FlyRank — New Channel Expansion Shortlist

Five channels selected for testing beyond Meta Ads, cold email, and LinkedIn

Context and Selection Logic

FlyRank currently runs Meta Ads, cold email, and LinkedIn as its core acquisition
channels. These channels reach founders, marketers, and ecommerce and agency
operators, but they do not cover every place this audience actually spends time or
makes buying decisions. The five channels below were chosen because each one
satisfies three conditions: FlyRank's actual buyers are demonstrably present there, the
channel is currently unused by FlyRank, and it can be tested cheaply within one month
without a large upfront investment. Each channel is verified as active and real, not a

theoretical or defunct platform.

Ranked Shortlist

1. G2 (High Buyer-Intent B2B Marketplace)

What it is: G2 is the largest B2B software review and comparison marketplace, where
buyers actively search for and compare tools such as SEO, AEO, and content platforms
before purchasing.

Why FlyRank's audience is there: Marketers, SaaS founders, and agency operators
use G2 at the exact moment they are evaluating an SEO or Al-visibility solution. This is
bottom-of-funnel, high buyer-intent traffic that Meta Ads and cold email cannot replicate,

since G2 visitors are already comparing vendors rather than being interrupted.

Cost and effort: Low to medium. A free or low-cost G2 profile can be claimed
immediately; a paid listing with enhanced placement and review generation typically
runs several hundred to a few thousand dollars per month depending on category
competitiveness. Effort centers on collecting 10 to 15 client reviews from existing
FlyRank customers.

Test plan: Claim the FlyRank G2 profile, request reviews from 10 existing clients within

two weeks, and measure demo requests attributed to G2 referral traffic over 30 days.



2. Webinar and Workshop Partnerships

What it is: Co-hosted webinars or live workshops run jointly with complementary tools,
agencies, or communities that already have an audience of marketers and ecommerce

operators, for example a Shopify app partner or an AEO-focused newsletter.

Why FlyRank's audience is there: Founders and marketing leads regularly attend
niche, practical webinars to solve a specific growth problem. A partner's existing
audience is pre-qualified and already trusts the host, which lowers the trust barrier

FlyRank faces with cold outreach.

Cost and effort: Medium. Little to no cash cost if structured as a reciprocal partnership,
but meaningful effort to identify 3 to 5 aligned partners, negotiate the format, and

prepare a presentation-ready session.

Test plan: Pitch one co-hosted webinar to a single complementary partner (for
example, a Shopify agency or an AEO tool) on a topic such as "Getting Cited by Al

Search," and track registrants converted into booked calls.

3. Medium (Founder and Marketer Publications)

What it is: Medium hosts active publications such as Better Marketing, The Startup,
and Marker, read by founders, marketers, and growth practitioners searching for

tactical, first-person growth content.

Why FlyRank's audience is there: FlyRank's target buyers already read and share
long-form growth and SEO essays on Medium, and the platform'’s built-in distribution
and SEO value extend organic reach beyond FlyRank's own blog at no extra production

cost, since the same content can be repurposed.

Cost and effort: Low. No platform fee; effort is limited to repurposing one existing
FlyRank blog article into a Medium-native post and submitting it to a relevant

publication.

Test plan: Republish one existing high-performing FlyRank article on Medium, submit it

to one relevant publication, and track referral traffic and email sign-ups over 30 days.

4. Telegram Channels (Marketing, SEO, and Indie Founder Communities)



What it is: Active, high-engagement Telegram channels and groups built around SEO,
growth marketing, and indie SaaS building, where operators share tactics, tools, and

case studies dalily.

Why FlyRank's audience is there: Many SaaS founders and growth marketers have
moved daily, informal discussion out of Slack and into Telegram channels because they
are lighter-weight and easier to browse. This is a lower-competition space than

LinkedIn, where FlyRank already competes for attention.

Cost and effort: Low. No cost to join and post in most communities; a small budget
(roughly $100 to $300) covers a single sponsored post in a channel with an engaged,

relevant following.

Test plan: Identify two to three active SEO or growth Telegram channels, run one

sponsored post or AMA in the highest-fit channel, and track click-throughs and sign-ups.

5. WhatsApp Channels (Broadcast Updates to Warm Leads and Communities)

What it is: WhatsApp's one-to-many Channels feature, used by growth communities
and B2B newsletters to broadcast updates, case studies, and offers directly to a

subscribed audience without needing a phone number exchange.

Why FlyRank's audience is there: Ecommerce operators, particularly in regions where
WhatsApp is the default business communication tool, already follow brand and
community channels there, making it a low-noise way to reach warm leads and existing

community members with case studies or offers.

Cost and effort: Low. Setup is free; effort is mainly in building initial subscribers from

existing leads and maintaining a light weekly broadcast cadence.

Test plan: Launch a FlyRank WhatsApp Channel, invite the existing client and lead list,
and send two case-study broadcasts over a month to measure click-through and reply

rate.

Summary



G2 is ranked first because it captures buyers at the moment of purchase decision,
which is the highest-leverage gap in FlyRank's current channel mix. Webinar and
workshop partnerships rank second for their ability to borrow trust and reach from
aligned partners at minimal cost. Medium, Telegram, and WhatsApp Channels round
out the list as low-cost, low-risk tests that reach the same founder, marketer, and
ecommerce audience through underused surfaces, allowing FlyRank to validate all five

within a single month without a significant budget commitment.



