The Unusual Field Guide

MVP and measuring
product-market fit

TL;DR
O The MVP is the minimum product that proves your leap of faith.

O PMF isn’t a feeling — it’s a measurable shift.



An MVP isn’t a prototype or a half-built dream. It’s the
smallest, most efficient way to prove your core value.

Eric Ries defined it as “the minimum functionality
required to test your leap of faith assumptions.”

Steve Blank called it “the smallest feature set a customer will pay for.”
At Unusual, we define it this way:

“An MVP is a usable product that either proves your
leap of faith or gets a customer to pay you.”

01.

Signs of product-market fit
You’ll know you’ve reached PMF when:

1. Word of mouth becomes your primary growth channel.
Customers start telling others without prompting.

2. Sales yield exceeds 1.0. Each dollar spent on sales
returns more than one dollar of ARR.

3. The energy flips. Prospects chase you. References
close deals. Retention climbs naturally.

When it happens, you’ll feel it. You don’t have to push
so hard because the market starts pulling.

02.

UNUSUAL

Avoid premature scaling

Growing before you’ve found PMF is one of the most common — and fatal
— startup mistakes. Scaling amplifies whatever exists: truth or illusion.

Paid growth can be gamed. Real growth compounds. Only when customers love your
product enough to evangelize it should you begin to build your go-to-market machine.

As our founder John Vrionis says:

“When you’ve found product-market fit, your early
customers volunteer to sell your product for you.”

Founder takeaway: The MVP is where belief meets evidence. Measure by learning
rate, not launch date. When your product starts selling itself, you’re ready to scale.
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