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Key To Sustainable Growth Success
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« “Must have” product

« Compelling promise delivered on
quickly

« Excitement about your product
category
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Accelerate by Pouring Fuel on Fire
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North Star Metric for Growth

* Reflects value delivered to your customers

* Provides lens for measuring real growth and evaluating
tests

« Examples: Airbnb nights booked, Facebook MAU
(monthly active users)

« Captures several metrics
(i.e. retention reflected in MRR and MAU)
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But First Things First

Unlocking Organic

Product/Market Fit
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Validate Product Market Fit

« “Must have” product for large market

« Ask users “How would you feel if you could no longer
use this product?”
— Very disappointed (40%+)
— Somewhat disappointed
— Not disappointed
— N/A — | already stopped using
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Unlocking Organic Growth

Unlocking Organic

Sean Ellis @seanellis 8 GrowthHackers



Research for Organic Growth

Understand “Must Have” Users

«  Who are they (demographics)?

Why did they seek product (intent)?

How are they using product?

Key Benefit - Narrow by Must Have
« Ask 1stgroup: “What is key benefit” (open ended)?

« Ask new group: “...key benefit?” (multiple choice), “Why is that
benefit important?” (open ended)
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Research for Organic Growth (P2)

Crowdsource product description

* Have you recommended this product?
(Yes/No)

* If Yes, ask “How did you describe it?”
(open ended)
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Optimize Organic Value Delivery

Home Page Messaging

 Hook: A/B test “hook” based on intent
(best response)

 Promise: A/B test promise statements
(stay true to “must have benefit”)

» Description: A/B test descriptions
(best response)

Onboarding to “must have experience”
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Scaling Growth

Unlocking Organic

Product/Market Fit
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Scaling Growth is Cross Functional
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Core Growth Team Drives Testing

Acquisition -
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Retention N
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Building Core Growth Team

o Start with a dedicated PM Growth

* Rest of core growth team can
initially be ad hoc

« Add other dedicated people as
needed to hit temp goals

« Example roles: growth eng, designers,
analysts, VP Prod, CEO
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Testing Drives Growth

« Day 1: No certainty about how you
will grow

« More testing = More discovery

* Rapid testing across all vectors

Acquisition Referral
Activation Revenue
Retention Resurrection
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High Tempo Testing: Twitter

Satya Patel, 2014 Agile Marketing Meetup
Twitter Growth 2010 - 2012
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Growth Team Needs Effective Process

Capture ’ Unbridled

learning Ideation
Launch Prioritize

Tests ‘ backlog
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Unbridled Ideation

l Unbridled

|deation
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Unbridled Ideation

 Build large backlog of ideas (my team 500+

All Ideas (582) v ighest Score v

it enter to post

®o ¥

Sean Ellis 5 1
Give early access for

growth studies if
comment

Filed In RETENTION

ontact everyc

ever commented

and tell the

h study

Brand winnle < mont

Run a t-shirt giveaway m

@

Sean s 2 mon
Convert all growth

studies into slideshare
decks

Filed in ACQUISITION

i See this
deshare that | created for

® V2

Jason Meresman 2 1
Use hashtags to
distinguish new vs
repeat posts

Filed in RETENTION

®o 92

Brand Winnie 5 mor

Public GrowthHackers

Ideas

/D Sean Ellls 5 mor
& Test SumoMe for our
~ email collector

Filed in ACTIVATION
Hypothesis: B testing a
purp 2 built email
collector, we may find thz

P s @2
Sean s 5 mor

Tweet ideas with card
image/link "Test
This..."

Filed In RETENTION

®o ¥

Morgan Brown 7 montr

Inactive user survey

so  More Options v

Sean Ellls & mont
Private Google
Hangout for all Canvas
users

Filed in RETENTION

® v

Sean Eilis 4 month
Add "prepare tweet"
functionality to all
comments

Filed in REFERRAL

s only on

Jason Meresman 5 months

Prompt users to

Sean Ellis @seanellis

I GrowthHackers




Inputs for Growth Testing Ideas

External Experts

Core Growth Team Drives Process

D |

Internal Experts

Sean Ellis @seanellis o GrowthHackers



Prioritize Backlog

Prioritize
backlog

F\_/
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“*Idea: ** If a user is interested in a question asked, or a
discussion ongoing, but he doesn't want to participate that
versation, we should make the "Follow” function available

“*Hypothesis:** by doing this, the # of visits on
discussion/question pages will increase by 10%

SELECT A GROWTH LEVER

AAAAAAAAAAAAAA

5 Impact
7 Confidence
3 Ease

Keep general contributor
ideas simple (no ICE)
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Compare Ideas by ICE Score

All Ideas (582) v Highest Score v Filter by tac Q ldeas EE
a Add an idea & hit enter to post so  More Options v
CREATOR  DATE IDEA LEVER LIKES [ IMPACT CONF. EASE ]h&\

v i I I
. 30-Oct-15 Have Canvas featured on Product Hunt ¥ ACQUISITION 1 9
‘3 29-sep-15 = Convert all growth studies into slideshare decks yxe ACQUISITION 2 8 P
‘3 19-Jun-15 | Test SumoMe for our email collector e ACTIVATION 2 9 9 9 9.0
3 17-Jun-15 | Private Google Hangout for all Canvas users he RETENTION 2 9 9 9 9.0
a 16-Mar-15 | Give early access for growth studies if comment e RETENTION 1 7 10 10 9.0
v
“ 22-sep-15 | Use hashtags to distinguish new vs repeat posts e RETENTION 2 8 8 10 8.7
3 Nn-sep-15s = Tweet ideas with card image/link "Test This...” e RETENTION 1 9 8 9 8.7
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Launch Tests
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Launch

Tests ‘
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Select Tests in Weekly Meeting

« Choose tests to launch (no brainstorming)
« Assign a project manager to each test

 PM Growth assist in releasing each test
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Example Growth Meeting Agenda

15 min: KPI review & update focus area
10 min: Review last week’s testing sprint

15 min: Key lessons learned from analyzed tests

15 min: Select tests for this week’s sprint

5 min: Check growth of idea backlog
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Capture Learning

Capture 7
learning

) ]
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Capture Learning Details

* Every test leads to learning

« Organize learning for easy access

Newest v # Knowledge Base

H @ 41 Worked:!
9 Didn't Work

Page for community to
nominate/vote for AMAs

X

Jason Meresman H

Test insertion of GH signup link
with partner

Send AMA reminder a couple of
days in advance
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Change Tweet button in posts to ""Share”
by Anuj Adhiya Tue Feb 03 2015

® It Worked!

LESSON LEARNED

Word "Share" get 20% more clicks than word "Tweet”

AAAAAAAAAAAA
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Share Learning with Team+

External Experts

Core Growth Team Drives Process
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Internal Experts
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Example Test — Related Posts

« Add related posts to

: ...Article text...
article summary

- A

v A No-Fail P For Writing v How Product Engagement Me...
2222222222222 19 about 2 years ago
L n
* Hypothesis: More time
L}
+ 10 Optimization Experts Shar... + 3 Rules to Actionable Metrics ...
26 almost 2 years ago 22 about 2 years ago

on site

* Result: Hypothesis
validated
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Another Example - oEmbed

Videos

« Data: Embeds = longer
sessions

Des Traynor at TNW Conference Europe 2015 - Product Strategy... @ <

« Hypothesis: Same
action = more embeds

HOW TO GENERATE
THOSE LEADS ALL | Like ABawse

* Result: 41% increase in ]
embedded media
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Example Tests from Dropbox

t} Dropbox
b (A8 5 i Q
T e

Revenue
test

Keep your photos safe wi
Import 1,447 photos from iPhoto.

RECENTLY CHA

Retention/Re
venue test =

Referral
test

Products That Count SF 9--
Just now

Share Link
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Sharing Landing Page
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3

New to Dropbox? Sign up for free
to share documents and photos

First name Last name
Emai

Password

[J I agree to Dropbox terms.

Signin
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Thank You

sellis@GrowthHackers.com
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