Zero-Budget Marketing Snapshot for Aasaan
Networks

Market Research

The wireless networking industry has witnessed a massive growth in recent years,
primarily fueled by the rising need for high-speed, dependable connectivity in both
consumer and enterprise environments. This sector is constantly evolving, with a
notable trend being the increasing demand for strong WiFi connectivity, across
both urban and rural areas. This trend is mainly driven by remote work, online
education, and the growing number of interconnected devices.

A major competitor in the wireless networking industry is Cisco, known for its wide
range of networking products and solutions. The firm provides enterprise-grade
wireless access points, controllers, and management solutions designed for
businesses and organizations of all sizes.

Target Audience

Small and Medium-Sized Businesses (SMBs)

SMBs are companies with a limited number of employees or revenue in comparison
to larger enterprises. They have different IT requirements as compared to large
enterprises and are often characterized by budget constraints. Aasaan Networks
chooses to focus on SMBs as a target audience for several reasons:

° Market Size: SMBs hold a significant portion in the business ecosystem,
making them a potentially lucrative market segment. Their collective demand for
networking solutions presents a significant growth opportunity for Aasaan
Networks.

° Budget Constraints: SMBs typically have budget constraints, unlike larger
enterprises. Aasaan Networks can offer cost-effective wireless networking
solutions customized to fit their budgets.



° Ease of Adoption: Apart from budget constraints, SMBs also face IT
resource limitations. Aasaan Networks offerings facilitate seamless installation and
support, aligning with the ease-of-use that SMBs require.

Marketing Strategy

Content recommendations

Social Media Platforms
| have provided a ranking on a scale from 1 - 10 of how much of a priority each
channel should be for Aasaan Networks:

° LinkedIn (10/10): Given Aasaan Networks target audience, LinkedIn is the
top platform for them. It's ideal for sharing industry news, articles, whitepapers,
and promoting webinars.

° X (formerly Twitter) (8/10): Xiis a hub for real-time news and discussions. It's
great for sharing quick updates, articles, and engaging with industry influencers
and thought leaders. X can be a valuable platform for engagement and brand
visibility.

° YouTube (7/10): Video content is increasingly popular, and Aasaan Networks
can leverage YouTube to host webinars, explainer videos, interviews, and more. It's
a great platform for visual storytelling and reaching a broader audience.

° Google My Business (6/10): While primarily used for local businesses, having
a presence on Google My Business can enhance brand visibility in search results.

° Instagram (4/10): While Instagram is a powerful platform for B2C and
visually-driven brands, its effectiveness for a B2B company like Aasaan Networks
might be limited. However, it can be used for behind-the-scenes content, company
culture showcases, and infographics.

° Facebook (3/10): Facebook's audience is vast, but for a specialized B2B
company, it might not be the primary platform. It can still be used for company
updates, articles, and event promotions.

Types of content
° Blog Posts & Articles (10/10): Given the need to position Aasaan Networks

as a thought leader, regularly updated articles on wireless networking trends is
crucial. They're also great for SEO.



° Whitepapers & Reports (9/10): Detailed reports can establish authority in
the industry and are excellent for lead generation when gated.

° Webinars & Live Sessions (8/10): Hosting webinars allows direct
engagement with the audience, showcases expertise, and can be repurposed into
other content formats.

° Video Content (7/10): Videos can simplify complex topics, making them
more accessible. They're also highly shareable and can enhance brand visibility.

° Infographics (6/10): Infographics can visually represent complex data and
insights, making them easily digestible and shareable.

° Podcasts (5/10): While podcasts are growing in popularity, their
effectiveness would depend on the chosen topics and the quality of discussions.

° Interactive Quizzes & Tools (4/10): These can engage the audience and
gather data but might be more niche in their appeal for Aasaan Networks’
audience.

Content frequency

30 days - Awareness
Obijective: Raise awareness about Aasaan Networks and industry trends.

Blog Posts & Articles:

Platform: LinkedIn, Twitter

Frequency: 2-3 times a week

Content: Industry news, trends, and insights.

Infographics:

Platform: LinkedIn, Instagram

Frequency: Once a week

Content: Visual representation of wireless networking basics, security tips,
statistics etc.

Video Content:

Platform: YouTube, LinkedIn

Duration: 2-5 minutes

Frequency: Once a week

Content: Explainers, industry news, and company culture showcases.
60 days - Consideration
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Obijective: Engage potential clients and showcase Aasaan Networks’ expertise and
solutions.

Webinars & Live Sessions:

Platform: LinkedIn, YouTube

Duration: 30-60 minutes

Frequency: Once a month

Content: Deep dives into industry topics, Q&A sessions, expert panels.
Whitepapers & Reports:

Platform: LinkedIn

Frequency: Once a quarter

Content: In-depth insights, research, and case studies.

Podcasts:

Platform: Spotify, Apple Podcasts, Google Podcasts, LinkedIn,
Duration: 20-40 minutes

Frequency: Bi-weekly

Content: Discussions on industry trends, interviews with experts.
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90 days - Conversion
Objective: Convert potential clients into actual clients.

Interactive Quizzes & Tools:

Platform: Company Website, LinkedIn

Frequency: As needed (evergreen tools)

Content: Diving deeper

Customer Testimonials:

Platform: LinkedIn, YouTube

Duration: 2-5 minutes (for video testimonials)

Frequency: Once a month

Content: Success stories, case studies showcasing the benefits of Aasaan
Networks services.
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Online presence

Organic SEO Strategy:



° Keyword Research and On-Page SEO Optimization: Conduct thorough
keyword research using free tools like Google Keyword Planner or Keyword.io to
identify relevant keywords related to your website's content and industry. Choose
keywords with moderate search volume and low competition.

° Specific Strategy: Once you've identified target keywords, optimize your
website's existing content and create new content around these keywords. Ensure
each page has a clear, descriptive title tag, meta description, and headings (H1, H2,
H3) that incorporate these keywords naturally. Additionally, optimize image alt
tags and internal linking to improve on-page SEO.

Content Marketing Strategy:

° Regular Blogging and Content Creation: Develop a content calendar that
includes a consistent schedule for publishing high-quality blog posts, articles, or
other content relevant to your target audience. Focus on providing valuable and
informative content that addresses their pain points and interests.

° Specific Strategy: Create in-depth, evergreen content that can serve as a
valuable resource for your audience over time. For example, in the wireless
networking industry, you could write comprehensive guides on topics like "How to
Improve Wi-Fi Signal at Home" or "Comparing Wi-Fi Frequency Bands: 2.4 GHz vs.
5 GHz.!" Promote your content on social media platforms, relevant online forums,
and through email newsletters to maximize its reach.

Social media

Social Media Management Approach:

° Platform Selection: Determine which social media platforms are most
relevant to your target audience. It's better to excel on a few platforms than to
spread yourself too thin.

° Consistent Posting: Maintain a regular posting schedule to keep your
audience engaged. Consistency is key, even if you can only post a few times a week.



° Content Planning: Plan your content in advance, considering themes, topics,
and messaging that resonate with your audience. Adapt your content strategy
based on platform-specific best practices.

Content Idea for a Social Media Post (Example):
Platform: Instagram
Content Idea: "Tech Tip Tuesday"

Description: Every Tuesday, share a short video or image post featuring a quick
tech tip related to wireless networking. These tips can be practical and actionable,
such as optimizing Wi-Fi settings, improving network security, or troubleshooting
common issues. Accompany the tip with a brief, easy-to-understand explanation
and a visually appealing graphic or image.

Brand trust

Collaborative Industry Webinars

Collaborative webinars provide an excellent opportunity to position Aasaan
Networks as an industry authority. Here's how to execute this idea:

° Identify Industry Experts: Identify respected individuals or organizations in
the wireless networking or related tech industry who are willing to collaborate on
webinars. These experts could be thought leaders, influencers, or other companies
with complementary expertise.

° Choose Relevant Topics: Select webinar topics that are timely, informative,
and align with the interests of your target audience. For example, you could host a
webinar on "The Future of Wi-Fi Technology" or "Wireless Networking Best
Practices for Small Businesses."

° Content Creation: Collaborate with your chosen industry experts to create a
well-researched and informative presentation. Leverage their expertise to provide
unique insights and actionable advice.



° Promotion: Promote the webinar across your social media channels, email
newsletters, and relevant online communities or forums. Encourage your partners
to do the same to maximize reach.

° Interactive Q&A: During the webinar, host an interactive Q&A session where
participants can ask questions and receive expert answers in real time. This
engagement fosters credibility and trust.

° Recording and Sharing: Record the webinar and make it available on your
website or YouTube channel for those who couldn't attend live. Share the recording
on social media and in follow-up emails.

Relationship with resellers

Building Relationships with Resellers:

° Identify Potential Resellers: Conduct market research to identify potential
resellers in your target regions. Look for businesses with a strong customer base
and expertise in networking or related fields.

° Segment Reseller Types: Categorize resellers based on their size, expertise,
and reach. Different resellers may have unique needs and requirements, so tailor
your approach accordingly.

° Personalized Outreach: Reach out to potential resellers with personalized
messages that highlight the mutual benefits of collaboration. Emphasize how your
products can complement their existing offerings.

° Offer Training and Support: Provide training sessions and resources to help
resellers understand your products, their features, and how to effectively sell and
support them.

° Transparency and Communication: Maintain open and regular
communication with resellers. Be transparent about product updates, promotions,
and changes in policies or pricing.

° Incentive Programs: Create incentive programs that reward resellers for
meeting sales targets, providing excellent customer support, or participating in
joint marketing efforts.

Leveraging Relationships with Resellers:



° Joint Marketing Initiatives: Collaborate with resellers on joint marketing
campaigns. Co-branded content, webinars, and social media promotions can help
raise product visibility.

° Exclusive Promotions: Offer exclusive discounts or promotions to resellers'
customers to incentivize sales and create a sense of exclusivity.

° Regular Check-Ins: Schedule regular check-ins with resellers to gather
feedback, address concerns, and identify opportunities for improvement.

° Feedback Integration: Integrate reseller feedback into your product
development process. Resellers often have valuable insights into customer needs
and market trends.

Product launch

Planning the Product Launch:

° Define Your Target Audience: Clearly identify your target audience and their
pain points. Understand what motivates them and tailor your messaging
accordingly.

° Craft a Unique Value Proposition: Develop a compelling value proposition
that highlights how your product solves a specific problem or meets a particular
need better than existing solutions.

° Leverage Free Marketing Channels: Utilize free marketing channels such as
social media, email marketing, and your website to create anticipation. Develop a
content calendar to share teasers and sneak peeks leading up to the launch.

° Generate Buzz with Teasers: Release teaser content, such as intriguing
product images, short videos, or cryptic messages, to pique curiosity and create
anticipation among your audience.

Executing the Product Launch:

° Announce a Launch Date: Set a specific launch date and announce it across
your social media platforms, website, and email newsletters. Encourage your
audience to mark their calendars.

° Leverage Social Media: Host a countdown on social media platforms to build
excitement. Share engaging posts, stories, and interactive content to keep your
audience engaged.



° Email Marketing Campaign: Send out a series of email reminders and teasers
to your email subscribers, highlighting the benefits of the upcoming product.

° Engage with Influencers: Identify industry influencers or micro-influencers
who might be interested in your product. Reach out to them and request their
support in sharing your product launch.

° Encourage User-Generated Content: Encourage your audience to create and
share content related to the product launch, such as user-generated testimonials,
images, or videos.

Measuring Success:
° Website Traffic: Monitor website traffic leading up to and during the launch

period. Use free tools like Google Analytics to track visitor numbers, page views,
and referral sources.

° Social Media Engagement: Measure social media engagement by tracking
likes, shares, comments, and new follower acquisition during the launch period.

° Email Open Rates: Monitor email open rates and click-through rates for your
product launch emails to gauge audience interest.

° Influencer Outreach: Track the response and engagement generated by
influencers or collaborators who shared your product launch.

° User-Generated Content: Measure the quantity and quality of

user-generated content generated during the launch and its impact on your brand's
visibility.

° Sales and Conversions: If applicable, track sales and conversions associated
with the product launch through your website or e-commerce platform.
° Feedback and Reviews: Gather feedback and reviews from early adopters to

gauge product satisfaction and identify areas for improvement.



