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You Are Here: Phase 3 - Launch

My mission is to help you complete your journey to a high-value product... with the least amount of risk... and
as efficiently and quickly as possible.

And creating a high value product IS, indeed, a journey... and not an easy one.

Your product is where it is, and you know where you want it to be. The 'journey' is the part in between.
And to complete any journey, there are two things you absolutely must know.

First, you need to know where you want to go. The clearer you are about your destination, the better.
Second, you need to know where you are.

You can't get anywhere without knowing these two things.

So let's define these with key terms that will provide context for the rest of this guide.

Let's start with where you want to go.

You want your product to be successful. You want revenue, growth, profit, market share... however you define
success for your product.

Let's just use the term 'high value product' as a way to sum all of these things into one practical term.
High-value for the market means you provide lots of benefits to lots of customers.

High-value for your company means you make a lot of money and get a lot of personal satisfaction from what
you have created.

High-value for your distribution partners means they make a lot of money and create lasting value for their
customers.

So, the goal destination, for every product owner, can be universally defined as 'creating a high-value
product.'

That's the 'gold star.’ It's what we are all aiming for.

By 'gold star' | mean the point at which your product reaches its highest value... where it's no longer potential
value but rather realized value.

Now, let's get clear on exactly where you are.

Of course, you already know where you are with your product... somewhere between Launch and Growth,
right?
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But you have to be more precise than that. If you want to actually get where you are going, you need to first
find your location on the map you'll use to get there. You also need to understand more about your context — a
little more than you can get by just looking around.

If your post-launch product is not growing on a trajectory to reach its gold star, you are in Phase 3 -
Launch.

Phase 3 is a challenging environment... the MOST challenging of all. It's very difficult to generate any forward
motion toward your revenue goals. And making any real profit in Phase 3 is near impossible.

Right now, you are working against a lot of gravitational forces and burning a lot of energy just to stay aloft and
gradually climb. Launch — achieving liftoff and climbing to escape gravity — is a very costly phase of the
journey. There is NO WAY that kind of resource burn can be used for the entire journey.

The only way you will ever reach your gold star is if you are able to achieve escape velocity and enter the
Growth Phase. This is where atmospheric friction and gravitational pull go away (to be replaced by other
challenges, of course).

This is where revenue and profit grow much faster than expenses. Where you go farther and faster on less
and less 'fuel' as a percentage of revenue.

Phase 0 Phase 1 Phase 2 Phase 3 Phase 4
Discovery | Planning IDevelopment | Launch | Growth

—

Escape
Velocity
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Why Most Products Fail to Achieve Escape
Velocity

90% of most B2B products fail to achieve escape velocity.
The reason isn't what you might think.
It's not because...

e The product never got launched
e The product was bad
e The market didn't exist

It's not even because of insufficient funding.
The reason 90% of startups fail fits into a big bucket called: 'marketing problems.'

When products fail to find customers, founders call it a 'sales problem.' When products fail to gain traction,
founders call it a ‘product-market fit problem. When revenue can't cover costs, founders call it a 'funding
problem.’

All of those are true. But they're all marketing problems at their core.

That's what The C8 Protocol eliminates: the marketing problems that kill products. And it helps you build the
foundation for systematic growth.

Marketing is The Problem, So Let's Define What 'Marketing' Actually
Means

Ask 100 founders to define marketing. 90+ will describe activities such as ads, social media, lead generation,
branding, and sales support.

They confuse marketing activities with the marketing function of their business.
Marketing (the function): The business process of creating, communicating, and exchanging value
Marketing (the activities): Advertising, lead generation, social media, campaigns, sales systems and support

Marketing isn't just what you do to get customers. Marketing is the entire business function that makes your
product valuable, known, and profitable.

Creating value means finding product-market fit. Someone needs your product. You have a solution to their
needs. You understand the market and the unmet needs within it. Without this, the product fails.

Communicating value means getting the word out. No one can buy what they don't know exists.
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Exchanging value means getting paid profitably. You need a business model that generates profit, including
sales and customer retention.
All three are essential. All three are required for a high-value product. And...

All three are your responsibility as founder.

Your Job as Founder

Here's what most technical founders don't realize: You must own the entire process of creating,
communicating, and exchanging value.

Your primary job as founder is ensuring marketing problems don't lead to failure.
You have two choices: manage marketing yourself or hire someone to manage it for you.

For most bootstrapped businesses, hiring an experienced product manager isn't practical. Marketing
leadership is expensive. And this isn't something you can delegate to an agency.

That leaves you.

You need to learn enough about marketing to guide your product to growth. Not become a marketing expert.
But understand the systems and best practices that prevent avoidable failure and create high-value products.

You can delegate execution. You cannot delegate product management leadership.

The Product Management Gap

Creating a high-value product requires more than building features. It requires systematic execution of
marketing best practices across the entire product journey.

That's product management: making sure the right things get done at the right time to create a high-value
product.

Most technical founders have never learned product management. They know how to build. But they don't
know the systematic marketing practices that transform working products into high-value businesses.

This gap shows up most painfully after the initial launch.

The Post-Launch Challenge

Most founders think launch is the finish line. It's not.

Launch is just the beginning of different work. The technical work is mostly done. Now comes the commercial
work.
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Phase 3 is where you develop the systems that generate predictable revenue. Where you turn manual effort
into scalable growth.

But here's the problem: you're a technical founder. You know how to build. You don't know how to
commercialize.

You don't have a product manager. You don't have a marketing team. You don't have established processes.

You're figuring it out as you go. And that can be exhausting.

The Resource Burn

Every day disappears into product development tasks, customer support, manual outreach, and operational
firefighting. Strategic work gets pushed to tomorrow. Tomorrow never comes.

You know you need better systems. You know you need documented processes. You know you need real
commercial infrastructure.

But you can't stop running long enough to build it.

This is the trap. You need systems to scale. But you need time to build systems. And you don't have time
because you don't have systems.

Every gap in your commercial foundation adds dead weight:

Unclear targeting means ads that don't convert. Missing lead capture means visitors leave without taking
action. Inconsistent messaging means prospects don't understand your value. Disorganized files mean 20
minutes wasted daily searching for documents.

Each piece of dead weight burns your most precious resource: founder time.

The month you spend running ineffective campaigns. The prospects who bounce because of friction. The
opportunities lost because follow-up falls through cracks.

This isn't just an inconvenience. This is the gravity well keeping you from reaching orbit.

Why Scattered Tactics Don't Work

Most founders try to fix the marketing problem with scattered tactics. They read blog posts about SEQO. They
watch videos about social media. They implement random advice from different sources.

This scattered approach doesn't work.

Tactics without strategy create noise, not growth. You end up with half-finished initiatives. Nothing connects.
Nothing compounds. Nothing scales.

What your product needs is effective product management: systematic execution of the marketing practices
that create high-value products.
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The Cost of Staying Stuck

Every month in Phase 3 has a cost.

You're losing momentum. Early customers gave you a chance. If you can't deliver consistent value, they'll
move on.

You're losing opportunities. While you're stuck in manual mode, competitors are building systems and
capturing market share.

You're losing confidence. Every failed experiment makes you question whether this can work.

And you're losing time. Time you can't get back. Time that could have been spent scaling instead of
struggling.

The longer you wait to build proper commercial infrastructure, the harder it gets.

There Is a Way Forward

This is a solvable problem.

Thousands of technical founders have navigated this exact transition. They went from burning resources to
generating predictable growth. They built the commercial systems that let them scale.

They didn't do it with scattered tactics. They did it with effective execution of marketing best practices.

Fortunately, you don't have to guess and go through a huge learning curve to do the same. I've created a
complete roadmap for navigating the journey to a high-value product — The M-PaX System.

The M-PaX System: A Proven Roadmap to High-Value Products

The vast majority of things that go wrong on the product journey are avoidable.
That's why | created a roadmap based on 30 years of product management best practices.

| distilled the key elements of the product journey into 37 pre-growth requirements. These are universal
practices that successful product managers know through training and experience.

| didn't invent these practices. They're established principles from decades of product management knowledge.
| simply made them accessible, clear, and systematic.

The M-PaX System maps these 37 requirements across five phases:
Phase 0: Discovery - Explore the opportunity and validate the core concept
Phase 1: Planning - Develop strategic foundation and roadmap

Phase 2: Development - Build the product and prepare for launch
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Phase 3: Launch - Release the product and begin commercial operations

Phase 4: Growth - Scale revenue and reach full potential

37 Pre-Growth Requirements

Phase 0 Phase 1 Phase 2 Phase 3
Discovery Planning Development Launch

1. Product Infrastructure Setup 1. Phase Plan 1. Phase Plan 1. Phase Plan

2. Phase Plan 2. Strategic Marketing Plan 2. Technical Specification 2. Market Validation

3. Stakeholder Profiles 3. Product Marketing Plan 3. Product Design & Development 3. Brand Development

4. Product Capsule 4. Product Requirements 4. Product Assets 4. Promotional Infrastructure

5. Market Opportunity Analysis 5. Development Plan 5. Market Verification 5. Channel Development

6. Business Model Canvas 6. Risk Management Plan 6. Risk Management Activities 6. Social Foundation

7. Product Story 7. Alpha User Recruitment 7. Update Discovery Req. 7. Promotion

8. Confirmation & Feedback 8. Update Discovery Req. 8. Update Marketing Plans 8. Update Discovery Req

9. Phase Review 9. Phase Review 9. Phase Review 9. Update Marketing Plans
10. Phase Review

All the investment happens in Phases 0 through 3. All the value comes in Phase 4.

Success in Phase 4 depends entirely on investments made in the previous phases.

Time-to-Growth: The Metric That Matters Most

The most important metric for your business is time-to-growth — how long it takes for your product to reach
escape velocity and enter Phase 4.

The longer you spend without breaking through to growth, the more resources you burn.

Think of it like launching a rocket. You need tremendous power going straight up quickly to break through the
atmosphere. The longer you remain in the gravity well, the more fuel you burn, and the less likely you reach
orbit.

Everything that makes it hard to get off the ground is dead weight: lack of experience, confusing messaging,
unclear targeting, disorganized systems, missing infrastructure.

All of this burns your most precious resource: founder time.
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Time you can never get back.

This is why systematic execution of marketing best practices matters. Every avoidable mistake costs time.
Every gap in your commercial foundation costs time.

Good News for Phase 3 Founders

If you're stuck in Phase 3 right now, you don't need all 37 requirements. You don't need to complete them all at
once. You don't need to complete them in sequence.

You need to focus on just the requirements that matter most for breaking through to growth.

That's what the C8 Protocol is all about.

Introducing the C8 Protocol

After working with hundreds of products, | identified something important: eight of those 37 requirements have
outsized impact on revenue and growth for post-launch products.

These eight are structural supports of effective marketing. Without them, nothing else holds up. You can
execute tactics all day, but they won't create sustainable growth without these foundations in place.

| call them the Commercial 8, or C8 for short.
Get these eight locked in, and everything else becomes easier. Skip them, and everything stays hard.

The C8 Protocol doesn't replace the full M-PaX System. It focuses your limited resources on what matters
most right now.

Once you have C8 in place, you can execute the remaining M-PaX requirements much faster. It's the
foundation that makes everything else possible.

The C8 Protocol is built specifically for technical founders who understand systems and processes. You don't
need marketing theory. You need clear requirements, proven templates, and turn-by-turn guidance.

You need to know exactly what to build, why it matters, and how the pieces connect.

Above all, you need help from a brilliant and tireless assistant.

The Al Breakthrough That Changes Everything

Here's the reality: even with clear requirements and proven templates, implementing the C8 Protocol takes
significant time and effort.

A comprehensive Product Marketing Plan requires 40 to 50 hours to develop from scratch. Stakeholder
Profiles demand deep research and systematic documentation. Brand Development needs strategic thinking
and design work.
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For years, this created an impossible situation. Bootstrapped founders needed these systems to succeed. But
they couldn't afford the time or money to build them properly.

That has changed.

The breakthrough isn't Al itself. It's the combination of Al with a complete system of structured requirements,
proven templates, and detailed methodology.

Off-the-shelf Al tools like ChatGPT or Claude provide generic output when asked to create marketing plans or
stakeholder profiles. They lack context. They lack structure. They lack the accumulated knowledge of what
actually works.

But configure an Al assistant with the complete M-PaX System, feed it your specific product context, provide
detailed templates and instructions, and something remarkable happens.

Complex product management tasks transform into guided conversations:

e That 40-hour Product Marketing Plan becomes a 40-minute dialogue that produces professional-grade
strategic documentation

e Stakeholder profiles that took days now take an hour of structured discussion
e Marketing assets that required expensive copywriters now generate from documented product DNA

This isn't about replacing strategic thinking. You remain the product manager. You provide the vision, the
market insight, the strategic direction.

Al becomes your assistant who handles heavy documentation work and helps you think through frameworks
systematically.

The system makes Al effective. Without clear requirements, proven templates, and detailed methodology, Al
produces generic nonsense. With them, Al becomes your strategic partner who knows every requirement,
understands your specific context, and helps you execute at a level previously available only to well-funded
companies.

This combination creates an unprecedented advantage for technical founders.

You can now implement world-class product management practices without a massive team or unlimited
budget.

Time-to-growth compresses dramatically. What used to take months now takes weeks. What required
expensive consultants now happens through guided conversations with your Al assistant.

Your most precious resource, founder time, gets multiplied.

Instead of spending 50 hours documenting a marketing plan, you spend 40 minutes in strategic dialogue.
Instead of recreating stakeholder profiles from scratch, you refine Al-generated drafts based on your market
knowledge.
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The commercial foundation that separates successful products from failed ones becomes accessible. Not
someday. Not when you can afford a marketing team. Now.

This is why the C8 Protocol works for technical founders who have always struggled with marketing. The
system provides the structure. The templates provide the framework. The Al provides the execution speed.

You bring strategic thinking and market insight. Everything else accelerates.

The Eight Commercial Requirements

Let's walk through what the C8 Protocol actually includes.

These aren't random tactics. These are the foundational systems that make everything else work. Each
requirement addresses a specific gap that keeps Phase 3 founders stuck.

1. Product Management Infrastructure

This is your operational foundation. File storage and sharing systems. Communication channels. Project
management platforms. Your complete standard operating procedure.

And, last but not least, Sage Al — your product management assistant.

Without proper infrastructure, everything takes longer than it should. You waste time hunting for files, losing
track of decisions, and recreating work that already exists somewhere. When you bring in team members,
chaos multiplies.

And without a competent, effective, and well-trained Al assistant the work of executing product management
activities would be prohibitive for most founders. But with Sage_Al properly configured, the heavy lifting
becomes effortless.

With infrastructure in place: Files have a home. Team members know where to find everything. Your Al
assistant can navigate your documentation systematically. Communication stays organized and searchable.
Work becomes scalable because it's no longer dependent on someone remembering where things are.

This is the foundation that makes everything else possible.

2. Stakeholder Profiles

Comprehensive documentation of everyone who impacts or is impacted by your product. Your ideal customer
profile. Company stakeholders. Investors and owners. Distribution partners when applicable.

Without clear stakeholder documentation, you're guessing about who you serve and what they need. Your
messaging stays generic. Your positioning lacks focus. Every marketing decision becomes expensive
guesswork.

With stakeholder profiles locked in: You know exactly who your ideal customers are. Not just
demographics, but psychographics, behavior patterns, decision criteria, and success metrics. Your messaging
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speaks directly to documented needs. Product decisions trace back to stakeholder value instead of technical
possibilities. Marketing becomes strategic targeting instead of hoping something works.

This is the foundation that makes all other commercial work effective.

3. Product Capsule

Your comprehensive product value foundation. It documents how every feature connects to stakeholder needs.
Product vision and positioning. Unique value propositions and key benefits.

Without a product capsule, you talk about features instead of value. You can't articulate why customers
should care beyond technical capabilities. Sales conversations become feature dumps. Marketing materials
overwhelm with specifications.

With your product capsule complete: Every product capability connects to specific stakeholder needs.
You document not just what features do, but why they matter to specific people. Sales conversations become
benefit-driven. Marketing materials write themselves from documented value articulation. This becomes the
DNA that generates unlimited marketing assets.

This is the foundation that transforms technical specifications into stakeholder value communication.

4. Product Marketing Plan

Your product-specific tactical roadmap. It translates strategic direction into concrete execution plans across all
commercial functions.

Without a product marketing plan, execution becomes reactive. You respond to opportunities instead of
creating them systematically. Resources get allocated based on urgency rather than strategic priorities.
Performance can't be measured because targets don't exist.

With your marketing plan in place: You have specific objectives with measurable targets. Tactical
activities connect to strategic objectives. Resource allocation becomes defensible. Performance
measurement becomes possible because you're tracking actual results against planned targets. Strategy
becomes operational and accountable.

This is the foundation that transforms scattered activity into systematic execution.

5. Brand Development

Your complete brand identity system. Visual standards, messaging frameworks, voice and tone guidelines, and
brand positioning.

Without documented brand standards, your market presence stays inconsistent. Different materials look
different. Different team members sound different. Trust can't build because prospects don't recognize you as
the same entity across touchpoints.
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With brand development complete: Your visual identity is documented and consistent. Every touchpoint
looks professional and coordinated. Your messaging is coherent with documented key messages and voice
guidelines. Your positioning is clear so prospects understand what you stand for. Trust builds systematically
because every interaction reinforces the same professional image.

This is the foundation that makes prospects take you seriously.

6. Promotional Infrastructure

The systems that convert prospects into customers. Landing pages, lead magnets, email sequences, nurture
campaigns, CRM, and conversion mechanisms.

Without promotional infrastructure, every prospect interaction requires manual effort. Nothing scales.
Leads fall through cracks. Follow-up depends on memory. Conversion paths aren't optimized.

With promotional infrastructure operational: Lead generation works automatically. Nurturing happens
without your involvement through automated sequences. Your CRM becomes a command center showing
every interaction. Conversion paths are optimized so visitors know exactly what to do next. Scaling becomes
possible because adding prospects doesn't require proportional increases in manual effort.

This is the foundation that makes growth scalable rather than personally exhausting.

7. Content Foundation

Your systematic approach to content creation and distribution. Content strategy, pipeline, production workflows,
and distribution systems.

Without a content foundation, you create content reactively when you have time. Market presence stays
inconsistent. You're invisible when prospects are searching. Social media sits dormant. SEO happens
accidentally, not strategically.

With content foundation established: Social media stays active with regular posts demonstrating
expertise. Your website provides ongoing value through optimized content. Search engines find you and drive
qualified traffic. Community builds naturally through consistent engagement. Discovery happens organically
while you focus on serving customers.

This is the foundation that makes you discoverable and credible.

8. Promotion

The growth energy that fuels your entire system. Outreach campaigns, partnership development, community
building, and systematic promotional activities.

Without effective promotion systems, growth depends entirely on your personal effort. Nothing happens
when you're focused elsewhere. Campaigns are random. Performance isn't tracked. Lead generation stays
unpredictable.
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With promotion systems active: You have proven campaigns running systematically. Your professional
network grows with qualified decision makers. Conversations happen predictably. Campaign knowledge
transfers easily to team members. Lead generation becomes controllable. Growth becomes a function of
systematic investment rather than luck.

This is the energy that makes your entire commercial engine productive.

How These Requirements Work Together

Here's the critical insight: these 8 requirements aren't independent projects. They're interconnected systems
that amplify each other.

Your stakeholder profiles inform your marketing plan. Your marketing plan guides your brand development.
Your brand development creates trust that makes your promotional infrastructure convert better. Your content
foundation feeds prospects into your promotional infrastructure. Your promotion drives prospects into your
conversion systems. Your product capsule generates all the marketing assets these systems need.

When one piece is missing, everything else works harder for less result.
When all 8 are in place, they create a commercial engine that generates compounding returns.

This is the difference between scattered tactics and systematic execution.

The Transformation You're Building Toward

Here's what changes when you lock in your C8:

Revenue becomes more predictable. You're not relying on personal outreach for every sale. You have
systems that attract, nurture, and convert prospects while you focus on strategic work.

Customer acquisition becomes scalable. Your promotional infrastructure handles lead generation. Your
content foundation maintains market presence. Your brand development builds trust before prospects ever talk
to you.

Strategic decisions get easier. You know exactly who you're serving and what their most pressing problems
are. You have clear product positioning. You have a marketing plan guiding priorities.

Resource allocation becomes clearer. Instead of reacting to whatever seems urgent, you're executing
against documented priorities. Your infrastructure keeps everything organized and accessible.

Most importantly, you stop burning resources faster than revenue can replace them. The commercial
systems you build start generating return while requiring less direct involvement.

This is escape velocity. This is what transforms Phase 3 products into Phase 4 winners.
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Your Flight Plan for Escape Velocity

Everything changes when all 8 requirements are complete, current, and working systematically.

This is the moment when time-to-growth compresses. When resource burn stops exceeding revenue. When
dead weight transforms into lift. When Phase 3 chaos becomes Phase 4 growth readiness.

Your product management infrastructure keeps everything organized. Your stakeholder profiles inform every
decision. Your product capsule transforms sales conversations. Your marketing plan connects strategy to
execution. Your brand creates consistent trust. Your promotional infrastructure converts automatically. Your
content foundation maintains market presence. Your promotion generates a predictable pipeline.

This is escape velocity.
Your Implementation Path

Option 1: Self-Implementation

Use the templates, guidance, and community support available in the C8 Protocol Community.

You get:
e Copy-ready Google Doc templates for all 8 requirements
e Detailed implementation guidance with best practices
e Community forum to connect with other technical founders
e The complete M-PaX System SOP
e Guidance and tools for Sage_Al configuration for your product
Best for: Founders who have time for systematic documentation and prefer working independently

Timeline: 3-6 months depending on your available time

Option 2: Done-With-You Acceleration

The Phase 3 Cohort provides dedicated execution support that gets your complete C8 locked in within 90
days.

Your assigned Product Manager and Marketing Assistant handle documentation, system setup, and framework
development while you provide strategic direction.

How it works:

e Weekly working sessions focused on each requirement
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e Your team conducts interviews to extract your knowledge

e They create documentation, configure systems, and build frameworks

e You review, refine, and provide strategic input

e They handle implementation while you stay focused on customers
You get:

e Complete C8 implementation in 90 days

e Professional documentation that scales with your team

e Configured systems ready to operate

e Strategic guidance from experienced product managers

e Accountability that keeps progress moving
Best for: Founders generating revenue who lack time for systematic implementation and want expert guidance
Timeline: 90 days with dedicated support

Investment: Limited spots available. First-come, first-served. Visit your member area for current cohort
availability and investment details.

Where to Start

Regardless of which option you choose, always begin with these two requirements:

Product Management Infrastructure creates the operational foundation and configuration of Sage_Al.
Without organized file storage, communication channels, documented processes, and a trained Al assistant,
everything else becomes harder than necessary.

Stakeholder Profiles provide strategic direction. Without clear understanding of who you serve and what they
need, every marketing decision becomes guesswork.

Get these two right. Everything else becomes easier.

Then work through the remaining six requirements systematically. Each builds on the previous ones. Each
makes the next easier.

The Timeline

90 days from now, your C8 can be completely locked in with all 8 requirements documented, active, and
working systematically.

That's when Phase 3 chaos transforms into Phase 4 growth readiness.
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That's when promotional spend starts generating predictable returns.
That's when founder time multiplies because systems run without constant involvement.

That's when you break through to sustainable growth.

The Choice Is Yours

You know the problem. You're stuck in Phase 3. Revenue is inconsistent. Growth feels impossible. You're
burning resources faster than they can be replaced.

You know the solution. Lock in your C8. Build the commercial foundation that makes growth scalable instead
of exhausting.

You know the path. Templates and guidance in your member area. Al acceleration through Sage_Al.
Done-with-you support through the Phase 3 Cohort.

Now the question is: what will you do about it?

Every month you stay stuck has a cost. Lost momentum. Lost opportunity. Lost confidence. Lost time you can
never get back.

But every month is also an opportunity. To build the foundation. To implement the systems. To transform chaos
into growth readiness.

The technical founders who break through don't wait for perfect conditions. They start with what they have.
They execute systematically. They build the commercial infrastructure that makes scaling possible.

They don't do it alone. They use the systems, templates, and support that make world-class product
management accessible to bootstrapped founders.

Welcome to the path forward.

Create a free account at https://mpaxmarketing.com/Ids1_3/ to get started.
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