
GROWTH MARKETING

The Complete

Strategy Blueprint
A step-by-step framework for acquiring, converting, and retaining customers at 

scale — purpose-built for ambitious teams ready to grow.

6
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40+
ACTIONABLE TACTICS
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KEY METRICS
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Why Growth Marketing?01

Traditional marketing spends budget on awareness and hopes for the best. Growth marketing is 

different — it treats every stage of the customer journey as a lever to be optimized, tested, and 

scaled. It is data-driven, cross-functional, and relentlessly focused on compounding returns.

3×
higher ROI vs. traditional 

campaign-only marketing

68%
of B2B buyers self-educate 

before contacting sales

5×
cheaper to retain a customer 

than to acquire a new one

Experiment-Driven

Run rapid A/B tests across channels, copy, and 
offers. Double down on what works; kill what 
doesn't. Every decision is backed by data.

Full-Funnel Focus

Growth happens at every stage — not just top-of-
funnel. Activation and retention improvements 
directly reduce CAC and improve LTV.

Speed to Learning

Weekly sprint cycles replace quarterly campaigns. 
Faster loops mean faster insights, faster iteration, 
and faster growth.

Compounding Returns

SEO, referrals, and lifecycle automation build assets 
that pay dividends long after the initial work — unlike 
paid ads that stop when spend stops.
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The AARRR Growth Funnel02

Popularized by Dave McClure, the Pirate Metrics framework maps the full customer journey into 

five measurable stages. Think of it as your growth compass — every tactic in this blueprint maps 

to one of these stages.

AwarenessAwareness 100%

AcquisitionAcquisition ~78%

ActivationActivation ~52%

RetentionRetention ~34%

ReferralReferral ~20%

RevenueRevenue ~12%

"The goal of growth marketing is not more traffic. It's more of the right 

customers, staying longer, spending more, and bringing their friends."

— Core principle of sustainable growth
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PHASE 01

Awareness — Get Found

Build discoverability across organic and paid channels. Your goal is to reach the right audience at 
the right moment with the right message — before they even know they need you.

SEO Content Engine

Publish 2–4 pillar articles/month targeting high-intent 
keywords. Build topical authority through internal 
linking and content clusters.

Paid Search (PPC)

Run tightly themed ad groups on Google Ads. Match 
ad copy to landing page messaging for high Quality 
Scores and lower CPCs.

Social Organic & Paid

Post consistently on 2–3 platforms. Use short-form 
video for top-of-funnel reach; boost highest-
performing organic posts.

Influencer & Partner

Co-Marketing

Identify micro-influencers (10k–100k) in your niche. 
Co-host webinars or podcasts with complementary 
brands.

PR & Thought Leadership

Contribute guest articles to industry publications. 
Pitch data-driven stories and original research to 
journalists.

Social Contests & Giveaways

Use Wishpond contest tools to run share-to-enter 
campaigns. Viral mechanics amplify reach with zero 
incremental ad spend.
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PHASE 02

Acquisition — Convert Visitors to Leads

Turn anonymous traffic into identifiable leads. Every touchpoint should have a clear value 
exchange — give something genuinely useful in return for contact information.

High-Converting Landing Pages

Build dedicated pages per campaign using 
Wishpond's drag-and-drop builder. Test headlines, 
CTAs, and form lengths via A/B testing.

Lead Magnets & Gated Content

Offer blueprints, templates, calculators, or webinar 
replays. Higher perceived value = higher opt-in 
rates.

Smart Pop-ups & Slide-ins

Trigger pop-ups on exit intent, scroll depth (>60%), 
or time-on-page (>45 s). Segment by traffic source 
for personalized offers.

Retargeting Campaigns

Re-engage visitors who didn't convert. Show social 
proof-based ads to browsers; discount or urgency 
ads to cart abandoners.

Chat & Chatbot Funnels

Deploy conversational capture flows on high-traffic 
pages. Qualify leads in real time and route to the 
right nurture sequence.

Affiliate Landing Pages

Create dedicated pages per partner channel with 
unique UTM tracking. Tailor the value prop to each 
audience segment.

Wishpond Pro Tip: The 5-Second Rule
A visitor should understand your offer, who it's for, and what to do next within 5 seconds of landing 
on your page. If your headline requires reading, it's too complex. Use Wishpond's AI copywriting 
assistance to generate and test multiple headline variants quickly — clarity always beats cleverness.
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PHASE 03

Activation — Deliver the "Aha!" Moment

Activation is the moment a new user first experiences real value. Speed is everything here — the 

faster you get a lead to their first win, the higher your long-term retention.

Welcome Email Sequence

5-email onboarding flow: confirm → deliver value → 
share quick wins → handle objections → invite to 
next step. Send Day 0, 1, 3, 5, 7.

Onboarding Checklist / Tour

In-product or email-based checklist that guides 
users to their first success. Completion rates above 
60% strongly predict retention.

Segmented Lead Nurturing

Use Wishpond's automation to tag leads by source, 
behavior, and interest. Send relevant content, not 
generic blasts.

Personalized Demo or Free Trial

Offer a guided, role-specific demo. Pre-populate trial 
environments with sample data relevant to the 
user's industry.

Webinar & Live Training

Weekly live onboarding sessions for new users. 
Record and repurpose as evergreen nurture content.

SMS & Push Re-engagement

Trigger SMS or push notifications when users haven't 
taken a key action within 48 hours of signing up
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PHASE 04

Retention — Keep Them Coming Back

Retention is the engine of sustainable growth. A 5% improvement in retention can increase 
revenue by 25–95%. Focus on consistent value delivery, proactive communication, and 
community.

Lifecycle Email Automation

Milestone emails (30/60/90 days), usage nudges, 
feature announcements, and win-back campaigns 
for at-risk users.

NPS & CSAT Surveys

Send NPS at Day 30 and quarterly. Route detractors 
to support; route promoters to referral flows 
immediately.

Loyalty & Engagement Programs

Reward continued usage with early access to 
features, exclusive content, or points-based 
incentives.

Community Building

Create a branded community (Slack, Circle, Facebook 
Group). Peer-to-peer learning dramatically increases 
stickiness.

Churn Prediction & Intervention

Monitor login frequency, feature usage, and support 
ticket volume. Trigger proactive outreach when 
engagement drops.

Quarterly Business Reviews

For high-value accounts, schedule QBRs to showcase 
ROI, align on goals, and surface expansion 
opportunities.
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PHASE 05

Referral — Turn Customers into Advocates

Word-of-mouth is the highest-converting acquisition channel. Customers acquired via referral 
have 37% higher retention and a 16% higher lifetime value. Build systems that make sharing 
effortless.

Formal Referral Program

Give promoters a unique link, a two-sided incentive 
(referrer + referee), and an easy dashboard to track 
their rewards.

Case Studies & Testimonials

Interview happy customers at 90 days. Publish video 
testimonials, written case studies, and logo walls.

Review Generation Campaigns

Automate review requests to NPS Promoters on G2, 
Capterra, or Google. Respond to all reviews publicly.

Ambassador & Champion 
Programs

Identify power users and formalize their advocacy. 
Offer co-marketing opportunities, early access, and 
exclusive recognition.

Referral Pro Tip: Ask at the Peak Moment
The best time to request a referral is immediately after a win — a successful launch, positive review, 
milestone, or support resolution. Advocacy is strongest when customer excitement is highest.
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PHASE 06

Revenue — Maximize Customer Value

Revenue growth doesn't require more customers. Expanding revenue from existing accounts 

through upsells, cross-sells, and pricing optimization is faster, cheaper, and more predictable.

Upsell & Cross-sell Automation

Trigger upsell nudges when users hit plan limits or 
unlock adjacent use cases. Use behavioral signals, 
not just time-based triggers.

Annual Plan Incentives

Offer 15–20% discount for annual commitment. 
Present the offer at Day 45 when value is highest and 
buyer's remorse is lowest.

Pricing Page Optimization

A/B test plan names, feature framing, and anchoring. 
Highlight the most popular plan and use decoy 
pricing to drive upgrades.

Abandoned Checkout Recovery

3-email sequence: reminder (1 hr) → social proof (24 
hr) → urgency/incentive (72 hr). Recover 10–15% of 
abandoned checkouts.

Strategic Revenue Statement

Revenue optimization is more than pricing. It’s the combination of better timing, smarter packaging, 
stronger retention, and creating clear pathways for customers to grow with your product.

STRATEGY BLUEPRINT 2026 EDITION



09 Metrics That Matter

Track these 12 KPIs weekly. Each maps to a funnel stage. If a metric is yellow or red, it tells you 
exactly where to focus next sprint.

Metric Stage Target Benchmark Priority

Organic Sessions / Month Awareness 20% MoM growth High

Cost Per Lead (CPL) Acquisition < 3× average order value High

Landing Page Conversion Rate Acquisition ≥ 3–5% High

Email Open Rate Acquisition ≥ 25–30% Medium

Time to First Value Activation < 24 hours High

Trial-to-Paid Conversion Activation ≥ 15–25% High

Monthly Churn Rate Retention < 2–3% High

DAU / MAU Ratio Retention ≥ 20% (SaaS) / ≥ 50% (Consumer) Medium

Net Promoter Score (NPS) Referral ≥ 40 Medium

Referral Program Participation Referral ≥ 10% of active users Monitor

Customer Lifetime Value (LTV) Revenue LTV:CAC ≥ 3:1 High

Net Revenue Retention (NRR) Revenue ≥ 110% High
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10 Your 90-Day Roadmap

Don't try to execute all six phases at once. Use this sequenced roadmap to build momentum, 
validate quickly, and create compounding wins.

Days 1–30 · Foundation

Abandoned Checkout Recovery

Set up analytics (GA4, heatmaps, funnel tracking). Audit your existing landing pages and email sequences. 
Launch one high-intent lead magnet with a dedicated Wishpond landing page. Establish your baseline KPIs 
and weekly reporting cadence.

Days 31–60 · Acquisition Sprint

Scale What Works, Kill What Doesn't

Run 3 A/B tests on your top landing pages. Launch a retargeting campaign. Build a 5-email welcome 
sequence with Wishpond automation. Publish 4 SEO-targeted content pieces. Double down on the paid 
channel showing the best CPL.

Days 61–75 · Activation & Retention

Improve Time-to-Value

Map your user's "aha moment" and remove friction before it. Build behavior-triggered email sequences for 
inactive users. Launch NPS at Day 30 and route promoters into a referral ask flow. Review churn cohorts to 
identify common exit points.

Days 76–90 · Revenue & Referral

Unlock Expansion Revenue

Launch a formal referral program with two-sided incentives. A/B test your pricing page. Build an upsell email 
sequence triggered by usage signals. Publish 2 customer case studies. Review full-funnel metrics and set 
targets for Q2.

Ready to execute this blueprint?

Start Growing with Wishpond

Everything in this blueprint — landing pages, email automation, pop-ups, A/B testing, 
contests, and analytics — lives in one platform, ready to go today.

Start Your Free Trial →
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