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The	lean	startup

Stay	ahead	with	our	latest	business	thinking	Business	Model	Canvas	Examples	Amazon	Business	Model	Defining	the	Amazon	business	model	can	be	a	curious	task,	as	this	global	trade	giant	[...]	Stay	ahead	with	our	latest	business	thinking	Swot	Analysis	Examples	ASICS	SWOT	Analysis	The	ASICS	SWOT	Analysis	reveals	the	dynamics	of	a	company	that	has	established	itself	as	[...]	Companies	Marketing	Strategy	Examples	Sephora	Marketing	Strategy	The	Sephora	Marketing	Strategy	has	become	a	benchmark	in	the	beauty	retail	industry,	showcasing	a	[...]	Swot
Analysis	Examples	Mamaearth	SWOT	Analysis	The	Mamaearth	SWOT	Analysis	discusses	the	strengths,	weaknesses,	opportunities,	and	threats	that	shape	the	brand’s	[...]	Companies	Marketing	Strategy	Examples	Oreo	Marketing	Strategy	The	Oreo	marketing	strategy	has	played	a	vital	role	in	its	growth	and	global	success,	[...]	Pestle	Analysis	Examples	Netflix	PESTLE	Analysis	Netflix	PESTLE	Analysis	helps	us	understand	how	macro-environmental	forces	shape	the	trajectory	of	one	of	[...]	Pestle	Analysis	Examples	Boeing	PESTLE	Analysis	Boeing	PESTLE
Analysis	offers	insights	into	how	global	external	forces	shape	one	of	the	world’s	[...]	By	Eric	Ries	Eric	Ries	has	been	working	with	giant	firms	like	General	Electric	and	Toyota	to	help	them	become	more	nimble,	in	order	to	spur	growth	and	produce	products	and	services	that	customers	want.	In	The	Startup	Way,	he	shares	his	insights,	stories	and	best	practices,	delivering	a	critical	toolkit	to	solve	all	business	challenges.	By	Ann	Mei	Chang	Want	to	exponentially	grow	the	social	impact	of	your	work,	time,	or	money?	Inspired	by	The	Lean	Startup,	Lean	Impact
offers	bold	ideas	and	practical	tools	for	tackling	the	toughest	problems	facing	people	and	the	planet.	Learn	to	build	a	modern	company	the	startup	way.	By	making	entrepreneurship	a	core	function	of	every	organization,	we	can	solve	some	of	the	world's	biggest	problems.	We	teach	organizations	everywhere	-	regardless	of	size,	sector	or	age	-	how	to	innovate	in	a	fast-changing	world	and	build	products	that	matter.	We	offer	an	education	program,	live	events,	and	library	of	online	resources.	Subscribe	to	our	Newsletter	A	bi-weekly	newsletter	with	ideas	about
how	and	why	to	build	companies	focused	on	human	flourishing,	and	stories	of	the	people	who	are	doing	it.	The	Four	Steps	to	the	Epiphany	Steve	Blank	Steve	Blank's	The	Four	Steps	to	the	Epiphany:	The	original	book	about	customer	development	and	an	indispensible	guide.	Get	a	copy	here.	Steve	also	maintains	an	active	and	excellent	blog	here.	Essential	books	for	Entrepeneurs	and	Innovators	The	Lean	Series,	curated	by	Eric	Ries,	is	a	collection	of	books	written	by	the	best	people	in	the	field,	on	topics	that	matter.	The	authors	dive	down	into	Lean	Startup
implementation-level	details,	providing	readers	with	information	they	can	immediately	put	to	use.	www.startup-marketing.com	Sean	Ellis	Sean	Ellis'	Startup	Marketing	Blog	about	integrating	marketing	into	ideas:	here.	www.andrewchenblog.com	Andrew	Chen	Andrew	Chen's	blog	Futurist	Play	about	viral	marketing,	startup	metrics,	and	design:	here	www.angel.co	Babak	Nivi	Venturehacks	and	Angel	List	which	matches	startups	and	investors	around	the	world:	here	Tools	for	your	startup	from	the	Long-Term	Stock	Exchange	Captable	Cap	table	management
and	insights	for	founders.	Fast409A	A	quality	valuation.	A	quick	online	process.	Runway	Visualize	and	manage	your	startup's	cash	flow.	HiringPlan	Easy	headcount	planning	with	built-in	market	data.	Share	—	copy	and	redistribute	the	material	in	any	medium	or	format	for	any	purpose,	even	commercially.	Adapt	—	remix,	transform,	and	build	upon	the	material	for	any	purpose,	even	commercially.	The	licensor	cannot	revoke	these	freedoms	as	long	as	you	follow	the	license	terms.	Attribution	—	You	must	give	appropriate	credit	,	provide	a	link	to	the	license,	and
indicate	if	changes	were	made	.	You	may	do	so	in	any	reasonable	manner,	but	not	in	any	way	that	suggests	the	licensor	endorses	you	or	your	use.	ShareAlike	—	If	you	remix,	transform,	or	build	upon	the	material,	you	must	distribute	your	contributions	under	the	same	license	as	the	original.	No	additional	restrictions	—	You	may	not	apply	legal	terms	or	technological	measures	that	legally	restrict	others	from	doing	anything	the	license	permits.	You	do	not	have	to	comply	with	the	license	for	elements	of	the	material	in	the	public	domain	or	where	your	use	is
permitted	by	an	applicable	exception	or	limitation	.	No	warranties	are	given.	The	license	may	not	give	you	all	of	the	permissions	necessary	for	your	intended	use.	For	example,	other	rights	such	as	publicity,	privacy,	or	moral	rights	may	limit	how	you	use	the	material.	Jump	to	ratings	and	reviewsMost	startups	fail.	But	many	of	those	failures	are	preventable.	The	Lean	Startup	is	a	new	approach	being	adopted	across	the	globe,	changing	the	way	companies	are	built	and	new	products	are	launched.	Eric	Ries	defines	a	startup	as	an	organization	dedicated	to
creating	something	new	under	conditions	of	extreme	uncertainty.	This	is	just	as	true	for	one	person	in	a	garage	or	a	group	of	seasoned	professionals	in	a	Fortune	500	boardroom.	What	they	have	in	common	is	a	mission	to	penetrate	that	fog	of	uncertainty	to	discover	a	successful	path	to	a	sustainable	business.The	Lean	Startup	approach	fosters	companies	that	are	both	more	capital	efficient	and	that	leverage	human	creativity	more	effectively.	Inspired	by	lessons	from	lean	manufacturing,	it	relies	on	"validated	learning,"	rapid	scientific	experimentation,	as	well
as	a	number	of	counter-intuitive	practices	that	shorten	product	development	cycles,	measure	actual	progress	without	resorting	to	vanity	metrics,	and	learn	what	customers	really	want.	It	enables	a	company	to	shift	directions	with	agility,	altering	plans	inch	by	inch,	minute	by	minute.Rather	than	wasting	time	creating	elaborate	business	plans,	The	Lean	Startup	offers	entrepreneurs	-	in	companies	of	all	sizes	-	a	way	to	test	their	vision	continuously,	to	adapt	and	adjust	before	it's	too	late.	Ries	provides	a	scientific	approach	to	creating	and	managing	successful
startups	in	a	age	when	companies	need	to	innovate	more	than	ever.	21.5k	people	are	currently	readingDisplaying	1	-	30	of	4,872	reviewsNovember	15,	2011After	reading	Clayton	Christensen,	Geoffrey	Moore	and	Steve	Blank,	I	was	expecting	a	lot	from	The	Lean	Startup	by	Eric	Ries.	I	was	disappointed.	It	could	be	that	I	did	not	read	it	well	or	too	fast,	but	I	was	expecting	much	more.	But	instead	of	saying	what	I	did	not	like,	let	me	begin	with	the	good	points.	Just	like	the	previous	three	authors,	Ries	shows	that	innovation	may	be	totally	counterintuitive:	"My
cofounders	and	I	are	determined	to	make	new	mistakes.	We	do	everything	wrong.	We	build	a	minimum	viable	product,	an	early	product	that	is	terrible,	full	of	bugs	and	crash-your-computer-yes-really	stability	problems.	Then	we	ship	it	to	customers	before	it's	ready.	And	we	charge	money	for	it.	After	securing	initial	customers,	we	change	the	product	constantly.	[...]	We	really	had	customers,	often	talked	to	them	and	did	not	do	what	they	said."	[page	4]	On	page	8,	Eric	Ries	explains	that	the	lean	startup	method	helps	entrepreneurs	"under	conditions	of	extreme
uncertainty"	with	a	"new	kind	of	management"	by	"testing	each	element	of	their	vision",	and	"learn	whether	to	pivot	or	persevere"	using	a	"feedback	loop".This	is	he	Build-Measure-Learn	process.	He	goes	on	by	explaining	why	start-ups	fail:1-	The	first	problem	is	the	allure	of	a	good	plan.	"Planning	and	forecasting	are	only	accurate	when	based	on	a	long,	stable	operating	history	and	a	relatively	static	environment.	Startups	have	neither."2-	The	second	problem	is	the	"Just-do-it".	"This	school	believes	that	chaos	is	the	answer.	This	does	not	work	either.	A	startup
must	be	managed".The	main	and	most	convincing	lesson	from	Ries	is	that	because	start-ups	face	a	lot	of	uncertainty,	they	should	test,	experiment,	learn	from	the	right	or	wrong	hypotheses	as	early	and	as	often	as	possible.	They	should	use	actionable	metrics,	split-test	experiments,	innovation	accounting.	He	is	also	a	big	fan	of	Toyota	lean	manufacturing.I	loved	his	borrowing	of	Komisar's	Analogs	and	Antilogs.	For	the	iPod,	the	Sony	Walkman	was	an	Analog	("people	listen	to	music	in	a	public	place	using	earphones")	and	Napster	was	an	Antilog	("although
people	were	willing	to	download	music,	they	were	not	willing	to	pay	for	it").	[Page	83]	Ries	further	develops	the	MVP,	Minimum	Viable	Product:	"it	is	not	the	smallest	product	imaginable,	but	the	fastest	way	to	get	through	the	Build-Measure-Learn	feedback	loop."	Apple's	original	iPhone,	Google's	first	search	engine,	or	even	Dropbox	Video	Demo	were	such	MVPs.	More	on	Techcrunch	[page	97].	He	adds	that	MVP	does	not	go	without	risks,	including	legal	issues,	competition,	branding	and	morale	of	the	team.	He	has	a	good	point	about	intellectual	property	[page
110]:	"In	my	opinion,	[...the]	current	patent	law	inhibits	innovation	and	should	be	remedied	as	a	matter	of	public	policy."So	why	did	I	feel	some	frustration?	There	is	probably	the	feeling	Ries	gives	that	his	method	is	a	science.	[Page	3]:	"Startup	success	can	be	engineered	by	following	the	right	process,	which	means	it	can	be	learned,	which	means	it	can	be	taught."	[Page	148]:	"Because	of	the	scientific	methodology	that	underlies	the	Lean	Startup,	there	is	often	a	misconception	that	it	offers	a	rigid	clinical	formula	for	making	pivot	or	persevere	decisions.	There
is	no	way	to	remove	the	human	element	-	vision,	intuition,	judgment	-	from	the	practice	of	entrepreneurship,	nor	that	would	be	desirable".	I	was	probably	expecting	more	recipes,	as	the	ones	Blnak	gives	in	The	Four	Steps	to	the	Epiphany.	So?	Art	or	science?	Ries	explains	on	page	161	that	pivot	requires	courage.	"First,	Vanity	Metrics	can	allow	to	form	false	conclusions.	[...]	Second,	an	unclear	hypothesis	makes	it	impossible	to	experience	complete	failure,	[...]	Third,	many	entrepreneurs	are	afraid.	Acknowledging	failure	can	lead	to	dangerously	low	morale."	A
few	pages	before	(page	154),	he	writes	that	"failure	is	a	prerequisite	to	learning".	Ries	describes	a	systematic	method,	I	am	not	sure	it	is	a	science,	not	even	a	process.	Indeed,	in	his	concluding	chapter,	as	if	he	wanted	to	mitigate	his	previous	arguments,	he	tends	to	agree:	"the	real	goal	of	innovation:	to	learn	that	which	is	currently	unknown"	[page	275].	"Throughout	our	celebration	of	the	Lean	Startup	movement,	a	note	of	caution	is	essential.	We	cannot	afford	to	have	our	success	breed	a	new	pseudoscience	around	pivots,	MVPs,	and	the	like"	[page	279].	This
in	no	way	diminishes	the	traditional	entrepreneurial	virtues;	the	primacy	of	vision,	the	willingness	to	take	bold	risks,	and	the	courage	required	in	the	face	of	overwhelming	odds"	[page	278].Let	me	mention	here	a	video	from	Komisar.	Together	with	Moore	and	Blank,	he	is	among	the	ones	who	advise	reading	Ries'	book.	I	am	less	convinced	than	them	about	the	necessity	to	read	this	book.	I	have	now	more	questions	than	answers,	but	this	may	be	a	good	sign!	I	have	been	more	frustrated	than	enlightened	by	the	anecdotes	he	gives	or	his	use	of	the	Toyota	strategy.
In	na	interview	given	to	the	Stanford	Venture	Technology	program,	Komisar	talks	about	how	to	teach	entrepreneurship.	Listen	to	him!To	be	fair,	Eric	Ries	is	helping	a	lot	the	entrepreneurship	movement.	I	just	discovered	a	new	set	of	videos	he	is	a	part	of,	thanks	to	SpinkleLab.	Fred	Destin	had	also	a	great	post	on	his	blog	about	the	Lean	Startup	and	you	should	probably	read	it	too	to	build	your	own	opinion.	Lean	is	hard	and	(generally)	good	for	you.	Fred	summaries	Lean	this	way	and	he	is	right:	"In	the	real	world,	most	companies	do	too	much	development
and	spend	too	much	money	too	early	(usually	to	hit	some	pre-defined	plan	that	is	nothing	more	than	a	fantasy	and	/	or	is	not	where	they	need	to	go	to	succeed)	and	find	themselves	with	an	impossible	task	of	raising	money	at	uprounds	around	Series	B.	So	founders	get	screwed	and	everyone	ends	up	with	a	bad	taste	in	their	mouth.	That's	fundamentally	why	early	stage	capital	efficiency	should	matter	to	you,	and	why	you	should	at	least	understand	lean	concepts."Let	me	finish	with	a	recent	interview	given	by	Steve	Blank	in	Finland:I	have	devoted	the	last	decade
of	my	life	and	my	“fourth	career”	to	trying	to	prove	that	methods	for	improving	entrepreneurial	success	can	be	taught.	Entrepreneurship	itself	is	more	of	a	genetic	phenomenon.	Either	you	have	the	passion	and	drive	to	start	something,	or	you	don’t.	I	believe	entrepreneurs	are	artists,	and	I’d	like	to	quote	George	Bernard	Shaw	to	illustrate:"Some	men	see	things	as	they	are	and	ask	why.Others	dream	things	that	never	were	and	ask	why	not."Over	the	last	decade	we	assumed	that	once	we	found	repeatable	methodologies	(Agile	and	Customer	Development,
Business	Model	Design)	to	build	early	stage	ventures,	entrepreneurship	would	become	a	“science,”	and	anyone	could	do	it.	I’m	beginning	to	suspect	this	assumption	may	be	wrong.	It’s	not	that	the	tools	are	wrong.	Where	I	think	we	have	gone	wrong	is	the	belief	that	anyone	can	use	these	tools	equally	well.When	page-layout	programs	came	out	with	the	Macintosh	in	1984,	everyone	thought	it	was	going	to	be	the	end	of	graphic	artists	and	designers.	“Now	everyone	can	do	design,”	was	the	mantra.	Users	quickly	learned	how	hard	it	was	do	design	well	and	again
hired	professionals.	The	same	thing	happened	with	the	first	bit-mapped	word	processors.	We	didn’t	get	more	or	better	authors.	Instead	we	ended	up	with	poorly	written	documents	that	looked	like	ransom	notes.	Today’s	equivalent	is	Apple’s	“Garageband”.	Not	everyone	who	uses	composition	tools	can	actually	write	music	that	anyone	wants	to	listen	to.It	may	be	we	can	increase	the	number	of	founders	and	entrepreneurial	employees,	with	better	tools,	more	money,	and	greater	education.	But	it’s	more	likely	that	until	we	truly	understand	how	to	teach
creativity,	their	numbers	are	limited.	Not	everyone	is	an	artist,	after	all."April	9,	2012I'm	currently	starting	a	new	church	as	well	as	helping	my	wife	run	a	bow	tie	business.	This	book	is	about	entrepreneurship,	and	its	examples	mostly	come	from	the	software	development	industry.	Nevertheless,	there	was	much	food	for	thought	here.	Takeaways:1.	Put	out	a	'MVP'.	As	fast	as	possible,	put	out	a	'minimum	viable	product'	and	see	if	anyone	is	willing	to	buy	it.	If	you	spend	forever	making	the	product	the	best	it	could	possibly	be,	you	may	end	up	with	a	cool	product
that	no	one	actually	wants	or	is	willing	to	pay	for.	Throw	the	product	out	there,	then	improve	it	bit	by	bit.	We	accidentally	did	this	with	our	bow	tie	biz,	and	are	intentionally	doing	it	with	the	church.	2.	Avoid	'vanity	metrics.'	Anyone	can	generate	hype	and	a	short-lived	interest	in	just	about	any	product.	Real,	sustainable	success	is	driven	not	by	hype	but	by	discovering	something	that	people	actually	want	or	need,	offering	it	to	them,	and	then	continually	innovating	the	product	based	on	a	greater	understanding	of	what	people	want/need.	We're	trying	to	do	this	in
both	the	bow	tie	biz	and	with	the	church:	word-of-mouth	viral	marketing	and	social	media	are	about	the	only	way	we've	drawn	people	to	either	'product'.	The	growth	is	slower	and	steadier,	but,	we	hope,	more	sustainable	than	using	a	flash	marketing	stunt	that	might	give	us	a	lot	of	temporary	excitement.3.	Be	lean.	Learn	from	Toyota's	manufacturing	and	respond	quickly	to	customer	feedback	to	provide	monthly,	weekly,	or	even	daily	iterations	of	your	product.	Again:	don't	build	it	and	expect	people	to	come---especially	if	you're	only	going	to	build	once	a	year.
Constantly	iterate.	We're	doing	consistent	minor	tweaks	with	the	church	and	the	bow	biz	rather	than	working	hard	at	one	"big	launch".	In	fact,	we're	avoiding	the	notion	of	a	"launch"	altogether	in	the	church	plant.	We're	not	astronauts,	and	we	don't	need	rocket	boosters.	Momentum	can	come	in	other	ways	than	going	from	land	to	space	in	5	minutes.	July	11,	2016"The	big	question	of	our	time	is	not	Can	it	be	built?	but	Should	it	be	built?"I	wasn't	too	surprised	to	find	that	Eric	Ries	is	a	great	writer:	clear,	intellectually	honest,	articulate,	and	good-humored.	As
Ries	readily	admits	in	the	Epilogue,	the	theories	and	frameworks	promoted	in	this	book	have	the	danger	of	being	used	retroactively	to	justify	what	you	did	in	the	past,	or	what	you've	already	decided	that	you	want	to	do,	no	matter	your	industry.	Its	success	no	doubt	has	to	do	with	its	take	control	of	your	chaotic	reality	self-help	vibe.What's	most	important	in	this	book	is	not	the	snappily	named	tools	(MVP,	Concierge,	pivot,	Build-Measure-Learn)	but	Ries's	less	sexy	advice,	like:	"it's	the	boring	stuff	that	matters	most."	"Remember	if	we're	building	something	that
nobody	wants,	it	doesn't	much	matter	if	we're	doing	it	on	time	and	on	budget."	"Customers	don't	care	how	much	time	something	takes	to	build.	They	care	only	if	it	serves	their	needs."	Copy,	paste,	print	these	lines	out,	stick	them	on	every	wall	of	your	startup:	even	the	bathroom's.November	14,	2011I	think	this	book	could	have	been	effectively	distilled	into	one	of	about	a	fifth	the	length	--	and	provided	me	with	a	much	faster	feedback	loop	on	the	ideas	it	contained.	So	consider	that	an	example	of	the	author	not	abiding	by	his	own	principles.Another	example	of
the	book	not	abiding	by	its	own	counsel:	in	recounting	case	studies,	he	assures	us	that	the	case	studies	are	"successful"	by	telling	us	about	venture	funding	and	acquisition	offers,	which	seem	to	me	to	be	examples	of	the	ultimate	"vanity	metrics"	(getting	speculators	to	bet	on	you	is	not	synonymous	with	success).The	basic	insights	of	the	book	are	valuable,	but	they	are	described	with	only	enough	detail	for	the	reader	to	make	a	few	false	starts	at	applying	them,	recognize	their	failures	retroactively	but	probably	not	predictively	(a	"vanity	metric"	is	one	which,	by
definition,	causes	you	to	make	the	wrong	decision	--	but	you	don't	know	it's	the	wrong	decision	when	you	choose	which	metrics	to	ignore),	and	probably	go	one	to	hire	a	consultant	who	can	help	you	actually	fill	in	the	blanks	of	how	to	apply	the	concept	to	your	particular	business.October	4,	2011As	I	read	chapter	after	chapter	I	found	myself	thinking	'Great	introduction	to	the	topic,	now	let's	hope	the	next	one	contains	some	real	meat'.	Unfortunately	that	feeling	accompanied	me	until	the	end	of	the	book.Don't	get	me	wrong,	this	book	contains	a	lot	of	useful	ideas
if	you	are	into	entepreneurship:	the	build-measure-lean	cycle	driven	by	the	knowledge	you	want	to	acquire,	validated	learning,	treating	everything	as	en	experiment	with	its	corresponding	actionable	metrics...	but	maybe	I	expected	a	little	more	insight	into	all	these	things.Instead	of	a	thorough	description	of	each	of	the	concepts	we	have	a	series	of	front	line	stories	illutrating	them.	The	only	points	that	are	fully	developed	are	the	pivot	types	and	the	possible	engines	of	growth.So	after	finishing	the	book	I'm	left	with	the	feeling	that,	while	now	I	have	some	sound
guides	to	use,	there's	a	lot	of	information	I	must	research	out	there.September	15,	2012If	I	was	reviewing	the	idea	in	this	book,	it	would	get	5	stars.As	a	book,	there	are	few	problems.	First,	just	stylistically,	I	feel	like	I'm	being	lectured	by	a	precocious	toddler	about	how	to	do	things.	The	tone	is	professorial,	to	put	it	charitably.	Second,	there	is	a	bit	of	incongruity	between	a	system	explaining	that	you	need	to	engage	in	scientific	testing	in	almost	Popperian	fashion	on	the	one	hand	and	a	series	of	case	studies	on	the	other.	Case	studies	are,	of	course,	the
currency	of	business	school.	But	they're	about	as	scientific	as	the	Psychic	Hotline.	And	this	is	because	sometimes	science	can	only	tell	us	that	a	system	is	complex	beyond	our	divination.	Third,	when	I	don't	feel	like	I'm	being	lectured,	I	feel	like	I'm	being	sold.	This	book	seems	like	a	portfolio	of	the	author's	work	with	a	few	sexy	add	ins	like	Facebook	for	effect.	I'm	not	surprised	that	most	of	the	reviews	here	are	Goodreads	are	glowing.	Most	of	the	time,	a	brilliant	idea	is	enough.	The	idea	of	taking	an	idea	and	turning	it	into	something	is	exciting.	But	really,	it	is
the	execution	that	matters.	That's	really	what	the	book	is	saying:	it's	saying,	screw	your	original	brilliant	idea.	Take	it	and	evolve	it!	And	do	that	using	facts!	I	saw	Ries's	interview	with	Gavin	Newsom	totally	by	accident.	I	was	glad	to	see	him	talking	about	some	of	the	challenges	entrepreneurs	face	aren't	solved	by	the	creation	of	new	tax	loopholes.	But	his	delivery	only	confirmed	my	sense	from	the	book:	a	lot	of	people	are	going	to	be	turned	off	by	his	baby	face	matched	with	his	know-it-all	tone.	This	is	too	bad,	because	folks	shouldn't	dismiss	these	ideas.I	do
question	whether	this	is	something	that	can	apply	as	universally	as	the	author	claims.	The	majority	of	examples	in	the	book	are	web	services	that	run	in	the	cloud.	They	don't	depend	on	the	rainfall	in	Sacramento	affecting	the	price	of	soy	in	six	months	affecting	the	price	of	an	item	on	my	menu.	Some	businesses	can't	adjust	on	the	fly	without	significant	destruction.Now,	with	all	those	caveats,	I	will	have	to	admit	that	I	will	be	(perhaps	more	humbly)	applying	some	of	the	ideas	I	found	in	this	book.economics-markets	law-professional-developmentJanuary	14,
2022LearningThe	Lean	Startup	is	an	important	and	highly	acclaimed	book	for	new	startup	ventures.It	is	one	of	the	core	business	books	that	revolutionised	the	business	startup	environment	over	this	last	decade.	Eric	Ries	stripped	everything	down	to	the	core	basic	principles	of	being	lean	and	agile	in	response	to	customer	feedback.	This	is	not	new	but	is	collated	and	distilled	in	a	dynamic	yet	clear	structure.	Of	note	is	that	the	Lean	Startup	is	heavily	biased	towards	the	software	industry.	While	also	coming	from	that	industry,	I	may	be	unaware	of	how	effective
this	approach	is	in	other	sectors,	especially	those	that	are	heavily	regulated	and	limited	to	the	opportunity	to,	in	reality,	deliver	prototypes	to	customers.	I	really	appreciated	the	book’s	celebration	that	you	don’t	have	all	the	answers,	and	you're	not	expected	to	if	you’re	a	startup	with	an	innovative	solution.	However,	the	major	point	is	that	you	shouldn’t	pretend	or	act	like	you	do	but	embrace	the	uncertainty	and	develop	an	experimental	approach	to	delivering	a	Minimum	Viable	Product	–	build,	measure,	learn.There	is	another	perspective:	to	know	your	value
and	where	you're	going,	you	should	start	with	the	presumption	that	you	will	dominate	the	industry	and	that	your	solution	is	a	game-changer.	Zero	to	One	by	Peter	Thiel	asserts	this	position.	Personally,	I	feel	you	need	to	have	both	the	end	game	as	a	vision	and	have	some	idea	of	what	that	would	look	like.	But	also,	the	practical	next	steps	on	the	day	to	day	basis	of	how	you	prove	and	correctly	position	your	company	for	initial	customer	acquisition	is	crucial.I	found	The	Lean	Startup	not	only	great	for	advice,	techniques	and	analogous	stories	to	help	reinforce	the
approach,	but	it	is	an	inspirational	book	that	dares	you	to	challenge	everything	and	rationalise	with	customer	validation	that	your	vision	is	viable	and	scalable.	When	a	book	affects	me,	it	starts	a	chain	reaction	in	my	thought	process	so	that	I	either	understand	where	I	need	to	go	or	may	enable	me	to	articulate	what	has	been	sitting	just	out	of	reach	in	my	mind.	This	is	one	of	those	books.Other	books	that	reinforce	this	new	startup	environment	and	are	worth	reading	include:•	Business	Model	Generation	–	Alexander	Osterwalder•	Four	Steps	to	the	Epiphany	–
Steve	Blank•	The	Startup	Owner’s	Manual	–	Steve	Blank•	Running	Lean	–	Ash	MauryaNovember	11,	2019The	Lean	Startup:	How	Today's	Entrepreneurs	Use	Continuous	Innovation	to	Create	Radically	Successful	Businesses,	Eric	RiesRies	developed	the	idea	for	the	lean	startup	from	his	experiences	as	a	startup	adviser,	employee,	and	founder.	Ries	attributes	the	failure	of	his	first	startup,	Catalyst	Recruiting,	to	not	understanding	the	wants	of	their	target	customers	and	focusing	too	much	time	and	energy	on	the	initial	product	launch. یاه 	 پآ 			 تراتسا 	 یزادنا 		 هار 	 یدیلک 	 لوصا :	 اپون 	 راک 	و	 بسک 	 قلخ 	 تردق 	؛	 بان 	 یاپون :	 اهناونع

هچنآ 	 ،رتعیرس 	 میناوتیم 	 هنوگچ 	 هک 	 ،تسا 	 شسرپ 	 نیا 	 یارب 	 یخساپ 	 باتک 	 نیا 	 تیاهن 	 رد .	 دنوش 	 هدافتسا 	 دنناوتیم 	 ناهج 	 لئاسم 	 نیرتگرزب 	 لح 	و	 ،تملاس 	ی	 هزوح 	 ،یتلود 	 یاهحرط 	 رد 	،« بان 	 یاپون 	» لوصا .	 میوش 	 رتهب 	 میهد 	 ماجنا 	 تسا 	 رارق 	 هک 	 یراک 	 ره 	 رد 	 ات 	 ،تفرگ 	 دای 	 اهراک 	و	 بسک 	 نآ 	 زا 	 ناوتیم 	 هنوگچ 	 هک 	 تسا 	 نیا 	 دروم 	 رد 	 هکلب 	 ؛تسین 	 هنانیرفآراک 	 راک 	و	 بسک 	 کی 	 شنیرفآ 	 یگنوگچ 	ی	 هرابرد 	 اهنت «	 بان 	 یاپون 	» »؛ دیجنس 	 ،هدش 	 یحارط 	 یاه 	 هدیا 	 هب 	 زین 	 ار 	 رازاب 	 خساپ 	 دیاب 	 ،دش 	 یحارط 	 ،هئارا 	و	 هضرع 	 لباق 	 یاهلقادح 	 هکنیا 	 ضحم 	 هب 	 ،درک 	 شیامزآ 	 ذغاک 	 یور 	 رب 	 ناوتیمن 	 ار 	 اه 	 هدیا 	 ،تس 	 یریگدای 	 یدیلک 	 موهفم :	» دشاب 	 باتک 	 نیمه 	ی	 هدنسیون 	،« سیر 	 کیرا 	» فیرعت 	، (« زاغآ 	) پآ 		 تراتسا 	» کی 	 یارب 	 فیرعت 	 نیرتهب 	 دیاش؛ 9786226010689
September	15,	2017It's	pretty	rare	for	me,	after	finishing	a	book,	to	not	be	able	to	imagine	my	life	not	having	read	it.	The	Lean	Startup	is	one	of	those	books.Maybe	my	understanding	of	business	is	unimpressive,	but	I	am	very	interested	in	the	subject	and	read	a	good	bit	about	it.	Still,	I	found	this	book	to	be	enlightening.	In	business	--	and	in	life	--	we	always	have	simple	goals,	like:	I	want	to	make	more	money.It's	easy	to	focus	our	motivation	on	making	more	money.	After	all,	it	is	what	we	want.	But	what	we	really	need	to	do	is ینایبرش .	 .؛	ا میراذگب 	 رانک 	 ،دروخیمن 	 درد 	 هب 	 هک 	 ار 	 هچنآ 	و	 ،میریگب 	 دای 	 دروخیم 	 نامدرد 	 هب 	 هک 	 ار
focus	our	energy	on	LEARNING.	What	do	I	need	to	learn	before	I'm	able	to	make	more	money?	How	do	I	learn	that?It	seems	blatantly	intuitive	in	hindsight,	but	this	book	really	opened	my	eyes	to	it.At	the	core	of	Eric	Ries's	message	is	this:	Business	and	products	are	far	too	often	founded	on	assumptions.	We	start	building	some	product	assuming	people	want	it.	We	spend	a	lot	of	time	trying	to	build	the	optimal	product,	and	then	--	after	it's	finished	--	we	offer	it	to	customers.	But	then	we	find	out	that	customers	don't	actually	want	the	product	in	the	first	place.
Our	assumption	was	wrong.	And	just	look	at	all	that	effort,	time,	and	money	wasted	on	developing	it!I'm	sure,	from	an	academic	standpoint,	there	are	books	much	better	than	this.	But	it	was	an	incredibly	easy	and	fast	read	and	even	slightly	humorous	at	times.Sher❤	The	Fabulous	BookLoverJanuary	14,	2015After	initially	giving	this	3	stars	I	had	to	go	back	and	give	this	4	Stars.	This	book	is	amazing	for	those	starting	a	company,	those	who	already	own	a	company	and	those	thinking	about	making	that	move.	Beware,	this	book	is	better	in	practice	than	in	theory.
If	you	consider	yourself	an	entrepreneur	and	are	willing	to	put	the	principles	into	practice,	then	it's	worth	reading.	March	27,	2018Assigned	reading	from	my	job,	last	minute,	in	preparation	for	a	meeting.	I	managed	it,	and	while	I	thought	it	made	a	lot	of	sense	in	terms	of	concepts	and	ideas,	and	parts	of	it	were	very	interesting,	the	writing	sucked	all	of	the	joy	out	of	it.	The	first	third	of	the	book	repetitively	repeated	stuff	by	saying	it	many	times,	often	mirroring	previously	said	things	but	slightly	differently,	but...	oddly	without	saying	anything	of	actual
information	value	at	all.	The	last	two-thirds	were	better,	more	focused	on	the	premise	of	how	to	know	when	you	need	to	try	different	things,	or	maybe	stay	the	course...	but	this	is	an	idea	and	concept	book,	so	your	mileage	may	vary.	If	put	into	practice,	it's	likely	the	best	start	up	model	I	know	of,	but	you	know,	I'm	not	exactly	Steve	Jobs,	so...	There's	that.Anyway...	don't	let	the	2	star	rating	put	you	off	if	you're	interested	in	entrepreneurial	reading	material.	It's	a	good	book	for	that...	I	just	wasn't	its	target	audience.non-fiction	reference	reviewed	January	27,
2015Kể	từ	lần	đọc	đầu	tiên	cho	đến	giờ,	chưa	bao	giờ	cuốn	“The	Lean	Startup”	(Khởi	nghiệp	Tinh	gọn)	không	nằm	trong	danh	sách	“phải	đọc”	mà	tôi	khuyến	cáo	đối	với	người	học	tập	và	thực	hành	Lean\Agile.Đây	là	cuốn	sách	được	đánh	giá	rất	cao	bởi	rất	nhiều	người	thuộc	nhiều	lĩnh	vực	khác	nhau:	doanh	nhân,	nhà	quản	trị,	lập	trình	viên,	nhà	giáo…	Một	cuốn	sách	hiếm	thấy	có	được	sự	hòa	trộn	tài	tình	giữa	kĩ	thuật	thực	hành	rất	thực	dụng	với	những	ý	tưởng	đột	phá	về	khởi	nghiệp	và	kinh	doanh.	Có	lẽ	đánh	giá	như	học	giả	Steve	Blank	ở	Stanford	về	cuốn	sách
không	có	vẻ	gì	là	tâng	bốc:	“Đây	là	bản	lộ	trình	đổi	mới	cho	thế	kỉ	XXI.	Những	ý	tưởng	trong	Khởi	nghiệp	Tinh	gọn	sẽ	giúp	tạo	ra	cuộc	cách	mạng	công	nghiệp	tiếp	theo”.	Những	gì	thể	hiện	trong	3	năm	kể	từ	khi	cuốn	sách	được	xuất	bản	dường	như	đang	minh	chứng	cho	điều	Blank	nói:	nó	trở	thành	Best	Seller,	được	bàn	bạc	và	áp	dụng	thường	xuyên,	còn	các	hội	thảo	về	Lean	Startup	thì	thường	đông	nghịt	người,	và	thật	kì	lạ	nếu	trong	một	hội	thảo	hay	một	cuốn	sách	về	Agile\Lean	nào	trong	thời	gian	gần	đây	lại	không	trích	dẫn	vài	điều	về	Lean	Startup.Thật	may
mắn	là	người	Việt	đã	có	thể	đọc	Lean	Startup	bằng	tiếng	Việt	từ	giữa	năm	2013.	Cảm	ơn	các	dịch	giả	và	đơn	vị	xuất	bản	đã	sớm	mang	LeanStartup	tới	đông	đảo	bạn	đọc	Việt	Nam.	Phải	nói	rằng	đó	là	sự	việc	hết	sức	may	mắn,	vì	đầu	sách	về	Lean	bằng	tiếng	Việt	cho	tới	nay	chỉ	đếm	trên	đầu	ngón	tay.	Điều	đó	có	nghĩa	là	bạn	đọc	có	thể	tiếp	cận	Lean	theo	cái	nhìn	mới	nhất,	dễ	hiểu	và	thực	dụng,	thay	vì	phải	đọc	lại	“Lean	Thinking”	hay	những	“Toyota	Way”	với	rất	nhiều	nguyên	lí	phức	tạp	của	Lean	Manufacturing	–	những	tư	tưởng	Tinh	gọn	“cổ	điển”.Tôi	cố	gắng
giữ	cho	lời	giới	thiệu	cuốn	sách	Khởi	nghiệp	Tinh	gọn	này	thật	ngắn,	theo	tinh	thần	“tinh	gọn”,	tránh	lãng	phí	vì	cuốn	sách	này	đã	khá	nổi	tiếng,	phương	pháp	LeanStartup	cũng	đã	được	cộng	đồng	khởi	nghiệp	trong	nước	nhắc	đi	nhắc	lại	nhiều	lần	trong	một	hai	năm	trở	lại	đây.	Bạn	có	thể	nhờ	anh	Google	kiểm	tra	lại	điều	đó.Không	kể	bạn	là	ai,	nếu	bạn	chưa	đọc	thì	hãy	gác	mọi	việc	khác	lại,	bỏ	ra	8	tiếng	đồng	hồ	đọc	xong	cuốn	sách	tuyệt	vời	này.	Chắc	chắn	bạn	sẽ	thấy	quyết	định	đó	là	đáng	giáDecember	5,	2013This	is	a	massively	important	book	that	turned
out	to	be	much	harder	to	read	than	I	expected,	and	left	me	still	pretty	confused	about	how	to	implement	much	of	the	advice	in	the	book.	But	I	like	what	it	did	to	my	thinking,	even	though	I	was	familiar	with	many	of	the	concepts	in	the	book	already.	But	boy,	I	sure	do	like	Five	Whys.	I	am	so	ready	to	have	kids.	There	are	some	really	wonderful	simple	quotes	too:"management	is	human	systems	engineering.""Our	productive	capacity	greatly	exceeds	our	ability	to	know	what	to	build."The	latter	was	from	the	last	chapter,	which	was	my	favorite.	Ries	gets	a	little
existential	about	the	raison	d'etre	of	business	and	building	things.	I	liked	it.	And	this	might	sound	a	bit	precious	out	of	context,	but	it	did	get	me	quite	excited:	"What	is	needed	is	a	massive	project	to	discover	how	to	unlock	the	vast	stores	of	potential	that	are	hidden	in	plain	sight	in	our	modern	workforce.	If	we	stopped	wasting	people’s	time,	what	would	they	do	with	it?	We	have	no	real	concept	of	what	is	possible.."	August	7,	2017Best	book	for	start-ups.	This	book	does	not	contain	many	fancy	you-have-a-passion-just-do-it	examples	like	other	start-up	books	do.	I
appreciate	the	applicability	of	this	book	and	recommend	it	to	everyone.Takeaways:1.	Start-ups	should	focus	on	management,	process,	and	discipline,	which	is	counterintuitive	to	the	conventional	idea	that	start-ups	should	have	a	'just-do-it'	attitude.2.	Start-ups	should	develop	Build-Measure-Feedback	loop.	Companies	should	develop	a	MVP	to	test	market	hypotheses.	A	MVP	(minimum	value	product)	is	a	product	that	lacks	some	feature	because	it	is	developed	in	a	short	time	with	less	effort.	With	MVP,	start-ups	can	see	customers'	reaction	to	the	product.	Start-
ups	must	test	the	riskiest	assumption	first.3.	Cohort	analysis,	which	studies	the	behavior	of	independent	customer	segments	to	a	product,	is	proven	to	be	more	meaningful	than	other	forms	of	line	graphs.4.	When	there	is	a	problem,	entrepreneurs	should	ask	5	'Why?'	questions	(root	cause	analysis)	in	order	to	seek	for	appropriate	solutions.5.	Instead	of	vanity	metrics,	investigate	into	actionable	metrics.	Vanity	metrics	waste	your	time	in	satisfying	yourself	without	bringing	any	meaningful	analysis.February	9,	2025Books	read	&	reviewed:	5฀6฀฀
4฀0฀0฀╔฀฀฀╝❀╚฀฀฀╗4฀฀,	very	good	for	people	who	would	start	a	business——————————————————————฀฀0฀1฀2฀3฀4฀5฀6฀7฀8฀9฀฀✖	฀The	lean	startup	is	a	book	that	primarily	focuses	on	what	to	do	when	starting	a	business	and	what	they	call	"startup".Well	im	not	even	gonna	do	a	business	anyway	but	its	still	good	to	keep	count	on	the	things	you'll	learn	from	this	book.Honestly	i	just	picked	this	up	since	im	tired	of	the	twisted	love	series	that	i	read	yesterday	and	i	want	something	to	read	other	than	romance.✧･ﾟ:	*✧･ﾟ:*Pre-Read✧･ﾟ:
*✧･ﾟ:*EhSeptember	10,	2021This	book	applies	science	to	entrepreneurship.	It	tells	businesses,	and	especially	startups,	how	to	start	small	and	simple,	then	grow	through	learning,	testing,	measuring,	and	rapidly	innovating.	It	advocates	“just-in-time	scalability”:	conducting	product	experiments	without	massive	up-front	investments	in	planning	and	design.	It	shows	the	value	of	actionable	metrics	for	decision-making,	and	the	importance	of	pivoting	(changing	course)	when	necessary.I	found	the	book	interesting,	but	not	as	eye-opening	as	it	probably	would	have
been	had	I	read	it	earlier.	I	read	it	two	years	after	it	was	published,	so	I’ve	already	heard	much	about	it	from	several	articles	and	podcasts,	and	from	the	startup	community	here.	I	didn't	find	Ries'	writing	style	very	engaging.Although	not	all	the	specific	methods	of	the	Lean	Startup	directly	apply	to	my	business,	many	of	the	general	concepts	do.	Also,	a	few	of	my	clients	are	startups,	so	it’s	good	for	me	to	be	familiar	with	Lean	Startup	theory	and	practice.Learn•	“Learning”	is	an	excuse	for	failing	to	execute.	You	can’t	save,	spend,	or	invest	it.•	Most	customers
don’t	know	what	they	want	in	advance.	Conduct	an	experiment	(“validated	learning”)	by	offering	them	something	to	try	and	measuring	behavior.Experiment“Success	is	not	delivering	a	feature;	success	is	learning	how	to	solve	the	customer’s	problem.”	Mark	Cook	of	Kodak.Test•	State	assumptions	explicitly	and	test	rigorously.•	Early	adopters	prefer	an	80%	solution	to	a	perfect	solution.•	Focus	groups	have	limited	value;	customers	often	don’t	know	what	they	want,	and	have	difficulty	understanding	product	concepts.•	Use	a	“concierge	MVP”	(MVP	that	directly
serves	a	few	customers)	to	test	the	assumptions	of	the	growth	model.•	Use	“Wizard	of	Oz”	testing	(humans	manually	doing	tasks	that	your	technology	is	someday	meant	to	do)	to	test	before	building	the	technology.•	The	chances	of	a	competitor	stealing	ideas	from	an	MVP	are	extremely	low.GrowThe	rule	of	sustainable	growth:	“New	customers	come	from	the	actions	of	past	customers.”March	14,	2012This	was	a	nice	book	that	talks	as	much	about	Silcon	Valley	style	culture	as	anything	else.	A	ton	of	my	peers	are	in	mid-career	finance/law/govenrment	jobs.	The
only	way	they	stay	for	years	is	if	there	is	some	sort	of	inefficiency	that	keeps	them	there.	The	utility	of	the	tasks	they	perform	isn't	much	-	at	all.	I	loved	the	ethos	that	Eric	shares...When	a	new	employee	makes	a	mistake:	"SHame	on	us	for	making	it	easy	for	you	to	fail."	That	type	of	accountability	doesn't	exist,	we	have	a	"punish	the	risk	taker"	ethos	throughout	all	levels	of	education,	government	and	law	that	is	making	people	that	have	the	balls	to	experiment	into	outcasts.That	lack	of	experiment,	you	must	react	to	every	utterance	of	your	bosses	and	you	don't
have	latitude	to	try	things	stinks.	I	have	failed	more	than	I	have	succeeded.	And	that	trend	will	continue.	Reminds	me	of	Hemmingway.	"For	every	sentence	of	masterpiece	I	write	99	sentences	of	crap.	I	try	hard	to	make	sure	that	the	crap	winds	up	in	the	wastebasket."May	29,	2023A	slap	in	the	face.	I	presumed	I	knew	what	a	lean	startup	meant,	but	I	did	not	realize	just	how	lean	it	could	get.There	were	a	few	things	which	got	to	me:•	The	story	of	a	new	US	federal	agency	applying	lean	startup	methodology	to	better	help	citizens.	•	The	story	of	a	food	startup
doing	a	concierge	minimum	viable	product	for	a	single	customer	almost	entirely	manually	for	weeks.	•	The	story	of	a	search	recommendation	startup	conducting	a	"wizard	of	oz	test"	by	doing	the	work	behind	the	scenes	rather	than	the	product	itself	to	test	its	value.	•	And	the	idea	of	treating	a	startup	as	a	large	scientific	experiment	with	series	of	tests,	so	far	as	attempting	to	disprove	key	assumptions.	All	in	the	aim	of	validating	with	facts.	This	is	also	a	principle	of	life.	Incrementally	learning	how	little	you	knew,	how	wrong	you	were,	and	the	informed	pivots
needed	for	how	to	achieve	goals.	This	is,	in	sum,	medicine	for	theorizers.November	4,	2011While	I'm	giving	this	a	4	star,	I	really	want	it	to	be	a	3	and	a	half.	4	because	it's	very	motivating	and	there's	a	lot	of	valuable	techniques	in	there,	especially	around	metrics,	different	businesses'	engines	of	growth,	and	running	effective	retrospective/5	whys	meetings.3	because	it	suffers	from	a	lot	of	the	"business	bedside	story"	effect	(see	the	halo	effect	for	what	that	means)	and	there's	a	pretty	nasty	survivor	bias,	a	lot	of	not	quite	scientific	papers	are	quoted,	and	some	of
the	"successes"	referenced	in	the	book	are	calling	it	a	bit	early	(IMO).I	erred	to	the	4	rather	than	the	3	because	I	want	people	to	see	the	positive	review	and	actually	read	it,	just	keep	in	mind	it	has	a	few	flaws	and	don't	treat	it	like	the	bible	(I'd	prefer	if	the	bible	wasn't	treated	like	the	bible	too,	but	that's	a	different	conversation)February	19,	2017I	started	reading	Eric	Ries's	blog,	"Startup	Lessons	Learned,"	back	in	October	2008.	I	was	quickly	impressed	by	his	technical	acumen	and	the	simplicity	of	his	writing.	I	also	enjoyed	the	breadth	of	topics	covered	and
how	engaging	they	were.Needless	to	say,	I	was	glad	to	hear	that	he	was	going	to	distill	all	his	knowledge	into	a	book,	and	now	that	I	read	the	book,	I'm	glad	to	say	that	he	didn't	disappoint.The	book	defines	a	startup	as	a	1)	a	human	institution	designed	to	2)	create	a	new	product/service	under	conditions	of	3)	extreme	uncertainty.Notice	how	the	definition	doesn't	address	the	size	of	the	venture	or	its	backers	or	its	origins.	As	long	as	it	is	a	team	building	a	product	with	high	uncertainty,	it	is	a	startup.Eric	puts	a	huge	emphasis	on	"validated	learning"	as	opposed
to	"failure	as	a	way	of	learning."	He	says,	"a	failure	to	deliver	results	is	due	to	either	a	failure	to	plan	adequately	or	a	failure	to	execute	properly."	He's	all	about	accountability,	which	is	sorely	lacking	in	so	many	institutions	these	day,	with	the	most	egregious	being	Wall	Street.Eric	goes	on	to	explain	the	principles	of	the	lean	startup	with	andecodotes	of	successes	and	failures	in	business.	One	of	the	most	fascinating	and	very	telling	for	me	was	the	SnapTax	story.	The	fact	that	a	giant	company	like	Intuit	could	spawn	an	innovative	startup	(i.e.	a	team	+	a	product
+	high	uncertainty)	was	a	nice	validation	for	my	unsuccessful	push	for	an	R&D	department	within	the	companies	at	which	I	worked	in	the	past.	SnapTax	was	a	team	of	five	individuals	that	was	given	freedom	to	experiement	while	held	accountable	throughout	the	process.	The	results	were	impresssive.If	nothing	else,	the	reader,	especially	those	running	mature	companies,	should	pay	close	attention	to	Eric's	conclusion.	He	stresses	the	points	of	validating	assumptions,	rapid	testing	of	ideas,	and	most	importantly,	"stop	wasting	people's	time."I	think	that's	the
most	valuable	lesson	in	the	entire	book.	Mature	companies	that	continue	to	waste	their	talents'	time	with	banal	and	insipid	tasks	are	bound	to	lose	those	talents	and	will	only	be	left	with	lazy,	oftentime	overpaid	individuals	that	are	too	comfortable,	too	politically	secure	that	they	can't	produce	anything	new	or	original	even	if	they	tried.Startups	are	a	"human	institution"	first	and	foremost.	If	the	right	team	isn't	in	place,	you	do	not	have	a	startup.	Nurture	those	talents	and	don't	waste	their	time.	Only	then	will	the	trappings	of	success	adorn	your	business	and
you.business	nonfiction	referenceJanuary	3,	2021Ries	is	convinced	that	start-ups	tend	to	be	much	higher-risk	endeavors	than	they	need	to	be.	This	due	to	all	the	myth-building	that	happens	around	successful	founders.	Entrepreneurs	are	bound	to	make	mistakes,	yet	most	startups	try	to	operate	in	a	way	that	avoids	mistakes.	Build	a	process	that	accommodates	mistakes	instead.	Place	your	bets	after	the	race	more	often.He	has	a	deceptively	simple	method	to	make	this	happen:	Iteration.	Don't	go	for	the	Grand	Strategy	-	iterate	your	way	to	success.	Through	four
simple	steps:	BuildMeasureLearn	Repeat...Do	it	as	many	times	as	is	required	to	succeed.October	10,	2015Dưới	góc	nhìn	của	mình,	đây	không	phải	là	cuốn	sách	dễ	đọc	cho	các	"bạn	starup	ít	hiểu	biết	về	công	nghê"	vị	hầu	như	những	ví	dụ	là	các	câu	chuyện	của	công	ty	công	nghệ.Nhưng	có	nhiều	ý	tưởng	then	chốt	giúp	chúng	ta	có	được	tư	duy	đúng	đắn	cho	khởi	nghiệp,	chứ	không	đơn	thuần	chỉ	là	những	chiêu,	mánh,	thủ	thuật.Vòng	xoay	HỌC	HỎI	-	XÂY	DỰNG	-	ĐO	LƯỜNG	là	ý	tưởng	chính	trong	tư	duy	khởi	nghiệp	của	tác	giả	được	đúc	kết	học	hỏi	nhiều	qua
phương	thức	sản	xuất	của	Toyota	và	người	thầy	Steve	Blank	của	ông.	Nếu	có	thể	hiểu	đại	ý	của	tư	duy	khởi	nghiệp	tinh	gọn	là:	làm	ra	sản	phẩm	sơ	khai,	đem	ra	thử	nghiệm	khách	hàng,	đo	lường	thheo	những	con	số	đúng	đắn,	nhận	phản	hồi	về	từ	khách	hàng,	cải	tiến	sản	phẩm	sơ	khai	lên	verson	2,	tiếp	tục	đo	lường	những	con	số	từ	khách	hàng,	nhận	phản	hồi	về	và	cứ	tiếp	tục	như	vậy.	Nó	khác	tư	duy	khởi	nghiệp	truyền	thống	là	làm	kiểu	"quất	đi",	cho	ra	1	sản	phẩm	tự	nghĩ	là	nó	khác	biệt,	tự	cho	là	nó	sẽ	hợp	nhu	cầu	khách	hàng,	và	đem	đi	"bán".	Sau	đó	rút	tỉa
kinh	nghiệm	sau.	Hai	lối	tư	duy	này	khác	mục	đích.	Khởi	nghiệp	có	nghĩa	là	tạo	ra	1	nhóm,	1	tổ	chức	để	tạo	ra	1	sp,	dv	trên	ĐIỀU	KIỆN	BẤT	ỔN.Tư	duy	khởi	nghiệp	tinh	gọn,	mục	đích	là	cố	gắng	xoay	vòng	HỌC	HỎI	-	XÂY	DỰNG	-	ĐO	LƯỜNG	càng	nhanh	càng	tốt,	và	sản	xuất	từng	loạt	nhỏ,	dựa	trên	những	thử	nghiệp	trực	tiếp	với	khách	hàng	và	cải	tiến.	cái	này	tác	giả	gọi	là	"học	hỏi	có	kiểm	chứng".Tư	duy	khởi	nghiệp	truyền	thống:	xây	dựng	sản	phẩm	càng	kỹ	càng	tốt,	sau	đó	tung	ra	thị	trường	mà	không	biết	"liệu	có	được	đón	nhận	hay	không",	chỉ	vướn	vào	cái
bẫy	tư	duy	rằng	"ắt	người	ta	sẽ	thích	đó,	lo	gì".Bên	cạnh	đó,	còn	có	thêm	một	thủ	thuật	dùng	5WHYs	khá	hay	để	tìm	ra	nguyên	nhân	gốc	rễ	1	vấn	đề.Ngoài	ra	có	những	khái	niệm	còn	mơ	hồi	như	kế	toán	cách	tân,	điểm	hòa	hợp	sản	phẩm,Song	có	một	khúc	mắc	là,	hầu	như	những	công	ty	starup	công	nghệ	đều	có	số	vốn	kinh	khủng	cả	mấy	triệu	đô	tới	mấy	chục	triêu	đô,	nên	mới	xoay	được	nhiều	vòng	xoay	học	hỏi	-	đo	lường	-	phản	hồi	để	cải	tiến	liên	tục	đúng	thứ	mà	khách	hàng	cần	và	hợp	với	tầm	nhìn	của	mình.	Đó	là	bài	toán	về	vốn	nữa.Gút	lại,	những	câu	hỏi	có
thể	hữu	ích	được	cho	cuộc	chơi	khởi	nghiệp.1)	Sản	phẩm	bạn	có	kiểm	chứng	chưa?2)	Vòng	đo	lường	-	học	hỏi	-	xây	dựng	của	bạn	nhanh	như	thế	nào,	đo	lường	ra	sao?3)	Khách	hàng	có	nhận	ra	mình	đang	gặp	vấn	đề	bạn	đang	cố	gắng	giải	quyết	không?4)	Nếu	có	giải	pháp,	họ	có	tiền	mua	không?5)	Liệu	họ	sẽ	mua	từ	chúng	ta?7)	Động	cơ	tăng	trưởng	của	công	ty	là	gì?	trả	tiền,	kết	dính,	lan	truyền?	Chọn	1	động	cơ	1	thời	điểm.8)	Tầm	nhìn	của	công	ty?9)	Khách	hàng	phản	ứng	sản	phẩm	khả	dụng	tối	thiểu	của	bạn	như	thế	nào?	Đo	lường	được	giả	thiết	giá	trị	và	giả
thiết	tăng	trưởng	không?10)	Những	giả	thiết	về	niềm	tin	nào	bạn	cần	kiểm	chứng?	Kiểm	chứng	như	thế	nào	(tui	nghĩ	là	khách	hàng	sẽ	mua	giày	online	-	Ok,	mày	kiểm	chứng	tao	giả	thiết	này	nha,	chứ	không	phải	mua	10000	chiếc	giày	về	kho,	làm	1	cái	website	thương	mai,	rao	bán.	K/hàng	đếu	có	là	cạp	đất	mà	ăn	đó....kiểm	chứng	giúp)----p/s:	2	cuốn	sách	nên	đọc	thêm	vì	được	tác	giả	ca	ngợi1.	Phương	thức	TOYOTA2.	4	bước	chinh	phục	đỉnh	cao.January	21,	2014Lean	startup	là	một	cuốn	sách	tổng	hợp	những	suy	nghĩ,	trải	nghiệm	của	Eric	Ries,	CEO	của	IMVU
khi	trên	đường	xây	dựng	một	startup	để	người	dùng	giao	tiếp	với	nhau	thông	qua	avatar.	Những	trải	nghiệm	của	Eric	Ries	và	những	gì	ông	rút	ra	được	tóm	gọn	lại	trong	một	"process",	mà	không	chỉ	áp	dụng	được	cho	giới	khởi	nghiệp,	mà	còn	có	thể	áp	dụng	cho	những	công	ty	đã	lớn.	Process	đó	nhằm	mục	đích	tối	giản	lãng	phí,	tạo	ra	năng	suất	cao	nhất	có	thể,	đồng	thời	duy	trì	mối	liên	hệ	với	người	dùng	để	tạo	ra	sản	phẩm	tốt	nhất	có	thể.	Flow	cuốn	sách	rất	dễ	hình	dung.	Đi	từ	những	bước	đầu	tiên	để	xây	dựng	sản	phẩm	(target	khách	hàng	ra	sao,	xây	dựng
sản	phẩm	tối	thiểu	(MVP-minimum	value	product)	như	thế	nào),	tác	giả	đã	đưa	người	dùng	từng	bước	từng	bước	để	dẫn	đến	một	sản	phẩm	thành	công.	Lean	Startup	có	thể	được	tóm	gọn	lại	trong	5	qui	tắc:-	Entrepreneur	are	everywhere	:	bất	kì	ai,	và	dù	là	bất	kì	ở	đâu	cũng	có	thể	là	những	nhà	khởi	nghiệp-	Entrepreneur	is	management	:	Startup	không	chỉ	là	sản	phẩm,	mà	còn	có	con	người,	khách	hàng	nữa	nên	quản	lý	là	không	thể	thiếu.	Và	một	công	ty	startup	luôn	ở	tình	trạng	không	chắc	chắn	(uncertainty),	nên	mangement	cũng	sẽ	đặc	biệt	hơn	thông	thường.-
Validated	Learning:	Luôn	luôn	học	hỏi,	và	coi	thất	bại	là	một	điều	bắt	buộc	phải	có	đẻ	có	thể	học	được.-	Build-Measure-Learn:	Hoạt	động	cơ	bản	của	startup	là	biến	ý	tưởng	thành	sản	phẩm,	đo	đạc	xem	sản	phẩm	của	mình	tốt	đến	đâu,	và	học	hỏi	từ	những	thứ	đã	đo	được-	Innovation	Accounting:	Để	thực	hiện	bước	"Measure"	ở	trên	thì	mỗi	startup	cần	có	những	thước	đo	riêng	cho	interest	của	khách	hàng,	Lean	Startup	sẽ	dạy	ta	cách	customize	những	thước	đo	đó	cho	công	ty	của	riêng	mìnhTrong	cuốn	sách	cũng	đề	cập	đến	rất	nhiều	show	case	khác	trong	giới
startup	như	votizen,	dropbox,	your	food	in	your	table...	mà	mỗi	show	case	lại	có	rất	nhiều	điều	để	chúng	ta	học	ra	được.Lean	startup	là	một	cuốn	sách	rất	nên	đọc,	vì	nó	sẽ	giúp	cho	chúng	ta	có	một	lean	process,	không	chỉ	cho	startup,	mà	cho	bất	kì	một	công	ty,	tổ	chức	nào	đang	làm	sản	phẩm	để	thoả	mãn	khách	hàng.July	10,	2019As	a	software	developer,	I	am	familiar	with	the	basic	ideas	on	which	Eric	Ries	bases	his	methodology	for	startups.	They	come	from	lean	manufacturing	and	agile	development	methodologies,	applied	to	the	innovation	cycle.	The
biggest	issue	startups	face	is	validating	if	the	idea	fits	with	what	customers	want.	He	argues	that	applying	the	ideas	of	minimum	viable	product,	split	testing	and	small	batch	sizes	will	enable	the	company	to	quickly	learn	what	the	customers	want,	and	how	to	change	the	product	or	its	market	position	to	grow.	He	also	introduces	a	different	way	of	evaluation	-	“innovation	accounting”,	based	on	actionable	metrics.	This	is	an	easy	listen	book	and	it	is	highly	interesting.	It	was	not	new	to	me	in	its	methods,	although	its	application	to	innovation	was.	My	biggest	issue
was	that	almost	all	examples	came	from	software	products	delivered	on	the	internet.	Yes,	split	testing	your	ideas	can	be	easy	if	you	can	roll	out	to	customers	many	times	a	day.	Facebook	and	Google	do	it	all	the	time.	But	what	if	you	are	making	a	physical	product,	or	something	not	so	easily	delivered?	He	mentions	rapid	prototyping	tools,	but	what	if	you	are	creating	something	complex	or	technologically	challenging?I	work	for	a	startup	that	is	trying	to	deliver	a	product	made	in	a	new	way	to	an	existing,	underserved	market.	We	know	exactly	who	the	customers
are	(one	of	them	is	the	founder),	what	they	want.	Our	challenge	is	to	prototype	solutions	to	deliver	what	they	want.	We	do	use	rapid	prototyping	tools,	research	tools,	etc,	but	struggle	with	the	technical	complexity.	I	hoped	to	glean	some	insight	from	this	book	but	nothing	I	did	not	know	already	was	helpful.	This	is	most	useful	for	startups	who	have	a	great	idea	but	need	to	validate	market	assumptions.	But	it	is	a	great	read	for	anyone	interested	in	innovation	and	agile	management.audio	business-tech	library	March	28,	2016I'm	done.	Well,	sort	of.	I	skipped
everything	after	chapter	7.	And	it	took	me	four	months	to	even	finish	those.	The	book	holds	many	insights,	but	half	of	those	I	knew	already,	the	other	half	is	not	written	convincingly	enough.	It	always	about	the	authors	own	company	or	totally	unknown	startups.	My	personal	rating	is	thus	2/5,	because	I	don't	want	goodreads.com	to	recommend	similar	books.	I'm	not	throwing	"The	Lean	Startup"	away,	I	might	still	use	it	for	reference	some	day.	But	I'd	rather	read	"Rework"	again.	That	was	a	compelling	book,	albeit	less	scientific.	October	8,	2017This	was	very
readable	for	a	business	book.	The	main	point	is	to	use	the	scientific	method	and	test	hypotheses	instead	of	making	assumptions.	I	agree	but	that’s	not	a	shocking	new	idea.	The	plus	value	is	his	exploration	of	the	human	factors	that	derail	rational	testing	in	business	organizations.	He	offers	detailed	instructions	for	overcoming	those	obstacles.	So	this	seems	promising,	but	in	the	spirit	of	the	author’s	message,	I	won’t	just	assume	that	his	advice	leads	to	sustained	positive	change.	February	17,	2013Much	better	book	than	I	expected.	Eric	explains	his	mindset	and
March	26,. دینک 	 هدافتسا 	 دیناوت 	 یم 	 یبایازاب 	 رد 	 مه 	و	 لوصحم 	 هعسوت 	 رد 	 مه 	آ/ب	 نومآ 	 زا :	 هتکن . مینک 	 جارختسا 	 ار 	 یلولعم 	و	 تلع 	 طباور 	 میناوت 	 یم 	 یرامآ 	 جیاتن 	 یسررب 	 اب 	 سپس .	 دوش 	 یم 	 هضرع (	 یفداصت 	 تروص 	 هب 	) یرتشم 	 هتسد 	 ود 	 هب 	 نامز 	 کی 	 رد 	 لوصحم 	 کی 	 زا 	 توافتم 	 یاه 	 هخسن 	 ،نومزآ 	 نیا 	 رد .	 تسا 	آ/ب	 نومزآ 	 زا 	 هدافتسا 	 لوصحم 	 دیدج 	 تیلباق 	 کی 	 ندوب 	 یدربراک 	و	 دیفم 	 شجنس 	 یاه 	 هار 	 زا 	 یکی . دیامن 	 ظفح 	 ار 	 یلعف 	 تلاح 	 ای 	 دهد 	 ریسم 	 رییغت 	 هک 	 دریگب 	 دای 	 سپس 	و	 دنهد 	 یم 	 ناشن 	 شنکاو 	 یجورخ 	 هب 	 نایرتشم 	 هنوگچ 	 هک 	 دنک 	 یریگ 	 هزادنا 	و	 هدرک 	 لوصحم 	 هب 	 لیدبت 	 ار 	 اه 	 هدیا 	 هک 	 تسا 	 نیا 	 اپون 	 راک 	و	 بسک 	 کی 	 یداینب 	 تیلاعفیریگدای .	 ۳ یریگ 	 هزادنا .	۲ نتخاس .	۱: تسناد 	 یا 	 هلحرم 	 هس 	 هخرچ 	 کی 	 ار 	 نآ 	 ناوت 	 یم .	 تسا 	 هدش 	 انب 	 یحارط 	 رکفت 	و	 یرتشم 	 داجیا 	 ،کباچ 	 شور 	 لیبق 	 زا 	 تیریدم 	 دوجوم 	 یاه 	 هدیا 	 زا 	 یرایسب 	 هیاپ 	 رب 	 بان 	 یاپون . تسا 	 هدش 	 یحارط 	 ناوارف 	 تیعطق 	 مدع 	 طیارش 	 رد 	 تمدخ 	 ای 	 لوصحم 	 کی 	 داجیا 	 یارب 	 هک 	 یا 	 هسسؤم 	 ؟تسیچ 	 اپون 	 راک 	و	 بسک :	 لاوسریذپ 	 سایقم 	و	 نیرفآ 	 شزرا 	 یاپون 	 راکو 	 بسک 	 داجیا 	 یارب 	 2022	1,	startup.April	next	my	in	ideas	the	of	some	apply	can	I	hoping	I'm	and	impressive	really	are	insights	These	head.	my	in	ideas	these	solidifies	really	book	this	through	reading	but	deployment,	continuous	&	learning	validated	like	concepts	knew	I	thought	I	sense.	TOTAL	makes	he	and	start-up,	a	run	to	how	and	development	product	to	approach	hisیباتک
2018***	Eric	Ries	in	the	this	book	is	very	concise	and	to	the	point	about	what	he	wants	to	say.	He	goes	straight	to	the	point	with	stories	from	his	own	and	from	others	that	he	has	interacted	with.	This	book	opens	your	eyes	to	things	you	may	have	not	realized	before.	He	points	out	what	everybody	is	doing	wrong	and	how	you	can	easily	correct	it.	Now	some	parts	of	this	book	aren't	the	easiest	to	understand	if	you	have	never	tried	to	run	a	business.	I	figured	out	that	the	more	you	read	the	book	the	more	you	will	come	to	understand	what	is	being	said.	He	teaches
every	process	and	cycle	that	brought	his	startup	to	the	top.	He	told	every	story	that	held	him	back	and	how	he	overcame	it	and	how	you	can	too.	This	book	is	a	perfect	guide	how	to	create	a	successful	startup	and	maintain	it.	It	teaches	you	how	to	measure	if	you	are	actually	gaining	ground	in	your	startup	and	if	you	aren't	how	to	find	the	problem.	This	book	will	teach	you	not	to	get	stuck	one	one	thing	and	to	open	your	mind	about	your	startup.	Whether	you	need	to	switch	everything	you're	doing	or	keep	on	the	same	path.	Overall	this	book	was	a	very	good	read
it	feels	that	at	times	is	a	little	repetitive,	but	it	help	me	to	realize	what	actually	goes	into	creating	a	successful	business.	Displaying	1	-	30	of	4,872	reviewsGet	help	and	learn	more	about	the	design.	"The	Lean	Startup	has	a	kind	of	inexorable	logic,	and	Ries’	recommendations	come	as	a	bracing	slap	in	the	face	to	would-be	tech	moguls:	Test	your	ideas	before	you	bet	the	bank	on	them.	Don’t	listen	to	what	focus	groups	say;	watch	what	your	customers	do.	Start	with	a	modest	offering	and	build	on	the	aspects	of	it	that	prove	valuable.	Expect	to	get	it	wrong,	and
stay	flexible	(and	solvent)	enough	to	try	again	and	again	until	you	get	it	right.	It’s	a	message	that	rings	true	to	grizzled	startup	vets	who	got	burned	in	the	Great	Bubble	and	to	young	filmgoers	who	left	The	Social	Network	with	visions	of	young	Zuckerberg	dancing	in	their	heads.	It	resonates	with	Web	entrepreneurs	blessed	with	worldwide	reach	and	open	source	code.	It’s	the	perfect	philosophy	for	an	era	of	limited	resources,	when	the	noun	optimism	is	necessarily	preceded	by	the	adjective	cautious."	—Wired“I	make	all	our	managers	read	The	Lean	Startup.”	—
Jeffery	Immelt,	CEO,	General	Electric"Eric	has	created	a	science	where	previously	there	was	only	art.		A	must	read	for	every	serious	entrepreneur—and	every	manager	interested	in	innovation."	—Marc	Andreessen,	co-founder	of	Andreessen	Horowitz,	Opsware	Inc.	and	Netscape“This	book	should	be	mandatory	reading	for	entrepreneurs,	and	the	same	goes	for	managers	who	want	better	entrepreneurial	instincts.	Ries’s	book	is	loaded	with	fascinating	stories—not	to	mention	countless	practical	principles	you’ll	dearly	wish	you’d	known	five	years	ago.”	—Dan
Heath,	co-author	of	Switch	and	Made	to	Stick“Ries	shows	us	how	to	cut	through	the	fog	of	uncertainty	that	surrounds	startups.	His	approach	is	rigorous;	his	prescriptions	are	practical	and	proven	in	the	field.	The	Lean	Startup	will	change	the	way	we	think	about	entrepreneurship.		As	startup	success	rates	improve,	it	could	do	more	to	boost	global	economic	growth	than	any	management	book	written	in	years.”	—Tom	Eisenmann,	Professor	of	Entrepreneurship,	Harvard	Business	School	“The	Lean	Startup	is	the	book	whose	lessons	I	want	every	entrepreneur	to
absorb	and	apply.		I	know	of	no	better	guide	to	improve	the	odds	of	a	startup's	success."—Mitchell	Kapor,	Founder,	Lotus	Development	Corp.	"At	Asana,	we've	been	lucky	to	benefit	from	Eric's	advice	firsthand;	this	book	will	enable	him	to	help	many	more	entrepreneurs	answer	the	tough	questions	about	their	business."—Dustin	Moskovitz,	co-founder	of	Facebook	and	Asana	“Ries'	splendid	book	is	the	essential	template	to	understand	the	crucial	leadership	challenge	of	our	time:	initiating	and	managing	growth!”	—Warren	Bennis,	Distinguished	Professor	of
Business,	University	of	Southern	California	and	author	of	the	recently	published,	Still	Surprised:	A	Memoir	of	a	Life	in	Leadership.	"The	Lean	Startup	isn't	just	about	how	to	create	a	more	successful	entrepreneurial	business,	it's	about	what	we	can	learn	from	those	businesses	to	improve	virtually	everything	we	do.	I	imagine	Lean	Startup	principles	applied	to	government	programs,	to	healthcare,	and	to	solving	the	world's	great	problems.		It's	ultimately	an	answer	to	the	question	'How	can	we	learn	more	quickly	what	works,	and	discard	what	doesn't?'"—	Tim
O'Reilly,	CEO	O'Reilly	Media	“Eric	Ries	unravels	the	mysteries	of	entrepreneurship	and	reveals	that	magic	and	genius	are	not	the	necessary	ingredients	for	success	but	instead	proposes	a	scientific	process	that	can	be	learnt	and	replicated.	Whether	you	are	a	startup	entrepreneur	or	corporate	entrepreneur	there	are	important	lessons	here	for	you	on	your	quest	toward	the	new	and	unknown.”		—Tim	Brown,	CEO	of	IDEO	“The	roadmap	for	innovation	for	the	21st	century.	The	ideas	in	The	Lean	Startup	will	help	create	the	next	industrial	revolution.”	—Steve
Blank,	lecturer,	Stanford	University,	U.C.	Berkeley	Haas	Business	School	"The	key	lesson	of	this	book	is	that	start-ups	happen	in	the	present—that	messy	place	between	the	past	and	the	future	where	nothing	happens	according	to	PowerPoint.	Ries's	‘read	and	react’	approach	to	this	sport,	his	relentless	focus	on	validated	learning,	the	never-ending	anxiety	of	hovering	between	‘persevere’	and	‘pivot’,	all	bear	witness	to	his	appreciation	for	the	dynamics	of	entrepreneurship."		—Geoffrey	Moore,	Author,	Crossing	the	Chasm	"If	you	are	an	entrepreneur,	read	this
book.	If	you	are	thinking	about	becoming	an	entrepreneur,	read	this	book.		If	you	are	just	curious	about	entrepreneurship,	read	this	book.		Starting	Lean	is	today's	best	practice	for	innovators.		Do	yourself	a	favor	and	read	this	book."	—Randy	Komisar,	founding	director	of	TiVo	and	author	of	the	bestselling	The	Monk	and	the	Riddle	“How	do	you	apply	the	50	year	old	ideas	of	Lean	to	the	fast-paced,	high	uncertainty	world	of	Startups?	This	book	provides	a	brilliant,	well-documented,	and	practical	answer.	It	is	sure	to	become	a	management	classic.”	—Don
Reinertsen,	author	of	The	Principles	of	Product	Development	Flow	“The	Lean	Startup	is	a	foundational	must-read	for	founders,	enabling	them	to	reduce	product	failures	by	bringing	structure	and	science	to	what	is	usually	informal	and	an	art.		It	provides	actionable	ways	to	avoid	product-learning	mistakes,	rigorously	evaluate	early	signals	from	the	market	through	validated	learning,	and	decide	whether	to	persevere	or	to	pivot,	all	challenges	that	heighten	the	chance	of	entrepreneurial	failure.”	—Professor	Noam	Wasserman,	Harvard	Business	School	“One	of
the	best	and	most	insightful	new	books	on	entrepreneurship	and	management	I’ve	ever	read.		Should	be	required	reading	not	only	for	the	entrepreneurs	that	I	work	with,	but	for	my	friends	and	colleagues	in	various	industries	who	have	inevitably	grappled	with	many	of	the	challenges	that	The	Lean	Startup	addresses.”		—Eugene	J.	Huang,	Partner,	True	North	Venture	Partners	"What	would	happen	if	businesses	were	built	from	the	ground	up	to	learn	what	their	customers	really	wanted?	The	Lean	Startup	is	the	foundation	for	reimagining	almost	everything
about	how	work	works.	Don't	let	the	word	startup	in	the	title	confuse	you.	This	is	a	cookbook	for	entrepreneurs	in	organizations	of	all	sizes."	—Roy	Bahat,	President,	IGN	Entertainment	“Every	founding	team	should	stop	for	48	hours	and	read	Lean	Startup.	Seriously	stop	and	read	this	book	now.”	—Scott	Case,	CEO	Startup	America	Partnership	“In	business,	a	‘lean’	enterprise	is	sustainable	efficiency	in	action.	Eric	Ries’	revolutionary	Lean	Startup	method	will	help	bring	your	new	business	idea	to	an	end	result	that	is	successful	and	sustainable.	You’ll	find
innovative	steps	and	strategies	for	creating	and	managing	your	own	startup	while	learning	from	the	real-life	successes	and	collapses	of	others.	This	book	is	a	must	read	for	entrepreneurs	who	are	truly	ready	to	start	something	great!”	—Ken	Blanchard,	coauthor	of	The	One	Minute	Manager®	and	The	One	Minute	Entrepreneur“Every	entrepreneur	responsible	for	innovation	within	their	organization	should	read	this	book.	It	entertainingly	and	meticulously	develops	a	rigorous	science	for	the	innovation	process	through	the	methodology	of	“lean	thinking”.		This
methodology	provides	novel	and	powerful	tools	for	companies	to	improve	the	speed	and	efficiency	of	their	innovation	processes	through	minimum	viable	products,	validated	learning,	innovation	accounting,	and	actionable	metrics.	These	tools	will	help	organizations	large	and	small	to	sustain	innovation	by	effectively	leveraging	the	time,	passion,	and	skill	of	their	talent	pools.”—Andrea	Goldsmith,	professor	of	Electrical	Engineering	at	Stanford	University,	and	cofounder	of	several	startups	“Business	is	too	important	to	be	left	to	luck.		Eric	reveals	the	rigorous
process	that	trumps	luck	in	the	invention	of	new	products	and	new	businesses.		We've	made	this	a	centerpiece	of	how	teams	work	in	my	company	.	.	.	it	works!		This	book	is	the	guided	tour	of	the	key	innovative	practices	used	inside	Google,	Toyota,	and	Facebook,	that	work	in	any	business.”	—Scott	Cook,	Founder	and	Chairman	of	the	Executive	Committee,	Intuit	Part	One	VISION			1	START			ENTREPRENEURIAL	MANAGEMENT			Building	a	startup	is	an	exercise	in	institution	building;	thus,	it	necessarily	involves	management.	This	often	comes	as	a	surprise	to
aspiring	entrepreneurs,	because	their	associations	with	these	two	words	are	so	diametrically	opposed.	Entrepreneurs	are	rightly	wary	of	implementing	traditional	management	practices	early	on	in	a	startup,	afraid	that	they	will	invite	bureaucracy	or	stifle	creativity.			Entrepreneurs	have	been	trying	to	fit	the	square	peg	of	their	unique	problems	into	the	round	hole	of	general	management	for	decades.	Asa	result,	many	entrepreneurs	take	a	"just	do	it"	attitude,	avoiding	all	forms	of	management,	process,	and	discipline.	Unfortunately,	this	approach	leads	to
chaos	more	often	than	it	does	to	success.	I	should	know:	my	first	startup	failures	were	all	of	this	kind	(as	we	saw	in	the	Introduction).			The	tremendous	success	of	general	management	over	the	last	century	has	provided	unprecedented	material	abundance,	but	those	management	principles	are	ill	suited	to	handle	the	chaos	and	uncertainty	that	startups	must	face.			+	+	+			I	believe	that	entrepreneurship	requires	a	managerial	discipline	to	harness	the	tremendous	entrepreneurial	opportunity	we	have	been	given.			There	are	more	entrepreneurs	operating	today
than	at	any	previous	time	in	history.	This	has	been	made	possible	by	dramatic	changes	inthe	global	economy.	To	site	but	one	example,	one	often	hears	commentators	lament	the	loss	of	manufacturing	jobs	in	the	United	States	over	the	previous	two	decades,	but	one	rarely	hears	about	a	corresponding	loss	of	manufacturing	capability.	That's	because	total	manufacturing	output	in	the	United	States	is	increasing	(by	15	percent	in	the	last	decade)	even	as	jobs	continue	to	be	lost	(see	the	charts	below).	In	effect,	the	huge	productivity	increases	made	possible	by
modern	management	and	technology	have	created	more	productive	capacity	than	firms	know	what	to	do	with.1			We	are	living	through	an	unprecedented	worldwide	entrepreneurial	renaissance,	but	this	opportunity	is	laced	with	peril.	Because	we	lack	a	coherent	management	paradigm	for	new	innovative	ventures,	we're	throwing	our	excess	capacity	around	with	wild	abandon.	Despite	this	lack	of	rigor,	we	are	finding	some	ways	to	make	money,	but	for	every	success	there	are	far	too	many	failures:	products	pulled	from	shelves	mere	weeks	after	being	launched,
high-profile	startups	lauded	in	the	press	and	forgotten	a	few	months	later,	and	new	products	that	wind	up	being	used	by	nobody.	What	makes	these	failures	particularly	painful	is	not	just	the	economic	damage	done	to	individual	employees,	companies,	and	investors;	they	are	also	a	colossal	waste	of	our	civilization's	most	precious	resource:	the	time,	passion,	and	skill	of	its	people.	The	Lean	Startup	movement	is	dedicated	to	preventing	these	failures.			THE	ROOTS	OF	THE	LEAN	STARTUP			The	Lean	Startup	takes	its	name	from	the	lean	manufacturing
revolution	that	Taiichi	Ohno	and	Shigeo	Shingo	are	credited	with	developing	at	Toyota.	Lean	thinking	is	radically	altering	the	way	supply	chains	and	production	systems	are	run.	Among	its	tenets	are	drawing	on	the	knowledge	and	creations	of	individual	workers,	the	shrinking	of	batch	sizes,	just-in-time	production	and	inventory	control,	and	an	acceleration	of	cycle	times.	It	taught	the	world	the	difference	between	value-creating	activities	and	waste	and	showed	how	to	build	quality	into	products	from	the	inside	out.			The	Lean	Startup	adapts	these	ideas	to	the
context	of	entrepreneurship,	proposing	that	entrepreneurs	judge	their	progress	differently	from	the	way	other	kinds	of	ventures	do.	Progress	in	manufacturing	is	measured	by	the	production	of	high-quality	physical	goods.	As	we'll	see	in	Chapter	3,	the	Lean	Startup	uses	a	different	unit	of	progress,	called	validated	learning.	With	scientific	learning	as	our	yardstick,	we	can	discover	and	eliminate	the	tremendous	waste	that	is	plaguing	entrepreneurship.			A	comprehensive	theory	of	entrepreneurship	should	address	all	the	functions	of	an	early-stage	venture:
vision	and	concept,	product	development,	marketing	and	sales,	scaling	up,	partnerships	and	distribution,	and	structure	and	organizational	design.	It	has	to	provide	startup	ventures	with	a	method	for	measuring	progress	in	the	context	of	extreme	uncertainty.	It	can	give	entrepreneurs	clear	guidance	on	how	to	make	the	many	trade-off	decisions	they	face:	whether	and	when	to	invest	in	process;	formulating,	planning,	and	creating	infrastructure;	when	to	go	it	alone	and	when	to	partner;	when	to	respond	to	feedback	and	when	to	stick	with	vision;	and	how	and
when	to	invest	in	scaling	the	business.	Most	of	all,	it	must	allow	entrepreneurs	to	make	testable	predictions.			For	example,	consider	the	recommendation	that	you	build	cross-functional	teams	and	hold	them	accountable	to	what	we	call	learning	milestones	instead	of	organizing	your	company	into	strict	functional	departments	(marketing,	sales,	information	technology,	human	resources,	etc.)	that	hold	people	accountable	for	performing	well	in	their	specialized	areas	(see	Chapter	7).	Perhaps	you	agree	with	this	recommendation,	or	perhaps	you	are	skeptical.
Either	way,	if	you	decide	to	implement	it,	I	predict	that	you	pretty	quickly	will	get	feedback	from	your	teams	that	the	new	process	is	reducing	their	productivity.	They	will	ask	to	go	back	to	the	old	way	of	working,	in	which	they	had	the	opportunity	to	"stay	efficient"	by	working	in	larger	batches	and	passing	work	between	departments.			It's	safe	to	predict	this	result,	and	not	just	because	I	have	seen	it	many	times	in	the	companies	I	work	with.	It	is	a	straightforward	prediction	of	the	Lean	Startup	theory	itself.	When	people	are	used	to	evaluating	their	productivity
locally,	they	feel	that	a	good	day	is	one	in	which	they	did	their	job	well	all	day.	When	I	worked	as	a	programmer,	that	meant	eight	straight	hours	of	programming	without	interruption.	That	was	a	goodday.	In	contrast,	if	I	was	interrupted	with	questions,	process,	or—heaven	forbid—meetings,	I	felt	bad.	What	did	I	really	accomplish	that	day?	Code	and	product	features	were	tangible	to	me;	I	could	see	them,	understand	them,	and	show	them	off.	Learning,	by	contrast,	is	frustratingly	intangible.			The	Lean	Startup	asks	people	to	start	measuring	their	productivity
differently.	Because	startups	often	accidentally	build	something	nobody	wants,	it	doesn't	matter	much	if	they	do	it	on	time	and	on	budget.	The	goal	of	a	startup	is	to	figure	out	the	right	thing	to	build—the	thing	customers	want	and	will	pay	for—as	quickly	as	possible.	In	other	words,	the	Lean	Startup	is	a	new	way	of	looking	at	the	development	of	innovative	new	products	that	emphasizes	fast	iteration	and	customer	insight,	a	huge	vision,	and	great	ambition,	all	at	the	same	time.			+	+	+			Henry	Ford	is	one	of	the	most	successful	and	celebrated	entrepreneurs	of
all	time.	Since	the	idea	of	management	has	been	bound	up	with	the	history	of	the	automobile	since	its	first	days,	I	believe	it	is	fitting	to	use	the	automobile	as	a	metaphor	for	a	startup.			An	internal	combustion	automobile	is	powered	by	twoimportant	and	very	different	feedback	loops.	The	first	feedback	loop	is	deep	inside	the	engine.	Before	Henry	Ford	was	a	famous	CEO,	he	was	an	engineer.	He	spent	his	days	and	nights	tinkering	in	his	garage	with	the	precise	mechanics	of	getting	the	engine	cylinders	to	move.	Each	tiny	explosion	within	the	cylinder	provides
the	motive	force	to	turn	the	wheels	but	also	drives	the	ignition	of	the	next	explosion.	Unless	the	timing	of	this	feedback	loop	is	managed	precisely,	the	engine	will	sputter	and	break	down.			Startups	have	a	similar	engine	that	I	call	the	engine	of	growth.	The	markets	and	customers	for	startups	are	diverse:	a	toy	company,	a	consulting	firm,	and	a	manufacturing	plant	may	not	seem	like	they	have	much	in	common,	but,	as	we'll	see,	they	operate	with	the	same	engine	of	growth.			Every	new	version	of	a	product,	every	new	feature,	and	every	new	marketing	program
is	an	attempt	to	improve	this	engine	of	growth.	Like	Henry	Ford's	tinkering	in	his	garage,	not	all	of	these	changes	turn	out	to	be	improvements.	New	product	development	happens	in	fits	and	starts.	Much	of	the	time	in	a	startup's	life	is	spent	tuning	the	engine	by	making	improvements	in	product,	marketing,	or	operations.			The	second	important	feedback	loop	in	an	automobile	is	between	the	driver	and	the	steering	wheel.	This	feedback	is	so	immediate	and	automatic	that	we	often	don't	think	about	it,	but	it	is	steering	that	differentiates	driving	from	most	other
forms	of	transportation.	If	you	have	a	daily	commute,you	probably	know	the	route	so	well	that	your	hands	seem	to	steer	you	there	on	their	own	accord.	We	can	practically	drive	the	route	in	our	sleep.	Yet	if	Iasked	you	to	close	your	eyes	and	write	down	exactly	how	to	get	to	your	office—not	the	street	directions	but	every	action	you	need	to	take,	every	push	of	hand	on	wheel	and	foot	on	pedals—you'd	find	it	impossible.	The	choreography	of	driving	is	incredibly	complex	when	one	slows	down	to	think	about	it.			By	contrast,	a	rocket	ship	requires	just	this	kind	of	in-
advance	calibration.	It	must	be	launched	with	the	most	precise	instructions	on	what	to	do:	every	thrust,	every	firing	of	a	booster,	and	every	change	in	direction.	The	tiniest	error	at	the	point	of	launch	could	yield	catastrophic	results	thousands	of	miles	later.			Unfortunately,	too	many	startup	business	plans	look	more	like	they	are	planning	to	launch	a	rocket	ship	than	drive	a	car.	They	prescribe	the	steps	to	take	and	the	results	to	expect	in	excruciating	detail,	and	as	in	planning	to	launch	a	rocket,	they	are	set	up	in	such	a	way	that	even	tiny	errors	in	assumptions
can	lead	to	catastrophic	outcomes.			One	company	I	worked	with	had	the	misfortune	of	forecasting	significant	customer	adoption—in	the	millions—for	one	of	its	new	products.	Powered	by	a	splashy	launch,	the	company	successfully	executed	its	plan.	Unfortunately,	customers	did	not	flock	to	the	product	in	great	numbers.	Even	worse,	the	company	had	invested	in	massive	infrastructure,	hiring,	and	support	to	handle	the	influx	of	customers	it	expected.	When	the	customers	failed	to	materialize,	the	company	had	committed	itself	so	completely	that	they	could	not
adapt	in	time.	They	had	"achieved	failure"—successfully,	faithfully,	and	rigorously	executing	a	plan	that	turned	out	to	have	been	utterly	flawed.			The	Lean	Startup	method,	in	contrast,	is	designed	to	teach	you	how	to	drive	a	startup.	Instead	of	making	complex	plans	that	are	based	on	a	lot	of	assumptions,	you	can	make	constant	adjustments	with	a	steering	wheel	called	the	Build-Measure-Learn	feedback	loop.	Through	this	process	of	steering,	we	can	learn	when	and	if	it's	time	to	make	a	sharp	turn	called	a	pivot	or	whether	we	should	persevere	along	our	current
path.	Once	we	have	an	engine	that's	revved	up,	the	Lean	Startup	offers	methods	to	scale	and	grow	the	business	with	maximum	acceleration.	Throughout	the	process	of	driving,	you	always	have	a	clear	idea	of	where	you're	going.	If	you're	commuting	to	work,	you	don't	give	up	because	there's	a	detour	in	the	road	or	you	made	a	wrong	turn.	You	remain	thoroughly	focused	on	getting	to	your	destination.			Startups	also	have	a	true	north,	a	destination	in	mind:	creating	a	thriving	and	world-changing	business.	I	call	that	a	startup's	vision.	To	achieve	that	vision,
startups	employ	a	strategy,	which	includes	a	business	model,	a	product	road	map,	a	point	of	view	about	partners	and	competitors,	and	ideas	about	who	the	customer	will	be.	The	product	is	the	end	result	of	this	strategy	(see	the	chart	on	page	23).			Products	change	constantly	through	the	process	of	optimization,	what	I	call	tuning	the	engine.	Less	frequently,	the	strategy	may	have	to	change	(called	a	pivot).	However,	the	overarching	vision	rarely	changes.	Entrepreneurs	are	committed	to	seeing	the	startup	through	to	that	destination.	Every	setback	is	an
opportunity	for	learning	how	to	get	where	they	want	to	go	(see	the	chart	below).			In	real	life,	a	startup	is	a	portfolio	of	activities.	A	lot	is	happening	simultaneously:	the	engine	is	running,	acquiring	new	customers	and	serving	existing	ones;	we	are	tuning,	trying	to	improve	our	product,	marketing,	and	operations;	and	we	are	steering,	deciding	if	and	when	to	pivot.	The	challenge	of	entrepreneurship	is	to	balance	all	these	activities.	Even	the	smallest	startup	faces	the	challenge	of	supporting	existing	customers	while	trying	to	innovate.	Even	the	most	established
company	faces	the	imperative	to	invest	in	innovation	lest	it	become	obsolete.	As	companies	grow,	what	changes	is	the	mix	of	these	activities	in	the	company's	portfolio	of	work.			+	+	+			Entrepreneurship	is	management.	And	yet,	imagine	a	modern	manager	who	is	tasked	with	building	a	new	product	in	the	context	of	an	established	company?	Imagine	that	she	goes	back	to	her	company's	chief	financial	officer	(CFO)	a	year	later	and	says,	"We	have	failed	to	meet	the	growth	targets	we	predicted.	In	fact,	we	have	almost	no	new	customers	and	no	new	revenue.
However,	we	have	learned	an	incredible	amount	and	are	on	the	cusp	of	a	breakthrough	new	line	of	business.	All	we	need	is	another	year."	Most	ofthe	time,	this	would	be	the	last	report	this	intrapreneur	would	give	her	employer.	The	reason	is	that	in	general	management,	a	failure	to	deliver	results	is	due	to	either	a	failure	to	plan	adequately	or	a	failure	to	execute	properly.	Both	are	significant	lapses,	yet	new	product	development	in	our	modern	economy	routinely	requires	exactly	this	kind	of	failure	on	the	way	to	greatness.	In	the	Lean	Startup	movement,	we
have	come	to	realize	that	these	internal	innovators	are	actually	entrepreneurs,	too,	and	that	entrepreneurial	management	can	help	them	succeed;	this	is	the	subject	of	the	next	chapter.	

The	lean	startup	methodology.		The	lean	startup	by	eric	ries.		The	lean	startup	kindle.		The	lean	startup	in	hindi.		The	lean	startup	vs	zero	to	one.		The	lean	startup	audiobook.		The	lean	startup	bangla	pdf.		The	lean	startup	arabic.		The	lean	startup	book	review.		The	lean	startup	summary.		The	lean	startup	audiobook	free.		The	lean	startup	flipkart.		The	lean	startup	review.		The	lean	startup	book	in	hindi	pdf.		The	lean	startup	amazon.		


