Early in my career, | managed a product marketing campaign that did not achieve its
fundamental purpose. | was confident in my market research and previous successes and
developed a campaign that would reposition a legacy product among a younger audience.
Although the initial enthusiasm was high, the campaign achieved low engagement and
conversion. It was a professional and personal setback because | had strongly supported the
strategy, and | felt the result was my fault. | felt disappointed, but | opted to take a constructive
response. | did not justify my decisions but rather scheduled a post-campaign analysis with sales,
analytics, and operations colleagues. We jointly examined customer data and messaging
feedback, and channel performance. The process showed that the creative idea was strong, but it
did not match the real use case of the product and pricing sensitivity. | had been overly reliant on
assumptions and had not cross-functionally tested the strategy. This taught me to be intellectually
humbled and collaborate. | understood that great leadership is not when you are right, but when
you are ready to learn and evolve fast. | also learned to appreciate data-based experimentation
and the importance of different opinions in decision-making.

After this failure, | became more iterative with projects, including early feedback loops
and pilot testing, resulting in better performance in later projects. This setback has equipped me
with the rigor and team ethos of the UCLA Anderson School of Management. The team-oriented
academic culture with the focus on thinking, as introduced by Anderson, demands resilience,
openness, and collective responsibility. | will come with an attitude of reflection, constructive
debate, and constant improvement. As a learner who has learned through failure and through a
comprehensive work with peers, | am now ready to play a significant role in the Anderson

collaborative learning culture and develop as a disciplined and flexible leader.



