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Examples of Company Directions Goals

Product metrics Examples of probes
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 Metrics + IT+UR/PM: Assign key user events to metrics, and convert
them in to probes.

* Metrics + IT : data collection, analysis and visualization.

e Customer support: user feedback, input/sentiment report, etc.
* UR: deep dive in the Issue, set design questions.
* Metrics: explore influencers and verity impact.

* UX + Marketing + Eng: brainstorm ideas, design, prototype and test
eann s =Fadys « Eng + Metrics: develop, and instrument new things if needed
* Marketing (PR+Customer support:): prepare release pitches, etc.
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-Xamples:

e Join date
« (Country

e (Gender

 Internet speed
 Data plan type
 User segment

Coupling funnels with cohorts help gain more actionable insights,
which Is useful to step 3.
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