guperfastbusinesé“

A Glimpse at the Workings of a $40-Million-Plus
SaaS Company

Ahrefs makes over $40M in annual revenue, while functioning in many ways dif-
ferently from most Software as a Service companies of that size. In our interview
with CMO Tim Soulo, he shared ways, some unconventional, by which Ahrefs
has achieved Its success.

1. A 50-strong workforce

You'd expect a business of Ahrefs' earning power to have staffing in the hun-
dreds. But no, their CEO and founder Dmitry believes that by keeping their head-

count around 50, they can avoid some bureaucracy and politics, as well as keep
things running lean.

2. No sales, no leads, no CRMs

Ahrefs aims to be an efficient company, one that doesn't follow playbooks and
that does things their way. So they have no sales team, and they don't generate
eads. They don't have funding - they're bootstrapped, and want to help other
oootstrappers. They generally keep a lid on their numbers, revealing just enough
to assure people that whatever they're doing, it's working.

3. Quality content that helps

Subscribers to Ahrefs' email newsletters are getting content with a lot of effort
behind it, effort that seeks to make its readers better off. It's high-quality and ed-
ucational. The same can be said for their YouTube videos, which provide useful
ideas and technigues regardless of whether viewers use their product, in an aes-
thetic pleasant to watch.

4. "...make people see themselves using your product...”

TiIm Soulo recalls reading a line that stuck with him: " The first time people use
your product is in their heads.” Ahrefs' articles and videos all try to provide solu-
tions, and at the same time they demonstrate how their product can help. It's
this kind of content marketing that has grown them to where they are, without
the benefit of sales people or paid acquisition.

5. Keeping things in-house

N the course of his career with Ahrefs, Tim has tried outsourcing nearly any mar-
Keting task nameable. What he eventually realized is that no freelancer or agency
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will care about your business as much as you do, or as much as someone who
belongs to the company.

6. The human connection
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7. A 100,000-subscriber YouTube Channel
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8. Finding a great CMO
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and that he would recommend for anyone looking for their own CMO:
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the marketing person only transmits your vision and your product further to the
world. So If you see that you have the same values with a person, that could be
an indicator of a good fit.

9. Keeping that CMO

As to why he's stayed with Ahrefs, Tim enumerates the following factors:
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Compensation - This is a consideration, not just in terms of size, but one's ability
to influence that size. If you feel you have control over your compensation, if you
feel that as you're growing as a professional and bringing more value to the busi-
ness, you get equivalent amount of compensation, that's a good sign. Granted,
though, there comes a point when additional pay no longer changes your life-
style, so other things must be considered.

-reedom - Tim likes the freedom he's afforded at Ahrefs, where no KPIs are im-
00sed beyond doing his best work. He can pursue the projects that interest him,
S trusted as to what makes good use of his time, and needn't steek permission

for every decision he makes.

Catch Tim and other world-class business experts at SuperFastBusiness Live

Check out Ahrefs’ value-packed You Tube channel



https://www.superfastbusiness.com/live/?utm_campaign=SFB-Resource-PDF&utm_medium=PDF&utm_source=SFB-Post&utm_content=is-Soulo-from-Ahrefs&utm_term=SFB-site-visitor
https://www.youtube.com/channel/UCDidoS6DWZVYk-PdNtcY9PQ

