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Focus on product-engineering tasks:
Perform statistically valid market
research and prioritize initial product
features based upon that market
research.

Capture statistically valid market
feedback to produce a verified product
and feature list.

Don't build everything. Obsess about
the things that users really rely on and
actually use. Develop a market-first
mindset and process.

Measure your customer engagement
and usage rates, not just the number
of customers.

Measure your product’s success and
communicate those metrics with
customers to influence retention.

Prioritize removing technical debt over
new features.

REVENUE

Focus on market-engineering fasks:
Build draft business model and initial
value propositions—estimate customer
acquisition costs and marketing/sales
funnel conversion rates.

Define or redefine the category you
infend to build/compete in; lock in
your initial value propositions, pricing
models, and positioning.

Focus on a subset of a market, then
expand outward from there.

Select revenue metrics carefully and
maintain a disciplined focus around
them.

Leverage reference selling to fuel a
repeatable sales engine.

Refine pricing models, customer
acquisition strategies, hire sales
resources slightly ahead of demand.

TEAM

Invest solely in people who can
specify and build the product.

Do not hire anyone who cannot
accelerate initial product
release.

Hire only the best people,
preferably those you've worked
with previously.

Hire slow, fire fast—quickly
remove foxic feam members.

Notf everyone is good at every
stage of the company. Remove
anyone who isn't consistently
producing.

Deliberately construct a high-
quality board—and advisers.

5% SYSTEMS

Implement basic systems for
engineering, collaboration,
and back-office functions.

Establish your startfup’s initial
governance and core values.

Keep your systems incredibly
lightweight at this stage.

Keep your burn low—too
much funding can cause bad
behavior.

Spend more time on finance
than you think you should;
make sure the math works.

Implement advanced front
and back office systems.
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