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I gave a talk about how I grew my 

product(Ace) by leveraging customer 

facing teams. Do have a look. 


Here is the link to presentation.

G is Growth. It could be revenue growth or adoption 

growth


S being the Size of the market


U is your Unit of business impact. In the case of 

revenue, it can be Unit Price. In case of adoption, it 

could be Active Users.


R is your Retention Rate. Retaining an acquired 

customer has more impact on growth than just 

constantly acquiring new users.


V and the most important is your Customer Value 

Realization.


 


Why does this formula work?


 


It doesn't just take into account the market size, unit 

price of anything that you are selling to your customer 

or net retention rate but also takes into account the 

customer value realization pace of your product.



The lower the value realization time, the faster the 

growth. And value realization is a direct function of 

product experience and meeting user needs.


 


Thus, growth can be accelerated by accelerating 

the pace at which a product adds value to user 

journey. Furthermore, levers like market size, unit 

price, and retention rate can be improved to increase 

reach by getting more customers for the product or 

getting more from each customer of the product.


 


So, to answer the question, if I were to look at 

increasing revenue growth of a product, the first and 

foremost thing after identifying a sizable market is to 

try and attempt to identify ways to reduce time to 

help a user realize the value of the product. This 

involves everything from what your product is, what 

experience it drives for the user, and how it is placed 

in front of the users.


 


Then, figuring out ways to broadening the market size 

by catering to more use cases and(or) geographies 

and ensuring ways to retain the users. 

I boil down revenue growth into a simple formula with 

just four variables. Playing with these four variables 

can define entire growth plans and projections.

G =
V

S  U  R* *

How would I go about increasing 


of my product?revenue growth 

https://abitbybit.com/workiscraft/ScalingaB2BProduct.pdf


I have a rather unconventional take on prioritizing 

features/efforts. You could have the best of the 

frameworks to define your prioritization strategy; 

however, unless it moves the needle in the direction 

demanded by the business, every prioritization 

strategy is a random attempt to place Lego blocks in 

the hope of creating a masterpiece.


 


I wrote a short LinkedIn post about how I look at 

roadmaps and a better way to plan things.

What is my approach to 


Prioritization?

As you see, themes(themeparks) are nothing but 

combinations of metrics you need to improve. Be it 

your North Stars or other sub metrics.  

Furthermore, the other thing that is critical to this 

approach is your ability to procure the most accurate 

user and market insights. Without accurate insights, 

creating a business impact will be like shooting in the 

dark with the hope of hitting the target.



So, to summarize, considering all the constraints, the 

best way to drive business impact with prioritization is 

to have a combination of the right insight and right 

direction(metrics) and use it to decide what to build. 



How do you  

for your product?

Set Strategy 


Seeking truth, that's the ultimate objective of defining 

a product strategy. Let me explain. 

I use below set of questionnaires to help me seek the 

truth. These questions help build a real-world product 

strategy. Each of these questions helps identify 

different facets of the product-building journey. 

Discovering User Problems

Solution Exploration

Impact and Cost Analysis

Launch and Beyond

Seeking Truth

It is important to get answers to these questions, but 

it is furthermore important to know how to get the 

most truthful answers. It involves meticulous research 

methodologies and the ability to ignore biases.



Strategy implementation is basically execution. And 

the frameworks for execution have to be very simple. 


There are three frameworks that I use when it comes 

to executing better.

Ultimately, a product is built to drive business growth. 

The above framework helps drive product growth in a 

sustainable manner. Providing the best value to the 

customer drives a better top line and minimizing the 

costs drive a better bottom line. 

The above framework drives your executions towards 

your ability to experiment faster and learn better. This 

is a crucial framework as it helps evolve your 

understanding of what works with users, in the market, 

and for your business, faster. It also keeps your biases 

in check. All these ultimately helps you make better 

decision be it with data or intuition (in some cases).

This framework is easy to understand, but most 

difficult to execute. 


How do you get regular customer feedback?


How do you build products that aren't just catering to 

needs for today but pushing the envelope?  


How do you make bold but informed choices that 

sometimes could be risky, and counter-intuitive but 

can pay huge dividends? 


Building a team that helps each other stick to this 

framework and constantly inculcating it at every 

juncture of the product sets the path to better 

execution.

How do you  

for your product?

Implement Strategy 


Maximising 

Customer 

Value

Minimising


Cost


Impact

Framework 1 - Helps you build a good business

Solid Customer Obsession


+

Loooong Term Thinking


+

Bold Decision Making

Framework 3 - Helps you build strong fundamentals

Framework 2 - Helps you experiment & learn better

Experiment
Faster

Worked?

Didn’t work?

Fix & Attempt Again

Measure Learn



To conclude!

Yes, a lot of these points sound feel-good, theoretical 

ones. However,  these are some of my learnings so 

far, and I for sure use a lot of these frameworks 

regularly. Plus, if I had to start something from 

scratch, today, I wouldn't do it without following all of 

the points I mentioned. 


