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A nd this is my collection of 6 digital marketing hacks. The 
truth is, I’m busy hacking my life on a daily basis. Looking 

for shortcuts, automation, basically anything that will abide by 
80/20 rule — 20% of my time input bringing 80% of the results.

As a co-founder of an award-winning startup called Ucademics 
and a VP of Marketing for most of my career, marketing hacks are 
my favorite.

I am impatiently waiting for someone to create a digital market-
ing AI (Artificial Intelligence), the ultimate hack any marketer 
could wish for. We’ll call him Freddie and he will be writing blogs, 
producing content, running ads and acquiring customers for us 
while we lie in a hammock sipping piña coladas.

Until Freddie arrives, here are 6 hacks that have saved my life. 
Will they work for you? Let’s find out.

Hi. I’m Vako.
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A simple 
trick to 
piggyback 
viral articles 
for your 
own good.

HACK #1
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L et’s say you find a useful article that you think would be in-

teresting to your Facebook and Twitter followers or your blog 

readers.

But when you share this external content, even though you are 

helping your readers, you’re intentionally sending them away from 

your own content to somewhere else.

What if there was a way to share viral content and, after they’re 

done reading or watching it, get people back to your site or push 
them down your conversion funnel.

HACK #1
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Well there is, and there’s more to it.

It’s possible to add a small branded badge on the bottom of the 

page you share. Any page. From any site. The Huffington Post, Me-
dium.com, BuzzFeed, you name it. Inside that box, you can recom-

mend visitors other content from your own site. They click on it. 

Voila! Back to your site.

Here’s what it looks like:

I’m not Mark Manson, and I didn’t ask him “Hey Mark, do you 
mind putting my free ad on that article of yours about bad-ass kitties 
nonchalantly walking away from explosions? On the bottom right 
would be great Mark. Thanks.”
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I just shared his article with a nifty little tool. Which I will show 

you in a bit.

This is what happens: You share someone else’s article g people 

read it g they see recommended links from you g they click on 

them and come back to your site.

And it doesn’t end there.

If they re-share that same link, it will carry your branded badge 
everywhere. Yes, EVERYWHERE.

Exposing your recommended links to new audiences. For free. 

Without even producing your own content. Cha-ching!
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Here’s how:
Step 1: Go to www.snip.ly  and sign up for a free account.

Step 2: Create a Call-to-Action. That’s going to be your badge that 

you’ll be able to attach to the pages you share.

Step 3: Add a destination link to your badge. That’s where you 

want to send the visitors to.

Step 4: Create a link (New Snip). This is a page, a website that 

you want to share with your audience. Your badge will be inserted 

there.

Step 5: Start sharing the link like a mad man.
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Possibilities:
Besides the very evident scenario that I’ve described above, here’s 

another one.

Let’s say you sell Diet Books. You have a product page and that’s 

where you get your sales from. You want to get quality traffic for 

that page.

You go to Buzzsumo.com and do a search for “diet trends 2016”.

Buzzsumo will return blog posts and articles that match your key-

word with the most shared article on the top.

I say Buzzsumo instead of Google search for a reason here. Goo-

gle’s top results aren’t ranked based on an article’s ‘share-ability’.
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You want to pick an article that has the highest chance of being 
shared, not the one that has a good SEO ranking.

You create your Startafire link with that trending article, and add 
your Diet Book product page inside the recommended content.

You start sharing that article on Facebook Groups about diets 
and weight loss.

Since you already know people share that article, you can be sure 
it will be picked up and shared even more, but this time with your 
branded badge on it.

And you’re not limited to Facebook groups only. LinkedIn groups. 
Tweets. One of the best — Quora questions.

Go on Quora and search for your keywords. Find relevant ques-

A Startafire link will look like this.
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tions and answer them and quote a source. If your site has a 
source, good, quote that. If not, Startafire that bad boy. Those 
Quora links get clicked forever and they can drive some good traf-
fic.

I use this hack all the time. Maybe you’ll come across my badge at 
some point. :)
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Turn your 
video into 
an email-
hungry 
monster.

HACK #2
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E mails have become an internet currency. A ton of free, useful 

content is being exchanged every day for an email between 

content producers and the public.

That’s because there’s value in getting an email address from your 

audience. It’s an important vehicle for today’s era of Permission 
Marketing — a term popularized by Seth Godin.

To quote him:

“Permission is like dating. You don’t start by asking for the sale at 
first impression. You earn the right, over time, bit by bit.”

And with emails, we are able to deliver useful messages to our au-

dience in order to gain their trust and build a relationship before 

HACK #2
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they are ready to buy from us.

A popular exchange rate today is an email for a weekly newsletter, 
a free trial subscription, an eBook, some digital freebies and so on.

But what about videos? When was the last time you had to give 
your email address in order to watch a video?

There’s a little-known way of gating your videos by collecting 
emails. Within a video player. Say whaaat?!

This is what happens: viewer plays your video g after some time, 
email gate appears g viewers have to put in their email address in 
order to keep watching.
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Is it annoying? Yes, a bit. But they work so well. If you provide 
valuable content and place a gate at the right time you can easily 
achieve a whopping conversion rate of 43%.

My advice, get on board with this hack before everyone and their 
mother starts using it. Then, as it happens with any marketing 
method that shows good results, it will get overused and start to 
lose its flair.

If you don’t have any video content, no worries, just keep read-
ing and I will tell you how to create quality video content for 
cheap at the end of this section.

Here’s how to ‘nom nom’ emails us-
ing videos: 
Step 1: Sign up with www.wistia.com.

Step 2: Upload a useful video (tutorial, an article turned into a 
video). Hosting 5 videos at a time is free.
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Step 3: Go to Video Actions g then Customize g then Timeline 
Actions g and click Add Turnstile.

You can place the gate (Turnstile, as the guys at Wistia call it) at 
any point in the video. The start, the end or anywhere during the 
playback.

Be nice and offer them something extra that you’ll send them later 
by email. Kinda like I do on my video:
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You can also make it optional and allow viewers to skip. This, of 
course, will decrease your conversion rate, but you’ll be able to 
add an optional gate to videos that don’t have strong enough ap-
peal to make the viewers give up their emails.

Step 4: Embed your video in your blog articles or on your landing 
pages. 

This hack is particularly effective with landing pages. As a matter 
of fact, this technology was created by Wistia for the purpose of 
increasing conversion rates on their own landing pages that they 
use for their marketing campaigns.

In order to acquire more users for their platform, they created a 
video tutorial about Video Marketing. They built a landing page 
for it and started running ads and campaigns.

Their email gating was so successful that they’ve added it as a 
new feature on their video hosting platform.
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If you’re not familiar with landing pages, or if you want to master 
the art of building high-converting landing pages, then I recom-
mend taking my landing page course on Udemy.

Where you place your email gate is important too. Wistia pulled 
conversion data across the videos hosted on their platform and 
here’s what they’ve discovered:

The optimal placement of an email gate is 10–20% of the way 
through the video. It’s that sweet spot between asking too early 
before they are hooked and too late when they might already be 
bored.
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No video content?
Do not despair my friend. I’ve got your back.

If you don’t feel like filming yourself or recording screencast video 
tutorials, you can go for the method below. Here’s what you need 
to do:

Step 1: Write your video script.

First, you need to find some useful content for your audience. You 
can simply choose an existing article of yours. If you’ve got none, 
then think of some pain points that your audience might be experi-
encing and provide your solution to it.

Step 2: Get a professional voice-over for $5.

Send that script to a voice actor on Fiverr and have them record a 
voice over narration.
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Facebook 
advertising 
level 80.
Cut your 
CPC in half.

HACK #3
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I f we A/B tested the same exact Facebook post, same image, 

same text, same target, but only one difference: A has 1,137 

likes and B has none—which one do you think will get more 

clicks?

If you said “A” then you are right.

Social proof is a powerful motivator. If I know 1,137 other peo-
ple liked something before me, I’ll be more curious to see what 

that is.

You might think, “but how will more clicks decrease my cost per 

HACK #3

Photo credit: Upword
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click? If anything, more clicks will cost me more money.” I’ll explain. 
First, let me show you the method.

Here’s how to get a cheap social 
proof: 
Step 1: First, target your ad to low demand, low competition 
countries (Turkey, Bangladesh, Pakistan). You’ll spend about 
$0.005 per post engagement. Yup, that’s half a penny.

Step 2: After you gather around 1,000 post likes, which will cost 
you about $5–6, then switch to your target countries.

Done and done! Now you have a post that has a ton of likes and 
will be more attractive in the eyes of your target audience.

Now, how do more clicks make each click cheaper?

It has everything to do with the way your ad’s click-through rate 
(CTR) influences how much you pay for a click on Facebook.
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Click through rate is the number of people who click on your ad 
divided by the number of people who saw it.

So if you get 1 click for every 100 people that see your ad, your 
CTR will be 1%.

As your CTR increases, you pay less per click. If it decreases, you 
pay more per click.

It’s basically Facebook’s way of telling you to make your ads click-
able and don’t waste their valuable site real estate.

Possibilities: 
Upword did an A/B test with this hack and got 10X better CTR on 

a “social proofed” post and decreased cost per click by 64%.

Photo credit: Upword
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That’s paying 36 cents instead of $1 per click. And that can be 
the difference between making money on your marketing invest-
ment and losing it, or, using some industry jargon , the difference 
between a positive ROI and negative one.

You can use this ‘low-demand country targeting’ if you want to in-
crease Facebook page likes when you don’t care about the qual-
ity of the likes and simply want the numbers.

I’ve tested this to see how cheaply I could get a page like (not a 
post like, but an actual page like).

It wasn’t very hard to get it down to 1 cent per page like. 

That’s 7 times cheaper than what one would pay for fake likes on 
the internet:
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Dayum! 7x margin of profit. Maybe I’m in the wrong industry and 
should start selling Facebook likes online. :)
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Export your 
LinkedIn 
contacts 
into an 
email list.

HACK #4
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Here’s a quickie hack. There is a way to export all your Linke-

dIn contacts — names, email addresses, job titles and compa-

nies — into a spreadsheet.

Here’s how: 
Step 1: Go to www.linkedin.com/people/export-settings

Step 2: Export.

Yeah, that’s all.

Possibilities:
LinkedIn harbors a good deal of important — let’s call it — ‘market-

ing intel’ on people. 

But running ads on LinkedIn is super expensive. More than both 

Facebook and Google Display ads. Which does make sense, since 

people don’t spend as much time on LinkedIn as they do on Face-

book.

But if you export emails from LinkedIn, then you can take that 

email list and upload it into Facebook Adverts Manager or Goo-
gle Adwords to create a custom list.

HACK #4
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Google and Facebook will match your emails with their users 
and you will be able to target your ads directly to your LinkedIn 
contacts while they are hanging out on Facebook or one of the 
websites inside the Google Display Network.

Of course, you can directly email your connections once you ex-
port your email list, but targeting them through ads is a true 
‘stealth mode’.

Let’s say you sell invoicing solutions for companies. You know 
that your target people are Accountants, Financial Managers and 
such. You search LinkedIn for “Accountant” to find people with 
that job title.
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If you have around 300 connections on LinkedIn, you could find 
up to 100 accountants with whom you share at least one connec-
tion and LinkedIn will allow you to Connect with one click without 
a verification process.

Once your connections start to grow, shared connections will grow 
with it. Based on the Six Degrees of Separation Theory, it only 
takes six or fewer steps, by way of introduction, to connect to any 
other person in the world.

Take it slow with this method though. If several people press “I 
don’t know this person” on your invitations, LinkedIn will restrict 
your account for a period of time.

Photo credit: Directly.me



30

Are you 
snooping 
on your 
visitors? 
If not, then 
you should.

HACK #5
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D on’t you wish sometimes that you could just creep behind 

your website visitors’ shoulders and watch everything they 

do on your site?

See every mouse movement, scroll, click, keypress they make and 

try to get into their heads and understand why they’re not buying 

or taking an action you want them to take?

Well, have I got a solution for you. Introducing CREEPINATOR 

5000. Just kidding, it’s called Inspectlet.

Clickmaps and mouse tracking tools become more and more

HACK #5
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popular each year. They give us crucial information on what visi-
tors are doing on our websites and landing pages.

But the guys at Inspectlet took it to the next level. 

Not only they’ll track where your visitors click and scroll, but 
they’ll actually record the screen of each individual session, so you 
can watch it just like a CCTV recording.
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Try out their 1-minute demo here. They’ll record and playback 
your visit right away.

Here’s how to turn a creep 
mode on: 
Step 1: Get an account at www.Inspectlet.com — 100 recordings 
per month is free. I find it quite sufficient.

Step 2: Copy and paste their code into your site’s HTML. 

Make sure to exclude your own visits. You’ll find an option on the 
dashboard under Optional Steps.

Step 3: Wait for the new recordings and enjoy your new ‘hidden 
camera’ show.
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My experience: 
Every time I use Inspectlet, I discover at least one odd thing with 
my pages. 

Last month I was running Google display ads. And I found my 
recordings filled with visitors that were taking zero action on my 
page. No scrolling, no clicking.

Now, in Google Analytics you’re going to look at the general stats 
in terms of percentage values, call it a bounce rate and move on.

If you don’t get super advanced with Google Analytics you won’t 
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see any difference between 20-second session with zero mouse 
movement and the same 20-second session where the user is 
clearly moving their mouse and navigating but leaving the site 
without taking any further action.

They are both bounced sessions, but this time you have more 
meaningful information on both of them. In the case of the first, 
one would investigate to see if there are any ad placements that 
are driving fake or forced traffic.

You get thousands of these on Google Display Network. It’s those 
sites that force you to click on an ad or those mobile apps that 
arrange interface in a way that you misclick or ‘mis-tap’ on an ad 
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all the time.

Many marketers burn money like this. The internet is a virtual 
‘wild west’ and if you’re not vigilant you’ll be stomped.

In addition to fishy visits, you will discover that your visitors might 
not think and interact with your site in the same way you do.

On my startup’s website (www.ucademics.com) we discovered a 
ton of pain points when users were filling in website forms, and 
we have the whole bunch of those since we’re a university applica-
tion platform.

Install Inspectlet and you’ll see if your visitors are interacting with 
your site the way you want them to, if they are reading the key 
information, scrolling where you want them to and clicking on
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important call-to-action buttons.

Maybe your visitors are leaving because a field is broken, or a 
close button on a pop-up isn’t intuitive enough, or they are aban-
doning shopping carts because they mistakenly click somewhere 
else.

Observe and optimize your site and landing pages and get maxi-
mum conversions out of them.
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5 perfect 
headline 
formulas.

HACK #6
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T here’s one headline formula that even my grandmother 

would know how to use if she was a blogger…

“How To [something]” is definitely the kingpin of headline formulas 

that work.

Clever headlines can make your articles more clickable. They can 

increase your YouTube video views. They can get a person to open 

your email. And they can make you more handsome.

HACK #6
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OK, maybe not the last one.

With a challenge to discover the perfect headline formula, I went 
on Buzzsumo.com and did extensive research on viral articles and 
their titles on dozens of different topics, from weight loss to SEO. 
I wasn’t surprised to discover a trend between the headlines of the 
top shared articles.

Give it up to the 5 perfect headline 
formulas:

1. [Insert an item or an activity] Could Help You [Insert a de-

sirable goal that has nothing to do with the former].

“Drinking Tequila Could Help You Lose Weight.”

“Marrying A Smart Woman Could Help You Prolong Your Life.”

“Sending Fewer Emails Could Help You Get More Sales.”
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Find a weak correlation between two unrelated activities and you 
are good to go. 

It does take some deep digging. Oh, and if you can back it up with 
‘study shows,’ even better.

Why does it work? It’s sensational. Something new revealed to 
humanity that wasn’t known before. A shortcut to our century-old 
problems.

It’s not very difficult to create them. Here’s some:

“Drinking Water Could Help You Get A Promotion.”

“Masturbation Could Help You Become Smarter.”

“Reading eBooks Could Help You Keep Your House Clean.”

Don’t try these at home. I just made them up. These are just joke 
headlines but you get the gist.

2. How To [Insert a desirable goal] In
[Insert a number] Easy Steps.

“How To Double Your Conversions In 5 Easy Steps.”

“How To Build A Landing Page In 3 Easy Steps.”
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“How To Lose Weight In 4 Easy Steps.”

This is a jacked up version of the original ‘How To’ formula. Peo-
ple have two primary motivators: Seeking Pleasure and Avoiding 
Pain. This headline targets the best of two worlds, How to Lose 
Weight (the pleasure of losing weight) In 4 Easy Steps (avoiding 
the pain of a lot of hard work).

3. The Secret To [Insert a desirable goal].

“The Secret To Better Call-To-Action Buttons.”

“The Secret To Building Perfect Landing Pages.”

“The Secret To Making The Perfect Piña Colada.”
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Do you really want me to elaborate on this one?

I’m sure you’ve seen thousands of articles titled in such a way. 
Yeah, I know it’s overdone, but that’s because it still works, even 
today. And I don’t see it losing its magic anytime soon.

Yes, we’re more skeptical towards such titles today, but better safe 
than sorry. “Let me look inside quickly and see what’s the secret. I 
don’t want to miss out on something big.”

4. [Insert a number] Things You Didn’t Know About [Insert 
anything really].

“11 Things You Didn’t Know About Facebook Marketing.”

“10 Things You Didn’t Know About Google Adwords.”
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“11 Things You Didn’t Know About Online Sales.”

This is the previous “The Secret To…” formula on steroids. First, it 
directly claims that I don’t know some fact about a topic I’m very 
familiar with. And it’s not just one fact that I don’t know, but 11. 
Gee, now I’m drooling with curiosity. What is it that I don’t know.

5. [Insert an activity] Like [insert a name of a pro].

“Write Fiction Like George RR Martin.”

“Give A Speech Like Steve Jobs.”

or simply end it with a phrase “like a pro”:

“Convert Visitors Into Customers Like A Pro.”

The mechanism of this formula is self-evident. If we attempt an
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activity, we want to be good at it, world-class-pro good kind. And 
when someone offers us a way to become that good, we are curi-
ous and want to know more.

Go crazy and use these appealing headlines to turn those passive 
impressions into active readers.

Conclusion

D igital marketing these days is tough. To be profitable you 
will have to outsmart your competition and anything that 

demands your audience’s attention, is your competition.

Remember, PayPal, AirBnB, Facebook and many others, all used 
clever hacks in order to grow. So, keep on hackin’.


