
PROFITABLE PRODUCT PLAYBOOK 2020

What we do at Aten Ventures is quite unique, we help builders sell and we help sellers build! And in order to 
achieve this it is essential to have a ‘Product Mindset’. 

Over the last 3 years I have had the privilege of working with/accelerating over 4 startups/companies in 
different stages. Some of these were pre-revenue and we helped take them to revenue generation, while some 
are revenue-generating businesses and  we are helping them scale revenue and operations.

Now what do I mean by a product mindset?

II mean to be able to think like an engineer, designer, and business-man in the right doses. I have noticed some 
patterns (or plays) when utilized ensure that products are built and delivered to generate profits for the 
company producing them!



Even before you begin designing/building a product, 
you must understand who your product is for.  Now 
every ideal customer or user that you identify is not 
going to have the time to give you personalized feedback 
and test all your hypotheses. So a level of intuition is 
required and how can you develop better intuition? Data 
that is available to you. Understand their online and even that is available to you. Understand their online and even 
offline behaviors if possible, what products or content  are they  
interacting with/using and adopting? What social media channels are the users hanging 
out in? Again I would urge you to keep things simple and not overdo the research 
component - boil it down to the most important things you must know and research those 
things. Remember you  have to build, then sell your product too! Final point to note is to 
understand who your product is not for - this will help you focus on your ideal users and serve understand who your product is not for - this will help you focus on your ideal users and serve 
them better.  

PRIOR PLANNING
PREVENTS

POOR PERFORMANCE

Plan the technology, marketing and how these efforts 
fit into your budget. important considerations from a 
technology viewpoint - what tools, frameworks are 

you going to use? Scalability is a big consideration - will 
the tools I am adopting now make it easy for me to 
scale? How do I build and design the product with 

future marketing in mind? Afterall what’s the point of a future marketing in mind? Afterall what’s the point of a 
wonderful technology if no one wants to use it? I would
 even go as far as saying there is bad technology that
 is profitable only because of marketing!! But when you 
combine good technology and good marketing you have 

a recipe for long-term success and yes, profits! 
Budgeting - you have to budget everything, capital is finite. How much does 

development cost now, in the next 6 months, 12 months, etc… And what about development cost now, in the next 6 months, 12 months, etc… And what about 
marketing? How do you see budget changing with increase/decrease in demand. Do 
the unit economics make sense? What are the sources of revenue for your product 

or business?



Now you have a plan and it’s time to build! Test-Driven 
Development(TDD) is a great way to keep both business 
and engineering sides on the same page. Don’t know
what it is? It’s simple In TDD you break down a feature 
into test cases. You first develop the tests and then try 
passing those tests. As you pass all the tests you have 
successfully developed the feature. And the bonus - this is successfully developed the feature. And the bonus - this is 
quality tested from the start. And TDD is known to speed up 
development time :D Read more about it!
 You can apply TDD to non-digital products as well.
While you build, it may be a good idea to create a buzz for your product - a landing page 
facilitating sign-ups is great, perhaps running some pre-sales on the product if you are in 
B2B space is also a good way to understand the demand better. While building try to get collect B2B space is also a good way to understand the demand better. While building try to get collect 
early user feedback as you build, and use that to guide the process.

Now you have a built product. It’s time to deliver to 
customers who have signed up or perhaps who were 
convinced by your pre-sales efforts. Expand your reach 
further - Build good inbound funnels, produce content, 

reach out to customers through identified social 
media spots. Consider viral loops you can build into your 

products - referrals, maybe a customized shareable products - referrals, maybe a customized shareable 
link, etc. Run highly targeted campaigns - if possible even 
localize your marketing efforts in high volume markets. 

Keep your mission to delight your customers and they will respond favorably. And all the 
while make sure your budget is tight, remember not to spend more on acquiring a 
customer than what the customer may pay you for the product. This is why the right 
identification and qualification is necessary. Keep budget tight and go for efforts that 

yield higher returns! yield higher returns! 



Congrats if you’ve followed the steps so far and have 
built and sold your products to 100s/1000s/10000s/Mils 
of customers!! What you will observe is this playbook is 
oriented towards a make-well, sell-well  philosophy and not 
too much on a make fast break fast approach. Good news is 
your research, planning and early validation is giving you great returns 
and you are doing better than many of your competitors. But it doesn’t just end there, and you are doing better than many of your competitors. But it doesn’t just end there, 
the market place is dynamic. User preferences can change. A number of things can happen 
and you have to adapt. It could be the product, could be the sales and marketing approach or 
both! Further as demand is scaling, you may now have more capital at your disposal to make some 
improvements and optimizations so you are producing the product at a lower cost - could be 
technology augmentations, maybe a few key hires, etc. 
At time T if you have successfully built and sold a product for profitability, this is not the end. You At time T if you have successfully built and sold a product for profitability, this is not the end. You 
must keep evolving your product and offerings, pace of which depends on the domain.
But NOW you have a playbook for getting till T, good luck on your journey and I hope this ‘product 
mindset’ helps you unlock profits, and most importantly helps you gain happy customers!


