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Draftbit was always exploring di!erent ways to leverage their waitlist in 
order to generate pre-launch buzz for their platform.

Upon identifying referrals as a potential huge growth opportunity, the 
company started evaluating various referral solutions that could help 
them grow their waitlist.

The Problem

Founded in 2018, Draftbit is a Y Combinator-backed startup that has 
built a drag-and-drop software platform that helps teams build native 
mobile apps visually, all from the browser.

The Company

GrowSurf is residual lead gen that we don't have to 
think about. We wanted something that we could put on 
autopilot. For every one person who signs up for 
Draftbit, we essentially get 1.33 new leads from that 
person.

We wanted new leads on autopilot, and to increase the 
virality coe!cient of our brand, pre-launch. We've 
accomplished those goals.

Nick Selman

Head of Growth



GrowSurf itself is easy to understand, so it's 
easy to implement. We never had to get the 
engineers involved, other than piping data into 
our production database — but I feel con!dent 
we would've been able to set up the whole 
thing without having to get them involved.

During their evaluation phase, the Draftbit team looked at two other 
referral software providers, comparing the platforms based on features 
and pricing. GrowSurf was the perfect !t.

Draftbit was looking for a Robinhood-style waitlist referral program, 
which GrowSurf supported. And because lead-gen costs and ROI were 
important factors in determining a referral partner, they found that 
GrowSurf’s scalable pricing worked for them.

Solution



Using GrowSurf, Draftbit was able to get a custom referral program up 
and running quickly, while saving valuable engineering resources.

Draftbit’s goal was to place growth on autopilot. They achieved that 
goal, plus more.

Over 5 months, Draftbit generated 30% of their monthly growth from 
word-of-mouth referrals.

Using the GrowSurf admin dashboard, the Draftbit team can quickly 
monitor and analyze referral program performance.

The referral program launch was deemed a success, and Draftbit 
continues to grow from their automated word-of-mouth growth engine. 
The company sends out invites on a weekly basis, but can now focus all 
their energy on core strategies of increasing the viral coe!cient for 
their waitlist.

Results

We had more qualitative measures for our referral program 
experiment initially. But now, I do know, empirically, that there is 
ROI, and what that ROI actually is.

11 out of 10 customer support experience. I don't know if everyone 
gets the whiteglove treatment, but it's been great to contact 
GrowSurf customer support.

The analytics are good. It really helps me get an at-a-glance look of 
how the referral program is doing. When my CEO asked me, "Hey, 
I'm writing the investor update for this month. What percent of our 
leads came from referrals this month?", I can really easily give him 
that answer without a lot of heartburn. A lot of the tools that we use 
today just don't think about analytics, which is frustrating -- but 
GrowSurf clearly has.



Ready to test the waters 
with referral marketing?

Discover why GrowSurf is the easiest way to launch a referral 
program for your internet business.

Analytics100% customizable

Robust APISelf-serve platform

Anti-fraud protectionCancel anytime

User-friendly campaign editorNo credit card required

5-star customer supportFree 14-day trial
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