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Lean Customer Development
The bestselling classic that launched 10,000 startups and new corporate
ventures - The Four Steps to the Epiphany is one of the most influential and
practical business books of all time. The Four Steps to the Epiphany launched
the Lean Startup approach to new ventures. It was the first book to offer that
startups are not smaller versions of large companies and that new ventures are
different than existing ones. Startups search for business models while existing
companies execute them. The book offers the practical and proven four-step
Customer Development process for search and offers insight into what makes
some startups successful and leaves others selling off their furniture. Rather than
blindly execute a plan, The Four Steps helps uncover flaws in product and
business plans and correct them before they become costly. Rapid iteration,
customer feedback, testing your assumptions are all explained in this book.
Packed with concrete examples of what to do, how to do it and when to do it, the
book will leave you with new skills to organize sales, marketing and your
business for success. If your organization is starting a new venture, and you're
thinking how to successfully organize sales, marketing and business
development you need The Four Steps to the Epiphany. Essential reading for
anyone starting something new. The Four Steps to the Epiphany was originally
published by K&S Ranch Publishing Inc. and is now available from Wiley. The
cover, design, and content are the same as the prior release and should not be
considered a new or updated product.
« 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 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 first
couple of pages! » - Ben Sardella, Co-Founder, Datanyze ????? 86% of Readers
Rated it 5-Stars ????? « Treat this book like a map to show you where you are
and a compass to show you the direction. I wish I could have read it 2 or 3 years
ago. » – Jonathan Gebauer, Founder, exploreB2B « Lean B2B is filled with rockPage 1/13
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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. I was really impressed with the overall
depth and advice presented. » - AJ, B2B Entrepreneur « The book I read of which
I 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
More than 100,000 entrepreneurs rely on this book for detailed, step-by-step
instructions on building successful, scalable, profitable startups. The National
Science Foundation pays hundreds of startup teams each year to follow the
process outlined in the book, and it's taught at Stanford, Berkeley, Columbia and
more than 100 other leading universities worldwide. Why? The Startup Owner's
Manual guides you, step-by-step, as you put the Customer Development process
to work. This method was created by renowned Silicon Valley startup expert
Steve Blank, co-creator with Eric Ries of the "Lean Startup" movement and
tested and refined by him for more than a decade. This 608-page how-to guide
includes over 100 charts, graphs, and diagrams, plus 77 valuable checklists that
guide you as you drive your company toward profitability. It will help you: • Avoid
the 9 deadly sins that destroy startups' chances for success • Use the Customer
Development method to bring your business idea to life • Incorporate the
Business Model Canvas as the organizing principle for startup hypotheses •
Identify your customers and determine how to "get, keep and grow" customers
profitably • Compute how you'll drive your startup to repeatable, scalable profits.
The Startup Owner's Manual was originally published by K&S Ranch Publishing
Inc. and is now available from Wiley. The cover, design, and content are the
same as the prior release and should not be considered a new or updated
product.
"Scaling Lean offers an invaluable blueprint for modeling startup success. You'll
learn the essential metrics that measure the output of a working business model,
give you the pulse of your company, communicate its health to investors, and
enable you to make precise interventions when things go wrong, "--Amazon.com.
Describes ways to incorporate domain modeling into software development.
* Our summary is short, simple and pragmatic. It allows you to have the essential
ideas of a big book in less than 30 minutes. By reading this summary, you will
discover the secrets of customer development. You will also discover that : taking
a close interest in your customers' needs is essential to success; simple
processes can provide valuable information; you must know how to challenge
your preconceived ideas, which will be validated or invalidated by interviews with
potential customers; the most important thing is not the features that customers
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may ask for, but their usual behaviors and the problems they encounter.
Companies often have a false or incomplete idea of their customers' needs,
which can lead them to make mistakes with serious consequences. This can lead
them to make mistakes with serious consequences. They rely too much on
preconceived ideas and do not always know how to consult their customers. Very
simple processes can enable them to gather crucial information. Based on the
principles of Lean management, this book proposes a concrete method to
conduct interviews and draw the lessons necessary for the success of your
company. Adapted to all types of companies, it will give you the keys to customerdriven development. *Buy now the summary of this book for the modest price of a
cup of coffee!
p>Great user experiences (UX) are essential for products today, but designing
one can be a lengthy and expensive process. With this practical, hands-on book,
you’ll learn how to do it faster and smarter using Lean UX techniques. UX expert
Laura Klein shows you what it takes to gather valuable input from customers,
build something they’ll truly love, and reduce the time it takes to get your product
to market. No prior experience in UX or design is necessary to get started. If
you’re an entrepreneur or an innovator, this book puts you right to work with
proven tips and tools for researching, identifying, and designing an intuitive, easyto-use product. Determine whether people will buy your product before you build
it Listen to your customers throughout the product’s lifecycle Understand why
you should design a test before you design a product Get nine tools that are
critical to designing your product Discern the difference between necessary
features and nice-to-haves Learn how a Minimum Viable Product affects your UX
decisions Use A/B testing in conjunction with good UX practices Speed up your
product development process without sacrificing quality
Lean Process Creation teaches the specific frames—the 6CON model—to look
through to properly design any new process while optimizing the value-creating
resources. The framing is applicable to create any process that involves people,
technology, or equipment—whether the application is in manufacturing,
healthcare, services, retail, or other industries. If you have a process, this
approach will help. The result is 30% to 50% improvement in first-time quality,
customer lead time, capital efficiency, labor productivity, and floorspace that
could add up to millions of dollars saved per year. More important, it will increase
both employee and customer satisfaction. The book details a case study from a
manufacturing standpoint, starting with a tangible example to reinforce the 6CON
model. This is the first book written from this viewpoint—connecting a realistic
transformation with the detailed technical challenges, as well as the engagement
of the stakeholders, each with their own bias. Key points and must-do actions are
sprinkled throughout the case study to reinforce learning from the specific to the
general. In this study, an empowered working team is charged with developing a
new production line for a critical new product. As the story unfolds, they create an
improved process that saves $5.6 million (10x payback on upfront resource
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investment) over the short life cycle of the product, as well as other measurable
benefits in quality, ergonomics, and delivery. To an even greater benefit, they
establish a new way of working that can be applied to all future process creation
activities. Some organizations have tried their version of Lean process design
following a formula or cookie-cutter approach. But true Lean process design goes
well beyond forcing concepts and slogans into every situation. It is purposeful,
scientific, and adaptable because every situation starts with a unique current
state. In addition, Lean process design must include both the technical and social
aspects, as they are essential to sustaining and improving any system.
Observing the recurring problem of reworking processes that were newly
launched brought the authors to the conclusion that a practical book focused on
introducing the critical frames of Lean process creation was needed. This book
enables readers to consider the details within each frame that must be addressed
to create a Lean process. No slogans, no absolutes. Real thinking is required.
This type of thinking is best learned from an example, so the authors provide this
case study to demonstrate the thinking that should be applied to any process.
High volume or low, simple or complex mix, manufacturing or
service/transactional—the framing and thinking works. Along with the thinking,
readers are enabled to derive their own future states. This is demonstrated in the
story that surrounds the case study.
Offers a systematic approach to product/market fit, discussing customer involvment, optimal
time to obtain funding, and when to change the plan.
You are not a Visionary… yet. The Lean Entrepreneur shows you how to become one. Most of
us believe entrepreneurial visionaries are born, not made. Our media glorify business outliers
like Bezos, Branson, Gates, and Jobs as heroes with X-ray vision who can look to the future,
see clearly what will be, imagine a fully formed product or experience and then, simply make
the vision real. Many in our entrepreneur community still believe that to be visionary, we must
merely execute on a seemingly good idea and ignore all doubt. With this mindset, companies
build doomed products in a vacuum; enterprises make ill-fated innovation investment
decisions; and employees and shareholders come along for an uncomfortable ride. Falling
prey to the Myth of the Visionary confuses talented entrepreneurs, product managers,
innovators and investors. It leads us to heartbreaking, costly and preventable failures in new
product and venture development. The Lean Entrepreneur moves us beyond this myth. It
combines powerful customer insight, rapid experimentation and easily actionable data from the
Lean Startup methodology to empower individuals, companies, and entire teams to evolve
their vision, solve problems, and create value at the speed of the Internet. Anyone can be
visionary. The Lean Entrepreneur shows you how to: Apply actionable tips, tricks and hacks
from successful lean entrepreneurs. Leverage the Innovation Spectrum to disrupt existing
markets and create new ones. Drive strategies for efficient market testing with Minimal Viable
Products. Engage customers with Viability Testing and radically reduce time and budget for
product development. Rapidly create cross-functional innovation teams that devour roadblocks
and set new benchmarks. Bring your organization critical focus on the power of loyal
customers and valuable products you can build to serve them. Leverage instructive tools, skillbuilding exercises, and worksheets along with bonus online videos.
The must-read summary of Cindy Alvarez's book: "Lean Customer Development: Building
Products Your Customers Will Buy". This complete summary of the ideas from Cindy Alvarez's
book "Lean Customer Development" demonstrates how traditional companies develop a new
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product and then look for ways to market it. According to Alvarez, a better approach is ‘Lean
Customer Development’, which identifies a customer need and then creates a product to
satisfy it. From talking to real customers about their product needs to analysing their answers
and deciding what to build, this summary will take you through each step of the process.
Added-value of this summary: • Save time • Understand the needs of your customers • Create
products that your customers will pay for To learn more, read “Lean Customer Development”
and get to know your customers’ needs and develop products to satisfy them!
For years, the lean startup has been revolutionizing both new and established businesses. In
this eye-opening book, serial social entrepreneur Michel Gelobter shows how it can do the
same for nonprofits. Traditionally, whether creating a new business or a new program,
entrepreneurs in all sectors develop a plan, find money to fund it, and pursue it to its
conclusion. The problem is, over time conditions can change drastically—but you're locked into
your plan. The lean startup is all about agility and flexibility. Its mantra is “build, measure,
learn”: create small experimental initiatives, quickly get real-world feedback on them, and use
that data to expand what works and discard what doesn't. Using dozens of social sector
examples, Gelobter walks you through the process. The standard approach wastes time and
money. The lean startup will help your organization vastly increase the good it does.
Every day, thousands of passionate developers come up with new startup ideas but lack the
branding know-how to make them thrive. If you count yourself among them, Lean Branding is
here to help. This practical toolkit helps you build your own robust, dynamic brands that
generate conversion. You’ll find over 100 DIY branding tactics and inspiring case studies, and
step-by-step instructions for building and measuring 25 essential brand strategy ingredients,
from logo design to demo-day pitches, using The Lean Startup methodology’s Build-MeasureLearn loop. Learn exactly what a brand is—and what it isn’t Build a minimal set of brand
ingredients that are viable in the marketplace: brand story, brand symbols, and brand strategy
Measure your brand ingredients by using meaningful metrics to see if they meet your
conversion goals Pivot your brand ingredients in new directions based on what you’ve
learned—by optimizing rather than trashing Focus specifically on brand story, symbols, or
strategy by following the Build-Measure-Learn chapters that apply
"The Lean Entrepreneur" banishes the "Myth of the Visionary" and shows you how you can
implement proven, actionable techniques to create products and disrupt existing markets on
your way to entrepreneurial success. This guide combines the concepts of customer insight,
rapid experimentation, and actionable data from the Lean Startup methodology to allow
individuals, teams, or even entire companies to solve problems, create value, and ramp up
their vision quickly and efficiently.
As companies evolve to adopt, integrate, and leverage software as the defining element of
their success in the 21st century, a rash of processes and methodologies are vying for their
product teams' attention. In the worst of cases, each discipline on these teams -- product
management, design, and software engineering -- learns a different model. This short, tactical
book reconciles the perceived differences in Lean Startup, Design Thinking, and Agile software
development by focusing not on rituals and practices but on the values that underpin all three
methods. Written by Jeff Gothelf, the co-author of the award-winning Lean UX and Sense &
Respond, the tactics in this book draw on Jeff's years of practice as a team leader and coach
in companies ranging from small high-growth startups to large enterprises. Whether you're a
product manager, software engineer, designer, or team leader, you'll find practical tools in this
book immediately applicable to your team's daily methods.
Companies from startups to corporate giants face massive amounts of disruption today. Now
more than ever, organizations need nimble and responsive leaders who know how to exploit
the opportunities that change brings. In this insightful book, Jean Dahl, a senior executive and
expert in the Lean mindset and its methods, demonstrates why you need to embrace Modern
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Lean principles and thinking to redefine leadership in this age of digital disruption in order to
continuously evolve the Lean enterprise. Drawing on nearly three decades of corporate and
consulting experience, Ms. Dahl lays out a new holistic framework for developing Modern Lean
leaders. Through personal experiences and compellingreal-world case studies, she explains
specific steps necessary for you and your company to proactively understand and respond to
change. Understand the leadership challenges Lean leaders face in our 21st century global
economy Explore the six dimensions of the Modern Lean Framework™ Learn and apply the
nine steps necessary to become a Lean leader Use Modern Lean methods to build a culture of
continuous learning that can be sustained and maintained within your organization Seize
competitive advantage by embracing Modern Lean to tbuild an enterprise that understands
how to respond to disruption

It’s easier than ever to build a new product. But developing a great product that
people actually want to buy and use is another story. Build Better Products is a
hands-on, step-by-step guide that helps teams incorporate strategy, empathy,
design, and analytics into their development process. You’ll learn to develop
products and features that improve your business’s bottom line while
dramatically improving customer experience.
thimblesofplenty is a group of friends who also happen to be business people
and avid readers. We wanted to keep up with the latest business books but found
that time was a factor. So we divided out the work and each of us took a book
and summarised it for the others. We though it might be a great idea to share
these summaries with you. For a small price and a 3 minute time investment, our
summary gives you some of the wisdom from the book, some food for thought
and hopefully the impetus to make some time to read the whole book!
How do you develop products that people will actually use and buy? This
practical guide shows you how to validate product and company ideas through
customer development research—before you waste months and millions on a
product or service that no one needs or wants. With a combination of openended interviewing and fast and flexible research techniques, you’ll learn how
your prospective customers behave, the problems they need to solve, and what
frustrates and delights them. These insights may shake your assumptions, but
they’ll help you reach the "ah-ha!" moments that inspire truly great products.
Validate or invalidate your hypothesis by talking to the right people Learn how to
conduct successful customer interviews play-by-play Detect a customer’s
behaviors, pain points, and constraints Turn interview insights into Minimum
Viable Products to validate what customers will use and buy Adapt customer
development strategies for large companies, conservative industries, and existing
products
What company doesn’t want energized workers, delighted customers, genuine
efficiency, and breakthrough innovation? The Lean Mindset shows how lean
companies really work–and how a lean mindset is the key to creating stunning
products and delivering amazing services. Through cutting-edge research and
case studies from leading organizations, including Spotify, Ericsson, Intuit, GE
Healthcare, Pixar, CareerBuilder, and Intel, you’ll discover proven patterns for
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developing that mindset. You’ll see how to cultivate product teams that act like
successful startups, create the kind of efficiency that attracts customers, and
leverage the talents of bright, creative people. The Poppendiecks weave lean
principles throughout this book, just as those principles must be woven
throughout the fabric of your truly lean organization. Learn How To Start with an
inspiring purpose, and overcome the curse of short-term thinking Energize teams
by providing well-framed challenges, larger purposes, and a direct line of sight
between their work and the achievement of those purposes Delight customers by
gaining unprecedented insight into their real needs, and building products and
services that fully anticipate those needs Achieve authentic, sustainable
efficiency without layoffs, rock-bottom cost focus, or totalitarian work systems
Develop breakthrough innovations by moving beyond predictability to
experimentation, beyond globalization to decentralization, beyond productivity to
impact Lean approaches to software development have moved from novelty to
widespread use, in large part due to the principles taught by Mary and Tom
Poppendieck in their pioneering books. Now, in The Lean Mindset, the
Poppendiecks take the next step, looking at a company where multidiscipline
teams are expected to ask the right questions, solve the right problems, and
deliver solutions that customers love.
24 Steps to Success! Disciplined Entrepreneurship will change the way you think
about starting a company. Many believe that entrepreneurship cannot be taught,
but great entrepreneurs aren’t born with something special – they simply make
great products. This book will show you how to create a successful startup
through developing an innovative product. It breaks down the necessary
processes into an integrated, comprehensive, and proven 24-step framework that
any industrious person can learn and apply. You will learn: Why the “F” word –
focus – is crucial to a startup’s success Common obstacles that entrepreneurs
face – and how to overcome them How to use innovation to stand out in the
crowd – it’s not just about technology Whether you’re a first-time or repeat
entrepreneur, Disciplined Entrepreneurship gives you the tools you need to
improve your odds of making a product people want. Author Bill Aulet is the
managing director of the Martin Trust Center for MIT Entrepreneurship as well as
a senior lecturer at the MIT Sloan School of Management. For more please visit
http://disciplinedentrepreneurship.com/
Talking to Humans is a practical guide to the qualitative side of customer
development, an indispensable skill for vetting and improving any new startup or
innovation. This book will teach you how to structure and run effective customer
interviews, find candidates, and turn learnings into action.
The Mom Test is a quick, practical guide that will save you time, money, and
heartbreak. They say you shouldn't ask your mom whether your business is a
good idea, because she loves you and will lie to you. This is technically true, but
it misses the point. You shouldn't ask anyone if your business is a good idea. It's
a bad question and everyone will lie to you at least a little . As a matter of fact, it's
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not their responsibility to tell you the truth. It's your responsibility to find it and it's
worth doing right . Talking to customers is one of the foundational skills of both
Customer Development and Lean Startup. We all know we're supposed to do it,
but nobody seems willing to admit that it's easy to screw up and hard to do right.
This book is going to show you how customer conversations go wrong and how
you can do better.
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 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 Identify 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 productmarket 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 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.
Accelerated Strategy Development and Execution The company of today has its supply
chains and finances stretched further around the globe than ever before while
simultaneously having increasing pressures to drive value across a complicated and
fluid set of metrics and deliver innovations, products, and services more quickly and
reliably. The competitive advantage belongs to the companies that can quicken their
vision-building and strategy-execution efforts—the ones that can identify challenges
more swiftly and accelerate their decision making so they are better able to formulate
and deploy responses decisively yet with greater agility. To successfully accomplish
this, companies will have to prioritize creating a culture of leadership that strengthens
communication skills and emphasizes systems thinking by building capacity and
capability that cuts across the business smokestacks and permeates the entire
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organization. In State of Readiness, Joseph F. Paris Jr. shares over thirty years of
international business and operations experience and guides C-suite executives and
business-operations and -improvement specialists on a path toward operational
excellence, the organizational capability and situational awareness that is attained as
the enterprise reaches a state of alignment for pursuing its strategies. In doing so,
create a corporate culture that is committed to the continuous and deliberate
improvement of company performance and the circumstances of those who work
there—a precursor to becoming a high-performance organization.
Offers six sample business models and thirty case studies to help build and monetize a
business.
Why do most new businesses fail, yet a few entrepreneurs have a habit of winning over
and over again? The shocking discovery of years of research and trial is that most
startups fail by doing the "right things," but doing them out of order. In other words,
human nature combined with our entrepreneurial drive puts us on autopilot to become
part of the 70% to 90% of ventures that fail. From Thomas Edison to Steve Jobs, the
Nail It Then Scale It method is based on pattern recognition of the timeless principles
and key practices used by successful entrepreneurs to repeatedly innovate.
The authors of the international bestseller Business Model Generation explain how to
create value propositions customers can’t resist Value Proposition Design helps you
tackle the core challenge of every business — creating compelling products and services
customers want to buy. This highly practical book, paired with its online companion, will
teach you the processes and tools you need to create products that sell. Using the
same stunning visual format as the authors’ global bestseller, Business Model
Generation, this sequel explains how to use the “Value Proposition Canvas” to design,
test, create, and manage products and services customers actually want. Value
Proposition Design is for anyone who has been frustrated by new product meetings
based on hunches and intuitions; it’s for anyone who has watched an expensive new
product launch fail in the market. The book will help you understand the patterns of
great value propositions, get closer to customers, and avoid wasting time with ideas
that won’t work. You’ll learn the simple process of designing and testing value
propositions, that perfectly match customers’ needs and desires. In addition the book
gives you exclusive access to an online companion on Strategyzer.com. You will be
able to assess your work, learn from peers, and download pdfs, checklists, and more.
Value Proposition Design is an essential companion to the ”Business Model Canvas”
from Business Model Generation, a tool embraced globally by startups and large
corporations such as MasterCard, 3M, Coca Cola, GE, Fujitsu, LEGO, ColgatePalmolive, and many more. Value Proposition Design gives you a proven methodology
for success, with value propositions that sell, embedded in profitable business models."
The bestselling classic that launched 10,000 startups and new corporate ventures - The
Four Steps to the Epiphany is one of the most influential and practical business books
of all time. The Four Steps to the Epiphany launched the Lean Startup approach to new
ventures. It was the first book to offer that startups are not smaller versions of large
companies and that new ventures are different than existing ones. Startups search for
business models while existing companies execute them. The book offers the practical
and proven four-step Customer Development process for search and offers insight into
what makes some startups successful and leaves others selling off their furniture.
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Rather than blindly execute a plan, The Four Steps helps uncover flaws in product and
business plans and correct them before they become costly. Rapid iteration, customer
feedback, testing your assumptions are all explained in this book. Packed with concrete
examples of what to do, how to do it and when to do it, the book will leave you with new
skills to organize sales, marketing and your business for success. If your organization is
starting a new venture, and you're thinking how to successfully organize sales,
marketing and business development you need The Four Steps to the Epiphany.
Essential reading for anyone starting something new.
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
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.
Despite the wide acceptance of Lean approaches and customer-development
strategies, many product teams still have difficulty putting these principles into
meaningful action. That’s where The Customer-Driven Playbook comes in. This
practical guide provides a complete end-to-end process that will help you understand
customers, identify their problems, conceptualize new ideas, and create fantastic
products they’ll love. To build successful products, you need to continually test your
assumptions about your customers and the products you build. This book shows team
leads, researchers, designers, and managers how to use the Hypothesis Progression
Framework (HPF) to formulate, experiment with, and make sense of critical customer
and product assumptions at every stage. With helpful tips, real-world examples, and
complete guides, you’ll quickly learn how to turn Lean theory into action. Collect and
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formulate your assumptions into hypotheses that can be tested to unlock meaningful
insights Conduct experiments to create a continual cadence of learning Derive patterns
and meaning from the feedback you’ve collected from customers Improve your
confidence when making strategic business and product decisions Track the
progression of your assumptions, hypotheses, early ideas, concepts, and product
features with step-by-step playbooks Improve customer satisfaction by creating a
consistent feedback loop
Despite enormous investments of time and money, are we making a dent on the social
and environmental challenges of our time? What if we could exponentially increase our
impact? Around the world, a new generation is looking beyond greater profits, for
meaningful purpose. But, unlike business, few social interventions have achieved
significant impact at scale. Inspired by the modern innovation practices, popularized by
bestseller The Lean Startup, that have fueled technology breakthroughs touching every
aspect of our lives, Lean Impact turns our attention to a new goal - radically greater
social good. Social change is far more complicated than building a new app. It requires
more listening, more care, and more stakeholders. To make a lasting difference,
solutions must be embraced by beneficiaries, address root causes, and include an
engine that can accelerate growth to reach the scale of the need. Lean Impact offers
bold ideas to reach audacious goals through customer insight, rapid experimentation
and iteration, and a relentless pursuit of impact. Ann Mei Chang brings a unique
perspective from across sectors, from her years as a tech executive in Silicon Valley to
her most recent experience as the Chief Innovation Officer at USAID. She vividly
illustrates the book with real stories from interviews with over 200 organizations across
the US and around the world. Whether you are a nonprofit, social enterprise, triple
bottom line company, foundation, government agency, philanthropist, impact investor,
or simply donate your time and money, Lean Impact is an essential guide to maximizing
social impact and scale.

Goodbye, old-school branding. Hello, innovation. As much as traditional branding
may flinch at the idea, the great brands emerging today are no longer being
developed by a “brand genius” on the 40th floor of a Madison Avenue high rise.
Today, great brand development isn’t about genius, it’s about the discovery of
value. The Lean Brand is the first book to apply lean principles to the marketing
black box of branding empowering innovators to experiment often, iterate quickly,
and discover the winning relationship with their audience. Just as with “lean
startup,” where you are attempting to eliminate the waste in building products no
one wants, “lean branding” is about eliminating the waste of building a brand no
one wants a relationship with. The cost of failing to innovate with your brand?
Millions of dollars in lost sales, missed opportunities for growth, and countless
unsatisfied customers. This is not new jargon for old thinking, but a fundamental
shift in how brand development works. The Lean Brand is the new blueprint for
building value-based relationships with passionate customers. Distilling years of
experience on the front lines of startup marketing and the lean startup movement,
Jeremiah Gardner teams up with New York Times bestselling author Brant
Cooper to reveal: How to implement Lean Brand Innovation To Discover, Create
& Deliver New ValueNew startup marketing techniques for Parallel Innovation
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between product management, brand strategy, and business cultureHow to
optimize your branding strategy to discover, develop and build passionate
customersHow startups can eliminate waste in their customer development and
brand strategy using The Lean Brand FrameworkHow to use lean startup Viability
Experiments to test and iterate your brand for high growthA set of practical tools
called the Lean Brand Stack to help you iterate quickly, learn as much as you
can, and build passionate relationships with your audienceGreat brands must do
more than just satisfy customers; they must create passionate ones. The Lean
Brand shows you how to develop meaningful relationships with your audience,
based on a shared journey of value creation. Whether incrementally improving an
existing brand, re-branding your enterprise, or building the next great startup, the
winning relationship with your audience will come from a process of discovery.
This book lays out a brand innovation framework for you to study, practice and
iterate on, and eventually make your own.
Lean Customer DevelopmentBuilding Products Your Customers Will Buy"O'Reilly
Media, Inc."
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.
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 developing a product. This shortsighted
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.
In The Lean Startup the successful serial entrepreneur Eric Ries throws
traditional thinking out of the window, and presents his radically new
methodology for building a successful business. Most startups, says Ries, fail but they fail for preventable reasons. 'Lean thinking' is the key to success, and
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represents the next paradigm shift in business management. Most people
assume that the key to a lucrative business is expert management, a highperformance product and good customer service. But the real secret, Ries
argues, is creating things that people want to buy in the first place. Startups
generally fail not because of missed deadlines, faulty products or blown budgets,
but because entrepreneurs are too focused on their vision, on their great new
idea, and don't know what it is that their customers really want. The solution,
according to Ries, is 'lean thinking' and 'validated learning'. Rather than
designing an elaborate business plan and committing large amounts of financial
and human resources from the start, first find out what you can about your
potential customers. And rather than adopting a static, product-centric approach,
test your idea on your customers: respond to their feedback, and constantly be
prepared to adjust your product, as well as your business.
Watch the author Shil Niyogi talk about Lean Customer Engagement Welcome to
the Age of the Customer! The companies that succeed today are those that work
toward customer satisfaction and focus on educating customers, enabling them,
effecting change, and engaging with them. Lean Customer Engagement contains
a wealth of information around partnering with customers to build products and
close deals in a lean and agile way without investing in unnecessary sales and
marketing activities. The workbook format of the book provides solutions that can
be put to immediate and prolonged use to grow successful businesses through
an engaged customer base.
How can startups successfully scale customer acquisition and revenue growth
with a Lean team? Out-of-the-box acquisition solutions from Facebook, Google,
and others provide a good start, but the companies that can tailor those solutions
to meet their specific needs, objectives, and goals will come out winners. But that
hasn’t been an easy task—until now. With this practical book, author Lomit Patel
shows you how to use AI and automation to provide an operational layer atop
those acquisition solutions to deliver amazing results for your company. You’ll
learn how to adapt, customize, and personalize cross-channel user journeys to
help your company attract and retain customers—to usher in the new age of
Autonomous Marketing. Learn how AI and automation can support the customer
acquisition efforts of a Lean Startup Dive into Customer Acquisition 3.0, an
initiative for gaining and retaining customers Explore ways to use AI for
marketing purposes Understand the key metrics for determining the growth of
your startup Determine the right strategy to foster user acquisition in your
company Manage the increased complexity and risk inherent in AI projects
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