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Plan one coherent acquisition test.
Define the route before you spend. Use evidence to decide what deserves another round.

STARTING POINT
What are you selling and what evidence do you already have?

BUYER
Who is the first buyer you are trying to reach?

BUYER SIGNAL
Where does this buyer reveal intent, attention or trust?

CHANNEL HYPOTHESIS
Which one acquisition route will you test first?

MESSAGE
What is the one reason this buyer should stop, click or continue?

DESTINATION
Which page or product page will continue the same argument?
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Economics, boundaries and next decision.
CONTRIBUTION PER ORDER
What remains after product, fulfilment, payment and other variable costs?

ACQUISITION CEILING
What is the maximum first-order acquisition cost you can support conservatively?

LEARNING BUDGET
What amount can you responsibly spend to learn?

SUCCESS SIGNALS
What behaviour would make this hypothesis more credible?

STOP / REVISE CONDITIONS
What evidence would make you stop or change the test?

NEXT DECISION
If the test is positive, what will you repeat next? If negative, what will you diagnose?

DECISION RULE

Scale only after you can explain what is working well enough to reproduce it.
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