
 

 

 

 

Dear Diary Episode #4:  By Sumana Iyengar 

 

"Redefining Success Beyond Revenue 

 

What’s on my mind today? 

For a long time, I believed success in business could be measured clearly by revenue growth, 

client wins, and scale. These markers matter. They signal momentum and market trust. But 

experience has taught me that, on their own, they are not enough. My perspective on this was 

shaped early. Watching my father run a small business through financial constraints taught me a 

simple principle: growth must be responsible, numbers must be respected, and people must 

never be treated as expendable. That lesson has stayed with me far longer than any balance 

sheet. When we co-founded Goavega, we started with limited resources and high intent. The 

early years were not about rapid expansion. They were about survival, credibility, and learning 

how to deliver consistently. Revenue followed as the business matured, but it was never pursued 

in isolation. Remaining debt-free, building deep engineering capability, and earning long-term 

client trust were deliberate choices even when they were not the fastest path forward. 

Today, as AI reshapes how companies scale, this philosophy is being tested across the industry. 

A common response to AI adoption has been workforce substitution, i.e., using automation to 

reduce cost and compress delivery timelines. While this may yield short-term efficiency, it often 

weakens long-term capability. At Goavega, we have taken a different view. We see AI not as a 

replacement for human expertise, but as a force multiplier for it. The more relevant leadership 

question today is not how quickly a company can automate, but how effectively it can build 

innovators in an AI-enabled ecosystem. From a scaling perspective, this requires rethinking how 



value is created. At Goavega, growth is closely tied to learning velocity. We invest deliberately in 

upskilling and reskilling through structured certification programmes, domain-led training, and 

continuous exposure to evolving technologies. This is not an HR initiative; it is a business strategy. 

Capability depth directly influences delivery quality, client outcomes, and ultimately, revenue 

sustainability. In this model, revenue is not driven by headcount expansion alone, nor by 

automation-led cost reduction. It is driven by skilled teams who can apply AI intelligently, 

responsibly, and contextually. Learning becomes a revenue enabler because it allows teams to 

take on more complex, higher-value work. 

In product engineering and data-driven settings, this difference is particularly crucial. While AI 

works well in greenfield development, where there are few restrictions and clear needs, 

brownfield systems provide a totally different reality. It is impossible to automate the judgment 

and context needed for legacy systems, fragmented data, regulatory issues, and accumulated 

business logic. Making AI effective in brownfield product development depends on engineers 

who understand data lineage, domain nuance, and system interdependencies. AI can assist, 

accelerate, and augment, but it cannot replace decision-making in complexity-heavy 

environments. Success currently seems different to me than it did in the past. It appears to be a 

company that grows without losing its originality. It appears to be teams that develop in tandem 

with technology rather than in opposition to it. It appears to be revenue generated by capabilities 

rather than compression. Additionally, it appears to be favoring long-term value above 

immediate acceleration. 

As leaders, we are often encouraged to measure success through visible outcomes alone, such 

as, numbers, growth rates, and recognition. These matter, but they are incomplete. Endurance, 

learning, and principled decision-making rarely show up immediately on dashboards, yet they 

define whether a business truly lasts. Redefining success is not about lowering ambition. It is 

intentional about what and who we choose to build. That, for me, is success beyond revenue. 
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