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Overview 

This book aims to import ideas from “lean manufacturing”
and “agile software development” to give a roadmap for
entrepreneurs to more systematically grow new companies. 
The core concept is to create simple “Minimum Viable
Products”, to quickly push them out to customers, get their 
feedback, and iterate on product development. The goal is to 
not waste precious resources (money & time) on optimizing a 
product that nobody wants. 

 

PART I – VISION 

Chapter 1.  Start 

The vision of a successful company is the foundation of 
your entire process. To implement the vision, you must 
execute a strategy. And to execute a strategy, you must 
optimize your product towards something that 
customers will actually purchase. This is done through 
the “Build  Measure  Learn” loop. You build
“Minimum Viable Products” (MVP’s), push them out to
customers, and learn which features the customers like 
or dislike. At some point in your product lifecycle, you 
will likely need to choose whether to “pivot” to a new
version of your product, or “persevere” with the path
you’re on. 

 

Chapter 2.  Define 

This chapter discusses the trials and tribulations of the 
company Intuit, maker of the popular tax software 
TurboTax. Most entrepreneurs would love to get their 
product out onto the market, but managers and high 
level executives typically want to do extensive market 
analysis. Yet overanalyzing the market prior to actual 
development may be insufficient for the fast-moving 
economy of today. 

Intuit typically had done all their product development 
in 6 to 12 month cycles, preparing for the tax season each 
year. However, once Intuit started to actually implement 
and test their product development ideas weekly, 
instead of bi-annually, they saw an amazing increase in 
development productivity. The author recommends that 
established companies, as well as startups, create 
“innovation factories” in which novel product ideas are
quickly put to the test in the market. 

“A startup is a human institution 
designed to create a new product or service 
under conditions of extreme uncertainty.” 

 

Chapter 3.  Learn 

 Most companies use “learning” as an excuse for a lack
of successful execution. Most “learning” in corporations
is actually just meant to hide failure. The author 
discusses “validated learning”, which is to learn as you
build, by defining “actionable metrics.” The goal is to 
quickly determine whether the customer actually wants 
the new feature or new product by measuring changes 
in sales. The overarching goal is to quickly determine if 
company resources are being spent towards products 
which customers will actually pay for. 

While one might assume this means asking the customer 
what he wants, this is not entirely accurate. Customers 
don’t necessarily know what they want before they’ve
seen it. Instead of simply “pulling” from the market, a
more nuanced method is to “push” new features onto 
the market quickly and test the response. 

The method to implement validated learning is to split 
your potential customers into groups, and showcase 
different versions of the product to these groups (split-
testing). Determine which features are useful by 
measuring the actual response from the customer 
groups (in terms of actual sales, for example). 


