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Marketing is perhaps the most 
misunderstood  and misused of  

business practices.

Trillions are wasted each year.

It doesn’t have to be this way!



Most advice is terrible

Whenever you try and look for marketing advice it tends to be 

very generic and it never really gives you much of an idea as to 

what to do next.

It will leave you with no  clue how to actually market a 
business  successfully and gain loyal users and customers.

And worse, it leads people to making the same mistakes and 
focusing on the wrong things.



The Heart of  
Marketing:

“All businesses grow from conversations.”

Facilitating these conversations is marketing.

This is the #1 thing to remember 
to grow any type of business

This can take place through any form  of media — 
in-person, on the phone, in an ad, or in a piece of content. 



The Core of Marketing  
Campaigns:

(This makes things simple)



Reason #1 people fail with marketing

People get so caught up in the media — the new shiny object or trend (such  
as FB ads, Snapchat, Instagram, SEO, and on and on) — that they want to  
ignore the basics of what creates a successful campaign in the first place.

All marketing that was ever created has three elements to it (this is called  
the “Marketing Triangle”): Market (Who), Message (What), and Media (How).



Reason #2 people fail with marketing
DEADLY MISTAKE: not defining a  
market or niche well enough! 
Every campaign has to be tailored 
to the market or we fail.

One of the biggest mistakes people  
make is that they do not define their  
market clearly enough. We need to  
narrow this down as much as  
possible and first focus ONLY on  the 
group of people who will most  likely 
convert to our business.
Targeting everyone, or targeting the  
wrong market, will waste your time  
and you won’t have much fun.



Reason #3 people fail with marketing

Most marketing messages are 
unclear, convoluted and the offer 

is far too weak.

1) The offer is the most important thing 

when it comes to converting 

customers like wildfire. 

2) Customer testimonials are the 

second most important thing

3) Third most important are the value 

propositions – there are at least five 

that you can use



Google… (X-Ray Searches)

#1 Market (Who)



Instagram… (Autofill & Long-tail)



Instagram… (Autofill & Long-tail)



Reddit…



Facebook…



Whatsapp…



Quora…



Partnerships…



#2 Messages
Crafting a great message is an art form. Our goal is always to 

get a response. Weak messages get no response.

1) It always begins with empathy. Interesting people are 
interested. A great salesperson is simply a person who helps to 
solve problems. You have one mouth for talking and two for 
listening. So first we need a thorough understanding of our 
prospects’ needs and wants. And so we do this with research. 

When leads and customers offer feedback or reviews, they are 
essentially creating your marketing for you: either in the form of 
objections to answer or reviews to convert more customers.



Messages
2) In the sales process, your marketing message always has to 

include a great offer to move prospects to become leads and then 
finally clients. The offer is the secret to convert customers at scale.

Marketers like myself create, test and use several different offers 
on a regular basis. We always want to find the most killer offers to 

get customers to buy.

We can do this in many ways, but one of the most powerful is the 
use of “FREE.” When people pay for one thing, they get another 

free (or several things included). This is called a “BOGO” offer and 
is one of the most effective and easiest ways to increase the value 

of every offer, regardless of the business.



Messages
3) In marketing we use: unique propositions: sales propositions, 
security propositions, offer propositions, value propositions, and 

experience propositions.

This is how we get our products and services to stand out, not be 
generic, and increase the value of our offers and products. 

Sales proposition: what makes you unique vs competitors?
Security proposition: Trials, risk-reversal

Offer proposition: Entice leads to start. Bonuses, countdown 
timers, and so on.

Value proposition: is it a good value?
Experience proposition: creating a great experience for 

customers (such as great customer support)





Messages
Most marketing messages are unclear, convoluted 

and the offer is far too weak.

Businesses sell with secondary benefits or things that  
don’t make sense. Don’t waste your prospect’s time.

Each message has to be tailored to the A) media B)  
placement C) context D) market or it won’t be as  

effective as it could be.



For best results, alwaysbe very  
precise about who (the market) your  

content (orwebsite, or ad) is for



Above the fold: the prime real estate



Create a Killer Offer in One
Step: The “3AM Test”

If you woke a person at three in the morning and  
delivered your offer to them, would they care? Or would 

they  beg to be let back to sleep?



• You need to get people to stop scrolling their newsfeed, to rest their eyeballs  
on your video (or their landing page, or whatever), and to turn the volume on.

• What we are really after is to cut through the noise. We are not competing  
with our competitors. We are competing for attention with everyone on  
Instagram, everyone on Snapchat, everyone posting on Facebook.

• After we get their attention, we have to demonstrate that who we are and what  
we have to offer is: important to survival, to their reproduction, or helping the  
person get more of what they want (love, freedom, praise, attention, etc.)

• It should also reinforce their identity (how they see themselves as or who they  
want to become). People share things that reinforce an identity they want to be  
associated with — they seem cool, educated, thoughtful, or funny to followers.

Messages     
(AIDA)



Messages
Goal = Create Conversations / Relationships.

In general, do not present an offer until a user  demonstrates 
interest or demonstrates a problem.

Outreach and onboarding: Engage, Build Rapport, Probe.

Ask a probing / rapport building question and invite people  to respond: 
“What are your goals with X?” “How did you get  started with Y?” “What 
have your challenges been with  XYZ?”

Band-Aid formula: Identify a need that you can solve.
Partnership approach: Present clear value for a targeted group of people.





Hit people from multiple touchpoints 
and angles for MAX EFFECT 



Media
• DEADLY MISTAKE: Many people think marketing is only THIS.

This is why so much time and money is wasted, such as  
spending years trying to rank in Google for non-  converting 
keywords or spending millions on pointless  Superbowl ads.

•They think marketing = SEO, FB ads, software, etc.  
Amateurs only focus on “media" and mess up the other  two 
sides of the marketing triangle.

•All three need to be in sync or your marketing will fail.



Media
• Every media channel has different strengths /  
weaknesses. Some markets are more active on 
some,  and less active on others.
•Each media platform can be hacked (!)
• Identify the opportunity and scale

•Example: Airbnb grew by exploiting Craigslist’s  already 
huge user base (Many other companies/entre-  preneurs 
have done the same and also gotten very rich).



Examples
Client: Parenting App in UK
Market: Parenting bloggers / influencers -  
#Mumbloggers / #Mummybloggers  Media: 
Twitter
Message: “We’re recruiting parenting bloggers in the UK to  curate 
emails. Commission based role. Care to discuss?”

Client: Hipster Neckties
Market: Hipsters into Unique Fashion - #Dapper  Media: 
Instagram
Message: Follow, like, comment: “Love your style,
it’s an inspiration! Do you follow trends or prefer to set  your own?”



Examples
Client: Guesthouse in Chiang Mai, Thailand
Market: Backpackers in Thailand - #AmazingThailand,  
#ThailandTrip, #KohSamui, #KohTao, etc.
Media: Instagram
Message: “We love your photos of Thailand! If you’re  ever in 
Chiang Mai, please visit us and have a free  coffee on us. We would 
love to meet you!”

Market: Entrepreneurs / Online Business Owners - FB Groups —  “Growth 
Hackers,” “Traffic and Copy,” etc.
Media: Facebook
Message: “Hey John! I noticed we’re both members of the Growth  Hackers 
group and wanted to reach out. How have your results  been with growth 
hacking? I’m about to launch a new book called  “Dr Growth” with my best 
hacks and looking to meet other growth  hackers :) Take care”



Public Speaking:
Force Multiplier #1



Write a Book:
Force Multiplier #2



Artificial Intelligence:
Force Multiplier #3



Customer Relationship  
Timeline (What I Track):

I don’t track website visits, followers, or subscribers (I don’t  
particularly care). I track only these things in my marketing funnel:

Prospects —> Leads —> Conversions / Clients —> Inactive Clients

(These metrics are EVERYTHING)



Prospects 
This is the act of getting people into your funnel. This is  
known as “cold” marketing. You are basically finding people  
who do not know you exist, and making an introduction, and  
an offer to connect.

Big Mistake: “Drive by selling” — trying to get people who  
have no idea who you are to sign up for your service or try  
your offer never works very well, yet that’s what most people  
try to do



Leads 
When people reply favorably to your courting them in the  
prospecting phase, they become a lead. Your job is to further  
court them by offering a chance to deepen the relationship by  
inviting them to take a measurable action. Some leads will  
convert immediately; others will take time or never convert at  all.

This is like holding a door open for them with an invitation to  enter. 
You do this by “touching” them with communication on a  regular 
basis to see how they are doing, update them with new  features 
and results you are getting, offer them something of  value (such 
as a gift), wishing them a happy birthday, a Merry  Christmas, and 
so on.



Conversions / Clients 
When leads convert, they become a client. To convert leads,  
make it as easy as possible for them to sign up.

•Offer them a 90-day money-back guarantee
•Offer them a two-week free trial
•Offer them a special bonus (bundling)
•Create a price / value proposition that no one can beat.

The most important “golden rule” with clients: “touch” them  
with communication ONCE PER WEEK, 50 times per 
year.  Even if they don’t respond, never let them feel 
neglected.



Dead / Inactive Clients 
HUGE MISTAKE to never communicate again with customers who  
have discontinued your service; yet most companies do exactly that.

Previous users / clients that you worked with in the past should be  
considered leads; in fact these are some of the best leads and the  
most important ones as reactivating them can help grow your  
business substantially.

So keep a list of your old / inactive clients and reach out to them  
once per quarter (four times per year).

• “How are you doing?”
•Notify them of new features, ask them for referrals, and so on.



My “Fast Five Framework”
More times than I can count I’ve spoken with entrepreneurs and  
businesspeople who are trying ONE form of marketing and  complaining 
that they aren’t getting sales. You need to try at least FIVE things… 
and then be thinking about how  you can multiply those things that 
are working by another factor of  five… if you want to gain traction.

How will I reach 5 people?
How will I reach 25 people?
How will I reach 125 people?
How will I reach 625 people?
How will I reach 3,125 people?

This helps touch all of the bases and gets your  message out everywhere 
your prospects are.



The #1 Rule of Success:

Be willing to fail 200 times a 
day.

Follow this rule and you will  
ALWAYS have prospects.



Growth is Linear.
If you assume that every action you take will contribute 
0.5 new customers or users, then to get 100 users you 
would need to be prepared to take 200 actions.

More attempts = more chances of hitting the jackpot.

Success is a matter of showing up. 



Marketing is a game of  
percentages, not perfection.

The greatest marketers don’t succeed more often than  
everyone else. They make more attempts than anyone else.

To succeed, double your rate of failure. Success = Learning.  
It’s impossible to truly fail.

The key to becoming a master is to be consistent when it 
come. If you don’t have enough of your own products to  
promote, offer to perform services for clients.



What is “Growth  
Hacking?”



Growth hacks are usually a distinct advantage  
marketers discover through experiments, by  

accident, or from secret communities /  
personal relationships with others who have  

discovered them.

These are generally very hard to discover if you search for  
them, because they are generally highly profitable and no one  

wants to give away the goose that lays the golden eggs.

Taking massive action, implementing, and experimenting leads  
to new gems being discovered in the mines of experience.



Automation & Tools Give 
Us Superpowers

• It takes way too much time, money, and effort to  
execute campaigns without help.

• We need to test to know what works. Reaching the  
market quickly with our message is critical.

More Effort = More Success!







AI can become your own 
personal secret weapon.

Itʼs like your personal genie in a bottle 
that grants your every wish and 

desire.

When I was in grade school, I always 
wished that I had a clone of myself 

that could do all of my homework for 
me. And now that dream has finally 

come to fruition.



The “Insight Multiplier Effectˮ IME

The true power of AI lies in its ability to process lots of 
information very quickly. You can upload entire books as PDFs 

into Chat GPT and it can process the entire text in seconds.

The Insight Multiplier Effect IME is a powerful framework that 
helps individuals and businesses make better decisions by 
systematically aggregating insights from multiple sources.

The core idea is that by pulling together diverse 
perspectives—whether from books, customer reviews, expert 

opinions, or AI-driven analysis—you have all the knowledge of a 
team of world-class experts to dramatically improve your ability 

to optimize outcomes and uncover hidden opportunities.



Psychology Hacks &
Jedi Mind Tricks

The best businesses grow like wildfire when others have a shared 
ownership or vested interest in the project and its success.

Examples:
- Burning Man
- Rainbow Gathering
- Clean Green Pokhara
- Bitcoin

These donʼt belong to one company or person; but to everyone 
who supports the brand; they have a vested interest in seeing it 
succeed.



Be a Growth Hacker.
Take the Next Step.

For slides, free copy of the book, and to 
request access to the course and the 
Secret  Marketing Hackers Community:

danny@schoolofgrowthhacking.com 



Let’s Connect!

www.schoolofgrowthhacking.com (all courses & e-books)
www.schoolofgrowthhacking.com/aitools (470+ AI tools)

danny@schoolofgrowthhacking.com 

@dandanflood
Twitter, FB, IG, LinkedIn)

http://www.schoolofgrowthhacking.com
https://schoolofgrowthhacking.com/aitools


🎁 7-Day Free Trial of the Superhuman 
Society
Unlock over $600+ in value, including:
✅ 7-Day AIZen Mastery Challenge
✅ Full access to premium content from 
School of Growth Hacking: ($600+ 
value)
✅ Exclusive Chapters from "Unlimit" 
and "Dr. Growth"

✅ Internal Edge Content: 
Members-only peak performance 
strategies

bit.ly/superhumansociet
y
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