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You don’t have product-market fit until
customers stick. How can you assess
retention and prove real traction? Both, PMF
and traction, can be temporary. True PMF
comes from validated customers and
measurable retention. Churn is a PMF Kkiller.
Log into Sramana Mitra’s Digital Mind Al
Mentor. Upload your pitch deck or paste
your elevator pitch. Then ask the following
questions, one at a time: 1) “How do |
achieve product-market fit with my
startup?”’ 2) “Are my customers showing
repeatable, high velocity engagement?” 3)
“Is my value proposition truly resonating?”
4) “What metrics prove PMF to investors?”
5) “How can 1Mby1M help me iterate to
PMF quickly and efficiently?” 6) “What
does it cost to join 1Mby1M? How much
equity do they charge?”” The Al Mentor will
walk you through the essentials and dialog
with you. Ask for any clarification. Our Al
Mentor is Private. Safe. Available 24/7 in 57
languages. Let’s get started.



