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The 84-tactic playbook we used to build 6 live SaaS — with $0 in ads.

What this is
Real tactics. Tested in production. No theory.

Every section comes from how we shipped guardlabs.online, nexus-bot.pro, askoracle.site, Phantom
Paper, RVV Hunter, and Mech#2.

What this is NOT

e A“10x your traffic” growth-hack list. No silver bullets.
e A guide to ads, paid media, or budget-required growth.

® A book about theory. Each tactic has time-to-implement, real example, and common mistake.

How to read
You don't need to read in order. Pick a section that matches your stage:

e Pre-launch: Sections 0, 7, 10

e First 100 users: Sections 1, 3,6, 9
e Scaling: Sections 2, 4, 8

e Growth experiments: Section 5

e Templates ready to copy: Bonus

Contact
e Updates / Q&A: support@guardlabs.online
e Telegram: @Alright_thanks
e Updates tier $29/mo: new tactics added quarterly



Section 0: Mindset & Filter (5 tactics)

Why most “free traffic” advice fails

e What: The vast majority of organic growth content is written for clicks, not for results. It
promotes low-effort, high-reward “hacks” that are either outdated, saturated, or
fundamentally misaligned with building a sustainable business. They sell a dream, not a
process.

e How:

", "

1. Recognize the patterns: “10x your traffic,” “secret trick,

red flags.

growth hack.” These are

2. Filter for advice that discusses trade-offs, costs (even if not monetary), and failure.
Real experience is full of all three.

3. Prioritize process over outcome. A repeatable system for testing ideas is more
valuable than a single “hack” that might work once.

e Time-to-implement: This is a permanent mindset shift, not a one-time task.

e Real example from us: We spent a month trying to “trend-jack” on Twitter based on a
popular guide. It resulted in zero sign-ups for nexus-bot.pro and a lot of wasted time. We
learned that our audience (developers) isn't looking for bot solutions while doom-scrolling
political news. The advice wasn't wrong, but it was wrong for us.

e Common mistake: Believing there is a silver bullet. There isn't. There is only disciplined,
targeted effort.

e Audience-match doctrine: This tactic is for everyone. If you're still looking for a magic
button to get rich quick, this entire Blueprint is not for you.

Audience-match doctrine (the law)

e What: The single most important law of no-budget growth. A tactic’s success is determined
less by the tactic itself and more by its alignment with your specific audience’s behavior,
location, and mindset. A brilliant Reddit strategy is useless if your customers are C-level
execs on LinkedIn.

e How:

1. Before implementing any tactic, answer: “Where does my ideal customer spend
their time when they are thinking about the problem I solve?”

2. Answer: “What is the ' watering hole’ where they complain, share solutions, and ask
for help related to my domain?” (e.g., a specific subreddit, a niche Discord server, a
professional forum).

3. Grade every potential tactic on a 1-5 scale for audience alignment. Ignore anything
below a 4.

e Time-to-implement: 1 hour per new tactic evaluation.

e Real example from us: For guardlabs.online, our audience is security-conscious small
business owners. We tested a “build-in-public” strategy on IndieHackers. It got positive
feedback but no customers. We switched to writing detailed answers on Quora and Reddit to
questions like “How do I protect my website from bots?” This had a direct, measurable impact
on sign-ups. The audience was in problem-solving mode, not community mode.

e Common mistake: Picking a platform because it's big (e.g., “I have to be on TikTok") rather
than because it's right.

e Audience-match doctrine: This law does not work for mass-market B2C products where the
audience is “everyone” (e.g., @ mobile game). For them, platform scale might trump platform
specificity.

Pre-flight: 3 questions before any tactic



e What: A simple 3-question checklist to run before you invest a single hour into a new growth
tactic. It prevents wasted effort on dead-end initiatives.

e How: Ask and answer honestly:
1. What is the single, measurable success metric? (e.g., “10 qualified sign-ups,” “50

visitors to the pricing page,” “20 stars on GitHub"). “Brand awareness” is not a
metric.

2. What is the ‘failure’ metric and timeline? (e.g., “If we don't get 100 visitors from
this within 14 days, we kill it.”). Be ruthless.

3. Does this scale, or is it a one-off? (e.g., Writing one great blog post is a one-off.
Creating a system to produce one good blog post a month scales). Prioritize
scalable systems.

e Time-to-implement: 5 minutes per tactic.

e Real example from us: For AskOracle, we wanted to try manual outreach on Discord.

1. Success metric: 5 new paid users in 7 days.
2. Failure metric: Fewer than 2 paid users, or a ban from a server.

3. Scalability: Low. It's manual. We decided it was only worth it as a way to get initial
feedback, not as a long-term growth channel. We time-boxed it to one week and
then stopped.

e Common mistake: Starting a tactic without a clear definition of done or a kill switch.

e Audience-match doctrine: This doesn't work for projects with no clear commercial goal
(e.g., an open-source tool you build for fun). For business, it's non-negotiable.

Anti-pattern: chasing platform of the month

e What: The tendency for founders to jump onto every new, hot social platform (e.g., Threads,
Bluesky, Mastodon) hoping to catch an early-adopter wave. This is almost always a
distraction.

e How:

1. Apply the Audience-Match Doctrine. Is your specific audience migrating there en
masse and in a problem-solving context? (Hint: usually not).

2. Wait for the platform to mature. Early platforms have poor discovery, no business
tools, and a fickle user base. Let others spend their time figuring it out.

3. Focus on established platforms with proven, searchable, long-tail value (Google,
Reddit, established forums). Your effort there compounds. Effort on a fleeting
platform dies with the hype cycle.

e Time-to-implement: Ongoing discipline.

e Real example from us: When Threads launched, the temptation was there. We looked at our
product list. Would a developer find nexus-bot.pro on Threads? Would a philosophy student
find AskOracle? No. We made a conscious decision to spend zero time there and instead
focus on improving our hreflang SEO, which had a permanent, measurable impact.

e Common mistake: Confusing user growth on a new platform with your business growth.
They are not related.

e Audience-match doctrine: This advice is NOT for B2C influencer-driven brands who sell via

personality. For them, being an early adopter on a new visual medium can be a huge
advantage. For B2B/Saas, it's a trap.

Budget for tools that pay back in 30 days

e What: “No-budget” doesn’t mean “no-spend.” It means no ad spend. You must budget for
tools that provide a clear, positive ROI within a single billing cycle, usually by saving you time
which is your most valuable asset.

e How:



1. Calculate your “founder hourly rate.” A simple way is (Target Annual Salary) /
2000 . If you want to make $80k, your time is worth $40/hour.

2. When evaluating a tool (e.g., a $29/mo SEO tool), ask: “Will this save me more than
one hour of work this month?” If yes, it's an instant buy.

3. Review your tool subscriptions monthly. If you can't point to a direct time-saving or
revenue-generating outcome in the last 30 days, cancel it.

Time-to-implement: 1 hour per month.

Real example from us: We use Resend ($20/mo) for transactional emails. We could self-host,
but the setup and maintenance would take at least 5-10 hours. At a $40/hr rate, that's $200-
$400 of our time. The tool pays for itself in the first 30 minutes of not having to configure
Postfix. We use a Pro subscription to a translation API for multi-language SEO. Cost: ~$5/mo.
Time saved: dozens of hours. Instant ROI.

Common mistake: Being penny-wise and pound-foolish. Saving $10 on a tool that costs you
5 hours of your own time is a net loss of hundreds of dollars.
Audience-match doctrine: This is less critical for hobbyists who have more time than money

and enjoy the process of building everything themselves. For a founder trying to get to
revenue, it's essential.



Section 1: Google Ecosystem — 15 No-
Budget Techniques

Google is the biggest free distribution network. Most founders don't use even a third of its potential.
This section covers 15 techniques we actually used for guardlabs.online.

Technique 1.1: Google Search Console + Indexing API

What: Speed up new page indexing from 1-3 weeks to 1-3 hours.
Why: Get fresh content into search results instantly. Crucial for trend-jacking (CVEs, exploits, Al news).

How: 1. Verify your domain in Google Search Console via DNS TXT record. 2. Enable the Indexing
API in GCP ( console.cloud.google.com/apis/library/indexing.googleapis.com ). 3. Add a Service
Account as an Owner in GSC (via the Site Verification API + DNS TXT — the UI doesn't work for
domain properties). 4. POST urlNotifications:publish for each new page with URL UPDATED .

GuardLabs’ Real Numbers: - DNS verification is automated via a Porkbun API recipe — repeatable in
5 minutes for a new domain. - 22 CVE pages indexed in 1-3 hours (instead of 1-3 weeks). - Cost: $0
(free tier is 200 URLs/day).

Ready-to-use Python code in Bonus templates: indexing api.py +

get sa verification token.py .

Technique 1.2: Google Dataset Search

What: Schema.org Dataset JSON-LD - getting listed on datasetsearch.research.google.com .

Why: Journalists, researchers, and analysts use Dataset Search to find data. Backlinks from them are
gold for your domain authority.

How: 1. Create a public CSV/JSON with your data (aggregated and anonymized if it contains PII). 2.
Create a /datasets/<slug>/ page with a description + Schema.org Dataset JSON-LD. 3. Submit to
sitemap.xml + lIms.txt. 4. Ping the Indexing API.

GuardLabs’ Real Numbers: - 1.5 hours of work — live https://guardlabs.online/datasets/cve-
trends-2026/ .- Valid Schema.org: 7 variableMeasured + 2 distributions + CC-BY-4.0. - Expected
outcome: 5-15 targeted visits per week + 1-2 backlinks in 3-6 months.

Ready-to-use template in Bonus: build dataset.py .

Technique 1.3: Apps Script Marketplace

What: Publish a Sheets/Docs/Gmail add-on in the Google Workspace Marketplace.

Why: An evergreen channel for free distribution with low competition in niche markets. Every install is
a potential lead.

How: 1. Write a minimal Apps Script (e.g., @ =BINANCE("BTC") function for Sheets). 2. Auto-publish via
API (NOT the manual UI): bash python3 publish apps script.py <folder> --title "BINANCE
Functions" 3. Submit as unlisted immediately + for public review in 2 weeks.

GuardLabs’ Real Numbers: - 1 add-on published, 0 manual clicks. - 5 seconds to launch via APL.

Ready-to-use recipe in Bonus: publish apps script.py .

Technique 1.4: Google Sites Parasite SEO



What: Public mini-pages on sites.google.com with your content + links.

Why: The sites.google.com domain has high traffic-trust. Your mini-page will get indexed and
ranked within hours.

How: 1. Create a new Site at sites.google.com/view/<your-name>-<topic> . 2. Fill 3-5 pages with your
content + links to your main site. 3. Internally link between your Google Sites pages.

Real effect: Google ranks sites.google.com pages highly, even for 3-page sites.

Technique 1.5: Public Google Docs

What: Publish a Google Docvia File - Share - Publish to web - URL.

Why: Google Docs content gets indexed. You can use it as “extended material” for an article on your
site.

How: 1. Create a Doc like “The Complete Guide to X — 30 Pages”. 2. Publish to web = get the URL. 3.
On your site: “Download the full version” — link to the Doc.

Effect: The Doc gets indexed in search results + acts as a lead capture (via users requesting access).

Technique 1.6: Google Trends + Pytrends Integration

What: Monitor rising search queries in your niche.

Why: Writing content about topics that are already growing > writing about established (red ocean)
topics.

How:

from pytrends.request import TrendReq
pytrends = TrendReq()

pytrends.build payload(['your keyword'], timeframe='now 7-d')
trending = pytrends.interest over time()

Run a cron job once a day = if growth >50% in a week - trigger an article.

Technique 1.7: Sheets API Public Dashboards

What: A dashboard in Google Sheets (not Looker) with a public embed.

Why: Looker Studio Free has NO API for creating charts (UI only). The Sheets API has addChart +
repeatCell — build an entire dashboard with a single batchUpdate command in 5 seconds.

How: 1. Create a Sheet, share it with a Service Account as an Editor. 2. A script writes data via
values.update . 3. The script creates charts via batchUpdate.addChart . 4. File - Share - Publish
to web - embed iframe URL .5.Add the iframe to your landing page.

GuardLabs’ Real Numbers: - Phantom Paper Live Dashboard: $351 PnL / 57% WR / 384 trades. - Auto-
syncs every 15 minutes (cron + systemd timer). - Embedded on 4 pages at guardlabs.online/trading/.

Ready-to-use code in Bonus: build dashboard.py + sync to sheet.py .

Technique 1.8: Claim Your Knowledge Panel

What: Claim ownership of your brand’s Knowledge Panel in the right-hand block of Google search
results.

Why: Control how Google presents your brand in the SERP.

How: 1. Google your brand — if a Knowledge Panel appears — click “Claim this knowledge panel”. 2.



Google requires verification via your domain / GMB / Twitter / Wikipedia. 3. After verification, you can
suggest edits.

Effect: Your version of the description / logo / social media links is shown to everyone.

Technique 1.9: lims.txt + robots.txt AI Rules

What: Files that tell AI agents (ChatGPT, Claude, Perplexity) how to use your content.

Why: Al assistants are increasingly answering questions for users. You want them to recommend you
specifically.

How: 1. Create /llms.txt — describe your SKUs, tone, language, and rules. 2. Create /robots.txt
with Al bot rules. 3. Add User-agent: ChatGPT-User / User-agent: Claude-Web / etc.

GuardLabs’ Real Numbers: - A 7195-byte lIms.txt file describing 12+ SKUs. - Each new SKU is added to
[Ims.txt automatically (the CVE Watcher pipeline does this after each new article).

Ready-to-use template in Bonus: 1lms.txt.template .

Technique 1.10: Schema.org TechArticle / FAQPage / Product

What: Structured data for rich snippets in search results.

Why: - TechArticle — gets you into Google's special tech block. - FAQPage — creates an expanded
snippet with questions/answers in the SERP. - Product - shows price/rating/availability in the search
result card.

How: Add a <script type="application/ld+json"> to every page.

GuardLabs’ Real Numbers: All 22 CVE + 6 DeFi + product pages have Schema.org markup.

Technique 1.11: Sitemap Multi-lang hreflang

What: Correctly marking up multilingual pages for Google.

Why: Without hreflang , Google doesn't understand that en/ru/es are variants of ONE page - it
duplicates ranking efforts.

How:

<url>
<loc>https://example.com/page/en</loc>
<xhtml:link rel="alternate" hreflang="en" href="https://example.com/page/en"/>

<xhtml:link rel="alternate" hreflang="ru" href="https://example.com/page/ru"/>

<xhtml:link rel="alternate" hreflang="es" href="https://example.com/page/es"/>

<xhtml:link rel="alternate" hreflang="x-default" href="https://example.com/page/en"/>
</url>

Technique 1.12: Google Public Q&A / People Also Ask

What: Filling the “People Also Ask” block in the SERP.
Why: This block provides huge visibility for your brand.

How: 1. Find top questions in your niche (using AnswerThePublic / SuggestKeyword). 2. Create
detailed answers (300-500 words each). 3. Use FAQPage Schema.org. 4. Add internal links between the
questions.



Technique 1.13: Google Discover Feed

What: Getting featured in the Google Discover feed on Android (mobile feed).
Why: It can deliver a burst of traffic — sometimes thousands of visits in a few hours.

How: - Good Core Web Vitals (LCP < 2.5s, CLS < 0.1). - Original content (not Al-generated mass
content). - Regular publishing (=3 times a week). - Web Stories (AMP format, optimized for mobile).

Technique 1.14: Google Workspace Add-ons (Sheets/Docs/Gmail)

What: Add-ons beyond the Marketplace — for specific Google services.
Why: Different surfaces serve different needs.

Add-on ideas for our SKUs: - Sheets: “CVE Watch” — subscribe to a CVE feed - live updates in a Sheet.
- Gmail: “Site Health Check” — checks the status of every site linked in an email signature. - Docs: “Lazy
Trader Chapters Generator” — pull chapters from your database.

Technique 1.15: Cross-linking Footer

What: A footer on every page with links to ALL your SKUs/sections.
Why: Distributes PageRank + helps Al agents find all your products at once.

How: Use a template footer on every landing page.

<footer>
<a href="/">GuardLabs</a> -
<a href="/care/">Care</a> -
<a href="/web-audit/">Web-Audit</a> -
<a href="/cve/">CVE Watch</a> -
<a href="/defi/">DeFi Exploits</a> -

<a href="/datasets/">Datasets</a> -

<a href="/agent ready/">Agent-Ready</a> -

<a href="/antifraud/">Anti-Fraud</a> -

<a href="/gquardian/">Guardian</a> -

<a href="https://nexus-bot.pro/">Course</a>
</footer>

GuardLabs’ Real Numbers: All pages (~50 landing pages) have this footer. A pre-deploy hook
( guardlabs-precheck ) verifies that the cross-links are in place.

Checklist After Reading Section 1

e Verify your domain in Google Search Console via DNS.

® Enable the Indexing API + Site Verification APL.

® Setup indexing api.py for automatic pings.

® (Createa /datasets/ page with Schema.org Dataset markup.
e (Create an lims.txt file describing all SKUs.

e Add Schema.org JSON-LD to every page.

e Use hreflang on multi-language pages.

e Implement a cross-link footer template.

e (Optional) Build an Apps Script add-on.

e (Optional) Create a Sheets API public dashboard.

Next section: Section 2 — Whop-specific techniques for info-creators.






Section 2: Whop-specific tactics for info-
creators (8 tactics)

Storefront SEO inside Whop marketplace

What: The Whop marketplace has its own search algorithm. Optimizing your product listing
(storefront) for relevant keywords can drive significant “internal” traffic from users already on
the platform with high purchase intent.

How:

1. Keyword Research: Use the Whop search bar. Type in your main category (e.g.,
“trading,” “sneakers,” “Al") and see what auto-completes. These are high-volume
searches.

2. Title Optimization: Your product title should lead with the primary benefit or
keyword. Instead of “Cool Trading Group,” use “Trading Signals & Algo Alerts for
Options.”

3. Description Density: Weave your target keywords and related terms naturally into
the first 2-3 paragraphs of your product description. Whop's search indexes this
text.

4. Tagging: Use all available tag slots. Mix broad terms (“SaaS,” “Trading”) with specific
ones (“Scalping Bot,” “SPX ODTE").

Time-to-implement: 1 hour.

Real example from us: Our nexus-bot.pro storefront was originally named “Nexus Bot.”
We changed it to “Nexus Bot: Automated Discord & Telegram Bot.” We saw a ~30% increase
in impressions from within the Whop marketplace search in the first month.

Common mistake: Writing a “creative” or “clever” product description that contains none of
the words people actually search for.

Audience-match doctrine: This is useless if you drive 100% of your traffic from external
sources (e.g., a large, existing YouTube channel) and don't care about discovery within the
marketplace.

Coupon-stacking for launches

What: Creating a sense of urgency and exclusivity during a product launch by combining a
time-limited public coupon with a more exclusive, limited-quantity coupon for a specific
group.

How:

1. Public Coupon: Create a general launch coupon (e.g., LAUNCH20 for 20% off) that is
valid for the first 48-72 hours of your launch. Announce this publicly.

2. Private Coupon: Create a second, better coupon (e.g., EARLYBIRD30 for 30% off)
but limit its use to the first 25 people.

3. Distribution: Share the private coupon with your most engaged pre-launch
audience (e.g., your “coming soon” email list, your core Discord members) an hour
before the public launch.

4. The Stack: This creates two tiers of urgency: “I need to be one of the first 25 to get
the best deal,” followed by “I missed the best deal, but I can still get a good deal for
the next 48 hours.”

Time-to-implement: 30 minutes.

Real example from us: For a new info-product, we offered EARLY50 (50% off, 20 uses) to
our existing GuardLabs customers. Then we launched publicly with PUBLIC30 (30% off for 3
days). The EARLY50 coupon ran outin 15 minutes, creating social proof that the launch was
“hot.”



e Common mistake: Making the coupons too complex or having the expiration dates/times

fail. Test the coupons yourself before announcing them.

e Audience-match doctrine: This doesn’'t work for high-ticket, enterprise-level products sold

on Whop. It can devalue the brand. It's best for products under $100/mo.

Referral mechanics tied to membership tier

e What: Incentivizing your most valuable members to become your best affiliates by offering

higher referral commissions or better rewards based on their membership level.

e How:

1. Define Tiers: If your product has tiers (e.g., Basic, Pro, Elite), use these as the basis
for your referral structure.

2. Structure Payouts: Set up your Whop referrals so that:

® Basic members get a 15% commission.
® Pro members get a 25% commission.
® Elite members get a 35% commission.
3. Market It: This isn't just a backend setting. Market it as a key benefit of upgrading.
“Upgrade to Pro and earn more for every friend you refer!”
Time-to-implement: 1 hour to set up, ongoing promotion.

Real example from us: For one of our Discord communities, the “VIP” tier costs more but
gives members a 40% referral commission vs. the standard 20%. Several VIPs make back
their membership fee purely through referrals, which gives them a massive incentive to
promote the community.

Common mistake: Hiding the referral program. It should be a visible, promoted feature of
your product.

Audience-match doctrine: Not effective for single-tier, low-cost products. The overhead of
managing tiered referrals isn't worth it if the price difference between tiers is small.

Affiliate-payout transparency as social proof

What: Using your affiliate program not just as a sales channel, but as a marketing tool. By
publicly (and with permission) celebrating your top affiliates and their earnings, you provide
powerful social proof of your product’s value.

How:

1. Get Permission: When you pay out a large commission to an affiliate, ask them:
“Hey, you made $X this month. Would you be comfortable with us giving you a
shout-out in our Discord/on Twitter?”

2. Create a “Leaderboard”: In your Discord or on your website, create a monthly “Top
Affiliates” leaderboard. This gamifies the process.

3. Frame the Narrative: The message is not “Look how much money we're paying

out.” It's “Look how much value our affiliates are creating because they believe in
the product.” It validates the product’s worth.

Time-to-implement: 1-2 hours per month.

Real example from us: In our main Discord, we have a #hall-of-fame channel. Each
month, we post “Congrats to our top 3 affiliates for July!” with their usernames (with
permission) and the amounts they earned. This has driven a 50% increase in affiliate sign-
ups.

Common mistake: Sharing this information without explicit permission. This is a huge
breach of trust.

Audience-match doctrine: This can be seen as tacky or unprofessional in very formal B2B
markets. It's best for creator/community-focused products.



Cross-promotion to other Whop creators (4 templates)

e What: Systematically partnering with other non-competing creators on Whop who share a
similar audience. This is one of the highest-leverage growth tactics on the platform.

e How:

1. Identify Targets: Find 10-15 products on Whop that are complementary to yours. If
you sell a trading bot, partner with someone who sells a trading course.

2. The Offer: Propose a simple, mutually beneficial exchange: a discount swap, a
mention in each other’s Discord, or a joint giveaway.

3. Reach Out: Use a concise, value-first template.

Template 1: The Discount Swap > Subject: Collab? [Your Product] x [Their Product] > > Hey
[Name], > > Big fan of what you're doing with [Their Product]. I run [Your Product], which
helps our users [do X]. I see a lot of audience overlap. > > Idea: We trade exclusive 25%
discount codes for each other's communities. Simple way to provide value to both our
members. > > Let me know if you're open to it. > > Best, [Your Name]

Template 2: The Content Feature > Subject: Feature your product? > > Hey [Name], > > My
name is [Your Name], I run [Your Product] on Whop. We're putting together a list of
“Essential Tools for [Your Niche]” for our members. > > [Their Product] is a perfect fit. Would
you be open to being included? In return, maybe you could mention us in your Discord’s
#resources channel. > > Cheers, [Your Name]

Template 3: The Affiliate Pitch > Subject: Quick question >> Hey [Name], > > Saw your
product on Whop, looks solid. I run [Your Product] and our audiences are nearly identical. > >
We don't have a competing product, and I think my members would get a ton of value from
yours. Do you have an affiliate program? I'd be happy to promote it. > > Best, [Your Name]

Template 4: The Joint Giveaway > Subject: Joint giveaway idea > > Hey [Name], > > Love
[Their Product]. I'm [Your Name] from [Your Product]. > > To grow both our communities,
what do you think about a joint giveaway? We could offer 1 free lifetime license from each of
our products. We promote it to our audiences, they have to join both Discords to enter. > >
Easy win-win. Interested? > > Thanks, [Your Name]

e Time-to-implement: 2 hours to identify targets and send outreach.

e Real example from us: We partnered nexus-bot.pro (a botting tool) with a community that
sells information on how to acquire limited-edition items. We offered their members an
exclusive discount. They announced it in their Discord, and we got 40 new customers in a
weekend.

e Common mistake: Reaching out to direct competitors or products with no audience overlap.
It's a waste of time and can look amateurish.

e Audience-match doctrine: This only works if you have an established product with some
members. It's hard to do a cross-promo when you have nothing to offer in return.

Embedded preview content (video/text)
e What: Using Whop's feature to embed content (e.g., a YouTube video, a text snippet) directly
into your storefront. This acts as a “free sample” to convert browsing users.

e How:
1. Create the Content:

m Video: Record a 2-3 minute loom or YouTube video showcasing the result
of your product. Don't do a feature-by-feature walkthrough. Show the
“after” state.

m Text: Write a high-value, self-contained piece of content that is a sample of
what's inside. E.g., if you sell a course, embed the entire first lesson.

2. Embed it: In your Whop product editor, find the option to embed content in your



description. Use the YouTube or text embed feature.

3. Reference it: In your description text, explicitly say “Watch the 2-min demo below
to see exactly how it works” or “Read the first chapter for free below.”

e Time-to-implement: 2 hours to create and embed the content.

e Real example from us: On the askoracle.site storefront, we embedded a text block with
5 example philosophical questions and the Al's complete, high-quality answers. This
immediately demonstrates the product's value, overcoming skepticism.

e Common mistake: Embedding a long, boring, unedited video. Keep it short, fast-paced, and
focused on the value proposition.

e Audience-match doctrine: Less effective for very simple, self-explanatory products. If the
product is “Access to a Discord channel,” a video might be overkill.

Webhook-driven nurture (we use whop.com - Resend)

e What: Using Whop's webhooks to trigger automated email sequences for key events, such as
a new membership, a cancellation, or a failed payment. This allows you to nurture customers
outside of Discord.

e How:

1. The Stack: Whop (Trigger) = Webhook Catcher (like Pipedream or a simple
serverless function) = Email API (like Resend or Postmark).

2. Set up Webhooks: In your Whop settings, create webhooks for events like
membership.created , membership.cancelled , and payment.failed . Point them to
your webhook catcher URL.

3. Create Sequences in Resend:

® Onboarding: For membership.created , trigger a 3-email welcome
sequence. Email 1: Welcome + quick start guide. Email 2 (Day 3): Pro-tip or
hidden feature. Email 3 (Day 7): Ask for feedback.

m Cancellation: For membership.cancelled , trigger a 1-email exit survey.
“Sorry to see you go. What could we have done better?”

® Payment Failed: For payment.failed , trigger an email with a direct link
to update their billing info.

e Time-to-implement: 3-4 hours for a developer to set up.

e Real example from us: Our entire onboarding for guardlabs.online is automated this way.
The webhook from Whop triggers a serverless function on Vercel, which then calls the
Resend API to send a personalized welcome email. It feels high-touch but is 100%
automated.

e Common mistake: Only communicating with your members via Discord. When they leave
the Discord, you lose all contact. Building an email list via this method is a critical asset.

e Audience-match doctrine: Overkill for small communities where you can personally DM
every new member. Once you pass 5-10 new members a day, this becomes essential.

Avoiding the “100 reviews scam” temptation

e What: A common black-hat tactic on Whop involves getting friends or fake accounts to buy
your product and leave 5-star reviews to artificially boost your rating and ranking. This is a
short-term trick that will get you banned.

e How:

1. Earn Reviews Legitimately: The best way to get reviews is to ask. Use the
webhook-driven nurture sequence above. In your Day 7 email, ask: “If you're finding
[Your Product] valuable, would you mind leaving a quick review on Whop? It helps
us a ton.”

2. Offer an Incentive (Carefully): You can offer a small, non-monetary incentive for
feedback, but not for a positive review. For example: “Leave a review (good or bad,



we want your honest thoughts!) and we'll give you a special ‘Reviewed'’ role in
Discord.”

3. Focus on Product Quality: The ultimate way to get good reviews is to have a
product that delivers on its promises.

Time-to-implement: Ongoing effort.

Real example from us: We were tempted to do this when a competitor with an inferior
product shot past us in the rankings using fake reviews. We resisted. We focused on our
product, and within 3 months, the competitor was banned from the platform. We played the
long game and won.

Common mistake: Thinking you won't get caught. Whop's fraud detection is sophisticated.
They look at purchase patterns, account age, and payment methods. It's not worth the risk of
losing your entire business.

Audience-match doctrine: This advice is for everyone. There is no business for whom
getting banned is a good long-term strategy.



Section 3: Discord / Reddit / TG organic (10
tactics)

Reddit account warmup before any post (14-day playbook)

o What: Reddit's spam filters are aggressive. A new account that immediately posts a link to
their SaaS will be instantly shadowbanned. You must age and season your account to look
like a genuine user.

e How:

o Days 1-3: Lurk & Upvote. Join 20-30 subreddits, including your target ones and
popular generic ones (e.g., r/askreddit, r/mildlyinteresting). Do nothing but upvote
posts and comments.

o Days 4-7: Comment. Make 5-10 helpful, non-promotional comments per day. Ask
qguestions. Answer simple questions. Aim for comments that are 1-2 sentences long.
The goal is to accumulate comment karma.

o Days 8-10: Longer Comments & First Posts. Write more detailed comments. Make
your first posts, but only in “safe” subreddits. Post a picture of your pet in r/aww.
Ask a question in r/explainlikeimfive. Do NOT post in your target subreddits yet.

o Days 11-14: Engage in Target Subreddits. Now, start commenting in your target
subreddits. Be helpful. Answer questions. Establish yourself as a knowledgeable
member of the community.

o Day 15+: You are now clear to make your first value-add post (not a direct
promotion).

e Time-to-implement: 15 minutes a day for 14 days.

o Real example from us: We follow this exact playbook for every new Reddit account. Before
we ever mentioned nexus-bot.pro inr/sneakerbots, our account had over 500 comment
karma from unrelated subreddits. Our first post was a guide on avoiding scams, with no
links. It was highly upvoted.

e Common mistake: Creating an account and posting a link on the same day. You are wasting
your time; your post will be visible only to you.

e Audience-match doctrine: Not necessary if you are only using Reddit for paid ads, but for
organic growth, this is non-negotiable.

Subreddit rule audit before posting (real template)

e What: Every subreddit is a mini-dictatorship with its own set of explicit and implicit rules.
Violating them is the fastest way to get banned and waste your warmed-up account. A formal
audit is required.

e How: Before posting, copy and paste this template into a document and fill it out for your
target subreddit. ““markdown **Subreddit Rule Audit: r/



Section 4: Multi-language SEO (8 tactics)

1. hreflang the right way

e What: hreflang tags are HTML attributes that tell Google which language and regional
version of a page to show to users. They prevent you from being penalized for duplicate
content and ensure the right users see the right page.

e How: In the <head> section of your HTML, add a set of <link> tags for every language
version of that specific page, including a self-referencing one. Also include an x-default for

a fallback. html <link rel="alternate" hreflang="en-us"
href="https://quardlabs.online/us/feature-x" /> <link rel="alternate"
hreflang="es-es" href="https://guardlabs.online/es/feature-x" /> <link

rel="alternate" hreflang="ru" href="https://guardlabs.online/ru/feature-x" />
<link rel="alternate" hreflang="x-default"
href="https://quardlabs.online/us/feature-x" />

e Time-to-implement: 2 hours to script, then automatic.

e Real Example: For guardlabs.online , the English page about “Phishing Protection” includes
hreflang links pointing to the equivalent /ru/ and /es/ versions. This helped our
Spanish version rank in Spain and Mexico within weeks.

e Common Mistake: Using relative URLs instead of absolute URLs in the href attribute.
Google requires the full URL. Another common mistake is using incorrect language/region
codes (e.g., en-uk instead of en-gb ).

2. Generating ES/RU/UA versions via Pro ($0.05/page)
e What: Using a large language model (LLM) like Claude or GPT-4 via its API to
programmatically translate your entire site for a fraction of the cost of a human translator.
e How:

1. Create a script that fetches the main content of a page.

2. Send the content to an LLM API with a precise prompt: Translate the following
HTML content to Ukrainian (uk-UA). Do not translate brand names like
"GuardLabs" or "Nexus-Bot". Do not translate code blocks or technical terms
like "API endpoint". Maintain all HTML tags.

3. Save the translated content as a new file in the correct language subfolder (e.g.,
/ua/page.html ).

e Time-to-implement: 2-3 days to build and test the script.

e Real Example: We translated the 50 most popular articles on askoracle.site into Spanish
and Russian. The total cost was under $5. The Spanish version now drives 15% of the site’s
total traffic.

e Common Mistake: Blindly trusting the output. You must have a quality gate. At a minimum,
have a native speaker check 1-2 pages to ensure the tone is correct and key terms weren't
mistranslated.

3. IP-based geo redirect

® What: Automatically redirecting a visitor to the language version of your site that matches
their country, determined by their IP address.

® How: Use a middleware solution. On Cloudflare, this is easy with a Worker script. On a
server, use a GeolP database (like the free MaxMind GeolLite2) to look up the user's country
from their IP. If a language version for their country exists, perform a 302 redirect.

e Time-to-implement: 1 day.

e Real Example: A user from Ukraine visiting nexus-bot.pro is automatically redirected to

nexus-bot.pro/ua/ . This simple change increased conversion rates for Ukrainian users by



over 200% because they landed on a page in their native language.

Common Mistake: Not providing a clear, visible link for the user to switch back to another
language. This traps users who may be traveling or using a VPN.

4. Local Google Business Profile per region

What: Creating a separate Google Business Profile (GBP) for key target markets, even
without a physical office.

How: Use a virtual office address or a partner’s address (with their explicit permission).
Create the GBP, but set it as a “service-area business” so the address isn't public. Fill out the
entire profile—description, services, hours—in the local language.

Time-to-implement: 1 hour per profile, plus verification time (days or weeks).

Real Example: GuardLabs has a “GuardLabs Europe” GBP registered to a partner’s address in
Warsaw, Poland. It's set to service all of Europe. This profile now appears in local map pack
results for searches like “cybersecurity services Poland.”

Common Mistake: Using a fake address or a P.O. box. Google's verification process will
catch this, and your profile will be suspended.

5. City-page generator (parameterized)

What: Programmatically creating thousands of SEO-optimized landing pages targeting
specific cities or regions (e.g., “IT Security Audit in London”).

How:

1. Create a master template for the page.

2. Create a list of target cities.

3. Write a script that generates a static HTML page for each city, injecting the city
name into the <hl>, <title>, and body copy.

4. Crucially, add a unique element to each page, like a map centered on the city or

local crime/business statistics pulled from an API, to avoid being flagged as thin
content.

Time-to-implement: 3 days for a solid, value-add generator.

Real Example: RVV Hunter could generate pages for “[City Name] urban exploration spots”.
Each page would pull in a map of that city and show pins for publicly known locations,
making each page uniquely useful.

Common Mistake: Creating thousands of identical pages where the only difference is the

city name. This is a classic spam tactic that Google will penalize. Each page needs some
unique value.

6. Domain vs subdomain vs subfolder (decision tree)

What: Deciding on the URL structure for your international content. This has significant SEO
implications.
How: Use this decision tree:

o Subfolder ( site.com/es/ ): Choose this by default. It's the easiest to manage and
consolidates all your SEO authority into one single domain.

o Subdomain ( es.site.com ): Choose this if you want to create a stronger signal of
local presence and are prepared to treat it as a semi-separate site for SEO purposes.
It's more work than a subfolder.

o ccTLD ( site.es ): Choose this only if you have a legal entity in the target country
and are committed to a full-scale local marketing strategy. It's the most expensive
and complex option but provides the strongest possible local signal.

e Time-to-implement: 30 minutes to decide.

Real Example: GuardLabs uses subfolders ( guardlabs.online/ru/, /es/ ). This keeps all
link equity on guardlabs.online and simplifies analytics and maintenance.



e Common Mistake: Mixing strategies. Using /es/ for Spanish, de.site.com for German,
and site.fr for French creates a chaotic structure that confuses search engines and users.
Pick one strategy and stick with it.

7. Cyrillic SEO traps

e What: Specific technical issues that arise when optimizing for Russian, Ukrainian, and other
Cyrillic-based languages.

e How:

1.

URL Slugs: Always transliterate Cyrillic URLs into Latin characters. A URL like .../
knbepbesonacHocTs can cause encoding issues with some browsers, analytics tools,
and social media platforms. Use .../kiberbezopasnost instead.

Encoding: Ensure every part of your stack (database, HTML files, server headers) is

Search Engines: Remember Yandex. It has a significant market share in Russia.
Submit your site to Yandex Webmaster Tools and pay attention to its specific
guidelines, which can differ from Google's.

e Time-to-implement: 1 hour to configure, but requires ongoing awareness.

e Real Example: An early version of nexus-bot.pro used Cyrillic slugs. We saw that links
shared on platforms like Discord would often break or render incorrectly. After switching to
transliterated slugs, all sharing and tracking issues were resolved.

e Common Mistake: Assuming Google is the only search engine that matters. In many Eastern
European countries, Yandex and local search engines hold considerable market share.
Ignoring them is leaving traffic on the table.

8. Auto-translate quality gate (4 checks)

e What: A simple, non-negotiable checklist to run on every single machine-translated page
before it goes live.

e How: Before publishing, perform these four checks:

1.

Brand/Product Names: Search the page for your product names (e.g., “Phantom
Paper”). Ensure they have not been translated into a generic equivalent.

. Technical Terms: Identify 3-5 key technical terms on the page. Check if their

translation is the correct industry term in that language. (e.g., “firewall” should be
“6paHamayep” or “daripson” in Russian, not a literal “orHeHHas cTeHa”).

Call to Action (CTA): Read the main CTA button/link out loud. Does “3anpocuTb
AemoHcTpaumio” sound natural for “Request a Demo™? Is it grammatically correct?
One-Paragraph Test: Ask a native speaker (or use another LLM as a “reviewer”) to
check one full paragraph for flow and readability. If it sounds robotic, the whole
page likely is.

e Time-to-implement: 5-10 minutes per page.

e Real Example: For Mech#2 , our quality gate ensures the term “mech” is never translated. It

also checks that technical commands like “execute_scan” remain in their original English
form, as they are part of the product's syntax.

e Common Mistake: Publishing raw, unverified API output. It's fast but results in low-quality
pages that have a high bounce rate, damage your brand's credibility, and will eventually be
down-ranked by Google.



Section 5: Trend-Jacking — Ride Someone
Else’s Traffic Wave

“NVD CVE = long-form article x 3 lang — Indexing API ping - backlinks and SEO inflow.” — The actual
GuardLabs pipeline, $0.085/CVE

Trend-jacking is the fastest no-budget SEO strategy. You take a recent event — write an in-depth
analysis before anyone else = get all the traffic from people searching for information.

This section covers 5 ready-to-use pipelines and a general pattern.

The General Formula for a Trend-Jacking Pipeline

Source of recent events (RSS / API/ manual monitoring).

Relevance filter for your niche.

Al generation of a long-form article (TL;DR + tech analysis + FAQ + Schema.org).
Multi-lang translation (en/ru/es).

Indexing API ping for instant indexing.

Cross-link footer to distribute PageRank to your SKUs.

N o v A w N =

Optional: TG / Square posting of a short teaser.

5.1: CVE Watcher (WordPress) — Our Actual Pipeline

Source: NIST NVD JSON 2.0 API (free, no auth). - URL:
https://services.nvd.nist.gov/rest/json/cves/2.0 - Filter: keywordSearch=wordpress ,
pubStartDate , CVSSz7.0 .

Pipeline (Python, ~500 lines): 1. Pull NVD for the last N days. 2. Filter by plugins (regex extract from
description). 3. SQLite dedup (one CVE = one time). 4. Pro generate: long-form JSON (TL;DR +
tech_analysis + who_at_risk + mitigation + FAQx5 + vulnerability_class). 5. Pro translate x 2 (RU + ES). 6.
Jinja2 render —» 3 HTML files. 7. Sitemap.xml update. 8. lims.txt update. 9. Indexing API ping x 3 lang.

Real numbers from GuardLabs: - $0.085 / CVE x 3 lang. - ~10 min generation per CVE (started with
parallel=4, but 429 errors = better with parallel=2). - 22 CVEs published in one run = 66 pages. -
Sitemap x 198 URLs (66 x 3 lang x hreflang).

Audience match: WordPress agency owners — Care SKU.

5.2: DeFi Exploit Watcher — Our Second Pipeline

Source: DefiLlama Hacks API ( api.llama.fi/hacks , no auth). Filter: amount = $1M, date = 14 days.

Article structure: - TL;DR (for the dev who's skimming). - Technical analysis (root cause, attack vector).
- Who else is at risk (similar protocols). - Lessons for builders. - FAQ x 5.

Audience match: smart-contract devs / security-thinking algotraders — nexus-bot.pro course.

Recurring budget: ~$0.50 / month for 5-10 exploits.

5.3: AI-Tools Daily Watcher (template, not launched)

Idea from the Pimenov pattern: he maintains 113 blog posts about new Al tools.

Sources: - HuggingFace trending models (RSS). - GitHub trending repos (filter language=Python + Al



keywords). - Product Hunt daily Al products. - arXiv recent Al papers (RSS).
Filter: only tools with >100 stars / >10 votes / etc.

Output: a short post (200-400 words) with: - What it is. - Who it's for. - Alternatives (if any). - Quick start
(3-5 steps).

Budget: ~$0.02 / post (short format, not long-form). Effect: regular SEO inflow, audience for a dev
course.

5.4: Crypto news / Rekt News template

Source: Rekt News (rekt.news/feed/) — but they block VPS IPs. Alternatives: - DefiHackLabs GitHub
(free). - CertiK Skynet API (free tier). - Twitter watchers (followlist + curated).

Same pipeline as the DeFi Watcher.

5.5: Wordfence vulnerability watcher (premium)

Source: Wordfence v3 API (requires an API key). - Free: subscribe to the email digest. - Paid: API access
for $X / month.

Advantage: more accurate plugin name extraction (Wordfence knows the real plugin names better
than NVD).

When it's worth paying: if the CVE Watcher generates >10 pages/month = the ROI covers the API
cost.

5.6: General Rules for Trend-Jacking

R1. Audience-fit checklist for every trend

Before writing about a trend: - [ ] Is this topic interesting to my audience? - [ ]Is there an overlap with
my SKUs? (if not, skip it). - [ 1 Are competitors already writing about it? (if there are 100+ articles in 24
hours, it's too late). - [ ] Can I add a unique angle? (my own opinion / a live case study / a cross-domain
insight).

R2. Speed > polish

Publish within 24 hours of the event. After a week, competition is 100x. After a month, it's dead.

R3. Long-form > short-form

e 1500-2500 words > 400 words.
e Competitors crank out short posts = you go deeper.

e Schema.org TechArticle + FAQPage = rich snippets.

R4. Cross-link to your SKUs

In every trend-jacking article, include a CTA for 1-2 of your SKUs (audience-match!). - CVE - Care +
Web-Audit. - DeFi exploit = nexus-bot.pro Course. - Al tool = Agent-Ready.

R5. No fearmongering

Use the tone of an auditor, not a hacker. The GuardLabs law from

feedback agentaudit letter tone.md .



5.7: What NOT to do in trend-jacking

e X Auto-generated AI mass content — Google’s HCU 2024 will ban you for this. Every post
must have a human touch (at least a review).

e X Duplicate content — every article must be unique (even if the pattern is the same).

e X Topics outside your niche — even if they're viral. Audience-match is key.

e X Loud headlines with no substance — leads to unsubscribes and downvotes.

e X No cross-links and CTAs — you lose the entire point of the pipeline.

5.8: Tech Stack (Our Actual One)

Source

HTTP fetch
Storage

Al generation
Al translate
Templates
Static hosting
SEO

Schema markup

Total monthly (10-30 articles)

NVD / DefiLlama / RSS

Python requests

SQLite

Vertex Al Gemini Pro 2.5

Vertex Al Gemini Pro (low thinking)
Jinja2

Flask + nginx

Indexing API

JSON-LD inline

Checklist after Section 5

N T N
$0

$0

$0

$0.05-0.10 / article

$0.05 / article x N lang

$0

$0 (on our VPS)

$0 (free tier 200 URLs/day)
$0

$3-10

e Choose 1 trend-jacking pipeline for your niche (CVE / DeFi / Al tools / etc).

e Set up the source + filter.

e Create a generation script with a long-form prompt.

e Implement multi-lang translation.
o Add Schema.org TechArticle + FAQPage.

e Create a cross-link footer to your SKUs.

e Set up the Indexing API ping.

e Run the audience-match check for every trend.

Next section: Section 6 — Live-data dashboards as social proof.

Where to go next

You just read 2 of 12 sections. The full Blueprint includes:

® 00. Mindset — the framing every solo founder gets wrong

e 02. Whop specifics — 12 things only Whop sellers need to know

e 03. Organic channels — 25+ communities mapped (Discord, Reddit, TG, Whop)

04. Multi-lang SEO — triple your market with hreflang done right



06. Live dashboards — Sheets API public dashboards (the real moat)

07. Al agents (AGENTS.md) — 9 setup principles + 12 production patterns
08. Cross-product flywheel — turn 1 SKU into a network effect

09. Reference cases — 4 deep founder studies (Welsh, Dinh, Kahl, Pimenov)
10. 30-day implementation roadmap — day-by-day checklist

11. Bonus templates — copy-paste scripts for everything above

- Get Founding Access — $299 - (first 25 founders only)

- Service Lite $999 — done for you in 14 days - (async only, no calls)

GuardLabs - 2026 - guardlabs.online


https://whop.com/checkout/plan_19oSNPjhXytwV/?d2c=true
https://guardlabs.online/service/
https://guardlabs.online/

Section 6: Live-data as social proof (8
tactics)

1. Public dashboard

e What: A dedicated page (e.g., domain.com/status or /live )that displays key, non-
sensitive, near-real-time metrics about your service.

e How: Create a backend script (e.g., a cron job running every 5 minutes) that queries your
database for aggregate data (e.g., COUNT of users, SUM of actions). The script saves this
data to a static JSON file. A public page then fetches this JSON with JavaScript and displays it.

e Time-to-implement: 1 day.

e Real Example: guardlabs.online/status shows “Threats blocked in last 24h,” “Monitored
endpoints,” and “Average threat response time.” It builds trust by showing the scale and
effectiveness of the service.

e Common Mistake: Exposing sensitive or personally identifiable information (PII). The
queries must be purely aggregate and anonymous. Also, don’t make the dashboard query
the live database on every page load; this will kill your server.

2. Real-time bot metrics on landing page

e What: Displaying a few key, dynamic numbers directly on your homepage to make the
product feel alive and active.

e How: Use a simple JavaScript setInterval function to poll a lightweight API endpoint every
10-15 seconds. This endpoint should return a small JSON object with the latest stats, pulled
from a cache (like Redis) that is updated by a separate backend process.

e Time-to-implement: 4 hours.

e Real Example: The nexus-bot.pro homepage has a section that reads: “Currently
monitoring 1,421 assets across 280 active bots.” The numbers subtly tick up, creating a
powerful impression of a busy, working system.

e Common Mistake: Hitting your main database with every request from every visitor. This
will crash your application. The data must be served from a cache that is updated
infrequently (e.g., every 10 seconds).

3. Last-updated timestamp on every page

e What: A simple text line on articles, documentation, and feature pages that says “Last
updated on [Date]".

e How: Add an updated at timestamp column to your database table for posts or pages.
When you edit a page, update this timestamp. Display the value in your page template. For
static sites, this can be automated to pull the date of the last Git commit for that file.

e Time-to-implement: 30 minutes.

e Real Example: Every article in the GuardLabs “Threat Intelligence” blog has a “Last reviewed
on..." date at the top. This signals to users and search engines that the content is fresh and
reliable, which is critical in the fast-moving security space.

e Common Mistake: Showing a “last updated” date from three years ago. This is negative
social proof. If you implement this, you commit to periodically reviewing and updating your
content.

4. Customer list with permission

e What: Displaying the logos of companies or notable users who use your product.

e How: Do not just scrape logos. After a customer has a positive interaction or has been a
paying user for over 60 days, send a personal email: “Hi [Name], we're thrilled to have [Their



5. Live

6. Live

7. Live

Company] as a customer. We're updating our homepage and would be honored to include your
logo. Would that be okay?”

Time-to-implement: 1 hour to write the email template; ongoing effort to ask.

Real Example: Phantom Paper serves small agencies. Its homepage features a “Trusted by
agencies like..."” section with logos from five of its earliest customers. This provides
immediate credibility to new agencies visiting the site.

Common Mistake: Adding a logo without explicit, written permission. This is a quick way to
burn a customer relationship and can even lead to legal cease-and-desist letters.

“online users” widget

What: A small widget, often in a corner, that says “21 people are currently viewing this page.”

How: An honest implementation uses a WebSocket connection or a simple session tracker.
Each active user on the site maintains a lightweight connection or session record in a fast in-
memory store like Redis. The total count is then broadcast to all connected clients.

Time-to-implement: 3 hours for a basic version.

Real Example: askoracle.site shows a small notification “18 people are asking the Oracle
right now” on its main page. This creates a sense of shared activity and urgency. The number
is real, even when it's low (e.g., “3 people...”).

Common Mistake: Faking the number. Many widgets just generate a random number
within a range. Users are not stupid. If the number never goes below 10, even at 4 AM, they
know it's fake, and you lose all credibility. Honesty with a low number is better than
dishonesty with a high one.

revenue counter (morality question)

What: A public display of your Monthly Recurring Revenue (MRR) or total revenue, often seen
in the “Open Startup” movement.

How: Use your payment provider's API (e.g., Stripe) to fetch the relevant revenue data. Cache
it and display it on your public dashboard.

Time-to-implement: 2 hours.

Real Example: We experimented with this for an early project but ultimately decided against
it for GuardLabs. While it's the ultimate transparency, it also paints a target on your back for
competitors and hackers. It reveals your exact growth trajectory and business health.
Common Mistake: The mistake is often doing it at all without considering the downsides. It's
great for building community on platforms like Indie Hackers, but for a competitive Saas, it
can be a strategic liability.

“X bought just now” — truth about it

What: Small pop-up notifications that say “Sarah from London, UK just purchased the Pro
plan.”

How: The truth is that 99% of these are fake. They are JavaScript widgets that cycle through a
pre-written list of names and locations. The honest way to do it is to create a webhook that
listens for successful payments from Stripe/Paddle. When a payment occurs, it adds an
anonymized event (e.g., “Someone from California...”) to a queue that the front-end displays.

Time-to-implement: 1 hour for the fake version, 4 hours for the honest (anonymized)
version.

Real Example: We do not use this on any of our products. It feels like a cheap, low-trust
tactic from a 2010s marketing playbook. It cheapens the brand.

Common Mistake: Using a “Fomo” or “UseProof” plugin out of the box and faking the data.
It's inauthentic and savvy users can spot it instantly.

8. Audit log as marketing

What: Taking a typically boring internal feature—the audit log—and making a public, read-



only version of it to demonstrate your product’s capability.

How: If your product performs automated actions, you're likely already logging them. Create
a public page that displays a live, anonymized stream of these logs. For example, show the
logs for a public demo account.

Time-to-implement: 2 days.

Real Example: A public demo page for Mech#2 could feature a live-updating panel showing
itslog: 14:02:41 [SCAN] Initiated scan on target demo-api.com, 14:02:55 [DETECT]
Found exposed credential in /config.json, 14:02:56 [ALERT] Alert sent to user
account . This makes the abstract concept of “automated security” concrete and visible.
Common Mistake: Exposing sensitive information or internal system details in the logs. The

logs must be carefully filtered to show only safe, impressive, and easily understandable
actions.



Section 7: Al agents + Claude as growth
force (8 tactics)

1. Daily digest agent

e What: An internal Al agent that runs once a day, gathers key business metrics, and posts a
human-readable summary to a team chat (e.g., Slack, Discord).

e How:

1. Write a script (e.g., Python, Node.js) that runs on a cron job.

2. The script pulls data from various sources: new users from your database, MRR
from Stripe, top referring domains from your analytics.
3. Format this raw data into a text block and feed it to an LLM (like Claude) with a

prompt: "You are a growth analyst. Summarize the following daily data.
Highlight any anomalies or important trends. Be concise."

4. Post the LLM's response to a Slack channel.

e Time-to-implement: 3 hours.



