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INDUSTRY  CONTEXT

How do the Three Core SaaS GTM Models Differ?

Product-led growth (PLG) Product-led growth puts the product itself at the center of acquisition. Users sign up,

try the product, and convert to paying customers when they experience value. Slack pioneered this model by

letting teams chat for free until they hit message limits, then converting to pa
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What is the freemium vs. free trial decision and h

Freemium models offer unlimited free access to core features, with paid tiers

unlocking advanced capabilities. Free trial models offer full product access for

a limited time, after which users must pay or lose access. Both create

conversion funnels, but they optimize for different behaviors.

Which SaaS Metrics Should you Track and Optimize?

SaaS metrics translate abstract notions of product-market fit into measurable

signals. The core metrics are interconnected: optimize one in isolation and you

may tank another. Monthly recurring revenue (MRR) is your paycheck from

paying customers.

upGrowth Digital



What are SaaS Pricing Models and How do You Choose

Flat-rate pricing charges all users the same amount per month, regardless of

usage. This simplifies decision-making for buyers and is common in SMB-

focused SaaS. However, flat-rate leaves money on the table from power users

who could afford higher prices.

How do Channel Strategies Differ for SaaS Companie

Direct sales is your owned channel. You hire salespeople and close deals

yourself. This gives you complete control, faster feedback loops, and direct

customer relationships.
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Why is Onboarding a Critical GTM Lever for SaaS?

Onboarding is the first customer experience after signup. Poor onboarding

kills even great products because users don't reach the "aha moment" where

they experience value. Slack spent years obsessing over onboarding because

a single signup is not success.

What can we Learn from SaaS Case studies like Slac

Slack Slack launched in 2013 as an internal communication tool but discovered

that the product solved a massive problem for distributed teams. Slack's GTM

was pure PLG: they offered a free tier with a 10,000 message limit, charged

for unlimited history, and let word-of-mouth drive adoption. By 2019,
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How Should you Approach GTM Based on your Company

Pre-PMF stage Before product-market fit, your job is to find a beachhead

segment (a small group of customers who have an acute pain point) and

validate that your product solves their problem. Instead, talk to customers, run

small cohorts, and measure whether early customers are sticky. Your GTM is c

What common SaaS GTM mistakes should you avoid?

Building a product no one wants is the original sin. Many SaaS founders

spend months building without talking to customers. They guess at the

problem, build in isolation, and launch to crickets.
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Ready to Take Action?
Get expert guidance tailored to your business goals.

Get Your SaaS Growth Audit
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