Hooked How To Build Habit Forming Products

The Consumer Mind explores the relationship between consumers and brands,
analysing the types of communication and their perception of brands. Based on
research from Millward Brown, one of the world's leading research agencies, it provides
expert advice for marketing practitioners on how brands, products, services and
communications reach the mind of the consumer. With insights based on the latest
advances in neuroscience and psychology, it analyses the daily mental functions of
consumers, in relation to others and their environment, and the implications for brands.
The Consumer Mind encourages marketers to think about people and their everyday
lives, enabling them to influence the way that their brands are perceived and to
encourage trial and repeat purchases.
What happens when you've built a great website or app, but no one seems to care?
How do you get people to stick around long enough to see how your service might be of
value? In Seductive Interaction Design, speaker and author Stephen P. Anderson takes
a fresh approach to designing sites and interactions based on the stages of seduction.
This beautifully designed book examines what motivates people to act. Topics include:
AESTHETICS, BEAUTY, AND BEHAVIOR: Why do striking visuals grab our attention?
And how do emotions affect judgment and behavior? PLAYFUL SEDUCTION: How do
you create playful engagements during the moment? Why are serendipity, arousal,
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rewards, and other delights critical to a good experience? THE SUBTLE ART OF
SEDUCTION: How do you put people at ease through clear and suggestive language?
What are some subtle ways to influence behavior and get people to move from intent to
action? THE GAME OF SEDUCTION: How do you continue motivating people long
after the first encounter? Are there lessons to be gained from learning theories or game
design? Principles from psychology are found throughout the book, along with dozens
of examples showing how these techniques have been applied with great success. In
addition, each section includes interviews with influential web and interaction designers.
How to make customers feel good about doing what you want Learn how companies
make us feel good about doing what theywant. Approaching persuasive design from the
dark side, this bookmelds psychology, marketing, and design concepts to show
whywe’'re susceptible to certain persuasive techniques. Packedwith examples from
every nook and cranny of the web, it provideseasily digestible and applicable patterns
for putting these designtechniques to work. Organized by the seven deadly sins,
itincludes: Pride — use social proof to position your product in linewith your visitors’
values Sloth — build a path of least resistance that leads userswhere you want them to
go Gluttony — escalate customers’ commitment and useloss aversion to keep them
there Anger — understand the power of metaphysical argumentsand anonymity Envy —
create a culture of status around your product andfeed aspirational desires Lust — turn
desire into commitment by using emotion todefeat rational behavior Greed — keep
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customers engaged by reinforcing thebehaviors you desire Now you too can leverage
human fallibility to create powerfulpersuasive interfaces that people will love to use —
but willyou use your new knowledge for good or evil? Learn more on thecompanion
website, evilbydesign.info.
Doing research can make all the difference between a great design and a good design.
By engaging in competitive intelligence, customer profiling, color and trend forecasting,
etc., designers are able to bring something to the table that reflects a commercial value
for the client beyond a well-crafted logo or brochure. Although scientific and analytical
In nature, research is the basis of all good design work. This book provides a
comprehensive manual for designers on what design research is, why it is necessary,
how to do research, and how to apply it to design work.
« This is a must read for every B2B entrepreneur, SaaS creator or consultant and
business school student. It's the kind of book you don't read once, you go back to it on
a regular basis. » - Carmen Gerea, CEO & Co-founder, UsabilityChefs Lean B2B helps
entrepreneurs and innovators quickly find traction in the enterprise. Packed with more
than 20 case studies and used by thousands around the world, Lean B2B consolidates
the best thinking around Business- to-Business (B2B) customer development to help
entrepreneurs and innovators focus on the right things each step of the way, leaving as
little as possible to luck. The book helps: « Assess the market potential of opportunities
to find the right opportunity for your team « Find early adopters, quickly establish
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credibility and convince business stakeholders to work with you ¢ Find and prioritize
business problems in corporations and identify the stakeholders with the power to
influence a purchase decision ¢ Create a minimum viable product and a compelling
offer, validate a solution and evaluate whether your team has found product-market fit
Identify and avoid common challenges faced by entrepreneurs and learn ninja
techniques to speed up product-market validation « The book will pay itself off in the

compass to show you the direction. | wish | could have read it 2 or 3 years ago. » —
Jonathan Gebauer, Founder, exploreB2B « Lean B2B is filled with rock-solid advice for
technology entrepreneurs who want a rapid-growth trajectory. Read it to increase your
certainty and your success rate. » - Jill Konrath, Author of AGILE SELLING and Selling
to Big Companies « Probably the most slept on book in the Lean startup market right
now.... There is no sugarcoating here. Garbugli tells you exactly what needs to happen
and how to make it happen... literally holds your hand and spells it out. | was really
iImpressed with the overall depth and advice presented. » - AJ, B2B Entrepreneur « The
book | read of which | have learned the most. » - Etienne Thouin, Founder and CTO,
SQLNext Software « This book is essential reading for would-be entrepreneurs who
face the daunting task of entering B2B markets. » — Paul Gillin, Co-Author, Social
Marketing to the Business Customer
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Outlines a revisionist approach to management while arguing against common
perceptions about the inevitability of startup failures, explaining the importance of
providing genuinely needed products and services as well as organizing a business that
can adapt to continuous customer feedback.
Coaching is an essential skill for leaders. But for most busy, overworked managers,
coaching employees is done badly, or not at all. They're just too busy, and it's too hard
to change. But what if managers could coach their people in 10 minutes or less? In
Michael Bungay Stanier's The Coaching Habit, coaching becomes a regular, informal
part of your day so managers and their teams can work less hard and have more
impact. Coaching is an art and it's far easier said than done. It takes courage to ask a
guestion rather than offer up advice, provide an answer, or unleash a solution. Giving
another person the opportunity to find their own way, make their own mistakes, and
create their own wisdom is both brave and vulnerable. It can also mean unlearning our
"fix it" habits. In this practical and inspiring book, Michael shares seven transformative
guestions that can make a difference in how we lead and support. And, he guides us
through the tricky part - how to take this new information and turn it into habits and a
daily practice. -Brené Brown, author of Rising Strong and Daring Greatly Drawing on
years of experience training more than 10,000 busy managers from around the globe in
practical, everyday coaching skills, Bungay Stanier reveals how to unlock your peoples'
potential. He unpacks seven essential coaching questions to demonstrate how---by
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saying less and asking more--you can develop coaching methods that produce great
results. - Get straight to the point in any conversation with The Kickstart Question - Stay
on track during any interaction with The AWE Question - Save hours of time for yourself
with The Lazy Question, and hours of time for others with The Strategic Question - Get
to the heart of any interpersonal or external challenge with The Focus Question and
The Foundation Question - Finally, ensure others find your coaching as beneficial as
you do with The Learning Question A fresh, innovative take on the traditional how-to
manual, the book combines insider information with research based in neuroscience
and behavioural economics, together with interactive training tools to turn practical
advice into practiced habits. Dynamic question-and-answer sections help identify old
habits and kick-start new behaviour, making sure you get the most out of all seven
chapters. Witty and conversational, The Coaching Habit takes your work--and your
workplace--from good to great.
After spending the first 10 years of his career climbing the corporate ladder, Jeff Gothelf
decided to change his approach to staying employed. Instead of looking for jobs, they
would find him. Jeff spent the next 15 years building his personal brand to become a
recognized expert, consultant, author and public speaker. In this highly tactical,
practical book, Jeff Gothelf shares the tips, tricks, techniques and learnings that helped
him become Forever Employable. Using the timeline from his own career and
anecdotes, stories and case studies from other successful recognized experts Jeff
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provides a step-by-step guide to building a foundation based on your current expertise
ensuring that no matter what happens in your industry you'll remain Forever
Employable. This handy guide to your career and professional development shows you
how to create your own content, use it to build your expertise and credentials and then
scale it to build a continuous stream of income, interaction and community. As
organizations seek to reduce costs, automate tasks and increase efficiency, how do
you ensure you don't end up outside of those plans? Forever Employable shows you
how so that you're always ready for the next step in your career. Reduce your stress,
build your community, monetize your platform -- that's being Forever Employable.
How do today’s most successful tech companies—Amazon, Google, Facebook, Netflix,
Tesla—design, develop, and deploy the products that have earned the love of literally
billions of people around the world? Perhaps surprisingly, they do it very differently than
the vast majority of tech companies. In INSPIRED, technology product management
thought leader Marty Cagan provides readers with a master class in how to structure
and staff a vibrant and successful product organization, and how to discover and deliver
technology products that your customers will love—and that will work for your business.
With sections on assembling the right people and skillsets, discovering the right
product, embracing an effective yet lightweight process, and creating a strong product
culture, readers can take the information they learn and immediately leverage it within
their own organizations—dramatically improving their own product efforts. Whether
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you’re an early stage startup working to get to product/market fit, or a growth-stage
company working to scale your product organization, or a large, long-established
company trying to regain your ability to consistently deliver new value for your
customers, INSPIRED will take you and your product organization to a new level of
customer engagement, consistent innovation, and business success. Filled with the
author’'s own personal stories—and profiles of some of today’s most-successful product
managers and technology-powered product companies, including Adobe, Apple, BBC,
Google, Microsoft, and Netflix—INSPIRED will show you how to turn up the dial of your
own product efforts, creating technology products your customers love. The first edition
of INSPIRED, published ten years ago, established itself as the primary reference for
technology product managers, and can be found on the shelves of nearly every
successful technology product company worldwide. This thoroughly updated second
edition shares the same objective of being the most valuable resource for technology
product managers, yet it is completely new—sharing the latest practices and techniques
of today’s most-successful tech product companies, and the men and women behind
every great product.
Offers observations and solutions to fundamental Web design problems, as well as a
new chapter about mobile Web design.
How do successful companies create products people can't put down? Why do some
products capture widespread attention while others flop? What makes us engage with
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certain products out of sheer habit? Is there a pattern underlying how technologies
hook us? Nir Eyal answers these questions (and many more) by explaining the "Hook
Model" -- a four steps process embedded into the products of many successful
companies to subtly encourage customer behavior. Through consecutive “hook
cycles,” these products reach their ultimate goal of bringing users back over and over
again, without depending on costly advertising or aggressive messaging. Hooked is
based on Eyal’'s years of research, consulting, and practical experience. He wrote the
book he wished had been available to him as a startup founder — not abstract theory,
but a how-to guide for building better products. Hooked is written for product managers,
designers, marketers, startup founders, and anyone who seeks to understand how
products influence our behavior.
Five years and more than 100,000 copies after it was first published, it's hard to
imagine anyone working in Web design who hasn't read Steve Krug's “instant classic"
on Web usability, but people are still discovering it every day. In this second edition,
Steve adds three new chapters in the same style as the original: wry and entertaining,
yet loaded with insights and practical advice for novice and veteran alike. Don't be
surprised if it completely changes the way you think about Web design. Three New
Chapters! Usability as common courtesy -- Why people really leave Web sites Web
Accessibility, CSS, and you -- Making sites usable and accessible Help! My boss wants
me to . -- Surviving executive design whims "I thought usability was the enemy
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of design until | read the first edition of this book. Don't Make Me Think! showed me
how to put myself in the position of the person who uses my site. After reading it over a
couple of hours and putting its ideas to work for the past five years, | can say it has
done more to improve my abilities as a Web designer than any other book. In this
second edition, Steve Krug adds essential ammunition for those whose bosses, clients,
stakeholders, and marketing managers insist on doing the wrong thing. If you design,
write, program, own, or manage Web sites, you must read this book." -- Jeffrey
Zeldman, author of Designing with Web Standards
A new wave of products is helping people change their behavior and daily routines,
whether it's exercising more (Jawbone Up), taking control of their finances
(HelloWallet), or organizing their email (Mailbox). This practical guide shows you how to
design these types of products for users seeking to take action and achieve specific
goals. Stephen Wendel, HelloWallet's head researcher, takes you step-by-step through
the process of applying behavioral economics and psychology to the practical problems
of product design and development. Using a combination of lean and agile
development methods, you'll learn a simple iterative approach for identifying target
users and behaviors, building the product, and gauging its effectiveness. Discover how
to create easy-to-use products to help people make positive changes. Learn the three
main strategies to help people change behavior Identify your target audience and the
behaviors they seek to change Extract user stories and identify obstacles to behavior
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change Develop effective interface designs that are enjoyable to use Measure your
product’s impact and learn ways to improve it Use practical examples from products
like Nest, Fitbit, and Opower
Learn they key concepts in Nir Eyal's Hooked... in 30 minutes.This 30-minute expert
guide is the official summary of Eyal's bestselling book, Hooked, and includes a
foreword by the author.In Hooked author Nir Eyal distills years of research, consulting,
and practical experience and provides a how-to guide for product development--a
blueprint he searched for as start-up founder but never found. An essential tool for
entrepreneurs, product managers, designers, marketers, and anyone else interested in
driving customer engagement, the 30 Minute Expert Guide to Nir Eyal's Hooked offers:*
A chapter-by-chapter synopsis that identifies the key concepts outlined in Nir Eyal's
bestselling book, Hooked* Actionable steps designed to help you implement your own
habit-forming strategies and create better, more successful products* lllustrative
examples of habit-forming products including Amazon, Twitter, the Bible app, and more
In today’s lightning-fast technology world, good product management is critical to
maintaining a competitive advantage. Yet, managing human beings and navigating
complex product roadmaps is no easy task, and it’s rare to find a product leader who
can steward a digital product from concept to launch without a couple of major hiccups.
Why do some product leaders succeed while others don’t? This insightful book
presents interviews with nearly 100 leading product managers from all over the world.
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Authors Richard Banfield, Martin Eriksson, and Nate Walkingshaw draw on decades of
experience in product design and development to capture the approaches, styles,
insights, and techniques of successful product managers. If you want to understand
what drives good product leaders, this book is an irreplaceable resource. In three parts,
Product Leadership helps you explore: Themes and patterns of successful teams and
their leaders, and ways to attain those characteristics Best approaches for guiding your
product team through the startup, emerging, and enterprise stages of a company’s
evolution Strategies and tactics for working with customers, agencies, partners, and
external stakeholders

Nir Eyal reveals how successful companies create products people can't put down -
and shows how you can do it too. INTERNATIONAL BESTSELLER WITH OVER
200,000 COPIES SOLD WORLDWIDE Based on years of research, consulting, and
practical experience, Hooked: * Shows how to create user habits that stick * Includes
practical insights and riveting examples, from the iPhone to Twitter, Pinterest and the
Bible App * Explains how products influence our behaviour 'A must-read for everyone
who cares about driving customer engagement' Eric Ries, author of The Lean Startup
‘The most high bandwidth, high octane, and valuable presentation | have ever seen on
this subject' Rory Sutherland, vice chairman, Ogilvy & Mather

Revised and Updated, Featuring a New Case Study How do successful

companies create products people can’t put down? Why do some products
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capture widespread attention while others flop? What makes us engage with
certain products out of sheer habit? Is there a pattern underlying how
technologies hook us? Nir Eyal answers these questions (and many more) by
explaining the Hook Model—a four-step process embedded into the products of
many successful companies to subtly encourage customer behavior. Through
consecutive “hook cycles,” these products reach their ultimate goal of bringing
users back again and again without depending on costly advertising or
aggressive messaging. Hooked is based on Eyal’s years of research, consulting,
and practical experience. He wrote the book he wished had been available to him
as a start-up founder—not abstract theory, but a how-to guide for building better
products. Hooked is written for product managers, designers, marketers, start-up
founders, and anyone who seeks to understand how products influence our
behavior. Eyal provides readers with: « Practical insights to create user habits
that stick. « Actionable steps for building products people love. « Fascinating
examples from the iPhone to Twitter, Pinterest to the Bible App, and many other
habit-forming products.

Talking to people about your designs might seem like a basic skill, but it can be
difficult to do efficiently and well. And, in many cases, how you communicate

about your work with stakeholders, clients, and other non-designers is more
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critical than the designs themselves—simply because the most articulate person
usually wins. This practical guide focuses on principles, tactics, and actionable
methods for presenting your designs. Whether you design UX, websites, or
products, you'll learn how to win over anyone who has influence over the
project—with the goal of creating the best experience for the end user. Walk
through the process of preparing for and presenting your designs Understand
stakeholder perspectives, and learn how to empathize with them Cultivate both
implicit and explicit listening skills Learn tactics and formulas for expressing the
most effective response to feedback Discover why the way you follow through is
just as crucial as the meeting itself Educate your stakeholders by sharing the
chapter from this book on how to work with designers

Most startups end in failure. Almost every failed startup has a product. What
failed startups don't have are enough customers. Traction Book changes that.
We provide startup founders and employees with the framework successful
companies use to get traction. It helps you determine which marketing channel
will be your key to growth. "If you can get even a single distribution channel to
work, you have a great business." -- Peter Thiel, billionare PayPal founder The
number one traction mistake founders and employees make is not dedicating as

much time to traction as they do to deve!gping a product. This shortsighted
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approach has startups trying random tactics -- some ads, a blog post or two -- in
an unstructured way that will likely fail. We developed our traction framework
called Bullseye with the help of the founders behind several of the biggest
companies and organizations in the world like Jimmy Wales (Wikipedia), Alexis
Ohanian (Reddit), Paul English (Kayak.com), Alex Pachikov (Evernote) and
more. We interviewed over forty successful founders and researched countless
more traction stories -- pulling out the repeatable tactics and strategies they used
to get traction. "Many entrepreneurs who build great products simply don't have a
good distribution strategy." -- Mark Andreessen, venture capitalist Traction will
show you how some of the biggest internet companies have grown, and give you
the same tools and framework to get traction.

Learn all about implementing a good gamification design into your products,
workplace, and lifestyle Key Features Explore what makes a game fun and
engaging Gain insight into the Octalysis Framework and its applications Discover
the potential of the Core Drives of gamification through real-world scenarios Book
Description Effective gamification is a combination of game design, game
dynamics, user experience, and ROI-driving business implementations. This
book explores the interplay between these disciplines and captures the core

principles that contribute to a good gami}‘ggation design. The book starts with an
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overview of the Octalysis Framework and the 8 Core Drives that can be used to
build strategies around the various systems that make games engaging. As the
book progresses, each chapter delves deep into a Core Drive, explaining its
design and how it should be used. Finally, to apply all the concepts and
techniques that you learn throughout, the book contains a brief showcase of
using the Octalysis Framework to design a project experience from scratch. After
reading this book, you'll have the knowledge and skills to enable the widespread
adoption of good gamification and human-focused design in all types of
industries. What you will learn Discover ways to use gamification techniques in
real-world situations Design fun, engaging, and rewarding experiences with
Octalysis Understand what gamification means and how to categorize it
Leverage the power of different Core Drives in your applications Explore how Left
Brain and Right Brain Core Drives differ in motivation and design methodologies
Examine the fascinating intricacies of White Hat and Black Hat Core Drives Who
this book is for Anyone who wants to implement gamification principles and
techniques into their products, workplace, and lifestyle will find this book useful.
To stay competitive in today’s market, organizations need to adopt a culture of
customer-centric practices that focus on outcomes rather than outputs.

Companies that live and die by outputs 6c/):gen fall into the "build trap," cranking out
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features to meet their schedule rather than the customer’s needs. In this book,
Melissa Perri explains how laying the foundation for great product management
can help companies solve real customer problems while achieving business
goals. By understanding how to communicate and collaborate within a company
structure, you can create a product culture that benefits both the business and
the customer. You'll learn product management principles that can be applied to
any organization, big or small. In five parts, this book explores: Why
organizations ship features rather than cultivate the value those features
represent How to set up a product organization that scales How product strategy
connects a company’s vision and economic outcomes back to the product
activities How to identify and pursue the right opportunities for producing value
through an iterative product framework How to build a culture focused on
successful outcomes over outputs

Now available in paperback—with a new preface and interview with Jessica
Livingston about Y Combinator! Founders at Work: Stories of Startups' Early
Days is a collection of interviews with founders of famous technology companies
about what happened in the very earliest days. These people are celebrities now.
What was it like when they were just a couple friends with an idea? Founders like
Steve Wozniak (Apple), Caterina Fake (Flickr), Mitch Kapor (Lotus), Max Levchin
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(PayPal), and Sabeer Bhatia (Hotmail) tell you in their own words about their
surprising and often very funny discoveries as they learned how to build a
company. Where did they get the ideas that made them rich? How did they
convince investors to back them? What went wrong, and how did they recover?
Nearly all technical people have thought of one day starting or working for a
startup. For them, this book is the closest you can come to being a fly on the wall
at a successful startup, to learn how it's done. But ultimately these interviews are
required reading for anyone who wants to understand business, because
startups are business reduced to its essence. The reason their founders become
rich is that startups do what businesses do—create value—more intensively than
almost any other part of the economy. How? What are the secrets that make
successful startups so insanely productive? Read this book, and let the founders
themselves tell you.

Hooked:how to Build Habit-Forming ProductsPortfolio Canada

"Indistractable provides a framework that will deliver the focus you need to get
results." —James Clear, author of Atomic Habits "If you value your time, your
focus, or your relationships, this book is essential reading. I'm putting these ideas
into practice." —Jonathan Haidt, author of The Righteous Mind National Bestseller
Winner of the Outstanding Works of Literature (OWL) Award Included in the Top

Page 18/33



5 Best Personal Development Books of the Year by Audible Included in the Top
20 Best Business and Leadership Books of the Year by Amazon Featured in The
Amazon Book Review Newsletter, January 2020 Goodreads Best Science &
Technology of 2019 Finalist You sit down at your desk to work on an important
project, but a notification on your phone interrupts your morning. Later, as you're
about to get back to work, a colleague taps you on the shoulder to chat. At home,
screens get in the way of quality time with your family. Another day goes by, and
once again, your most important personal and professional goals are put on hold.
What would be possible if you followed through on your best intentions? What
could you accomplish if you could stay focused? What if you had the power to
become "indistractable?" International bestselling author, former Stanford
lecturer, and behavioral design expert, Nir Eyal, wrote Silicon Valley's handbook
for making technology habit-forming. Five years after publishing Hooked, Eyal
reveals distraction's Achilles' heel in his groundbreaking new book. In
Indistractable, Eyal reveals the hidden psychology driving us to distraction. He
describes why solving the problem is not as simple as swearing off our devices:
Abstinence is impractical and often makes us want more. Eyal lays bare the
secret of finally doing what you say you will do with a four-step, research-backed

model. Indistractable reveals the key t0933etting the best out of technology,
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without letting it get the best of us. Inside, Eyal overturns conventional wisdom
and reveals: « Why distraction at work is a symptom of a dysfunctional company
culture—and how to fix it « What really drives human behavior and why "time
management is pain management" « Why your relationships (and your sex life)
depend on you becoming indistractable « How to raise indistractable children in
an increasingly distracting world Empowering and optimistic, Indistractable
provides practical, novel techniques to control your time and attention—helping
you live the life you really want.

The definitive playbook by the pioneers of Growth Hacking, one of the hottest business
methodologies in Silicon Valley and beyond. It seems hard to believe today, but there
was a time when Airbnb was the best-kept secret of travel hackers and couch surfers,
Pinterest was a niche web site frequented only by bakers and crafters, LinkedIn was an
exclusive network for C-suite executives and top-level recruiters, Facebook was
MySpace’s sorry step-brother, and Uber was a scrappy upstart that didn’t stand a
chance against the Goliath that was New York City Yellow Cabs. So how did these
companies grow from these humble beginnings into the powerhouses they are today?
Contrary to popular belief, they didn’'t explode to massive worldwide popularity simply
by building a great product then crossing their fingers and hoping it would catch on.
There was a studied, carefully implemented methodology behind these companies’
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extraordinary rise. That methodology is called Growth Hacking, and it's practitioners
include not just today’s hottest start-ups, but also companies like IBM, Walmart, and
Microsoft as well as the millions of entrepreneurs, marketers, managers and executives
who make up the community of Growth Hackers. Think of the Growth Hacking
methodology as doing for market-share growth what Lean Start-Up did for product
development, and Scrum did for productivity. It involves cross-functional teams and
rapid-tempo testing and iteration that focuses customers: attaining them, retaining
them, engaging them, and motivating them to come back and buy more. An accessible
and practical toolkit that teams and companies in all industries can use to increase their
customer base and market share, this book walks readers through the process of
creating and executing their own custom-made growth hacking strategy. It is a must
read for any marketer, entrepreneur, innovator or manger looking to replace wasteful
big bets and "spaghetti-on-the-wall" approaches with more consistent, replicable, cost-
effective, and data-driven results.
Everything you need to know to be a Modern CTO. Developers are not CTOs, but
developers can learn how to be CTOs. In Modern CTO, Joel Beasely provides readers
with an in-depth road map on how to successfully navigate the unexplored and jagged
transition between these two roles. Drawing from personal experience, Joel gives a
refreshing take on the challenges, lessons, and things to avoid on this journey. Readers
will learn how Modern CTOs: Manage deadlines Speak up Know when to abandon ship
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and build a better one Deal with poor code Avoid getting lost in the product and know
what UX mistakes to watch out for Manage people and create momentum ... plus much
more Modern CTO is the ultimate guidebook on how to kick start your career and go
from developer to CTO.
Voice user interfaces (VUIs) are becoming all the rage today. But how do you build one
that people can actually converse with? Whether you're designing a mobile app, a toy,
or a device such as a home assistant, this practical book guides you through basic VUI
design principles, helps you choose the right speech recognition engine, and shows
you how to measure your VUI's performance and improve upon it. Author Cathy Pearl
also takes product managers, UX designers, and VUI designers into advanced design
topics that will help make your VUI not just functional, but great. Understand key VUI
design concepts, including command-and-control and conversational systems Decide if
you should use an avatar or other visual representation with your VUI Explore speech
recognition technology and its impact on your design Take your VUI above and beyond
the basic exchange of information Learn practical ways to test your VUI application with
users Monitor your app and learn how to quickly improve performance Get real-world
examples of VUIs for home assistants, smartwatches, and car systems
Mobile has now become such an integral part of how we live that, for many people,
losing a cell phone is like losing a limb. Everybody knows mobile is the future, and
every business wants in, but what are the elements of mobile success? SC Moatti, a
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Silicon Valley veteran who was an executive with Facebook, Trulia, and Nokia, gives
businesses and professionals simple ways to thrive in this modern day “gold rush.”
More than a book on technology, this is a book about human nature and what matters
most to us. Moatti shows that because mobile products have become extensions of
ourselves, we expect from them what we wish for ourselves: an attractive body, a
meaningful life, and a growing repertoire of skills. She has created an all-encompassing
formula that makes it easy for any business to develop a strategy for creating winning
mobile products. Her Body Rule dictates that mobile products must appeal to our sense
of beauty—but beauty in a mobile world is both similar to and different from what it
means offline. The Spirit Rule says mobile products must help us address our deepest
personal needs. And the Mind Rule explains that businesses that want to succeed in
mobile need to continually analyze the user experience so they can improve every
iteration of their products. Moatti includes case studies from mobile pioneers such as
Facebook, Uber, Tinder, WhatsApp, and more. The market is full of how-to books for
programming apps, but no works examine what is required for success in the mobile
era. Until now.
NEW YORK TIMES BESTSELLER - This instant classic explores how we can change
our lives by changing our habits. NAMED ONE OF THE BEST BOOKS OF THE YEAR
BY The Wall Street Journal « Financial Times In The Power of Habit, award-winning
business reporter Charles Duhigg takes us to the thrilling edge of scientific discoveries
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that explain why habits exist and how they can be changed. Distilling vast amounts of
information into engrossing narratives that take us from the boardrooms of Procter &
Gamble to the sidelines of the NFL to the front lines of the civil rights movement,
Duhigg presents a whole new understanding of human nature and its potential. At its
core, The Power of Habit contains an exhilarating argument: The key to exercising
regularly, losing weight, being more productive, and achieving success is
understanding how habits work. As Duhigg shows, by harnessing this new science, we
can transform our businesses, our communities, and our lives. With a new Afterword by
the author “Sharp, provocative, and useful.”"—Jim Collins “Few [books] become
essential manuals for business and living. The Power of Habit is an exception. Charles
Duhigg not only explains how habits are formed but how to kick bad ones and hang on
to the good.”—Financial Times “A flat-out great read.”—David Allen, bestselling author of
Getting Things Done: The Art of Stress-Free Productivity “You'll never look at yourself,
your organization, or your world quite the same way.”—Daniel H. Pink, bestselling
author of Drive and A Whole New Mind “Entertaining . . . enjoyable . . . fascinating . . .
a serious look at the science of habit formation and change.”—The New York Times
Book Review
Say you want to start going to the gym or practicing a musical instrument. How long
should it take before you stop having to force it and start doing it automatically? The
surprising answers are found in Making Habits, Breaking Habits, a psychologist's
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popular examination of one of the most powerful and under-appreciated processes in
the mind. Although people like to think that they are in control, much of human behavior
occurs without any decision-making or conscious thought. Drawing on hundreds of
fascinating studies, psychologist Jeremy Dean busts the myths to finally explain why
seemingly easy habits, like eating an apple a day, can be surprisingly difficult to form,
and how to take charge of your brain's natural "autopilot” to make any change stick.
Witty and intriguing, Making Habits, Breaking Habits shows how behavior is more than
just a product of what you think. It is possible to bend your habits to your will -- and be
happier, more creative, and more productive.
The #1 New York Times bestseller. Over 3 million copies sold! Tiny Changes,
Remarkable Results No matter your goals, Atomic Habits offers a proven framework for
improving--every day. James Clear, one of the world's leading experts on habit
formation, reveals practical strategies that will teach you exactly how to form good
habits, break bad ones, and master the tiny behaviors that lead to remarkable results. If
you're having trouble changing your habits, the problem isn't you. The problem is your
system. Bad habits repeat themselves again and again not because you don't want to
change, but because you have the wrong system for change. You do not rise to the
level of your goals. You fall to the level of your systems. Here, you'll get a proven
system that can take you to new heights. Clear is known for his ability to distill complex
topics into simple behaviors that can be easily applied to daily life and work. Here, he
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draws on the most proven ideas from biology, psychology, and neuroscience to create
an easy-to-understand guide for making good habits inevitable and bad habits
impossible. Along the way, readers will be inspired and entertained with true stories
from Olympic gold medalists, award-winning artists, business leaders, life-saving
physicians, and star comedians who have used the science of small habits to master
their craft and vault to the top of their field. Learn how to: « make time for new habits
(even when life gets crazy); » overcome a lack of motivation and willpower; ¢ design
your environment to make success easier; ¢ get back on track when you fall off course;
...and much more. Atomic Habits will reshape the way you think about progress and
success, and give you the tools and strategies you need to transform your
habits--whether you are a team looking to win a championship, an organization hoping
to redefine an industry, or simply an individual who wishes to quit smoking, lose weight,
reduce stress, or achieve any other goal.
The identified lives effect describes the fact that people demonstrate a stronger
inclination to assist persons and groups identified as at high risk of great harm than
those who will or already suffer similar harm, but endure unidentified. As a result of this
effect, we allocate resources reactively rather than proactively, prioritizing treatment
over prevention. For example, during the August 2010 gold mine cave-in in Chile,
where ten to twenty million dollars was spent by the Chilean government to rescue the
33 miners trapped underground. Rather than address the many, more cost effective
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mine safety measures that should have been implemented, the Chilean government
and international donors concentrated efforts in large-scale missions that concerned
only the specific group. Such bias as illustrated through this incident raises practical
and ethical questions that extend to almost every aspect of human life and politics.
What can social and cognitive sciences teach us about the origin and triggers of the
effect? Philosophically and ethically, is the effect a "bias" to be eliminated or is it
morally justified? What implications does the effect have for health care, law, the
environment and other practice domains? This volume is the first to take an
interdisciplinary approach toward answering this issue of identified versus statistical
lives by considering a variety of perspectives from psychology, public health, law,
ethics, and public policy.
What is it about the top tech product companies such as Amazon, Apple, Google,
Netflix and Tesla that enables their record of consistent innovation? Most people think
it's because these companies are somehow able to find and attract a level of talent that
makes this innovation possible. But the real advantage these companies have is not so
much who they hire, but rather how they enable their people to work together to solve
hard problems and create extraordinary products. As legendary Silicon Valley
coach--and coach to the founders of several of today’s leading tech companies--Bill
Campbell said, “Leadership is about recognizing that there's a greatness in everyone,
and your job is to create an environment where that greatness can emerge.” The goal
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of EMPOWERED is to provide you, as a leader of product management, product
design, or engineering, with everything you’ll need to create just such an environment.
As partners at The Silicon Valley Product Group, Marty Cagan and Chris Jones have
long worked to reveal the best practices of the most consistently innovative companies
in the world. A natural companion to the bestseller INSPIRED, EMPOWERED tackles
head-on the reason why most companies fail to truly leverage the potential of their
people to innovate: product leadership. The book covers: what it means to be an
empowered product team, and how this is different from the “feature teams” used by
most companies to build technology products recruiting and coaching the members of
product teams, first to competence, and then to reach their potential creating an
inspiring product vision along with an insights-driven product strategy translating that
strategy into action by empowering teams with specific objectives—problems to
solve—rather than features to build redefining the relationship of the product teams to
the rest of the company detailing the changes necessary to effectively and successfully
transform your organization to truly empowered product teams EMPOWERED puts
decades of lessons learned from the best leaders of the top technology companies in
your hand as a guide. It shows you how to become the leader your team and company
needs to not only survive but thrive.
The missing manual on how to apply Lean Startup to build products that customers love
The Lean Product Playbook is a practical guide to building products that customers
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love. Whether you work at a startup or a large, established company, we all know that
building great products is hard. Most new products fail. This book helps improve your
chances of building successful products through clear, step-by-step guidance and
advice. The Lean Startup movement has contributed new and valuable ideas about
product development and has generated lots of excitement. However, many companies
have yet to successfully adopt Lean thinking. Despite their enthusiasm and familiarity
with the high-level concepts, many teams run into challenges trying to adopt Lean
because they feel like they lack specific guidance on what exactly they should be doing.
If you are interested in Lean Startup principles and want to apply them to develop
winning products, this book is for you. This book describes the Lean Product Process: a
repeatable, easy-to-follow methodology for iterating your way to product-market fit. It
walks you through how to: Determine your target customers ldentify underserved
customer needs Create a winning product strategy Decide on your Minimum Viable
Product (MVP) Design your MVP prototype Test your MVP with customers Iterate
rapidly to achieve product-market fit This book was written by entrepreneur and Lean
product expert Dan Olsen whose experience spans product management, UX design,
coding, analytics, and marketing across a variety of products. As a hands-on
consultant, he refined and applied the advice in this book as he helped many
companies improve their product process and build great products. His clients include
Facebook, Box, Hightail, Epocrates, and Medallia. Entrepreneurs, executives, product
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managers, designers, developers, marketers, analysts and anyone who is passionate
about building great products will find The Lean Product Playbook an indispensable,
hands-on resource.
From three design partners at Google Ventures, a unique five-day process--called the
sprint--for solving tough problems using design, prototyping, and testing ideas with
customers.
NEW YORK TIMES BESTSELLER. A habit expert from Stanford University shares his
breakthrough method for building habits quickly and easily. With Tiny Habits you'll
Increase productivity by tapping into positive emotions to create a happier and healthier
life. Dr. Fogg's new and extremely practical method picks up where Atomic Habits left
off. “There are many great books on the topic [of habits]: The Power of Habit, Atomic
Habits, but this offers the most comprehensive, practical, simple, and compassionate
method I've ever come across.” ??—?7? John Stepper, Goodreads user BJ FOGG is
here to change your life??—??and revolutionize how we think about human behavior.
Based on twenty years of research and Fogg’s experience coaching more than 40,000
people, Tiny Habits cracks the code of habit formation. With breakthrough discoveries
in every chapter, you'll learn the simplest proven ways to transform your life. Fogg
shows you how to feel good about your successes instead of bad about your failures.
This proven, step-by-step guide will help you design habits and make them stick
through positive emotion and celebrating small successes. Whether you want to lose
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weight, de-stress, sleep better, or be more productive each day, Tiny Habits makes it
easy to achieve??—??by starting small.
Even the smartest among us can feel inept as we fail to figure out which light switch or
oven burner to turn on, or whether to push, pull, or slide a door. The fault, argues this
ingenious—even liberating—book, lies not in ourselves, but in product design that ignores
the needs of users and the principles of cognitive psychology. The problems range from
ambiguous and hidden controls to arbitrary relationships between controls and
functions, coupled with a lack of feedback or other assistance and unreasonable
demands on memorization. The Design of Everyday Things shows that good, usable
design is possible. The rules are simple: make things visible, exploit natural
relationships that couple function and control, and make intelligent use of constraints.
The goal: guide the user effortlessly to the right action on the right control at the right
time. In this entertaining and insightful analysis, cognitive scientist Don Norman hails
excellence of design as the most important key to regaining the competitive edge in
influencing consumer behavior. Now fully expanded and updated, with a new
introduction by the author, The Design of Everyday Things is a powerful primer on
how—and why—some products satisfy customers while others only frustrate them.
As legions of businesses scramble to set up virtual-shop, we face an unprecedented
level of competition to win over and keep new customers online. At the forefront of this
battleground is your ability to connect with your customers, nurture your relationships
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and understand the psychology behind what makes them click. In this book The Web
Psychologist, Nathalie Nahai, expertly draws from the worlds of psychology,
neuroscience and behavioural economics to bring you the latest developments, cutting
edge techniques and fascinating insights that will lead to online success. Webs of
Influence delivers the tools you need to develop a compelling, influential and profitable
online strategy which will catapult your business to the next level — with dazzling results.
How do successful companies create products people can't put down? Why do some
products capture widespread attention while others flop? What makes us engage with
certain products out of sheer habit? Is there a pattern underlying how technologies
hook us? Nir Eyal answers these questions (and many more) by explaining the "Hook
Model" -- a four steps process embedded into the products of many successful
companies to subtly encourage customer behavior. Through consecutive "hook cycles,
these products reach their ultimate goal of bringing users back over and over again,
without depending on costly advertising or aggressive messaging. Hooked is based on
Eyal's years of research, consulting, and practical experience. He wrote the book he
wished had been available to him as a startup founder - not abstract theory, but a how-
to guide for building better products. Hooked is written for product managers,
designers, marketers, startup founders, and anyone who seeks to understand how
products influence our behavior. Eyal provides readers with: Practical insights to create
user habits that stick. Actionable steps for building products people love. Fascinating
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examples from the iPhone to Twitter, Pinterest to the Bible App, and many other habit-
forming products.
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