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Module 11
Lesson 1: Growth Orientation

Context:
Given that you have not yet launched a startup, why talk to ‘Growth
Orientation’?

This is because ‘Growth Orientation’ is a mindset and a choice.
Founders need to understand themselves, the scope and potential of
the opportunity that they are pursuing to know what the possibilities
of growth are.

But they need more than just that. They also need to know what it
would take to go into a ‘high growth’ paradigm for their venture and
what the expectations from investors would be. Alternately, how
would they navigate a ‘managed growth’ scenario for their startup.

This lesson allows you to become informed of these aspects and make
deliberate and purposeful choices in how you design and execute your
venture journey.
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Early stage Start-up Journey Journey to Product-Market Fit
e What are the typical pre- e A Critical checkpoint
venture & venture stages e The Metrics that matter
e Life Beyond Launch
e What is the Valley of Death?
e How does one avoid it?

Factors that determine the Best Practices to Ensure
growth vision for a venture Sustainable growth
e Scope of Opportunity,
personal ambition & choice
e How do the leadership skills
needed change from launch
to growth/scale-up?

e Understand the challenges related to startup scale-up
e Learn the best practices for achieving product-market fit
e |dentify growth risks for your venture

e Understand the skills you need to develop at launch and at the
scale-up stage

¢ |dentify the potential risks that your startup may face while
attempting to scale




STARTUP JOURNEY

TRATION &
SCALE-UP

PROTOTYPE
DEVELOPMENT

IDErTIFICATION

MINIMAL
VALIDATION | | VIABLE
PRODUCT

The start-up journey begins with Problem Identification and the team
then journey’s their way from developing their idea (solution) to
building their MVP and then the exciting launch.

Even at the pre-venture stage, there are multiple stages and
milestones associated to them that a team must navigate before they
are ready to startup. Let us review some of them

IDEA VALIDATION
Widespread problem + innovative, viable, scalable solution
* 1 or 2 Founders validate problem and solution through market
research + customer interaction.
* Financial resources minimal, self-funding, friends, family...
* Qutput: market research, initial pitch development
PROTOTYPE DEVELOPMENT
Initial Low-fidelity prototype of solutions (sketches, wireframes,
mockups)
* 1 or 2 Founders rapidly iterating with prototypes to test
feasibility and refine design specifications.



* Minimum to moderate financial resources for materials,
specialist tools/ software
* OQutput: Refine prototype, prep for hi-fidelity version

MINIMUM VIABLE PRODUCT
Working model with core functionalities
¢ Committed Co-Founders rapidly testing markets & iterating
product for better fitment with customer needs.
* Typically, Seed / Bootstrapping funding for building MVP
* Qutput: Functional prototype, Seed funding, Early stage team
building

PRODUCT LAUNCH
GTM Strategies for Scalable customer acquisition and scalable business
models
* Fully incorporated venture with 2-3 co-founders; At least a few
additional team members (part or full time)
* Considerable funding for manufacturing, marketing campaigns,
hiring, etc.
* Qutput: Managing operational costs, marketing spend,
partnerships, & team expansion.

PRODUCT-MARKET FIT
Working model with core functionalities
* Fully committed co- founders, Co-Founders working on their
venture
* Further investment may be needed for iteration, often from
angel investors or early venture capital.
* OQOutput: User growth, engagement metrics, iteration speed, and
feedback loops.

Founders of businesses often exhibit diverse visions and drives,
significantly influencing the trajectory of their companies.



Each founder's personal outlook, ambition, and the opportunity and
perception of their product or service in the existing market shape
their unique path.

Understanding these differences is key to appreciating the varied
success stories in the entrepreneurial world and also mapping the
trajectory of your own start-up.

Now we get set to gear up for the next phase of this journey with
"Growth Orientation” to prepare yourself to Scale. After the thrilling
start-up launch, the founders focus now turns to growth and
expansion.

This path, too, comes with its challenges and risks. In this lesson, we'll
dive into understanding the challenges that come with scaling, from
navigating the complexities of product-market fit to identifying the
risks that could trip up your venture along the way.

Forewarned is forearmed—by anticipating these potential pitfalls and
preparing for them, you can mitigate risks, make more informed
decisions, and better position your startup for sustainable success.

Life Beyond the Launch

Each step has its own intrinsic challenges and rewards and the phase
after launch feels like the perfect time to slow down after a flurry of
activities. This is where many startups encounter the “Valley of Death”.

The "Valley of Death" is a term used to describe a critical stage in the
lifecycle of a startup where it faces significant challenges, often leading
to failure.

This phase typically occurs after the initial excitement and traction
gained from launching the Minimum Viable Product (MVP) and before
the company reaches sustainable profitability or secures additional
funding.



The Valley of Death is a perilous period for startups, and statistics
suggest that a significant number of them fail during this phase.
According to various studies, the failure rate for startups ranges from
50% to 90%, depending on the industry and other factors.

Several factors contribute to the Valley of Death:

e Lack of Funding: Startups often burn through their initial capital
while trying to scale their operations or develop their product
further. Without sufficient funding to sustain growth, they may
struggle to survive.

e Market Validation Issues: Even if a startup initially sees traction, it
might face difficulties in scaling its customer base or monetizing
its product. This could be due to a lack of market demand,
inadequate product-market fit, or strong competition.

e Operational Challenges: Scaling a startup requires overcoming
various operational hurdles such as hiring the right talent,
building scalable infrastructure, and establishing efficient
processes. Many startups fail to manage these challenges
effectively.

e Revenue Generation: Generating consistent revenue is crucial for
the survival of any business. Startups often face difficulties in
converting their user base into paying customers or finding viable
monetization strategies.

e Management and Leadership Issues: Inexperienced or ineffective
management can contribute to the downfall of a startup. Poor
decision-making, internal conflicts, and a lack of strategic
direction can all undermine the company's chances of success.

The goal of start-ups after launch is to:

1. Achieve Product-Market Fit

2. Avoid Valley of Death



Product-Market Fit Checkpoints

Team Customers'’
Problems / Needs

Do you have a balanced

team to launch and scale? Is there a big need for your
solution?

Economic

Sustainability

Do you have an innovative

Can you generate steady
solution that can scale?

revenues and profits?

PMF (Product-Market Fit) checkpoints provide a structured framework
to assess key aspects of your startup's journey towards achieving
product-market fit.

Regularly reviewing the PMF checkpoints can help your startup stay
focused on the critical factors that drive success and identify areas for
improvement or course correction.

Adapting and refining your strategies based on feedback and market
dynamics is essential to increase your chances of achieving sustainable
growth and product-market fit.

Let's delve into each checkpoint:
1. Team (Balanced Team):

e Assess whether your team possesses a diverse set of skills and
experiences necessary to build and scale the startup.



e Ensure there is a balance between technical expertise,
business acumen, and domain knowledge within the team.

e Evaluate team dynamics, communication, and collaboration to
ensure everyone is aligned towards achieving common goals.

2. Customer Needs (Right Needs are Being Addressed):

e Continuously validate and refine your understanding of
customer needs through market research, user feedback, and
data analysis.

e Ensure that your product or service effectively addresses the
most pressing pain points and challenges faced by your target
customers.

e Monitor customer satisfaction metrics, such as Net Promoter
Score (NPS) or Customer Satisfaction (CSAT), to gauge how
well your solution meets customer expectations.

3. Product/Technology (Innovative Solution that can Scale):

e Evaluate the scalability and sustainability of your product or
technology solution.

e Assess whether your product incorporates innovative features
or technologies that differentiate it from competitors and
provide a competitive advantage.

e Consider scalability factors such as infrastructure,
architecture, and performance to ensure your solution can
handle increasing user demand and growth.

4. Economic Stability (Can we generate a Steady Revenue and

Profits):

e Conduct a thorough analysis of your business model and
revenue streams to assess their viability and potential for
generating steady revenue.

e Evaluate the scalability of your business model and its ability
to adapt to changing market conditions.

e Monitor key financial metrics such as Customer Lifetime Value
(CLV), Customer Acquisition Cost (CAC), and Gross Margin to
ensure economic stability and profitability.



Metrics that Matter for PMF

While adapting leadership styles to meet the demands of growth,
closely monitor key business and financial metrics to gauge the health
of your startup. By keeping a sharp eye on these indicators, you can
make informed decisions, identify potential issues early, and ensure
sustainable growth for your startup. Some essential metrics to track
include:

e Customer Acquisition Cost (CAC)
e Customer Lifetime Value (CLTV)
e Churn Rate

e Gross Margin

e Burn Rate

e Net Promoter Score (NPS)

e Revenue Growth Rate

Leadership for Growth

As a startup progresses from the initial stages till its launch, founders
primarily rely on their creativity, vision, research, analytical skills,
resilience, and the ability to identify and build a strong team. However,
as the startup moves beyond the launch phase and focuses on
achieving product-market fit and scaling, founders need to pivot their
leadership focus.

This entails mastering skills such as delegation to effectively distribute
tasks and responsibilities. Founders need to adopt a process-oriented
approach to streamline operations and scalability. They now need to
prioritise customer success to drive retention and loyalty. Leveraging
growth hacking techniques to fuel rapid expansion needs to become a
focus. Most importantly, inspiring and motivating others to align with
the company's vision and goals is an essential skill that founders need
to develop.



In essence, the transition from startup inception to growth
necessitates a shift in leadership focus towards empowering teams,
optimizing processes, and driving sustainable growth.

The transition presents founders with numerous challenges, making
the shift in leadership focus difficult. Founders often struggle with
relinquishing control over tasks they've personally handled during the
startup's inception, fearing a loss of control or deviation from the
original vision.

Limited resources, including funding and manpower, further
complicate matters. Founders must now balance the need for rapid
growth with resource constraints. Additionally, scaling personal
capacities to meet the demands of leadership in a larger organization,
coupled with a lack of experience in managing a growing company, can
lead to feelings of uncertainty and inadequacy.

Here are some practices that you should adopt to avoid “growth at any
cost” trap:

5. Instead of trying to do everything themselves,
recognize your strengths and delegate other tasks to capable
team members. This allows you to focus on strategic priorities
and leadership responsibilities.

6. Intuition alone is
insufficient in the high-growth phase. Embrace data-driven
decision-making. Leverage metrics and analytics to inform
strategies and prioritize initiatives effectively.

7. What worked in the early stages may not be
suitable for rapid growth. Remain adaptable and open to
changing business models, strategies, and even the product itself



to address new challenges and capitalize on emerging
opportunities.

8. Prioritize personal development to
lead a growing company effectively. This includes continuous
learning about new areas of business, seeking leadership
training, and actively seeking mentorship to navigate the
complexities of scaling a startup.

In summary, to achieve growth, continually test and refine your
product based on feedback from the target market, ensuring it
effectively solves real problems. Validate the product idea early and
consistently with the audience to confirm its relevance. By identifying
and monitoring key performance indicators (KPls) signalling progress
towards Product-Market Fit (PMF), you can adjust strategies and focus
efforts where they yield the most significant impact, propelling the
company towards sustainable growth.

Identify potential risks (e.g., lack of funds, inadequate talent) that your
startup may face while attempting to scale-up.

. Brainstorm and list potential risks that your startup may face
during the scaling-up phase.

. Consider various aspects such as financial, operational, market,
and human resource-related risks.

. Discuss and prioritize the identified risks based on their potential
impact on the startup's growth trajectory.

. Consider factors such as likelihood of occurrence, severity of
impact, and mitigating strategies when prioritizing risks.



Compile a list of prioritized growth risks, ensuring clarity and
specificity in identifying each risk factor.

Provide rationale for prioritization decisions, highlighting the
reasoning behind selections.



