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Feel the startup journey lighten 
as you reach product-market fit. 
It's like pushing a rock up a hill, 
and suddenly, it's rolling speedily 
down the other side.
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Watch for prospects leaning in with buying-
intent questions in sales conversations. That's 
the moment you realize you're onto 
something special.
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Use the #PirateMetric framework: the 
Acquisition, Activation, Revenue, Retention, 
and Referral (AARRR) to measure your 
journey.
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Check this during each phase of the 
customer development journey. Are 
people excited to try it? Do they 
follow through on your CTA? Do they 
keep using the product?
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Don't rush into heavy go-to-market investments. 


Find the balance, avoid pitfalls, and confidently 
steer your startup toward success.


