
Facts Don’t Lie
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“…the way you think about yourself turns into your reality.

If you draw inaccurate conclusions about who you are and 

what you’re capable of doing, you’ll limit your potential.”

Forbes
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A Goal
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In the chat, write a 
BHAG / Objective 

relevant to you
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How to plan your way to the top ?

Lean Startup

Design Thinking

Agile software 

development 

The Aim Work Top Down
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Isolate Pains & Gains

We have an 

excellent 

distribution 

network

Our market 

recognition is 

low

Our product has 

features unique 

on the market

What makes the company unique ?

What needs to be worked on ?

We don’t have 

enough 

recurring 

customers
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A Plan
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Balanced Scorecard

Source : 2GC, Strategy Implementation Experts
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Alternatives - Scaling up
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Business Model Canvas
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Marketing KPIs

NPS

Brand awareness

Conversion rate

Site traffic

Product

Product related tickets

Customer satisfaction

Usage statistics (SaaS products)

R&D

Number of bugs

Length of development cycle

App usage

CRM

Churn

Attrition rate

Build your KPI Library

KPIlibrary.com, spiderstrategies.com/kpi/ …
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16 KPIs to help your business Succeed

Activation Rate
tracks the percentage of users completing a specific milestone in 
your onboarding process.

DAU to MAU Ratio
looks at the proportion of monthly active users who engage with 
your product in a single day. How often people engage with it.

Active Users
are the people who interact with your product, website, or 
application in a given time frame.  Daily : DAU, Monthly : MAU

First Response Time
First response time measures how long it takes customer support 
staff to follow up after a customer submits a ticket.

Average Sales Cycle Length
measures the length of time from initiating a sales contact to closing 
the deal

Gross Profit Margin
(GPM) looks at the difference between revenue and cost of goods 
sold (COGS).  Identifies best products and high costs

Burn Rate
indicates how quickly your startup is spending money. It helps you 
calculate your cash runway

Lead Velocity Rate
is the month-over-month (MOM) growth of qualified leads in the 
sales pipeline

Cash Runway
Cash runway takes burn rate a step further and tells you how long 
your money will last

Revenue Churn Rate
Revenue churn rate is the percentage of revenue lost in a set period 
due to downgrades or cancellations

Customer Acquisition Cost
Customer acquisition cost (CAC) is the amount you spend to gain one 
new customer

Revenue Growth Rate
measures the month-over-month percentage increase in revenue. It 
is an indicator of how quickly your startup is growing.

Customer Churn Rate
Customer churn rate is the percentage of customers lost during a 
given period

Sign-Ups
Sign-ups are mainly a SaaS startup metric—adding up how many 
people have subscribed to your service.

Customer Lifetime Value
Customer lifetime value (LTV) is an estimate of the revenue any given 
customer will bring in over time

Viral Coefficient
Viral coefficient is the number of new customers or users generated 
by each existing customer. Tracks referral programs successes.
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Current State
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Where are you Today ?

▪ Which data are readily available ?

▪ Are definitions uniform ?

▪ Did you verify this with your board ?

▪ Which external provided data do you need ?

▪ How will you integrate them in your landscape ?
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Future State
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Imagine the Future

Freeze the scopeBuild a team
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Automate
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Avoid Traps
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The Lean Startup

Build

MeasureLearn
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Automate !

Your Objective

KPI

Current State

Future State



Michel Aebischer - Slide 29

Automate !
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Automate !
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They trust CreaXum
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Michel Aebischer
Founding Partner

CreaXum

Grand-Rue 36

1260 Nyon

+41 79 616 98 24

michel.aebischer@creaxum.com
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Your partner in

- Business Intelligence

- Project Management


