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Alexis Soulopoulos
CEO, Co-founder | Mad Paws
@Alexissoulopoulos
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HYPER GROWTH ON LOW RESOURCES
HOW TO SCALE A BUSINESS WITH 

MINIMUM SPEND

@Alexissoul @Alexissoulopoulos
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PRODUCT OKRs & PROGRESS

@Alexissoul
@Madpawsau @Madpawsau

@QuickBooksAU@Intuitquickbooksau

@Alexissoulopoulos
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PRODUCT OKRs & PROGRESS1. GOOD IS GREAT, PERFECT IS TOO MUCH  
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2. GROWTH HACKING IS EARLY STAGE DIFFERENTIATOR
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3. MEASURE EVERYTHING
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PRODUCT OKRs & PROGRESS
4. LASER FOCUS ON 1 METRIC

For everything else;
1. “good is great, perfect is too much”
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28/11/2014 4/11/2014 11/11/2014 18/11/2014 25/11/2014 2/12/2014 8/12/2014

User Growth in the first 2  months +/- 7,000
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ALL SOUNDS GREAT
HOWEVER…



4. LASER FOCUS ON 1 METRIC
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PRODUCT OKRs & PROGRESS
5. PICK UP THE PHONE

WOW YOUR USERS
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BUILDING A CONSUMER 
BRAND, QUICKLY & COST 

EFFECTIVELY
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5. CONTENT CONTENT CONTENT
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THE STORY OF THE 
DOG LOVER SHOW
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PRODUCT OKRs & PROGRESS

WHAT YOUR USERS LOVE
FIND OUT
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PRODUCT OKRs & PROGRESS

6. CREATE PR-ABLE CONTENT
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6. CREATE PR-ABLE CONTENT
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HOW TO FIND INVESTORS

• Everything else is much harder than capital raising (Marc 
Andreessen, AH)

• HUSTLE “Ask for advice if you want investment, ask for investment if 
you want advice”

• Update – it’s a relationship

8. INVESTMENT: PEOPLE CONNECTIONS IS EVERYTHING
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PRODUCT OKRs & PROGRESS

NUMBERS

JOKES, 
REALITY IS: 
IT’S HARD. AND IT’S ALL ABOUT THE
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PRODUCT OKRs & PROGRESS

9. MOVE FAST & FAIL FAST
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TIME IS A FIXED ASSET, 
SPEED IS A LEARNED SKILL









9. MOVE & FAIL FAST

The Agile Manifesto
a statement of values

Individuals and
interactions

Working software

Customer
collaboration

Responding
to change

Process and tools

Comprehensive
documentation

Contract negotiation

Following a plan

over

over

over

over
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PRODUCT OKRs & PROGRESS

10. ONE TEAM
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PRODUCT OKRs & PROGRESS

11. THE POWER OF 
DISTRIBUTED TEAMS
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PRODUCT OKRs & PROGRESS

12. RESILIENCE
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MAD PAWS STORY
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MAD PAWS STORY



@Alexissoul
@Alexissoulopoulos

@Madpawsau
@Madpawsau



PRODUCT OKRs & PROGRESS

APPENDIX

Do we need this appendix?



FLYWHEELS OVER FUNNELS

● Funnel = Linear. Flywheel = Cyclical

● Increase velocity in the flywheel by reduce friction and increase force



FRICTION

● “Full” Service 

○ Traditional Bed Mattress - Full Service Store. 

■ Full Service = Handoffs. Hand Off = Friction

○ 80% of the touches with your customers are handled by employees.

● Lighter Service

○ Koala - Easy to Buy Online, Easy to Try, 4hr Delivery, 120 Night Guarantee

○ 80% of your customer touches need to be self-service

● How do we fire ourselves and hire the product (or our sitters) to do our jobs? 



FORCE

● Biggest forces:

○ 1990s = Sales.

○ 2005 = Marketing.

○ Today =  Raving, Delighted Customers

● Proven: we don’t need to do much to ask customers to talk 

about us







Questions?
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Rate this Session on the QuickBooks Connect Mobile App

1.  Select Sessions 2.  Select Title 3.  Add Rating and Comments

Provide feedback to help us design content for future events
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1. Find the session on the agenda

2. Select + for more information

3. Download PDF of slides and/or
supplemental material

https://au.quickbooksconnect.com/agenda/

Material Download
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