
BOOK REVIEW OF STEVE BLANK S FOUR

The Four Steps to the Epiphany book. Read reviews from the world's largest community for readers. Published February
1st by K & S Ranch (first published ) Although I had mentioned him in previous posts such as The Art of Selling and his
Views on Entrepreneurship, I had never read Steve Blank's until.

I asked Blank about the books that have influenced him and the books, aside from his, that best explain the
lean startup concept. If you are a member of that audience - entrepreneurs starting up a technology-based firm,
especially one doing business-to-business - then it is incredibly useful, provided you can get through it and do
what it says. Shelves: business , non-fiction I am torn between giving this book five stars and giving it two -
it's an incredibly useful book to me personally and I wish I'd read it years ago, but at the same time it is
turgidly written, complex, encrusted with typos and amateurish editing, and it is applicable to a narrow
audience. These strings all came together when Blank invested in a company cofounded by Eric Ries, who
read his book and took his class. Then you ask them what steps they would take when deploying the software.
By the time he retired two decades later, he had been involved with eight startups, including software
company E. Ask potential channel partners what they need to have before placing an order. Draft an email for
your contacts that they can forward to their contacts. Is this a solution sale? What is the selling strategy? Only
if customers do not agree there's a problem to be solved, think the problem si not painful, or don't deem the
product spec solves their problem, do the Customer and Product Development teams reconvene to add or
refine features. If you are a member of that audience - entrepreneurs starting up a technology-based firm,
especially one doing business-to-business - then it is incredibly useful, provided you can get through it and d I
am torn between giving this book five stars and giving it two - it's an incredibly useful book to me personally
and I wish I'd read it years ago, but at the same time it is turgidly written, complex, encrusted with typos and
amateurish editing, and it is applicable to a narrow audience. If you're responsible for creating and testing new
offers, skip Four Steps to the Epiphany at your own peril. A combination of essays, diagrams, and course
notes from a popular class Blank teaches at Sanford, Four Steps to the Epiphany will help you validate your
business idea before you sink years of effort and your life savings into a new business idea. That seems like
common sense, until you realize that most businesspeople default to building something first, then trying to
discover if someone's interested in buying it. Who is the saboteur? I have purchased another copy for a friend -
another good sign - and I will probably buy more. Blank, to his own surprise, became something of a guru. In
Four Steps to the Epiphany , Steve Blank describes value-creation as a "Customer Development" process -
discovering what your customers actually want, validating that you have something to offer them, making real
sales, and then building the company to fulfill proven demand. They will later help you as advisory board
members and industry influencers. Review: 'Four Steps To The Epiphany' by Steve Blank Here's the fastest
way to fail in business: spend a lot of time and money developing something no one wants.


