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“I have read dozens of books on starting companies, but this is the first that
accurately captures why startups fail and provides a tool for entrepreneurs and
investors to measure and manage these sources of failure.” Michael Hatfield, CoFounder, Cerent, Calix, Cienna, and Carium. What makes a startup successful?
This book, from award-winning business school professors and a tech serial
entrepreneur, tells what makes startups successful. Instead of telling startups
what to do, like most startup books, they share what startups should avoid. Along
the way, they share small business startup success stories gleaned from the How
Built This Podcast and their firsthand experiences. These stories of startup
success are contrasted with stories of startup failure from startup graveyards and
most notably, the Titanic. Like many of today’s startups, the Titanic hoped to
disrupt the transportation industry of its time. It fell short, to a disastrous outcome,
from the same sources that prevent startup success today. Get a startup game
plan! This startup book uses the Titanic and a sailing metaphor to provide a
startup roadmap template. It shows what makes startups successfully navigate
through challenges in startup investing, founding, and hiring with a game plan to
get through the Human Ocean. It offers a startup guide to customer success in
working through the Marketing Ocean. It even highlights what startups need to
invest in to get through the Technical and Strategy Oceans. Its Iceberg Index
gives entrepreneurs, startups, and small businesses a way to track their progress
on the startup roadmap template. It also helps investors assess what startups to
invest in. Many entrepreneurs assume that the Titanic was sunk by a single
iceberg. The Titanic Effect shows, that like many startups, it’s not a single
misstep but a series of mistakes that keep a startup from being successful. This
combination of missteps is called the Titanic Effect. Who can benefit from this
startup roadmap? Entrepreneurs in the early stages of building a startup. They
will learn what makes a startup successful. They will develop a to-do list of
decisions to make and actions to take. Small business owners will also identify
key next steps to building their startup game plan. Investors can identify what to
avoid in startup investments and what startups to invest in. Students will learn
how to evaluate the success potential of a startup and will read small business
and startup success stories. These three co-authors have witnessed firsthand
what leads to startup success. They have made it their mission to help
entrepreneurs, startup founders and startup investors succeed. Drs. Todd and M.
Kim Saxton bring more than two decades of academic and professional
experience in business strategy, entrepreneurship, marketing, and angel
investing. Serial tech entrepreneur, Michael Cloran, adds his two decades’ of
experiences in launching his own startups as well as building software products
for other startups. In addition, the co-authors serve on various boards of
entrepreneurial ventures and startup advisory associations. They have shared
their expertise from the stage to dozens of audiences, including students,
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entrepreneurship and professional development associations, academic
societies, and global companies like Roche Diagnostics and Pfizer
Pharmaceuticals.
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.
User experience (UX) design has traditionally been a deliverables-based
practice, with wireframes, site maps, flow diagrams, and mockups. But in today’s
web-driven reality, orchestrating the entire design from the get-go no longer
works. This hands-on book demonstrates Lean UX, a deeply collaborative and
cross-functional process that lets you strip away heavy deliverables in favor of
building shared understanding with the rest of the product team. Lean UX is the
evolution of product design; refined through the real-world experiences of
companies large and small, these practices and principles help you maintain
daily, continuous engagement with your teammates, rather than work in isolation.
This book shows you how to use Lean UX on your own projects. Get a tactical
understanding of Lean UX—and how it changes the way teams work together
Frame a vision of the problem you’re solving and focus your team on the right
outcomes Bring the designer’s tool kit to the rest of your product team Break
down the silos created by job titles and learn to trust your teammates Improve the
quality and productivity of your teams, and focus on validated experiences as
opposed to deliverables/documents Learn how Lean UX integrates with Agile UX
Start Small, Stay Small is a step-by-step guide to launching a self-funded startup.
If you're a desktop, mobile or web developer, this book is your blueprint to getting
your startup off the ground with no outside investment. This book intentionally
avoids topics restricted to venture-backed startups such as: honing your
investment pitch, securing funding, and figuring out how to use the piles of cash
investors keep placing in your lap. This book assumes: * You don't have $6M of
investor funds sitting in your bank account * You're not going to relocate to the
handful of startup hubs in the world * You're not going to work 70 hour weeks for
low pay with the hope of someday making millions from stock options There's
nothing wrong with pursuing venture funding and attempting to grow fast like
Amazon, Google, Twitter, and Facebook. It just so happened that most people
are not in a place to do this. Start Small, Stay Small also focuses on the single
most important element of a startup that most developers avoid: marketing.
There are many great resources for learning how to write code, organize source
control, or connect to a database. This book does not cover the technical aspects
developers already know or can learn elsewhere. It focuses on finding your idea,
testing it before you build, and getting it into the hands of your customers.
#1 NEW YORK TIMES BESTSELLER If you want to build a better future, you
must believe in secrets. The great secret of our time is that there are still
uncharted frontiers to explore and new inventions to create. In Zero to One,
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legendary entrepreneur and investor Peter Thiel shows how we can find singular
ways to create those new things. Thiel begins with the contrarian premise that we
live in an age of technological stagnation, even if we’re too distracted by shiny
mobile devices to notice. Information technology has improved rapidly, but there
is no reason why progress should be limited to computers or Silicon Valley.
Progress can be achieved in any industry or area of business. It comes from the
most important skill that every leader must master: learning to think for yourself.
Doing what someone else already knows how to do takes the world from 1 to n,
adding more of something familiar. But when you do something new, you go from
0 to 1. The next Bill Gates will not build an operating system. The next Larry
Page or Sergey Brin won’t make a search engine. Tomorrow’s champions will
not win by competing ruthlessly in today’s marketplace. They will escape
competition altogether, because their businesses will be unique. Zero to One
presents at once an optimistic view of the future of progress in America and a
new way of thinking about innovation: it starts by learning to ask the questions
that lead you to find value in unexpected places.
The former CEO of Clif Bar, Co-founder of Plum, and serial entrepreneur offers
insights about launching and growing a business while maintaining a fulfilled life
in this practical guide filled with hard-won advice culled from the author’s own
sometimes dark, raw experiences. With a foreword by Steve Blank. Aspiring
entrepreneurs are told that to launch a business, you must go all in, devoting
every resource and moment to making it work. But following this advice comes at
an enormous personal cost: divorce, addiction, even suicide. It means sacrificing
the intangibles that make life worth living. Sheryl O’Loughlin knows there is a
better way. In Killing It, she shares the wisdom she’s gained from her successful
experiences launching a company from the ground up (Plum), running two fastgrowing companies (Clif Bar and REBBL), and mentoring aspiring entrepreneurs
(Stanford University). She tells it like it is: If you don’t invest in your wellbeing,
your business will not succeed, nor will you. Sheryl knows firsthand the difficulty
of balancing the needs of her growing family with her physical and mental health,
while managing other work and life challenges. In this warm, honest, and wise
handbook, she gives you the essentials for killing it in business—without killing the
rest of your life. Filled with real-life examples and anecdotes, Killing It addresses
common questions including: How do you prepare your significant other for your
business venture? How do you time launching and growing your business with
the ebb and flow of family life? How do you find joy in the day-to-day? How do
you maintain meaningful, supportive friendships? How do you walk away and
start again? The ultimate life and business course, Killing It gives entrepreneurs
the tools they need to start their enterprise and thrive—both in the office and at
home.
« 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
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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 rocksolid 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
This is the book you will need if you are considering setting up your own
business. It is aimed at the new business owner who has a lot of questions to
ask. It has been written by a successful business owner and provides advice on
what, and what not, to do. While it is not intended to be a global reference book it
does provide the reader with practical answers to the issues they will come
across everyday, and includes examples of successes and failures from both the
US and U.K. perspectives.
Entrepreneur and bestselling author of The Lean Startup, Eric Ries reveals how
entrepreneurial principles can be used by businesses of all kinds, ranging from established
companies to early-stage startups, to grow revenues, drive innovation, and transform
themselves into truly modern organizations, poised to take advantage of the enormous
opportunities of the twenty-first century. In The Lean Startup, Eric Ries laid out the practices of
successful startups – building a minimal viable product, customer-focused and scientific testing
based on a build-measure-learn method of continuous innovation, and deciding whether to
persevere or pivot. In The Startup Way, he turns his attention to an entirely new group of
organizations: established enterprises like iconic multinationals GE and Toyota, tech titans like
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Amazon and Facebook, and the next generation of Silicon Valley upstarts like Airbnb and
Twilio. Drawing on his experiences over the past five years working with these organizations,
as well as nonprofits, NGOs, and governments, Ries lays out a system of entrepreneurial
management that leads organizations of all sizes and from every industry to sustainable
growth and long-term impact. Filled with in-the-field stories, insights, and tools, The Startup
Way is an essential road map for any organization navigating the uncertain waters of the
century ahead.
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 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.
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 represents the next paradigm shift in business management. Most people
assume that the key to a lucrative business is expert management, a high-performance
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.
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.
How do you sell an innovative product to a market that does not yet exist? Entrepreneurial
businesses often create products and services based on radically new technology that have
the power to change the marketplace. Existing market research data will be largely irrelevant in
these cases, making sales and marketing of innovative new products especially challenging to
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entrepreneurs. Entrepreneurial Marketing focuses on this challenge. Classic core marketing
concepts, such as segmentation, positioning, and the marketing mix undergo an ‘extreme
makeover’ in the context of innovative products hitting the market. Edwin J. Nijssen stresses
principles of affordable loss, experimentation, and adjustment for emerging opportunities, as
well as cooperation with first customers. Containing many marketing examples of successful
and cutting-edge innovations (including links to websites and videos), useful lists of key issues,
and instructions on how to make a one-page marketing plan, Entrepreneurial Marketing
provides a vital guide to successfully developing customer demand and a market for innovative
new products. This third edition has been thoroughly expanded, including: Expanded content
on leveraging digital technologies and their new business models More practical tools, such as
coverage of the Lean Canvas model Updated references, cases, and new examples
throughout; and, Updated online resources This book equips advanced undergraduate and
postgraduate students of marketing strategy, entrepreneurial marketing, and entrepreneurship
with the fundamental tools to succeed in marketing.
• Worksheets for compiling demographic information, templates for market analysis and the
business plan, and a grid for analyzing the competition • Case studies showing how
entrepreneurs have used market research information to develop profitable business strategies
• A business-plan template with guidelines for each section • Tips and insights for completing
market research in each chapter • Online and community resources in each chapter • Bullet
point summarizing steps at the end of each chapter
"This is a must read for all startups and stakeholders." - Steve Blank, author of The 4 Steps to
the Epiphany, creator of Customer Development methodology "The Entrepreneur's Guide is an
easy read. It is written in a conversational tone, doesn't take itself too seriously, and avoids
extraneous fluff." - Eric Ries, Author & Creator of the Lean Startup methodology "Get the
CustDev book to dive deep into customer interviews and understand how your product can be
developed to meet your customers' needs." - Dan Martell, Founder of Flowtown, angel investor
Customer Development is a four-step framework for helping startups discover and validate
their customers, product, and go-to-market strategy, developed by Steve Blank and an integral
part of Eric Ries' Lean Startup methodology. Focused on the Customer Discovery step, The
Entrepreneur's Guide to Customer Development is an easy to follow guide for finding early
adopters, building a Minimum Viable Product, finding Product-Market fit, and establishing a
sales and marketing roadmap. Deemed a "must-read" by Steve Blank and Eric Ries, inside
you will find detailed customer development and lean startup concept definitions, a step-bystep approach to best practices, a business model analysis guide, case studies, rich graphics,
as well as worksheets and exercises. No matter the stage of your business, you will return
often to this guide to learn how to build a product people want;"get out of the building;" foster
strong customer relationships; test business model risk; reach out to early adopters; conduct
startup marketing; create a customer funnel based on buyers' process; and prepare your
startup to scale up. The Entrepreneur's Guide to Customer Development: A Cheat Sheet to
The Four Steps to the Epiphany, affectionately known as the "CustDev book," serves as
course text for classes at Stanford University, University of Chicago, Boston University, DePaul
University, University of Minnesota and University of Norway. "Our UCL (University College
London) students love The Entrepreneur's Guide to Customer Development. Thanks to Brant &
Patrick for writing this helpful book. " - Dave Chapman, Deputy Head of the Department of
Management Science and Innovation at UCL (University College London) "Love it! Required
reading for all NYU entrepreneurs." - Frank Rimalovski, Managing Director of NYU Innovation
Venture Fund This book is both an introduction for those unfamiliar with lean concepts and
highly actionable for lean practitioners. It is a user friendly guide, written to be accessible to
marketing professionals, Engineers startup founders and entrepreneurs, VCs, angels, and
anyone else involved in building scalable startups. Existing companies will benefit to from
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applying Customer Development principles described in detail herein: for example, startups
struggling to achieve market traction, or well established companies seeking to spark new
innovation. This is a business book for startups like no other. No fluff, but rather sound
principles and concrete steps to take to build your business. Get up to speed on Customer
Development now.
Offers a systematic approach to product/market fit, discussing customer involvment, optimal
time to obtain funding, and when to change the plan.
Affectionately dubbed "The Startup Bluebook", the first edition of the Entrepreneur's Guide to
Customer Development was the first book to describe Lean Startup, Customer Development,
Product Market fit, and Pirate Metrics. This new, updated edition adds sections on additional,
complementary innovation practices, such as Agile, Design Thinking, and Jobs-to-be-Done. In
keeping with the style of the original, this edition remains purposefully simple, helping you to
understand and absorb the philosophy and principles, but also how they work together, and
how you actually put them to work to reduce the uncertainty in your ventures that face
uncertainty.Truly the Cheat Sheet to Startup and Enterprise Innovation, this book is a practical
guide to understanding your customers, testing your assumptions, and iterating your way to
success. Or, if your idea is doomed to fail, to get there as quickly and painlessly as possible,
so you can pivot or leap to your next venture.This book describes not only the principles and
practices of popular innovation frameworks, but leverages the expertise of several though
leaders in the space, and uses tools and examples to help you along your journey. More
information and access to the tools are available at Startupbluebook.com.
The book mainly comprises of novel food processing techniques and the equipment
requirement for installation. The book also provides the scope and opportunities of
entrepreneurship in the major horticultural crops like banana, mango, pine-apple, and some
under-utilized fruits and vegetables. The book also enlightens the readers about the marketing
strategies, business plan preparation, safety and quality issues etc. It covers almost all
important aspects of entrepreneurship development in food processing sector. Note: T&F does
not sell or distribute the hardback in India, Pakistan, Nepal, Bhutan, Bangladesh and Sri
Lanka. This title is co-published with NIPA.
"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.
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 open-ended 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
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
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into action.
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.
CEO and founder of Moves the Needle and New York Times bestselling author of The Lean
Entrepreneur Brant Cooper teaches leaders how to ensure their organizations are resilient,
agile, and dynamic enough to endure long-term, weathering the storms of disruption and
uncertainty. One thing in life is certain: change is constant. Thanks to the rapid pace of
technological innovation in the digital age—and further accelerated by the global COVID-19
pandemic—massive structural change is happening on a greater scale than ever before. Faced
with unprecedented complexity and uncertainty, most business leaders struggle to see the way
forward. Company organization, systems, and management are still largely based on what was
most effective in the Industrial Age. Disruption Proof offers a new approach that addresses our
current reality. Through powerful case studies of notable corporations like Intuit, 3M, Cargill,
and more, Cooper demonstrates how, with the right mindset and practical strategies,
companies that focus on creating value for customers can thrive in the 21st century. Disruption
Proof provides readers with detailed methods for progressing through four stages of
implementation to embrace a new way of working company-wide, including how to: develop an
understanding of customers and colleagues that lead to insights (empathy) run tests to
challenge assumptions (exploration) leverage data and insights to breakthrough biases
(evidence) balance operational execution with learning (equilibrium) manage behavior to match
corporate values (ethics) By adopting these 5Es, company leaders can empower employees to
become creative problem solvers, ensuring their company’s ability to navigate moments of
crisis and find transformative opportunities. Cooper explains how reimagining work at every
level is the key to organic and sustainable growth, and guides leaders to create lasting value in
the world. With Cooper's action-oriented advice and tools, anyone can help steer their
company towards durable success.
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, easy-to-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
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your UX decisions Use A/B testing in conjunction with good UX practices Speed up your
product development process without sacrificing quality

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/
This book combines academic research with practical guidelines in methods and
techniques to supplement existing knowledge relating to organizational
management in the era of digital acceleration. It offers a simple layout with
concise but rich content presented in an engaging, accessible style and the
authors’ holistic approach is unique in the field. From a universalist perspective,
the book examines and analyzes the development of, among others, Industry
4.0, artificial intelligence (AI), AI 2.0, AI systems and platforms, algorithmics, new
paradigms of organization management, business ecosystems, data processing
models in AI-based organizations and AI strategies in the global perspective. An
additional strength of the book is its relevance and contemporary nature,
featuring information, data, forecasts or scenarios reaching up to 2030. How
does one build, step by step, an organization that will be based on artificial
intelligence technology and gain measurable benefits from it, for instance, as a
result of its involvement in the creation of the so-called mesh ecosystem? The
answer to this and many other pertinent questions are provided in this book. This
timely and important book will appeal to scholars and students across the fields
of organizational management and innovation and technology management, as
well as managers, educators, scientists, entrepreneurs, innovators and more.
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.
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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 book is the "Hello, World" tutorial for building products, technologies, and
teams in a startup environment. It's based on the experiences of the author,
Yevgeniy (Jim) Brikman, as well as interviews with programmers from some of
the most successful startups of the last decade, including Google, Facebook,
LinkedIn, Twitter, GitHub, Stripe, Instagram, AdMob, Pinterest, and many others.
Hello, Startup is a practical, how-to guide that consists of three parts: Products,
Technologies, and Teams. Although at its core, this is a book for programmers,
by programmers, only Part II (Technologies) is significantly technical, while the
rest should be accessible to technical and non-technical audiences alike. If
you’re at all interested in startups—whether you’re a programmer at the
beginning of your career, a seasoned developer bored with large company
politics, or a manager looking to motivate your engineers—this book is for you.
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?
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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
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.
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.
Customer development is a process for discovering and validating market
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demand for a business idea and determining the right product features to meet
customer needs. Customer development is used to help build products that
customers want and avoid spending time and money on products customers
don't want. It can be used to identify problems and new startup ideas, to test
ideas, and to optimize ideas and existing products. Customer development helps
us learn about our potential customers so we can build products they will actually
use. Customer development and Lean Startup methodology have become quite
popular with entrepreneurs. I wrote this book to be a supplement to books like
The Lean Startup and The Startup Owner's Manual. Without rehashing too much
of what they've taught, this is a tactical guide to practicing customer
development. Many entrepreneurs and corporate innovators know they need to
be practicing customer development, but don't know how to do it in a way that will
help them build awesome products. Topics include: How to Get Startup Ideas
Through Customer Development How to Test a Startup Idea's Viability Before
Building a Product How to Find Customers to Interview How to Ask for and Get
Customer Interviews How to Gain Customer Insights to Build Products People
Want The Best and Worst Customer Development Questions How to Optimize
Ideas and Existing Products Common Mistakes to Avoid When I first learned
about Lean methodology and customer development it was mind-blowing. I've
been thinking of and evaluating startup ideas for as long as remember. It helped
me to focus my ideas, and helped me avoid wasting a lot of time and money and
products that no one actually wants. This book is a compilation of everything I've
learned through study and practice.
You have a new venture in mind. And you've crafted a business plan so detailed it's a
work of art. Don't get too attached to it. As John Mullins and Randy Komisar explain in
Getting to Plan B, new businesses are fraught with uncertainty. To succeed, you must
change the plan in real time as the inevitable challenges arise. In fact, studies show
that entrepreneurs who stick slavishly to their Plan A stand a greater chance of failingand that many successful businesses barely resemble their founders' original idea. The
authors provide a rigorous process for stress testing your Plan A and determining how
to alter it so your business makes money, solves customers' needs, and endures. You'll
discover strategies for: -Identifying the leap-of-faith assumptions hidden in your plan
-Testing those assumptions and unearthing why the plan might not work -Reconfiguring
the five components of your business model-revenue model, gross margin model,
operating model, working capital model, and investment model-to create a sounder
Plan B. Filled with success stories and cautionary tales, this book offers real cases
illustrating the authors' unique process. Whether your idea is for a start-up or a new
business unit within your organization, Getting to Plan B contains the road map you
need to reach success.
Becoming a successful entrepreneur is impossible without accepting risk - the question
is which risk to take and at what time. This guide offers practical, no-nonsense advice
for marketing and financing your business, bringing on partners and employees, and
launching your business as inexpensively and aggressively as possible.
As soon as the Web became viable for entrepreneur marketers in the early 2000's,
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John Carlton surfaced as the go-to teacher for writing everything required to find
prospects and persuade them to become eager customers...... as well as being The
Dude for solving almost any biz problem holding things up. For decades, he was a
notoriously-successful freelance direct-response copywriter with a global reputation for
creating ads that brought home the bacon in almost every possible media (particularly
direct mail, magazines and newspapers). And his street-savvy, close-the-deal style of
salesmanship has now helped mobs of new entrepreneurs dominate niches online.This
book is a collection of his best (and most recent) lesson-dense private articles to insider
colleagues. What you're about to discover is the timeless advice and first-choice
strategies that can help rookie entrepreneurs murder their competition, and veteran
marketers re-establish dominance in their niche. No theory here. Every lesson is from
the front trenches of the business world, where fortunes are won or lost through your
ability to craft superior marketing in crowded business environments... and produce jawdropping results regardless of the economy, the competition, or any problem currently
holding you up.If you have a great product or service, then shame on you if you don't
learn and use the reality-tested, results-proven toolkit of advice and tactics packed into
this sizzling tome. It's your best First Step to becoming an awesome entrepreneur, no
matter where you are now or what your experience is or how
broke/disadvantaged/clueless you are. You start here, and the greatest adventure of
your life can finally begin in earnest.About the author:John Carlton's notorious 30-year
career has become something of a legend among modern marketers. Just some of the
highlights:He started out as the "bad boy" freelance copywriter snuck through the back
doors of Los Angeles advertising agencies to do the hard-core sales jobs their staff
writers couldn't pull off (because they didn't understand street-level salesmanship)... He
penned game-changing packages for the largest direct response mailers in the world
(like Rodale Press)... while single-handedly also completely transforming the way print
ads worked in a number of markets (through sizzling long-copy ads the magazine
owners hated, but which worked like crazy)... And he pioneered the now-common use
of killer "old school" persuasive ad-writing models for online markets when the Web
finally became a viable vehicle for entrepreneurs. John's been called "the most
respected and ripped-off copywriting wizard alive", because so many of his ads are still
used as templates by other marketers. (Yes, even the ads written before the Web
became a viable marketing medium.) And for over a decade now, John has been the
"go-to-teacher" for helping entrepreneurs learn how to craft ads that get results. His first
book, "Kick-Ass Copywriting Secrets of a Marketing Rebel", is still cited as a primary
resource by the best writers working today.
Great products are built upon the three pillars of strong customer focus, a culture of
agility, and team empowerment. This book explains how to drive product innovation and
deliver products that customers love. It's a guide for innovators, leaders, and
entrepreneurs, and it includes several interviews with startup CEOs and real-life use
cases.
A primer on the future of PR, marketing and advertising — now revised and updated with
new case studies "Forget everything you thought you knew about marketing and read
this book. And then make everyone you work with read it, too." —Jason Harris, CEO of
Mekanism Megabrands like Dropbox, Instagram, Snapchat, and Airbnb were barely a
blip on the radar years ago, but now they're worth billions—with hardly a dime spent on
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traditional marketing. No press releases, no TV commercials, no billboards. Instead,
they relied on growth hacking to reach users and build their businesses. Growth
hackers have thrown out the old playbook and replaced it with tools that are testable,
trackable, and scalable. They believe that products and businesses should be modified
repeatedly until they’re primed to generate explosive reactions. Bestselling author
Ryan Holiday, the acclaimed marketing guru for many successful brands, authors, and
musicians, explains the new rules in a book that has become a marketing classic in
Silicon Valley and around the world. This new edition is updated with cutting-edge case
studies of startups, brands, and small businesses. Growth Hacker Marketing is the goto playbook for any company or entrepreneur looking to build and grow.
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, skill-building
exercises, and worksheets along with bonus online videos.
Media Innovation & Entrepreneurship is an open, collaboratively written and edited
volume designed to fill the needs of a growing number of journalism and mass
communications programs in the U.S. that are teaching media entrepreneurship, media
innovation, and the business of journalism to undergraduate and graduate students.
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