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The 12 Week Year John Wiley & Sons
From a renowned financial journalist who has written for Time,
Fortune, Forbes, and The New Yorker, a fresh and
unexpectedly profound book that draws on hundreds of hours of
exclusive interviews with many of the world’s super-investors
to demonstrate that the keys for building wealth hold other life
lessons as well. Billionaire investors. If we think of them, it’s
with a mixture of awe and suspicion. Clearly, they possess a kind
of genius—the proverbial Midas Touch. But are the skills they
possess transferable? And do they have anything to teach us
besides making money? In Richer, Wiser, Happier, William
Green draws on interviews that he’s conducted over twenty-
five years with many of the world’s greatest investors. As he
discovered, their talents extend well beyond the financial realm.
The most successful investors are mavericks and iconoclasts who
question conventional wisdom and profit vastly from their ability
to think more rationally, rigorously, and objectively. They are
master game players who consciously maximize their odds of
long-term success in markets and life, while also minimizing any
risk of catastrophe. They draw powerful insights from many
different fields, are remarkably intuitive about trends, practice
fanatical discipline, and have developed a high tolerance for
pain. As Green explains, the best investors can teach us not only
how to become rich, but how to improve the way we think,
reach decisions, assess risk, avoid costly errors, build resilience,
and turn uncertainty to our advantage. Green ushers us into the
lives of more than forty super-investors, visiting them in their
offices, homes, and even their places of worship—all to share
what they have to teach us. Richer, Wiser, Happier brings
together the thinking of many of the greatest investment minds,
from Sir John Templeton to Charlie Munger, Jack Bogle to Ed
Thorp, Will Danoff to Mohnish Pabrai, Bill Miller to Laura
Geritz, Joel Greenblatt to Howard Marks. In explaining how
they think and why they win, this landmark book provides gems
of insight that will enrich you not only financially but also
professionally and personally.
Living the Law of Attraction Feiwel & Friends
You can follow the beaten path and call yourself an
entrepreneur or you can blaze your own trail and
really be one. When Derek Sivers started CD Baby,
he wasn’t planning on building a major business. He
was a successful independent musician who just
wanted to sell his CDs online. When no one would
help him do it, he set out on his own and built an
online store from scratch. He started in 1998 by
helping his friends sell their CDs. In 2000, he hired
his first employee. Eight years later, he sold CD
Baby for $22 million. Sivers didn’t need a business
plan, and neither do you. You don’t need to think
big; in fact, it’s better if you don’t. Start with what
you have, care about your customers more than
yourself, and run your business like you don’t need
the money.
Notes on Startups, or How to Build the Future Abrams
A consultant to some of America's leading corporations shares key
insights and ideas on how to supercharge one's business and
career, explaining how to create and develop new opportunities for
wealth in any business, enterprise, or venture. Reprint. 50,000 first
printing.
The Uncommon Reader Harvard Business Press
In a world of contracting markets and
diminished consumer demand, The Cambridge
Group founder Rick Kash and Nielsen Company
CEO David Calhoun show companies how to find
new customers and bigger profits. How
Companies Win makes The Cambridge Group’s
proprietary demand model—a strategy which
multi-million dollar corporations pay premium
rates to access—available to the general
public for the first time. Taking the reigns
from Larry Bossidy’s Execution, W. Chan Kim
and Renée Mauborgne’s Blue Ocean Strategy, and
Kash’s own The New Law of Demand and Supply,
this is a must-have for succeeding in business

in the twenty-first century.
Shift Your Thinking, Take New Action, Boost Your Sales Farrar,
Straus and Giroux
Make workplace conflict resolution a game that EVERYBODY
wins! Recent studies show that typical managers devote more than a
quarter of their time to resolving coworker disputes. The Big Book of
Conflict-Resolution Games offers a wealth of activities and exercises
for groups of any size that let you manage your business (instead of
managing personalities). Part of the acclaimed, bestselling Big Books
series, this guide offers step-by-step directions and customizable
tools that empower you to heal rifts arising from ineffective
communication, cultural/personality clashes, and other specific
problem areas—before they affect your organization's bottom line. Let
The Big Book of Conflict-Resolution Games help you to: Build trust
Foster morale Improve processes Overcome diversity issues And
more Dozens of physical and verbal activities help create a safe
environment for teams to explore several common forms of
conflict—and their resolution. Inexpensive, easy-to-implement, and
proved effective at Fortune 500 corporations and mom-and-pop
businesses alike, the exercises in The Big Book of Conflict-
Resolution Games delivers everything you need to make your
workplace more efficient, effective, and engaged.
The Challenger Sale Currency
Make every day a WOW day for your customers, your staff—and your
bottom line! “In your hands is a manifesto on how Zappos
completely blew away the standard of delivering a consumer-centric
experience and a revolutionary company culture. Joseph helps us all
understand how to achieve a little more of that Zappos magic.” —Eric
Ryan, method cofounder and person against dirty “If you’re looking
for an inspirational path for creating a likable, trustworthy, and wow!
organization, you’ve hit the mother lode.” —Guy Kawasaki, former
chief evangelist of Apple and author of Enchantment: The Art of
Changing Hearts, Minds, and Actions “This book provides a
roadmap to a successful business by taking inspiration and examples
from one of the most innovative, progressive companies of our time.
Don’t just read it; use it.” —Tony Hawk, professional skateboarder
and author of HAWK —Occupation: Skateboarder and How Did I Get
Here? The Ascent of an Unlikely CEO “Thanks to Joseph Michelli,
you can learn exactly how Zappos hit it big and how you can too. By
using the five principles Joseph has distilled, you can supercharge
your efforts and start down the path to legendary success.” —Mark
Sanborn, President, Sanborn & Associates, Inc., and author of The
Fred Factor and You Don’t Need a Title to Be a Leader “Often,
business owners look at media darlings like Zappos with their
mouths agape, full of awe but unable to take action. For those eager
to do more than watch, Joseph Michelli deconstructs the Zappos
story and makes it attainable.” —Seth Godin, author of Poke the Box
About the Book: ZAPPOS. The name has come to stand for a new
standard of customer service, an amazing online shopping
experience, a great place to work, and the most impressive
transformational business success story of our time. Simply put,
Zappos is revolutionizing business and changing lives. Now, Joseph
Michelli, author of the internationally bestselling business books
Prescription for Excellence and The Starbucks Experience, explains
how Zappos does it—and how you can do it in your industry. The
Zappos Experience takes you through—and beyond—the playful,
offbeat company culture Zappos has become famous for. Michelli
reveals what occurs behind the scenes at Zappos, showing how
employees at all levels operate on a day-today basis while providing
the “big picture” leadership methods that have earned the company
$1 billion in annual gross sales during the last ten years—with almost
no advertising. Michelli breaks the approach down into five key
elements: Serve a Perfect Fit—create bedrock company values Make it
Effortlessly Swift—deliver a customer experience with ease Step into
the Personal—connect with customers authentically S T R E T C
H—grow people and products Play to Win—play hard, work harder
When you enhance the customer experience, increase employee
engagement, and create an energetic culture, you can’t help but
succeed. Zappos has woven these five key components into a
seamless strategy that’s the envy of business leaders. Now that
strategy is yours. With The Zappos Experience, Joseph Michelli
delivers a package for instant success right to your doorstep. All you
have to do is open and use it.
Uncommon McGraw Hill Professional
One of The Washington Post's 10 Best Books of 2021 * One of
NPR's Best Books of 2021 * New York Times Book Review Editors'
Choice * Long-listed for the Center for Fiction First Novel Prize
“Dizzyingly original, fiercely funny, deeply wise.” —Celeste Ng, #1
bestselling author of Little Fires Everywhere “Sanjena Sathian’s
Gold Diggers is a work of 24-karat genius.” —Ron Charles, The
Washington Post How far would you go for a piece of the American
dream? A magical realist coming-of-age story, Gold Diggers skewers
the model minority myth to tell a hilarious and moving story about
immigrant identity, community, and the underside of ambition. A
floundering second-generation teenager growing up in the Bush-era
Atlanta suburbs, Neil Narayan is funny and smart but struggles to
bear the weight of expectations of his family and their Asian

American enclave. He tries to want their version of success, but
mostly, Neil just wants his neighbor across the cul-de-sac, Anita
Dayal. When he discovers that Anita is the beneficiary of an ancient,
alchemical potion made from stolen gold—a “lemonade” that
harnesses the ambition of the gold’s original owner—Neil sees his
chance to get ahead. But events spiral into a tragedy that rips their
community apart. Years later in the Bay Area, Neil still bristles
against his community's expectations—and finds he might need one
more hit of that lemonade, no matter the cost. Sanjena Sathian’s
astonishing debut offers a fine-grained, profoundly intelligent, and
bitingly funny investigation into what's required to make it in
America. Soon to be a series produced by Mindy Kaling!
Uncommon Service Jossey-Bass
Louise and her family are sad over the loss of their beloved dog,
Charlie. "Life will not be the same," Louise says, as she visits a little
island that Charlie loved. But on a visit to the island after Charlie's
death, something strange happens: She meets a bear. At first, she's
afraid, but soon she realizes that the bear is sad, too. As Louise visits
more often, she realizes that getting over loss takes time. And just
when she starts to feel better, it's time for Bear to bed down for the
winter. Once again, Louise believes that life will not be the same.
But sometimes, things can change for the better, and on the first
warm day of spring, her family welcomes a new member. Here is a
lovely, poignant story about loss and healing that will bring comfort
to even the youngest readers.
The New Rules of Sales and Service Harvard Business Review Press
From one of England's most celebrated writers, a funny and superbly
observed novella about the Queen of England and the subversive
power of reading When her corgis stray into a mobile library parked
near Buckingham Palace, the Queen feels duty-bound to borrow a
book. Discovering the joy of reading widely (from J. R. Ackerley,
Jean Genet, and Ivy Compton-Burnett to the classics) and
intelligently, she finds that her view of the world changes
dramatically. Abetted in her newfound obsession by Norman, a
young man from the royal kitchens, the Queen comes to question the
prescribed order of the world and loses patience with the routines of
her role as monarch. Her new passion for reading initially alarms the
palace staff and soon leads to surprising and very funny
consequences for the country at large. With the poignant and
mischievous wit of The History Boys, England's best loved author
Alan Bennett revels in the power of literature to change even the
most uncommon reader's life.
How to Win by Putting Customers at the Core of Your Business
Harvard Business Press
What's the secret to sales success? If you're like most business
leaders, you'd say it's fundamentally about relationships-and you'd be
wrong. The best salespeople don't just build relationships with
customers. They challenge them. The need to understand what top-
performing reps are doing that their average performing colleagues
are not drove Matthew Dixon, Brent Adamson, and their colleagues
at Corporate Executive Board to investigate the skills, behaviors,
knowledge, and attitudes that matter most for high performance. And
what they discovered may be the biggest shock to conventional sales
wisdom in decades. Based on an exhaustive study of thousands of
sales reps across multiple industries and geographies, The Challenger
Sale argues that classic relationship building is a losing approach,
especially when it comes to selling complex, large-scale business-to-
business solutions. The authors' study found that every sales rep in
the world falls into one of five distinct profiles, and while all of these
types of reps can deliver average sales performance, only one-the
Challenger- delivers consistently high performance. Instead of
bludgeoning customers with endless facts and features about their
company and products, Challengers approach customers with unique
insights about how they can save or make money. They tailor their
sales message to the customer's specific needs and objectives. Rather
than acquiescing to the customer's every demand or objection, they
are assertive, pushing back when necessary and taking control of the
sale. The things that make Challengers unique are replicable and
teachable to the average sales rep. Once you understand how to
identify the Challengers in your organization, you can model their
approach and embed it throughout your sales force. The authors
explain how almost any average-performing rep, once equipped with
the right tools, can successfully reframe customers' expectations and
deliver a distinctive purchase experience that drives higher levels of
customer loyalty and, ultimately, greater growth.
How to Earn It, How to Keep It McGraw Hill Professional
Great leaders embrace a higher purpose to win. The Net Promoter
System shines as their guiding star. Few management ideas have
spread so far and wide as the Net Promoter System (NPS). Since its
conception almost two decades ago by customer loyalty guru Fred
Reichheld, thousands of companies around the world have adopted
it—from industrial titans such as Mercedes-Benz and Cummins to tech
giants like Apple and Amazon to digital innovators such as Warby
Parker and Peloton. Now, Reichheld has raised the bar yet again. In
Winning on Purpose, he demonstrates that the primary purpose of a
business should be to enrich the lives of its customers. Why?
Because when customers feel this love, they come back for more and
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bring their friends—generating good profits. This is NPS 3.0 and it puts
a new take on the age-old Golden Rule—treat customers the way you
would want a loved one treated—at the heart of enduring business
success. As the compelling examples in this book illustrate,
companies with superior NPS consistently deliver higher returns to
shareholders across a wide array of industries. But winning on
purpose isn't easy. Reichheld also explains why many NPS
practitioners achieve just a small fraction of the system's full
potential, and he presents the newest thinking and best practices for
doing NPS right. He unveils the Earned Growth Rate (EGR): the first
reliable, complementary accounting measure that can truly leverage
the power of NPS. With keen insight and moving personal stories,
Reichheld advances the thinking and practice of NPS. Winning on
Purpose is your indispensable guide for inspiring customer love
within your own teams and using Net Promoter to achieve both
personal and business success.
Taking Control of the Customer Conversation Penguin
The guide to shortening your execution cycle down from one year to
twelve weeks Most organizations and individuals work in the context
of annual goals and plans; a twelve-month execution cycle. Instead,
The 12 Week Year avoids the pitfalls and low productivity of
annualized thinking. This book redefines your "year" to be 12 weeks
long. In 12 weeks, there just isn't enough time to get complacent, and
urgency increases and intensifies. The 12 Week Year creates focus
and clarity on what matters most and a sense of urgency to do it now.
In the end more of the important stuff gets done and the impact on
results is profound. Explains how to leverage the power of a 12 week
year to drive improved results in any area of your life Offers a how-
to book for both individuals and organizations seeking to improve
their execution effectiveness Authors are leading experts on
execution and implementation Turn your organization's idea of a year
on its head, and speed your journey to success.
Can't Hurt Me Harvard Business Press
An edition expanded with more than 100 pages of new content offers
a blueprint for a better life, whether one's dream is escaping the rat
race, experiencing high-end world travel, earning a monthly five-
figure income with zero management or just living more and working
less.
How to Use Agile Selling, Real-Time Customer Engagement, Big
Data, Content, and Storytelling to Grow Your Business Harmony
In the present book, How to Win Friends and Influence People, Dale
Carnegie says, “You can make someone want to do what you want
them to do by seeing the situation from the other person’s point of
view and arousing in the other person an eager want.” You learn how
to make people like you, win people over to your way of thinking,
and change people without causing offense or arousing resentment.
For instance, “let the other person feel that the idea is his or hers”
and “talk about your own mistakes before criticizing the other
person.” This book is all about building relationships. With good
relationships, personal and business successes are easy and swift to
achieve. Twelve Ways to Win People to Your Way of Thinking 1.
The only way to get the best of an argument is to avoid it. 2. Show
respect for the other person's opinions. Never say "You're wrong." 3.
If you're wrong, admit it quickly and emphatically. 4. Begin in a
friendly way. 5. Start with questions to which the other person will
answer yes. 6. Let the other person do a great deal of the talking. 7.
Let the other person feel the idea is his or hers. 8. Try honestly to see
things from the other person's point of view. 9. Be sympathetic with
the other person's ideas and desires. 10. Appeal to the nobler motives.
11. Dramatize your ideas. 12.Throw down a challenge.
The Cheffe Harper Collins
#1 NEW YORK TIMES BESTSELLER If you want to build a better
future, you must believe in secrets. The great secret of our time is that there
are still uncharted frontiers to explore and new inventions to create. In
Zero to One, legendary entrepreneur and investor Peter Thiel shows how
we can find singular ways to create those new things. Thiel begins with the
contrarian premise that we live in an age of technological stagnation, even
if we’re too distracted by shiny mobile devices to notice. Information
technology has improved rapidly, but there is no reason why progress
should be limited to computers or Silicon Valley. Progress can be achieved
in any industry or area of business. It comes from the most important skill
that every leader must master: learning to think for yourself. Doing what
someone else already knows how to do takes the world from 1 to n, adding
more of something familiar. But when you do something new, you go from
0 to 1. The next Bill Gates will not build an operating system. The next
Larry Page or Sergey Brin won’t make a search engine. Tomorrow’s
champions will not win by competing ruthlessly in today’s marketplace.
They will escape competition altogether, because their businesses will be
unique. Zero to One presents at once an optimistic view of the future of
progress in America and a new way of thinking about innovation: it starts
by learning to ask the questions that lead you to find value in unexpected
places.
40 Lessons for a New Kind of Entrepreneur Tyndale House Publishers,
Inc.
This book contains fascinating facts that aren't found in either the sports or
business press that reveal the behind the scenes world of international
football. Sorianoteaches us the importance of strategy as he examines how
managers canwaste millions of euros making decisions that lack any logic
at all in both football and business.
Uncommon Service Macmillan
Turn Frontline Staff Into Passionate StakeholdersRon Lovett went from
breaking up brawls at nightclubs to providing personalprotection to some
of the world's biggest A-List Celebrities--a fifteen-yearroller-coaster ride
of managing against the grain in uncharted territory.In Outrageous
Empowerment, Ron Lovett shares how he transformed hisone-employee
business in Halifax, Nova Scotia, into a leading nationalsecurity company
with over fifteen hundred frontline staff. Ron will reveal thetechniques he
used to turn disgruntled employees into passionate stakeholderswho carried
out the company's visions.All large companies talk about employee
alignment through culture andpurpose. Ron will show you how with

simple, scalable systems and processeswhich ensure that an enterprise's
productivity matches its mission andempowers its staff to execute.
McKinsey Mind Uncommon ServiceHow to Win by Putting
Customers at the Core of Your Business
The groundbreaking follow-up to the international bestsellera hands-
on guide to putting McKinsey techniques to work in your
organization McKinsey & Company is the most respected and most
secretive consulting firm in the world, and business readers just can't
seem to get enough of all things McKinsey. Now, hot on the heels of
his acclaimed international bestseller The McKinsey Way, Ethan
Rasiel brings readers a powerful new guide to putting McKinsey
concepts and skills into actionThe McKinsey Mind. While the first
book used case studies and anecdotes from former and current
McKinseyites to describe how "the firm" solves the thorniest
business problems of their A-list clients, The McKinsey Mind goes a
giant step further. It explains, step-by-step, how to use McKinsey
tools, techniques and strategies to solve an array of core business
problems and to make any business venture more successful.
Designed to work as a stand-alone guide or together with The
McKinsey Way, The McKinsey Mind follows the same critically
acclaimed style and format as its predecessor. In this book authors
Rasiel and Friga expand upon the lessons found in The McKinsey
Way with real-world examples, parables, and easy-to-do exercises
designed to get readers up and running.
The Big Book of Conflict Resolution Games: Quick,
Effective Activities to Improve Communication, Trust and
Collaboration John Wiley & Sons
Born into poverty in southwestern France, the teenage girl
develops a remarkable talent for cooking: she even dreams in
recipes. Soon she's put in charge of a kitchen, and eventually
opens her own restaurant. In a world where men dominate, her
pursuit of love, pleasure, and gustatory delights shape her life
and career, but the relationship with her own daughter may
threaten everything she spent her life perfecting. Her quest is
told from the perspective of her former assistant (and unrequited
lover), now an aged chef himself. -- adapted from jacket
The 4-hour Workweek Primento
#1 NEW YORK TIMES BESTSELLER • NATIONAL BOOK
AWARD WINNER • NAMED ONE OF TIME’S TEN BEST
NONFICTION BOOKS OF THE DECADE • PULITZER PRIZE
FINALIST • NATIONAL BOOK CRITICS CIRCLE AWARD
FINALIST • ONE OF OPRAH’S “BOOKS THAT HELP ME
THROUGH” • NOW AN HBO ORIGINAL SPECIAL EVENT
Hailed by Toni Morrison as “required reading,” a bold and personal
literary exploration of America’s racial history by “the most
important essayist in a generation and a writer who changed the
national political conversation about race” (Rolling Stone) NAMED
ONE OF THE MOST INFLUENTIAL BOOKS OF THE DECADE
BY CNN • NAMED ONE OF PASTE’S BEST MEMOIRS OF
THE DECADE • NAMED ONE OF THE TEN BEST BOOKS OF
THE YEAR BY The New York Times Book Review • O: The Oprah
Magazine • The Washington Post • People • Entertainment Weekly
• Vogue • Los Angeles Times • San Francisco Chronicle • Chicago
Tribune • New York • Newsday • Library Journal • Publishers
Weekly In a profound work that pivots from the biggest questions
about American history and ideals to the most intimate concerns of a
father for his son, Ta-Nehisi Coates offers a powerful new
framework for understanding our nation’s history and current crisis.
Americans have built an empire on the idea of “race,” a falsehood
that damages us all but falls most heavily on the bodies of black
women and men—bodies exploited through slavery and segregation,
and, today, threatened, locked up, and murdered out of all proportion.
What is it like to inhabit a black body and find a way to live within
it? And how can we all honestly reckon with this fraught history and
free ourselves from its burden? Between the World and Me is Ta-
Nehisi Coates’s attempt to answer these questions in a letter to his
adolescent son. Coates shares with his son—and readers—the story of
his awakening to the truth about his place in the world through a
series of revelatory experiences, from Howard University to Civil
War battlefields, from the South Side of Chicago to Paris, from his
childhood home to the living rooms of mothers whose children’s
lives were taken as American plunder. Beautifully woven from
personal narrative, reimagined history, and fresh, emotionally
charged reportage, Between the World and Me clearly illuminates the
past, bracingly confronts our present, and offers a transcendent vision
for a way forward.
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