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Inbound marketing is a customer-centric, content-driven approach to attracting and 
retaining customers. Instead of pushing out interruptive ads, inbound focuses on providing 
valuable content and experiences that naturally draw prospects in. In the SaaS context, 
this means educating and assisting potential users throughout their buying journey with 
helpful resources rather than bombarding them with traditional sales pitches. Let’s take a 
look at three core principles of inbound marketing. 

1. Principle: Customer-Centric  

Firstly, inbound marketing operates on the principle of earning a customer’s attention by 
helping them solve problems or learn something new. This is inherently customer-centric 
– every blog article, whitepaper, or tutorial is crafted around addressing the audience’s pain 
points and questions. By doing so, a SaaS company positions itself as a trusted advisor and 
industry expert, rather than just a vendor.  

Inbound methodology is often summarized in three stages: Attract, Engage, Delight​. 

 
 
First, you attract the right people with relevant, searchable content that answers their 
questions. It could be informative blog posts or videos. Next, you engage them by offering 
deeper insights or solutions aligned with their needs, so they begin to consider your SaaS 
product as a viable solution. You can do so through webinars, case studies, free trials, etc. 
Finally, you delight them with ongoing support and valuable information even after they 
become customers. As HubSpot explains, “the inbound methodology is about building 
meaningful, lasting relationships... by valuing and empowering people to reach their goals 
at any stage in their journey with you”​. In other words, when your customers succeed, you 
succeed. 
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2. Principle: Content-Driven 

The second principle is content-driven. Content is the most crucial in inbound 
marketing. By creating high-quality content, SaaS companies attract an audience 
organically through search engines, social media, and word-of-mouth. This content is 
tailored to the audience’s interests and challenges, making it feel personal and relevant. 
Inbound marketing campaigns may include SEO-optimized articles to capture search traffic, 
educational videos demonstrating how to solve a problem, and interactive tools that 
provide immediate value. All these tactics share a common thread: they provide value 
upfront to the potential customer, before any transaction occurs. This approach builds 
credibility and trust. In fact, studies indicate that inbound-generated leads not only engage 
more but also cost significantly less. One analysis notes inbound leads cost about 61% 
less than outbound leads​. 

It’s no surprise that in a recent HubSpot survey, 80% of companies practicing inbound saw 
an increase in web traffic and 75% reported higher lead conversion to customers​. 
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Even when your sales team is asleep, your content is attracting and informing prospects 
24/7. 
 

3. Principle: Permission-based engagement 

The last key principle is permission-based engagement. Inbound tactics typically involve 
the customer choosing to interact. For example, they find your blog via Google, subscribe 
to your newsletter, or sign up for a free resource. This contrasts with outbound tactics 
where we often reach people who aren’t interested. Modern buyers have grown wary of 
invasive advertising, so SaaS marketers find better success by earning trust gradually. 
Indeed, an estimated 96% of consumers don’t trust ads​. 
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By sharing expertise freely, inbound marketing nurtures prospects over time. This is 
especially important for B2B SaaS or complex products, where the decision process is 
longer and involves more research. In these cases, inbound content serves to educate 
multiple stakeholders. For instance, a technical whitepaper might speak to an engineer, a 
case study might appeal to a business manager, and a webinar could address the concerns 
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of a CFO. Inbound allows a SaaS vendor to touch on all these perspectives with targeted 
content, guiding each persona through the buying journey at their own pace​. 
 

So, the principles of inbound marketing in SaaS revolve around being helpful, relevant, and 
present at the moments potential customers seek answers. By consistently creating 
valuable content tailored to customer needs, SaaS companies attract qualified prospects 
naturally, engage them through education rather than pressure, and delight them with 
support and value that continues post-sale.  
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