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MAIN IDEA

How do the world's fastest moving and most
successful startups get in front and stay there?
Simply put, they are customer-centric – which
means they create products people love. They use
five human-centered business design loops to
achieve that.

Remember, human-centered business design is all
about building products and services people love.
This is always a hard, chaotic, and messy process,
but it is wonderful when it comes together. To
become more successful in your own business,
figure out how you can follow the world's most
successful companies and utilize the five loops

"It’s best to think about human-centered business

design as a series of Loops. There are lots of ideas

out there, and lots of people who have ideas. Only a

few of those ideas are viable, and of the few that

turn into hunches, even fewer will develop into

products that launch businesses. Sometimes the

market isn’t ready yet, or the technology doesn’t

exist yet, or you don’t have the team put together

yet, or the solution is just too damn expensive.

Remember that potential failure points exist. The

flip side of that, of course, is that success is a very

real possibility. And with confidence in your ideas

and clarity on how to execute on them, you should

pursue that success."

– J. Cornelius

Loop #1 – Research . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . Pages 2 - 3

The research loop is all about building confidence and validating you've identified a
problem people care about enough to pay for a solution. Research is first and foremost a
problem-discovery process. You're looking for a problem you can fall in love with, an
understanding of customer pain points, and the quantifiable potential gains of a solution.

Loop #2 – Prototype . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . Page 4

The prototype loop begins with the question: "How might we ..." You then design a
solution, not a product. Once you have clarity about the solution you're offering, you start
building cheap experiments and prototypes which you test with your target market. The
prototype loop is all about learning when something works and when it does not.

Loop #3 – Test . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . Page 5

The testing loop is very straightforward. You build a simple prototype (physical, paper, or
digital), and get it into the hands of people who will value that solution highly. You then talk
to those initial users, and ask how it worked for them. Prototyping and testing tend to
co-mingle, and based on feedback you'll often loop back and forth between them.

Loop #4 – Position . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . Page 6

The positioning loop involves branding where you position yourself to stand out from the
competition, and reinforce the personality of your solution. A good brand will exist at the
intersection of what your company does and how people feel about it. This loop focuses
on how you go about creating a brand future customers will trust.

Loop #5 – Build . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . Pages 7 - 8

The build loop as the final loop signals you never stop doing research, developing new
prototypes, and testing and tweaking your ideas. You keep talking to your customers, and
coming up with innovations they value in perpetuity. You keep building new MDPs
(Minimum Delightful Products) which you test, refine, and iterate over and over.

Human-Centered Business Design

Build

Positio
n

Test

Prototype

Research

Research

Prototype

Test

Positio
n

Build

Human-Centered

Business Design



.ComSummaries
The Ultimate Business Library

8-page

30 mins

dollars

300+ page

key ideas

We condense business books into

summaries.


By reading summaries, you’ll get the in

, so you can spend more time turning your 

ideas into .

Learn from the mistakes and success of the smartest people in business;


Get fresh ideas, strategies & motivation that could be worth millions to you;


Follow emerging trends, so you can catch the wave before your competitors do;

Catch up on the classics you always wanted to read.

>

>

>

>

$2 per weekFor just , you will...

Our catalog includes summaries on a range of topics for 

aspiring entrepreneurs, managers, and consultants.

1,000 Top Business Book Summaries

Knowledge is Power  — Invest in Your Future

AND MORE

SALES

MANAGEMENT

LEADERSHIP MOTIVATION STRATEGY

PRESENTATIONSBUSINESS PLANS


