Growth 2022

(Senza Haeking)

Matteo Aliotta



Matteo Aliotta

CEO & Head of Growth @ LTV

o 15+ di esperienza nel digital, ho applicato il Digital Marketing
ed il Growth su +70 mercati differenti, tra Startup, PMI e
Corporate

e Gia Manager della divisione Growth di LVenture Group
S.p.A.

e Temporary CMO di Fitprime (da zero al PMF)

e Speaker e relatore per eventi digital ed universita

e Docente e creatore dell’Executive Skill Lab in Growth
Hacking - LUISS Business School
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Track Record

BNL-BNP Paribas P&G Arduino
Validation of a new New validation Growth
Innovative service program based on consultancy for
on the market startup product / the new SAAS

service product
From O to + 7%
growth MoM

PMI, Startup e
Scaleup

Track record on
+40 startup and
PMI on different
markets and
products
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Cosa vedremo

1. Cos'e il Growth e perché senza Hacking
2. Fraintendimenti

3. Cos'e il Growth nel 2022

4. Come applicarlo

5. Risorse

Learnn



Cos'e il Growth (Hacking)

Processo di sperimentazione rapida
sul prodotto e suil canali di
acquisizione per trovare il modo piu
efficiente per far crescere un
business.
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“ Of course “hacking” is pretty obnoxious
as far as words go. But when | coined the
term 10 years ago, “hacking” was
generally associated with very creative
programming [...] Maybe the term has run
its course ”

n \

Un termine che nemmeno il creatore ama piu.

Perché senza "Hacking"?

Sean Ellis
Ex Growth @ Dropbox


https://www.linkedin.com/pulse/growth-marketing-hacking-same-thing-sean-ellis/

Fraintendimenti
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Non vi siete

Inventati niente
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E una buzzword:
solo un altro modo

di chiamare Il
Marketing!
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Fraintendimenti: no, non e Marketing

Independent Growth Team Structure

Marketing

&

VP of

Accenture - Growth Teams: The secret weapon for hyper-growth
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https://www.accenture.com/us-en/insights/software-platforms/growth-teams

Fraintendimenti: no, non e Marketing

Functional Growth Team Structure

ie

Product Engineering Marketing

VP of VP of VP of
Product Engineering Marketing

A
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Evoluzione dell' Adozione Growth

WHAT
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WHEN STARTUP SCALEUP CORPORATE
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STRUCTURE
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Parlate solo di casi
studio esterl, In

Italia non esistono!
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Learnn

Growth made In Italy

Alcuni casi da approfondire:

@ VAVAN
@dom CASAVO Teta

Caso Growth dall Processo di Approccio Growth Crescita non
team product e su sperimentazione ad su mercato old convenzionale su
modello marketplace alta intensita economy startup early stage

! ! ! !

Caso studio Caso studio Caso studio Caso studio



https://www.youtube.com/watch?v=45qCLbSKagg&feature=youtu.be
https://www.youtube.com/watch?v=gmwjKzHPHbw&feature=youtu.be
https://my.learnn.com/lezione/957/
https://www.youtube.com/watch?v=R9Opn2S7QzM

E pieno di fuffa e di
gente che si fa
chiamare Growth

Hacker senza
esserlo!!
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E pieno di fuffa e di
gente che si fa
chiamare Growth

Hacker senza
esserlo!!
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Cos'eil Growth
nel 2022



Growth 2022: #1 Pillars

Cosa fa un Head
of Growth, oggi?
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Growth 2022: #2 Mindset

@}’@} 1. PMF then DATA then GROWTH
2. Frameworks not Hacking (!)
3. Build Loops, not only Funnels
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Growth 2022: #3 Modelli strategici

Growth motions

Growth levers

Users acquire new users

Users are marketers

Self-serve purchase

No human touch

Usage triggers
more usage

Lead gen/captures on
3rd party platforms

Goes where IJ:"IL.'-'*}IIJ{-’I'.'T.‘: are

Builds monetization
awareness

For self-serve or pipeline

Educates to
trigger usage

Outbounds for
new buyer

Closes contract

Presents value

Via QBR's & success outreach

created by
Elena Verna
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Growth 2022:
come applicarlo
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Growth 2022: come applicario

3 potenti step

Data

Models

Impegnarsi in azienda Usare modelli dedicati Porsi domande ed
con un appuntamento per valutare i dati analizzare il business
strutturato attraverso | framework
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Growth 2022: Sprint Growth

e Appuntamento settimanale cross dipartimento
Definire un appuntamento fisso bi-settimanale e coinvolgere tutti i reparti

e Framework ICE
Adottare un framework per prioritizzare in base a Impact, Confidence, Ease

e Tenere traccia degli esperimenti (scarica il mio framework)
Gestire gli esperimenti, tracciarli e tenere uno storico
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https://docs.google.com/spreadsheets/d/1RSLmDe3PPQrfEOp3kau4_d04Vz2HtPEutghng-15WrY/edit?usp=sharing

Growth 2022: Data Models

e Business Model, Revenue Model, Logistic Model etc.

Approfondire i modelli e valutare quelli sperimentabili: da qui si genera il growth piu
sottovalutato

e Metrics Model (scarica il modello sulle coorti)
Definisci e traccia al meglio le tue metriche, con particolare occhio sulle coorti

e Growth Model
La domanda delle domande: qual e il mio modello di crescita?
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https://www.dropbox.com/s/cbegrp1ohchgtj5/ChristophJanz_SaaSCohortAnalysisb.xlsx

rowth 2022: Data Models Analisi retention sulle coorti

Cattiva Retention Buona Retention

WAUs By Monthly Cohort (fake data) WAUs By Monthly Cohort (fake data)
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Growth 2022: Strategy

e What’s my “Led Growth”?

Capire internamente se siamo un’azienda product/sales/marketing/community
growth

e North Star Metric
Ragionare sulla NSM e sul conseguente allineamento del business

e Onboarding
Lavorare sulla fase piu cruciale della customer journey (il libro da cui partire)

e Growth Loops
Ragionare sui loop e non solo sui funnel (qui il framework)
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https://www.amazon.it/Product-Led-Onboarding-Users-Lifelong-Customers/dp/1777717701?hvadid=501064954545&hvpos=&hvnetw=g&hvrand=14378987324823359969&hvpone=&hvptwo=&hvqmt=&hvdev=c&hvdvcmdl=&hvlocint=&hvlocphy=1008736&hvtargid=pla-1308935779363&psc=1&linkCode=sl1&tag=matteoaliotta-21&linkId=43f35bf54f078a5846de1ea69e0e90dc&language=it_IT&ref_=as_li_ss_tl
https://growwithward.com/growth-loop-framework/

Growth 2022: Strategy

Growth Loop

NEW USER

ACTION /
STEP

OUTPUT
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Growth 2022: Strategy

Growth Loop

NEW USER

SEARCH
ENGINE
INDEX

ACTIVATE
(CONTENT)

SAVE OR
REPINE
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Acquisition

Activation /
Onboarding

Awareness /
Sign up

User hears about product Understands value of the
and joins product

A

Acquisition
Acceleration
Loops

» Engagement

Growth 2022: build your Growth Model

Retention

Churn /
Re-engagement

Starts to include product
Into routines

L

User becomes unengaged
and churns

Retention
Acceleration
Loops
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Risorse

Learnn



Dove approfondire

Libri Growth (Advanced)

e | ean Analytics - A.Croll & B.Yoskovitz

e Product Led Growth - Wes Bush

e Cold Start Problem - Andrew Chen

e Solving Product - Ethienne Garbugli

o Lean Customer Development - Cindy Alvarez

Newsletter AN AI_Y."CS
e Matteo Aliotta Newsletter (la mia :D)

e Lenny's Newsletter Use Data to Build
e The FishmanAF

Alistair Croll & Benjamin Yoskowtz

Podcast

o VC20 Growth
e Lenny's Podcast
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https://www.amazon.it/Lean-Analytics-Better-Startup-Faster/dp/1449335675?pd_rd_w=ILFGF&content-id=amzn1.sym.0ef7baf4-184f-44eb-b126-4d8675fe76ca&pf_rd_p=0ef7baf4-184f-44eb-b126-4d8675fe76ca&pf_rd_r=HPT6EA5XFJ26RJ7T9H44&pd_rd_wg=sTsHL&pd_rd_r=f0ac5541-3c64-487d-9468-bda1fa3a8c37&pd_rd_i=1449335675&psc=1&linkCode=sl1&tag=matteoaliotta-21&linkId=a55c5abfafd6c59f38363c88d2316907&language=it_IT&ref_=as_li_ss_tl
https://www.amazon.it/Product-Led-Growth-Build-Product-Itself/dp/1798434520?__mk_it_IT=%C3%85M%C3%85%C5%BD%C3%95%C3%91&crid=BSGO2I7LOKQL&keywords=product+led+growth&qid=1659372082&s=books&sprefix=product+led+growth,stripbooks,89&sr=1-1&linkCode=sl1&tag=matteoaliotta-21&linkId=001c6ff6c8470c1e920359dd87fdc897&language=it_IT&ref_=as_li_ss_tl
https://www.amazon.it/Cold-Start-Problem-business-launch-pad/dp/1847942776?keywords=the+cold+start+problem&qid=1659372211&s=books&sprefix=cold+start,stripbooks,89&sr=1-1&linkCode=sl1&tag=matteoaliotta-21&linkId=66939de1eceee884fd9531820dacb77d&language=it_IT&ref_=as_li_ss_tl
https://www.amazon.it/Solving-Product-Accelerate-Customer-Research/dp/1777160421?&linkCode=sl1&tag=matteoaliotta-21&linkId=67ae0f8481fd2c8c4f575467ce0451ae&language=it_IT&ref_=as_li_ss_tl
https://www.amazon.it/Lean-Customer-Development-Building-Customers/dp/1492023744?hvadid=244955677393&hvpos=&hvnetw=g&hvrand=17975161884218577094&hvpone=&hvptwo=&hvqmt=&hvdev=c&hvdvcmdl=&hvlocint=&hvlocphy=1008736&hvtargid=pla-416269215734&psc=1&linkCode=sl1&tag=matteoaliotta-21&linkId=38e44b990053a4bdd0c80d63db2f3b4a&language=it_IT&ref_=as_li_ss_tl
https://matteoaliotta.substack.com/
https://www.lennysnewsletter.com/
https://www.fishmanafnewsletter.com/
https://www.thetwentyminutevc.com/growth/
https://www.lennyspodcast.com/

Grazie per lI'attenzione

Matteo Aliotta

CEO & Head of Growth @ LTV

Contatti:

matteo.aliotta@ltvalue.it

linkedin.com/in/matteo-aliotta
instagram.com/matteoaliotta
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https://www.linkedin.com/in/matteo-aliotta?miniProfileUrn=urn%3Ali%3Afs_miniProfile%3AACoAABmSoq8BcyHSONiqPFdAQtfAUlKvv2wEY6U&lipi=urn%3Ali%3Apage%3Ad_flagship3_search_srp_all%3B1iA88Q0oRrqOTV5%2Fh7brug%3D%3D
https://instagram.com/matteoaliotta?igshid=YmMyMTA2M2Y=
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