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Most startups don’t fail because they can’t build a product. Most startups fail because
they can’t get traction. Startup advice tends to be a lot of platitudes repackaged with
new buzzwords, but Traction is something else entirely. As Gabriel Weinberg and
Justin Mares learned from their own experiences, building a successful company is
hard. For every startup that grows to the point where it can go public or be profitably
acquired, hundreds of others sputter and die. Smart entrepreneurs know that the key to
success isn’t the originality of your offering, the brilliance of your team, or how much
money you raise. It’s how consistently you can grow and acquire new customers (or,
for a free service, users). That’s called traction, and it makes everything else
easier—fund-raising, hiring, press, partnerships, acquisitions. Talk is cheap, but traction
is hard evidence that you’re on the right path. Traction will teach you the nineteen
channels you can use to build a customer base, and how to pick the right ones for your
business. It draws on inter-views with more than forty successful founders, including
Jimmy Wales (Wikipedia), Alexis Ohanian (reddit), Paul English (Kayak), and
Dharmesh Shah (HubSpot). You’ll learn, for example, how to: ·Find and use offline ads
and other channels your competitors probably aren’t using ·Get targeted media
coverage that will help you reach more customers ·Boost the effectiveness of your
email marketing campaigns by automating staggered sets of prompts and updates
·Improve your search engine rankings and advertising through online tools and
research Weinberg and Mares know that there’s no one-size-fits-all solution; every
startup faces unique challenges and will benefit from a blend of these nineteen traction
channels. They offer a three-step framework (called Bullseye) to figure out which ones
will work best for your business. But no matter how you apply them, the lessons and
examples in Traction will help you create and sustain the growth your business
desperately needs.
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/
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,
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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.
* 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 an
immediately actionable and easy to use method to increase your chances of success
during the development of your products. *You will also discover : how to optimize your
time in the development of a new product; what are the steps to follow to launch a
product that meets a real need; how to adapt your initial idea to the reality of the
market; the right methods to set a price that will satisfy your clients and your
accountant. *The method outlined in this book describes how to move from an initial
plan to an effective plan under resource constraints, even though it has never been
cheaper to design a product. To do this, you will need to set up a customer feedback
system that will not consist of asking them what they want, but how you can help them
solve their problems. One of the key ideas in this book is to organize yourself in such a
way that you can quickly validate your product, eliminating any unnecessary action.
*Buy now the summary of this book for the modest price of a cup of coffee!
An expert on computer privacy and security shows how we can build privacy into the
design of systems from the start. We are tethered to our devices all day, every day,
leaving data trails of our searches, posts, clicks, and communications. Meanwhile,
governments and businesses collect our data and use it to monitor us without our
knowledge. So we have resigned ourselves to the belief that privacy is hard--choosing
to believe that websites do not share our information, for example, and declaring that
we have nothing to hide anyway. In this informative and illuminating book, a computer
privacy and security expert argues that privacy is not that hard if we build it into the
design of systems from the start. Along the way, Jaap-Henk Hoepman debunks eight
persistent myths surrounding computer privacy. The website that claims it doesn't
collect personal data, for example; Hoepman explains that most data is personal,
capturing location, preferences, and other information. You don't have anything to hide?
There's nothing wrong with wanting to keep personal information--even if it's not
incriminating or embarrassing--private. Hoepman shows that just as technology can be
used to invade our privacy, it can be used to protect it, when we apply privacy by
design. Hoepman suggests technical fixes, discussing pseudonyms, leaky design,
encryption, metadata, and the benefits of keeping your data local (on your own device
only), and outlines privacy design strategies that system designers can apply now.
Now available in paperback—with a new preface and interview with Jessica Livingston
about Y Combinator! Founders at Work: Stories of Startups' Early Days is a collection
of interviews with founders of famous technology companies about what happened in
the very earliest days. These people are celebrities now. What was it like when they
were just a couple friends with an idea? Founders like Steve Wozniak (Apple), Caterina
Fake (Flickr), Mitch Kapor (Lotus), Max Levchin (PayPal), and Sabeer Bhatia (Hotmail)
tell you in their own words about their surprising and often very funny discoveries as
they learned how to build a company. Where did they get the ideas that made them
rich? How did they convince investors to back them? What went wrong, and how did
they recover? Nearly all technical people have thought of one day starting or working
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for a startup. For them, this book is the closest you can come to being a fly on the wall
at a successful startup, to learn how it's done. But ultimately these interviews are
required reading for anyone who wants to understand business, because startups are
business reduced to its essence. The reason their founders become rich is that startups
do what businesses do—create value—more intensively than almost any other part of the
economy. How? What are the secrets that make successful startups so insanely
productive? Read this book, and let the founders themselves tell you.
The perfect graduation gift: the iconic #1 best seller, expanded and updated exclusively
for graduates entering the workforce. This extraordinary edition of Lean In, by Sheryl
Sandberg, chief operating officer of Facebook and coauthor of Option B, with Adam
Grant, includes a letter to graduates from Sandberg and six additional chapters from
experts offering advice on finding and getting the most out of a first job; résumé writing;
best interviewing practices; negotiating your salary; listening to your inner voice; owning
who you are; and leaning in for millennial men. In 2013, Sheryl Sandberg’s Lean In
became a massive cultural phenomenon and its title became an instant catchphrase for
empowering women. The book soared to the top of best-seller lists both nationally and
internationally, igniting global conversations about women and ambition. This enhanced
edition provides the entire text of the original book updated with more recent statistics
and features a passionate letter from Sandberg encouraging graduates to find and
commit to work they love. A combination of inspiration and practical advice, this new
edition will speak directly to graduates and, like the original, change lives. New Material
for the Graduates Edition: · A Letter to Graduates from Sheryl Sandberg · Find Your
First Job, by Mindy Levy (Levy has more than twenty years of experience in all phases
of organizational management and holds degrees from Wharton and Penn) · Negotiate
Your Salary, by Kim Keating (Keating is the founder and managing director of Keating
Advisors) · Man Up: Millennial Men and Equality, by Kunal Modi (Modi is a consultant at
McKinsey & Company and a recent graduate of the Harvard Kennedy School and
Harvard Business School) · Let’s Lean In Together, by Rachel Thomas (Thomas is the
president of The Sheryl Sandberg & Dave Goldberg Family Foundation)· Own Who You
Are, by Mellody Hobson (Hobson is the president of Ariel Investments) · Listen to Your
Inner Voice, by Rachel Simmons (Simmons is cofounder of the Girls Leadership
Institute) · 12 Lean In stories, short essays by readers around the world who have been
inspired by Sandberg
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.

"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.
If you want salient advice about your startup, you’ve hit the jackpot with this
book. Harvard Business School Professor Tom Eisenmann annually compiles the
best posts from many blogs on technology startup management, primarily for the
benefit of his students. This book makes his latest collection available to the
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broader entrepreneur community. You’ll find 72 posts from successful
entrepreneurs and venture capitalists, such as Fred Wilson, Steve Blank, Ash
Maurya, Joel Spolsky, and Ben Yoskovitz. They cover a wide range of topics
essential to your startup’s success, including: Management tasks: Engineering,
product management, marketing, sales, and business development
Organizational issues: Cofounder tensions, recruiting, and career planning
Funding: The latest developments in capital markets that affect startups Divided
into 13 areas of focus, the book’s contributors explore the metrics you need to
run your startup, discuss lean prototyping techniques for hardware, identify costly
outsourcing mistakes, provide practical tips on user acquisition, offer branding
guidelines, and explain how a choir of angel investors often will sing different
parts. And that’s just for starters.
A modern framework for practical innovation—from individual ideas to an
innovative organisational culture Everyone says that innovation is important. The
problem is that no one tells you how to be innovative. Innovation is a State of
Mind sets out a step-by-step guide to creating innovative ideas and putting them
into action. You'll learn how to generate more ideas with greater potential, how to
grow and evaluate them, test their effectiveness and then implement the ones
that are going to improve your business. Author James O'Loghlin has worked
with over a thousand of Australia's best inventors and innovators in the eight
years he hosted ABC-TV's The New Inventors. He studied what they do
differently and how they are able to identify and take advantage of opportunities
that the rest of us miss. Packed with engaging stories and a good dose of
humour, this insightful guide helps you to make innovation a part of what you do
every day. Change your thinking and identify overlooked opportunities Step
around common roadblocks to innovation Generate better ideas, and find the
ones that will improve your business Create a culture where innovation is part of
everyone's job Harvest innovative ideas from the entire staff and find the ones
that will make a difference Innovators see things differently. They solve problems
that the rest of us can't, and create solutions to problems that we never noticed
we had. Getting stuck in routine and procedure is the death knell for modern
business. Most companies undervalue and underuse the creative potential of
their people, because they underestimate the impact of continuous innovation.
Innovation is a State of Mind shows you how to think like an innovator and create
a culture of innovation, so you can stay out in front of the future of business.
Nothing is more important to business success than innovation . . . And here’s
what you can do about it on Monday morning with the definitive how-to book from
the world’s leading authority on innovation When it comes to innovation, Curt
Carlson and Bill Wilmot of SRI International know what they are talking
about—literally. SRI has pioneered innovations that day in and day out are part of
the fabric of your life, such as: • The computer mouse and the personal computer
interface you use at home and work • The high-definition television in your living
room • The unusual numbers at the bottom of your checks that enable your bank
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to maintain your account balance correctly • The speech-recognition system
used by your financial services firm when you call for your account balance or to
make a transaction. Each of these innovations—and literally hundreds of
others—created new value for customers. And that’s the central message of this
book. Innovation is not about inventing clever gadgets or just “creativity.” It is the
successful creation and delivery of a new or improved product or service that
provides value for your customer and sustained profit for your organization. The
first black-and-white television, for example, was just an interesting, cool
invention until David Sarnoff created an innovation—a network—that delivered
programming to an audience. The genius of this book is that it provides the
“how” of innovation. It makes innovation practical by getting two groups who are
often disconnected—the managers who make decisions and the people on the
front lines who create the innovations—onto the same page. Instead of smart
people grousing about the executive suite not recognizing a good idea if they
tripped over it and the folks on the top floor wondering whether the people doing
the complaining have an understanding of market realities, Carlson and Wilmot’s
five disciplines of innovation focus attention where it should be: on the creation of
valuable new products and services that meet customer needs. Innovation is not
just for the “lone genius in the garage” but for you and everyone in your
enterprise. Carlson and Wilmot provide a systematic way to make innovation
practical, one intimately tied to the way things get done in your business.
Teamwork isn't enough. Creativity isn't enough. A new product idea isn't enough.
True innovation is about delivering value to customers. Innovation reveals the
value-creating processes used by SRI International, the organization behind the
computer mouse, robotic surgery, and domain names. Curt Carlson and Bill
Wilmot show you how to use these practical, tested processes to create great
customer value for your organization.
In Build the Fort, Heivly breaks down his personal fort-building experiences and
uses them as an analogy to his journey as co-founder of MapQuest as well as
The Startup Factory (a seed-stage investor & mentorship program).Build the Fort
outlines five basic elements that are common to both fort-building and startups:*
Socializing Your Idea without fear or inhibition,* Identifying and Marshaling the
People You Trust, * Gathering the Minimal Resources Closest To You, * Acting
on the Smallest and Simplest of the Idea, and* Build the Fort.Whether you are 16
or 60, Build The Fort will provide the reader a better understanding of the earliest
micro-steps of starting your own business by overlaying Chris's 30 years of
experiences in startups, investments, big-company intrapreneurship and
community development.
"Product-Led Growth is about helping your customers experience the ongoing
value your product provides. It is a critical step in successful product design and
this book shows you how it's done." - Nir Eyal, Wall Street Journal Bestselling
Author of "Hooked"
Real-world tools to build your venture, grow your business, and avoid mistakes
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Startup, Scaleup, Screwup is an expert guide for emerging and established
businesses to accelerate growth, facilitate scalability, and keep pace with the
rapidly changing economic landscape. The contemporary marketplace is more
dynamic than ever before—increased global competition, the impact of digital
transformation, and disruptive innovation factors require businesses to implement
agile management and business strategies to compete and thrive. This
indispensable book provides business leaders and entrepreneurs the tools and
guidance to meet growth and scalability challenges head on. Equal parts
motivation and practical application, this book answers the questions every
business leader asks from the startup ventures to established companies.
Covering topics including funding options, employee hiring, product-market
validation, remote team management, agile scaling, and the business lifecycle,
this essential resource provides a solid approach to grow at the right pace and
stay lean. This book will enable you to: Apply 42 effective tools to sustain and
accelerate your business growth Avoid the mistakes and pitfalls associated with
rapid business growth or organizational change Develop a clear growth plan to
integrate into your overall business model Structure your business for rapid
scaling and efficient management Startup, Scaleup, Screwup: 42 Tools to
Accelerate Lean & Agile Business Growth is a must-read for entrepreneurs,
founders, managers, and senior executives. Author Jurgen Appelo shares his
wisdom on the creative economy, agile management, innovation marketing, and
organizational change to provide a comprehensive guide to business growth.
Practical methods and expert advice make this book an essential addition to any
business professional’s library.
A practical guide to effective business model testing 7 out of 10 new products fail
to deliver on expectations. Testing Business Ideas aims to reverse that statistic.
In the tradition of Alex Osterwalder’s global bestseller Business Model
Generation, this practical guide contains a library of hands-on techniques for
rapidly testing new business ideas. Testing Business Ideas explains how
systematically testing business ideas dramatically reduces the risk and increases
the likelihood of success for any new venture or business project. It builds on the
internationally popular Business Model Canvas and Value Proposition Canvas by
integrating Assumptions Mapping and other powerful lean startup-style
experiments. Testing Business Ideas uses an engaging 4-color format to:
Increase the success of any venture and decrease the risk of wasting time,
money, and resources on bad ideas Close the knowledge gap between strategy
and experimentation/validation Identify and test your key business assumptions
with the Business Model Canvas and Value Proposition Canvas A definitive field
guide to business model testing, this book features practical tips for making major
decisions that are not based on intuition and guesses. Testing Business Ideas
shows leaders how to encourage an experimentation mindset within their
organization and make experimentation a continuous, repeatable process.
A one-page tool to reinvent yourself and your career The global bestseller Business Model
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Generationintroduced a unique visual way to summarize and creativelybrainstorm any
business or product idea on a single sheet of paper.Business Model You uses the same
powerful one-page tool toteach readers how to draw "personal business models," which
revealnew ways their skills can be adapted to the changing needs of themarketplace to reveal
new, more satisfying, career and lifepossibilities. Produced by the same team that created
BusinessModel Generation, this book is based on the Business ModelCanvas methodology,
which has quickly emerged as the world'sleading business model description and innovation
technique. This book shows readers how to: Understand business model thinking and diagram
their currentpersonal business model Understand the value of their skills in the marketplace
anddefine their purpose Articulate a vision for change Create a new personal business model
harmonized with thatvision, and most important, test and implement the new model When you
implement the one-page tool from Business ModelYou, you create a game-changing business
model for your lifeand career.
Presents information how to spot and sidestep roadblocks on the entrepreneurial journey and
sets readers on a path to startup success.
Resource added for the Business Analyst program 101021?.
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
your UX decisions Use A/B testing in conjunction with good UX practices Speed up your
product development process without sacrificing quality
To stay competitive in today’s market, organizations need to adopt a culture of customercentric practices that focus on outcomes rather than outputs. Companies that live and die by
outputs often fall into the "build trap," cranking out features to meet their schedule rather than
the customer’s needs. In this book, Melissa Perri explains how laying the foundation for great
product management can help companies solve real customer problems while achieving
business goals. By understanding how to communicate and collaborate within a company
structure, you can create a product culture that benefits both the business and the customer.
You’ll learn product management principles that can be applied to any organization, big or
small. In five parts, this book explores: Why organizations ship features rather than cultivate
the value those features represent How to set up a product organization that scales How
product strategy connects a company’s vision and economic outcomes back to the product
activities How to identify and pursue the right opportunities for producing value through an
iterative product framework How to build a culture focused on successful outcomes over
outputs
Offers a systematic approach to product/market fit, discussing customer involvment, optimal
time to obtain funding, and when to change the plan.
Lean Startup methodology derives its inspiration lean manufacturing, which relies on validated
learning, quick scientific experimentation, and counter-intuitive practices that are aimed to
minimize product development cycles, quantify actual progress without the need to creating
metrics, and find out what consumers really want.
Every day, thousands of passionate developers come up with new startup ideas but lack the
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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

Know if you'll hit your targets before pulling the trigger on any marketing plan More than
sixty five percent of new products are commercial failures, and if you compound this
with a recession, now more than ever you can't afford to be wrong. In If You Build It Will
They Come, business professor and strategy consultant Rob Adams shows you how to
make sure you hit your target market before you spend a lot of money. He shows you
the fast, systematic and proven approach of performing Market Validation in advance of
making a large product investment. Adams outlines a simple and effective market
validation and testing strategy that is proven, giving entrepreneurs and managers the
ability to dramatically improve the prospect of product success. He explains how to
quickly gather information on competitors, directly interview members of your target
market, and figure out what the market really wants to buy, versus what customers say
they want. The steps to quickly understanding the viability of your market Where to go
to gather the information needed to hit the market requirements How to follow through
with the right product launched in the right way Adams cuts through the fancy terms
and expensive market research that gives lots of data but no real product oriented
information about usage, pricing, features and competitive forces. In the end you'll
produce results on your first release of a far more mature product, shipped in a faster
timeframe with features customers will actually use. This book is for anyone involved
with designing, developing and launching new products. Its examples and advice cover
everything from the fledgling start-up that needs their first product to work just to survive
to the successful Fortune Class company establishing new worldwide markets.
Examples cut across all major industrial sectors including consumer, retail,
manufacturing, technology, life sciences and services. This book offers the step-based
guidance you need to make sure failure is not an option.
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
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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 product-market fit This book was written by entrepreneur and Lean
product expert Dan Olsen whose experience spans product management, UX design,
coding, analytics, and marketing across a variety of products. As a hands-on
consultant, he refined and applied the advice in this book as he helped many
companies improve their product process and build great products. His clients include
Facebook, Box, Hightail, Epocrates, and Medallia. Entrepreneurs, executives, product
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.
"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.
Offers six sample business models and thirty case studies to help build and monetize a
business.
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-bystep, 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.
Four acknowledged experts in search engine optimization share guidelines and
innovative techniques that will help you plan and execute a comprehensive SEO
strategy. This second edition brings you up to date on recent changes in search engine
behavior—such as new ranking methods involving user engagement and social
media—with an array of effective tactics, from basic to advanced. Comprehend SEO’s
many intricacies and complexities Explore the underlying theory and inner workings of
search engines Understand the role of social media, user data, and links Discover tools
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to track results and measure success Recognize how changes to your site can confuse
search engines Learn to build a competent SEO team with defined roles Glimpse the
future of search and the SEO industry Visit www.artofseobook.com for late-breaking
updates, checklists, worksheets, templates, and guides. "SEO expertise is a core need
for today’s online businesses. Written by some of the top SEO practitioners out there,
this book can teach you what you need to know for your online business." —Tony Hsieh,
CEO of Zappos.com, Inc., author of New York Times bestseller Delivering Happiness
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.
Running LeanIterate from Plan A to a Plan That Works"O'Reilly Media, Inc."
We live in an age of unparalleled opportunity for innovation. We’re building more products
than ever before, but most of them fail—not because we can’t complete what we set out to
build, but because we waste time, money, and effort building the wrong product. What we need
is a systematic process for quickly vetting product ideas and raising our odds of success.
That’s the promise of Running Lean. In this inspiring book, Ash Maurya takes you through an
exacting strategy for achieving a "product/market fit" for your fledgling venture, based on his
own experience in building a wide array of products from high-tech to no-tech. Throughout, he
builds on the ideas and concepts of several innovative methodologies, including the Lean
Startup, Customer Development, and bootstrapping. Running Lean is an ideal tool for business
managers, CEOs, small business owners, developers and programmers, and anyone who’s
interested in starting a business project. Find a problem worth solving, then define a solution
Engage your customers throughout the development cycle Continually test your product with
smaller, faster iterations Build a feature, measure customer response, and verify/refute the
idea Know when to "pivot" by changing your plan’s course Maximize your efforts for speed,
learning, and focus Learn the ideal time to raise your "big round" of funding Get on track with
The Lean Series Presented by Eric Ries—bestselling author of The Lean Startup: How Today’s
Entrepreneurs Use Continuous Innovation to Create Radically Successful Businesses—The
Lean Series gives you solid footing in a proven methodology that will help your business
succeed.
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
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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.
Berkshire Hathaway, the $300 billion conglomerate that Warren Buffett built, is among the
worldÕs largest and most famous corporations. Yet, for all its power and celebrity, few people
understand Berkshire, and many assume it cannot survive without Buffett. This book proves
that assumption wrong. In a comprehensive portrait of the distinct corporate culture that unites
and sustains BerkshireÕs fifty direct subsidiaries, Lawrence A. Cunningham unearths the traits
that assure the conglomerateÕs perpetual prosperity. Riveting stories recount each
subsidiaryÕs origins, triumphs, and journey to Berkshire and reveal the strategies managers
use to generate economic value from intangible values, such as thrift, integrity,
entrepreneurship, autonomy, and a sense of permanence. Rich with lessons for those wishing
to profit from the Berkshire model, this engaging book is a valuable read for entrepreneurs,
business owners, managers, and investors, and it makes an important resource for scholars of
corporate stewardship. General readers will enjoy learning how an iconoclastic businessman
transformed a struggling shirt company into a corporate fortress destined to be his lasting
legacy.
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
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
Business Model Generation is a handbook for visionaries, game changers, and challengers
striving to defy outmoded business models and design tomorrow's enterprises. If your
organization needs to adapt to harsh new realities, but you don't yet have a strategy that will
get you out in front of your competitors, you need Business Model Generation. Co-created by
470 "Business Model Canvas" practitioners from 45 countries, the book features a beautiful,
highly visual, 4-color design that takes powerful strategic ideas and tools, and makes them
easy to implement in your organization. It explains the most common Business Model patterns,
based on concepts from leading business thinkers, and helps you reinterpret them for your
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own context. You will learn how to systematically understand, design, and implement a gamechanging business model--or analyze and renovate an old one. Along the way, you'll
understand at a much deeper level your customers, distribution channels, partners, revenue
streams, costs, and your core value proposition. Business Model Generation features practical
innovation techniques used today by leading consultants and companies worldwide, including
3M, Ericsson, Capgemini, Deloitte, and others. Designed for doers, it is for those ready to
abandon outmoded thinking and embrace new models of value creation: for executives,
consultants, entrepreneurs, and leaders of all organizations. If you're ready to change the
rules, you belong to "the business model generation!"
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.
How well does your organization respond to changing market conditions, customer needs, and
emerging technologies when building software-based products? This practical guide presents
Lean and Agile principles and patterns to help you move fast at scale—and demonstrates why
and how to apply these paradigms throughout your organization, rather than with just one
department or team. Through case studies, you’ll learn how successful enterprises have
rethought everything from governance and financial management to systems architecture and
organizational culture in the pursuit of radically improved performance. Discover how Lean
focuses on people and teamwork at every level, in contrast to traditional management
practices Approach problem-solving experimentally by exploring solutions, testing
assumptions, and getting feedback from real users Lead and manage large-scale programs in
a way that empowers employees, increases the speed and quality of delivery, and lowers costs
Learn how to implement ideas from the DevOps and Lean Startup movements even in
complex, regulated environments
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
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