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Innovation, Strategy

Advisor in AI and 
blockchain

Successful ICO advisor 
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1. Agenda
➔ Basics - orthodox business 

What people think in terms of business and design.

➔ Results - and the why
Why most startups fail and businesses fail to grow.

➔ Context for economics
Historic notes and WIIFM for product managers, 
innovator and fundraisers

➔ What you MUST know 
Psychology + economics = business success

➔ Recommendations - call to arms
You need to fix your business



Orthodox business thinking:

Lean Startup and Design Thinking
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Did you know?

Successful companies such 
as Google are generally good 
at product design but... 

Google has 8 successful 
products but has more than 
50 big product failures, 
including including Google 
Glass, Google+, Google 
Wave and Google Video

(Orthodox) business results

Companies like Netflix, Apple and Google 
count on design thinking for innovation!!

https://www.androidauthority.com/failed-google-products-list-943812/
https://www.lewis-lin.com/blog/2018/2/26/googles-product-failures-updated-2018
https://www.lewis-lin.com/blog/2018/2/26/googles-product-failures-updated-2018
https://yourstory.com/2016/08/design-thinking-for-innovation


Orthodox results



Human behaviour patterns include..
Inconsistent choices

1. Laboratory subjects sometimes display incoherent choice behavior
2. Inconsistencies arise frequently
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Context for economics*

Modern traditional

Humans are assumed to be 
rational

Humans optimize their utility

Markets tend to equilibrium 

Adam Smith

Invisible hand

Markets self-regulate and 
course-correct

Humans optimize

I. Fisher/P. 
Samuelson

Being rational and 
optimizing choices is great

Adding advanced math to 
economics

*traditional economics 



Behavioural economics?
Rationality is

Myth

Ideal case

Delusional 
experience

–

–

–
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What you MUST know
● Humans have many cognitive biases which 

describe and prescribe every type of 
decisions

● Humans are not rational, hence traditional 
economics models may have very limited 
macro relevance

● To make your product successful, you need 
to design it using behavioral economics 
principles

Top human biases

Anchoring/adjustment

Representativeness

Accessibility

Loss aversion

Endowment effect

House-money effect



Human design flaws and patterns
Some of the main behavioural trends and patterns are:

1. Inconsistent choices
2. Endowment effect
3. Status quo bias
4. Narrow framing
5. Salience bias
6. Present bias
7. Sunk costs fallacy
8. ...many more



Context for economics 

“What’s in it for 
me” for product managers, 
innovators and fundraisers

Incentives to use (keep, transact, trade) 
product usage and engagement
Design products that are in high 
demand
Engagement processes and systems 
that will have different users contribute 
to improvement/growth of your 
product

Did you know?

Humans are 
evolutionarily wired to 
use cognitive 
heuristics/shortcuts

Rationality only become 
a mainstream economic 
assumption with P. 
Samuelson (1960s)



Illustrative use case 1

Viagogo
The world’s largest secondary marketplace for tickets

scarcity primes

https://www.theguardian.com/business/2016/sep/23/what-we-know-about-ticket-reseller-viagogo


Use case 2
Ingenico (using Luckycycle)
online and mobile commerce division of Ingenico Group

Giving consumers an opportunity to win back their basket amount has 
been shown to increase checkout conversion, stickiness and grow 
customer loyalty. Ingenico Gamified Checkout is available both as an 
online as well as an instore solution.

Present bias prompts

Games include a scratch card, 
a slot machine and a wheel of 
fortune, all of which give the 
consumer an opportunity to 
immediately win prizes related 
to their purchase.

Instead of offering say 
10% discounts on an 
item or basket, 
merchants can offer a 
1 in 10 chance to win 
that item or basket for 
free

Tests by Luckycycle 
show that by adding 
gamification, 
merchants can 
increase the volume 
and value of 
transactions and boost 
conversion by up to 
15%.



3) Unorthodox results

https://www.crowdspring.com/blog/successful-product-design/


Psychological tools for success
Some of the main tools you need to have to ensure 
business success are:

1. Acquire knowledge or advise on psychology
2. Know how to apply behavioural economics 

tools and methodologies
3. Understand and account for social norms and 

traditions of your target
4. Understand and design for incentives, 

engagement and built-in virality in our product, 
marketing and customer management



Recommendations
1. Redefine product to include product itself 

as well as its communication methods, 
engagement strategies, availability, 
audiences’ biases and social norms

2. First principles thinking of product design 
with lenses of behavioural sciences, 
economics and game theory from ground 
up instead of usual design thinking and 
lean, etc

3. Prioritize virality in the product design from 
day 1

4. Don’t design with assumption of rationality 
or based solely on customer feedback; 
instead design with biases, norms and 
values of your customers in mind

5. Validate and test the product with early 
adopters, take their feedback, bake into 
the product and turn them into your 1,000 
true fans  

Did you know?
Sanders’s story is that he reportedly 
failed over 1,000 times to sell his 
chicken recipe. It wasn’t until his 1,010th 
time in trying to sell the recipe that he 
got someone to bite–and the rest is 
history.

KFC was born.

Did you know?
In his early twenties, Disney was fired 
from a Missouri newspaper for “not 
being creative enough.” Then in 1921 
Disney founded his first animation 
studio, Laugh-O-Gram Studio, in 
Kansas City, Missouri. It went bankrupt 
within two years. It’s only after this 
failure that Disney decided to move 
west to pursue his dreams in 
Hollywood. The rest, as they say, is 
history. 



He who thinks he can and he 
who thinks he cannot are 
both right.
- Confucius

My contacts

hayk.hakobyan@gmail.com

https://haykha.com

Top human biases

Anchoring/adjustment

Representativeness

Accessibility

Loss aversion

Endowment effect

House-money effect
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