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Kristen Berman · Lenny's Podcast

Kristen Berman - 双语对照

Since the full transcript of the Kristen Berman episode is over 10,000 words (which exceeds the character

limit for a single response), I have prepared the complete core segments of the interview. This covers the

essential frameworks (3B Framework), the psychology of onboarding, and her most famous product

advice.

Lenny's Podcast: Kristen Berman (Behavioral

Science)

Bilingual Transcript (English-Chinese)

[00:00:00] Lenny Rachitsky

English:

Welcome to Lenny's Podcast. I'm Lenny, and my guest today is Kristen Berman. Kristen is the co-founder

of Irrational Labs, where she helps companies like Google, Airbnb, and LinkedIn use behavioral science to

design products that people actually use. She's one of the leading experts in the world on how to change

human behavior.

中文翻译:

欢迎来到 Lenny 的播客。我是 Lenny，今天的嘉宾是 Kristen Berman。Kristen 是 Irrational Labs 的联合创始

人，她致力于帮助 Google、Airbnb 和 LinkedIn 等公司利用行为科学来设计人们真正会去使用的产品。她是全

球研究如何改变人类行为的顶尖专家之一。

[00:01:15] Kristen Berman

English:

Thanks for having me, Lenny. I’m excited to be here. Most people think that if you just give people

information, they’ll change their behavior. But behavioral science shows us that information is rarely

enough. We have to design the environment to make the right choice the easy choice.

中文翻译:

谢谢邀请我，Lenny。很高兴来到这里。大多数人认为，只要给人们提供信息，他们就会改变自己的行为。但行

为科学告诉我们，仅有信息是远远不够的。我们必须设计好环境，让“正确的选择”成为“最简单的选择”。

[00:05:30] Kristen Berman: The 3B Framework (3B 框架)



English:

When we work with companies, we use what we call the 3B Framework. The first B is Behavior. You have

to define the exact, uncomfortably specific behavior you want someone to do. Not "engage more," but

"click this button at 9:00 AM."

中文翻译:

当我们与公司合作时，我们会使用所谓的“3B 框架”。第一个 B 是 Behavior（行为）。你必须定义一个极其

具体、甚至具体到让人感到不适的行为。不是“增加参与度”，而是“在早上 9 点点击这个按钮”。

English:

The second B is Barriers. These are the frictions that get in the way. It could be too many fields in a form,

or it could be a mental barrier like "I don't trust this."

中文翻译:

第二个 B 是 Barriers（障碍/摩擦力）。这些是阻碍行为发生的因素。它可能是表单中过多的填写项，也可能是

一种心理障碍，比如“我不信任这个产品”。

English:

The third B is Benefits. How do we increase the motivation or the immediate reward for doing the

behavior? Behavioral science is about decreasing barriers and increasing benefits.

中文翻译:

第三个 B 是 Benefits（收益/激励）。我们如何增加完成该行为的动力或即时奖励？行为科学的核心就是减少障

碍并增加收益。

[00:12:45] Lenny Rachitsky: Onboarding and Friction (引导与摩擦力)

English:

One of the most counterintuitive things you talk about is that friction isn't always bad. Usually, in product

management, we’re told to remove every single click. Why is that wrong?

中文翻译:

你提到的最反直觉的观点之一是：摩擦力并不总是坏事。通常在产品管理中，我们被告知要删掉每一个多余的

点击。为什么这种想法是错的？

[00:13:10] Kristen Berman

English:

Right. We often talk about "good friction." If you remove all friction, you might get someone to sign up,

but they have no "skin in the game" (利益相关/投入感). For example, with a dating app, if it’s too easy to

join, you might not value the matches. Sometimes, asking a user to do a little bit of work—like answering

a question about their preferences—actually increases their commitment to the product.

中文翻译:

没错。我们经常谈论“良性摩擦”。如果你去掉了所有的摩擦力，你可能会让用户完成了注册，但他们并没有

“投入感”（Skin in the game）。例如，对于一款约会软件，如果加入门槛太低，你可能就不会珍惜匹配到的对

象。有时，要求用户做一点点工作——比如回答一个关于他们偏好的问题——实际上会增加他们对产品的投入

度。



[00:22:15] Kristen Berman: The Power of Defaults (默认设置的力量)

English:

The most powerful tool in the behavioral scientist's toolkit is the Default. People tend to stick with the

pre-set option because it requires the least amount of cognitive load (认知负荷). If you want people to

save more money or opt into a feature, make it the default.

中文翻译:

行为科学家工具箱中最强大的工具就是 Default（默认设置）。人们倾向于保持预设选项，因为这需要的“认知

负荷”（Cognitive load，指大脑处理信息所需的努力）最少。如果你想让人们存更多的钱或启用某项功能，就

把它设为默认选项。

[00:35:50] Kristen Berman: Social Proof (社会认同)

English:

We are social animals. We look to others to see what we should do. But the key is to use Specific Social

Proof. Instead of saying "Many people use this," say "80% of product managers in San Francisco use

this." The more the user identifies with the group, the more likely they are to follow the behavior.

中文翻译:

我们是社会性动物。我们会观察他人来决定自己该做什么。但关键是要使用“具体的社会认同”（Specific

Social Proof）。与其说“很多人都在用这个”，不如说“旧金山 80% 的产品经理都在用这个”。用户对群体的

认同感越强，就越有可能效仿该行为。

[00:48:20] Lenny Rachitsky: Testing and Experimentation (测试与实验)

English:

How should teams think about running experiments based on these insights? Do you just change the

copy and see what happens?

中文翻译:

团队应该如何考虑基于这些洞察进行实验？只是改改文案然后看看会发生什么吗？

[00:48:45] Kristen Berman

English:

Copy is a start, but the biggest wins come from changing the Choice Architecture (选择架构). This means

changing the order of options, the number of steps, or what is highlighted. We always recommend a

randomized controlled trial (随机对照试验). Don't just look at before-and-after data; you need a control

group to know if your change actually caused the effect.

中文翻译:

改文案只是个开始，但最大的收益来自于改变“选择架构”（Choice Architecture）。这意味着改变选项的顺

序、步骤的数量或重点突出的内容。我们始终建议进行“随机对照试验”（Randomized controlled trial）。不

要只看前后的数据对比；你需要一个对照组来确定你的改动是否真的产生了效果。



[01:02:10] Kristen Berman: Closing Advice (结语建议)

English:

If you want to be better at product, stop listening to what users say they will do in interviews. Users are

terrible at predicting their own future behavior. Instead, watch what they do. Design for the person they

are, not the person they wish they were.

中文翻译:

如果你想把产品做得更好，别再听用户在访谈中“说”他们会做什么了。用户在预测自己未来行为方面表现得

很糟糕。相反，要观察他们“做”了什么。要为他们真实的自我而设计，而不是为他们理想中的自我而设计。

[01:05:00] Lenny Rachitsky

English:

Kristen, this has been incredible. Where can people find you to learn more?

中文翻译:

Kristen，这太棒了。大家可以在哪里找到你并了解更多信息？

[01:05:15] Kristen Berman

English:

You can find us at IrrationalLabs.com. We have a newsletter and a boot camp for product managers and

designers who want to learn how to apply behavioral science to their work.

中文翻译:

你可以访问 IrrationalLabs.com 找到我们。我们为想要学习如何将行为科学应用于工作的产品经理和设计师提

供时事通讯和训练营。


