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Laying the Foundations
Sell your business for more than its worth addresses
the vital issues that add value to your business as
well as increase the sales price potential of your
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business. This book will define industries that are
desirable to buyers and it will open your eyes to
discover if your industry is thriving or dying and what
you can do about it. This must-read will provide
valuable tips on creating congruent profit centers and
diversifying your product/client mix. Most important
this book is a blueprint for anyone that wants to
increase market share, become more profitable and
for those that want to, sell their business for top
dollar! This extraordinary book will demonstrate how
to increase profits, plan your exit strategy and sell
your business for maximum value in the quickest time
possible in an easy to understand step-by-step
approach.

Built to Sell
Laying the Foundations is a comprehensive guide to
creating, documenting, and maintaining design
systems, and how to design websites and products
systematically. It's an ideal book for web designers
and product designers (of all levels) and especially
design teams. This is real talk about creating design
systems and digital brand guidelines. No jargon, no
glossing over the hard realities, and no company hat.
Just good advice, experience, and practical tips.
System design is not a scary thing — this book aims
to dispel that myth. It covers what design systems
are, why they are important, and how to get
stakeholder buy-in to create one. It introduces you to
a simple model, and two very different approaches to
creating a design system. What's unique about this
book is its focus on the importance of brand in design
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systems, web design, product design, and when
creating documentation. It's a comprehensive guide
that’s simple to follow and easy on the eye.

Built to Win
Matthew Paulson, Founder of Analyst Ratings
Network, Lightning Releases and GoGo Photo Contest,
has weathered the failures and triumphs of being an
entrepreneur for nearly a decade to create his own
seven-figure Internet business. 40 Rules for Internet
Business Success is his collection of core principles
and strategies he used to grow his business.

Launch
From the Reum brothers—former Goldman Sachs
investment bankers, successful operators, and
investors—comes Shortcut Your Startup, a practical
playbook for both aspiring and seasoned
entrepreneurs, filled with unconventional yet
accessible advice for maximizing your business
venture. Courtney and Carter Reum have years of
experience in the field, from investing in over 130
companies, including Lyft, Pinterest, Warby Parker,
and ClassPass, to driving the success of their own
liquor brand, VEEV Spirits. The Reum brothers have
learned from every triumph and tribulation, and over
the years have developed an effective and easy-tounderstand guide to help entrepreneurs through the
startup journey from inception to sale. Complete with
personal anecdotes and real-life advice from the
business playing field, Shortcut Your Startup outlines
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Courtney and Carter’s ten key “Startup Switchups”
that flip traditional advice on its head: · Get into the
Trenches · Know if You’re a Speedboat or a Sailboat ·
Obsessively Take Advantage of Your Unfair
Advantages · Do What You Do Best, and Outsource
the Rest · Build in Flexibility and a Diversified Focus ·
Think Milestones, Not Time · Nail It Before You Scale It
· 1 Percent Better Is 1000 Percent Better · Gain Buy-in
with Heart-Based Momentum · Success Doesn’t
Equate to a Successful Exit Whether you’re a veteran
entrepreneur looking for new ways to boost
performance and reinvent your brand, or an aspiring
entrepreneur ready to take a leap of faith, Shortcut
Your Startup is essential reading to speed up your
success!

3 Minute Summary of Built to Sell
Creating a Business That Can Thrive
Without You by John Warrillow
Do you worry that your business will collapse without
your constant presence? Are you sacrificing your
family, friendships, and freedom to keep your
business alive? What if instead your business could
run itself, freeing you to do what you love when you
want, while it continues to grow and turn a profit? It's
possible. And it's easier than you think. If you're like
most entrepreneurs, you started your business so you
could be your own boss, make the money you
deserve, and live life on your own terms. In reality,
you're bogged down in the daily grind, constantly
putting out fires, answering an endless stream of
questions, and continually hunting for cash. Now,
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Mike Michalowicz, the author of Profit First and other
small-business bestsellers, offers a straightforward
step-by-step path out of this dilemma. In Clockwork,
he draws on more than six years of research and real
life examples to explain his simple approach to
making your business ultra-efficient. Among other
powerful strategies, you will discover how to: • Make
your employees act like owners: Free yourself from
micromanaging by using a simple technique to
empower your people to make smart decisions
without you. • Pinpoint your business's most
important function: Unleash incredible efficiency by
identifying and focusing everyone on the one function
that is most crucial to your business. • Know what to
fix next: Most entrepreneurs try to fix every
inefficiency at once and end up fixing nothing. Use
the "weakest link in the chain" method to find the one
fix that will add the most value now. Whether you
have a staff of one, one hundred, or somewhere in
between, whether you're a new entrepreneur or have
been overworked and overstressed for years,
Clockwork is your path to finally making your business
work for you.

Sell Your Business for an Outrageous
Price
"This is not a book about charismatic visionary
leaders. It is not about visionary product concepts or
visionary products or visionary market insights. Nor is
it about just having a corporate vision. This is a book
about something far more important, enduring, and
substantial. This is a book about visionary
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companies." So write Jim Collins and Jerry Porras in
this groundbreaking book that shatters myths,
provides new insights, and gives practical guidance to
those who would like to build landmark companies
that stand the test of time. Drawing upon a six-year
research project at the Stanford University Graduate
School of Business, Collins and Porras took eighteen
truly exceptional and long-lasting companies -- they
have an average age of nearly one hundred years and
have outperformed the general stock market by a
factor of fifteen since 1926 -- and studied each
company in direct comparison to one of its top
competitors. They examined the companies from their
very beginnings to the present day -- as start-ups, as
midsize companies, and as large corporations.
Throughout, the authors asked: "What makes the
truly exceptional companies different from other
companies?" What separates General Electric, 3M,
Merck, Wal-Mart, Hewlett-Packard, Walt Disney, and
Philip Morris from their rivals? How, for example, did
Procter & Gamble, which began life substantially
behind rival Colgate, eventually prevail as the premier
institution in its industry? How was Motorola able to
move from a humble battery repair business into
integrated circuits and cellular communications, while
Zenith never became dominant in anything other than
TVs? How did Boeing unseat McDonnell Douglas as
the world's best commercial aircraft company -- what
did Boeing have that McDonnell Douglas lacked? By
answering such questions, Collins and Porras go
beyond the incessant barrage of management
buzzwords and fads of the day to discover timeless
qualities that have consistently distinguished outstanding companies. They also provide inspiration to
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all executives and entrepreneurs by destroying the
false but widely accepted idea that only charismatic
visionary leaders can build visionary companies. Filled
with hundreds of specific examples and organized
into a coherent framework of practical concepts that
can be applied by managers and entrepreneurs at all
levels, Built to Last provides a master blueprint for
building organizations that will prosper long into the
twenty-first century and beyond.

Exam Prep for: Built to Sell ; Creating a
Business That Can
Too many businesses sell for far less than they
should! After pouring time, energy, and money into
their company, owners deserve to squeeze every last
dollar they can from that hard-earned investment.
Sell Your Business for an Outrageous Price is the
playbook they need to win big at the closing table.
Readers will discover how to: Prepare their companies
and themselves for sale • Recognize the best time to
go to market • Minimize their risk • Identify, attract,
and motivate deep-pocketed buyers • Determine their
company’s competitive advantage and leverage it for
the best offer • Find a transaction advisor with the
skills and experience to guide them through the M&A
jungle • Ascertain whether the advisor has what it
takes to get top dollar • Maintain confidentiality • Foil
buyers’ attempts to undermine sale price • And much
more Featuring real-life case studies and an appendix
of indispensable tools—including due diligence lists,
sample nondisclosure agreements, a sales readiness
assessment, and a sample engagement letter—this
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insightful guide reveals how anyone can get a
positively outrageous price for their company.

Finish Big
Selling is tougher than ever before. Potential
customers are under extreme pressure to do more
with less money, less time, and fewer resources, and
they're wary of anyone who tries to get them to buy
or change anything. Under such extreme conditions,
yesterday's sales strategies no longer work. No
matter how great your offering, you face the daunting
task of making yourself appear credible, relevant, and
valuable. Now, internationally recognized sales
strategist Jill Konrath shows how to overcome these
obstacles to get more appointments, speed up
decisions, and win sales with these short-fused,
frazzled customers. Drawing on her years of selling
experience, as well as the stories of other successful
sellers, she offers four SNAP Rules: -Keep it Simple:
When you make things easy and clear for your
customers, they'll change from the status quo. -Be
iNvaluable: You have to stand out by being the person
your customers can't live without. -Always Align: To
be relevant, make sure you're in synch with your
customers' objectives, issues, and needs. -Raise
Priorities: To maintain momentum, keep the most
important decisions at the forefront of their mind.
SNAP Selling is an easy-to-read, easy-to-use guide for
any seller in today's increasingly frenzied
environment.

Buy Then Build
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"Launch" will build your business---fast. Whether
you've already got a business or you're itching to
start one, this is a recipe for getting more
traction.Think about it---what if you could launch like
Apple or the big Hollywood studios? What if your
prospects eagerly counted down the days until they
could buy your product? What if you could create
such powerful positioning in your market that you all
-but- eliminated your competition? And you could do
all that no matter how humble your business or
budget?Since 1996 Jeff Walker has been creating
hugely successful online launches. After
bootstrapping his first Internet business from his
basement, he quickly developed an underground
process for launching new products and businesses
with unprecedented success.But the success-train
was just getting started---once he started teaching his
formula to other entrepreneurs, the results were
simply breathtaking. Tiny, home-based businesses
started doing launches that sold tens of thousands,
hundreds of thousands, and even millions of dollars in
sales with their launches."Launch" is the treasure
map into that world---an almost secret world of digital
entrepreneurs who create cash-on-demand paydays
with their product launches and business
launches.Whether you have an existing business, or
you have a service-based business and want to
develop your own products so you can leverage your
time and your impact, or you're still in the planning
phase---this is how you start fast. This formula is how
you engineer massive success.Now the question is
this---are you going to start slow, and fade away from
there? Or are you ready for a launch that will change
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the future of your business and your life?,

Duct Tape Selling
Unearth the lucrative opportunities of the small
business market The new entrepreneurial explosion
has many Fortune 500 companies pinning their hopes
for prosperity on the small business sector. But most
blue chip behemoths simply don't know how to reach
small businesses-they don't understand this
segment's diversity and how to effectively reach out
to its various parts. Drilling for Gold will show the big
companies just how small businesses tick. John
Warrillow reveals the enormous size of the small
business marketing opportunity and shows readers
various ways to reach this vast, yet seemingly hidden
sector. He covers how to address the small business
market, managing cost control, and segmenting the
customer base, along with numerous case studies.

Product-Led Growth
There is nothing more expensive than ignorance – let
The Educated Franchisee serve as your guide for
selecting a franchise that meets your needs!

The Everything Store
The Ambitious Crafter's Guide to a Profitable Etsy
Shop More than a marketplace, Etsy is a
community--and being an active, informed member
can lead to lucrative results. This book provides
actionable steps to help shop owners engage the Etsy
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community in authentic ways that attract buyers and
generate sales. The best Etsy shops stand out among
the sea of sellers and a draw loyal customer base, but
how they've done it isn't--and shouldn't be--a secret.
In these pages, top Etsy sellers share the tools that
have helped them, the changes they made that
yielded positive results, and their best advice for
achieving and sustaining a successful Etsy shop.
Beyond sellers' words of wisdom, this book offers a
roadmap all Etsy sellers can follow in order to: Choose keywords and tags to drive traffic to your Etsy
shop - Photograph your products for maximum appeal
- Create a unique Etsy shop that stands out - Write
winning product descriptions - Price your goods
appropriately - Market your products effectively on
social media platforms - Maintain lasting relationships
with your Etsy customers - Diversify your Etsy product
offerings

The Art of Selling Your Business
Built to Love reveals how companies can create
captivating products that energize the marketplace
and set the standard for what customers want and
expect. Firms often hope the answer is to produce the
latest high technology devices - only to find that they
fail to light up the marketplace. Or firms rely on ads
that overstate or mislead, leaving the customer
disappointed and disillusioned. Instead, a deeper
emotional engagement between the customer and
product is required, regardless of whether the
products are physical products, services,
technologies, software, systems, or brands. Using a
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combination of industry - based research and
laboratory experiments, the authors demonstrate that
customers will richly pay for products that
authentically provide emotional fulfillment. They
uncover the science behind successful products that
create an avid and loyal following, and they present
evidence that product emotions increase a product's
success in the marketplace as well as a firm's success
in the stock market (even when the economy is
down!). A practical how - to guide, the book next
shows how to analyze customers' emotional needs
and translate those needs into features that galvanize
customers. Throughout, the book uses revealing case
studies that show how to energize customers in both
consumer and business - to - business worlds, in both
large and small firms.

Built to Sell
“A masterwork [by] the preeminent historian of the
Civil War era.”—Boston Globe Selected as a Notable
Book of the Year by the New York Times Book Review,
this landmark work gives us a definitive account of
Lincoln's lifelong engagement with the nation's critical
issue: American slavery. A master historian, Eric
Foner draws Lincoln and the broader history of the
period into perfect balance. We see Lincoln, a
pragmatic politician grounded in principle, deftly
navigating the dynamic politics of antislavery,
secession, and civil war. Lincoln's greatness emerges
from his capacity for moral and political growth.

Built to Last
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According to John Warrillow, the number one mistake
entrepreneurs make is to build a business that relies
too heavily on them. Thus, when the time comes to
sell, buyers aren't confident that the company-even if
it's profitable-can stand on its own. To illustrate this,
Warrillow introduces us to a fictional small business
owner named Alex who is struggling to sell his
advertising agency. Alex turns to Ted, an
entrepreneur and old family friend, who encourages
Alex to pursue three criteria to make his business
sellable: * Teachable: focus on products and services
that you can teach employees to deliver. * Valuable:
avoid price wars by specialising in doing one thing
better than anyone else. * Repeatable: generate
recurring revenue by engineering products that
customers have to repurchase often.

Confessions of the Pricing Man
Discover the foundation, power, and necessity of
visual communication with this essential guide Visual
communication has changed. It’s gone from being an
optional medium for relaying information to an
important method for building connections and
increasing understanding. We now use visual
storytelling to help us establish and strengthen
relationships, engage distracted audiences, and bring
clarity to complexity. Killer Visual Strategies examines
how visual communication has transformed how
brands connect with their customers and colleagues
alike. It looks at the growing audience demand for
quality visual content and how organizations must
meet this demand or risk being left behind. Killer
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Visual Strategies traces the history of visual
communication and explores why it now plays an
integral role in our daily lives. As Amy Balliett tells the
story of this evolving medium, she naturally
incorporates visuals, such as timelines and data
visualizations throughout. In addition to providing
actionable rules to follow for creating high-impact
visual content, Balliett also explores the latest trends,
including visual search, augmented reality (AR), and
virtual reality (VR). Then, she looks forward to what
lies ahead in this dynamic field. The book’s topics can
benefit readers in a range of professions where visual
content is now vital to sharing a message. Learn best
practices for visual communication Gain inspiration
from countless visual examples Stay on top of the
latest trends in visual communication Understand
visual communication for marketing, sales, design,
HR, and more Killer Visual Strategies provides a
clearer picture of the evolution of visual
communication as a fundamental part of how a story
is told.

Drilling for Gold
If you're starting a small business, or making major
changes to your existing one, to go forward with
confidence, you need to write a business plan. This
widely used, practical guide shows you how to
prepare an effective business plan to obtain a loan
and get your business off the ground. It includes: stepby-step guidelines to create a business plan; sample
business plans for a range of business types;
examples, exercises, quick quizzes, activities and web
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references; a list of environmentally sustainable
business practices; options for marketing, production,
purchasing, staffing and financing; what to do when
business conditions change. Writing Your Plan for
Small Business Success is essential for students of
small business management, as well as a valuable
guide for anyone heading out on their own. It covers
competencies required for the Business Services
Training Package, and reflects current legislation and
best practice.

Writing Your Plan for Small Business
Success
Companies that consistently negotiate more valuable
agreements?in ways that protect key
relationships?enjoy an important but often overlooked
competitive advantage. Until now, most companies
have sought to improve their negotiation outcomes by
sending individuals to training workshops. But this
new groundbreaking book, using real-world examples
from leading companies, shows a more powerful and
less expensive way to achieve this. In Built to Win,
authors Susskind and Movius argue that negotiation
must be a strategic core competency. Drawing on
their decades of training and consulting work, as well
as a robust theory of negotiation, the authors provide
a step-by-step model for building organizational
competence. They show why the approach of
?training and more training? is a weak strategy. The
authors also describe the organizational barriers that
so often plague even experienced negotiators, and
recommend ways of overcoming them. Built to Win
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explains the crucial role that leaders must play in
setting goals, aligning incentives, pinpointing metrics,
and supporting learning platforms to promote longterm success. A final chapter provides practical ?howto? tools to help you start your own organizational
improvement process. This book will be invaluable to
CEOs, senior-level managers, HR business leaders,
human resource professionals, sales and purchasing
managers, and others who negotiate regularly.

The Educated Franchisee
Have you ever wondered why you have failed as a
manager? For every 100 employees hired, only 6 or 7
will be promoted to their first management position. If
youre a manager now, and you probably are if you
are reading this, Congratulations! Youre one of the
7% who made it! Thats the good news. Now, heres
the bad news. Statistically speaking, you wont be
promoted again. The vast majority of these first time
managers will eventually fail. Only 1 in 7 will stay in
management with their present company.
Motivational CEO David Long will give you the tools
and R.E.W.A.R.D.S. to succeed!

The Automatic Customer
"The very best way to predict the future is to create
it"In his new book, When Is The Right Time To Sell My
Business?, Rich Mowrey tackles a decision point that
many business owners inevitably find themselves in,
but is one that can be difficult, stressful, and full of
trepidation. It is a decision that can bring regrets and
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questions about timing and planning they never
considered, and Mowrey's objective is to help a
business owner sell their business without regrets. In
this intelligently written book, Mowrey answers one of
the biggest questions that business owners who are
interested in selling their business always ask: When
is the right time to sell to my business?To really
ensure an informed decision can be made, he delves
deeper into this question to get at the underlying,
interrelated knowledge acquisition, purposeful action,
and timing. Mowrey helps business owners examine
their business' value attributes, personal assets, and
the types of plans that need to be in place in order to
sell the business. He then focuses on four major areas
of personal assessment to help crystalize one's
personal readiness to start the process of selling their
business. Mowrey emphasizes, "It is time to stop
silently asking the question and formulating the
answer. It is time to focus on the answer more often
than the question." By shifting one's focus, hesitation
and fear can be minimized, resulting in a decision
backed by confidence. In addition to providing
guidance and expertise to the decision making
process, Mowrey offers specific objectives required of
the business owner as they start the next phase of
their life. By examining the factors addressed in this
book now, a business owner will have all the
necessary components in place when the opportunity
to sell arises or when they decide to initiate the
opportunity themselves. Mowrey focuses on the
basics of business valuation and readiness
assessment - both qualitative and quantitative - in
order to help the reader prepare to sell their business
and plan for action. From there the focus shifts to
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value enhancement and strategic planning because
as he explains, "Price is what you receive, value is
what you deliver." Together, all this preparation and
the ultimate execution of a transfer plan will require
both focus and a good measure of personal energy.
Mowrey also addresses: The timetable of preparing to
be without the business once it is sold How family
plays a role in decisions and succession planning
Which environments to analyze to find out when the
time is right Financial buyers vs. strategic buyers vs.
industry buyers Different ownership transfer scenarios
Each reader will focus on specific action steps to
begin taking now to lead to their ultimate decision,
including: Twenty questions to fire you up to start
planning Four distinct actions to complete now to
prepare to sell your business Questions to help with
planning initiation, strategic planning, business
planning, and market knowledge Who needs to be on
a top-notch advisory team? For any business owner,
the thought of someday selling their business can be
overwhelming and confusing - generally raising more
questions than they are prepared to answer. But
thanks to his expertise and ability to guide readers
through a carefully thought out, systematic approach,
Rich Mowrey is able to reduce the uncertainty and
provide a path that will lead to a confident and ideally
more profitable sale of their business.

Killer Visual Strategies
"An astonishing 94.6% of businesses fail to sell,
closing at an enormous cost to the owner, their
family, their staff and the economy. It’s a shocking
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realisation to many business owners that after all the
courage it took to start, the creativity and care it took
to build, every business faces only two possible ends:
a sale or closure. So you’ve got to build to $ell. Sweat,
Scale, $ell shares real business-building stories about
how ordinary business owners changed their fate
using the Asset of ValueTM method, a practical
approach to building a winning business. With Pavlo
Phitidis, they Sweated to reshape their business to be
relevant to a changing world; they built a solid
foundation for Scale; and then they pressed hard on
the accelerator to ramp up growth in preparation for
$ale to create a business any buyer would want.
Phitidis draws on 25 years of direct experience in
conceptualising and building businesses across four
continents. He has developed and brought to market
business assets in excess of US$300 million through a
combination of business start-ups, turnarounds, sales
and acquisitions. Phitidis started, built and sold 12
businesses in nine years and took the lessons from
the two failures, two IPOs and eight sales to build a
business that builds businesses. As a co-founder of
Aurik he has worked with over 1 500 established
businesses across most sectors in the economy,
including family businesses, partnerships and lone
business owners."--Back cover.

Built to Love: Creating Products That
Captivate Customers (Large Print 16pt)
Freedom. It's the ability to do whatever you want,
whenever you want. It's the ultimate reward of selling
your business. But selling a company can be
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confusing, and one wrong step can easily cost you
dearly. The Art of Selling Your Business: Winning
Strategies & Secret Hacks for Exiting on Top is the
last in a trilogy of books by author John Warrillow on
building value. The first, Built to Sell, encouraged
small business owners to begin thinking about their
business as more than just a job. The Automatic
Customer tagged recurring revenue as the core
element in a valuable company and provided a
blueprint for transforming almost any business into
one with an ongoing annuity stream. Warrillow
completes the set with The Art of Selling Your
Business. This essential guide to monetizing a
business is based on interviews the author conducted
on his podcast, Built to Sell Radio, with hundreds of
successfully cashed-out founders. What's the secret
for harvesting the value you've created when it's time
to sell? The Art of Selling Your Business answers
important questions facing any founder, including— •
What's your business worth? • When's the best time
to sell? • How do you create a bidding war? • How can
you position your company to maximize its
attractiveness? • Who will pay the most for your
business? • What’s the secret for punching above
your weight in a negotiation to sell your company?
The Art of Selling Your Business provides a sleevesrolled-up action plan for selling your business at a
premium by an author with consummate credibility.

Sell Your Business for More Than It's
Worth
MBA MEETS MAIN STREET Finally, the positive
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economic news every businessperson is waiting to
hear. Jack Garson says the long economic downturn
will give way to a major buying spree by cash-rich
companies—and they could be in the market to
purchase your small or medium-sized business. It's
the ultimate payday for everyone who wants to live
the American dream, whether they're starting a
business or already own one. Millions of dollars are on
the table. But will you and your business be ready?
How to Build a Business and Sell it for Millions is a
must-read for every business owner and would-be
entrepreneur. In entertaining and elaborate detail,
Garson outlines the vital moves your company needs
to make to become an attractive acquisition by other
firms: · Do you have a competitive edge that sets you
apart from your competition? · Are both you and your
company sustainable and able to outlast the bad
times to become a success? · Can you stop being a
"Derek," the boss who suffers from "Founder's
Dilemma," micromanaging everything big and small?
How to Build a Business and Sell it for Millions uses
real life examples to explain how the goal of selling
your company needs to be linked to every business
decision you make: hiring, compensation, contracts,
financial reporting and dozens of other areas often
overlooked by busy entrepreneurs. While many
business owners struggle to get to the next day,
Garson has the inside scoop on achieving the
opportunity of a lifetime— selling your company for
vast riches. In How to Build a Business and Sell It for
Millions, MBA meets Main Street, with a combination
of inspiration and invaluable practical advice.
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Your One Word
Creating a platform isn't just beneficial--it's essential!
In today's world of blogging, websites, Twitter feeds,
and Facebook updates, building a writer platform
from the ground up can seem a daunting task. Never
fear--author and editor Chuck Sambuchino provides
expert, practical advice for increasing your visibility,
selling more books, and launching a successful
career. In Create Your Writer Platform, you'll learn: •
The definition of a platform--and why you should start
building one now. • How to harness the 12
Fundamental Principles of Platform. • "Old School"
and "New School" approaches to platform, from
article writing and conference speaking to website
development, blog posts, and social media avenues. •
How to develop a platform for nonfiction, fiction, and
memoir. In addition to Chuck's invaluable insights,
you'll also find 12 case studies from authors with
effective platforms, as well as professional advice
from literary agents. If you're serious about building a
platform tailored to you and your writing--a platform
that's going to help you succeed as a writer--look no
further than Create Your Writer Platform.

Built to Serve
"Product-Led Growth is about helping your customers
experience the ongoing value your product provides.
It is a critical step in successful product design and
this book shows you how it's done." - Nir Eyal, Wall
Street Journal Bestselling Author of "Hooked"
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Digital Millionaire Secrets
Providing practical, field-tested techniques and a
complete 6-phase plan, this guide shows you how to
make strategy a habit for all organizations, no matter
the size, type, or resource constraints.

Built to Last
The world’s foremost expert on pricing strategy shows
how this mysterious process works and how to
maximize value through pricing to company and
customer. In all walks of life, we constantly make
decisions about whether something is worth our
money or our time, or try to convince others to part
with their money or their time. Price is the place
where value and money meet. From the global
release of the latest electronic gadget to the
bewildering gyrations of oil futures to markdowns at
the bargain store, price is the most powerful and
pervasive economic force in our day-to-day lives and
one of the least understood. The recipe for successful
pricing often sounds like an exotic cocktail, with equal
parts psychology, economics, strategy, tools and
incentives stirred up together, usually with just
enough math to sour the taste. That leads managers
to water down the drink with hunches and rules of
thumb, or leave out the parts with which they don’t
feel comfortable. While this makes for a sweeter
drink, it often lacks the punch to have an impact on
the customer or on the business. It doesn’t have to be
that way, though, as Hermann Simon illustrates
through dozens of stories collected over four decades
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in the trenches and behind the scenes. A worldrenowned speaker on pricing and a trusted advisor to
Fortune 500 executives, Simon’s lifelong journey has
taken him from rural farmers’ markets, to a
distinguished academic career, to a long second
career as a n entrepreneur and management
consultant to companies large and small throughout
the world. Along the way, he has learned from Nobel
Prize winners and leading management gurus, and
helped countless managers and executives use
pricing as a way to create new markets, grow their
businesses and gain a sustained competitive
advantage. He also learned some tough personal
lessons about value, how people perceive it, and how
people profit from it. In this engaging and practical
narrative, Simon leaves nothing out of the pricing
cocktail, but still makes it go down smoothly and
leaves you wanting to learn more and do more—as a
consumer or as a business person. You will never look
at pricing the same way again.

Create Your Writer Platform
Most people wake up and drive to a job that they
hate. Think about your five closest friends. Are they
happy? Do they live their lives with purpose? Do you?
We put on a fake front for what we want people to see
and think about us, but the reality is most people
aren’t happy. We’re lost. We settle. We aren’t happy
with where we are. You can’t be happy if you don’t
know your purpose. It’s not possible. You want more
but you don’t even know where to start. You know
there is more out there. You see others having
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success and you want it, too; there is nothing wrong
with that. You just need help finding your purpose so
you can find the success you see all around you. You
can be productive, crush your goals, pretend that all
the things that you’ve acquired actually mean
something…but at the end of the day, if you don’t
know your purpose, you’ll always feel like there’s
something missing. You’ll know that you’re capable of
more and that you’re not living the life you should be.
You might be fooling the world, but you’re not fooling
the person looking back at you in the mirror. You
need to find your actual power source. Your purpose
is your source of power. Once you find your purpose
it’ll fuel you for life. You’ll do things that you never
thought you were capable of. Achieving your purpose
will force you to morph into a stronger version of
yourself. You’ll have to push through fears,
insecurities, and doubts that held you back. But
somehow it’ll all feel possible and necessary because
you’re purpose-driven now…and that’s the only thing
you’ll ever need.

SNAP Selling
Many of the areas that salespeople struggle with
these days have long been the domain of marketers,
according to bestselling author John Jantsch. The
traditional business model dictates that marketers
own the message while sellers own the relationships.
But now, Jantsch flips the usual sales approach on its
head. It’s no longer enough to view a salesperson’s
job as closing. Today’s superstars must attract, teach,
convert, serve, and measure while developing a
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personal brand that stands for trust and expertise. In
Duct Tape Selling, Jantsch shows how to tackle a
changing sales environment, whether you’re an
individual or charged with leading a sales team. You
will learn to think like a marketer as you: Create an
expert platform Become an authority in your field
Mine networks to create critical relationships within
your company and among your clients Build and
utilize your Sales Hourglass Finish the sale and stay
connected Make referrals an automatic part of your
process As Jantsch writes: “Most people already know
that the days of knocking on doors and hard-selling
are over. But as I travel around the world speaking to
groups of business owners, marketers, and sales
professionals, the number one question I’m asked is,
‘What do we do now?’ “I’ve written this book
specifically to answer that question. At the heart of it,
marketing and sales have become activities that no
longer simply support each other so much as feed off
of each other’s activity. Sales professionals must
think and act like marketers in order to completely
reframe their role in the mind of the customer.”

Success Built to Last
A nomad fashion's a home that’s meant to be built
and rebuilt. A family tears down an old house and
erects a new one in its place. Even the Eiffel Tower
wasn’t meant to be anything more than temporary. As
humans, we don’t always build things to endure the
test of time. Built to Last brings together the awardwinning author and artist David Macaulay’s creative,
exacting thinking about buildings and designs that
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were crafted with a strength of structure and purpose
that defy the everyday: Castle, Cathedral, and
Mosque. This gorgeous volume includes newly
researched information about each building and how
it was built. And, for the first time ever, the Caldecott
Honor–winning Castle and Cathedral appear in full
color—with stunning new drawings that enrich the
reader’s understanding of these structures, and
capture intriguing new perspectives and details. Just
as the buildings themselves were created to last, our
interest in the structures themselves, the people who
created them, and the purposes for which they were
made endures as well. This impeccably researched
volume—a necessary addition to the bookshelf of
anyone interested in architecture—celebrates this
spirit of endurance and serves as a reminder that
building well and leaving something of consequence
behind, whether a building, a design, or an idea, is
still of the utmost importance.

Clockwork
A business parable about how to build a start-up that
can operate independently from its creator introduces
the fictional character of small business owner Alex,
who when he is unable to sell his advertising agency
learns from an entrepreneurial friend three defining
criteria of a sell-ready company. 15,000 first printing.

Built to Lead
"How smart companies can use subscriptions to win
customers, increase cash flow, and ignite growth
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What do Zipcar, Netflix, and WhatsApp have in
common? They are pioneers of the new subscription
economy in which people pay automatically for much
more than publications. John Warrillow, the acclaimed
author of Built to Sell, offers a blueprint for winning
subscribers for any kind of business. He explains, for
instance, - The nine different subscription models and
how to apply each in your business. - How Dollar
Shave Club turned shaving into a subscription. - The
secret psychology of selling a subscription. - The eight
reasons why customers stop subscribing. Whether
business owners want to transform their entire model
into a recurring revenue engine orjust pick up an
extra 5 percent of automatic sales, they will find great
insights and examples in Warrillow's book"--

The Fiery Trial: Abraham Lincoln and
American Slavery
Entrepreneurs have a problem: startups. Almost all
startups either fail or never truly reach a sustainable
size. Despite the popularity of entrepreneurship, we
haven't engineered a better way to start. Until
now.What if you could skip the startup phase and
generate profitable revenue on day one?In Buy Then
Build, acquisition entrepreneur Walker Deibel shows
you how to begin with a sustainable, profitable
company and grow from there. You'll learn how to: ●
Buy an existing company rather than starting from
scratch● Use ownership as a path to financial
independence● Spend a fraction of the time raising
capital● Find great brokers, generate your own "deal
flow," and see new listings early● Uncover the best
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opportunities and biggest risks of any company●
Navigate the acquisition process● Become a
successful acquisition entrepreneur● And moreBuy
Then Build is your guide to outsmart the startup
game, live the entrepreneurial lifestyle, and reap the
financial rewards of ownership now.

40 Rules for Internet Business Success
How to Build a Business and Sell It for
Millions
“No two exit experiences are exactly alike. Some
people wind up happy with the process and satisfied
with the way it turned out while others look back on it
as a nightmare. The question I hope to answer in this
book is why. What did the people with ‘good’ exits do
differently from those who’d had ‘bad’ exits?” When
pioneering business journalist and Inc. magazine
editor at large Bo Burlingham wrote Small Giants, it
became an instant classic for its original take on a
common business problem—how to handle the
pressure to grow. Now Burlingham is back to tackle
an even more common problem—how to exit your
company well. Sooner or later, all entrepreneurs leave
their businesses and all businesses get sold, given
away, or liquidated. Whatever your preferred
outcome, you need to start planning for it while you
still have time and options. The beautiful part is that if
you start early enough, the process will lead you to
build a better, stronger, more resilient company, as
well as one with a higher market value. Unfortunately,
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most owners don’t start early enough—and pay a
steep price for their procrastination. Burlingham
interviewed dozens of entrepreneurs across a range
of industries and identified eight key factors that
determine whether owners are happy after leaving
their businesses. His book showcases the insights,
exit plans, and cautionary tales of entrepreneurs such
as Ray Pagano: founder of a leading manufacturer of
housings for security cameras. He turned down a bid
for his company and instead changed his
management style, resulting in a subsequent sale for
four times the original offer. Bill Niman: founder of the
iconic Niman Ranch, which revolutionized the meat
industry. He learned about unhappy exits when he
was forced to sell to private equity investors, leaving
him with nothing to show for his thirty-five years in
business. Gary Hirshberg: founder of organic yogurt
pioneer Stonyfield Farm. He pulled off the nearly
impossible task of finding a large company that would
buy out his 275 small investors at a premium price
while letting him retain complete control of the
business. Through such stories, Burlingham offers an
illuminating and inspirational guide to one of the most
stressful, and yet potentially rewarding, processes
business owners must go through. And he explores
the emotional challenges they face at every step of
the way. At the end of the day, owning a business is
about more than selling goods and services. It’s about
making choices that shape your entire life, both
professional and personal. Finish Big helps you figure
out how to face your future with confidence and be
able to someday look back on your journey with pride.
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Etsy Excellence
Sweat, Scale, Sell
Presents a series of interviews with successful people
who demonstrate the author's three elements of
success--involvement with something about which
they are passionate, the cultivation of a sense of
responsibility and accountabiliy, and taking effective
action. Reprint. 50,000 first printing.

Strategic Planning Kit For Dummies
The definitive story of Amazon.com, one of the most
successful companies in the world, and of its driven,
brilliant founder, Jeff Bezos. Amazon.com started off
delivering books through the mail. But its visionary
founder, Jeff Bezos, wasn't content with being a
bookseller. He wanted Amazon to become the
everything store, offering limitless selection and
seductive convenience at disruptively low prices. To
do so, he developed a corporate culture of relentless
ambition and secrecy that's never been cracked. Until
now. Brad Stone enjoyed unprecedented access to
current and former Amazon employees and Bezos
family members, giving readers the first in-depth, flyon-the-wall account of life at Amazon. Compared to
tech's other elite innovators -- Jobs, Gates,
Zuckerberg -- Bezos is a private man. But he stands
out for his restless pursuit of new markets, leading
Amazon into risky new ventures like the Kindle and
cloud computing, and transforming retail in the same
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way Henry Ford revolutionized manufacturing. The
Everything Store will be the revealing, definitive
biography of the company that placed one of the first
and largest bets on the Internet and forever changed
the way we shop and read.

Shortcut Your Startup
"Evan consumes so much content and then knows
how to DJ it to inspire people." --Gary Vaynerchuk,
New York Times bestselling author of #AskGaryVee
and Jab, Jab, Jab, Right Hook In this bold and
empowering guide, entrepreneur and social media
sensation Evan Carmichael shares the secret to turbocharging your path to success on your own terms.
With thought-provoking questions and inspiring,
instructive examples, Your One Word will help you
nail down your personal mottos - the word that
captures your purpose and passion. With this
operating philosophy in hand, you will then learn how
to leverage this powerful tool to create the business
and future of your dreams. Aimed at entrepreneurs as
well as intrapreneurs, managers, and anyone else
who wants to achieve success in a powerfully
meaningful way, Your One Word more than just a
useful tool. It's also an inspiring and enlightening
read.

When Is the Right Time to Sell My
Business?
thimblesofplenty is a group of friends who also
happen to be business people and avid readers. We
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wanted to keep up with the latest business books but
found that time was a factor. So we divided out the
work and each of us took a book and summarised it
for the others. We though it might be a great idea to
share these summaries with you. For a small price
and a 3 minute time investment, our summary gives
you some of the wisdom from the book, some food for
thought and hopefully the impetus to make some
time to read the whole book!
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