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Introduction

On July 1, 2022, the Indus Center for Startup Innovation & Incubation (ICSII) hosted a
Customer Acquisition Workshop for aspiring entrepreneurs and startup founders. The workshop
was conducted by Prof. Shaswat Padalia, Assistant Dean of R&D at Indus University. The session
focused on strategies and techniques for effectively acquiring and retaining customers, a critical
aspect of building a successful startup.

Event Highlights

1. Importance of Customer Acquisition:

Prof. Padalia opened the workshop by discussing the significance of customer acquisition as a
fundamental part of business growth. He emphasized that for a business to thrive, it must not only
attract customers but also establish strong, long-lasting relationships with them. Key points
included:

e Customer Acquisition as the Lifeblood of Business: A steady influx of customers is vital
for maintaining cash flow and scaling the business.

e (Cost of Customer Acquisition: Understanding the Customer Acquisition Cost (CAC) and
balancing it with the Customer Lifetime Value (CLV) to ensure profitability.

2. Customer Acquisition Channels:
The workshop explored various channels through which startups can acquire customers:

e Digital Marketing: Utilizing platforms like Google Ads, Facebook, Instagram, and LinkedIn
for targeted outreach and advertising.

e Content Marketing: Developing valuable content such as blogs, podcasts, and videos to
attract and educate potential customers.

e Social Media Strategies: Building a strong presence on social media platforms to engage
with potential customers directly.
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e Referral Programs: Encouraging existing customers to refer new ones, incentivizing them
with rewards such as discounts or bonuses.

e Partnerships and Collaborations: Collaborating with other businesses or influencers to
tap into new customer bases.

3. Building Customer Personas:

Prof. Padalia emphasized the importance of understanding your target audience through the
creation of customer personas. These personas help businesses tailor their marketing strategies to
meet the specific needs and pain points of different customer segments. The workshop covered:

e Identifying Demographics and Psychographics: Understanding factors like age, location,
gender, interests, values, and purchasing behaviors.

e Segmentation: Categorizing customers into different groups to create targeted marketing
messages and offers.

4. Optimizing the Customer Journey:

The customer journey involves every interaction a potential customer has with a business, from
discovering the brand to making a purchase and beyond. Prof. Padalia outlined strategies for
optimizing this journey to increase conversions:

5. Measuring Customer Acquisition Success:
To effectively track the success of customer acquisition efforts, startups need to measure various
key performance indicators (KPIs):

6. The Role of Technology in Customer Acquisition:
Prof. Padalia highlighted how technology and tools can aid in customer acquisition:

7. Q&A Session:

The workshop concluded with an interactive Q&A session, where attendees asked specific
questions regarding customer acquisition tactics tailored to their business models. Topics discussed
included:

Conclusion:

The Customer Acquisition Workshop provided valuable knowledge and strategies for
entrepreneurs to effectively acquire and retain customers. Prof. Padalia's practical insights into
digital marketing, customer journey optimization, and the use of technology tools were beneficial in
helping startups streamline their customer acquisition efforts. The interactive Q&A session further
allowed participants to address their unique challenges and refine their approach to customer
acquisition.




