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INTRO

If you search for “digital marketing” online, you will find thousands
of articles, books, courses, and experts explaining how it works.
Everyone promises growth. Everyone has a strategy. Everyone
claims results. But very few explain where to start.

And yet, after all that information, many founders still end up
asking the same question:

"What am | actually supposed to do first?"
| wrote this book because | once asked the same question.

Before working with startups and building digital strategies, | went
through what | like to call the marketing education marathon.

| read the books. The academic ones. The “guru” ones. The ones
promising a secret success formula. | attended courses, completed
marketing modules during my master's degree, and followed
countless online trainings.

Some were useful. Many were repetitive. Most explained tools and
tactics, but very few explained the structure behind them.

At the same time, while working with marketing, | kept hearing the
same two ideas again and again.

The first was that marketing is manipulation. The second was that
once a company hires a marketer, sales should start immediately.

Both assumptions miss the point.




We are not living in the 1990s anymore, when information was
limited and brands controlled most communication channels.

In 2026, people have unlimited options, unlimited information, and
almost unlimited opinions. Al tools are already dangerously close to
knowing where we left our socks.

Brands no longer win through manipulation. They win by earning
attention, trust, and relevance. And earning those requires
something most marketing advice skips entirely: a clear system
and a solid starting point.

Marketing is not a switch you flip to generate revenue overnight.

It is a system.

Without that system, even great products struggle to reach the
right audience.

After working with startups, | noticed a recurring pattern. Many
companies were not failing because their ideas were bad, but
because they rushed into visibility without building a strategic
foundation.

They tried everything at once: posting constantly, launching ads
immediately, and changing strategies every few weeks.

Effort was not the problem. Direction was.

This observation led me to develop the concept you will explore in
this book: Dgreenovation, an organic-first marketing approach
designed to help startups build visibility, trust, and growth without
relying blindly on ads.

This book is written for entrepreneurs, startups, and curious minds
who want to understand marketing without drowning in jargon.

My goal is not to overwhelm you with tactics, but to help you see
the structure behind them.

Welcome to Dgreenovation.




ABOUT THE AUTHOR

Let's start with a proper introduction.

| was born in Romania and spent most of my academic life
studying in Denmark, which shaped my career through different
cultures, perspectives, and ways of thinking.

| fell in love with marketing long before | understood what it
actually was. Long before learning the theory, | was fascinated by
storytelling. | loved capturing experiences and turning them into
video stories that could show the journey behind a moment.

My strengths are creativity, noticing details others overlook, and a
sense of humor that helps me see things from a different angle.

Once | stepped into the marketing world, curiosity took over.

| read the marketing books. The thick ones. The academic ones. The
“‘guru” ones. The ones promising revolutionary strategies that
somehow managed to explain very little.

| took courses in four languages. Two diplomas in Denmark, one in
Spain, and one in Romania, along with university classes, online
certifications, and more webinars than | can count.

Some of them could probably have been summarized in a single
email.

After all that learning, one thing became very clear.
There was a lot of noise, but very little clarity.

Everything seemed important,
yet nothing was prioritized.

My own journey in marketing was
far from a straight line.




After finishing my first degree, | faced many rejections, but | kept
experimenting even when nobody hired me. | created a blog to
help Erasmus students find useful information about studying
abroad. | kept creating content, learning SEO, web design, and
slowly building practical experience.

My first freelance project paid $25 for five hours of editing a video
for a hospital in Dubai. Not exactly the glamorous marketing story
you see on social media, but it was a start.

Slowly, the projects became more complex. | began working with
companies that had established systems and later with startups full
of ambition but often lacking strategic clarity. Each project added
another piece to the puzzle.

During that process, | kept noticing the same pattern: founders
were not failing because they lacked ambition or effort. They were
struggling because marketing was approached without a clear
system.

—-_———

This is not an academic marketing manual filled with complicated
Jjargon designhed to sound impressive. And it is definitely not one of
those books promising you passive income, instant success, or a
laptop-on-the-beach lifestyle by page twenty-two.

This book sits somewhere much more useful: reality.

It explains how marketing actually works when you are building
something from the ground up. It brings together real
observations, real mistakes, and real strategy shifts from working
with businesses trying to grow in the digital world.

Everything | learned through these experiences eventually led to
the concept behind this book.

Over the years, these insights shaped what | now call the
Dgreenovation approach: an organic-first marketing approach
focused on building strong foundations before chasing visibility or
paid growth.



1. WHAT IS MARKETING? THEN VS NOW

One thing I've learned after working with many brands is this: most
startup founders know they need digital marketing, but very few
truly understand what it is or how it actually helps a business grow.

So let's start with a simple question.
WHAT IS DIGITAL MARKETING?

Try Googling “What is marketing?” or “What is digital marketing?”

You'll quickly fall into a rabbit hole of endless definitions, strategies,
frameworks, and agencies promising incredible results.

But let's simplify it.

Here are two definitions that capture the essence well:

"Marketing is the science and art of exploring, creating, and
delivering value to satisfy the needs of a target audience, with
profitability.” Philip Kotler

“Digital marketing is the promotion of products or services using
digital channels such as the internet, mobile devices, search

engines, social media, and other online platforms."

Both definitions are correct. But if | had to explain digital marketing
in simple terms, | would say this:

Digital marketing is the discipline of understanding people’s
needs, desires, and problems, and using digital platforms to

create meaningful connections that generate value for both
the audience and the brand.

At its core, marketing is not just about selling products or pushing
promotions. It is about building relationships, earning trust, and
creating experiences that make people want to engage with a
brand over time.



WHERE DID MARKETING EVEN COME FROM?

Tracing the origins of marketing is a bit like chasing a squirrel. It
can get complicated quickly, but it's also fascinating.

Long before digital tools existed, leaders, philosophers, and
businesses were already using early forms of marketing to attract
attention, commmunicate ideas, and build influence.

However, several key moments completely changed how
marketing works.

KEY MILESTONES THAT SHAPED MODERN MARKETING

1970s: Technology begins shrinking fromm massive machines
to computers that could sit on a desk. Early digital
communication tools begin to emerge.

1990s: The term digital marketing begins to appear as the
internet becomes accessible to the public.

1998: Google launches and begins reshaping how people
find information online.

2004-2010: Social platforms transform communication.
Facebook launches in 2004, followed by Instagram in
2010, fundamentally changing how brands interact
with audiences.

TODAY

Marketing has become more personalized, interactive, and data-
driven. Instead of interrupting people with ads, the most successful
brands focus on creating meaningful experiences.
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THE EVOLUTION OF MARKETING: THE POWER SHIFT

Here's the real plot twist.

Decades ago, selling was relatively simple. Brands controlled most
of the communication channels, and consumers had limited access
to information.

Today, that dynamic has completely changed.

The power has shifted from brands to people.

Consumers now have unlimited options, unlimited information,
and unlimited opinions available at their fingertips. If something
feels pushy, misleading, or irrelevant, switching to another brand
takes seconds.

People no longer want to be sold to.

They want to be understood.

They want transparency, authenticity, and real value.

That is why modern marketing is not about aggressive

promotion. It's about building trust and delivering relevance.

This shift is exactly what inspired the concept behind this book.

Dgreenovation is built on a simple idea: before chasing visibility,
brands need a strong strategic foundation.

When marketing starts with research, clarity, and real value, growth
becomes far more sustainable, even without relying heavily on paid
advertising.

Now that we've explored what marketing is and how it evolved, let's
look at another important question:

Why do so many startups fail in the first place?




2. TOP REASONS WHY 90 % OF STARTUPS FAIL

Many entrepreneurs believe their idea will succeed simply by
launching it. And that optimism is part of what drives innovation.
But reality is more complex.

Research shows that only about 10% of startups succeed long-term.

The companies that survive usually have one thing in common:
they understand the challenges they face from the beginning.
Startup failure rarely comes from one mistake. Most of the time, it's
a combination of issues.

Sometimes founders skip market research.

Sometimes budgets are miscalculated.

Sometimes the product does not match what the market actually
needs.

And sometimes the issue is marketing.

According to research from Exploding Topics, the most common
causes include:

WHY MOST STARTUPS FAIL?

poorprocduct -market it D
Wrong marketing strategies || [ [[GTIIIGD

Team/HR issues _
Cash flow problems _

Tech-related problems
Suboptimal operations

Legal problems
0% 10% 20% 30% 40%

Figure 1. Common reasons startups fail

Source: Adapted from Exploding_Topics (2025)_
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e 34% of startup failures are due to a poor product-market fit.

e 22% of failed businesses didn’'t implement the
correct marketing strategies.

e 18% of startups fail due to team problems and other human-
resource-related issues.

What does this tell us?

Even the most innovative product can fail if it never reaches the
right audience.

Even a great marketing strategy cannot succeed if there is no real
demand for the product.

This is why market research is not optional.

It is the foundation that allows everything else to work.

Even successful startups often struggle with product-market fit in
the early stages. The difference is that they continuously test, adapt,
and refine their strategy.

They listen to the market.

They adjust their positioning.

And they manage their resources carefully.

Because in the early stages of a business, marketing is not just
helpful.

It's critical.




WHAT DOES STARTUP MARKETING ENTAIL?

Marketing for startups is a different game. It is not just about
promotion. In the early stages, it is also about validation,
positioning, and learning how the market actually reacts to your
product.

You've got limited resources, whether it's time, money, or talent.
Every step has to be intentional, carefully planned, and executed
with focus.

Taking the time to build a solid foundation can save your startup
from costly mistakes and endless do-overs.

Since startup marketing comes with its own challenges, here's a

breakdown of the most common issues to watch out for before you
make any big moves.

5 COMMON STARTUP MARKETING PITFALLS
Working with startups worldwide has given me a front-row seat to

common digital marketing pitfalls, and I'm here to share them with
you.

1.THE RUSH TO LAUNCH

Many founders rush to launch before answering basic strategic
guestions:

Who exactly is the product for? What problem does it solve better
than alternatives? And why should anyone care?

Launching without a clear strategy is like planting a tree without
roots. Sure, it might sprout, but it won't stand strong.

Rushing can lead to messy marketing, wasted ad spend, and a
cycle of fixing what should've been done right from the start. Ads
might bring sales initially, but over time, the platforms will push you
to pay more, while your organic reach fades away.

Slow and steady wins the startup race!
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2. THE CHEAP CHOICE

It's smart to be budget-conscious, but cutting corners in the wrong
places can cost you way more in the long run.

A poorly executed website, brand identity, or campaign often needs
to be rebuilt later, which costs significantly more than doing it
properly the first time.

For example, hiring a designer solely because they charge $5/hour
might seem like a win, until you realize their design style doesn't
match your brand, and you go through endless revisions.

Meanwhile, someone charging $35/hour who nails the brief on the
first try saves you both money and time. Invest wisely, and your
brand will thank you.

3. THE “I KNOW IT ALL" ATTITUDE

Founders are naturally protective of their ideas. That passion is
valuable, but when it turns into resistance to feedback, it can slow
down progress.

You're passionate about your startup, and that's amazing! But if you
hire experts, trust them to do what they do best.

A successful collaboration is a two-way street: the expert listens to

your needs, and you stay open to their guidance. When both sides
respect and learn from each other, the results can be pure magic.

4. THE “CHATGPT CAN DO IT" MINDSET

We all love ChatGPT, but relying on Al alone can backfire. It is a
powerful tool, but it is not a replacement for human creativity or
strategic thinking.

If you don’'t know how to guide it, you might end up with bland,
sales-y captions or content that doesn't feel right.

Al can accelerate execution, but it still needs human direction.

Without a clear strategy, it simply generates more content, not
better marketing. The secret? Use Al as a collaborator, not a crutch.
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5.THE “WE'VE GOT NO TIME FOR THAT" EXCUSE

Yes, startups are a whirlwind. But if you don't make time to
consistently share your brand story, build relationships, and engage
your audience, you might make quick sales but struggle with long-
term growth.

People need time to trust your brand, and trust is built through
consistent, thoughtful content marketing. Consistent content and
communication build familiarity over time. And familiarity is one of
the strongest drivers of trust in marketing.

Think of it as nurturing a plant. Give your brand care, attention, and
patience, and it'll flourish.

EXTRACTING THE ESSENCE:
WHAT THESE MISTAKES HAVE IN COMMON

After exploring the common struggles that startups face in digital
marketing, a clear pattern begins to emerge. Whether it is rushing
to launch without a strategy, choosing quick and cheap solutions,
relying blindly on tools, or expecting immediate results, the
underlying problem is often the same.

The foundation is missing.

Many startups approach marketing as a series of disconnected
actions. They post content, run ads, test tools, change strategies,
and hope something eventually works.

But marketing does not function well when it is built on scattered
efforts. It works when there is a clear structure behind every action.

This is why so many founders feel overwhelmed. There is no
shortage of advice online, yet very little guidance on where to start
and how everything fits together.

Effective startup marketing is not about chasing visibility at any
cost. It comes from clarity, consistency, and a strategy that evolves
as the business grows.
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In other words, startup marketing is a long-term game.

When founders avoid the common pitfalls we discussed and focus
on building meaningful connections with their audience,
marketing becomes less chaotic and far more effective.

Instead of constantly reacting, they start building a system that
supports sustainable growth.

This realization led me to develop the concept at the core of this
book: a framework | call Dgreenovation.

The name itself reflects the philosophy behind the approach.

P.S. Benjamin Franklin once said:
“If you fail to plan, you are planning to fail.”

13




3. THE DGREENOVATION CONCEPT

WHY DGREENOVATION?

The “D” stands for Digital, the environment where modern brands
are built, discovered, and experienced. But when you say it out loud,
it also sounds like “the green ovation.”

That double meaning is intentional.

Creen represents the organic side of marketing. It reflects
sustainable growth, strong roots, and the idea that meaningful
brands develop over time rather than appearing overnight.

Ovation reflects innovation. It represents the willingness to rethink
outdated marketing habits and replace them with smarter
strategies that prioritize long-term value over short-term noise.

Together, the word Dgreenovation represents an organic-first
philosophy of digital marketing. It focuses on building strong

foundations, understanding audiences, and growing Vvisibility
naturally before relying heavily on paid advertising.

THE PHILOSOPHY BEHIND THE CONCEPT

Now, remember that shape from the cover, the one you have
probably noticed in several places throughout this ebook? I'm
talking about this one:

-_——=
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Just like the name of the concept itself, the visual symbol behind it
follows the same logic.

The layered shades of green represent the essential elements that
form a brand’s marketing foundation: branding, content marketing,
social media, and SEO. Each layer supports the others, gradually
forming a stable structure that allows a brand to grow sustainably.

SOCIAL MEDIA
CONTENT

SEO
BRANDING
RESEARCH

The darker layer at the bottom represents research, the strategic
core from which everything else develops. It is the stage where you
truly understand your audience, your market, and your positioning
before executing any marketing activity.

You may also notice that the shape itself is not fully closed or
finished. That detail is also intentional. Marketing is never static. It
evolves constantly as technologies change, audiences shift, and
brands learn more about their markets.

Growth is not a straight line. It is a continuous process of progress,
learning, and occasional setbacks.

Dgreenovation embraces that reality while ensuring that every step
is guided by a strong strategic foundation.
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4. THE DGREENOVATION GROWTH FRAMEWORK

ADS Acceleration

SOCIAL MEDIA Distribution « Community

Trust * Education * Value

g .'....‘,\' Discovery * Intent
" PERSONA: 'Y}

,,///

BRANDING A

|dentity « Voice « Story

RESEARCH e
Market « Positioning

Figure 2. The Dgreenovation Growth Framework

The Dgreenovation Growth System provides a structured way to
approach digital marketing. Instead of chasing visibility from the
start, it builds a strong strategic foundation

In the full version of this book, we explore how each layer works in

practice, including how modern tools and Al can support every
stage of the strategy.
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HOW DGREENOVATION WORKS

Dgreenovation is not a collection of random marketing tactics. It is
a structured approach that connects the essential elements of
digital marketing into a system that evolves with your business.

Instead of jumping directly into paid advertising or chasing short-
term visibility, the focus shifts toward building a strong strategic
base first. Once that base is in place, every marketing activity
becomes more effective, more consistent, and more sustainable.

At the core of this approach are a few guiding principles.

NURTURING ORGANIC GROWTH

The priority is organic visibility first. Through branding, search
optimization, content creation, and social media, businesses can
attract the right audience naturally instead of paying for every
interaction.

Organic marketing builds credibility. When people discover your
brand through useful content or genuine recommendations, trust
develops far more easily than through aggressive advertising.

WORKING WITH INTEGRITY

Modern consumers are more informed and more skeptical than
ever. Pushy sales tactics rarely build lasting relationships.

Dgreenovation focuses on marketing that educates, inspires, and
creates real value. Instead of trying to convince people to buy, the
goal is to create an environment where the right audience naturally
wants to engage with your brand.

EMBRACING SIMPLICITY

Digital marketing often appears overwhelming because of the
number of tools, platforms, and strategies available.

The Dgreenovation approach simplifies this complexity. By focusing
on a clear structure and understanding how the core elements
work together, businesses can make smarter decisions without
constantly chasing every new trend.
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CULTIVATING CREATIVITY

Creativity is one of the most powerful advantages a brand can have.
In a world flooded with content, originality captures attention and
makes brands memorable.

From storytelling to visual identity, creativity transforms marketing
from promotion into meaningful communication.

MEASURING WHAT TRULY MATTERS

Growth should not be measured only by vanity metrics such as
views or impressions. While these numbers may look impressive,
they rarely reflect the true impact of your marketing.

Meaningful growth is reflected in engagement, trust, customer
loyalty, and long-term relationships with your audience.

When people consistently interact with your brand, remember it,
and feel connected to it, they become far more likely to turn into
customers.

These signals indicate that your marketing is not only being seen,
but also valued. Over time, this trust becomes one of the most
powerful drivers of sustainable sales.

The following example shows how these principles translated into
real growth through organic marketing.

17




5. WHAT THIS MEANS IN PRACTICE

The Dgreenovation philosophy may sound simple, but its real value
becomes clear when applied to real business situations.

So how does this approach translate into actual results?

To answer that question, let's start with the outcome of a real
example.

The following results were achieved through a consistent organic
marketing strategy focused on content, community building, and
clear brand positioning. The goal was to increase visibility and
attract more direct bookings for a hospitality business that had
previously relied heavily on third-party platforms such as
Booking.com.

CASE STUDY: ORGANIC AUDIENCE GROWTH

Facebook audience development after implementing a structured
organic content strategy.

AUGUST 2024 3.081 FOLLOWERS

MARCH 2025 10. 173 FOLLOWERS

MARCH 2026 20.127 FOLLOWERS

Figure 3. Organic audience growth after implementing a structured organic content strategy.

A BUSINESS WITHOUT A CLEAR STRATEGY

This example comes from a small hospitality business | began
working with during a particularly critical moment.

Most of the bookings came through third-party platforms,
particularly Booking.com.
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While this provided visibility, it also meant the business had very
little control over how it was presented to potential guests, and the
business wanted to change that.

The images used online did not reflect the real atmosphere of the
property. The visual identity was inconsistent, and the social media
presence did not communicate the personality or experience the
brand wanted to offer.

WORKING WITHIN REAL CONSTRAINTS

The situation came with an important limitation: there was no
budget for paid ads.

Ideally, the website would also have been improved. But when a
business faces a critical moment, strategy means prioritizing
actions based on impact and opportunity.

In this case, the logical place to start was where most bookings
were already happening and where there was potential to attract
more direct customers.

So the focus shifted to improving the presentation on booking
platforms while building a stronger and more consistent presence
on social media.

19



These types of decisions are part of strategic thinking. Every
situation requires evaluating available resources, constraints, and
opportunities before choosing where to focus first.

BUILDING A SYSTEM INSTEAD OF CHASING QUICK RESULTS

From there, the work expanded to include positioning, content
planning, visual storytelling, and consistent communication with
the audience.

Every step had to be intentional, because there was no advertising
budget available to compensate for mistakes.

The goal was to build a system that could support sustainable
growth over time.

Within a few months, the first results began to appear. Visibility
increased, engagement grew significantly, and the business started
attracting more direct interest from potential guests.

m Inmghts () Facebook = i
Review performance results and morne.
&
f 2025
\| i= Plan
s Results ’ #
2 Audience
L Benchmarking From followers ® 3% L 025 From fellawers @ 8,392
From non-followers @ 97% T 61 Fram non-followers @ 1,560,201 T 11
n = Overview
. Interactions ¥ Follows »
'] HH Content
O Content interactions & Follows @
=) Earnings From followers @ 3,580 *+ 1901 uUnfollows @ 255 1
From non-followers ® 42,509 + 134k Metfollows @ 6,982 1 15

What makes these results interesting is not only the numbers, but
how they were achieved.
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This growth happened without relying on paid advertising. Instead,
it was driven by consistent content, stronger visual storytelling,
improved positioning, and a clearer connection with the target
audience.

The strategy did not rely on hacks or short-term tactics. It focused
on building a solid digital presence step by step, allowing organic
visibility and audience trust to grow naturally over time.

In the next section, we will look at the strategic thinking behind
these results and how the Dgreenovation framework supports this
type of sustainable growth.

THE ROLE OF PAID ADVERTISING

It is also important to clarify that this approach does not reject paid
ads. When used strategically, paid ads can be extremely valuable for
increasing visibility, supporting launches, or amplifying well-
performing content.

In this particular situation, however, there was simply no budget
available for advertising. That limitation required the entire strategy

to rely on organic growth.

Interestingly, this limitation became an advantage. It forced the
strategy to focus on fundamentals rather than shortcuts.

THE REAL LESSON

These results illustrate a principle many startups underestimate.

Digital marketing rewards consistency far more than intensity.

When strategy, content, and audience understanding work
together, growth becomes a compounding process rather than a
temporary burst. The following screenshots show how this growth
unfolded over time.
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6 FROM STRATEGY TO SUSTAINABLE GROWTH
A SIMPLE WAY TO THINK ABOUT MARKETING

Imagine deciding to improve your health and hiring a nutritionist.
The nutritionist cannot deliver results overnight. Instead, they
design a structured plan based on your goals, habits, and lifestyle.

Progress happens gradually. Small changes compound over time.
But if you abandon the plan after a few days, the results never
appear.

Digital marketing works in a similar way.

A strong strategy provides direction, but real growth happens
through consistent action, patience, and continuous learning.

The brands that succeed are rarely the ones chasing quick results.
They are the ones building systems that allow their marketing
efforts to grow stronger over time.

The Dgreenovation growth framework is designed to provide that
structure. It helps businesses focus on building the right
foundations first, so that every action contributes to long-term,
sustainable growth rather than temporary visibility.

WHERE Al FITS INTO THIS APPROACH

Artificial intelligence is reshaping how businesses approach digital
marketing.

Used thoughtfully, Al can accelerate research, support content
creation, and help analyze large amounts of information that would
otherwise take far more time to process. It can reveal patterns,
generate ideas, and assist with strategic decisions.

However, Al is not a replacement for strategy.

The key is not using more tools.

The key is using the right tools within the right structure.
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FINAL THOUGHTS
Marketing has changed dramatically in the past decade.

Consumers are more informed, more selective, and far less
responsive to traditional advertising tactics. The brands that
succeed today are not necessarily the loudest ones, but the ones
that create meaningful connections and consistently deliver value.

Dgreenovation represents a shift in perspective.

It moves away from aggressive growth hacks and toward
sustainable, organic development built on research, strategy,
creativity, and trust. Instead of chasing attention, it focuses on
building systems that allow brands to grow naturally and
strengthen their relationship with their audience over time.

What you have seen in this guide is only the introduction.

In the full book, we explore how each element of the
Dgreenovation Growth System works in practice, how to apply the
framework step by step, and how modern tools, including Al, can

support every stage of the strategy.

Because ultimately, successful marketing is not about
mManipulating attention.

It is about building something people genuinely want to be part of.
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KEY TAKEAWAYS

Before moving forward, here are the key ideas from this guide:
- Sustainable marketing begins with research and strategic clarity.

- A strong brand identity creates the foundation for meaningful
communication.

- SEO, content, and social media work together to create organic
visibility and trust.

- Paid advertising works best when it amplifies an existing strategy.

- Consistency and patience are more powerful than short bursts of
activity.

- The audience is always at the center of the marketing system.

- Al can strengthen marketing strategy when used thoughtfully and
intentionally.

The Dgreenovation Growth Framework brings these elements
together into a structure designed to help brands grow organically,
strategically, and sustainably.

The goal is not simply to attract attention.

It is to build a marketing system that grows with your business.
A system that compounds over time.

A system that connects brands with the people who genuinely
value what they offer. That is the idea behind Dgreenovation.

And if you are ready to go deeper, the next step is waiting for you.
ONE LAST THOUGHT
Digital marketing is not about chasing attention.

It is about building something people genuinely want to be part of.
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KIND REMINDER

Visibility can be bought.

Trust has to be built.
Andreea Popa

Social Dmentor
www.socialdmentor.com



http://www.socialdmentor.com/
http://www.socialdmentor.com/

SOURCES & FURTHER READING

If you would like to explore some of the statistics and ideas
mentioned in this guide in more detail, the following resources
provide useful additional context:

Startup failure stats

What is marketing_- A brief overview

The history of marketing_in under 5 minutes

The history and evolution of Digital Marketing

25 Shocking Marketing_Statistics for Startups



https://explodingtopics.com/blog/startup-failure-stats
https://www.salesforce.com/au/blog/what-is-marketing/
https://ocreative.com/the-history-of-marketing-in-under-5-minutes/#:~:text=The%20history%20of%20marketing%20starts,goods%20that%20required%20quality%20control
https://www.simplilearn.com/history-and-evolution-of-digital-marketing-article#:~:text=the%20most%20ground.-,History%20of%20Digital%20Marketing,this%20information%20over%20the%20web
https://www.mayple.com/resources/digital-marketing/marketing-statistics-for-startups
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