How do you handle multi-tenant
data isolation at scale?

user_devdqz

We're building a Saag Platform and st uggling
with tenant isolation in Our architectyre.
What Patterns haye worked for you?
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0 GitHub Discussions

How do you handle zero-downtime
deployments with migrations?

3 devOpsNinja
* 2 days ago

Curious how others are approaching this in production,
We've had issues with long-running mgrabions. :

blocking tratfic.

marko-supramono | Maintainer | Just naA

We've solved this a few tim . :
Here's the pattem that's worked reflably for us:
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What Community-Led Growth
Really Means for Technical Audiences

CLG isn't a marketing channel. It's a posture. You show up in the places where engineers already spend time,
not to pitch, but to contribute. You answer the hard questions on GitHub Discussions. You write the
post-mortem nobody else was willing to publish. You open-source the small utility you built to solve
your own deployment headache.

The result is that engineers associate your name, and eventually your product, with genuine usefulness.
Trust accumulates before a product page is ever visited.

This matters more now than it did three years ago. Developer communities in 2026 are fragmented across
Discord servers, GitHub repos, niche forums, and Slack groups. Engineers are splitting time across multiple

platforms and feeling present on none of them. The ones who cut through that noise aren’t the ones with
the biggest ad budgets. They're the ones whose work keeps showing up when someone searches for

a real answer to a real problem.

Community-led environments tend to work because they offer immediacy, honesty, and contextual relevance
that traditional marketing channels struggle to replicate.




GLOSSY
MARKETING?
NO SIGNAL.

REAL SIGNAL.
REAL ENGINEERS.
REAL IMPACT.
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THE METRICS THAT

ACTUALLY M

VANITY

@0 Follower
AR Counts

Newsletter
Subscribers

Linkedin

Impressions

GitHub
Stars
(Alone)

Pageviews
& Clicks

* No single industry-standard benchmark
for this figure appears to be widely established.

(AND THE ONES THAT

That's compounding credibility. / N,
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REPEAT CONTRIBUTOR RATE

is real engagement. ' i %
l:] hE
T NN T 2 : ’ JE (- " »
%

SIGNAL

CONTRIBUTION QUALITY
Original solutions > upvotes

RESPONSE TIME
ON QUESTIONS

Hours = alive. Days = decaying.

CONTENT REUSE RATE
Are they linking back?

s
*

Return engagement L

ol )

CUHTRIBUTOR_\” . ol ; £ ol
RETENTION N\ : M Sl 48 -
Meaningful contributors who o |
return within 90 days.* \

COMMUNITY-TO-PRODUCT
CONVERSION

Members who become users s '
without being sold. |



The hardest part for most founders is
accepting that the flywheel starts entirely
on the giving side. You have to put in real
value before you get anything back.
There’s no shortcut.

PRACTICALLY, THIS LOOKS LIKE A FEW THINGS:

You don't need to open-source your entire
product. Open-source the small tool you
built to solve the annoyance that nobody
else has addressed cleanly. If it's useful,
people will find it. If they find it and it
works, they'll remember you. The /
commercial open-source software

market has grown substantially

according to analyst firms such as

IDC and Gartner, which means the

surface area for useful contributions

is large.

Engineering culture has tremendous POST- :

resgpect fﬁrgtransparenc}f about failure. OST-MORTEM: SCHEDULER SERVICE OUTAGE
A post-mortem that walks through WHAT HAPPENED

exactly what broke, why your At 14:32 UTC on May 12, the scheduler service stopped
assumptions were wrong, and what % of scheduled tasks failed for 47 minutes.
you changed is worth a hundred feature
comouncement posts. It shows
competence and honesty simultaneously,
which is rare.

processing jobs.

WHY IT HAPPENED
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@ When you answer a question on a forum, ik, ~ — ol
write the answer as if you're writing S P, . * Misshg ala  queue depth

documentation, not firing off a quick reply. ;

Be thorough. Cite your sources. Make it g7 e A X AN ANGED
the kind of answer you'd want to find at
11pm when something is broken. Every
resolved issue in public reduces load on
your future support pipeline and builds a
searchable record of your expertise.

LESSONS LEARNE
Validat t
Test like the

Engineers can tell the difference between
experience-based writing and content-farm
writing. The specificity of real experience :
shows through: the exact error message, 5upramﬂ”°
the counterintuitive fix, the version e’
number that mattered.

g



MUNITY HEALTH asa

DING INDICATOR -~
of gm READINESS 676

¢, Community health metrics

(f;g /;j ) aren'tavanity exercise.
They're leading indicators

of go-to-market readiness.

COMMU

® @ o Before you have a product

o @ tosell, your community

*  signals tell you whether
you've found your market.

. If you launch a product into
ﬁ N\ acommunity you haven't
(e built, you're starting from

zero trust.

COMMUNITY HEALTH DASHBOARD

RESPONSE Tl CONTENT REUSE CONTRIBUTOR REPEAT
eI .It?.‘ll-.I;;' . RETURN RATE ENGAGEMENT

1849 || 42% ¢ | 61% ¢ | 3./x 1

THE SEQUENCE MATTERS:

[ Y Show up in the community

iF®, and contribute without an agenda.
Track whether your contributions

Q generate follow-on discussion,
not just views.

Build tooling that solves
real problems for people
you can name.

@ 4 Watchgvnur response time and O A HE‘LT"Y COMMUN’"
Sbeobia combEbiER ) TODAY BECOMES YOUR

/Jl When those numbers are healthy, ' COMP E T’ r’ VE AD VAN TAGE

“ ll your 'cum'murjity has become TOMORROW.

distribution infrastructure.



- ¥ ' . _ @ Startup Forum Top Latest Unanswered

- I- N 1 II
13 @ Struggling with user onboarding
A
; L We're seeing drop-offs after signup.
What worked for you?

+
3+

Bt a2 017 2 ghare

I'r
Your Reply
Hey! We fixed this by simplifying

our first-run experience and
highlighting one key action.

Happy to share more details
if that helps.
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0 Sarah h (CTO) Q

James (DevOps)

. Prlga (Product Lead)

Alex (QA Enafmeer)

Mina (Fuuncler)
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5. WHEN THOSE NUMBERS
YOUR COMMUNITY HAS BECOME

SUSTAINABLE
GROWTH

— b

AT THAT POINT, A PRODUCT ANNOUNCEMENT
LANDS IN A ROOM WHERE PEOPLE ALREADY
TRUST You.

THAT'S THE DIFFERENCE BETWEEN A LAUNCH
THAT BUILDS MOMENTUM AND ONE THAT
FADES IN TWO WEEKS.




How do you
handle state
between async
jobs in a

serverless
function?

@ Marko Just
’

Great question. Here's what I"ve
found works well:

* Use a durable store like DymameDB
or Redis for job state
+ Keep state small and serializable
* [Ise a comelation ID to track across
invocations
Handle retries idempatently

e Example: (cod = —= .
: | A
Ha to dive deeper if helpful!
¥ BUILD
7O IN PUBLIC

WHAT THIS LOOKS LIKE IN PRACTICE
FOR PRE-PRODUCT FOUNDERS

If you're still pre-product and not sure where to start,
the path is simpler than it sounds.

Pick one community where your target engineers already spend time.
Not five communities. One. Get to know what questions come up
repeatedly, what tools people complain about, what problems don’t
have good public answers.

Then start answering those questions. Write utilities. Share what you're
learning as you build. Be specific and honest. Don’t pitch anything, because
you don’t have anything to pitch yet, and that's fine.

Do that consistently for three to six months and you'll have something
more valuable than a product: you'll have a room full of people who
already trust you to show up and deliver.

When the product is ready, you'll know who to tell first,
and they’'ll already know why they should listen.
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) Al helps you uncover what Validate and ship faster Convert community
== your community needs with Al that turns ideas trust into pipeline,

before you build. into real products. automatically.

s U P R A M 0 N o TURN COMMUNITY CREDIBILITY
INTO PIPELINE-WITHOUT ) SUPRAMONO.COM ]

Al ENGINES FOR COMMUNITY-LED GROWTH HIRING A TEAM.

%) SELL
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