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I’m Amaury
Growth Marketeer @ Grow-Force

Founder of QIQO Energy Tea
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What are we going to talk about today

● What is Growth Marketing?

● The Growth Funnel

○ Awareness
○ Acquisition
○ Activation
○ Retention
○ Referral
○ Revenue
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● Growth Marketing Canvas 
& Dealbreakers

● Growth hacks you can do 
today



What is Growth 
Marketing?
“Growth Hacking is more than a mindset than a toolkit” - Aaron Ginn
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What is Growth Marketing ?
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“ Growth hacking is a process of 
rapid experimentation across 

marketing channels and 
product development to identify 

the most efficient ways to 
grow a business.

Growth Hacking is more of 
Mindset than Toolset. 
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“
Growth hacking refers to a set 

of both conventional and 
unconventional marketing 

experiments. 
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“
Growth hackers often 

focus on low-cost 
alternatives to 

traditional marketing, 
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Why should I care ?

1. Everyday, new competitors rise. It’s time to outsmart
them instead of outspend them.

2. Growth-hacking brings different kind of profiles
together. Leading to new and innovative solutions.

3. Growth-hacking generates a lot of data. This data allows 
you to learn more about your potential customersand 
what makes them tick.
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What is the  effect ?

1. ⬆ Increase the influx of 
new leads

2. ⬆ Increase conversion 
of users

3. ⬆ Increase your 
virality

4. ...
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Brainstorm

Prioritize

Test

Implement

Analyze

Scale / Pivot / 

Kill

>

Growth Marketing Process 
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Pirate funnel and 
European examples
“Aaarrr” - Anonymous Pirate
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Pirate funnel
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Pirate funnel
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Awareness

Cold Outreach - Automated
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Awareness

Cold Outreach - Automated
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Awareness

Cold Outreach - Automated
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Awareness

1) Contact influencers/ 
companies with the same 
Target Audience

2) Do a 100% educational 
webinar

3) Spend the last 3 minutes 
introducing your product 
and offer people a free 
trial / demo

Companies that grew using this tactic:

Hubspot, Unbounce, Uberflip

Co-Webinars
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Awareness

Hacking Twitter
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Awareness

Combo Offline - Online

Broodzak Geo-targeted Facebook Ads
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Awareness

Questionnaire Give-away
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Awareness

Questionnaire Give-away
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Pirate funnel
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Acquisition

Produce a Lead Magnet
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Acquisition

Produce a Lead Magnet
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Acquisition

… and follow-up 
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Acquisition

… and follow-up 
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Pirate funnel

Hacking acquisition - Produce a lead magnet
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Pirate funnel

Hacking acquisition - Produce a lead magnet

20.000 views
420 leads

Budget €0,00
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Acquisition

Automate Event Invitations
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Acquisition

Automate Event Invitations
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Acquisition

FB Messaging Bots
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Pirate funnel
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Activation

Raw data -> LinkedIn connection request
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Activation

First name + Last name + Company

Raw data -> LinkedIn connection request



42

Activation

Raw data -> LinkedIn connection request
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Activation
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Activation

Raw data -> LinkedIn connection request
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Activation

Raw data -> LinkedIn connection request
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Activation

Raw data -> LinkedIn connection request
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Activation

Good onboarding
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Activation

Good onboarding
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Pirate funnel
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Retention

Trigger emails based on the 
behaviour of your customers

Tool: Autopilot

Automated Emails
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Retention

Loyalty Program
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Pirate funnel
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Revenue

Similar items
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Revenue

In-app upsell
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Pirate funnel
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Referral

Invite friends to listen / watch / 
sign up
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Referral

Bolt Energie



Pirate funnel metrics
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Pirate funnel Neuhaus (E-commerce)

What? How to 
measure?

Arriving on a 
page. (Homepage 
or Product Page)

Unique visits, 
Bounce rate

Exit-intent OR
Checking Specific 
Product

#Opt-ins
Time on site

Add to basket
#added to carts

Order & pay for  
an item 

Checkout completion, 
Average basket size

Share on socials
Share free product 
code for friends

Usage of #neuhaus
Codes used

Repeat Purchase Email CTR, CLTV, 
Repurchase Rate
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Pirate funnel Plann3r (SAAS)

What? How to 
measure?

Visiting the 
homepage or 
landing-page

Unique visits, 
Bounce rate

Signing up for a 
free account

#free accounts

Edit Meeting page + 
Schedule first 
meeting

%onboarded
#meetings Sent

Schedule at least 
1 meeting / week

% of “active” users

Share meeting page # of new “invitees”
% converted to user

Become a paying user MRR
#new paying accounts
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Pirate funnel GrowForce (Services)

What? How to 
measure?

Website visits
People listening 
to public 
speaking

# people reached

Sign up for inspiration 
session
Request eBook

#email addresses

Participated in 
inspiration session.
Got a free consultation

#face-to-face 
meetings

Start a 2 day 
program with GF

# contracts closed

Prolong collaboration
Participate in academy

Revenue/customer

Refer other companies 
to services or 
academy 

#referrals
#referral-payouts



Dealbreakers canvas
Think as your worst customer
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Phase Discovery Research Usage Love

Description

Why would a 
customer never 
know that your 
company exist?

The potential 
customer compares 

different 
possibilities.

What could go 
wrong while using 
your product and 

would make a 
customer stop 

using your product 

Why would a 
customer never tell 

someone else 
about your 

product/services?

Why wouldn’t 
the customer 
complete this 

phase in favour 
of your 

company?

Example: The 
customer never saw 

an online ad for 
your company

Example:
It’s cheaper for me 

to just go to the 
fitness. I will be able 
to learn everything 

by myself

Example:
The level of service 
is not high enough.

Example:
There is no 

incentive for me to 
share these 

products/services
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Dealbreakers
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https://canvas.grow-force.com

Dealbreakers

https://canvas.grow-force.com/


The Growth Marketing 
Canvas
Your company’s compas to growth
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Growth Marketing Canvas
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Growth Marketing Canvas

OMTM
The One Metric That Matters
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Growth Marketing Canvas

MRR (monthly recurring revenue)
CTR

Downloads
Signups
Revenue

…
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https://canvas.grow-force.com

https://canvas.grow-force.com/


Hacks you can do today
Let’s do some cool stuff
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Exit-intents
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Experiments you can do today 



Exit-intents
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Experiments you can do today 



Exit-intents
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Experiments you can do today 



Social Proof
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Experiments you can do today 



Social Proof
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Experiments you can do today 



Social Proof
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Experiments you can do today 



Social Proof
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Experiments you can do today 



Adding CTA’s to your content
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Experiments you can do today 



Adding CTA’s to your content
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Experiments you can do today 



3rd party content with CTA
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Experiments you can do today 



3rd party content with CTA

84

Experiments you can do today 



Experiment with your website
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Experiments you can do today 



Who visited your website?
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Experiments you can do today 



Who visited your website?
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Experiments you can do today 



Chatbot
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Experiments you can do today 

● 90% of consumers consider live 
chats helpful. 

● 62% are more likely to purchase 
again from a site that has a live chat 
feature, 

● 38% made their purchase due to the 
live chat itself.

Source: ATG global consumer trend study

https://www.digitaldoughnut.com/articles/2017/march/5-reasons-why-live-chat-is-the-latest-must-have


Chatbot
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Experiments you can do today 



Let’s meet  Zapier 
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What is it?
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Automation: Zapier

● It’s the glue between 
your apps

● No more copy pasting

● Automated actions



How does it work?
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Automation: Zapier

Trigger: 
Starts an 
automation

Action: 
Automatically 
executed



Who is GrowForce
Let’s do some cool stuff

7



94

Consulting Implementation

Education

How can we help you?
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Consulting?
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Implementation?



Questions?
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✉️ amaury@grow-force.com

🤵 linkedin.com/in/amaury-timmermans


