
Think Like a Quant 
Questions you should be asking about your business



Understanding the critical 

analytics associated with 

your business is the first 

step in growth planning.

WHY  ARE

ANALYTICS

IMPORTANT?  



QUANT:
A person who specializes in applications of 

math and statistical methods.



You don't have to be a Quant to apply analytics 

that drive growth for your organization.



Here are 6 quantitative questions to consider 

as part of your growth planning.



01
Do we understand where

we make our money?



It is essential to 

understand the true 

financial value of all 

current and target 

new customers. 



All costs associated with 

acquiring, supporting, 

and retaining customers, 

must be considered.



02

Have we properly  

segmented our target  

market? 



Market segmentation 

should be logical and 

provide actionable 

marketing and sales 

insights.



Segments should be 

sized and defined so 

they can be targeted 

with available 

financial resources.



03
What is the marginal cost to

acquire a new customer?



Cost of new customer 

acquisition is one of 

the most frequently 

asked questions of 

VC+PE firms.



It is often the first 

question asked of 

entrepreneurs on the 

popular Shark Tank 

television program.



04

Do we have an accurate

"profile" of our most  

profitable customers?



Customer profiling 

includes firmographic or 

descriptive data to help 

target customers.



Strategic profiling 

includes an 

understanding of their 

product preferences 

and buying behaviors. 



05
Do we have the resources  

we need to support our  

growth plan?



Growth capital is often 

called "Below the Line" 

spending.



Below the Line funds 

are the resources used 

to retain current 

customers and target 

new prospects.



Ensure realistic funds 

are available to drive 

meaningful impact 

against new market 

segments.



06

How will we  

measure success?



There are many ways 

companies measure 

success - not all are 

financial.



Some companies seek 

revenue growth - others 

emphasize market share 

or expansion into new 

segments, channels, or 

regions. 



Ascension has four 

PH.D.'s that provide 

statistical analytics to 

support informed 

strategic growth 

planning. 



Understanding the critical 

analytics associated with 

your business is the first 

step in growth planning.
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