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How To Implement This Tip

  STEP 1: 

Come up with your topic and think of one question 
you can send to your list of contributors. The trick 
is to make your question easy to answer, but broad 
enough to allow for a wide variety of interesting 
answers.

STEP 2: 

Build a list of people you’d like to reach out to for 
your blog post. Then, create a Google Form that 
you can send to your list that includes your question 
and a spot for them to leave their names, titles, and 
company websites. For example, here’s a form that 
I (Sujan) created and used to gather quotes for a 
recent post I published.
  
 STEP 3: 

Send out emails to influencers telling them 
about your topic and asking if they’d be willing to 
participate. You can send them individually, or all at 
once using a tool like Streak. Collect answers and 
create your post.   

RECOMMENDED TOOLS

• Google Forms 

• Streak  

• Buzzsumo

    
RECOMMENDED READING

• How To Create a Survey Form With Google 

• How To Use MailMerge In Streak 

• How To Use Buzzsumo To Find Influencers 

Sujan Patel, Rob Wormley - 100 Days of Growth

When you want to learn more about a particular 
topic, process, strategy, or industry, where do you 
usually go? If you’re like us, you look for experts 
and try to learn from them. If you’ve been blogging 
consistently week after week but you’re not seeing 
the results you were hoping for, it’s time to try 
something new. One strategy we use to drive more 
traffic to blog posts and reach new audiences 
involves publishing what we call Industry Influencer 
Blog Posts. These are round-up style posts that 
include original advice, tips, and experiences from 
real experts who have agreed to chime in on a 
particular topic or question. They are great for 
building new relationships with influencers who are 
willing and able to help promote your content and 
bring new readers to your blog. 
  
 
Examples Of Use    
  
Here are a few real-world examples of the Industry 
Influencer Blog Post:

• The Marketing Predictions Post From Forbes 

• The SEO Post From Ahrefs 

• The Blogging Post From Buffer
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What is Growth Hacking?

The best way to understand growth hacking is to 
understand what a growth hacker does.
  
 

Growth Hacker - one whose passion and focus 
is pushing a metric through use of a testable and 
scalable methodology.    
  

A hacker is someone who is more concerned 
with achieving an objective rather than following 
a prescribed process. In other words, hackers care 
more about what needs to get done than how it 
should get done. As a result, hackers often come up 
with innovative ways to get things done. 
     
The idea is that for every decision a company 
makes, a growth hacker should ask: ”What will  
be the impact on growth?”

Over the last few years, truly innovative growth 
hackers have developed various frameworks and 
best-practices. Guys like Noah Kagan (AppSumo, 
Mint, Facebook), Mike Greenfield (Circle of Moms, 
LinkedIn), Dave McClure (500 Startups, PayPal) and 
many others have pioneered techniques focused  
on virality, email, search engine optimization  
& marketing.

Before we start, here are 10 of the best 
growth hack examples of all time:

Paypal’s friend referral bounty 

By paying $10 cash to each new customer and $10 
to the customer who referred them, Paypal was 
able to hack early growth to tens of millions of users 
before no longer offering the bonus.

Hotmail’s Tagline

In Hotmail whenever a user would email another 
user, the email would have a message saying 
something similar to “This email sent with Hotmail, 
join Hotmail now” and “Get your free email  
at Hotmail.”

A Growth Hacker’s  
Guide to The Galaxy

Ninety-six and a half Growth Hacking techniques

1
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This guide is not associated with ‘The Growth Hacker’s Guide to The Galaxy’ 
by Mark Hayes and Jeff Goldenberg: gumroad.com/l/mndN

https://gumroad.com/l/mndN
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Airbnb’s Craigslist integration

By reverse engineering the Craigslist posting process 
and automating it to the point where it became dead 
simple to cross-post your airbnb listing to Craigslist, 
AirBnb was able to hack early growth to 10’s of 
millions of users.

Dropbox Incentivized referral program

Roughly based off of Paypal’s invite system, Dropbox 
allows users to invite their friends for more space. 
This worked to help Dropbox grow from 100,000 
users to 4,000,000 in under two years.

Instagram cross-posting

By deciding to play nice with other services like 
Twitter and Facebook, Instagram was able to 
leverage the distribution of some very large existing 
platforms to help accelerate the growth of its service 
in the early days.

Youtube’s liberal interpretation of dmca

YouTube tried many tactics to gain differentiation 
over it’s competitors. In the end, YouTube’s growth 
hack was the only metric that mattered, conversion 
of viral buzz into users. 

Mailbox wait list

By creating an incredibly compelling launch video 
combined with a very cool interface that showed 
users how many other users were in front of them 
on the app’s waiting list, Mailbox created a large 
amount of social chatter and blog attention. Within 
six weeks, Mailbox had a million users signed up and 
eagerly waiting for the service.

Twitter’s suggested followers on-boarding

Once Twitter found that users who followed more 
than 30 people were most likely to become active, 
they optimized the user experience to encourage 
this behavior.

Pinterest auto-follow

Upon signing up for Pinterest, you are automatically 
following a select group of high quality users. This 
in turn helps alleviate the cold-start problem, where 
you have to go looking around the site to find 
boards and people to follow. Instead they present a 
sampling of high quality content immediately filling 
your feed.

Mint.com content/seo strategy

Mint focused on building a unique, personal, 
content-rich finance blog, which spoke to a young 
professional crowd that we felt was being neglected. 
Eventually the blog became #1 in personal finance, 
and drove traffic to the app. The infographics and 
popular articles became regular hits on Digg,  
Reddit, etc.
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       Don’t do things halfheartedly 5796. 1/2
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When you want to learn more about a particular 
topic, process, strategy, or industry, where do you 
usually go? If you’re like us, you look for experts 
and try to learn from them. If you’ve been blogging 
consistently week after week but you’re not seeing 
the results you were hoping for, it’s time to try 
something new. One strategy to drive more traffic 
to blog posts and reach new audiences involves 
publishing Industry Influencer Blog Posts. These are 
round-up style posts that include original advice, 
tips, and experiences from real experts who have 
agreed to chime in on a particular topic or question. 
They are great for building new relationships with 
influencers who are willing and able to help promote 
your content and bring new readers to your blog.
  
 
Examples Of Use    
  
Here are a few real-world examples of the Industry 
Influencer Blog Post:

• The Marketing Predictions Post From Forbes 

• The SEO Post From Ahrefs 

• The Blogging Post From Buffer

     
   
 
 

 
 
 

How To Implement This Tip

  STEP 1: 

Come up with your topic and think of one question 
you can send to your list of contributors. The trick 
is to make your question easy to answer, but broad 
enough to allow for a wide variety of interesting 
answers.

 STEP 2: 

Build a list of people you’d like to reach out to for 
your blog post. Then, create a Google Form that 
you can send to your list that includes your question 
and a spot for them to leave their names, titles, and 
company websites.   
 

 STEP 3: 

Send out emails to influencers telling them 
about your topic and asking if they’d be willing to 
participate. You can send them individually, or all at 
once using a tool like Streak. Collect answers and 
create your post.
   

RECOMMENDED TOOLS

• Google Forms
• Streak 
• Buzzsumo 

  
RECOMMENDED READING

• How To Create a Survey Form With Google
• How To Use MailMerge In Streak
• How To Use Buzzsumo To Find Influencers 

 

The industry influencer blog post
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Have a product or service you just launched and 
want to increase leads and sales as quickly and easily 
as possible?

Enter: The LinkedIn Email Blast Technique.
The LinkedIn Email Blast Technique is an extremely 
simple way to reach out to a potentially lucrative 
business demographic (people who follow you  
on LinkedIn).

There are two ways to put the LinkedIn Email Blast 
Technique to work.
  

Option 1: Manual Export and Email

Export your contacts from LinkedIn (under the 
connections tab), adjust the CSV file if necessary for 
your email service provide, and upload to your email 
service provider of choice like Mailchimp or Aweber.
From there, create a generic email template and  
send away.

Option 2: Automate with a CRM

CRM stands for Customer Relationship Management.
A CRM refers to a tool you can use to manage 
contacts. There are dozens of solutions out there 
(including free ones like insightly.com and zoho.com 
among others).
 
When you use Contactually, you can automatically 
integrate LinkedIn into your contacts list (and, if you 
want, sync that list with Facebook friends, email 
subscribers, regular Gmail contacts, etc.). Next, you 
simply select LinkedIn from your contacts list and 
you’ll see everyone that was imported via LinkedIn.

From there, you can use an amazing function called 
“ScaleMail” to send out generic emails to a large 
group of people, but configure them down to the 
individual recipient if you want.

Best of all – you can batch send these emails to 
make sure they have a better chance of reaching 
their destination. Finally, you can actually track every 
email that goes out to see who opens up the email, 
who clicks, who responds, etc. 

Get more leads and sales (the LinkedIn email blast technique)



A GROWTH HACKER’S GUIDE TO THE GALAXY

Contents Page 10

People always want to feel like they’re a part of 
something special, which is why exclusive invitations 
or offers work extraordinarily well as a growth 
hacking strategy. 

Look at Pinterest, for example. When Pinterest was 
first getting started, it was invitation-only, but allowed 
users to request an invitation if they wanted to join. 
After requesting an invitation, Pinterest sent out an 
email to prospective users explaining that the waiting 
list was quite long, but that eventually, they would 
be accepted to join. This helped the budding social 
network generate buzz and made users feel like they 
needed to be a part of the brand. 

From August 2010 to October 2013, Pinterest grew 
from 100,00 users to over 70 million, proving that 
exclusivity is an incredibly effective way to  
drive growth.

Just putting links to share a page on Twitter or like 
an app on Facebook isn’t enough these days, there’s 
got to be more of an incentive for a user to share 
your site. 

The best integrations of social sharing come in the 
context of the application. For example, when a user 
achieves a certain milestone or unlocks a certain 
badge, they’re presented with an option to share 
that achievement publicly. Perhaps the best, and 
most well-known example of a company that does 
this beautifully is Foursquare. When you unlock a 
badge, you’re presented with the option to share that 
achievement socially. A great way to boost your ego, 
and an even better way to drive brand impressions 
for Foursquare.

Go with exclusivity

In-app sharing
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Before you have your site live, get a pre-launch 
page up ASAP with a teaser about the company 
and a mailing list sign up to start building buzz and 
capturing potential users’ email addresses.

Taking care of influencers, and getting them into 
your product early can be one of the most impactful 
things you can do for your company. Using tools 
like FollowerWonk or Klout is a great way to find 
the influencers in your space — it’s then up to 
you to provide them with early access, a free 
account, or anything else to incentivize them to 
use your product. Nothing fancy here, just good old 
fashioned influencer outreach.

Influencer program

Build a pre-launch page
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Growth hacking requires patience and persistence, 
if something you’re doing isn’t producing the results 
you want, don’t be afraid to go in another direction 
and try something new.

You could run A/B tests on a million and one things 
on your website, from the background color to the 
font size, but there are only a handful of items that 
will really be important in affecting your business. 

One is your value proposition – you want to make 
sure customers know from the get go what they’re 
getting with your product and why they should 
choose it over your competitors.

Test your value proposition

Try something new
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Use the native platforms. Content marketing is all the 
rage and, seriously, what works better than simply 
creating awesome content (for example, Dollar 
Beard Club)? But did you know that a video posted 
to Youtube, then shared on Facebook generates 
far less viewers than a video uploaded directly to 
Facebook? Any content that is created (videos, blogs, 
article links) yields substantially higher views if posted 
directly to that platform versus sharing from, let’s say, 
Linkedin to Facebook.

You already take the time to create interesting and 
engaging content and simply posting a link across 
all of your accounts is a definite time saving strategy, 
but time is not what we are looking to save, we are 
looking to get people into our funnel!

What is the first thing you need to get from your 
prospect to significantly increase their chance of 
being activated?

You need their email. This is the key to long lasting 
relations. 

First — get their email. Everything else is later.

But, what if you need their name, surname, phone 
number, social profile, website, credit card data, or 
anything else that is super important to your specific 
case?

The answer for your specific case is: First — get their 
email. You can get the rest in the next step, or even 
later. Why? The more fields, the lower the conversion 
rate. For example, Noah Kagan`s submission form 
had four fields: Name, Email, URL, Revenue. He 
decided to remove the “revenue” field altogether, 
leaving only three fields — Name, Email and URL. 
This small change meant an improvement in his 
conversion rate of 26%.

Increase conversions

Go native
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So, let’s say you are losing customers/users; 
everyone does, even Facebook. Not to worry, in fact, 
you’ve already done the hard part by acquiring them 
initially. Since they already know who you are, it’s 
time to take a look at the data and find segments of 
users who have similar patterns. Take the time to find 
out why they left and what brings them back.

• Re-target them with ads. 

• Launch an email campaign to get them back. 

• Send them personal emails. 

• Offer them promotions.

 

Of course, it would be amazing to have the Wall 
Street Journal write a big article about your new 
app, and a nice feature on ABC would kick your user 
numbers into high gear. In reality, the big media 
outlets are pitched all day long to cover stories, so 
why do they have affiliates? If you aren’t the big story 
of the news cycle, there is no reason to know who 
you are. However, they do leave fingerprints!

Research and track who the big media outlets are 
connecting with for their stories. Get the name of 
the author and where they work and put together a 
spreadsheet with their contact info. Read their stuff, 
learn what they cover and find which reporters/
writers are in your space. Finally, pitch to them via 
email (there are many ways to find this information). 
This will not only lead to more traffic, but if the story 
is good enough, the bigger media outlets source a 
large number of their info from local affiliates and 
other sites.

Get coverage

Reactivate former users/customers
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How? Brand ambassadors. By integrating an 
incentive for brand ambassadors to onboard new 
customers or users, you are effectively creating a 
salesforce that will grow if the incentives are done 
right. Think Evangelism.

For instance, Uber incentivizes app users to share a 
free ride code with friends who are new users of the 
application in exchange of a free ride. Both people 
benefit. If you live in a large city, I challenge you to 
find a millennial without the Uber app. Odds are, 
you will not find one because of how effective their 
brand ambassador programs are.

No budget? No problem. There is a simple formula 
that if you follow, will allow you to leverage millions 
of dollars of research that companies have made 
available to you without you knowing.

Establish Target Demo + Gather Information from 
auxiliary industry within target demo + Strategically 
leverage the information = Success

For example, high-end retailers often do a lot of 
market research on household income before 
opening up a new store. For a larger, national retailer 
there could be close to 100 different locations.  If 
your product or service caters to a high-end crowd, 
improvise by targeting a guerilla campaign in those 
areas to drive traffic to you. Instead of “spray and 
pray” marketing, you’ve gathered information and 
are now making more informed decisions based on 
millions of dollars of research.

Improvise

Get others selling for you
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You must be thinking, “This doesn’t make sense? I 
need to scale!”. You aren’t wrong here, but if there 
is any emphasis on the importance of growing your 
startup in the early stages, it is to prove product/
market fit which is essential before attempting  
to scale.

A key factor when trying to find product to market fit 
is to be engaged with your early adopters. Give them 
a personalised experience that doesn’t feel as though 
they are talking to a robot. Not only will you be more 
successful but you will learn more as you go. Too 
many startups focus on automating nearly everything 
and this can be very dangerous.

‘The easiest way for web and mobile businesses to 
see and talk to their users.’ Intercom is a great service 
operating as a collection of customer management 
methods. With a script added to your site you can 
contact your visitors on your product website and 
inquire about feedback on the product or the site in 
an easy and well organised way.

Customer management

Do things that don’t scale
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Big businesses mean a big user base. This is your 
growth hacking playground. In your attempts to start 
growth hacking, it would be completely insane to 
try to make changes that would affect hundreds, 
thousands or even millions of customers. But you 
can start small – choose a small subset of customers 
that can act as a valid data sample and try to make 
some tweaks that could improve conversion rates, 
clickthroughs or any other metric you want  
to improve.

Amazon is a good example here. While the tech 
giant uses traditional advertising techniques – 
billboards, TV commercials and so on – they also do 
a considerable amount of “marketing” out of plain 
sight. Using a tiny part of its user base, Amazon will 
experiment with different banners, CTAs and other 
on-site features to see which ones convert best. You 
can do the same – pick one or two small things and 
run some A/B tests to see how you can optimize 
your site. Again, this is a low-risk and potentially  
high-reward activity that fits right into the growth  
hacker’s creed. 

Here’s how things usually shake down: Scrappy 
startups use experimental growth hacking techniques 
simply because they have no other option – there’s 
little to no money and no press knocking at the door. 
More well-established businesses, on the other hand, 
tend to be much more risk averse. They’ve built 
something that works, and they don’t want to deviate 
from what got them to the top.

But that leaves out the possibility of unlocking even 
more growth potential. There are ways you can 
retool some of your marketing initiatives to bring 
in even more customers. This brings with it the 
possibility that you may fail and fall flat on your face, 
but if you’re really thinking like a growth hacker, you 
won’t have invested a ton of money or time into any 
one experiment and… you’ve “failed fast”.  Result – 
The losses will be minimal while the gains could  
be huge.

Embrace experimentation (and the possibility of failure)

Don’t swing for the fences right away
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Think beyond the content! Yes, you need to do this.

Growth hacking is more about spreading your 
message to a huge community. Out of many tried 
and tested methodologies, one is – social media 
marketing. Agree with the fact that social media 
platforms are ruling the current digital market.

The stats given below will clear your doubts about 
social media engagements:

• The total number of active internet users in the 
world is – 3.175 Billion that is half of the world’s 
population 

• 1.925 Billion users opt for a mobile phone to 
browse various social media platforms. 

• There is a rise of 176 million users since the last 
year. 

• More than 12 new active users to add up  
every second.

The above stats show a remarkable rise in social 
media users. It clearly represents that in order to rise, 
a business needs to be available on social media.

Of course, we are telling you to leave the old 
traditional ways of marketing behind. But, It is not 
about leaving the registered trademarks of marketing. 
No matter what it is your marketing goals are and 
how the communication world has evolved, email 
marketing still remains the base of it.

Whether you want or not, your inbox is often loaded 
with multiple mails that are none of your concern. 
Email being the only medium for a well-formatted 
message is an optimal choice for spreading the 
message like wildfire.

Communicate with your customers personally 
and highlight the product launches. It gets easier 
to engage the customers with upbeat content, 
product updates, sign up deals, and smart product 
positioning.

Build a heavy email list

Social campaign
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Influencers are valued for their loyal followers who 
are ready and willing to listen. Companies can forge 
relationships with influencers in their industry to help 
promote services and products, so include them in 
your word-of-mouth strategies.

Studies show that marketing-induced word-of-
mouth programs generate twice the sales of paid 
advertising. But there’s more good news. They 
also retain at a 37% higher rate. Higher sales added 
to higher retention means more profit. To find 
influencers that are a match for your products and 
services, try Content Marketer, which will help you 
look up the contact information for anyone in  
your industry.

Turn your amazing content into a free cheat sheet, 
an e-book, or webinar, and require an email to 
deliver the goods. This doesn’t have to be insanely 
time consuming – just repurpose your most popular 
blog posts into a handy one-pager. HubSpot and 
KISSmetrics are great at this. 

Anything free that provides value can easily be turned 
into a marketing win if presented correctly.

Entice readers with access to special content

Connect with influencers to spread the word
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While the marketer of the past used mediums like 
T.V. and radio to spread the message about a given 
product, the growth hacker of today need look no 
further than your mobile phone’s contact list in order 
to reach hundreds of potential customers. 
 
Though it can seem a little icky, a number of 
companies find new users based on information 
gleaned from existing users’ contact lists or email 
address books. Blab, a video-communication 
platform, lets users chat with anyone in their address 
book regardless of whether or not they have the 
application. The invite to chat does, of course, come 
with a link to where the recipient can download Blab. 
 
You’re probably also familiar with this technique (or 
maybe not, depending on how carefully you read 
user agreements) from Facebook Messenger, which 
continually syncs your contact list so that you can 
invite non-users to join.

One of the most important parts of increasing profit 
is to never invent the wheel twice. That principle 
applies to systems, content, campaigns and more. 
Do you have an amazing phone sales campaign that 
you can repurpose into an automated email drip? Do 
you have existing fliers, brochures and sales letters 
that you can repurpose into online articles? Do you 
have a white paper that you can break into pieces 
and serve up on social media? Always look for ways 
to repurpose what you already have.

Growth hacking doesn’t have to lead to 
unsustainable burnout. When executed carefully, it 
can help you alternate between significant tactical 
growth periods with strategic growth.

Repurpose, Repurpose, Repurpose

Know people who know people
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Ever since Google created an algorithm to rank 
search results by relevance, websites have been 
trying to manipulate it with a series of techniques 
collectively known as Search Engine Optimization 
(hereon SEO). 
 
Getting to the top of a search result list virtually 
guarantees a higher number of clicks, and thus 
a greater degree of exposure for your website. It 
shouldn’t be a surprise, then, that companies spend 
a good amount of time and resource vying for the 
top spot. 
 
Groupon, a company that offers users discounted 
gift certificates from local and national companies, 
boosted its position in Google’s rankings by 
integrating a footer to its website that shows users 
additional Google links. 
 
Some SEO growth hacking techniques for 
businesses, like making sure your website uses 
keywords users are likely to use in a search, writing 
for users, and integrating links, are considered 
best practices. Others, like writing sentences 
composed only of keywords or cloaking additional 
links by making them the same color of your site’s 
background, are considered “black hat” and can get 
your site kicked off of a search engine entirely.

One lesson we can learn from the advent of 
Facebook, Twitter, and Instagram, is that people like 
to show their friends what they’re up to. 
 
Some startups, like the curated news platform Circa, 
are using that fact to reach millions of potential 
users by allowing their existing ones to share in-app 
content via text message. Since some 98% of text 
messages get opened, it’s a good bet that in-app 
sharing gives Circa a lot of exposure. 
 
Another iteration of this strategy, the row of share 
buttons at the top or bottom of a page, is a feature 
we almost completely take for granted, though 
doubtless it gives news sites and bloggers a huge 
amount of traffic they wouldn’t otherwise receive.

Let users show off

Optimize
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Before following someone on social media, people 
often ask themselves, even unintentionally, ‘what’s in 
it for me?’ Most of the time, posting amazing content 
on social media is a great incentive but as social 
media research has proven, people follow brands 
on social media for exclusive access to promotions 
and offers.

Therefore, a good strategy for growth hacking your 
social media is offering your potential followers 
special benefits through access to exclusive content, 
unique discounts or giveaways. This way, you are 
going to trigger their interest and start building a 
loyal community around your brand.

Every mobile application developer wants her or his 
work to become integral to the lives of their users. 
What better way to do that than by making it easy for 
users to integrate your app with all of their devices, 
and even with other apps? 
 
That’s exactly what the makers of Instapaper, an 
app that lets you save and manage texts you find 
online, did. Since the app automatically syncs with 
all of a user’s’ devices, the awesome recipe you read 
about on your tablet will be waiting for you on your 
smartphone or laptop when it’s time to start cooking. 
 
Automatic syncing is a great way to keep your users 
happy and your retention rates high, but it has been 
said that companies can go overboard - for example 
Skype by making unprompted radical changes to 
user experience. Here’s a tip for all you aspiring 
growth hackers out there: if it ain’t broke, you can 
still fix it, but not so much as to make your product 
unrecognizable to your loyal customers.

Sync content automatically

Provide incentives
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There is a reason why YouTube is one of the most 
visited websites – people love watching videos 
online. It’s an alternative to text, it’s a passive 
medium, and it can significantly enhance the 
engagement level of your website.

If you haven’t tried video yet, it’s a worthwhile 
venture. Why?

• It builds credibility and trust. 

• It has a positive impact on SEO. 

• Video is very persuasive. 

• It increases your searchability. 

• It can improve other facets of your marketing 
campaign such as social media and email 
marketing. 

• You can show your personality and leave a lasting 
impression on viewers. 

No one wants to fill out complex and time 
consuming signup forms on your website. The truth 
is that most users will abandon your website and 
look for alternative options rather than take the time 
to fill in their information. Social login eliminates the 
signup form barrier and makes it easier for your users 
to log into your website. 

By installing social network login, you can increase 
your website registrations by up to 90%, also helping 
to improve user experience, and simultaneously 
reducing bounce rates. This improves the odds of 
repeat visitors because users won’t have to worry 
about (yet another) username and password each 
time they visit.

Use social login

Create a video
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Injecting a little personality into your marketing 
can do wonders. While most marketers want to 
publish insightful blogs, breaking industry news, offer 
insightful statistics, and gain industry recognition as 
an expert in their field, it’s also important to create 
some balance in your marketing.

This is especially important for traditionally 
“boring” industries such as insurance, banking, and 
technology. State Farm, Progressive and GEICO are 
all great examples of companies that took dry and 
serious subject matter and spiced it up to make it 
more engaging and personable.

“I found time and time again that when I inserted 
my personality into my content, or even just wrote a 
lighthearted blog post, people responded favorably. 
Behind every business is a consumer, and most 
consumers won’t run from a voice they can relate 
with,” says Lara Hendrickson, Director of Marketing at 
People Pattern.

Knowing what your audience wants, where they 
hang out online, and how they interact with content, 
websites, and other users, is the key to creating a 
successful growth hack.

At its core, marketing is really about giving your users 
what they want. You can learn about these wants 
using social marketing and analytics tools. While 
Google Analytics and social insights from your social 
media accounts are helpful, here are 2 alternative 
tools worth trying:

CrazyEgg: This shows marketers how visitors interact 
with their website through the use of “heatmaps,” 
which provide a visual representation of the areas 
most clicked on by visitors.

Optimizely: This allows marketers and site designers 
to test changes to their webpages before they 
actually put their final redesign into place.

Using these tools will help you to better understand 
how your users are engaging with your website and 
how you can improve upon their user experience - 
helping you to increase conversion rates while giving 
your users what they want.

Learn what your audience wants

Add personality to your marketing
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The usability advice comes from – who else – Twitter 
co-founder and Square CEO Jack Dorsey. Both 
companies’ success stories are intriguing, but here I 
will only focus on how Square was conceived.

Square is a way to seamlessly purchase anything in 
a store. It enables small business owners to accept 
credit card payments. You no longer have to stand 
in a long line or use cash – quite a good base for a 
product that people will love.

Of course, Dorsey already had the resources and 
the contacts to start his new company but he did 
not rely solely on that. He had a perfect product 
and a marketing strategy. He even made a list of 
“140 Reasons Why Square Will Fail” and sent it to his 
sponsors to prove that he is prepared for all possible 
future scenarios. Now, that’s what you call a  
startup pitch!

The days of the 300 word blog posts are long gone. 
While there is still room for a shorter and concise 
post here and there, today’s SEO landscape is 
focused on high quality content. This means longer, 
more in depth, insightful, and thorough content.

Longer posts have a significant impact on SEO and 
engagement. “According to some incredibly detailed 
research from serpIQ, the top 10 results from Google 
all have a minimum of at least 2,000 [words]. The 
reason? Because Googlebot, Google’s web crawler, 
looks at every piece of content on a page, such as 
words, titles, and whatever other information you’ve 
shared. So, when you have post that has around 
1,500 words, you have more flexibility with keywords, 
meaning that you’re not limited to one or two 
specific keywords,” - says John Rampton on  
Forbes.com.

Longer content posts are more shareable. “It has 
been found that posts which contain more than 
1,500 words gained 68.1% more tweets and 22.6% 
more Facebook likes,” Rampton adds. Longer 
posts get shared more, leading to greater visibility, 
engagement and interaction.

Write longer content posts

Make sure your product is actually useful
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So we touched on this earlier (repurpose!), but 
we wanted to give you another example of this 
technique which is employed by many online 
businesses, especially social networks. Another 
recent example is the new social network Ello, which 
not only claims to be the only network that will never 
serve ads, but also requires an invite if you want to 
join the site. This is not a new technique, sites have 
been using the invitation only ploy for some time. (As 
we mentioned earlier with Pinterest’s invitation only 
hack). Ello has seen a huge response to its invitation-
only set-up.

“The barrage of traffic we’re getting right now is 
unexpected and unplanned-for,” founder Todd 
Berger told The Guardian. “I don’t want to say it’s 
throwing us off our game, but it is a little bit. It’s a 
deluge. In terms of new sign-ups, the quantity of 
data we’re processing is unbelievable.”

The reason for this sudden jump in traffic was 
simple. They offered something different, which the 
market was ready for in the wake of a number of 
high-profile privacy concerns from the other social 
networks. This, and the lack of being able to sign 
up immediately meant that Ello was soon swamped 
with requests. It may have been unintentional on 
the part of the owners, but it was a growth hacking 
technique all the same.
  

When your business is growing as fast as Ari Talja’s 
Angry Birds, you surely need a high quality database 
system to store customer information, billing  
and subscriptions.

They anticipated a rapid growth and reacted quickly. 
They developed their own database system and 
managed to keep the users satisfied and as a result 
their service never deteriorated. When you handle all 
the data well on your end, you ensure positive user 
feedback, which is always essential for maintaining a 
company’s growth.

Databases everywhere: the importance of a good database system

Make users feel special
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If you have an ecommerce site, you may get 
discouraged by abandoned carts. Most of the time, 
it’s not that the customer doesn’t want to shop with 
you—something gets in the way of completing the 
checkout. If they’re running late, and have to shut 
the laptop down, or their smartphone dies, you 
lost a customer that was nearly sold. Use an email 
message to remind them to make their purchase, 
with images of the lovely items they left in their cart.

Medium has made a huge splash in the world of 
content by taking a community-driven spin on 
content publishing. It’s wonderful interface allows 
you to write collaboratively alongside many other 
quality writers.

It’s also a great place to occasionally repost your 
content; Buffer has recently been using the Medium 
platform to share their content, new and old.

Repost your content on Medium

Take advantage of abandoned cart emails for ecommerce
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Your signup page should simply require an email, 
which will also serve as their username, and a 
password. Growth hacking pros recommend that 
you refrain from asking for a separate username or 
to input a password twice. Make it as painless as 
possible and you can glean more information later.

It’s also a mistake to make your potential customer 
travel to their email account to click a confirmation 
link to begin their shopping, product, or service 
experience. When they first sign up, allow them to 
login automatically. You can ask them to confirm 
their account later, too.

Use a hello bar-style fixed position signup form to 
encourage your website visitors to sign up for your 
emails or blog posts. Make it easy for your visitors 
and they will sign up to learn more about you and 
take advantage of offers.

Implore your site visitors to sign up for your emails or blogs

Make sure signing up is painless for your website visitor
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Selling online? Give customers the option to pay 
annually. You can reward them with discounts like a 
percentage off the entire package or a month free. 
With this option, you get the capital up front which 
can be put back into marketing. Plus, your customer 
may see this as another convenient option you 
provide to make their lives easier. This encourages 
customer retention.

A free trial is an awesome growth hacking tool, but 
let’s take it a step further—how do you convert those 
who let their free trial expire? Allow the people who 
are nearly through the funnel to extend their free trial 
for a limited amount of days. Even better, send them 
a brief but informative email about how to get the 
most out of your product.

Extend your software or service’s free trial to encourage conversion

Experiment with an annual payment structure that provides a customer discount
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This technique may seem obvious, but many 
businesses fail at building an active, engaged online 
community for their products. Online communities 
can take many forms: a dedicated forum integrated 
into your site, a Facebook fan page, a LinkedIn 
group, etc. The location of the online community is 
not important, having an active community of brand 
evangelists and influencers is. They will provide you 
with informal social validation, the type of persuasive 
validation that new customers need when finalising a 
purchase decision. 

Online communities also give users the ability to 
discuss, engage and interact, providing you with 
valuable insights into your product and / or industry. 
The key to building an effective online community 
is to build up a large number of existing contacts 
before you launch the community. Identify and 
provide real value to your early adopters to make 
them love you. 

Launch blogs, host competitions, comment on 
other blogs and review other products. The goal is 
to ensure that people within your industry know and 
trust you before you launch the community… if you 
do this in a sincere, genuine way, everything else 
becomes a lot easier. 

There are lots of services like FreeAppADay that 
charge money to send your app discount to their 
huge database of customers.  But that’s not all. 
The bigger picture shows that many websites have 
algorithms that can automatically tell when a paid 
app becomes free and they promote them for free 
to their users on their site.  Therefore if you have an 
app that you were planning on being free, it might 
actually be better to start out with it costing $1 and 
then after a week you make it free.  All of the sites 
like AppShopper that use these algorithms will find 
your app and you can potentially get thousands of 
downloads from this.  True they might not be the 
best users, but it will give a good kickstart.

Drop the price of your app

Create online communities
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Social advertising is a great way to drive traffic to 
your website. Why? Because of the advanced ad 
targeting options social networks have to offer. If you 
know your target customer well, you will be able to 
easily create ads that will end up in their Facebook 
news feed or LinkedIn homepage.

How specific can you get? On Facebook, you can 
target men in their 30’s who are CEOs and like Audi 
in Los Angeles with an estimated reach of 230 – 
510 people. You can target a similar audience by 
targeting the same demographic in a group for Audi 
owners and enthusiasts with an estimated reach of 
less than 1,000 people.

The three keys to success with social ads are 
targeting your niche as closely as possible, using 
a strong call to action in your ad copy, and driving 
the traffic to an appropriate landing page. If you do 
these three things, you’ll have a high rate of social 
advertising conversions.

Email marketing is still the number one way of 
finding both leads and conversions. If you can build 
up a good sized email list, you have a guaranteed 
way of reaching your audience and generating 
profits. But it is also a great tool for building hype.

Going back to landing pages, you can start getting 
potential customers before you ever launch. But 
don’t just take their email addresses and then do 
nothing with them until that launch occurs. Take a 
few weeks to build up the excitement, and make 
people eager for your product.

Set up a service like MailChimp, so you can regularly 
release update emails. Ask for feedback, and let 
people know how the launch is coming on. Provide 
relevant industry news, or connect them to your 
blog. Communication once a week can have a huge 
impact on conversions later on.

Build hype through communication

Social ad campaigns
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Going viral is the second most accomplished tactic 
used by growth market hackers to seduce customers 
into submission. A typical example of Dropbox which 
saw its sign ups experience a jump by about 60% 
stemming from friend referrals. In this particular case, 
the users were given an easy and rare opportunity to 
tell each other of the product existence. The ease is 
a further added flavor by availability of both emails 
and link referrals that can be utilized by users.

It is noted that people receiving referrals from friends 
have an increased tendency of trust towards product 
advertisement of these forms and will usually 
get appraisals for passing information to friends 
regarding such a service. Social media platforms are 
a one more window for growth market hackers to 
throw in their bid in an attempt to draw  
massive following.

With applications such as Twitter, Facebook and 
LinkedIn having several buttons such as like us, 
follow me and connect, hackers can utilize these 
commands to ignite attention from social media 
users. It’s so important to ensure the process is both 
fast and simple for users, to allow them have an 
easier time. A typical example of Dropbox that calls 
on unregistered users to sign up for accounts before 
enjoying its services sets the stage for going viral. In 
this context, simplicity is the way to go.

If you are investing in content development (blogs, 
infographics, videos, presentations, webinars, etc.), 
then you need to have a content promotion strategy.

This strategy should be a checklist that you go 
through each time you publish a new piece of 
content. The goal is to gain the most exposure and 
thus gain the most traffic for each piece of content 
you create.

Your content promotion strategy should, at bare 
minimum, include sharing your content to your 
email list and all of your social channels – Facebook 
posts, Tweets, Pins, LinkedIn shares, etc. You can 
go further by participating in social media groups, 
forums, and other networks where you can share 
your content when it becomes relevant to answer a 
question. 

Content promotion strategy

Going viral
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In this aspect, any formidable growth hacker that 
is poised for the kill must understand that rapid 
and steady growth is channeled in two forms. 
Social sharing and SEO is regarded as a source of 
slow but steady growth. Temporary tactics that 
may mushroom from time to time and campaigns 
are responsible for rapid growth that is also 
unsustainable.

Understanding your customer involves graduating 
in the school of thought that involves familiarizing 
yourself with the principle rules that govern growth 
hacking. Comprehending your customers’ language 
involves getting to know the articulations of the 
customer problems. In addition, know what it 
implies, and this is the first letter in the growth 
hacking alphabet.

The first Growth Hacker Marketing tactic employed 
by successful hackers is its particular focus towards 
the application of automated technology. The 
grand question that should stay afloat in the mind of 
every growth hacker is “how do we undertake the 
automation of this?”

Automation can usually be undertaken by use of a 
number of methods to achieve the desired results. 
Endorsement is one of the known ways in which 
automation can be done, though this may involve 
taking a gamble with the possibility of desirable 
results. Telling the press about everything you are 
doing will keep the business in the public eye for 
a long time and guarantee a number of users that 
reaching them could otherwise prove elusive.

Use of influential figures is also a good way to 
automate membership following and is bound 
to attract a steady stream of interested followers. 
Automating distribution by having other renowned 
markets working in association with your site in ways 
that benefit users differently is a good way to do this. 
In the same context, result oriented growth hackers 
are always examining and reexamining indefinite 
possibilities in which certain things can be done.

Application of automated technology
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Don’t just focus on your product. Think about who 
your customers are, what they care about, and 
where they hang out. Embracing and engaging with 
your customers means understanding them, their 
needs and desires. Once you understand these, 
you can connect them to your product by creating 
interesting and valuable content that is helpful and 
attractive. Give your customers more than just your 
product – give them something important and useful 
to show that you understand them and their needs. 
You can also consider creating special content or 
features for your most engaged users. The goal is 
to become part of your customers’ everyday lives, 
not just a company at the other end of a financial 
transaction. Content marketing is great not only for 
user acquisition. Check out how KISSmetrics does a 
good job.

You all know the story of Twitter and how they 
found that users who follow more than 30 people 
are more likely to come back and start using Twitter 
regularly. That’s exactly the kind of knowledge you 
need. Define your Aha! moment, dig deep into your 
analytics and find out what makes people come back 
and use your product. Ask your customers when the 
Aha! moment happened for them, and use it. 

You can extend some features, make some more 
visible to users, and you can direct first time visitors 
to the crucial point or, like Twitter, force them to take 
a certain step. You should constantly be trying to 
make the user experience easier.

Where is your Aha! moment?

More than just a product
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Keeping your users interested is not easy if your 
product isn’t developing and offering new features. 
Find out what customers are looking for. It’s easy to 
overlook new features, especially if someone is used 
to the product and using it in a certain way. To make 
sure users notice improvements, ask them to try 
them out and give you feedback. 

You could make it exclusive for most active users 
to test new features, they will definitely feel special 
when you ask them. No product can survive without 
adjusting to a changing world and the evolution of 
users’ needs. The biggest players, like Facebook and 
Twitter, are always changing, fixing and improving 
their features based on thorough analysis of user’s’ 
experience and behaviour.

Getting your monthly paying customers to switch to 
an annual plan is the best way to keep your churn 
figure low and your cash flow healthy. Unfortunately, 
people are often reluctant to make long-term 
commitments and are highly unlikely to sign up to an 
annual plan if there’s nothing extra in it for them. This 
is why most companies have promotional offers for 
upgrading from a monthly to an annual plan, such as 
20% off, a month for free, or extra features and gifts. 
Offer the best you can to users who choose the 
annual option and make sure it’s really clear in your 
pricing how much they are saving. To help convince 
monthly users to upgrade, send them an email with 
information about your annual discounts near the 
end of their first month.

Make it annual

Changes
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The idea of remarketing is to make people who 
have already visited your website come back, and 
it’s the most popular way of increasing retention. It 
can be really effective and is cheaper than regular 
ads because it is only displayed to people who 
already visited. This also provides an opportunity for 
a customized message. By adding a remarketing 
pixel to certain subpages, you can personalize 
your ads depending on what users saw or did on 
your website. This allows you to inform existing 
customers about items of interest, such as extra 
features, industry conferences or your  
other products.

Don’t make the Daft Assumption that users who 
aren’t active have ditched you forever. We use so 
many applications on a daily basis that it’s really 
easy to forget about some, even great ones. Maybe 
that’s what happened to your product. Maybe the 
user didn’t understand it well enough. Maybe they 
got bored of it, or it just wasn’t the right fit at the 
time. This doesn’t mean that inactive users are 
lost forever. They may still be interested in your 
product, but need reminding about it, or they might 
be swayed by offering them something more than 
when they last used it. Releasing new features is 
great opportunity to do this. Contact these drop 
outs by e-mail or make a phone call if possible to ask 
why they stopped using your product. Most people 
will appreciate the personal touch and feel your 
company genuinely values them.

Inactive users

Remarketing

http://www.daftassumptions.com/
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Even if your product is awesome, there is no 
guarantee that people will use it all the time. 
Sometimes it’s just a matter of bad timing, 
sometimes because other priorities crop up, and 
sometimes people simply get distracted by novelties 
and forget about your product. 

One of the easiest ways to ensure your customers 
don’t forget about you is to be present and engaging 
in their social media life. The best tool for making the 
relationship personal is probably Twitter, because it 
allows super-easy interactions in the brand-customer 
line. There is nothing stopping you from mentioning 
individual customers in your official profile, saying 
‘hi’ or simply retweeting their messages. The trick 
is to pick the right individuals. For this, you could 
trade something valuable (extra content, additional 
functionality etc) for a Twitter follow. The rest is up 
to you, but something is always better than nothing 
when it comes to reminding people that you exist. 

Rivalry is a great motivating factor, which is why 
the best online businesses have learned to harness 
it. Collecting points, chasing people in rankings 
and contributing to common results keeps users 
engaged. LinkedIn, for example, have done a great 
job of implementing endorsements, which has 
encouraged members to interact with each other 
more. The system also means that a member 
who puts in the time and effort to gather a lot 
of endorsements is much less likely to abandon 
the platform. There are plenty of other examples: 
mayorships on Foursquare, progress tracking and 
badges on Codeacademy and status earning on  
Moz blog.

Gamification

Twitter shoutouts
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Another way you can bring a large new audience 
to your website or blog and to convert even more 
of them into paying customers is to give something 
away for free. This is a strategy that seems off putting 
to many bloggers and business owners as it seems 
counter intuitive. In fact though, giving stuff away for 
free is one of the best ways to get them to pay for 
your other things.

Not only does giving away a freebie demonstrate the 
value and quality that you’re capable of delivering 
(and get them ‘hooked’ on your products) but it also 
enables you to entice people to sign up faster than 
they otherwise would.

An excellent example of a freebie is a free eBook. 
With one of those, you can then encourage people 
to sign up to your mailing list, to visit your website, 
or to open your e-mail marketing message. Or 
alternatively, you could go another tact and just try 
to get as many people as possible to have a copy of 
your free eBook on their computer and then market 
your business through that book. Some companies 
give eBooks away for free on Kindle and Amazon for 
instance, and then just fill the copy with references 
to their website and with reasons to buy  
their products.

Predominantly, content marketing is about the 
‘slow burn’. Most marketers use this strategy as 
a way to gradually build more of a following and 
more trust with their audience. Then, once they 
have established themselves as thought leaders and 
experts in their field, they will be in a position to start 
selling things.

Alternatively though, social bookmarking can be 
combined with content marketing in order to get 
immediate results. To do this, you just need to think 
of a unique concept for an article or a blog post. 
Ideally, you should have a target audience in mind 
when you write it - and you should know a great way 
to reach that target audience to get them interested.

Most important of all though, the title should 
promise something unique and different from any 
other website. This should be something that you 
would read yourself if you saw the title on Facebook 
or on another website. That means it should have 
an ’emotional hook’, it should be controversial or it 
should provide real value by giving instructions and 
information on a fascinating topic that hasn’t been 
fully explored much online before.

If you can do that and then post a link to that 
content in the right place, then you can potentially 
start seeing hundreds of thousands of new visitors 
that day rather than waiting to slowly build up  
an audience.

Social bookmarking and great content

Give something away
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Consumers’ information is fragmented across a 
lot of platforms and programs, and offering to 
consolidate it or link to it within your product is 
powerful. However, ask for permission. You don’t 
want to experience the backlash against Google for 
adding all YouTube comments to the G+ feed. What 
you choose to integrate depends on what your data 
tells you is most useful for your users to do. It could 
be email, it could be social media, it could be their 
Dropbox account.

Before going ahead with an integration, do some 
customer discovery and find out what your users 
actually want. You can also research the FAQs of 
close competitors (which are usually public) to find 
out if there is one common integration they are 
lacking (or if there is one core integration that must 
be done). Some competitors will have a “requested 
features” page in public, which is also useful.

It’s essential, particularly for hardware companies, 
to exhibit at fairs and conferences – even meetups. 
There is still a significant portion of business people 
(especially if you are dealing with senior managers) 
who do business in person. There is also the 
connection people can make with experiencing 
your product in “real life”. It’s an opportunity to add 
a passionate face to the people behind the product 
and to show expertise in the industry. These are 
powerful and lead to increased trust. It’s particularly 
fruitful if a single account for your product is  
worth thousands.

A live demo for less tangible products like SaaS or 
games is also a valuable opportunity to do market 
research. What are the bottlenecks that prospects 
hit when on your websites? Where do they begin 
to lose interest? Is it overly complex? Sure, you 
can get some of this data with heat-mapping and 
eye-tracking tools but there’s nothing like the detail 
of doing it with a real person. Also, if the event or 
exhibition is super-targeted to your niche it will 
provide many high-quality leads in one fell swoop.

Events, Conferences, Exhibitions

Integrate
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I cannot emphasize enough how important 
personalization is in B2B relationships. No matter 
what stage of the sales cycle, personalize where 
you can. Use your real name, use their real name. 
Mention their business in emails, identify with the 
pains they have in their line of work. Through tools 
such as Intercom and MailChimp or networks such 
as LinkedIn, you can discover this data. Humans 
respond to being noticed. Cold automation doesn’t 
inspire the same response. Segment your email 
database accordingly so that the messages sent 
resonate emotionally with the recipient. Otherwise, 
you’re just wasting an opportunity. 

Pretty much everything Google (bar advanced 
Google Analytics) can be learned intuitively. Because 
of the influence of Google, they often don’t even 
need to explain how their apps work beyond an FAQ 
document. On Udemy, you can find Google courses 
by people who decided to learn and pass on the 
information themselves. There are YouTube videos 
explaining how to use Google tools by non-Google 
affiliated individuals.

If you can’t make your product that simple, test 
the best way to show users how to figure it out in 
as short amount of time as possible. It may not be 
what you assume. Or, offer in-house training as part 
of the deal. However, if you are offering your SaaS 
product internationally this could prove problematic. 
Perhaps you can live-train teams and individuals over 
video calls? In any case, people getting fatigued or 
frustrated with learning how to use your product 
is a major source of friction. Test solutions on live 
participants to find out what works and what doesn’t.

Make your product so easy to use it requires no training

Customization and personalization
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Many have a pet peeve with the phrase “powered 
by” but the meaning is still fine. Qualaroo advocates 
it. WordPress uses it. The point is to get businesses 
who are using your product or service to mention 
somewhere in their header or footer that they use 
you. My company, Twoodo, might like to have 
“collaborating through Twoodo” stamped on the 
landing page, since we are a team collaboration tool. 
It’s a stamp of trust that promotes brand awareness.

Hotmail suggested that people invite a friend. It 
revolutionised their business. Hubspot makes it 
required that at the end of each blog post there is a 
call-to-action. If you have been successful in gaining 
access to a potential user in some way, try to find 
ways to set up “suggestions” for them to follow. It 
could be “sign up for our newsletter” or “request 
a free 15min video call” or “try us for free for two 
weeks”. Don’t leave them hanging! Choose the best 
CTA for the situation. If you have identified someone 
as a middle-manager, a link to an article on change 
management will be much more valuable than a link 
to an article on how to make a great Powerpoint 
presentation (the logic being they probably  
already know).

Find ways to suggest to users what to do next

“Powered by”
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Bottom-up technology adoption is becoming 
commonplace, especially with BYOD (Bring your 
own device) policies in enterprises nowadays. This is 
where B2C can convert to B2B. If enough individuals 
use your service or product, it is in the enterprise’s 
best interests to apply it fully and exert some control 
over it. This is how Yammer started out. Skype is also 
arguably in this category as well. How can you make 
this happen?

When a person signs up with their work email rather 
than personal email, it indicates the intention of 
using it for work. If multiple sign-ups come from the 
same company email, you can design emails that 
suggest getting the whole team or company on 
board. Or, you can use an instant messaging tool to 
chat with one of these workers. Ask directly if they 
think the manager would be interested to talk with 
you about testing it on a full team or department.

This is an overarching point which combines the 
points on content, emails, newsletters, free tools and 
so on. But I want you to think of other ways beyond 
these where you can help your users. For example, 
Optimizely holds and annual conference called 
OptiCon. Here, Optimizely enthusiasts get to nerd-
out about their favourite tool and people considering 
using it get to meet users and learn more about it. 
They will also learn about A/B testing and  
data analytics.

I’m not saying you have to organize a conference, 
but you can easily hold a meetup. For example, 
3DHubs in Amsterdam hold meetups for 3D printing 
fanatics to get together, and for people interested to 
come learn about it. Think about what you can offer 
your community and how it could also attract or 
convert new users.

Help them

Become a critical part of enough of the employees workflow
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You’re busy with the thousand-and-one things it 
takes to run a business. Why not find resellers, who 
have the contacts and know the landscape, to help 
you out?

Some helpful resources to get started:

• The Reseller Network 

• B2B International – Distributor Research

Talk to fellow business owners that have tried 
resellers and get connected through them.

A neat method of advertising is how uGift leveraged 
wifi hotspots in Ukraine. Business people spend a 
lot of time in wifi hotspots – hotel lobbies, airports, 
trains, conferences. Plenty of B2B opportunities. 
How it works is that before a person can access 
the wifi, they see an ad for uGift. They set up a 
relationship with the wifi provider in order to do this.

Here’s a leaf from traditional marketing: walk in the 
shoes of your ideal users, and try to think of novel 
ways to advertise in the places they go and things 
they consume (but not just for brand awareness – 
the ad has to compel an action to  
be taken).

Wifi ads/ads in alternative places

Partners, resellers, VARs
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Social profile branding correlates with the design 
of your startup. Consistency is also very important 
for users to have a sense of belonging and strong 
awareness to your brand . Social media is the best 
starting point for marketing when it comes to 
early traction for your startup, but also increasing 
engagement and retention with your customers. 
There are many guides to help you grow your social 
media accounts and engage with users, and if you’re 
a startup with low capital, then social media is the 
best place to start.

This is often underutilised with many startups and 
SaaS businesses. It does come down to what your 
startup is offering as a product or service, but this is 
a strategy that many of the world’s biggest startups 
implemented for their initial growth stage – and 
many still have it today. The classic example for 
virality through referral campaigns is Dropbox (again). 
If you’re not convinced that referral campaigns will 
work for you, Dropbox went from 5,000 to 75,000 
users in one night.

Virality through referral campaigns

Social profile branding
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There’s many ways to interact with community 
niches both online and even offline. Depending on 
your target users or customers, online communities 
are a fantastic streamline for your product and your 
overall online marketing strategy and there are many 
communities out there to promote your startup. 

Online communities aren’t the only answer for 
distributing your startup to your target audience. 
Offline can be a powerful way of engaging with 
your target audience. This can be done through 
events, meetup groups, promotion flyers for niche 
community events, or even parties – just like how 
Tinder acquired it’s users when it first launched.

It’s incredible to see the amount of new tools being 
released each day onto the market. Many startups 
don’t realise that a problem they may have in trying 
to grow their startup, can be solved with a cheap 
tool online. Product Hunt releases new tools each 
day in relation to anything growing your business. 
Also, growth hacking forums and communities such 
as Growthhackers.com is an awesome place to find 
the best guides to grow your startup.

Distribution through community niches

Try out as many tools as possible
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Collaborating or partnering with another influential 
business could help your startup in more ways 
than one. Mutual marketing campaigns help 
entrepreneurs flourish by making them work 
together instead of working against one another. 
Join forces with someone else, promote each other 
for free and spread the word about your startup 
faster. You choose your partners, so you would be 
driving targeted potential customers to your startup 
and the work is half done.

The early adopters are the key to a start-up’s success 
and make sure you are not disappointing them. 
Once you stop appealing to them, it would be 
much harder to get to your next goal of acquiring 
customers. Be active on sites like Betali.st, that 
showcase up and coming startups that will soon 
be going into beta mode. Get your early customers 
from such services and provide your early adopters 
with valuable information and  
informative newsletters.

Hook your early adopters

Take collaboration to the next level
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This growth hack is probably one of the most 
popular hacks. It works extremely well for new 
businesses that have no foothold in the  
marketplace already, and works even better for 
established businesses (that have solid  
connections and partnerships).

First, you must have a product that you can 
giveaway. This works best if you can:

• Giveaway your own awesome product or service 

• Partner with other vendors to giveaway your 
product + their products combined

Gleam is an embeddable widget, you can run it 
anywhere. This means you don’t necessarily have to 
run your campaigns on your own site. 

It’s a similar concept to guest posting on blogs. 
When you have no audience, quite often it can make 
sense to partner with popular blogs to get your 
awesome content out to their readers – which in 
turn helps grow your own personal audience.
 

You can use a powerful heat map tool as mentioned 
earlier like CrazyEgg to track detailed metrics about 
your website, learn why you are underperforming 
on conversions and work on it. You can visualize 
activity on your web page and place your CTA 
buttons where users are most likely to click. You 
can minimize your bounce rates and improve your 
conversion rates by useful information from such 
services. While you’re building an efficient startup, 
take care to listen to your customers and keep an 
eye for constructive criticism and feedback to work 
and improve on those specific areas.

These are few of the effective growth hacking tips, 
while there are many more strategies to improve 
your startup further. If you have other advice or 
suggestions to growth hack a startup, feel free to 
share them with us @huddlecreative.

Track your product and listen to customer feedback

The distribution hack
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Of course you have a form on your blog to collect 
email addresses but don’t stop there!

There are all kinds of ways to use pop-up forms and 
interstitial ads to ask people to subscribe to your list 
but there are more creative ways to bring people on 
board too. Twitter, for example, is a very cool way to 
collect email addresses. All you need to do is create 
a Lead Generation Card and you can start collecting 
email addresses for free.

You should never really need an excuse to run a 
competition. But if you do, then it pays to align with 
holidays, events or times of the year that you can 
leverage. Did you know that March 2015 is Umbrella 
month? Nor did I. You can also align with recent 
achievements or milestones. For example when you 
reach a Twitter milestone, Facebook milestone or 
even a company milestone.

A good example of this is when Beardbrand ran their 
yearly No Shave November (or Movember as we call 
it in Australia) contest.

This was a fantastic idea for a number of reasons:

• There’s a lot of hype during November for this 
event 

• It’s for a good cause 

• Millions of men around the world participate 

• Eric and his team were able to piggyback off the 
fact that there would be lots of unshaven men 
unsure of whether or not to keep their beard at the 
end of the month.

  

The holiday or milestone campaign

Collect email address everywhere, even on Twitter
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Saw an amazing blog post that’s not your own? You 
can still take advantage of it by sharing it in your own 
social media channels. Always add a “via” link to your 
share so that the author is able to see that you’ve 
shared their content and they’ve been given credit.
 
Sharing third party content is beneficial in many 
ways:
 

• You show industry-specific knowledge 

• Your social media feeds have more  
interesting content 

• You build a relationship with other blogs  
and companies 

• Bloggers might share your content in return

  

News hacking is basically taking any breaking news 
and creating a story or a social media post circling 
around your company and the event. Keep an eye 
on trending hashtags on Twitter and use tools like 
Buzzsumo to be aware of popular topics.
 
Remember: news hacking only works in real time, 
you have to be really quick and creative to win this 
battle over people’s attention.

News hacking

Share content from other sites
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One of the best marketing techniques Uber has 
come up with is the invite-based reward. Whenever 
you invite a new friend to join Uber and use its 
service, you both receive free credit for riding a taxi. 
If you’re a B2B company, offer rewards to users 
who invite or suggest a new client to your business. 
You can organise a prize draw for those sharing 
information about your product with their friends or 
give people a discount in return for promoting  
your service.
 
Growth hacking technique: Offer extended trials in 
return for tweeting about your service or product.

You’ve probably heard a dozen times that small 
starting businesses should ask to guest blog on big 
platforms and websites. Instead of publishing your 
valuable content on third party websites, get others 
to guest blog for you. If you have grown a notable 
social media followership, other small businesses 
may be interested in writing for your company’s blog.
 
Target small businesses or starting bloggers that 
write about the topics similar to your own content. 
In return, you can offer sharing their other content 
in social media or give them a free period of using 
your product.

Find guest bloggers

Invite based rewards
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All social media channels provide free analytics tools. 
If you’ve shared your content on Twitter, it’s really 
easy to utilise analytics in order to find out which 
posts performed the best. You can determine which 
posts were the most clicked on or delivered a higher 
conversion rate, you can use them for social media 
ad campaigns. Promote a tweet that had the most 
likes and retweets. This way, even a larger audience 
sees your content and visits your web page.

Growth hacking tip: first see which posts work the 
best on Twitter, then share the best-performing 
ones on LinkedIn and Facebook organically to see if 
they’re popular in the other social media channels. 
After you’ve discovered the best-performing posts, 
advertise them to a larger targeted audience.

Everyone can create a generic Facebook ad and pay 
for advertising it to all types of audiences. If you have 
a huge marketing budget, there’s no problem with 
that. Except that if you’re running a small starting 
business, you’re likely to count every penny.
 
To get higher results and increase the conversion 
rate of social media advertising, build user-profiled 
Facebook ads. For example, create different ads 
with various landing pages for real estate and 
media companies. Or target millennials and elder 
generations with a different message.
 
Before creating any ads, make sure you know your 
audience, their interests and demographics.

Build custom, user-profiled Facebook ads

Advertise your best content
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Growth hacking has become this big, bloated and 
misunderstood field. Hire a growth hacker.

Growth hackers don’t grow on trees. Growth hackers 
have become as common as the self-proclaimed 
“social media gurus” littering the Twitter landscape. 
People like to use the word “growth hacker” in their 
LinkedIn title, because it sounds trendy and they 
attended a webinar on it.

Be careful when selecting, vetting, and hiring a 
growth hacker. Do your homework on growth 
hacking so you can hire a good one.

Micro data (also called rich snippets) are the few 
lines of text that appear under every search result. 
They were designed by Google to give users a sense 
of what’s on the page and why it’s relevant to their 
query. In other words, rich snippets provide you 
with a few additional characters to convince your 
readers that your link is worthy of a visit. With some 
HTML skills, or a bit of help from Google’s Structured 
Data Markup Helper, you can control what is seen 
here.  Rich snippets have been proven to increase 
attention and click-through rates by 20-30%. You can 
be as creative as you want in developing this, as the 
more original and intriguing the data, the increased 
likelihood of a click-through.  

 Some examples of rich snippets:  

• Star Ratings 
 

• Reviews  

• Product Images / Videos  

• Special Offers  

• Events  

• Business Locations & Customer Reviews 

• Author’s Name & Photo 

  

Use rich snippets

Hire a Growth Hacker
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The man who coined the term “growth hacking,” 
Sean Ellis, is a firm believer in letting growth hackers 
be a part of product development teams, particularly 
in the area of the product’s UX. The reason? Very 
often, growth hackers will look for ways to bake 
the marketing right into the product. They will use 
their data and research to identify pain points that 
customers want the product to alleviate and help 
the developers create something that will hit all the 
right criteria. Even better, a growth hacker will be 
creative enough to find ways to make users share 
the product on their own, acting as an extension of 
marketing efforts.

Even established companies bring all new products 
to market. Adding growth hackers to that process will 
take the risk out of the launch because they will be 
able to use customer data and research to help build 
a minimum viable product and perform iterative tests 
that will move the project toward completion.

Just because growth hacking has the word “hack” 
in it, doesn’t mean that it’s sloppy or haphazard. 
Growth hacking is obsessively focused on data.
Data leads the way in the growth-hacking 
environment. It’s crucial that you understand key 
performance indicators (KPIs), viral coefficients, 
multivariate testing, CACs, LTVs, and other jargony 
metrics.

More analytics companies are streamlining and 
presenting data in ways that feed the growth hacking 
engine. As Kissmetrics remarks, “aggregate data is 
kinda worthless.” When you start to really understand 
your data, you’ll be better equipped to launch growth 
hacking.

Data doesn’t always mean numbers. Data is 
information. You need content performance 
information (Buzzumo), and customer acquisition 
data (Colibri.io), customer information (Kissmetrics), 
and other actionable information. Google Analytics 
alone just doesn’t cut it anymore.

Don’t rely on something like Google Analytics for 
all your data needs. Dig a little deeper by using 
an analytics platform that interprets your data in 
actionable ways.

Really understand your data

Let Growth Hackers work with product developers
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In a bid to deliver high quality relevant content to 
searchers, Google launched the Panda algorithm 
in early 2011. And all through 2012, various Panda 
updates were issued, which only reiterated that 
websites need high quality content to rank high. This 
series of articles in Search Engine Land shows the 
impact of Google Panda updates on SEO in 2012.

The impact of the Panda update on using social 
media for SEO is quite obvious. Panda wants high 
quality content. And naturally only high quality 
content will be shared on social media, because no 
one wants to share ‘rubbish’ with their friends. So 
more social shares your content generates, it is a 
positive social signal for SEO, resulting in  
higher rankings.

Restricting the amount of people who can sign up to 
your product seems counterintuitive, but let’s explain 
using an example.

Slack, the new hot team communication startups, 
only allows you to register with your work email 
address (yourname@piktochart.com, instead of 
yourname@gmail.com).

This serves two major purposes: first, it makes it 
ridiculously easy for you to invite your co-workers 
effortlessly, which drives growth. Second, it allows 
their sales team to automatically filter incoming 
leads, and only deal with real businesses.

Restrict signups to business email addresses

You don’t stand a chance without great content
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A slow site turns customers away. It has a direct 
impact on your wallet. In fact, “a 1 second delay 
in page response can result in a 7% reduction in 
conversions.”

I’ve even seen tests where a 500ms delay dropped 
conversions by 10%.

Most likely, your site isn’t just facing a 1 second delay; 
it’s probably 2-3 seconds slower than it could be. 
Simply by reducing the time it takes for your pages to 
load, you could increase conversions by 15-21%. With 
just one growth hack, that’s a 15% increase in your 
customer growth this year.

So how fast is fast?

Ideally, you want a page load time of under 2 
seconds. For the vast majority of sites out there, 
this is a feasible load time that you can get at a 
reasonable cost. It’s a nice sweet spot before you 
have to pull out the expensive Jedi site tricks to get 
any faster.

In 2012, several businesses (and individuals) exploited 
the SEO value of social media to dominate page 1 
of the search engine results page. The fact is most 
(if not all) social media profiles are indexable by 
Google. By wisely using your company name (or 
your name if you want be perceived as expert in a 
niche) as keywords in your profile, you will find that 
all your social media profiles are being ranked by 
Google below your main website in the first page of 
the SERP. This gives you greater control over what 
people will see about you, which is what reputation 
management is all about. This article tells you all 
about the importance of optimizing social  
media profiles.

Social-SEO is the new tool for reputation management

Site Speed
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Many visitors won’t enter your site through the home 
page. They’ll hit some random page you’ve worked 
your SEO magic on. Or maybe they find a page that 
was shared by one of their friends.

But as soon as they become even slightly interested 
in your offer, they’ll go straight to the home page 
to figure out what you’re all about. That’s when you 
either make the sale or they disappear forever.

For most sites, the home page is by far the most 
complicated page on the entire site. There are 
videos, hundreds of links, multiple calls to action, 
and a general mess of random stuff. So when visitors 
are making the critical decision on whether or not 
to bring your business into their lives, why are you 
making it difficult for them to make a decision? 
Remember, people are risk averse and their default 
decision is to turn away. They’re looking for an 
excuse to walk out the door.

It’s your job to give them a reason to stay. And a 
complicated home page will never help you do this.
Go bare bones on your home page. Cut it down to 
the essential elements. This includes one headline to 
describe your value proposition and a call to action. 
Everything else is secondary.

Brand new customers have different needs to your 
regular customers. So if you have a SaaS product, 
give new customers a unique user experience that 
helps them start using your product.

Go ahead and give them a step-by-step process to 
get started, call out critical features they should be 
aware of, and help them navigate everything.

The New User Experience (NUX)

Bare bones homepages
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Growth Hacking isn’t something a company does 
once, and it isn’t something that should be done 
halfheartedly. It requires dedication and constant 
experimentation. If it works, the idea becomes part 
of the product or process, if it doesn’t it is trashed 
and everyone moves on to the next experiment. 
Attention placed on growth is important for 
businesses of all sizes. These tactics aren’t limited 
to startups with limited budgets. This approach is 
growing throughout the enterprise world. 

Ready to get started? Take a look at our Golden 
Rules for Growth Hacking 

This is where the pros play. Instead of trying to build 
a customer base from scratch, why not piggy back 
off what other businesses have already done?

This is exactly what Spotify did when they launched 
in the US. Instead of building their user base from 
scratch, they were one of the first companies to 
integrate their product into the Facebook News 
Feed. 

Here are some of the best platform integrations  
we’ve seen:

• Paypal and Ebay 

• Zynga and Facebook 

• Spotify and Facebook 

• Airbnb and Craigslist

This may seem like a shortcut to growth but there 
are still plenty of challenges to overcome. Each 
platform is different and you don’t have the time or 
resources to go after all of them. Maybe you decide 
to build your product on iOS. But Apple’s App Store is 
ruthlessly competitive. It can be nearly impossible to 
break into the Top 10 App lists.

Or maybe you go the Facebook route. But now you’ll 
have to deal with a developer platform that’s always 
in flux. Your integration works today but maybe it 
breaks tomorrow. Each platform has its own quirks 
and formulas for success. 
 

Product integrations

Don’t do things halfheartedly

http://www.huddlecreative.com/blog/2015/12/15/the-golden-rules-for-growth-hacking
http://www.huddlecreative.com/blog/2015/12/15/the-golden-rules-for-growth-hacking
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100 Days of Growth

10 Growth Hacks that Take Less than 1 Hour to Implement

4 Unbeatable Growth Hacking Strategies for Startups

How to Grow: 21 Tactics to Acquire Customers

50 Growth Hacking Tactics You Can Test Within 10 Minutes

TOP 10 growth hacks for 2016

10 Badass Growth Hacking Strategies

3 Killer Tactics for Growth Hacking During the Startup Phase

4 Growth Hacking Strategies You Can Use For An Established Business

15 Unbeatable Growth Hacking Strategies For Startups

10 Growth Hacks That Will Boost Your Profits

Effective Growth Hacking Strategies and Techniques for Startups

10 winning growth hacking strategies for social media

8 Growth Hacks Your Website Needs

7 Growth Hacking Techniques Startups Can Learn From Successful Entrepreneurs

3 Growth Hacks You Should Apply To Your Startup Today

9 AWESOME GROWTH HACKING TIPS WITH BEN LANG

Top 10 Awesome Growth Hacking Techniques You Can Action Immediately 

Tactical Startup Growth Hacks That Never Stop Working

9 Growth Hacking Tactics You Can Implement In Under 2 Hours

3 Growth Hacker Marketing Tactics You Must Know

21 User retention tactics you need to know

TOP GROWTH HACKING TECHNIQUES FOR BLOGS AND WEBSITES

The Best B2B Growth Hacks – 21 Tactics to Test

Growth Hacking for Businesses

15 Truly Awesome Email Marketing Growth Hacks

The 6 Best Growth Hacks to Get Customers Without Having to Pay for Them

Business Hacks Part 3: 20 Actionable Growth Hacking Techniques

6 Growth Hack Techniques You Can Try Today

Credits
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Huddle Creative

Brought to you by Huddle Creative the London-based, 
collaborative design and innovation outfit.

www.huddlecreative.com

Huddle Hack

Many organisations find it hard to innovate. It’s not their fault, 
they’ve simply not been designed from the ground up to 
work that way. Getting from an initial idea on paper to a great 
branded product or business can be tough. Inertia, politics, 
limited resources and the day-to-day running of a business can 
get in the way. That’s where Huddle Hack comes in. 

Huddle Hack is a fast-paced, collaborative and tested process 
that repeatedly delivers innovative and tangible results such 
as high-fidelity brand concepts, clickable app prototypes and 
much, much more.

The most efficient and effective way of creating concepts and 
prototypes for brands, businesses and products.

Book your Huddle Hack here

Daft Assumptions

Get a taste for how we Hack at one of our Daft Assumptions 
events: Daft Assumptions is a series of events designed to 
help marketing, brand and innovation professionals avoid the 
less obvious pitfalls when developing brands, campaigns and 
products.

Book now!

http://www.huddlecreative.com/
http://www.huddlehack.com/#intro
http://www.daftassumptions.com/
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