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1. The Growth Mindset

Before diving into tactics, you need the right mental framework. Growth hacking isn't about viral videos

or overnight success. It's about:

Systematic experimentation. Try many things quickly. Measure rigorously. Double down on what

works.

Customer-first thinking. Every tactic should solve a real problem for real users. Self-serving tricks
fail.

Resourcefulness over budget. Clever uses of existing tools beat expensive campaigns. Startups win

by being more creative, not more funded.
Data over opinions. Your intuition is valuable but fallible. Let experiments guide decisions.

The growth equation:

Growth = Conversion Rate x Acquisition Rate x Retention Rate x Revenue



Focus on the metric that will move the needle most for your stage.

2. Viral Loops

A viral loop is when your product naturally encourages users to bring in more users. The classic example:
Dropbox's "refer a friend, get free storage" program.

How to Design Viral Loops

Step 1: Identify the "aha" moment What does a user need to do to experience your core value? For
Dropbox, it was installing the app. For Spotify, it was creating a playlist.

Step 2: Make sharing benefit the user Why should someone share your product? Make the reward
valuable and immediate.

Step 3: Reduce friction to sharing Pre-fill share messages. Make one-click sharing. Put sharing
options where users already engage.

Viral Loop Examples

Hotmail's "Get your free email" Inserted a "Get your free email" link in every sent email. Grew from
0 to 12 million users in 18 months.

Dropbox's referral program Referrer and referee both get free storage. Both have incentive to share.
Canva's design sharing Easy sharing of designs leads to Canva being seen by others who then sign up.

Calendly's scheduling link Share your Calendly link = easy scheduling for everyone. More people see
Calendly brand.

Implementation Checklist

. Identify your "aha" moment

. Design the referral incentive

. Build sharing into the user flow

. Track viral coefficient (target: > 0.3)

3. Referral Programs

Referral programs formalize word-of-mouth into a systematic acquisition channel. A good referral
program can reduce customer acquisition cost by 30-50%.



Components of a Great Referral Program

1. Valuable Reward Make the reward worth sharing. For SaaS: 1-month free trial extension. For e-
commerce: 15-20% discount or account credit.

2. Low Friction Share via email, WhatsApp, LinkedIn with pre-filled messages. One tap to share.
3. Clear Tracking Show referrer their reward status. Make it obvious their friend used their link.

4. Dual Incentives Reward both the referrer and the referee. Referee reward lowers barrier to

purchase.

Referral Program Examples by Industry
B2B SaaS:

« Intercom: Both parties get $50 credit
« Dropbox: Both get 500MB free space
« Slack: Both get $100 Slack credit

« HubSpot: 25% recurring commission

E-commerce:
« Harry's: Both get a free shave kit
» Tesla: Both get $1,000 credit (when referral buys)
« Uber: Both get free rides

Marketplaces:
« Airbnb: Both get travel credit when booking

« eBay: Both get 5% off when referee buys

« Fiverr: Both get $100 credit toward next order

Implementation Steps

1. Set up tracking (UTM parameters, unique codes)
2. Build the referral landing page

3. Create email/SMS notification for rewards

4. Add share buttons throughout the product

5. Promote via customer service interactions

4. Content Marketing

Content marketing attracts users through valuable information. It works for all businesses and has long-

lasting effects—one good article can drive traffic for years.



Content Types That Drive Growth

Ultimate Guides (2,000-5,000 words) Comprehensive resources on a topic. Example: "The
Complete SEO Checklist for Startups"

Comparison Posts "X vs Y" articles capture high-intent traffic. Example: "Mailchimp vs ConvertKit:
Best Email Platform for Startups”

Case Studies Real stories with real numbers. "How We Grew to 10,000 Users in 90 Days"
Tools and Templates Useful resources people bookmark and share. "50 Free Marketing Templates"

Industry Reports Original research with surprising findings. Requires investment but builds authority.

Content Distribution Strategy

Don't just publish and hope. Actively distribute:
Owned channels:

« Email to your subscriber list
« Social media (all platforms, multiple times)

« Newsletter digests

Earned sharing:
» Submit to relevant subreddits and communities
 Share in relevant Facebook groups

« Pitch to industry newsletters

Paid amplification:
« Promote top-performing posts on social
« Use Outbrain or Taboola for content discovery

o LinkedIn ads for B2B content

Content SEO Checklist

. Target 1-2 primary keywords per article

. Include keyword in title, H1, first 100 words

. Use H2s and H3s for structure

. Add internal links to related content

. Include external links to authoritative sources

. Add alt text to all images

. Target 1,500+ words for pillar content



5. Community Building

Building a community around your product creates loyal advocates and reduces churn. Communities also
become a feedback loop for product development.

Community Platforms

Discord (Free + Nitro) Best for real-time discussion. Good for gaming, developer tools, SaaS.
Slack (Free + Paid) Better for professional communities. Many tools integrate with Slack.
Facebook Groups (Free) Easiest to grow due to existing social graph. Good for B2C and local.
Circle (Paid) Better for course creators and paid communities.

GitHub Discussions (Free) For developer communities and open source projects.

Building Your Community

Phase 1: Seed the Community Invite your first 50 members personally. These should be power users
or brand advocates. Ask them to invite others they think would benefit.

Phase 2: Create Value Host weekly AMAs, share exclusive content, provide early access to features.
Give members a reason to stay.

Phase 3: Empower Members Let community members moderate, answer questions, and contribute
content. The best communities are largely self-moderated.

Phase 4: Connect Online and Offline Host meetups, attend conferences together, create in-person
experiences that deepen online relationships.

Community Metrics to Track
« Monthly active members (% of total)
» Messages per day
« New member retention rate
» Response time to questions

« Member satisfaction score (quarterly survey)

6. Product-Led Growth

Product-led growth (PLG) uses the product itself as the primary driver of acquisition, conversion, and
retention. The product is the marketing.



PLG Principles

1. Free Trial or Freemium Let users experience value before asking for payment. The best PLG
companies have 100% free entry points.

2, Time to Value Reduce friction to first "aha" moment. Every click between signup and value is an
opportunity to lose users.

3. Viral Product Features Build sharing into the product. When users share their work (Canva
designs, Notion pages, Figma files), others see your product.

4. Data-Driven Iteration PLG generates enormous amounts of data. Use it to optimize every step of

the user journey.

PLG vs Sales-Led Growth

Aspect PLG Sales-Led
Primary driver Product Sales team
Acquisition Organic, viral Outbound, events
Conversion Self-serve Demo, trial
Scaling Product iterations Sales headcount
Best for Bottom-up, SMB Top-down, enterprise

Examples of PLG Companies
« Slack: Free tier + easy sharing
« Figma: Real-time collaboration is inherently viral
« Notion: Templates shared publicly
« Dropbox: Referrals + easy sharing

« Canva: Designs shareable with anyone

7. Partnerships & Integrations

Partnerships can jumpstart growth by giving access to established audiences. The best partnerships feel
natural to users—they solve a real problem together.

Types of Partnerships

Technology Integrations Partner with tools your target customers already use. If you're a project
management tool, integrate with Slack, Google Calendar, and Notion.

Content Partnerships Co-create content with complementary brands. A productivity app and a
meditation app could co-create "The Complete Remote Work Guide."



Distribution Partnerships Share each other's content or promote to each other's audiences. Joint
webinars, newsletter swaps, social shoutouts.

Strategic Alliances Deeper partnerships involving joint product development or go-to-market
coordination.

Finding Partners

Step 1: Map the ecosystem List tools, platforms, and complementary products your customers use.
Step 2: Identify mutual benefit What does each party get? Make sure it's balanced.
Step 3: Start small Propose a newsletter swap before asking for a joint product.

Step 4: Build relationships Partnerships between people, not companies. Connect genuinely.

Integration Examples

Zapier integrations Zapier's growth was partly driven by integrations—connecting 5,000+ apps.
Slack app directory Slack grew its ecosystem by making it easy to build and distribute apps.

Shopify app store E-commerce platforms grow by building an ecosystem of apps.

8. Social Proof & Word of Mouth

Social proof is one of the most powerful growth levers. Humans are social creatures—we look to others'
behavior to guide our own decisions.

Types of Social Proof

1. Customer Logos Show logos of recognizable companies using your product. Works best for B2B.
2, Testimonials Quotes from happy customers. Video testimonials are even better.

3. Case Studies Detailed stories of customer success. More compelling than testimonials.

4. User Counts "Join 10,000+ founders" shows momentum.

5. Reviews G2, Capterra, Trustpilot, Google Reviews. Make it easy to leave reviews.

6. Media Mentions TechCrunch, Forbes, industry publications. "As seen in..."

7. Social Shares "Shared by X people on Twitter" or "500+ people use this"

###Maximizing Word of Mouth

Make it easy to talk about you Create shareable moments in your product. Sendable content. Quote-
worthy claims.



Ask for feedback publicly At the right moment (after success), ask for a review or testimonial.
Respond to all feedback Good and bad. People notice when companies engage.
Create a community of advocates Give power users recognition, early access, exclusive perks.

Implement reviews across the web Make it easy to leave reviews on Google, G2, Capterra,
Trustpilot.

Social Proof Placement
« Homepage (most visible)
« Pricing page (where decisions happen)
« Landing pages (conversion points)
« Email signatures
» App store listings
 Sales decks

9. SEO & Organic Growth

SEO is a long-term growth channel that compounds over time. A well-optimized page can drive traffic for
years. It's not the fastest tactic, but it's often the most sustainable.

SEO Fundamentals for Startups
1. Target Low Competition Keywords Skip the competitive terms ("email marketing software") and

go for long-tail variations ("best email tool for small agencies").

2, Create Comprehensive Content Don't write 500-word articles. Write the definitive resource on a
topic. 2,000-5,000 words that covers everything.

3. Build Internal Links Link between your articles. Create clusters around pillar topics.

4. Earn Backlinks Create linkable assets: original research, tools, visualizations. Guest post on relevant
sites. Reclaim unlinked mentions.

5. Optimize Technical SEO Site speed, mobile-friendliness, XML sitemap, proper heading structure.

SEO Quick Wins

« Add meta descriptions to all pages
« Fix broken links

» Optimize title tags with keywords
« Add alt text to all images

« Improve page load speed



« Set up Google Search Console

o Submit XML sitemap

Content Clusters

Build topical authority by creating clusters around core topics:

Pillar Page:
— Blog:
— Blog:
— Blog:

— Blog:

"Complete Email Marketing Guide"
"How to Write Subject Lines That Get Opened"
"15 Email Templates That Convert"
"Email Marketing Automation Playbook"

"How to Analyze Email Metrics"

Internal linking signals to Google that you're an authority on the topic.

10. Email Marketing Automation

Email marketing has the highest ROI of any channel—$36 for every $1 spent. Automation makes it

scalable.

Essential Email Automations

Welcome Sequence (Days 0-5) First 5 emails set the relationship. Deliver value, tell your story, set

expectations.

Onboarding Sequence (Week 1-4) For new customers. Guide them to first success milestone.
Abandoned Cart Sequence (Days 0-7) For e-commerce. Remind, incentivize, create urgency.
Re-engagement Sequence (Day 60-90) For inactive subscribers. Try to win back engagement.

Post-Purchase Sequence (Day 1, 7, 30) Thank you, ask for review, cross-sell, build loyalty.

Email Metrics to Track

« Open rate (target: 20%+)

 Click rate (target: 2.5%+)

» Unsubscribe rate (keep under 0.5%)

» Conversion rate (track against goals)

« Revenue per email

« List growth rate



Email Deliverability Checklist
« | Setup SPF, DKIM, DMARC

. Use a custom tracking domain
. Remove bounces immediately

. Warm up new sending domains
. Maintain list hygiene

. Avoid spam trigger words

11. Measuring What Matters

Not all metrics are created equal. Focus on the metrics that matter for your stage and business model.

Startup Metrics Framework

Pirate Metrics (AARRR):
» Acquisition: How do users find you?
» Activation: Do they have a great first experience?
« Retention: Do they come back?

« Referral: Do they tell others?
« Revenue: Do they pay?

Key Metrics by Stage

Pre-Product-Market Fit:

Active users (daily/weekly)
Retention curve
User feedback

Engagement metrics

Post-Product-Market Fit:
o Growth rate (week-over-week)
« Customer acquisition cost (CAC)
« Lifetime value (LTV)
o LTV:CAC ratio (target > 3:1)

« Viral coefficient (target > 0.3)

Scaling:
« Revenue growth rate
« Net revenue retention

« Payback period



« Gross margin

What to Test First

If low traffic: Focus on content marketing and SEO.
If traffic but low conversions: Focus on conversion rate optimization and landing pages.
If good traffic and conversions but low retention: Focus on product and onboarding.

If high retention but slow growth: Focus on referral programs and paid acquisition.

Quick Start: 30-Day Growth Experiment

Week 1: Set Up Tracking

« Install Google Analytics 4
« Set up conversion tracking
« Create dashboard with key metrics

o Establish baseline numbers

Week 2: Quick Wins
 Set up referral program
» Optimize homepage CTA
« Add exit-intent popup

« Implement email capture

Week 3: Content Push
« Publish 3 in-depth articles
» Guest post on 2 sites
 Share on social media

« Email your list

Week 4: Analyze & Iterate
« Review what drove growth
« Kill what didn't work
« Double down on winners

« Plan next month's experiments

This guide was created by GloryAlI for European startups. For more marketing resources, visit
https://gloryai.eu



