PRODUCT ANALYTICS

JANUARY - JUNE 2026

From growth to retention: what the data tells us

Six months of product data, three signals, and one decision.

01 ACQUISITION

Users are arriving faster every month

+ 8 8 O/O monthly active users,

42K in January, 79K in June
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02 RETENTION

Cohorts settle by month 3
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Acquisition is accelerating, but activation remains the

03 ACTIVATION

Activation is the leak

8 - 4()/0 paying customers

Sign-ups - 32K - 32%
Activated -] 21K - 66%

11K lost

of visitors become

Visitors

Paid I 8.4K - 40%

paid users a month if activation
rises from 66% to 80%

+1.8




DATA STORYTELLING

Growth accelerated throughout the half.

Monthly active users grew from 42K to 79K the largest absolute gain came in June.
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DATA STORYTELLING

The first month is the retention fault line.

Retention loses 18 points first, then flattens toward a 62% month-six floor.
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vonns 64%
vonine 62%

Focus onboarding on reaching first value; later retention losses are substantially smaller.
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DATA STORYTELLING

Activation is the most actionable bottleneck.

The funnel is modeled from one month: 100K visitors, 32K sign-ups, 21K activated.

Vst I 100K
Activated _ 21K
Paid T 8.4K

11K sign-ups never activate. Fix the first successful workflow before buying more traffic.
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DATA STORYTELLING

An activation experiment can unlock 1.8K paid users.

Scenario holds 32K sign-ups and 40% activated-to-paid conversion constant.

65.6% 80% +1.84K

Baseline activation Target activation Modeled paid lift
21K activated / 32K sign-ups 25.6K activated at the same traffic 10.24K vs. 8.4K paid users
TEST PRIMARY MEASURE GUARDRAIL

Guided first workflow Activation within 7 days 30-day retention
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