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Who are we?
Hey guys! My name is Kevin Tang and I’m the co-founder of 

VYPER. Along with Jack Paxton, we’re a group of digital marketers 

& entrepreneurs with over a decade of combined experience in 

e-commerce, SaaS, and startups. We’ve helped digital marketing clients 

scale from $0 to $9 million in annual recurring revenue, and we’ve also 

taken companies from $9 million to $100 million. We’ve seen growth at 

every stage of an e-commerce startup.

VYPER software is our latest project, where you can grow your business 

with viral marketing funnels. At my last startup, PhotoWhoa, we used 

the same tool to effectively scale our business from $0 - $300,000 in 

our first year. We decided to release our growth hacking tool so you 

guys can see the same results. 

Our first product, viral contests, is available now to use for free. Check 

it out at: https://vyper.io

We have a lot to teach. More awesome tools, courses, and free content 

like this will be available soon.
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Our goal is to double your 
revenue in the next 30 days.
Before we started VYPER, we were experts in e-commerce. Here’s 
what we’ve learned from our cumulative 8 years of experience.

Before I started VYPER, I had built multiple 
e-commerce companies. My co-founder Jack, 
had been the outsourced CMO for several larger 
e-commerce companies, ranging from small $9 
million startups to huge $400 million multi-national 
corporations. Between us, we have a lot of knowledge 
on every stage of e-commerce growth.

This e-book is aimed at the early stage e-commerce 
companies who need a little boost to get to the next 
level. It’s perfect for companies that have either 
just started, or have barely hit $15,000 in recurring 
monthly revenue.

And that’s because a lot of these tactics really help in 
the early stages when you have very little money to 
use for growth. That’s when “growth hacks” are the 
most effective because you’re able to get traffic and 

conversions without having to pay an arm and a leg.

Once your company starts scaling, these growth hacks 
begin to lose their luster as you start getting into 
more scalable strategies. That’s not to say all these 
strategies won’t work even if you have over $100,000 
in recurring revenue (some of them still apply), but 
this guide in particular will show you the tactics as if 
you’re a newbie in e-commerce.

We’ll give you 7 easy to execute strategies that will 
either bring you more traffic, leverage your existing 
customers for more revenue, OR help you increase 
your conversions (which ultimately brings you more 
money).

Thanks for downloading, and be sure to visit our 
growth hacking blog for more tips!
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The “Perfect” Cart Abandonment Drip
With up to 75% of customers abandoning their cart, recovering half 
of these could easily double your revenue. Use our cart abandon-
ment drip email sequence to capture that revenue.

Difficulty Level: Medium
Suggested Tools: Shopify or Klaviyo

One of the biggest problems that face e-commerce companies is cart abandonment -- essentially 

where your customer adds items to their cart, but they don’t end up checking out. Drop off rates 

can average 75%... that’s insane! You’ve gotten them all the way to the last step and then they’re 

just dropping off, never to be heard from again. By not plugging up this part of the funnel, your 

company could be losing thousands of dollars of monthly revenue.

So why do customers abandon their cart?

A lot of times it’s because of shipping. Customers don’t realize that shipping was going to be so 

high or that shipping wasn’t free. That’s why it’s important you grab their email address before you 
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show them the final price. In fact, we recommend you get the email address as early as possible in 

your checkout funnel.

Because once you have their email address, you can send them an automated cart abandonment 

drip sequence. We’ve experimented with a few different drip campaigns, but this one worked the 

best. Feel free to copy our EXACT template or try to modify it for your own needs.

Here’s the basic outline of what we send out:

6 hours later -- Friendly reminder with scarcity (no coupon code)

24 Hours Later -- <offer> for 48 hrs

72 Hours Later -- Last chance for <offer>

The exact email templates are on the following pages along with a bonus email, but first...

How do you get cart abandonment working? 

Our favorite tool is Klaviyo, which integrates directly to your shopping cart provider (like Shopify, 

Woocommerce, Magento, etc) and is free for a list up to 250. They automatically send abandon 

cart emails for you. Shopify has its own abandon cart apps, so you could also look into those if you 

had to. Other email marketing providers have their own flows, so you should contact your provider 

directly to see if they have an integration with your cart provider, but our favorite tool is Klaviyo.
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Using Klaviyo for abandon cart emails, a client 
of mine made nearly $50,000 in revenue in the 
last 30 days.

Moonmail creates an abandon cart 
Shopify app, so if you’re on Shopify 
and you don’t want to expand into 
Klaviyo, this is a cheaper option. 
Magento & others have similar 
plugins.

1

2
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VYPER’s 6-figure 
abandon cart emails.
On the next pages you’ll get the exact abandon cart 

email sequence we’ve used to generate over 6-figures 

in revenue for our clients.
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Email #1: Friendly Reminder with Scarcity

The first email is about giving them a gentle nudge to purchase. No need for a coupon code yet 

here because you’re going to recover up to 25% of these guys on the first email and they’re going to 

pay full price. Send this out about 6 hours after they’ve abandoned their cart. As an added touch, I 

like to give them a reward for sharing their purchase.

Subject: Finish checkout before stock runs out...

Noticed you still had a few items in your cart. We’re still holding them for you, but we can’t hold them 

for much longer. Keep in mind we sell out of most items within 48 hours.

Here’s a quick link to your cart:

PS. Share your purchase on social media, screenshot it and then email kevin@vyper.io, and we’ll send 

over a 20% discount for your next order.
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Email #2: Give initial offer (free shipping) + scarcity

The second email gives an offer. I like to offer free shipping as my initial offer because I didn’t 

want to devalue my products with consistent discounts. That way when our store actually did give 

discounts, our customers would always jump on them with ferocity. Also make sure you add some 

scarcity to this one, I usually say coupons are valid for 48 hours. Send this one 1 day after the 

previous email.

Subject: [Expires in 48 hours] Here’s a free shipping code

Still interested in getting these? Luckily your items are still in stock. Here’s a free shipping code I made 

for you that’ll only last for the next 48 hours:

FREESHIPPINGYO

(expires in 48 hours)

Here’s a quick link to your cart:
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Email #3: Last chance for <offer>

The 3rd email basically reminds them that this is the last chance to redeem the offer they got in the 

last email. This one should get sent out about 48 hours later depending on the scarcity you wrote 

about in the last email. 

Hey <name>,

Just a quick reminder that your free shipping offer is expiring in about 12 hours. 

Use the code: FREESHIPPINGYO

(expires in 12 hours)

After that, you’ll have to pay full price on shipping again... Go directly to your cart by clicking below:

PS. Remember that if you share your purchase on social media, screenshot it and then email kevin@

vyper.io, and we’ll send over a 20% discount for your next order.
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Bonus Email: You’re a tough cookie...

Now you choose whether you want to send this one or not. I think sending 3 emails is ideal, but if 

you want to be a little more aggressive, send out a final offer with a blowout sale. This really only 

works if your unit economics works out with your products. You also run the risk of geting your 

products devalued if the coupon code leaks. However, if you’re cool with that, then this is a great 

email to capture that sale. Send this one a full 7 days after the last abandon cart drip email.

Hey <name>,

Wow you’re a tough cookie to crack. Fine, I give in. I’m going to give you a coupon code for 50% off. 

Please don’t share it as this isn’t something I give out to everyone.

Use the code: UNIQUE50

(expires in 12 hours)

You have 24 hours to use the code before I delete it off the site (I don’t want this getting posted on 

RetailMeNot...). If you’re not interested, could I ask you why? Give me a reply back, I’d love to hear 

from you.
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Viral Contests, the Right Way
Viral contests are our specialty here at VYPER, so let us teach you 
how to do it the right way.

Difficulty Level: Easy
Suggested Tools: VYPER

Here at VYPER, we obviously live & breathe viral contests. 

And we do it because it just works. 

In fact before I started VYPER I was the founder of an 

e-commerce company called PhotoWhoa, and contests 

helped us add 10,000 emails in a single contest and help 

us achieve nearly $300,000 annual revenue within a 

single year. 

And that’s the reason why we created VYPER, because it’s 

one of the easiest ways to get a lot of emails (but so few 

people are doing it).
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So how does a viral contest work?

Users enter your contest by inputting their email address.

They’re given a “special link” that they can share for more entries into your contest.

Your users share the contest with their friends so they have more chances to win.

And your only job is to keep adding top of the funnel traffic to feed the viral machine.

Why are viral contests so effective?

• You leverage your audience to share your contest for you.

• As a byproduct of more emails, you also get more social media follows (if you use our 

tool, VYPER).

• Giving away your products creates new advocates for you.

• You can add new customers with a great ROI.

• There are plenty of places you can promote your contest for free.

• You can leverage partners to get free prizes AND free promotion.

But we won’t BS you and say that anyone can just set one up and you’re golden. It does take some 

smarts and some know-how to really make it effective. Here we’ll outline the basics, but we’ll also 

link you to another resource on our blog that will really help you out.

1
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Step 1: Choose a Prize & a Funnel

There are 3 main funnels we teach, each of which will require you to give different prizes.

Depending on the budget and how much time you want to put into your contest, you should pick 

the right funnel for you.

1. The Evergreen Funnel - If you have a low or non-existent budget.

2. The Mid-Grade Funnel - If you have a little bit of budget.

3. The High Ticket Funnel - If you’ve got a large budget.

Step 2: Promote Your Contest

There are many ways you can promote your contest, but these are my favorite. Click the links 

below to get more in-depth tactical advice on each channel.

1. On giveaway websites.

2. With partners.

3. To your own email list.

4. On your own social media.

5. Social sites like Reddit.

6. Slack channels & Facebook groups.
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7. Through cold emails.

8. Through Facebook Ads.

Getting as many people as possible to enter your contest gives you the initial boost you need to 

get viral sharing going.

Step 3: Onboard

With contests you’re going to get some email addresses that don’t care about what you’re selling. 

That’s why you need to make sure you properly onboard your emails and weed out the bad 

apples.

With onboarding techniques, you can make sure to extract the most value as possible from each 

email you gather.

Here’s a blog post that’ll teach you how to onboard your contestants without pissing them off.

Must-Read

1. The Ultimate Guide to Viral Contest Marketing

2. Case Study: Who Needs Maps
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How to Make Free Money with
Facebook Retargeting Ads
It’s the most effective ad, and you’re practically giving away free 
money if you don’t try it.

Difficulty Level: Easy
Suggested Tools: Facebook Pixel

If you are going to do any sort of paid media marketing (Adwords, Facebook, Instagram, etc) the 

first campaign you should set up is the one that shows ads to the the people are are most likely to 

purchase, and that would be people who’ve been to your site already that you want to “retarget.”

We are going to go over 2 retargeting campaigns that you need to set up to capture all those 

people who leave your website but just need a little reminder to come back and complete the 

purchase or website goal. Like with the cart abandonment drip sequence, this type of campaign 

helps you plug up a leaky sales funnel and capture those leads that barely escaped.
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1. Abandon Cart Facebook & 
Instagram Ads 

This campaign type is great as you can 

incentivise people who drop out of your 

checkout flow. For example a user may add 

an item to their cart, fill out their personal 

details and then bounce when they see that 

extra charge for shipping. People still want the 

product but the shipping just threw them off, 

so by adding a 10% discount as an incentive, it 

encourages them to come back and finish the checkout. 

Quick guide on how to set these up.

Create Facebook Ad account & add Facebook pixel. Go to Tools (top) > Pixels > 

Facebook Pixel > Create a Pixel. Add the Facebook pixel within your website’s html <head> 

section. This can be done in your template, using Google Tags Manager or plugins.

Create a Facebook custom audience. Within Ads Manager, go to tools > audiences > 

create audience. Look for the section called “website traffic.” Include people who visit the /

cart  page and exclude people who hit the /purchase-confirmation page. This only targets 

people who have visited your cart and NOT your purchase confirmation. 

1

2
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Your pixel will take some time to populate. If you don’t have much traffic to your site 

yet, retargeting the cart won’t be effective until you bring in some more traffic. The pixel 

will take some time to populate with data.

Create a new ad campaign titled “retargeting / abandon cart.” Choose create ad next 

to the audiences you want to target. “Retargeting / abandon cart” iss my usual naming 

convention to keep things organized for myself.

Create your ad sets. I usually break this out into gender and placement, for example 

“mobile / male” and “desktop / female.”  Ad sets help you group a “bundle” of ads to keep 

your ads organized. You’ll be creating multiple ads so this helps you organize your ads.

Create your ads. Test 2-3 images. Remember to include your discount in the main text 

area as not all text areas show up in the Instagam Placement.

BONUS TIP - Make sure you link the ads back to your cart page. If the user has not cleared their 

cache the products should still be in 

their cart ;) 

3
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MAIN TEXT AREA
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2. Website Visitor Retargeting

Chances are not every single visitor to your website will purchase your product, fill out of form or 

sign up for your service. Returning visitors are 7x time likely to complete a conversion goal than a 

first time visitor. That is why it is extremely important to remind them that you exist and prompt 

them to revisit your website again at a later date. 

Quick guide on how to set these up.

Add the Facebook “PageView” pixel within your website’s html <head> section. This can be 

done in your template, using Google Tags Manager or plugins.

Create your custom audience. I usually break out my audiences into 15 day increments 

from when someone visited (0-15 days since visit, 15-30 days since visit etc.). This helps me 

to determine which group of my audience are the most profitable.

Create your campaign “retargeting / website visitors / <targeting option>.” A lot of times 

I use male / female for the targeting option. Sometimes the targeting option won’t be 

necessary. 

Create your ad sets, I usually break these out into period since the pageview and 

placement “0-15 / mobile” and “0-15 / desktop.” Remember 0-15 is the days since they 

visited your site. We set the day increments up in step 2.

1
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Create your ads, test 2-3 images and text to see which ad combinations get the best 

conversion rates and clickthrough rates.

If you implement these two campaigns you will be able to capture lost visitors and these are are 

lot more likely to convert than a new user who knows nothing about your brand. 

In almost every instance where I’ve set up ads for e-commerce clients, retargeting has been the 

MOST effective type of ad. It’s also been the EASIEST one to make profitable.

Still confused on how to set this up?

• Facebook shows you how to set up custom audiences here.

• Here’s another guide we wrote about Facebook ads.

 

5
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Your Slow Website is Killing You!
What seems like common sense is one of the biggest killers of con-
version. Speed up that website!

This is one of the quick wins that can dramatically increase your conversion rates. When I was 

helping a sunglasses retailer improve their website conversion, I noticed their site was DEAD slow. 

In fact it was taking over 10 seconds for their site to fully load.

Once we got the load time down to 5 seconds, we noticed their conversion rate actually TRIPLE. 

Let me repeat, we literally tripled their business by just managing 
their site speed!

To diagnose your site, visit Pingdom Tools and test your site speed. If your site loads slower than 

5 seconds, you likely have some improvement you can do and you’ll see conversion lift.

learn more at vyper.io/blog           22

http://vyper.io/blog/?utm_source=7-ecommerce-hacks-book


How to fix your site speed if your site loads slower than 3 
seconds:

1. After checking Pingdom Tools and inputting your website URL you’ll get SPECIFIC advice on how 

to optimize your site. Follow it.

2. Use Shopify, it’s lighting fast and one of the best in the market for e-commerce hosting.

3. If you’re not on Shopify and you’re using 

a hosted solution, move away from shared hosting onto an SSD VPS or cloud hosting to alleviate 

load issues. 

4. My recommendations for WooCommerce would be to use a service like WPEngine, a managed 

Wordpress host that also makes your site super fast. Magento has its own managed hosting 

solutions as well, so look out for those services.

5. Use a tool like CloudFlare, which helps you instantly speed up your site.

Must Read Article
• 10 Ways to Speed Up Your Website and Improve Conversion by 7%
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Social Media Automation Just 
Isn’t Fair...
Setting up a few tools can get you free targeted traffic.

Difficulty Level: Easy

Suggested Tools: Follow Liker

This is one of the growth hacks that borders on “greyhat.” Technically it’s against Instagram / 

Twitter terms of service, but when you’re the new guy on the block, you have to do whatever 

is necessary to get the word out there about your product. BE CAREFUL. Do not use this if 

you have a huge account, because you could get banned. 

In general I quit using this strategy after I hit 10,000 followers, because getting the first 

10,000 is easy with this strategy (usually can be done within a month or so if done right).

There are many automation tools out there, but I like Follow Liker the most.

In fact for my clothing line I started in 2014, we got 6,000+ active followers through social automation, which resulted in tens of 

thousands of sales in our first year. (My partner eventually bought me out).
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1. Instagram Automation

One of the reasons I love Follow Liker so much is that they have tools for both Twitter and 

Instagram, whereas other automation tools are just for Instagram.

Basic Settings for Follow Liker

• Like 400-500 photos per day. If you want to be more aggressive, you can, but this keeps 

your account at a safe level. Don’t exceed 1500 photos liked per day.

• Follow 100-200 users per day. You can go up to 600, but I would recommend keeping it safe 

at 100-200 new users per day.

• DO NOT COMMENT (this triggers spam warnings).

• Target the FOLLOWERS of your competitors.

• IMPORTANT: Use the FLC functionality of Follow Liker, but ONLY follow and like (don’t 

comment).

How to Set up FLC

FLC functionality is used if you want to follow someone’s followers and simultaneously like/

comment on the pictures of each user you follow, you can do it with FollowLiker. This is one of the 

most powerful ways to gain followers as this makes YOU seem like you’re very interested in their 

profile, which increases the likelihood they will reciprocate and follow back.
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Check the “Scrape User“, “Scrape Photo“, “Follow“, “Like“, and the “Show advanced options” boxes.

After you are done, press “Next“. The next screen shows you the data about the selected account. 

For this task, we don’t have to do anything there, so we’re going to skip it by pressing “Next“.
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Next step is to scrape users to follower. FLC allows you to target a certain user’s followers. This 

is the best way to do it. You should target your competitor’s followers. Below you will input FLC: 

<username> where <username> is the Instagram account of your competitor.

Also make sure your other settings are the same as mine as well. Then click next.
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The next page allows you to set your scrape photo settings. For FLC to work, all you need to do is 

add a query that says FLC: 
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This next page, make sure you use the same settings as me.
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This is the last page you need to worry about. Keep all the other settings in the next pages the 

same.

That’s all you need to setup in order to get FLC working!

learn more at vyper.io/blog           30

http://vyper.io/blog/?utm_source=7-ecommerce-hacks-book


Now that you have FLC working, it’s now time to discuss overall 
Instagram strategy.

• Post 3x per day, every day.

• Create GOOD content by seeing what your competitors post and trying to copy their 

strategy.

• Experiment to find what resonates with your audience.

• Find other people in similar niches and do share 4 shares (you share their picture and tag 

them, they share yours).

• Run giveaways with VYPER contest software to build your list through Instagram.

Want more Instagram help? Check out a course I created: http://igexplosion.com/growth-hack/
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2. Twitter Automation

Follow Liker is amazing for Twitter automation as well. When we were doing the pre-launch for 

VYPER, Twitter automation helped us add 50 new pre-signups. That’s not much, but for a new 

company like ours, it helped.

The first thing is you need to post relevant content to your niche. We use Quuu.co to 

do this. It connects with your Twitter account and starts posting content in your niche 

automatically. This helps us not have to tweet new stuff every day.

Then setup the Twitter version of Follow Liker to follow about 200 people per day targeting 

your competitors followers and also liking up to 600 images per day (use FLC). The way 

you set that up is very much similar to the Instagram Follow Liker settings, so for the sake 

of not being redundant, I’m not going to post it again. The reason you like 600 posts is 

because you will like about 3 of each user’s posts per day, which makes it seem like you’re 

really engaging with them.

I’m also auto DMing users (you can do this with Follow Liker) as well with a link to a 

lead magnet. This helps me get around 50 new signups every single month. You can do 

something similar with a coupon code.

 

1
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Post Purchase Emails
Your customer just purchased from you, but it doesn’t stop there. 
How do you maximize their value AFTER the sale?

Difficulty Level: Easy
Tools: Box Inserts, Klaviyo

Once your customer purchases your product, 

your interaction shouldn’t stop there. By sending 

targeted and segmented emails after the purchase, 

you can drive a LOT of revenue and new customers.

There are 2 main things I want to do after my user 

purchases. I want him to purchase again, and I 

want him to refer his friends to me so his friends 

will buy also.

So how do I do that?
Shelly Cove incentivizes sharing of their products 
on social media, giving them a steady stream of 
customers.
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There are a number of post purchase emails that you can send them automatically using 

marketing automation to help you get the maximum LTV of a customer. The ones I like to use are:

Share your purchase for an extra incentive.

Customer winback aka re-engagement email.

Cross sell email.

1. Share your purchase for an extra incentive.

Women in particular have a knack for wanting to share their purchases, so any female products 

should DEFINITELY use this hack.

Clothing company Shelly Cove used inserts inside each of their boxes to incentivize sharing. The 

result was that a TON of their customers posted their products on Twitter & Instagram.

Besides inserts, you can also just send an email to your customer after they’ve purchased. It’s best 

to do this in 2 spots, right after their purchase, and right when their purchase actually arrives at 

their door.

1

2

3
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HOW TO IMPLEMENT
Klaviyo does exactly what you need to implement ALL our post purchase emails. If you’re not using Klaviyo, 

email providers like Campaign Monitor & Mailchimp have similar functionality if you connect to Shopify. 

Other providers generally have this as well, but you might need to contact your provider to make sure it can 

automatically sync with Shopify or whatever your cart provider is.

Here’s an example of an email I’d send AFTER a user has purchased from me. Usually done 1 day 

after the purchase.

Subject Line: Quick thank you and bribe =) 

Hi <first name>,

I’m the founder of <company name>, and I wanted to personally thank you for making 

your first purchase yesterday.

If you share a pic of what you bought on social media, I’ll give you $10 bucks store credit 

for your next purchase. Just email me back here and I’ll send it to your account.

If you have any feedback or just want to say hi, please feel free to email me back. I answer 

all emails as long.=)
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Depending on how fast you ship, schedule this next email to get sent out around 7 days after the 

previous one.

Subject Line: Did you like it?

Hi <first name>,

Kevin again. Just wanted to make a quick follow-up since I believe your product should 

have arrived by now (if it’s not, it should come in a couple days). Hope you’re enjoying it =)

If you like it, snap a pic for social media, and I’ll send you $10 to use in our store.

Cheers!

Kevin
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2. Customer Winback (aka Re-engagement email)

If your customer hasn’t purchased from you in a while, check in to see why! This email helps to re-

engage your customers and “win them back” which is why it’s called a customer winback.

This email should be heavily incentivized and use scarcity to drive that next purchase.

Subject Line: Haven’t seen you in a while + a bribe

Hi <first name>,

Kevin from <store name> here. I noticed you haven’t bought any of our latest items, which 

makes me sad.

Go ahead and take 40% off your next order with code: IMSAD40 

Keeping this one active for the next 48 hours, so use it while it’s still good!

Cheers!

Kevin
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3. Cross Sell

This email helps you advertise specific products in your store similar to what your customer 

already bought. This email is killer because it targets your customer extremely well and gives 

them recommendations based upon what they’ve already bought. Klaviyo does this outside the 

box, but if you use other systems you might need to get an app or something.

This email is why Amazon is such a boss at e-commerce. If you’re subscribed to them you’ll get 

these recommendation emails that are SUPER targeted at you.

Subject Line: Got these in stock, interested?

Hi <first name>,

I noticed you bought <item> from our store, which makes me think you might like these 

too.

Am I right?

Kevin
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Instant Upsell
After your customer has already given you their credit card, you 
pounce on them to purchase another item.

Difficulty: Easy
Suggested Tools: Shopify Product Upsell App, ClickFunnels

Upsells have been used throughout business for centuries, but they’ve only recently been 

popularized online. Studies have shown that upsells work about 30% of the time... nice!

AppSumo has been doing this for years. 

You can see their upsell page after you’ve 

added an item to your cart.

Depending on what system you’re using 

for e-commerce, you can also add instant 

upsells into your sales funnel and increase 

revenue by 30% or more.
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1. How to Implement

Shopify has an integrated upsell app that allows you to upsell your product when they 

add an item to cart. I LOVE the way this app does it because it actually puts the upsell item 

front & center, not to mention it is an extremely robust system.

WooCommerce has their own offering called Smart Offers.

ClickFunnels is the most powerful and robust system for creating your funnel, but it’s 

on the pricier side at $97 / month. Although it’s optimized for digital products, if you use 

Shopify, there is a good work around for creating your own funnel using the Shopify buy 

button. Note that this isn’t a seamless integration with Shopify like the upsell app.

1

2

3

Bonus Tip
If you don’t want to mess with different upsells, giving customers a 
universal upsell to a gift card with a discount can work very well.
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What’s next?
Come back in 30 days and let us know if we’ve doubled your 
revenue.

So we’ve just taught you 7 new growth hacks you can use to double your business in the next 30 

days or so. 

I know that some of these hacks you might already be using. Some of them might not be 

applicable to you (for example, sites that only sell 1 product can’t do many upsells). But combined 

together, these 7 hacks can clearly double your business.

If you’re having trouble with any of these growth hacks, please feel free to email me - kevin@

vyper.io - to get personalized help.

And also, be sure to check out VYPER and build out your viral contest funnel.
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