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Devs build Devs succeed, 
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recommend

The Platform Virtuous Cycle

Your business 
grows: has lots 
of customers



Platform Marketing

1. Identify & Tell the story

2. Acquire 

3. Equip 

4. Tell the story



Tell the Story 
Step 1. 

Identify your audience(s).
Determine your value.

Write the narrative.
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Tell the Story 
Step 1. 

Value = Integrations make my work simpler, 
more pleasant, more productive

Narrative = Unify all of the tools and services 
you use for work

Customer 
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Tell the Story 
Step 1. 

Value = Build amazing products for teams @ 
work (e.g. adoption and cool product)

Narrative = Join us on our Mission

Developer





Tell the Story 
Step 2. 

Repeat, repeat, repeat!
Then adapt.
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Tell the Story 
Practical Applications

1. Seed the platform value before rushing into it.
2. Have a single living document for your value prop 

and narrative by audience. The narrative(s) should 
change every ~6 months. 

3. Product Marketing Briefs  - before a product launch 
tie the story back to the narrative



Cool/Useful Tech
User Acquisition
Revenue

A quick thought on WHY/Value 
Practical Applications



Part 2:

Acquire



Acquire

Leverage Marketing.
*Must know your audience’s why*

Launches drive building.
Know when this stops scaling.









Acquire

Build a Sales-Like-Backend
1. Identify the Developer Funnel

2. Use a CRM
3. Find leads, contact them



Have API Key

Building

Published

Adopted

Recommended

Registered





Acquire

Be Human.
Talk to people. It goes a long way.



Acquire
Practical Applications

1. ID what your audience wants. Use marketing to 
drive development.

2. Funnel, CRM, Sales process
3. Talk to people. Meet with them.



Part 3:

Equip



Equip

Your partners want to partner
1. Long tail can get LOUD → partner marketing kits

2. Show them how to succeed
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Equip

Drive Adoption
This will vary by product.



Equip

King Make.
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Equip
Practical Applications

1. Build easy-to-follow partner marketing kits
2. Show them how to succeed: do product marketing in 

your private beta’s 
3. King make, it’s proven, though it can feel icky, it will 

really affect the long tail.
4. Drive adoption (where it is deserved)



Part 4:

Tell the story, again



Tell the Story
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Thanks!
@cecistalls, ceci@slack-corp.com


