very first social networks, those being Friendster and 
MySpace are just relics of a bygone era, far more dynamic and useful 
social networks have blossomed to take their places. 

Everyone uses at least one social network at least passively. And each 
and every one of these can be a marketing goldmine if you know how to 
use them. With their multimedia delivery capabilities and their not-
annoying method of delivery, you can go from introducing the SaaS 
concept, to introducing problems to be solved, and ultimately, making 
your solution known in creative ways that cost practically nothing, and 
can actually entertain the audience rather than bother them like most 
marketing and advertising are wont to do. 

There are entirely too many popular social networks to really go through 
them all and cite how they could be used to reach people, so let’s just 
look at a few of the absolutely most popular, and talk about new 
approaches to marketing – something needed for a new approach to 
technology – can be applied through them. 

I’ve used several social networks throughout the years passingly, and 
the one out of all of them that I’ve actually stuck with is Twitter. I like 
how succinct it is in the information it delivers, and I like how easy it is to 
use, with no drama, over-engineering or excessive fluff to make it a 
nuisance. So, naturally, the first example I’m apt to point out for SaaS 
marketing is going to be that one. 

I see a lot of what I call proactive engagement with Twitter. With its 
limited data allotment per post, tweets have to be clever and to the 
unique content being put out by companies over Twitter, such as 



humor, “characters” that draw in followers, and real, human 
interactions between companies and customers or 
prospects. 

Twitter is probably the second largest social network, so 
the short and sweet outreach and engagement it allows is 
not only easy (if you’re clever), but it has a huge target base 
to reach out to. 

The biggest social network, however, is Facebook. I discovered quickly 
that it is very over-designed, complicated and messy. However, this 
over-design means that you can make all kinds of content and create all 
manner of interlinked relationships and output channels with it. I never 
honestly figured out 99% of its functionality, nor have most other users it 
seems, but it has a huge community, and without the limits that Twitter 
puts on data per post, you can practically blog with it. You can also 
embed media to use buzz and viral marketing, and still engage people 
and strike up real relationships with potential customers. I’m more of a 
fan of Tumblr for this approach to marketing – the dynamic discussion 
merged with blogging – because it’s easier to use. But, for the moment, 
Facebook has a far bigger community and offers a bit more dynamism 
for this model.  

Two newer social networks that are growing rapidly are Google + and 
LinkedIn. Now, LinkedIn is a social network based around careers, 
literally. It’s a platform for people to connect with leads for jobs, training 
and development, and it’s gotten quite a reputation for working quite 
well for this. I’ve never used it, but I have a number of colleagues who 
do, so I’ve heard about what it’s capable of. 

Many marketers are talking about the possibility of tapping LinkedIn as 
another social channel, and I can see potential here, but I don’t think it’s 
quite there yet. It could be possible to tap LinkedIn by appealing to 
businesses looking for personnel by offering your SaaS as a solution 
alongside personnel, with similar profiles, and be a bit clever with it. My 
colleagues haven’t seen this done yet, but I’d like to see someone try 
this, it’s a clever idea. 

Finally, we have Google +, as I said before. Well, I use a lot of Google’s 
services, including YouTube, Gmail, Google Play and Google Drive as 
well as their award winning search engine. When you have a YouTube 
uploader account and/or a Drive or Gmail account, you automatically 
have a Google + account as well. I honestly never use it, but that’s not 
because it’s not a good social network or an effective one. I just don’t 
need a million accounts on a million social networks. 



That said, the potential I see for marketing with Google + 
may be underestimating or overestimating it, due to my lack 
of experience with it. It seems to work more or less as a 
social centralization of contacts and relationships between 
the other Google services. This means it coordinates the 
Local business hubs, YouTube accounts, Gmail accounts 
and Drive accounts, or holders of all the above, in one meta-location 
that’s sort of Facebook-like with less fluff and drama. 

I see this as a great way to use the blog-conversation hybrid that 
Facebook or Tumblr allows, but also to work in, dynamically and 
smoothly, better buzz and viral marketing over YouTube, plus the ability 
to effectively distribute imager, samples and other digital items over 
drive. So … I would think this has potential, but again, this isn’t one I 
have any direct experience with, unlike Twitter, Facebook and Tumblr. 

Nonetheless … considering you need a homeopathic approach to 
marketing with the world so sick of popups, commercial interruptions 
and spam, and given you need a more interactive, wide-reaching and 
dynamic way to engage people for something as “new” as SaaS, then I 
think social media is one of the three biggest ways to achieve this right 
now. Times may change and some better channel may come to be, but 
I can’t honestly imagine what it’d be. 
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