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Kai Davis of DoubleYourEcommerce.com was guest number 4 on the Side Hustle Show 
way back in 2013. He also appeared a year later in episode #59. 

Kai is pro at finding hot prospects and turning them into sales and profit for his 
consulting business. 
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In this episode, he outlines 3 specific actions, that when you do them consistently, you’ll 
find a virtuous circle of all the work you want, happy customers, and a growing bottom 
line. 

What Are the 3 Levers You Use to Get a Consistent Flow of New Customers? 

“If you want to get more leads and you want to get more clients, there’s really only three 
levers you can pull,” Kai told me. 

These are: 

1. Finding new clients 
2. Earning referrals from your existing clients, contacts, etc. 
3. Winning repeat projects with previous clients  

What Been Working for You in the 5-6 Years Since We Last Spoke? 

Kai has continued to grow his Shopify consultancy business since we last spoke. He’s 
taken a different approach to marketing his services and business, however. 

He told me he’s been using the “law of raspberry jam”, a phrase coined by Gerald 
Weinberg, author of The Secrets of Consulting. 

The law of raspberry jam is simple, “the wider you spread it, the thinner it gets,” Kai 
explained. 

When you apply this to marketing, the wider an audience you try to reach, the less 
specific a solution you’re offering to your potential customers. 

Kai said he now targets a much narrower audience and a smaller niche of customers. 
When planning guest posts, paid ads, etc he asks himself if his target customers will be 
the ones seeing his marketing efforts before acting. 

If not, he doesn’t spread himself thin by going after those opportunities as they are less 
likely to reach the customers he wants to work with. 

Have You Ever Pitched an Offer to an Audience That Didn't Work? 

“Dozens, if not close to 100 times. It happens all the time,” Kai told me 

Unless you have real market data to work with that’s highlighting a specific pain point 
and how people are solving it, you’re always going to be working off of a best guess. 

Kai does what he can to obtain data before bringing an offer to the market. He said 
some of the ways you can validate an idea is to; 



• Talk with past clients 

• Look for industry reports 

• Have conversations with people in the market 

• Attend talks and conferences 

The goal is to try and understand the problems people are talking about, and what, if 
any, money they’re spending to solve that problem. 

You can then put together an offer that solves that specific pain point with the 
knowledge that people are already spending money on a solution. 

What Criteria Should I Look at When Deciding on a “Software with a Service”? 

Kai’s business is helping Shopify and eCommerce store owners get more sales through 
search engine optimization and email marketing. 

If you also want to base your services around a software, he recommends taking into 
account two main things: 

1. Target software with a price point of around $1,000-$1,500 per year. This makes 
finding a solution to their problem worth spending some money on. 

2. Get a good understanding of what help clients are looking for from the software. 

Related: Paul Minors does this really well with Asana, Pipedrive, and a couple other 
popular software tools. 

These are criteria you could apply to an offline business too. Just check out episode 
#308, to see how Matt Rowell grew his knife sharpening business. Or episode #368 
where Erica Krupin started and grew her pet waste removal business as perfect 
examples. 

Where Can I Find a Community of My Target Customers When Starting Out? 

“Any type of online forum is a great spot to start in,” Kai said. 

Some of the largest online forums and communities can be found at: 

• Facebook Groups 

• Reddit 

• Discord 

• LinkedIn Groups 

Kai recommends taking a deep dive into niche-specific communities on these platforms 
to find people talking about problems they’re experiencing and the types of help they’re 
asking for. 

https://www.sidehustlenation.com/virtual-consulting/
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You can’t lead in with a pitch, but you can build up your reputation and authority over 
time by offering helpful advice and this will lead to getting noticed. 

This was exactly how Kai landed a mid-4-figure deal. He was answering questions in an 
SEO subreddit, a company noticed he was offering great advice and reached out for an 
SEO audit. 

Portfolio Reconnaissance  

Kai uses a technique he calls “portfolio recon” to tackle a couple of the challenges that 
come up when it’s time to find more leads. 

The challenges he’s talking about are: 

• How to reach people in your target audience 

• How to find people with a specific problem you can solve 

He said the answer is often within other companies’ portfolios. Companies often publish 
portfolios or testimonials from clients they’ve worked with on their websites, and you can 
browse these to find companies that fit your target client. 

For example, if you’re looking for SEO clients, take a look at the portfolios for web 
design companies. If a business has recently paid for a new site design, there’s a good 
chance they need help with their SEO. 

The key here is to find complementary service providers. 

The Expired Leads Strategy 

The expired leads strategy works very well when you’ve been using a lead generation 
service or you’re a freelancer responding to job postings online. 

It’s hard as a business owner to make a decision when you’re in urgent need of help 
and super busy. Kai said he’s found value in reaching out to business owners several 
months after they posted their request for help. Like, “Hey, did you ever end up finding a 
solution for ______?” 

He often finds that they have more time to talk, they’ve had a chance to evaluate how 
their last hire worked out, and are more willing to talk about the problems they need 
help with. 

One of the ways he does this is by using Folyo.me, a site that emails out referral 
newsletters for freelancers and agencies. He lets the newsletters age in his inbox, then 
goes through them months later. 

https://folyo.me/


How Are You Balancing Your Client Work, Marketing Outreach, and Your Other 
Services? 

Kai is big on productivity, and he’s found that splitting his day into two parts has been 
the best solution to keeping focused and getting a lot done. 

The mornings are what he calls his “Maker time”, which is when he blocks out all 
distractions and gets stuck in with creating, planning, and so on. 

The afternoons are what he calls his “Manager time”, which is when he talks with 
clients, customers, and manages his business. 

How Are You Tracking All of Your Lead Generation Efforts? 

Kai likes tracking what he’s doing, it helps relieve some of his anxiety when reflecting on 
how much he’s getting done. 

He recommends keeping a .txt file or a spreadsheet at the very least to record your 
small wins. “Tracking your actions and the results you’re getting out of those actions 
really helps you see that you are building a business,” Kai said. 

Kai uses Pipedrive to track his conversations with clients. It’s a popular CRM software 
that starts at around $12.50 per month. If you’re just starting out and don’t want to incur 
monthly costs, Kai said you can use Trello as a CRM for free with similar results. 

Increasing Referrals 

This is an area Kai said most people are approaching wrong by “spreading that jam too 
thin.” 

If you want to generate leads through word-of-mouth or referrals from existing clients, 
you need to be specific when asking if they know anyone in need of help. 

For example, don’t ask a client if they know anyone in need of e-commerce assistance. 
That’s way too general. 

Instead, you could ask if they know anyone with a Shopify store in need of help selling 
more ladies’ fashion items through SEO. This is the kind of question that’s going to stick 
with a business owner, and although there is a smaller market for this service, you’re 
much more likely to get introduced. 

How Are You Selling Repeat Business to a Client? 

One of the levers Kai talked about earlier was getting repeat business from clients 
you’ve worked with before. 

https://www.pipedrive.com/
https://trello.com/


This can be a tricky proposition, as you’ve already worked with a client and they may 
have been under the impression that it was a one-off job done. 

Kai said he always approaches this as “an opportunity for their business.” 

If you’re offering SEO services, for example, you can always approach a client after a 
Google update and explain how you can help them if their traffic was affected. 

Or, you can offer to help them save some money on the monthly subscriptions they’re 
currently paying for by offering free alternatives. 

The goal is to open up a dialogue with them, find out if they have any problems that they 
need help with and take it from there. 

What’s Next? 

Kai is excited to work with more Shopify stores this year. He’s also has a “rekindled love 
for search engine optimization” so he’s looking forward to tackling some complex SEO 
problems for clients. 

He’s going to continue to write his daily marketing newsletters over at KaiDavis.com. As 
well as increase the frequency of e-commerce newsletters at 
DoubleYourEcommerce.com until he’s releasing those daily too. 

Kai’s #1 tip for Side Hustle Nation 

“Avoid the resistance.” 

More Info: 

• https://www.sidehustlenation.com/379 
• https://doubleyourecommerce.com 

 
Until next time! 

-Nick 
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