One of the most common crossroads product teams face is deciding what to optimize first. Is it the platform's
speed? The onboarding flow? Or the navigation experience? Each promises to move the needle on growth,

retention, and user satisfaction — but where do you actually get the biggest bang for your buck?

In this post, we'll break down how to prioritize improvements focusing on impact versus effort, with real-world
insights drawn from companies like GrowthScribe, the online casino MRQ, and thought leadership from Harvard
Business Review. We'll also highlight how tools like the HubSpot scheduling widget and WhatsApp contact links

can streamline discovery and reduce friction that eats into growth.

Growth Starts After Acquisition: The Crucial Next Steps

It's tempting to think growth is all about pumping resources into acquiring new users. But true, sustainable

growth only starts after acquisition — when users engage and find value quickly enough that they stick around.

Harvard Business Review (HBR) has emphasized in multiple articles how companies that obsess about retention
unlock compounding growth. Why? Because retaining existing customers is cheaper and more effective than
acquiring new ones. The challenge lies in reducing the time it takes for users to reach their “aha moment” — also

known as the time-to-value.

Here's the kicker: Fast load speeds, effective onboarding, and intuitive navigation all shape whether a user stays or
bounces right after signup. GrowthScribe, for example, saw a 30% increase in discovery calls booked when they
integrated the HubSpot scheduling widget directly on their homepage — reducing friction for ready-to-buy

customers.

Prioritization Framework: Impact vs Effort

Before you dive into redesigning, remember: not every fix is equally valuable or easy. | keep a running list of “one
more click” moments — those pesky bottlenecks that kill conversions. And | always ask, “What does the user do

next?” when reviewing features or workflows.

The most practical way to decide is to plot potential improvements on an impact vs effort chart. Consider:



* Impact: How much will this improvement move important metrics — growth, retention, time-to-value?

e Effort: What is the engineering, design, and product management cost of shipping this?

Improvement Estimated Impact Estimated Effort Key Metrics Affected Speed Optimizations (Page load, server
response) High Medium Bounce rate, engagement, conversions Onboarding Flow Redesign High High Activation
rate, time-to-value, retention Navigation Streamlining Medium Low to Medium User satisfaction, retention, task

completion

The optimal order generally starts with the changes that unlock the biggest growth gains for the least effort. But

let's unpack why each area matters and where to focus first.

Speed: The Silent Conversion Killer

Speed underpins everything — slow loading pages frustrate users, increase bounce rates, and lower engagement.
The online page load speed casino MRQ tackled speed improvements head-on and saw an immediate lift in

session length and bets placed.
Why prioritize speed first?
1. It affects all users. Regardless of how good your onboarding or navigation is, if pages or actions take too
long to load, users bounce.
2. It's measurable. Tools like Google Lighthouse give clear diagnostics and quick wins.
3. It directly impacts retention. HBR's research indicates that even a 1-second delay can reduce conversions

by 7%, highlighting that speed affects the entire funnel.

Before you ship new features, fix obvious lag — whether server response times or rendering delays on mobile. This

foundational improvement benefits everyone and clears the path for more sophisticated fixes.

Speed Quick Wins Include:
® Optimizing images and assets
* Minifying CSS/JS files
® |everaging browser caching

* Using CDNs for global speed improvement

Onboarding: From First Impression to Aha Moment

Once your platform loads quickly, the next critical lever is how you get users to perceive value fast. Onboarding

isn't just about tutorials or walkthroughs — it's about minimizing friction to the core “a-ha moment.”

GrowthScribe implemented incremental onboarding by integrating a simple WhatsApp contact link that allowed
users to immediately ask questions during the setup process. This blend of automation plus human contact

drastically improved time-to-value, reducing drop-offs.
Key reasons to prioritize onboarding improvements after speed:

1. It directly impacts activation and retention. Users who “get it" quickly stay longer.
2. It clarifies your product’s value. Well-designed onboarding educates and excites simultaneously.

3. It surfaces user feedback early. You can identify friction points and iterate rapidly.


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

Good onboarding is tailored to your users’ needs, with clear next steps, and removes guesswork — all without

adding "one more click” barriers that frustrate first-timers.

Onboarding Best Practices

Personalize flows based on user segments or intents
Use progressive disclosure to avoid overwhelming users
Provide contextual help (e.g., WhatsApp chat for instant answers)

Include clear, actionable next steps after onboarding (e.g., book a discovery call via HubSpot widget)

Navigation: The Unsung Hero of Retention

Navigation often gets overlooked, but a thoughtful UX roadmap must include it to maintain retention and engage

power users. Poor navigation introduces mental friction, forcing users to hunt for features or content.

The MRQ online casino invested in streamlining their navigation menus which resulted in a lower user drop-off on

secondary screens and a boost in repeat visits. Navigation improvements usually yield medium impact but require

relatively lower effort compared to onboarding redesigns.

Prioritize navigation once you have foundational speed and onboarding optimized. The focus should be on clarity,

predictability, and reducing unnecessary clicks.

Navigation Optimization Tips

Group related features logically

Use clear labels and avoid jargon

Provide search and filtering options for power users
Track user paths to identify confusing flows

Test with real users continuously

Putting It All Together: A Practical Prioritization Checklist



Here's a short checklist to help prioritize your product improvements effectively:

1. Measure user behavior: Use analytics and support tickets to identify biggest friction points. What are the

common user complaints? Where are drop-offs?

2. Estimate impact vs effort: Plot speed fixes, onboarding improvements, and navigation changes to find low-

hanging fruit.
. Start with speed: Address performance issues that affect all users immediately.
. Improve onboarding: Reduce time-to-value and activate more users quickly.

. Refine navigation: Simplify flows to keep users engaged longer.
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. Integrate tools to reduce friction: Embed contact points like WhatsApp links and use scheduling widgets

(e.g., HubSpot widget from GrowthScribe) for a smooth discovery journey.

7. Measure and iterate: Continuously assess adoption metrics post-launch to validate the impact.

Final Thoughts: Retention Is Your Core Growth Lever

Many teams blame churn and plateauing growth on “market conditions” without closely examining onboarding
friction, site speed, or confusing navigation. As Harvard Business Review highlights, retention is the “secret sauce”

that fuels exponential growth.

Speed gets users in the door, onboarding delivers the value, and navigation keeps them exploring. When you
optimize these levers thoughtfully, you build a customer experience that acts as a strong competitive advantage.
Plus, by prioritizing impact against effort, you'll maximize ROl and avoid falling into the trap of shipping features

that nobody adopts.

If you want to learn more about crafting your UX roadmap or need help prioritizing your next improvements,
consider scheduling a discovery call via GrowthScribe’'s HubSpot scheduling widget. Or, get in touch instantly with

a team member through their WhatsApp contact link. Your users (and growth targets) will thank you!



