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Alastair Kane Search Marketing today released an analysis revealing how Software-as-a-Service companies

systematically undermine their revenue potential by optimizing search engine optimization strategies for

signup metrics rather than actual customer acquisition and retention.

The analysis, based on patterns observed across numerous SaaS businesses over the past decade,

identifies a fundamental misalignment between what companies measure and what actually drives

sustainable growth. According to the findings, the widespread practice of targeting low-intent keywords to

boost signup numbers creates an illusion of success while failing to deliver meaningful business results.

Alastair Kane, the B2B search marketing expert behind the analysis, points to the inherent structure of SaaS

business models as the root cause of this problem. Free trials, freemium offerings, and deliberately

low-friction conversion paths encourage marketing teams to chase volume metrics that look impressive in

dashboards but rarely translate into paying customers.

"The incentive structure in most SaaS organizations rewards visible, immediate metrics like signups and trial



starts, not the harder-to-track journey toward actual revenue," stated Alastair Kane, founder of Alastair Kane

Search Marketing. "This creates a situation where SEO strategies become optimized for the wrong outcomes,

attracting users who have no intention or capability of becoming valuable customers."

The analysis highlights how this approach leads to predictable organizational dysfunction. Marketing

departments celebrate traffic growth and conversion rates while sales teams struggle with unqualified leads.

Customer success teams waste resources on users who were never appropriate fits for the product.

Meanwhile, the keywords that would attract genuine buyers with budget authority and real business needs

remain untargeted.

This pattern particularly affects SaaS companies competing in crowded markets where the temptation to

show rapid growth through easily manipulated metrics becomes overwhelming. The pressure to demonstrate

traction to investors or internal stakeholders often overrides the more patient work of building sustainable

customer acquisition channels.

The SaaS SEO specialist notes that this problem has persisted largely unchallenged because it serves

multiple stakeholders' short-term interests. Marketing teams can show impressive growth charts, executives

can report user acquisition milestones, and the fundamental disconnect between these metrics and actual

revenue generation remains obscured until much later in the company's development.

The analysis suggests that effective search marketing for SaaS businesses requires accepting slower, less

visually impressive growth in exchange for higher-quality customer acquisition. This means targeting

keywords that indicate genuine business need and purchasing intent, even when search volumes appear

lower and conversion paths require more qualification steps.

Alastair Kane Search Marketing specializes in search engine optimization and pay-per-click consulting for

B2B and SaaS companies. With over ten years of experience in the field, including previous leadership as

Head of Search at a B2B marketing agency, the consultancy focuses on developing search strategies that

align with genuine business objectives rather than vanity metrics. The firm works with select clients to build

long-term search marketing approaches that prioritize sustainable revenue growth over superficial

engagement metrics.
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Alastair Kane is an experienced B2B search marketing consultant who has been helping B2B businesses with SEO and

PPC since 2011.
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