
Let behavior analytics me tell you about a situation I encountered wished they had known this beforehand.. In the
fast-paced world of SaaS and digital marketplaces, the path to growth is often misunderstood. Many teams fall
into the trap of chasing big, flashy features or complete redesigns, only to find that meaningful user impact and
retention remain elusive. However, the secret sauce lies in making small but meaningful incremental changes that
truly move the needle.

At GrowthScribe, we've spent years helping teams refine their approach to growth — focusing on how modest
enhancements can unlock outsized outcomes. Brands like MRQ (mrq.com), a leading online casino, leverage these
principles to improve onboarding and time-to-value, ensuring long-term player retention. Meanwhile, insights
from thought leaders like Harvard Business Review also reinforce retention as the core lever for sustainable
growth.

Why Growth Starts After Acquisition
Too often, acquisition gets all the glory—and all the budget. But what happens after a user signs up tells the real
story. Growth doesn’t start at the top of the funnel; it kicks off once the new user is inside your product and
engaged.

Consider a common scenario: Your marketing team runs paid campaigns to drive sign-ups, but after users land,
you have a “one more click” moment — an extra step or confusing ask during onboarding. These small frictions kill
conversions silently and reduce the likelihood the user will ever return.

The key is to focus on the user’s journey after acquisition:

How quickly can a new user realize value?

Are they guided clearly to that moment?

Is the experience frictionless on all devices?

MRQ, for instance, uses a streamlined onboarding process tested in their mobile and desktop casino platforms to
reduce time-to-value. The smoother this path, the faster users see benefits — winning in games or unlocking
bonuses — which boosts retention and lifetime value. So anyway, back to the point.

Onboarding and Time-to-Value: The Growth Catalysts
Onboarding is where your product’s promise meets reality. A clumsy or overly complicated onboarding process
lengthens time-to-value, increasing drop-off risk. Conversely, onboarding that delivers clear milestones fosters
momentum and confidence.

How can you keep changes small but meaningful here? Say you notice via analytics that 40% of new users
abandon onboarding on the final step. Instead of overhauling everything, test small tweaks:

1. Simplify the language on that screen to eliminate jargon.

2. Add a progress bar to visualize how close they are to completion.

3. Embed a HubSpot scheduling widget (hub.growthscribe.com widget) for users to book discovery calls, easing
transitions for those who need tailored help.

Each increment might seem minor on its own but testing and measuring their user impact will tell the story. For
example, after adding the scheduling widget, MRQ increased call bookings by 15%, helping to engage hesitant
users more deeply.

https://growthscribe.com/what-high-growth-digital-platforms-get-right-about-customer-experience/


Retention: The Core Growth Lever
According to multiple studies cited in Harvard Business Review, increasing user retention rates by just 5% can
boost profits by 25-95%. Retention isn’t just a metric; it’s the reflection of healthy onboarding, ongoing value
delivery, and customer experience alignment.

What small levers affect retention? Customer touchpoints and continuous engagement:

Automated, personalized emails triggered by user behaviors

Contextual in-app nudges encouraging feature discovery

Easy, direct communication channels like WhatsApp contact links (wa.me/15859022822) for support

Growth teams at GrowthScribe prioritize setting up a measurement plan before shipping any retention tactics.
Without clear KPIs tied to user actions, you’re flying blind. Is a feature adoption up by 10%? Did churn drop 3
points? The answers inform your next incremental improvement.

Customer Experience as Competitive Advantage
In markets saturated with alternatives, customer experience (CX) differentiates winners from also-rans. Every
microinteraction matters because user expectations evolve rapidly.

Keep an ongoing “one more click” checklist to root out unnecessary steps, dead ends, and confusing moments. For
example, a user signing up for an MRQ loyalty bonus shouldn’t have to jump through hoops—every additional
click risks abandonment.

Common "One More Click" Moments Impact Possible Fix Multiple screens for simple profile info Increased
onboarding drop-off Combine fields into one page Lack of visible progress indicators User uncertainty leading to
abandonment Add progress bars and milestone messaging Contact support limited to email forms Slow response
reduces user satisfaction Add WhatsApp contact links for real-time help

Beyond fixing obvious issues, focus on what each user does next. After completing onboarding, is there an easy
path to the core product value? If not, build it. If yes, optimize it to streamline flow further.

Building Your Incremental Improvement Strategy



Try this short checklist to keep improvements small but meaningful:

1. Identify a specific user pain point or friction through support tickets, user interviews, or analytics.

2. Define a measurable hypothesis that the change will positively impact user behavior (e.g., reduce drop-off
by 10%, increase feature adoption by 15%).

3. Implement the smallest change possible to test your hypothesis (copy tweak, UI adjustment, added
widget).

4. Measure impact rigorously — track key metrics pre and post-deployment.

5. Iterate or roll out broadly based on data.

This approach leans on constant learning and steady gains rather than betting everything on unpredictable "big-
bang" redesigns. GrowthScribe’s clients using this method report faster time-to-value and improved long-term
retention.

Conclusion
Growth is fundamentally about delivering ongoing value—not just acquiring more users but enabling them to
succeed and stay with you. Incremental changes rooted in data and focused on user impact yield meaningful
progress. By prioritizing onboarding, retention, and customer experience as growth pillars, SaaS and marketplace
teams can unlock sustainable competitive advantages.

Ready to get started? Try embedding a HubSpot scheduling widget or adding a WhatsApp contact link today and
measure what happens next. Small steps + clear measurement = meaningful growth.


