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Why did we decide to create this playbook? 

 
When Puggy put the Referral Helmet on, 
she started reading the content on our blog. And 
she loved it   

It helped her understand a lot of things about 
referral marketing, the mechanics of word-of-
mouth and how Viral Loops helps businesses 
grow. 

However, after a while, she realized we’re 
missing something really important: A step-by-
step playbook on how you can start a referral-
marketing campaign from scratch  
and make it successful. 

We told her that such a project would require at least a couple of months of work, even 
from such referral marketing experts like us. You know dogs; they are impatient. Pugs 
even more so. She couldn’t wait long. Here it is then, a document she created to start 
sharing her tips with you. 

Most of the tactics mentioned in this Playbook apply to all viral and 
referral campaigns—even if you don’t use Viral Loops. But, because we want 
to make it really actionable, we will focus on ambassador-referral campaigns based on 
the Milestone concept. 

Note #1: Together with Puggy we’ll keep adding new chapters to this doc. If you don’t 
want to miss any new updates, make sure to:  Subscribe to her Facebook 
Messenger   

Note #2: If you want to build your own ambassador-referral program,  
you can start a  free trial in Viral Loops   

https://viral-loops.com/blog/introducing-puggybot/?utm_campaign=ambassador-playbook&utm_medium=ebook&utm_source=referral
https://viral-loops.com/templates/milestone-referral?utm_campaign=ambassador-playbook&utm_medium=ebook&utm_source=referral
https://m.me/2151490734991954
https://m.me/2151490734991954
https://app.viral-loops.com/?utm_campaign=ambassador-playbook&utm_medium=ebook&utm_source=referral
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What is an ambassador-referral Campaign? 

You might have heard how Harry’s gathered 100,000 emails in one week before they 
launched.  
They did this by creating a referral pre-launch campaign through which people could 
invite up to 50 friends to unlock different prizes. The more friends they invited, the better 
the perks they unlocked. 

Harry's Referral Page 

This adds a gamification concept to the referral campaign that seems to work much better 
than regular refer-a-friend campaigns. We’ve seen up to 5x higher referral ratios (aka k-
factor) in such campaigns. 

By building this kind of campaign with The Milestone Referral template, the 
rewards can be anything. You could reward referrers with things you already sell on your 
eCommerce store, with premium content like PDF guides, discounts, coupon codes, or 
even company swag. 
If you’re not sure about what rewards to offer in your campaign, you can get a few ideas 
from this article: What rewards should you offer on your referral program? 

https://viral-loops.com/templates/milestone-referral?utm_campaign=ambassador-playbook&utm_medium=ebook&utm_source=referral
https://viral-loops.com/templates/milestone-referral?utm_campaign=ambassador-playbook&utm_medium=ebook&utm_source=referral
https://viral-loops.com/blog/rewards-offer-referral-program/?utm_campaign=ambassador-playbook&utm_medium=ebook&utm_source=referral
https://viral-loops.com/blog/rewards-offer-referral-program/?utm_campaign=ambassador-playbook&utm_medium=ebook&utm_source=referral
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How it works 

Step 1: People Refer Friends  
 

People join your campaign and get their own unique 
referral link to share with their friends and family. 

Step 2: They Reach A Milestone 
 

As they refer friends, they unlock rewards. They can 
score more cool stuff when they refer more people,  
like free swag, tickets to events and cool products. 
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Step 3: They Get Rewarded 
 

The more friends they refer, the better perks they 
unlock. 
When people reach a specific number of referrals 
(milestone), they win the corresponding prize. 

Why should a company run such a campaign? 

A milestone referral campaign will help you to: 
• Increase your brand awareness as your Ambassadors will spread the word about 

you. You will get more social media reach and offline word-of-mouth. 
• Build your email list faster. 
• Get more sign-ups, and increase your user base. 
• Engage your happy customers, and encourage them to “sell” your product or 

service for you. 
• If you haven’t launched yet, you can run a pre-launch campaign and gather emails 

of potential buyers before you launch. 
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Chapter 1: Increase the number of people who 
participate in your campaign (user adoption). 

The first step for a successful Ambassador Campaign is to let your existing users know 
about the campaign. We listed below some effective ways of doing so: 

1. Integrate Viral Loops with your main newsletter form on your homepage or elsewhere 
on your website. When people subscribe through this form, you can redirect them to 
their Referral Page so they can start inviting friends. 

  Pro Tip for Viral Loops users 
• We recommend you use the embeddable Form Widget of your campaign to gather 

email subscribers and then redirect them to their Referral Page. It will be very easy! 
• If, however, you want to use your own custom form, you can follow the 

instructions here: Using a 2-page setup and redirecting after 
participation 

• To create a high-performing Referral Page really fast, you can use our built-in 
landing page builder, Viral Loops Pages. 

2. Add a section or banner in your home page with a link to the referral 
page. In that case, you can have just one landing page where people can: 

a. Subscribe to your Ambassador Campaign 
b. Start Inviting their friends 

In that way, they will join your email list the moment they join your Ambassador 
Campaign. 

One of our favorite examples is Clover Letter. Clover was inspired by the idea that girls 
deserve better. It’s an email newsletter that delivers real news daily in a fun, and novel 
boring way. 

https://intercom.help/viral-loops/the-milestone-referral/technical-integration/how-to-use-a-custom-form-instead-of-the-form-widget?utm_campaign=ambassador-playbook&utm_medium=ebook&utm_source=referral
https://intercom.help/viral-loops/the-milestone-referral/technical-integration/using-a-2-pages-setup-and-redirecting-after-participation?utm_campaign=ambassador-playbook&utm_medium=ebook&utm_source=referral
https://intercom.help/viral-loops/the-milestone-referral/technical-integration/using-a-2-pages-setup-and-redirecting-after-participation?utm_campaign=ambassador-playbook&utm_medium=ebook&utm_source=referral
http://viral-loops.com/features/pages?utm_campaign=ambassador-playbook&utm_medium=ebook&utm_source=referral
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Check below a screenshot of their 
Ambassador Program—they call it “Get Involved.”  

How Clover Letter drives traffic to its ambassador campaign through its home page 

  Pro Tip for Viral Loops users 
• Make sure to connect your ambassador-referral campaign with the email marketing 

platform you use. For example, if you use MailChimp, you can connect it with Viral 
Loops so that when someone joins your campaign they are automatically added to 
your email list on MailChimp. 

• If you use an email marketing platform that we don’t yet have a direct integration 
with you can connect to it through our Zapier integration. 

3. You can also add a pop-up widget or navigation bar above your main 
menu with a link to your Ambassador Campaign page. We do something 
similar for our own campaign.  

Check it out if you haven’t done so already   Viral Loops’ Ambassador 
Program 

https://intercom.help/viral-loops/integrations/how-to-use-zapier-to-connect-your-viral-loops-campaign-to-500-integrations?utm_campaign=ambassador-playbook&utm_medium=ebook&utm_source=referral
https://viral-loops.com/invite/?utm_campaign=ambassador-playbook&utm_medium=ebook&utm_source=referral
https://viral-loops.com/invite/?utm_campaign=ambassador-playbook&utm_medium=ebook&utm_source=referral
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You can add such a widget using custom code, or you can use a tool like 
Appocalypsis. 

4. Some companies might aim to increase the number of their registered users rather than 
their email subscribers. This usually happens with SaaS businesses or communities.  

This is what Product Hunt does—one of the largest communities where people can 
discover the latest mobile apps, websites, hardware projects, and tech creations. 
Before people can join their ambassador program, they first need to sign up for 
a Product Hunt account. 

Note: Puggy’s really excited that Product Hunt runs on Viral Loops   

 Pro Tip for Viral Loops users 

To implement the solution above, you have two options: 

• You can use a custom form instead of the Form Widget 
• But, if you prefer, you can also use our API as mentioned in this article. 

https://www.appocalypsis.com/?utm_campaign=ambassador-playbook&utm_medium=ebook&utm_source=referral
https://ambassador.producthunt.com/@savvaszortikis
https://intercom.help/viral-loops/the-milestone-referral/technical-integration/how-to-use-a-custom-form-instead-of-the-form-widget?utm_campaign=ambassador-playbook&utm_medium=ebook&utm_source=referral
https://intercom.help/viral-loops/the-milestone-referral/technical-integration/how-to-use-a-custom-form-instead-of-the-form-widget?utm_campaign=ambassador-playbook&utm_medium=ebook&utm_source=referral
https://intercom.help/viral-loops/the-milestone-referral/technical-integration/how-to-use-a-custom-form-instead-of-the-form-widget?utm_campaign=ambassador-playbook&utm_medium=ebook&utm_source=referral
https://intercom.help/viral-loops/the-milestone-referral/technical-integration/rewarding-users-after-they-complete-a-custom-action?utm_campaign=ambassador-playbook&utm_medium=ebook&utm_source=referral
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5. Link to the Referral Page from your website’s menu bar and footer.  

Here is an example from Airbnb. 

Airbnb links to the Referral Page through its menu when people hover their mouse on 
“Credit” 
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6. Add a banner on the footer of your recurring and once-off newsletters. You can take 
a look how The Hustle does it—they’ve managed to gather more than 500K email 
subscribes through their ambassador campaign. This link can take your subscribers to 
their Referral Page where they can invite their friends    

The Hustle includes a link to its ambassador campaign prompting people to invite more 
friends 

If you run an eCommerce store, you can also add it in Email Receipts. These emails have 
high open-rates and therefore more people will learn about your referral campaign. 

http://thehustle.co/?utm_campaign=ambassador-playbook&utm_medium=ebook&utm_source=referral


VIRAL LOOPS - !11 FROM VISITOR TO AMBASSADOR

7. Share your Ambassador Campaign on your personal and company social media 
profiles.  
More specifically, you can do the following: 
a. Do a Live Facebook Video—Facebook live has a greater reach than any other 

post, including text, links and photos. 
b. Do Live on Instagram. 
c. Post it on Facebook and Linkedin 

 Pro Tip for more Reach 
If you want to share it on Facebook or Linkedin without a video, I’d suggest not to post 
the link directly. Instead, do this: 
• Write a one-or two-paragraph post on Facebook or Linkedin 
• At the end of the post, write that people can find the link for the Ambassador 

campaign in the first comment 
• Copy your unique referral link from the Referral Page of your campaign 
• Put the link of your campaign in the first comment 
• Add a nice photo that is somehow connected to the campaign 
• Hit “Post!” 

If you share the campaign from your personal profiles, say on Facebook, you can share 
your unique referral link—it shows to your audience that you’re part of the campaign, too 
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8. Send a dedicated newsletter to all of your email subscribers letting them know about 
your Ambassador campaign. This should be done only once for the official launch. 

Here is what we sent for our own campaign: 

Viral Loops announcing its Ambassador Campaign with a newsletter 
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9.   If you use a solution for sending “newsletters” 
through Facebook Messenger, you can notify your 
subscribers there too.  

The reason we combine our email marketing strategy 
with Facebook Messenger is because of the impact 
we see. Messenger is not a saturated channel yet, 
and this is why we see great open, click and reply 
rates. 

The message you see on the right side of your screen 
had 74.9% open rate and 16% click-through rate. 

Two great solutions for communicating with your 
customers and email list through Facebook 
Messenger are Manychat and Flashchat.  

This concludes Chapter 1 of the Ambassador Referral Playbook. More chapters will 
come soon   

Want to build your own Ambassador Referral Program? 

  Start your 14-day Trial on Viral Loops   

https://manychat.com/?utm_campaign=ambassador-playbook&utm_medium=ebook&utm_source=referral
https://flashchat.ai/?utm_campaign=ambassador-playbook&utm_medium=ebook&utm_source=referral
https://app.viral-loops.com/?utm_campaign=ambassador-playbook&utm_medium=ebook&utm_source=referral
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Chapter 2: Social Currency & Why it’s Important to make 
your Ambassadors Feel Like Insiders. 

Companies running an ambassador or referral campaign often reward people with 
discounts or great prizes, but they stop there. 

But is this all an Ambassador deserves? I don’t think so. 

I think that if you only give people a discount they’re not going to spread the word about 
your product or service. Sure, it makes them a bit happy, especially if they’re price 
conscious, but I believe that this is one of the main reasons the majority of consumer 
businesses, like eCommerce stores, only get 2-5% sales directly from referrals. 

And this is despite the fact that word-of-mouth affects 20-50% of all purchasing 
decisions, (according to Jonah Burger, assistant professor of marketing at the University 
of Pennsylvania’s Wharton School of Business). 

Social Currency 

So, what is Social Currency, and how can it help you increase the number of referral 
sales by leaps and bounds, but in a sustainable way? 

As Jonah Burger puts it: 
“Just as people use money to buy products or services, they use social currency to 
achieve desired positive impressions among their families, friends and colleagues.” 

There are three main ways to generate social currency: inner remarkability, game 
mechanics and making people feel like insiders. 

Remarkable things are unusual, extraordinary and worthy of attention.  

https://www.fastcompany.com/3005679/why-ideas-and-products-become-contagious-jonah-berger-formula?utm_campaign=ambassador-playbook&utm_medium=ebook&utm_source=referral
https://www.fastcompany.com/3005679/why-ideas-and-products-become-contagious-jonah-berger-formula?utm_campaign=ambassador-playbook&utm_medium=ebook&utm_source=referral
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Just like the Fidget Cube was: 

View image on Twitter 

Most are novel, surprising, extreme or just plain interesting. 

The key here is to think about how you can make your product, service or content 
surprising in an unexpected way. 

https://twitter.com/antsylabs/status/801961028061974528/photo/1
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I’m pretty sure that you’re not used to getting growth and referral marketing tips from a 
Pug through Messenger.   

Game Mechanics 

When we bring game mechanics into the mix, make sure that we don’t talk about the 
amazing 3D graphics of Assassin's Creed! 

The “game” is actually a carefully designed system of rules and interactions that help 
“push” your user to pursue rewards and climb the point system ladder. 

The main idea here is that earning badges and rankings makes you feel good and gives 
you something to brag about. 

This is why we recommend building an Ambassador Program based on the concept of 
Milestones, with a variety of rewards and incentives. 

Make People Feel Like Insiders 

As I mentioned above, giving a discount is the easiest thing you can do. It works and it’s 
the quickest solution you can come up with, but everybody does it, including your 
competitors. 

However, chances are you want to cut through the noise and be better. Because better 
marketing builds your brand's story, and a good story brings more sales. 

If you want your customers to spend time and talk about your product to their friends,  
you need to spend time first, and make them feel special. 

Let’s get hands-on and see what it would mean for someone to become an official 
Ambassador of your company.  
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If you run an eCommerce store, you could structure your Ambassador Referral Program 
like this: 

1 referral → Official Ambassador 
5 referrals → Free shipping for your next order 
15 referrals → 15% off 
50 referrals → Free product 
100 referrals → Secret Box with several products, etc.  

Note: a "referral" means when a new friend signs up for your ambassador program (by 
submitting name and email). 

For the purpose of this chapter, I’d like to focus on the first milestone and explore it more 
thoroughly.  

Based on Viral Loops benchmarks, we would suggest to have the "Official Ambassador" 
Milestone as your first milestone (between 1-3 referrals).  

Here is what you can do for your Ambassadors: 

1. Give them access to a private community—for example a Facebook group, slack 
community, etc. 

2. Give them access to new products or features before anyone else gets them. 
3. Give them access to exclusive offers (discounts only for them) 
4. Host exclusive events only for them 
5. Publicly show your appreciation and love for them.  
6. You can even invite them to meet in person. 

Be as creative as possible!   

This will make them connect with your brand emotionally, and emotion drives 
engagement. 

Gary Vaynerchuk’s content is crafted to provoke emotion. If you are familiar with his 
business (Vayner Media), you can easily understand that he doesn’t create content for his 
target audience. 
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As he has mentioned numerous times, he plays the long game. 

That’s why his videos and articles specifically target a group of people that need to be 
emotionally tiggered. That’s a pretty smart move, as he recognizes that a small 
percentage of these people will actually turn into prospects in the next 5-10 years. 

In other words, he eliminates competition even before his future prospects consider hiring 
a media company. 

There are young people out there who would chop off an arm to work with him. 

That’s how powerful emotion is. 

  Pro Tip for Viral Loops users: 

In order to treat your Ambassadors appropriately in practice, you need to group them 
according to performance.  

To do so, you need to create a segment or group in your email list, based on the number 
of referrals that your users have.  

For example, if I become an Official Ambassador by bringing 1 friend, then you will 
need to have this information in your email marketing platform so you can notify me 
about my benefits and begin a special relationship through personalized emails.  

We made a quick tutorial on how you can build automated campaigns for people that 
join your campaign and have a certain number of referrals.  

Although we use MailChimp in this example, you can use the same approach with any 
email marketing platform. 

https://www.youtube.com/watch?v=Tzn8RC9zegI&rel=0 

https://www.youtube.com/watch?v=Tzn8RC9zegI&rel=0
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Chapter 3: How to Build Referral Pages for More Sharing 
& Virality. 

[Don’t call it Refer a Friend] Become Dave Ogilvy 

One of the most important factors in marketing campaign is the copywriting. If your copy 
doesn’t stand out, then you’re missing a huge opportunity—if not risking the success of 
your campaign. 

People refer yout product or service for a reason: 
• They either want to get something, or they want to give something to their friends 
• They want to spread the word because they love your brand or product 

So, first make sure to: 
• Give your referral campaign a good title. 
• and have compelling calls-to-action mentioning the value people will get when they 

invite their friends. 

One of my favorite examples is Airbnb.  

They have a simple referral program in which you “Travel Credit” for each friend you 
invite to Airbnb who makes a booking. Essentially, they give you a discount, but instead 
of naming it a “discount” or “$25 off” they gave it a name which is more closely 
connected to the main value Airbnb give you—travel. 
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Airbnb invites people to gain “Travel Credit” instead of just inviting their friends 

This way, it’s more likely that someone will click on “Travel Credit” and “Credit” and then 
start inviting her friends. 

The 5-Second Test 

David Arnoux from Growth Tribe taught me a great rule of thumb for optimizing the 
conversion of landing pages. He told me that if you can understand what a product does 
and what’s in it for you within five seconds after visiting a landing page, then you’re 
good enough. 
 
You can apply the same test/principle to your referral campaign. Can people grasp the 
value of your campaign in 5 seconds? I think that Joeywears passed this test   

https://viral-loops.com/blog/growth-tribe-used-referral-marketing-launch-largest-online-growth-marketing-conference/?utm_campaign=ambassador-playbook&utm_medium=ebook&utm_source=referral
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Joeywears is a really cool up-and-coming underwear brand that has raised more than 
£100,000 in crowdfunding. 

Inviting Your Friends = “What’s in it for me” 

Before Joeywears went live on Kickstarter, they ran an Ambassador Prelaunch campaign 
to gather as many potential backers as possible. On their landing page it was very clear 
what people would get if they invited a friend: Invite Your Friends = Free Pants 

[Focus on the Rewards] The Devil’s in the details 

The rewards of your Ambassador Program are one of the most significant reasons people 
will spread the word. Therefore, you need to “sell” them as fast and firmly as possible. 
Here is what you can do: 
 
1. Put them as high on your landing page as possible—ideally, above 

the fold. This way, people will see the rewards in the first 5 seconds    

https://viral-loops.com/blog/joeywears-used-referral-marketing-raising-50000-kickstarter-campaign/?utm_campaign=ambassador-playbook&utm_medium=ebook&utm_source=referral
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Here's how STREAM does it. It’s a cryptocurrency company for decentralized 
streaming on YouTube and Twitch.


STREAM shows all rewards above the fold 
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2. Use appealing, prominent images 

At Viral Loops, we truly believe in visual communication, so we followed this 
principle when we built the Referral Page of our own Ambassador Program.  

This is how the reward images look like: 

We use noticeable images for our rewards 

3. Proven methods to get referrals 

How do you make sure that your referral campaign attracts as many eyeballs as 
possible; And how do you make sure that you’ll convert the simple visitor into an 
active participant? 

Here are some tips:  

• Give your existing customers an extra push 
Your customer base is far more likely to become your early ambassadors, so why 
not give them an extra incentive to do so? 
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If they truly enjoy your product/service, they are more likely to recommend it to 
their friends. 

ProductHunt’s ambassador program with Viral Loops 

When ProductHunt launched their ambassador program, the first thing they did was 
tell their users. This led a flood of visitors to their ambassador page the first couple of 
days. 

•Make it easy to share. 
This is probably one of the most important things to consider. Keep in mind that this 
is the most important action your participants will perform. 

They must reach to this step. Avoid complex things. 
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Less is more. 2 steps are enough: 
i. Sign-up step 
ii. Sharing step 

You can allow users to signup by 
email, but in the sharing step you 
must be really cautious. 

People should be able to easily 
share your campaign with their 
friends. You are the one who knows where your users live, so plan your sharing options 
wisely.  
 
Is it Facebook, Twitter or both? Even Facebook Messenger can be a good idea if you 
want to encourage a more personal approach. 

• Sneaky remarketing 

This is a brilliant way to follow up, without spamming their inbox.  

You can set a Facebook retargeting pixel on the page after the user signs up. 

After that, you can create some beautiful ads targeting your campaign participants. 
This, constantly reminds them of your campaign.  

Want to build your own Ambassador Referral Program? 

  Start your 14-day trial on Viral Loops   

https://app.viral-loops.com/?utm_campaign=ambassador-playbook&utm_medium=ebook&utm_source=referral
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Chapter 4: Turbo-charge your participants. 

Getting people to be part of your ambassador program is not enough. 

You have to ensure that every participant puts their maximum effort into bringing new 
faces on-board. In order for that to happen, you have to ensure that participants will 
remember your campaign and believe that they actually have a chance to win. 

Help them win! 

One of the reasons that most ambassador programs fail is that they focus on the value 
that the company receives, instead of the customer. 

All types of referral campaigns should be an exchange of value, and yet they are usually 
presented as a sales channel.  

We’ve already talked about the importance of copywriting, so now we’re going to take it 
a step further. Let’s talk about content. 

Material such as blog posts, videos, podcasts, etc. provide a great way to get 
discovered, but the main role such content serves is to provide info/help. 
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If you want your participants to win, show them how to do it at every step of their journey 
as an Ambassador. You can even provide a dedicated section on your ambassador 
page. 

 

This is the section that we use for our own Ambassador Program 

Imagine providing them with top-notch images and videos they can use to share their 
referral links, plus extra tips on how to attain more referrals. Magic! 

https://viral-loops.com/invite/?utm_campaign=ambassador-playbook&utm_medium=ebook&utm_source=referral
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Pro Tips: 

1. When sharing on Facebook, attaining 
a good organic reach nowadays is 
almost impossible when you share 
external links. 

You can prompt your users to share an 
image of your campaign (you have to 
provide this material), along with nicely 
crafted copy. You should advise them to 
put their referral link as a comment and 
ask their network to follow it. 

2. If you’re an e-Commerce, you 
probably know that your audience 
“lives” on Instagram. 

Prompt your users to put their referral link on their Instagram bio. 

Booster Emails 

If you knew that you had one action to go before winning something you want, would 
you do it? 

I bet you would; I certainly would. 

Since email is still a strong channel of communication with your leads, why not use it to 
ride the momentum and create a sense of urgency among your participants? 

Motivation thrives from action, and the changes of someone taking action immediately 
after making another (successful) one, is higher than Keith Richards during the ’70s.   

So for example, if you set a milestone on 3 successful referrals and your participant just 
gained her 2nd, you could trigger an automated email to inform her that she is just 1 
referral away from getting the next reward. 
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Here’s an email template you can use: 

Hey [first name], 

You’re on   fam! You just got your 2nd successful referral- you’re amazing. 

Just one more referral and you’ll get your hands on [the prize of the desired Milestone]. 
You’re very close   

Copy and share your unique referral link, and blast it to your friends. 
[unique referral of the participant] 

Keep being awesome, 
[your name] 

  Pro Tip for Viral Loops users: 
If you choose to run your Ambassador Program with our Milestone Referral 
Template, you can take advantage of our integration with MailChimp. 

You can activate the integration on the setup 
steps of your campaign. That way you can 
send your leads to a MailChimp list including 
all the info of your participants (name, unique 
referral code, number of referrals, etc.). 

In order to build automated, booster email campaigns, you can follow the steps provided 
in the video below (also mentioned in a previous chapter): 

https://www.youtube.com/watch?v=Tzn8RC9zegI& 

Inside your automated emails you can dynamically insert all the fields provided by your 
list, like your participants first name, unique referral link, or anything else that comes to 
mind. 

https://viral-loops.com/templates/milestone-referral?utm_campaign=ambassador-playbook&utm_medium=ebook&utm_source=referral
https://viral-loops.com/templates/milestone-referral?utm_campaign=ambassador-playbook&utm_medium=ebook&utm_source=referral
https://www.youtube.com/watch?v=Tzn8RC9zegI&
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Don’t be afraid of change! 

Being a creator myself, I know how it feels when you click “publish”. I know that it hurts 
when people don’t seem to appreciate it the way you do. 

In case you followed the aforementioned steps and your campaign is still not performing 
the way it’s supposed to, maybe it’s time for you to take a step back. 

You have 2 options: 
• Leave things the way they are. 
• Reconsider your campaign. 

Building a referral campaign that sticks is no easy task. There’s a possibility that you made 
some wrong decisions. Maybe your rewards are not what your users really need, or 
maybe your copywriting doesn’t resonate with your audience. 

To be honest, the probability of something performing great from ‘version 1’ is small. 

Re-evaluate your campaign and start testing things. If you iterate on it like a maniac, 
sooner or later you’ll find the way to make your ambassador program epic. 

Want to build your own Ambassador Referral Program? 
  Start your 14-day trial on Viral Loops   

https://app.viral-loops.com/?utm_campaign=ambassador-playbook&utm_medium=ebook&utm_source=referral
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Chapter 5: 2 Hacks for that extra push. 

Remember the time you had to do everything by hand? The time you had to take all your 
customers from a spreadsheet and manually send them a personal email (a template you 
had to copy/paste and change the name, company etc.). 

Luckily, this era is long past. Startuppers and people in tech don’t have the luxury of time 
to deal with silly repetitive micro tasks. 

Not having an idea of coding could be disastrous if one wants automated processes. But 
life is hard, right? 

NO, it’s NOT! 

What is Zapier 

Zapier ushered in a whole new era of automation: The Homo Zapier era.  
It offers a chance for non-techs to build any type of automation, quickly and painlessly. 
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In a nutshell, you can “brute force” 2 apps to work together even if there isn’t a direct 
integration between them. 

This can be achieved either by connecting apps officially supported by Zapier, or by 
making custom integrations through the use of Zapier's Webhooks. 

“Why should I even care?”, you may ask.  

Well, I think that you would probably like your ambassador program to become a raving 
success; right? 

Hack #1: Know what you’re talking about. 

The concept: 
Your ambassador program’s goal is not just to gather email subscribers. You should aim 
to learn more about the people participating in order to spot potential prospects.  

Leveraging this kind of info would be a great asset for your sales process and would 
drive more sales. 

Tools you’re going to need: 

  Viral Loops 

  Zapier 

  Clearbit 

  Intercom 
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How to do it: 

From the moment you set up your Milestone referral campaign with Viral Loops, people 
will start participating and engaging with your campaign. 

Step 1: 
By utilizing Viral Loops’ integration with Zapier (via a Webhook), you can send the 
info of those participants to Intercom.  

Step 2: 
Then you need to learn as much as you can about them:  
• Their name (If you don’t know that, already). 
• Where they work. 
• What social media they use. 

and more… 

Clearbit provides you that information.  In order to enrich your fresh Intercom users you 
can use the following Zap: 

  Update new Intercom users with social and company info from 
Clearbit. 

https://intercom.help/viral-loops/integrations/how-to-use-zapier-to-connect-your-viral-loops-campaign-to-1000-integrations?utm_campaign=ambassador-playbook&utm_medium=ebook&utm_source=referral
https://zapier.com/app/editor/template/12925?utm_campaign=ambassador-playbook&utm_medium=ebook&utm_source=referral
https://zapier.com/app/editor/template/12925?utm_campaign=ambassador-playbook&utm_medium=ebook&utm_source=referral
https://zapier.com/app/editor/template/12925?utm_campaign=ambassador-playbook&utm_medium=ebook&utm_source=referral
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From there you are ready to group your users and target them with hyper-personalized 
campaigns    

Hack #2: Become omnipresent. 

The concept: 
Whether we like it or not (I like it), people spend a huge amount of their days roaming on 
social media. 

Your goal is to engage and interact with your participants as much as possible. To do so 
you need to start a conversation where they hang out. Following the same principle as in 
the previous hack, you need information about them. 

For this hack, we are going to target participants that own a Twitter account by sending 
them a tweet when they become part of your ambassador program. 

Note that for this you’re going to need to put in some manual work in order to avoid 
mistakes. 

Tools you’re going to need: 

  Viral Loops 

  Zapier 

  Google Sheets 

  Clearbit 

  Twitter 

How to: 

From the moment people will start participating and engaging with your Viral Loops 
Milestone referral campaign: 
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Step 1: 
By utilizing Viral Loops’ Integration with Zapier (via a Webhook), you can send the 
info of those participants to a Google Sheet.  

Step 2: 
Once again, you can use Zapier to enrich the info of your participants by using the 
following zap: 

  Enrich company names in Google Sheets with data from Clearbit. 

In this step you need to do some manual work.   
Step 3: 
First, you need to create a new spreadsheet. Make sure that it looks something 
like this. 

Step 4: 
Then, you need to connect your new spreadsheet with your Twitter account in order to 
start tweeting people. For that you can use the following Zap: 

https://intercom.help/viral-loops/integrations/how-to-use-zapier-to-connect-your-viral-loops-campaign-to-1000-integrations?utm_campaign=ambassador-playbook&utm_medium=ebook&utm_source=referral
https://zapier.com/app/editor/template/19093?utm_campaign=ambassador-playbook&utm_medium=ebook&utm_source=referral
https://docs.google.com/spreadsheets/d/1OBDkUz5V74pYRU9QqOHcSubeZYRjgEVqyNDq-R2AFPM/edit?usp=sharing/?utm_campaign=ambassador-playbook&utm_medium=ebook&utm_source=referral
https://docs.google.com/spreadsheets/d/1OBDkUz5V74pYRU9QqOHcSubeZYRjgEVqyNDq-R2AFPM/edit?usp=sharing/?utm_campaign=ambassador-playbook&utm_medium=ebook&utm_source=referral
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Post tweets from new rows on Google Sheets. 

After connecting your accounts, you’ll be asked to compose your tweet. You can use the 
cells from your Google Sheet. Like this: 

Now, every time you add a new row in your Google Sheet you’ll immediately fire a 
tweet to your participant. 

You are set to go!  

Want to build your own Ambassador Referral Program? 

  Start your 14-day trial on Viral Loops   

https://zapier.com/app/editor/template/10050/?utm_campaign=ambassador-playbook&utm_medium=ebook&utm_source=referral
https://app.viral-loops.com/?utm_campaign=ambassador-playbook&utm_medium=ebook&utm_source=referral
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Chapter 6: Rewards; one of the most important elements 
of your Ambassador program. 

We included this chapter to help you consider the most interesting aspect of your 
ambassador campaign. 

The rewards. 
You’ve seen a plethora of referral programs: enough to know that apart from copywriting 

and well-planned follow-up with referrers, the rewards you’re willing to provide are one 
of the things that can make or break you. 

I’m not saying it’s easy to decide what your advocates will want in return for their efforts 
or what will encourage them to continue spreading the word on your behalf.  

But it is definitely one of the most important elements of your ambassador program. 
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The best rewards for your ambassador program. 

To state this as plain as possible, the worst choice you can make is to reward people with 
something that has no conecction with your brand identity - directly or indirectly. 

That said, for a retail shoe company, giving an iPhone for 50 successful referrals is the 
wrong message to send. 

The point of an ambassador program is not to bribe people to talk about something they 
don’t care about.  

Great rewards align perfectly with what your company or brand stands for.  

What you offer should boost the connection between you and your users/customers. 
It should put people in a position where they can’t help but talk about you. 
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  Free products 

This is an obvious choice. You give free stuff to people for referring their friends. There’s 
not much to say about it, as Harry’s has already shown how to do it right. 

Harry’s followed the concept of a “Milestone Referral Campaign”, meaning that 
when people reach a specific number of referrals (milestone), they instantly win the 
corresponding prize. 

There were 4 milestones in total: 

  Referred 5 friends = free shave cream 

  Referred 10 friends = free razor 

  Referred 25 friends = free premium razor 

  Referred 50 friends = free shaving for a year 

Harry's milestone referral campaign 

https://harrysprelaunchreferral.com/
https://harrysprelaunchreferral.com/?utm_campaign=ambassador-playbook&utm_medium=ebook&utm_source=referral
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  Internal currency 

This concept of rewarding revolves around the concept of giving your users a little  
something extra in exchange for referring you to their friends.  

This is exactly what Dropbox used in its referral program. 

Dropbox rewarded with more space on their servers for each successful referral. The 
more friends your referred, the more space you get. 
 

Dropbox referral campaign  
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  Exclusive content 

When you’re starting off, the fact that you can’t afford to give the reward you want can 
be awfully irritating, especially if you are generous and imaginative by nature.  

However a valuable reward is not necessarily something that has a large monetary 

value.   

There are things that money can buy, such as your attention and affection for your users 
and ambassadors. It’s things that you might have in your stash that could make people’s 
lives easier. 

Recently, Growth Summit used exclusive access to eBooks, videos, webinars and PDF 
guides as a way to encourage people to share the event with their friends. 

Growth Summit Milestone referral campaign 

Read how Growth Tribe used referral marketing to launch the largest 
Online Growth Marketing Conference. 

http://www.growthsummit.io/?utm_campaign=ambassador-playbook&utm_medium=ebook&utm_source=referral
https://viral-loops.com/blog/growth-tribe-used-referral-marketing-launch-largest-online-growth-marketing-conference/
https://viral-loops.com/blog/growth-tribe-used-referral-marketing-launch-largest-online-growth-marketing-conference/?utm_campaign=ambassador-playbook&utm_medium=ebook&utm_source=referral
https://viral-loops.com/blog/growth-tribe-used-referral-marketing-launch-largest-online-growth-marketing-conference/?utm_campaign=ambassador-playbook&utm_medium=ebook&utm_source=referral
https://viral-loops.com/blog/growth-tribe-used-referral-marketing-launch-largest-online-growth-marketing-conference/?utm_campaign=ambassador-playbook&utm_medium=ebook&utm_source=referral
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  Company Swag 

People love stickers, cool t-shirts and colorful socks.  

Oh, they also love to feel like they are part of a movement. One of the best ways to 
reward them for being your Ambassadors is to make them feel they are part of your 
team, and a team needs a uniform. 

We wrote how TheHustle used company swag to build and establish a kick-
ass email list. Be like TheHustle. 

The Hustle’s ambassador program 

https://viral-loops.com/blog/hustles-milestone-referral-program-earned-300k-fanatics/?utm_campaign=ambassador-playbook&utm_medium=ebook&utm_source=referral
https://viral-loops.com/blog/hustles-milestone-referral-program-earned-300k-fanatics/?utm_campaign=ambassador-playbook&utm_medium=ebook&utm_source=referral
https://viral-loops.com/blog/hustles-milestone-referral-program-earned-300k-fanatics/?utm_campaign=ambassador-playbook&utm_medium=ebook&utm_source=referral
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It’s all about planning an ambassador program and rewards to fit your business and 
creating incentives for your customers to spread the word.  

The rewards should always:  
• create motivation 
• show appreciation  
• foster engagement 

�  Discounts

This is the most popular option among eCommerce and marketplace 
businesses that choose to run a referral program. 

The best practice to follow is to offer 2-sided rewards- that way both the referrer and the 
referred have something to gain. 

This is exactly what Airbnb did by offering $25 discounts to both sides for 
accommodation booking. This referral program became known as the ‘altruistic referral’. 

Airbnb Referral Campaign 

https://viral-loops.com/ecommerce?utm_campaign=ambassador-playbook&utm_medium=ebook&utm_source=referral
https://viral-loops.com/ecommerce?utm_campaign=ambassador-playbook&utm_medium=ebook&utm_source=referral
https://viral-loops.com/ecommerce?utm_campaign=ambassador-playbook&utm_medium=ebook&utm_source=referral
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  Early access 

Wanting to be the first to try something is a hipsterish weakness that I (and many others) 
suffer from. That's why giving a priority listing to your top referrers can be a game-
changer. 

Why?  

Because it’s a competition, and almost all our achievements are based, in one way or 
another, on the fact that we are competitive beings. 

Robin Hood and HeyEngage used a leaderboard campaign to gather all the email 
addresses they needed in order to launch to a pre-warmed audience. 

Robinhood Referral Campaign 

https://heyinfluencers.com/?utm_campaign=ambassador-playbook&utm_medium=ebook&utm_source=referral
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  Access to private communities 

This incentive combines making people feel part of the team with the promise of exclusive 
content. 
Facebook groups are thriving, and people are dying to be part of a community. 

The Hustle (once again) offers access to their private Facebook group in exchange for 
only 4 referrals. 

Hustle milestone Referral Campaign 
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�  Company stock 

Jet offered free stock options just for becoming an early email subscriber. 

They used a leaderboard referral program to give the top 10 referrers 10,000 
stock options, while the top referrer received 100,000 stock options. 

Eric Martin referred the most people to Jet.com.  At the time, Eric disclosed that he spent 
just $18,000 on online ads in order to drive Jet.com signups. 

When Walmart acquired Jet.com for $3 billion, Martin's share became worth $20 
million. Not a bad reward, right? 
 

Jet Referral Campaign 

https://viral-loops.com/templates/leaderboard-giveaway?utm_campaign=ambassador-playbook&utm_medium=ebook&utm_source=referral
http://jet.com/?utm_campaign=ambassador-playbook&utm_medium=ebook&utm_source=referral
http://jet.com/?utm_campaign=ambassador-playbook&utm_medium=ebook&utm_source=referral
http://jet.com/?utm_campaign=ambassador-playbook&utm_medium=ebook&utm_source=referral
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Pure copywriting 
There comes a time in everyone’s life when we have an epiphany about how this world 
works. 

For me, it was the moment that I realized that you can get anything you want by just using 
the correct combination of words. 

The kinds of rewards described above might not even matter. Back in the day, when 
GrowthRocks was just getting started, they thought that a great way to generate clients 
was to educate their market about what growth hacking was. 

The application for the free seminar was through a landing page. GrowthRocks searched 
for a way to encourage people to invite their co-workers, partners etc. but had nothing to 
give in return. 

That’s why they made an offer that people couldn’t resist.  

https://growthrocks.com/blog/?utm_campaign=ambassador-playbook&utm_medium=ebook&utm_source=referral
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After applying for the seminar, attendees learned that growth hacking is a team sport, 
and if they want to get the most out of the seminar then they should invite their teammates. 
The outcome: 66% of attendees referred at least one friend. 

Want to build your own Ambassador Referral Program? 

  Start your 14-day trial on Viral Loops   

https://app.viral-loops.com/?utm_campaign=ambassador-playbook&utm_medium=ebook&utm_source=referral
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Chapter 7: How to use an ambassador program for a 
pre-launch campaign. 

As we recently wrote, It’s easy to get caught up in modern digital marketing tactics, 
but good old-fashioned marketing is unbeatable. 

Take Forever21 (or any other mainstream brand name), for example. Last week, they 
launched their new collection in collaboration with Kylie and Kendal Jenner. 

They created massive prelaunch hype. 

Before the store had even begun selling this 
clothing line, the target audience was already raving about it. 

Pre-launch campaigns play a major role on how people will perceive your product even 
before they get their hands on it. 

It’s true that the success of Forever21’s is almost entirely due to the celebrities involved, 
and like most of us, you may not have that kind of resources or fame. 

So what do you do? And why is there is a chapter about pre-launch campaigns in a 
book about Ambassador Referral Campaigns? 

The title of this chapter gives the answer to both questions. 

What do you have in stash for early adopters? 

This is a crucial question to ask. 

The is no straight answer to that, but there are some options: 
• Discounts. 
• Extended product features. 
• Early access. 

Providing discounts is quite straight-forward and obvious, so I’ll move right to providing 
extended product features. 

https://viral-loops.com/blog/10x-growth-2018-part-2/?utm_campaign=ambassador-playbook&utm_medium=ebook&utm_source=referral
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Think of something along the lines of Dropbox providing extra space on the 
cloud for each of your referrals. 

So, if you run a subscription-model business with different pricing plans, you could either 
give early adopters the chance to use it for free or receive the perks of a higher plan even 
if they purchase a smaller one. 

Now, have you ever heard of FOMO? 

FOMO a.k.a. Fear Of Missing Out, is a powerful force. 

So powerful, in fact, that simply making potential customers feel like they might be 
missing out on something can often move them to action. 

56% of surveyed adults admit that FOMO impacts their media usage habits, for 
example, by compelling them to check their social media feeds again and again. 

Marketers can harness FOMO by creating an impression of exclusivity through the use of 
wait lists, limited supply, and time limits. 

FOMO is the principle that makes giving early access to users such a powerful factor in 
pre-launch campaigns. 

https://viral-loops.com/blog/dropbox-grew-3900-simple-referral-program/?utm_campaign=ambassador-playbook&utm_medium=ebook&utm_source=referral
https://viral-loops.com/blog/dropbox-grew-3900-simple-referral-program/?utm_campaign=ambassador-playbook&utm_medium=ebook&utm_source=referral
https://viral-loops.com/blog/dropbox-grew-3900-simple-referral-program/?utm_campaign=ambassador-playbook&utm_medium=ebook&utm_source=referral
https://www.prnewswire.com/news-releases/national-mylifecom-survey-reveals-more-social-networks-and-message-services-more-problems-users-are-increasingly-overwhelmed-overloaded-214741101.html?utm_campaign=ambassador-playbook&utm_medium=ebook&utm_source=referral
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And  Robinhood took advantage of that principle. 

As a part of their pre-launch strategy, the Robinhood team invited potential app 
lovers to gain invitation-only, early access to its private beta. 

Instead of inviting potential Robinhood users to join a mailing list, the company appealed 
to its fans’ desire to be the first to benefit from what Robinhood had to offer. 

And this offer was so enticing that it got the attention of Hacker News, which was 
“Every engineer's dream in the Valley," according to co-founder Vlad Tenev. 

https://viral-loops.com/blog/7-steps-help-business-in-prelaunch/?utm_campaign=ambassador-playbook&utm_medium=ebook&utm_source=referral
https://techcrunch.com/2014/02/27/trade-stocks-free-robinhood/?utm_campaign=ambassador-playbook&utm_medium=ebook&utm_source=referral
http://www.businessinsider.com/robinhood-app-vlad-tenev-founder-free-stock-trading-valuation-2017-7
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How can you do it for your business? 

Well, the first step you must take is to set up your ambassador referral program, and our 
Milestone Referral Template is the best choice for running a pre-launch campaign 
for your new product.  

Here's how it works. 

Your participants join the Milestone Referral campaign and reach milestones as they refer 
more and more friends to join the campaign.  

For example, the first milestone can be at 5 referrals, then at 15, 30 and so on. 

To do a pre-launch campaign with this concept you can have the milestones be specific 
dates at which campaign participants can gain access your product, starting with the 
date farthest in the future.  

The more friends a participant brings to your campaign, the earlier they can gain access.  

Take a look at the following example graphic (and please forgive my primitive design 
skills). 

https://viral-loops.com/templates/milestone-referral?utm_campaign=ambassador-playbook&utm_medium=ebook&utm_source=referral
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The participants that refer just 5 friends will get access in late June but those that bring at 
least 25 referrals will get access on May 1st.  

The gamification aspect of the Milestone Referral template makes it very appealing to 
your campaign participants, and you can count on great engagement on such a 
campaign. 

Want to build your own Ambassador Referral Program? 

  Start your 14-day trial on Viral Loops   

Before you go. 

Thank you for making it all the way down here! 

It really took some time to gather all the info and resources to compile this playbook, but 
it seems like it was worth it. 

As you read these lines, we are already preparing our next playbook. However, it would 
be amazing to see your comments, as well as your recommendations on what you would 
like us to write about in the future. 

If you skipped all the chapters to get here- don’t be a cheater, I guess you missed all the 
amazing tactics, processes and case studies we presented in order to ensure that your 
ambassador program will leave its mark in history. 

Keep in mind that most of the tactics mentioned in this Playbook apply to all 
viral and referral campaigns—even if you don’t use Viral Loops. But, 
because we want to make it really actionable, we will focus on ambassador referral 
campaigns based on the Milestone concept. 

Until the next time, 
Keep being awesome. 

Want to build your own Ambassador Referral Program? 
  Start your 14-day trial on Viral Loops  

https://app.viral-loops.com/?utm_campaign=ambassador-playbook&utm_medium=ebook&utm_source=referral
https://viral-loops.com/templates/milestone-referral?utm_campaign=ambassador-playbook&utm_medium=ebook&utm_source=referral
https://app.viral-loops.com/?utm_campaign=ambassador-playbook&utm_medium=ebook&utm_source=referral
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