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Innovator's Playbook
"O'Reilly Media, Inc."
In today’s lightning-fast
technology world, good
product management is
critical to maintaining a
competitive advantage.
Yet, managing human
beings and navigating
complex product
roadmaps is no easy task,
and it’s rare to find a
product leader who can
steward a digital product
from concept to launch
without a couple of major
hiccups. Why do some
product leaders succeed
while others don’t? This
insightful book presents
interviews with nearly 100
leading product managers
from all over the world.
Authors Richard Banfield,
Martin Eriksson, and Nate
Walkingshaw draw on
decades of experience in
product design and
development to capture
the approaches, styles,
insights, and techniques
of successful product
managers. If you want to
understand what drives
good product leaders, this
book is an irreplaceable
resource. In three parts,
Product Leadership helps
you explore: Themes and

patterns of successful
teams and their leaders,
and ways to attain those
characteristics Best
approaches for guiding
your product team
through the startup,
emerging, and enterprise
stages of a company’s
evolution Strategies and
tactics for working with
customers, agencies,
partners, and external
stakeholders
Lean Analytics Crown
Currency
A new set of organizations
has discovered a new
formula: they combine
customer-centricity with
innovative power. These
organizations have
created a completely
outside-in approach to the
market. Not driven by
what they're good at, they
start with the market and
design their strategy
around it, replacing
practices of the past with
a new set of capabilities
which enable them to be
ahead of the curve in
discovering new market
opportunities. Whereas
the traditional value chain
model regards the market
as the end-outcome of the
efforts of the organization,
the reversed value chain
model starts there. The
customer is the starting
point and the value chain
is the result of

understanding customer
needs and requirements.
Customer Innovation
presents this unique case
for developing the
outside-in organization to
drive your business
success, combining
market orientation with
innovation to enable
actionable positive
change in the way your
company does business.
Winner of the Innovation
and Entrepreneurship
category of the 2015 CMI
Management Book of the
Year Awards, Customer
Innovation provides every
business with the
framework it needs to
combine customer focus
with innovation to achieve
success. It is packed with
real world examples from
a range of leading global
companies including
Disney, Coca-Cola, LEGO,
Eurex, Netflix, KLM,
Carglass, Komatsu,
Callebaut and more to
help you put market
awareness at the heart of
your business.
Start at the End "O'Reilly
Media, Inc."
Whether you're a startup
founder trying to disrupt
an industry or an
entrepreneur trying to
provoke change from
within, your biggest
challenge is creating a
product people actually
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want. Lean Analytics
steers you in the right
direction. This book shows
you how to validate your
initial idea, find the right
customers, decide what to
build, how to monetize
your business, and how to
spread the word. Packed
with more than thirty case
studies and insights from
over a hundred business
experts, Lean Analytics
provides you with hard-
won, real-world
information no
entrepreneur can afford to
go without. Understand
Lean Startup, analytics
fundamentals, and the
data-driven mindset Look
at six sample business
models and how they map
to new ventures of all
sizes Find the One Metric
That Matters to you Learn
how to draw a line in the
sand, so you'll know it's
time to move forward
Apply Lean Analytics
principles to large
enterprises and
established products
Customer Innovation
McGraw Hill Professional
Nudge meets Hooked in a
practical approach to
designing products and
services that change
behavior, from what we
buy to how we work.
Deciding what to create at
modern companies often
looks like an episode of
Mad Men: people throw
ideas around until one

sounds sexy enough to
execute and then they
scale it to everyone. The
result? Companies
overspend on marketing
to drive engagement with
products and services that
people don't want and
won't help them be
happier and healthier.
Start at the End offers a
new framework for
design, grounded in
behavioral science.
Technology executive and
behavioral scientist Matt
Wallaert argues that the
purpose of everything is
behavior change. By
starting with outcomes
instead of processes, the
most effective companies
understand what people
want to do and why they
aren't already doing it,
then build products and
services to bridge the
gap. Wallaert is a
behavioral psychologist
who has led product
design at organizations
ranging from startups like
Clover Health to industry
leaders such as Microsoft.
Whether dissecting the
success behind Uber's
ridesharing service or
Flamin' Hot Cheetos, he
underscores with clarity
and humor how this
approach can improve the
way we work and live.
This is an essential
roadmap for building
products that matter--and
changing behavior for the

better.
UX Strategy O'Reilly
Media
"Nobody asked you to
show up." Every
experienced product
manager has heard some
version of those words at
some point in their career.
Think about a company.
Engineers build the
product. Designers make
sure it has a great user
experience and looks
good. Marketing makes
sure customers know
about the product. Sales
get potential customers to
open their wallets to buy
the product. What more
does a company need?
What does a product
manager do? Based upon
Product School's
curriculum, which has
helped thousands of
students become great
product managers, The
Product Book answers
that question. Filled with
practical advice, best
practices, and expert tips,
this book is here to help
you succeed!
Solving Product
Rosenfeld Media
User experience (UX)
strategy requires a careful
blend of business strategy
and UX design, but until
now, there hasn’t been an
easy-to-apply framework
for executing it. This
hands-on guide introduces
lightweight strategy tools
and techniques to help
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you and your team craft
innovative multi-device
products that people want
to use. Whether you’re an
entrepreneur, UX/UI
designer, product
manager, or part of an
intrapreneurial team, this
book teaches simple-to-
advanced strategies that
you can use in your work
right away. Along with
business cases, historical
context, and real-world
examples throughout,
you’ll also gain different
perspectives on the
subject through
interviews with top
strategists. Define and
validate your target users
through provisional
personas and customer
discovery techniques
Conduct competitive
research and analysis to
explore a crowded
marketplace or an
opportunity to create
unique value Focus your
team on the primary
utility and business model
of your product by
running structured
experiments using
prototypes Devise UX
funnels that increase
customer engagement by
mapping desired user
actions to meaningful
metrics
Testing Business Ideas
Crown Currency
Create a winning game
plan for your digital
products with Strategize:

Product Strategy and
Product Roadmap
Practices for the Digital
Age, 2nd edition. Using a
wide range of proven
techniques and tools,
product management
expert Roman Pichler
explains how to create a
winning product strategy
and actionable roadmap.
Comprehensive and
insightful, the book will
enable you to make the
right strategic decisions in
today’s dynamic digital
age. If you work as a
product manager, Scrum
product owner, product
portfolio manager, head
of product, or product
coach, then this book is
for you. What you will
learn: * Create an
inspiring vision for your
product. * Develop a
product strategy that
maximises the chances of
launching a winning
product. * Successfully
adapt the strategy across
the product life cycle to
achieve sustained product
success. * Measure the
value your product
creates using the right
key performance
indicators (KPIs). * Build
an actionable outcome-
based product roadmap
that aligns stakeholders
and directs the product
backlog. * Regularly
review the product
strategy and roadmap
and keep them up-to-

date. Written in an
engaging and easily
accessible style,
Strategize offers practical
advice and valuable
examples so that you can
apply the practices
directly to your products.
This second, revised, and
extended edition offers
new concepts, more tools,
and additional tips and
examples. Praise for
Strategize: "Strategize
offers a comprehensive
approach to product
strategy using the latest
practices geared
specifically to digital
products. Not just theory,
the book is chock-full of
real-world examples,
making it easier to apply
the principles to your
company and products.
Strategize is essential
reading for everyone in
charge of products:
product executives,
product managers, and
product owners." Steve
Johnson, Founder at
Under10 Consulting.
"Whether you are new to
product management or
an experienced
practitioner, Strategize is
a must read. You are
guaranteed to get new
ideas about how to
develop or improve your
product strategy and how
to execute it successfully.
It’s an essential addition
to every product
manager’s reading list."
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Marc Abraham, Senior
Group Product Manager at
Intercom.
Lean B2B John Wiley &
Sons
“Solving Product lays out
the territory, helps you
see where you are, and
gets you back on track
when you’re in the ditch.”
– Amanda Robinson,
Product Manager at
Salesfloor - Solving
Product isn’t your typical
business book. It’s not a
book that was written to
be read front to back,
then simply put away.
Solving Product was
carefully designed to help
product teams and
entrepreneurs reveal the
gaps in their business
models, find new avenues
for growth, and
systematically overcome
their next hurdles by
leveraging the greatest
resource at their disposal:
customers. No matter
where you are in the
product growth cycle—at
the idea stage, at
maturity, or somewhere in
between—Solving Product
will help you: - Gain
clarity: Reveal gaps and
blindsides, know exactly
what challenges you’re
facing; - Overcome
blockers: Lay out clear
action plans to fix the
most pressing issues and
get your business moving
forward, fast; - Ignite
growth: Find new

approaches to get your
product growing. The
book contains more than
25 case studies and
actionable advice from
hundreds of product
leaders and customer
research experts. Solving
Product offers a simple,
unique, and wildly
powerful business
compass. It’s a book you’ll
find yourself going back
to, time and time again.
The User Experience
Team of One John Wiley &
Sons
PRAISE FOR PRODUCT
REALIZATION: GOING
FROM ONE TO A MILLION
"A must-read reference
for anyone who intends to
successfully build a
product and bring it to
market." Desh
Deshpande, Entrepreneur
& Life Member of MIT
Corporation "This book is
a go-to resource for new
and experienced
hardware teams to help
them plan for and execute
a new hardware startup
successfully and avoid
common pitfalls. Highly
recommended." Bill Aulet,
Managing Director, The
Martin Trust Center for
MIT Entrepreneurship &
Professor of the Practice,
MIT Sloan School and
Author of Disciplined
Entrepreneurship "An
excellent, practical guide
for first time
entrepreneurs building

physical world products."
Laila Partridge, Managing
Director,
STANLEY+Techstars
Accelerator "Product
Realization picks up
where so many product
design books end. Here is
the book that explains it
all chock full of shop-floor
wisdom, fascinating
stories and compelling
examples." Steven
Eppinger, Professor of
Management Science and
Engineering Systems,
Massachusetts Institute of
Technology "Product
Realization contains the
critical information and
roadmap hardware
entrepreneurs need as
they take their concepts
from prototype to
production." Ken Rother,
Managing Director eLab
and Visiting Lecturer of
Management, Johnson
Graduate School of
Management, Cornell
University Product
Realization: Going from
One to a Million delivers a
comprehensive treatment
of the entire product
launch process from
beginning to end. Drawing
upon the author's
extensive first-hand
experience with dozens of
successful product
launches, the book
explores the process of
bringing a design from
prototype to product. It
illustrates the complicated
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and interdisciplinary
process with vignettes
and examples, provides
checklists and templates
to help teams, and points
out common challenges
teams will face. Perfect
for both students, start-
ups, and engineers in the
field, Product Realization:
Going from One to a
Million will be the go-to
reference for engineers
seeking practical advice
and concrete strategies to
launch higher quality
products, at the right cost
and on time.
INSPIRED Kogan Page
Publishers
The missing manual on
how to apply Lean Startup
to build products that
customers love The Lean
Product Playbook is a
practical guide to building
products that customers
love. Whether you work at
a startup or a large,
established company, we
all know that building
great products is hard.
Most new products fail.
This book helps improve
your chances of building
successful products
through clear, step-by-
step guidance and advice.
The Lean Startup
movement has
contributed new and
valuable ideas about
product development and
has generated lots of
excitement. However,
many companies have yet

to successfully adopt Lean
thinking. Despite their
enthusiasm and
familiarity with the high-
level concepts, many
teams run into challenges
trying to adopt Lean
because they feel like
they lack specific
guidance on what exactly
they should be doing. If
you are interested in Lean
Startup principles and
want to apply them to
develop winning products,
this book is for you. This
book describes the Lean
Product Process: a
repeatable, easy-to-follow
methodology for iterating
your way to product-
market fit. It walks you
through how to:
Determine your target
customers Identify
underserved customer
needs Create a winning
product strategy Decide
on your Minimum Viable
Product (MVP) Design
your MVP prototype Test
your MVP with customers
Iterate rapidly to achieve
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.
Lean UX HarperCollins
Get from Idea to
Product/Market Fit in B2B.
The world has changed.
Nowadays, there are more
companies building B2B
products than there’s ever
been. Products are
entering organizations
top-down, middle-out, and
bottom-up. Teams and
managers control their
budgets. Buyers have
become savvier and more
impatient. The case for
the value of new
innovations no longer
needs to be made.
Technology products get
hired, and fired faster
than ever before. The
challenges have moved
from building and
validating products to
gaining adoption in
increasingly crowded and
fragmented markets. This,
requires a new playbook.
The second edition of
Lean B2B is the result of
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years of research into B2B
entrepreneurship. It builds
off the unique Lean B2B
Methodology, which has
already helped thousands
of entrepreneurs and
innovators around the
world build successful
businesses. In this new
edition, you’ll learn: - Why
companies seek out new
products, and why they
agree to buy from
unproven vendors like
startups - How to find
early adopters, establish
your credibility, and
convince business
stakeholders to work with
you - What type of
opportunities can increase
the likelihood of building a
product that finds
adoption in businesses -
How to learn from
stakeholders, identify a
great opportunity, and
create a compelling value
proposition - How to get
initial validation, create a
minimum viable product,
and iterate until you're
able to find
product/market fit This
second edition of Lean
B2B will show you how to
build the products that
businesses need, want,
buy, and adopt.
The Product Book: How to
Become a Great Product
Manager Pichler
Consulting
UX design has
traditionally been
deliverables-based.

Wireframes, site maps,
flow diagrams, content
inventories, taxonomies,
mockups helped define
the practice in its
infancy.Over time,
however, this
deliverables-heavy
process has put UX
designers in the
deliverables business.
Many are now measured
and compensated for the
depth and breadth of their
deliverables instead of the
quality and success of the
experiences they design.
Designers have become
documentation subject
matter experts, known for
the quality of the
documents they create
instead of the end-state
experiences being
designed and
developed.So what's to be
done? This practical book
provides a roadmap and
set of practices and
principles that will help
you keep your focus on
the the experience back,
rather than the
deliverables. Get a
tactical understanding of
how to successfully
integrate Lean and
UX/Design; Find new
material on business
modeling and outcomes
to help teams work more
strategically; Delve into
the new chapter on
experiment design and
Take advantage of
updated examples and

case studies.
The Lean Startup John
Wiley & Sons
Most 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
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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.
The Customer-Driven
Playbook "O'Reilly Media,
Inc."
Take a Design-led
Approach to Innovation
Innovation drives growth
in organisations and
entire economies. Yet
innovation is hard, risky
and rarely successful.
Most innovations and
startups fail because of a
lack of focus on the front
end of the innovation
process where customer
needs are researched,
insights are distilled,
solutions are ideated,
prototyped and tested
and business models are
shaped. But innovation
doesn’t have to be this
way. In Innovator’s
Playbook, author and
leading Design Thinking

expert Nathan Baird
shares his 20 years of
hands-on experience,
tools and methods for
developing a winning
customer-centric
approach to innovation.
This book will teach you
how to apply the design
thinking method to
innovation and help you
to innovate better with
five practical and proven
stages: 1. Build the right
team for innovation. 2.
Better understand your
customer through
empathy. 3. Distill and
refine customer-centric
needs and insights. 4.
Unleash your team’s
creativity to create fresh
new ideas to address
customer needs. 5.
Experiment and validate
desirable, feasible and
viable solutions.
Innovator’s Playbook
helps entrepreneurs,
corporate teams, startups
and leaders across all
levels to use design-led
methodologies for start-
to-finish innovation
success.
Lean Customer
Development Penguin
Leverage the framework
of visionaries to innovate,
disrupt, and ultimately
succeed as an
entrepreneur The Lean
Entrepreneur, Second
Edition 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.
The follow-up to the New
York Times bestseller, this
great 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.
The belief that innovative
outliers like Steve Jobs
and Bill Gates have some
super-human ability to
envision the future and
build innovative products
to meet needs that have
yet to arise is a fallacy
that too many fall prey to.
This 'Myth of the
Visionary' does nothing
but get in the way of
talented managers,
investors, innovators, and
entrepreneurs. Taking a
proven, measured
approach, The Lean
Entrepreneur will have
you engaging customers,
reducing time to market
and budgets, and
stressing your
organization's focus on
the power of loyal
customers to build
powerhouse new products
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and companies. This
guide will show you how
to: Apply actionable tips
and tricks from successful
lean entrepreneurs with
proven track records
Leverage the Innovation
Spectrum to disrupt
markets and create
altogether new markets
Use minimum viable
products to drive strategy
and conduct efficient
market testing Quickly
develop cross-functional
innovation teams to
overcome typical startup
roadblocks The Lean
Entrepreneur is your
complete guide to getting
your startup moving in
the right direction quickly
and hyper-efficiently.
Winning at New Products
Pearson UK
Why do some innovation
projects succeed where
others fail? The book
reveals the business
implications of Jobs
Theory and explains how
to put Jobs Theory into
practice using Outcome-
Driven Innovation.
UX for Lean Startups
Harvard Business Review
Press
Faced with the choice of
starting a company or
joining a large
corporation, Steve Jobs
believed that it was 'more
fun to be a pirate than to
join the navy'. But for
innovators inside
established companies,

making a distinction
between being a pirate
and joining the navy is a
fallacy. We have to figure
out a way to become
pirates in the navy! There
is nothing harder in
business than trying to
innovate within large
corporations. Innovators
in big companies often
face internal opposition as
well as their external
competitors. It is the
management of the core
business that tends to get
in the way of innovation.
Most intrapreneurs
recognise that innovation
can’t be carried out as a
series of one-off projects
that always have to jump
through political hurdles.
They realise that there is
a need for innovation to
happen as a repeatable
process. But how can they
achieve this? This is a
step-by-step guide to
getting continuous
innovation done in
companies and reshaping
them in the process. It is
for anyone involved in
corporate innovation and
driving company change.
Radical Product Thinking
"O'Reilly Media, Inc."
For more than two
decades, Winning at New
Products has served as
the bible for product
developers everywhere.
Robert G. Cooper
demonstrates why
consistent product

development is vital to
corporate growth and how
to maximize your chances
of success. Citing the
author's most recent
research, Winning at New
Products showcases
innovative practices by
industry leaders to
present a field-tested
game plan for achieving
product leadership.
Cooper outlines specific
strategies for making
sound business decisions
at every step-from idea
generation to launch. This
fully updated and
expanded edition is an
essential resource for
product developers
around the world. "This is
a must read. There's so
much new in this book,
from how to generate the
breakthrough ideas,
picking the winners, and
driving them to market
successfully." -- Philip
Kotler, Professor of
International Marketing,
Northwestern University,
Kellogg School of
Management
Building Products for the
Enterprise McGraw Hill
Professional
The User Experience
Team of One prescribes a
range of approaches that
have big impact and take
less time and fewer
resources than the
standard lineup of UX
deliverables. Whether you
want to cross over into
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user experience or you're
a seasoned practitioner
trying to drag your
organization forward, this
book gives you tools and
insight for doing more
with less.
The Lean Product
Lifecycle Springer Science
& Business Media
A world-renowned
innovation guru explains
practices that result in
breakthrough innovations
"Ulwick's outcome-driven
programs bring discipline
and predictability to the
often random process of
innovation." -Clayton
Christensen For years,
companies have accepted
the underlying principles
that define the customer-
driven paradigm--that is,
using customer
"requirements" to guide
growth and innovation.
But twenty years into this
movement, breakthrough
innovations are still rare,
and most companies find
that 50 to 90 percent of
their innovation initiatives
flop. The cost of these
failures to U.S. companies
alone is estimated to be
well over $100 billion
annually. In a book that
challenges everything you
have learned about being
customer driven,
internationally acclaimed
innovation leader Anthony
Ulwick reveals the secret
weapon behind some of
the most successful

companies of recent
years. Known as
"outcome-driven"
innovation, this
revolutionary approach to
new product and service
creation transforms
innovation from a
nebulous art into a
rigorous science from
which randomness and
uncertainty are
eliminated. Based on
more than 200 studies
spanning more than
seventy companies and
twenty-five industries,
Ulwick contends that,
when it comes to
innovation, the traditional
methods companies use
to communicate with
customers are the root
cause of chronic waste
and missed opportunity.
In What Customers Want,
Ulwick demonstrates that
all popular qualitative
research methods yield
well-intentioned but
unfitting and dreadfully
misleading information
that serves to derail the
innovation process.
Rather than accepting
customer inputs such as
"needs," "benefits,"
"specifications," and
"solutions," Ulwick argues
that researchers should
silence the literal "voice of
the customer" and focus
on the "metrics that
customers use to measure
success when executing
the jobs, tasks or

activities they are trying
to get done." Using these
customer desired
outcomes as inputs into
the innovation process
eliminates much of the
chaos and variability that
typically derails
innovation initiatives.
With the same profound
insight, simplicity, and
uncommon sense that
propelled The Innovator's
Solution to worldwide
acclaim, this paradigm-
changing book details an
eight-step approach that
uses outcome-driven
thinking to dramatically
improve every aspect of
the innovation process--
from segmenting markets
and identifying
opportunities to creating,
evaluating, and
positioning breakthrough
concepts. Using case
studies from Microsoft,
Johnson & Johnson, AIG,
Pfizer, and other leading
companies, What
Customers Want shows
companies how to: Obtain
unique customer inputs
that make predictable
innovation possible
Recognize opportunities
for disruption, new market
creation, and core market
growth--well before
competitors do Identify
which ideas, technologies,
and acquisitions have the
greatest potential for
creating customer value
Systematically define
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breakthrough products
and services concepts
Innovation is fundamental
to success and business
growth. Offering a proven

alternative to failed
customer-driven thinking,
this landmark book arms
you with the tools to

unleash innovation, lower
costs, and reduce failure
rates--and create the
products and services
customers really want.
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