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Abstract -

In today's competitive business landscape, startups face the
challenge of establishing themselves and expanding their
market presence amidst evolving consumer preferences and
To this

successfully, startups must develop robust marketing strategies

technological advancements. navigate terrain

that align with their vision, mission, and goals.

A startup’s vision serves as its guiding beacon, outlining its
aspirations for the future. It encapsulates the company's
ultimate purpose and desired impact on the market. When
crafting marketing strategies, startups must ensure alignment
with this vision, leveraging it to communicate a compelling

narrative that resonates with target audiences.

Similarly, a startup's mission defines its core values and the
means through which it aims to achieve its vision. Marketing
strategies should reflect these values, fostering authentic
with By

communicating a clear and consistent message aligned with its

connections customers and  stakeholders.
mission, a startup can differentiate itself in the market and build

trust among its audience.

Goals provide the roadmap for a startup's journey towards
success. Whether aiming for market expansion, revenue
growth, or customer acquisition, marketing strategies must be
designed to support these objectives effectively. Startups
should employ data-driven approaches to assess market
opportunities, identify target segments, and tailor marketing

initiatives to maximize impact.

In essence, effective marketing strategies for startup expansion
require a holistic approach that integrates the company's vision,

mission, and goals into every facet of its promotional efforts.

By staying true to its foundational principles while remaining
agile in response to market dynamics, a startup can position
itself for sustainable growth and long-term success.
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1.INTRODUCTION
A start-up is a small and immature enterprise with growth
prospects (Thiel 2014, pp. 10-11; Ries 2011, p. 27; Blank and
Dorf 2012, p. XVII). The mission of start-ups consists of
pursuing businesses that are not very attractive to larger, older,
and established companies, e.g., they are too pioneering,
innovative, unverified, and unconfirmed by the market, hence
burdened with significant technical and business risk. The
mission of start-ups also lies in the creation of new jobs,
although not on a mass scale. A start-up creates a space for the
self-realization of creative and courageous people with
entrepreneurial talent. A start-up is evolving rapidly and
usually does not have and does not need a formal strategy.
However, this does not mean that it does not need to think
strategically, act strategically and form a strategic background
or strategic preconditions. Strategic considerations, action, and
background allow a start-up to exist, survive, build a business
and later deal with an explicitly formulated and implemented
strategy. Thus, the start-up strategizes intuitively rather than
purposefully creating a strategy. Knowing the strategic
background of start-ups could increase the chances of their
survival and later business success.

Strong impetus for research are the frequent and mass

failure of start-ups, their weakened viability, the absence of

© 2024, IJSREM | www.ijsrem.com

DOI: 10.55041/1JSREM34168 |

Page 1


http://www.ijsrem.com/
https://www.mdpi.com/2076-3387/12/1/17#B40-admsci-12-00017
https://www.mdpi.com/2076-3387/12/1/17#B5-admsci-12-00017
https://www.mdpi.com/2076-3387/12/1/17#B5-admsci-12-00017

27 '3

IISREM . . . e . . .
%m International Journal of Scientific Research in Engineering and Management (IJSREM)
W Volume: 08 Issue: 05 | May - 2024 SJIF Rating: 8.448 ISSN: 2582-3930

more valuable knowledge about the strategic thinking and
action of start-ups, and the effort to achieve a minimal
formalization of the start-up strategizing. Many of the causes
of start-ups’ failure have strategic nature (The Top 20 Reasons
Start-Ups Fail 2019), and therefore insight into strategic
considerations of the start-uppers, the quality of internal
resources, and the external circumstances of their actions is a
serious scientific problem the solution of which will help
clarify and explain their strategic actions. The knowledge about
this scientific problem is superficial, incomplete, partial, and
inconsistent; there are no research studies at disposal explicitly
focused on examining the start-ups’ strategizing, and therefore
the presented research can be considered original.
The structure of the article is as follows:

1. Literary analysis, the result of which is the current state of
knowledge about start-ups’ strategizing, on the basis of which
the main and partial goals of the research are formulated:

Literary analysis concerning start-up strategizing
provides a comprehensive understanding of the current state of
knowledge in this field. It encompasses examining various
scholarly works, theories, and empirical studies to discern
trends, gaps, and emerging perspectives. This analysis serves
as the foundation for formulating the primary and ancillary
objectives of research endeavors, guiding researchers in
identifying critical areas for investigation and contributing to
the advancement of knowledge in

start-up  strategy

development.

2. The purpose of the research is to deepen the knowledge about
the strategic background of start-ups based on the analysis of
their real actions and real decisions:

The research aims to enhance understanding of start-ups'
strategic foundations by scrutinizing their tangible actions and
decisions. Through rigorous analysis of real-world scenarios, it
seeks to uncover the underlying patterns, challenges, and
opportunities that shape the trajectory of these emerging
ventures. By delving into the practicalities of start-up
operations, the study endeavors to provide valuable insights
that can inform strategic planning, resource allocation, and
decision-making processes within the dynamic landscape of

entrepreneurship.

3. Qualitative research has made it possible to capture unknown
and unforeseen facts and has therefore penetrated deeper into
the knowledge and explanation of little-known or unknown
realities:

Qualitative research offers a nuanced lens, delving into
unexplored territories of knowledge. It unveils hidden truths,
uncovering dimensions often overlooked by quantitative
methods. By embracing the complexity of human experiences,
it navigates through the subtleties of social phenomena,
enriching our understanding of diverse realities. Through its
depth and flexibility, qualitative research illuminates the
intricacies of the human condition, shedding light on the
uncharted territories of knowledge and offering profound

insights into little-known or previously undiscovered truths.

4. The results of the research contribute to clarifying and
strengthening the viability of start-ups:

The research findings provide valuable insights that enhance
the understanding and bolster the feasibility of start-ups. By
shedding light on critical aspects such as market dynamics,
consumer behavior, and strategic decision-making, this
research equips entrepreneurs with the knowledge needed to
navigate the challenges of launching and sustaining a new
venture. It offers actionable recommendations and fosters a
more conducive environment for start-up success, ultimately
contributing to the growth and innovation within the

entrepreneurial ecosystem.

5. The synthesis of research results offers a simple but
effective tool for examining the strategic background of the
start-up and verifying its strategic capabilities:

The synthesis of research results provides a valuable tool
for startups to delve into their strategic landscape and evaluate
their capabilities. By analyzing gathered data, startups can gain
insights into market trends, competitive dynamics, and
customer needs, aiding in strategic decision-making. This
process enables them to refine their strategies, identify
opportunities for growth, and align their actions with
overarching business goals. Ultimately, it empowers startups to
navigate complexities effectively and build a solid foundation

for sustainable success.
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2. Body of Paper

Mission: Purpose of why an organization exists

In the realm of strategic marketing for startup expansion, the
mission statement serves as the foundational pillar upon which
all business strategies are built. It encapsulates the essence of
why the startup exists, articulating its fundamental purpose and
the value it aims to bring to its target audience and society at
large.A compelling mission statement clarifies the startup's
raison d'étre, outlining the specific market needs, customer pain
points, or societal challenges it seeks to address. It embodies
the startup's core values, beliefs, and principles, serving as a
guiding light that shapes its culture, decisions, and
actions.Moreover, the mission statement delineates how the
startup intends to fulfill its purpose, elucidating its unique
approach, value proposition, and competitive differentiation in
the market landscape. It communicates the startup's
commitment to delivering exceptional products, services, or
solutions that resonate with its customers and contribute
positively to their lives or businesses. Ultimately, a well-crafted
mission statement inspires stakeholders, including employees,
customers, investors, and partners, fostering alignment and
enthusiasm towards the startup's shared goals. It provides a
sense of direction and purpose, guiding strategic marketing
efforts and initiatives aimed at driving growth, expansion, and

sustainable success in the competitive marketplace.

Vision: What an organization wants to achieve or

accomplish in the long term

In the realm of strategic marketing for startup expansion, the
vision serves as the North Star, illuminating the path towards
the ultimate destination. It encapsulates the lofty aspirations
and overarching purpose that propel the startup forward. A
well-crafted vision statement articulates a vivid picture of the
future state the startup seeks to create, inspiring stakeholders
and rallying them around a common cause.At its essence, the
vision represents the highest aspirations of the startup,
transcending immediate goals and encompassing the broader

impact it aims to achieve in the world. It embodies the values,

beliefs, and principles that define the startup's identity and
guides its strategic decisions and actions.A compelling vision
statement paints a compelling narrative of the future success
and significance of the startup, instilling a sense of purpose and
direction among employees, investors, customers, and partners.
It serves as a beacon of inspiration, driving innovation,
resilience, and  determination in the face of
challenges.Ultimately, the vision serves as the foundation upon
which the startup builds its strategy, guiding its growth
trajectory and shaping its role in the market. It aligns
stakeholders towards a shared vision of success and guides the
allocation of resources and efforts towards realizing the
startup's full potential.

Mission

Values Vision

startup expansion, setting strategic marketing goals is
crucial for charting a clear path towards growth and
success. These goals serve as tangible targets that
guide the development and execution of marketing
initiatives.

Here are key aspects to consider when defining
goals for startup expansion:

1. Market Penetration: Establishing goals related to
increasing market share or capturing a larger portion
of the target market. This could involve expanding
into new geographic regions, reaching new customer
segments, or increasing brand awareness and

visibility.

2. Customer Acquisition: Setting goals to acquire

new customers or users for the startup's products or
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services. This may include metrics such as the number
of new leads generated, conversion rates, or the
growth of the customer base within a specified time

frame.

3. Revenue Growth: Defining goals to drive revenue
expansion through increased sales or higher average
transaction values. This could involve setting targets
for revenue growth percentage, sales volume, or

customer lifetime value.

4. Brand Building: Establishing goals aimed at
strengthening the startup's brand presence and
reputation in the market. This may involve metrics
such as brand recognition, customer loyalty, or

positive sentiment among target audiences.

5. Product or Service Development: Setting goals to
innovate and improve the startup's offerings to better
meet customer needs and stay competitive in the
market. This could include milestones for new product
launches, feature enhancements, or improvements in
product quality.

6.Marketing ROI:Defining goals related to
achieving a positive return on investment (ROI) from
marketing activities. This involves tracking key
performance indicators (KPIs) such as cost per
acquisition,

marketing-generated  revenue, or

marketing spend versus revenue generated.

Marketing Strategy for Technological Start-ups
The Dynamism has marked business enterprises
which is a feature driven by the rapid changes taking
These

globalization where firms are opening their doors to

place in economies. changes include
sourcing materials and serving markets globally,
constant product innovations, intense competition,
changing  supplier  requirements, government
regulations, change in buyer composition and
technology advancements. These changes which

Yankov, Ruskov and Haralampiev term as fuzzy

environment, together with the driving needs in the
economy that force populations to seek for more
opportunities and improve the standards of living,
have led to move from conventional business
approaches to what can be termed as the 21st century
business enterprise . As firms are continuously
seeking to provide to their diverse customer markets,
technology is highly influencing business processes
and business transactions and organizations are
embracing digital operations. WEF states how the
modern man is «living in an age of unparalleled digital
disruption, with massive amounts of technology-
driven change, huge innovation and significant
are applying

evolution» on how populations

technology.

Key Characteristics of Technological start-ups

Innovation has been observed to be a key feature of
technological start-ups and that is what puts them to
existence. They are in the core business of innovating
and commercializing their innovations. Chorev and
Anderson state that although technological companies
are small in number they create employment and
contribute significantly to the economy. According to
Zakrzewska-Bielawska innovative companies show
33 % more productivity, 50 % more export rate and 40
% more investment expenditure per employee than
traditional non-innovative companies. This shows that
costs are high but with exceedingly high returns.
Zakrzewska-Bielawska, concludes that «every high
technology company is an innovative one; however,
not every innovative company is a high technology
one». These technological firms are also characterized
by knowledge management. This is the acquiring,
storage and processing of knowledge from the
environment and transforming it for decision making
inside the organization. Zakrzewska-Bielawska states
how this acquired knowledge is managed in a
systematic way and turned into an asset for quality and
informed decision making . Knowledge management
increases the level of organization learning and turns

it into an intellectual asset. Horvat and Trojak state
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that the modern organization operates in an intense
knowledge economy where intangible resources are
more vital for profitability of the business. With
reference to technological companies being
knowledge-based, ZakrzewskaBielawska concludes
that every high technological company practices
knowledge management but not every company that
employs knowledge management is a high
technological company .

In such instances where knowledge management is
practiced as a management tool, the organization has
to budget for it and also get returns from it. Cost for
knowledge management involves the technology
infrastructure that is set up to warehouse the data
collected of which is pulled from various sources and
also the expertise that is employed by the firm to
manage the big data warehouse. The management of
technological companies is highly influenced by its
technology operations. Technological start-ups
employ high end technology that brings along the
need of structural changes in the firm. These high end
technologies include hardware, software, data and
networks that are of high performance which support
efficiency, productivity and flexibility. Zakrzewska-
Bielawska states how these technologies reduce the

time spent between designs and launching of products

Figure 1. Elements of Start-up

Contemporary marketing strategies for technological
startups in Europe encompass a multifaceted approach
aimed at addressing the dynamic nature of the market.

1. Market Analysis: Conducting thorough market analysis is
crucial for startups to understand customer needs and segment
the market effectively. This enables startups to target specific
market segments efficiently rather than attempting to serve the
entire market.

2. Customer Relationship Management (CRM): With
customers being more informed and demanding personalized
experiences, startups can outsource CRM services to
specialized firms to ensure high-quality customer interactions
without significant investment.

3. Research and Development Integration:Close integration
between marketing and R&D facilitates the gathering of
valuable customer insights, ensuring that product development
efforts align with market demands and preferences.

4.Product Customization and Mass Personalization:
Leveraging customization and mass personalization
approaches enables startups to create differentiated products
tailored to individual customer preferences, fostering
competitive advantage and customer loyalty.

5. Harmony of Vision: Aligning marketing strategies with
overall strategic objectives ensures coherence and effectiveness
in achieving organizational goals, including budget allocation,
product development, promotional techniques, pricing
strategies, and distribution channels.

6. Strategic Partnerships and Distribution Channels:
Startups can strategically establish partnerships or acquire
weaker firms to gain access to distribution channels and
penetrate markets effectively, especially in competitive sectors
like technology.

7. Adapting to Trends: Staying abreast of technological trends
and consumer behavior shifts allows startups to capitalize on
emerging opportunities, including leveraging mobile telephony
for innovative promotional techniques like buzz marketing and
viral campaigns.

8. Value Addition:Incorporating value-added elements in
marketing strategies enhances product competitiveness and
customer satisfaction, driving loyalty and repeat purchases.
Strategies such as target expansion, system development, and
innovation contribute to sustained value creation.

9. Customer Loyalty Management: Prioritizing customer
retention over one-time transactions fosters long-term
relationships and stable revenue streams, crucial for the
sustainability of technological startups amidst market
challenges and fluctuations. Building a loyal customer base
ensures consistent revenue even during downturns.

By adopting these contemporary marketing strategies,
technological startups in Europe can navigate competitive
landscapes, innovate effectively, and build sustainable growth
trajectories in dynamic market environments.

The technological startup marketing model comprises
several key elements that guide the strategic decisions and
actions of startups in Europe:
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1.Idea:The foundation of every startup, where founders
conceptualize a clear vision for their product or service. Key
considerations include the novelty of the idea, its value
proposition, technological feasibility, sustainability, and
potential for expansion.

2. Market:Once the idea is defined, startups must identify and
select a target market that is conducive to accepting new
technological solutions. Factors influencing market selection
include the level of technological literacy among the audience,
competitive landscape, cultural considerations, available
support systems, infrastructure readiness, and market readiness
for the proposed product.

3. Technological Education:Targeting an audience that is
knowledgeable about the latest technology trends and updates
facilitates the acceptance and adoption of innovative products.

4. Competition:Understanding the competitive landscape
helps startups assess the presence of rival products and
determine the market gap that their innovation can fill.
Analyzing competitor pricing strategies and technological
sophistication aids in developing effective positioning and
differentiation strategies.

5. Culture:Acknowledging and respecting cultural differences
and market norms are essential for successful market entry and
acceptance of the startup's offering.

6. Support Systems:Leveraging government incentives,
incubation  services, expert advice, and investment
opportunities can provide valuable support for startup growth
and development.

7. Infrastructure: Investing in essential infrastructure such as
cloud computing, servers, and application platforms is crucial
for product development, delivery, and maintenance.

8. Market Readiness:Assessing the readiness of the target
market to accept and adopt the startup's product influences the
marketing communication  strategy and  messaging.
Understanding market dynamics and consumer behavior helps
tailor marketing efforts effectively.
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Figure 3. The technological start-up marketing strategy model stages

By incorporating these key elements into their marketing
strategies, technological startups in Europe can enhance their
market positioning, accelerate growth, and achieve sustainable
success in a competitive landscape.

In addition to the core elements of marketing strategy for
technological startups, several additional components
contribute to their success:

1. Transactional and Relationship Marketing Mix:A
balanced approach incorporating both transactional and
relationship marketing strategies is essential. While focusing
on generating significant profit from initial sales, startups
should also prioritize building long-term relationships with
customers through continuous updates, additional services, and
personalized experiences to enhance customer satisfaction and
loyalty.

2. The  Three
Entrepreneurship:

"E"s: Experiment, Engage,

- Experiment: Innovation lies at the heart of technological
startups. Cultivating a culture of creativity and innovation
within the company fosters dynamic and effective marketing
efforts. Strategies include hiring individuals who reflect the
characteristics of the target audience, prioritizing research and
development to improve user experience, and exploring
unconventional solutions.

- Engage: Leveraging informal marketing approaches,
startups should actively engage with customers through social
media platforms, ensuring regular interaction and timely
communication. By incorporating customer feedback into
product development and maintaining a friendly and accessible
image, startups can foster a sense of community and
involvement among their customer base.
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- Entrepreneurship:Entrepreneurs of startups embody a
distinct attitude characterized by passion and a willingness to
address societal challenges. By showcasing their originality
and unique ideas, entrepreneurs can establish authentic
connections with their target audience, positioning themselves
as leaders in innovation and problem-solving.

These additional elements complement the foundational
marketing strategies, enabling technological startups in Europe
to differentiate themselves, drive growth, and establish a strong
presence in the market.

conclusion

In today's rapidly evolving business landscape, technological
startups in Europe face both unprecedented challenges and
unparalleled opportunities. As outlined in the extensive
exploration of marketing strategies and key elements for startup
success, it's evident that a multifaceted approach is essential for
navigating this dynamic terrain effectively.

At the core of every successful startup lies a clear vision, a
These

foundational elements serve as guiding principles, shaping

compelling mission, and well-defined goals.
strategic decisions and driving marketing efforts aimed at
market expansion and sustainable growth. By aligning
marketing  strategies with  overarching organizational
objectives, startups can create a cohesive and impactful
approach that resonates with target audiences and fosters long-
term relationships.

Moreover, the synthesis of traditional and contemporary
marketing approaches, such as transactional and relationship
marketing, provides startups with a balanced framework for
maximizing customer

profitability  while prioritizing

satisfaction and loyalty. Embracing the ethos of
experimentation, engagement, and entrepreneurship further
enables startups to innovate, connect authentically with their
audience, and differentiate themselves in competitive markets.
Despite facing challenges such as bureaucratic hurdles and
limited resources, European startups are poised to thrive in the
global marketplace, fueled by innovation, resilience, and a
spirit of entrepreneurship. By leveraging available support
systems, embracing technological advancements, and adapting
to evolving market trends, startups can overcome barriers to
success and establish themselves as leaders in their respective

industries.

As policymakers and stakeholders work towards fostering a
more conducive environment for startup growth, it's imperative
for startups to remain agile, adaptable, and customer-centric.
By staying true to their vision, mission, and values while
embracing innovation and strategic collaboration, European
startups can chart a course towards sustainable success, driving
economic growth and fostering innovation in the region and

beyond.
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