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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 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.”
A proven approach to revenue-generating marketing and client development Professional Services Marketing is a fully field-tested
and research-based approach to marketing and client development for professional services firms. The book, now in its Second
Edition, covers five key areas that are critical for firms that want to grow and become more profitable: creating a marketing and
growth strategy; establishing a brand and reputation; implementing a marketing communications program; executing lead
generation strategies; and developing business by winning new clients. You will also read real-world case studies that illustrate
major points, as well as quotes and stories from well-respected professionals in the industry. The Second Edition features new
research and updates throughout, including new chapters on social media and online marketing, as well as new case studies and
interviews Authors Mike Schultz and John E. Doerr are the coauthors of the Wall Street Journal and Inc. Magazine bestseller
Rainmaking Conversations and Professional Services Marketing; Lee W. Frederiksen is coauthor of Online Marketing for
Professional Services Will be widely promoted via multiple online routes and direct mail marketing Firms of any size can use this
proven approach to marketing and client development to attract new clients and grow their professional service businesses.
It’s a troubling phenomenon that many of us think of as a modern psychological epidemic, a symptom of extreme emotional
turmoil in young people, especially young women: cutting and self-harm. But few of us know that it was 150 years ago—with the
introduction of institutional asylum psychiatry—that self-mutilation was first described as a category of behavior, which psychiatrists,
and later psychologists and social workers, attempted to understand. With care and focus, Psyche on the Skin tells the secret but
necessary history of self-harm from the 1860s to the present, showing just how deeply entrenched this practice is in human
culture. Sarah Chaney looks at many different kinds of self-injurious acts, including sexual self-mutilation and hysterical
malingering in the late Victorian period, self-marking religious sects, and self-mutilation and self-destruction in art, music, and
popular culture. As she shows, while self-harm is a widespread phenomenon found in many different contexts, it doesn’t
necessarily have any kind of universal meaning—it always has to be understood within the historical and cultural context that
surrounds it. Bravely sharing her own personal experiences with self-harm and placing them within its wider history, Chaney offers
a sensitive but engaging account—supported with powerful images—that challenges the misconceptions and controversies that
surround this often misunderstood phenomenon. The result is crucial reading for therapists and other professionals in the field, as
well as those affected by this emotive, challenging act.
Your Best Prospects Are Referred Prospects! Nobody likes cold calls. And nobody really needs to make them. The Referral of a
Lifetime teaches a step-by-step system that will allow anyone to generate a steady stream of new business through consistent,
qualified referrals while retaining and maximizing business with existing customers. Tim Templeton emphasizes the importance of
applying the golden rule in business—putting the relationship with your customer first, rather than just making the sale. This second
edition adds a technique for creating a profile of your ideal customer and explains how to reach the tipping point on online reviews
and testimonials so you can expand your business 24/7. Your customers, colleagues, and friends already know every new contact
you will ever need to succeed. When you apply Tim Templeton's system, they will naturally refer those potential new customers to
you.
"If you need more traffic, leads and sales, you need The Conversion Code." Neil Patel co-founder Crazy Egg "We've helped
11,000+ businesses generate more than 31 million leads and consider The Conversion Code a must read." Oli Gardner cofounder Unbounce "We'd been closing 55% of our qualified appointments. We increased that to 76% as a direct result of
implementing The Conversion Code." Dan Stewart CEO Happy Grasshopper "The strategies in The Conversion Code are highly
effective and immediately helped our entire sales team. The book explains the science behind selling in a way that is simple to
remember and easy to implement." Steve Pacinelli CMO BombBomb Capture and close more Internet leads with a new sales
script and powerful marketing templates The Conversion Code provides a step-by-step blueprint for increasing sales in the
modern, Internet-driven era. Today's consumers are savvy, and they have more options than ever before. Capturing their attention
and turning it into revenue requires a whole new approach to marketing and sales. This book provides clear guidance toward
conquering the new paradigm shift towards online lead generation and inside sales. You'll learn how to capture those invaluable
Internet leads, convert them into appointments, and close more deals. Regardless of product or industry, this proven process will
increase both the quantity and quality of leads and put your sales figures on the rise. Traditional sales and marketing advice is
becoming less and less relevant as today's consumers are spending much more time online, and salespeople are calling,
emailing, and texting leads instead of meeting them in person. This book shows you where to find them, how to engage them, and
how to position your company as the ideal solution to their needs. Engage with consumers more effectively online Leverage the
strengths of social media, apps, and blogs to capture more leads for less money Convert more Internet leads into real-world
prospects and sales appointments Make connections on every call and learn the exact words that close more sales The business
world is moving away from "belly-to-belly" interactions and traditional advertising. Companies are forced to engage with
prospective customers first online—the vast majority through social media, mobile apps, blogs, and live chat—before ever meeting in
person. Yesterday's marketing advice no longer applies to today's tech savvy, mobile-first, social media-addicted consumer, and
the new sales environment demands that you meet consumers where they are and close them, quickly. The Conversion Code
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gives you an actionable blueprint for capturing Internet leads and turning them into customers.
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.
Every business needs referrals from satisfied clients. A good referral can lead to a closed sale faster and easier than any other
lead. But let’s face it. Asking for referrals can be awkward. And asking is often ineffective. That’s why Stacey Brown Randall
developed a method of getting referrals – without asking. In her book Generating Business Referrals Without Asking, she shares
her system for revolutionizing any business. Her structured approach reduces the hustle and increases productivity and profit. With
Randall’s system, you can stop wasting time and money marketing to cold leads and stalking would-be clients on social media.
And you can start doing what you love most – providing the excellent service that made you go into business in the first place. In
Generating Business Referrals Without Asking, you’ll get Randall’s five steps to steady business growth, case studies from
business professionals, and a step-by-step roadmap that even the busiest business owner can implement.
Through 8 years of research, advice from the top worldwide influencers & 500 books studied Rob has the formula to successful
networking. This formula has 3 1/2 Laws that will enhance your network skills to increase sales, revolutionize your relationships &
build a referral engine.
Choosing a financial advisor is one of the most important decisions people make in life. They're entrusting someone with their livelihood, their
future, and their family, so the choice is not something they take lightly. Given the stakes, the search almost always begins with a referral,
and that's why the most successful advisors in the industry are the ones who know how to get them and are proactive in doing so. In The
Referral Magnet, Kelly Edwards shares the formula for generating more referrals than ever before, all without asking for them. Her proven
approach has been used by successful advisors all over the country to become more referable and make small but impactful changes in how
they operate. This paradigm-shifting book is packed with practical advice you can implement right away, and includes downloadable content
for each chapter along with stories from the industry's top advisors about their creative solutions, lessons learned, and mistakes made along
the way. The search for a "magic bullet" is over. Referrals are-and always will be-the best way to grow your financial practice, and this book
shows you how to get more of them than ever before.
The definitive playbook by the pioneers of Growth Hacking, one of the hottest business methodologies in Silicon Valley and beyond. It seems
hard to believe today, but there was a time when Airbnb was the best-kept secret of travel hackers and couch surfers, Pinterest was a niche
web site frequented only by bakers and crafters, LinkedIn was an exclusive network for C-suite executives and top-level recruiters, Facebook
was MySpace’s sorry step-brother, and Uber was a scrappy upstart that didn’t stand a chance against the Goliath that was New York City
Yellow Cabs. So how did these companies grow from these humble beginnings into the powerhouses they are today? Contrary to popular
belief, they didn’t explode to massive worldwide popularity simply by building a great product then crossing their fingers and hoping it would
catch on. There was a studied, carefully implemented methodology behind these companies’ extraordinary rise. That methodology is called
Growth Hacking, and it’s practitioners include not just today’s hottest start-ups, but also companies like IBM, Walmart, and Microsoft as well
as the millions of entrepreneurs, marketers, managers and executives who make up the community of Growth Hackers. Think of the Growth
Hacking methodology as doing for market-share growth what Lean Start-Up did for product development, and Scrum did for productivity. It
involves cross-functional teams and rapid-tempo testing and iteration that focuses customers: attaining them, retaining them, engaging them,
and motivating them to come back and buy more. An accessible and practical toolkit that teams and companies in all industries can use to
increase their customer base and market share, this book walks readers through the process of creating and executing their own custommade growth hacking strategy. It is a must read for any marketer, entrepreneur, innovator or manger looking to replace wasteful big bets and
"spaghetti-on-the-wall" approaches with more consistent, replicable, cost-effective, and data-driven results.
How can salespeople navigate the obstacle course of administrative assistants, lower-level executives, and corporate guardians to reach
their objective? This book offers innovative ideas and street-smart moves to reach the decision-makers in any organisation.
If you loved Hidden Figures or The Rise of the Rocket Girls, you'll love Claire Evans' breakthrough book on the women who brought you the
internet--written out of history, until now. "This is a radically important, timely work," says Miranda July, filmmaker and author of The First Bad
Man. The history of the internet is more than just alpha nerds, brogrammers, and male garage-to-riches billionaires. Female visionaries have
always been at the vanguard of technology and innovation. In fact, women turn up at the very beginning of every important wave in
technology. They may have been hidden in plain sight, their inventions and contributions touching our lives in ways we don't even realize, but
they have always been part of the story. In a world where tech companies are still male-dominated and women are often dissuaded from
STEM careers, Broad Band shines a much-needed light on the bright minds history forgot, from pioneering database poets, data wranglers,
and hypertext dreamers to glass ceiling-shattering dot com-era entrepreneurs. Get to know Ada Lovelace, who wove the first computer
program in 1842, and Grace Hopper, the tenacious mathematician who democratized computing after World War II. Meet Elizabeth "Jake"
Feinler, the one-woman Google who kept the earliest version of the Internet online, and Stacy Horn, the New York cyberpunk who ran one of
the world's earliest social networks out of her New York City apartment in the 1980s. Join the ranks of the pioneers who defied social
convention to become leaders of the tech revolution. This electrifying corrective to tech history introduces us all to our long-overlooked tech
mothers and grandmothers--showing us that if there's a "boy's club" that dominates Silicon Valley today, it's an anachronism.
Learn how to convert website visitors into customers Part science and part art, conversion optimization is designedto turn visitors into
customers. Carefully developed testingprocedures are necessary to help you fine-tune images, headlines,navigation, colors, buttons, and
every other element, creating awebsite that encourages visitors to take the action you seek. Thisbook guides you through creating an
optimization strategy thatsupports your business goals, using appropriate analytics tools,generating quality testing ideas, running online
experiments, andmaking the adjustments that work. Conversion optimization is part science and part art; thisguide provides step-by-step
guidance to help you optimize yourwebsite for maximum conversion rates Explains how to analyze data, prioritize experimentopportunities,
and choose the right testing methods Helps you learn what to adjust, how to do it, and how toanalyze the results Features hands-on
exercises, case studies, and a full-colorinsert reinforcing key tactics Author has used these techniques to assist Fortune 500clients You
Should Test That explains both the "why" and the"how" of conversion optimization, helping you maximize the value ofyour website.
The incredible story of the man behind TOMS Shoes and One for One, the revolutionary business model that marries fun, profit, and social
good. “A creative and open-hearted business model for our times.”—The Wall Street Journal Why this book is for you: • You’re ready to
make a difference in the world—through your own start-up business, a nonprofit organization, or a new project that you create within your
current job. • You want to love your work, work for what you love, and have a positive impact on the world—all at the same time. • You’re
inspired by charity: water, method, and FEED Projects and want to learn how these organizations got their start. • You’re curious about how
someone who never made a pair of shoes, attended fashion school, or worked in retail created one of the fastest-growing footwear
companies in the world by giving shoes away. • You’re looking for a new model of success to share with your children, students, co-workers,
and members of your community. You’re ready to start something that matters.
A guide for creating a deeper relationship with the entrepreneurial journey The Self-Reliant Entrepreneur offers overworked and harried
Page 2/7

Where To Download The Referral Engine Review
entrepreneurs, and anyone who thinks like one, a much-needed guide for tapping into the wisdom that is most relevant to the entrepreneurial
life. The book is filled with inspirational meditations that contain the thoughts and writings of notable American authors. Designed as a daily
devotional, it is arranged in a calendar format, and features readings of transcendentalist literature and others. Each of The Self-Reliant
Entrepreneur meditations is followed by a reflection and a challenging question from John Jantsch. He draws on his lifetime of experience as
a successful coach for small business and startup leaders to offer an entrepreneurial context. Jantsch shows how entrepreneurs can learn to
trust their ideas and overcome the doubt and fear of everyday challenges. The book contains: A unique guide to meditations, especially
designed for entrepreneurs A range of topics such as self-awareness, trust, creativity, resilience, failure, growth, freedom, love, integrity, and
passion An inspirational meditation for each day of the year. . . including leap year Reflections from John Jantsch, small business marketing
expert and the author of the popular book Duct Tape Marketing Written for entrepreneurs, as well anyone seeking to find a deeper meaning in
their work and life, The Self-Reliant Entrepreneur is a practical handbook for anyone seeking to embrace the practice of self-trust.
Product management has become a critical connective role for modern organizations, from small technology startups to global corporate
enterprises. And yet the day-to-day work of product management remains largely misunderstood. In theory, product management is about
building products that people love. The real-world practice of product management is often about difficult conversations, practical
compromises, and hard-won incremental gains. In this book, author Matt LeMay focuses on the CORE connective skills—communication,
organization, research, execution—that can build a successful product management practice across industries, organizations, teams, and
toolsets. For current and would-be product managers, this book explores: Real-world tactics for facilitating collaboration and communication
How to talk to users and work with executives The importance of setting clear and actionable goals Using roadmaps to connect and align
your team A values-first approach to implementing Agile practices Stories that convey realities of product management in the field Common
behavioral traps that turn good product managers bad

Bottleneck Breakthrough is a tough-talking, no-nonsense guide to helping you bust through the "bottlenecks" that might be holding
your business back. You'll learn how to utilize six different levers to design a customized bottleneck breakthrough plan that will
improve all areas of your business.
"Blogging has become a "must" for many independent and fee-only financial advisors. It's a great way to build your business by
connecting with current and potential clients as well as referral sources. Blogging attracts prospects to your website, media
attention, and speaking engagements ... This book will help you conquer the challenge of producing high quality blog posts by
following a step-by-step process, including how to: generate and refine ideas for blog posts that will engage your readers; organize
your thoughts before you write so you can write more quickly and effectively; edit your writing so it's reader-friendly and appealing;
spread the word about your blog and attract more visitors"--Page [4] of cover.
He stood on the ledge of the great Cauldarian range looking down at his hand in which he held a rock. The beauty of it was
overpowering, it's green opaque luminescence made him feel falsely at ease. But he knew this was an object of beauty that no
Cauldarian should possess. The stone represented the dark side of history. The ideological faith and power that emanated from it
could also be used for good. But its efficacy was wielded as if it were a sword striking at every aspect of the populaces freedom.
So far its thrust proved deadly in every instance. It had to be thrown over the ledge and into the night if his people were to survive.
Michael had awakened from this same dream that he had many times before. It was as if it were only yesterday that his world had
changed; it was different, but in many ways it was still the same...
THE NEW YORK TIMES AND USA TODAY BESTSELLER! The secret to successful word-of-mouth marketing on the social web
is easy: BE LIKEABLE. A friend's recommendation is more powerful than any advertisement. In the world of Facebook, Twitter,
and beyond, that recommendation can travel farther and faster than ever before. Likeable Social Media helps you harness the
power of word-of-mouth marketing to transform your business. Listen to your customers and prospects. Deliver value, excitement,
and surprise. And most important, learn how to truly engage your customers and help them spread the word. Praise for Likeable
Social Media: Dave Kerpen's insights and clear, how-to instructions on building brand popularity by truly engaging with customers
on Facebook, Twitter, and the many other social media platforms are nothing short of brilliant. Jim McCann, founder of
1-800-FLOWERS.COM and Celebrations.com Alas, common sense is not so common. Dave takes you on a (sadly, much needed)
guided tour of how to be human in a digital world. Seth Godin, author of Poke the Box Likeable Social Media cuts through the
marketing jargon and technical detail to give you what you really need to make sense of this rapidly changing world of digital
marketing and communications. Being human — being likeable — will get you far. Scott Monty, Global Digital Communications, Ford
Motor Company Dave gives you what you need: Practical, specific how-to advice to get people talking about you. Andy Sernovitz,
author of Word of Mouth Marketing: How Smart Companies Get People Talking
Provides a framework to help you stay ahead of the curve by re-imagining marketing in a world where hyper-empowered
consumers drive the business results
The small business guru behind Duct Tape Marketing shares his most valuable lesson: how to get your customers to do your best
marketing for you. The power of glitzy advertising and elaborate marketing campaigns is on the wane; word- of-mouth referrals are
what drive business today. People trust the recommendation of a friend, family member, colleague, or even stranger with similar
tastes over anything thrust at them by a faceless company. Most business owners believe that whether customers refer them is
entirely out of their hands. But science shows that people can't help recommending products and services to their friends-it's an
instinct wired deep in the brain. And smart businesses can tap into that hardwired desire. Marketing expert John Jantsch offers
practical techniques for harnessing the power of referrals to ensure a steady flow of new customers. Keep those customers happy,
and they will refer your business to even more customers. Some of Jantsch's strategies include: -Talk with your customers, not at
them. Thanks to social networking sites, companies of any size have the opportunity to engage with their customers on their home
turf as never before-but the key is listening. -The sales team is the most important part of your marketing team. Salespeople are
the company's main link to customers, who are the main source of referrals. Getting them on board with your referral strategy is
critical. -Educate your customers. Referrals are only helpful if they're given to the right people. Educate your customers about
whom they should be talking to. The secret to generating referrals lies in understanding the "Customer Referral Cycle"-the way
customers refer others to your company who, in turn, generate even more referrals. Businesses can ensure a healthy referral
cycle by moving customers and prospects along the path of Know, Like, Trust, Try, Buy, Repeat, and Refer. If everyone in an
organization keeps this sequence in mind, Jantsch argues, your business will generate referrals like a well-oiled machine. This
practical, smart, and original guide is essential reading for any company looking to grow without a fat marketing budget.
More Introductions! More Appointments! More Clients! You face four hurdles to gaining new clients: finding enough of the right
prospects, getting their attention, making the sale, and multiplying your clients through referrals. While referrals are important,
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they're not the endgame. Beyond Referrals helps you turn referrals into introductions, appointments, and sales--showing you how
to turn referrals into introductions to the prospects who are eager to hear from you. Then, you'll learn proven ways to convert a
high percentage of prospects into high-value clients. "Bill's referral system is being used throughout our company because the
results are undeniable. He has truly revolutionized the way our advisors are acquiring new clients through referrals. This book will
turbocharge your client acquisition!" -- JOE JORDAN, Senior Vice President, MetLife "Beyond Referrals is a gold mine of valuebased, profit-creating information. Utilizing Bill's Perpetual Revenue System, we learn that obtaining the referral is only the first
step in an ongoing and very profitable cycle." -- BOB BURG, coauthor of The Go-Giver and author of Endless Referrals "Beyond
Referrals explains how to avoid leaving money on the table from what I call the 'second sale.' You can read this book and double
your business, or you can merely work twice as hard. That's not much of a choice." -- ALAN WEISS, PhD, author of Million Dollar
Consulting and Million Dollar Referrals This is the ultimate blueprint for converting referrals into clients." -- Ivan Misner, PhD, New
York Times bestselling author and founder of BNI
To understand an object or concept, you must identify and value the sum of its parts. Most business managers fail to truly
understand digital strategies. They focus instead on outcomes... what they want the business to get from digital efforts, then they
make educated guesses about the best way to accomplish those outcomes. The problem is that they never stop to create the
business basis for their digital strategy. They understand the what and how, but they don't stop long enough to understand the
why. Not understanding the foundation for your digital program can cost your company time, resources, efforts, and money. But,
don't worry, The Ultimate Field Guide to Digital Program Management can help. The Ultimate Field Guide to Digital Program
Management helps you identify and learn the value of each component of your digital strategy. To do this, the guide takes you
through 10 steps in creating an effective digital program, focused on your business's goals and objectives. The guide also gives
you plenty of customizable signposts in the form of 100 tips and case studies along the way. The Ultimate Field Guide to Digital
Program Management is not a book you'll read once, then put on a shelf. The guide will serve as a reference book for all of your
digital efforts and direct you to online success.

Is Your Marketing as Simple, Effective, and Affordable as Duct Tape? Let's face it, as a small business owner, you are
really in the business of marketing. The problem for most small business owners is that they suffer from "marketing idea
of the week" syndrome instead of implementing a systematic approach to the problem of small business marketing. In
Duct Tape Marketing, renowned Small Business Marketing guru John Jantsch shows you how to develop and execute a
marketing plan that will give your business the life and longevity you knew you could have when you made that decision
to go out on your own. CAREFUL! Duct tape is a serious tool... it sticks where you put it. So are the ideas in this book. If
you're ready to make a commitment and are willing to make something happen, John's book is a great place to start.
--Seth Godin, author of Purple Cow For all those who wonder why John Jantsch has become the leading advisor and
coach to small businesses everywhere, Duct Tape Marketing is the answer. I have never read a business book that is as
packed with hands-on, actionable information as this one. There are takeaways in every paragraph, and the success of
John's blog is living proof that they work. Duct Tape Marketing should be required reading for anyone who is building a
business, or thinking about it. --Bo Burlingham, editor-at-large, Inc. magazine, and author of Small Giants: Companies
That Choose To Be Great Instead of Big Duct Tape Marketing is a worthy addition to the growing library of how-to books
on small business marketing -- concise, clear, practical, and packed with great ideas to boost your bottom line. --Bob Bly,
author of The White Paper Handbook With the world suffering from depleted reserves of trust, a business that sells plenty
of it every day tends to create the most value. The great thing about trust as a product feature is that it delivers
exceptional returns. With this book, John Jantsch has zeroed in on exactly what small businesses need to sell every day,
every hour. --Ben McConnell, co-author of Creating Customer Evangelists: How Loyal Customers Become a Volunteer
Sales Force John Jantsch has provided small businesses with the perfect perspective for maximizing all marketing
activities - offline and on. Jantsch has the plan to help you thrive in the world of business today. Read it, all your
competitors will. --John Battelle, cofounding editor or Wired and author of The Search: How Google and Its Rivals
Rewrote the Rules of Business and Transformed Our Culture Duct Tape Marketing is a great read for anyone in
business. It has fresh ideas laid out in a practical and useable way. I highly recommend this book for growing any
business. --Dr. Ivan Misner, Founder of BNI and Co-author of the New York Times bestseller, Masters of Networking
Veteran entrepreneur and former Kodak CMO, Jeffrey Hayzlett knows what it takes to go from zero to hero in a world
where every leader, business, and brand is held accountable by their customers and employees. Designed to challenge
readers to examine their own values and behaviors, The Hero Factor shines a light on what happens to companies when
their values no longer align with their mission and helps them transform their organizations as they learn to live the
values they preach.
Sales legend Bill Cates uses his experience and expert knowledge to show sales professionals how to work smarter (not
harder) by employing "The Four Cornerstones of Referrals" --relationship building and customer service, creating referral
alliances and networks, prospecting, and targeting niche markets. Using Cates's easy-to-master referral-based selling
techniques, readers: Work less and earn more by getting existing customers to work for them generating high-quality
referrals Turn every business contact into a relationship and every relationship into a sales success story
Each year Americans start one million new businesses, nearly 80 percent of which fail within the first five years. Under
such pressure to stay alive—let alone grow—it’s easy for entrepreneurs to get caught up in a never-ending cycle of “sell
it—do it, sell it—do it” that leaves them exhausted, frustrated, and unable to get ahead no matter how hard they try. This is
the exact situation Mike Michalowicz found himself in when he was trying to grow his first company. Although it was
making steady money, there was never very much left over and he was chasing customers left and right, putting in
twenty-eight-hour days, eight days a week. The punishing grind never let up. His company was alive but stunted, and he
was barely breathing. That’s when he discovered an unlikely source of inspiration—pumpkin farmers. After reading an
article about a local farmer who had dedicated his life to growing giant pumpkins, Michalowicz realized the same process
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could apply to growing a business. He tested the Pumpkin Plan on his own company and transformed it into a
remarkable, multimillion-dollar industry leader. First he did it for himself. Then for others. And now you. So what is the
Pumpkin Plan? Plant the right seeds: Don’t waste time doing a bunch of different things just to please your customers.
Instead, identify the thing you do better than anyone else and focus all of your attention, money, and time on figuring out
how to grow your company doing it. Weed out the losers: In a pumpkin patch small, rotten pumpkins stunt the growth of
the robust, healthy ones. The same is true of customers. Figure out which customers add the most value and provide the
best opportunities for sustained growth. Then ditch the worst of the worst. Nurture the winners: Once you figure out who
your best customers are, blow their minds with care. Discover their unfulfilled needs, innovate to make their wishes come
true, and overdeliver on every single promise. Full of stories of other successful entrepreneurs, The Pumpkin Plan guides
you through unconventional strategies to help you build a truly profitable blue-ribbon company that is the best in its field.
From the bestselling author of Love's Executioner and When Nietzsche Wept comes a provocative exploration of the
unusual relationships three therapists form with their patients. Seymour is a therapist of the old school who blurs the
boundary of sexual propriety with one of his clients. Marshal, who is haunted by his own obsessive-compulsive
behaviors, is troubled by the role money plays in his dealings with his patients. Finally, there is Ernest Lash. Driven by his
sincere desire to help and his faith in psychoanalysis, he invents a radically new approach to therapy -- a totally open and
honest relationship with a patient that threatens to have devastating results. Exposing the many lies that are told on and
off the psychoanalyst's couch, Lying on the Couch gives readers a tantalizing, almost illicit, glimpse at what their
therapists might really be thinking during their sessions. Fascinating, engrossing and relentlessly intelligent, it ultimately
moves readers with a denouement of surprising humanity and redemptive faith.
The must-read summary of John Jantsch's book: "The Referral Engine: Teaching Your Business to Market Itself". This
complete summary of the ideas from John Jantsch's book "The Referral Engine" shows that everyone loves getting
referrals from happy customers but few businesses have systems in place to facilitate this happening more often. In his
book, the author states that it's time to craft a strategy which will compel your customers and partners to voluntarily and
actively participate in your marketing by providing referrals. Satisfied customers who offer referrals will provide the
elements which will generate positive buzz around your products and services others will pick up on. This summary
explains how to design a referral engine in order to create a pool of brand supporters and expand your business. Addedvalue of this summary: • Save time • Understand key concepts • Expand your knowledge To learn more, read "The
Referral Engine" and discover the key to generating referrals and prospering.
Take Command of Your Referrals Marketing strategist Steve Gordon dares you to re-evaluate your approach to attracting
referrals and shows you a contrarian approach to referrals that will have you kicking yourself for not reading this book
sooner. Gordon doesn't offer stale advice like "ask more often" or "improve customer service" or "use this script!" He
gives you a paradigm shifting approach to getting loads more referrals, while spending less time, effort and energy. You'll
finally see a path to attracting a predictable stream of referrals to your business...without ever "begging" for a referral
again! Discover: The three ways to increase your referrability The trick to getting 5-10 referrals in your very next client
meeting Why "asking more" rarely leads to more referrals The secret reason you're not getting more referrals Why
chasing "referral partners" is a waste of time
A STEP-BY-STEP SYSTEM FOR CREATING CUSTOMERS AND CLIENTS FOR LIFE. It is more difficult than ever for
businesses and marketing professionals to cut through the noise to create relationships with their customers.
Organizations that focus on converting their customers to members and helping them achieve the lasting transformation
they are seeking rather than simply offering the transaction of the moment are winning. The Ultimate Marketing Engine
promises to teach readers how to develop a system to take every customer from where they are to where they want to be
by building on the innovative principles first brought to the marketing world in Duct Tape Marketing and honed over three
decades of working with thousands of businesses. Introducing the Customer Success Track The Ultimate Marketing
Engine introduces an innovative new approach to marketing strategy that will transform how readers view their business,
their marketing and perhaps, even how they view every customer. Readers will learn: Why strategy must come before
tactics. How to narrow your focus and choose only ideal customers. Why no one wants what you sell – and what they
actually want. How to use story and narrative as the voice of strategy. How to construct the perfect customer journey.
How to grow your business with your customers. This book will help readers take control of their marketing while creating
ridiculously consistent business growth.
With straightforward advice and humour, word of mouth expert Andy Sernovitz will show you how the world's most respected and
profitable companies get their best customers for free through the power of word of mouth. Learn the five essential steps that
make word of mouth work and everything you need to get started. Understand how easy it is to work with social media, viral
marketing, evangelists, and buzz. Start using simple techniques that start conversations: 3 Reasons People Talk About You; 4
Rules of Word of Mouth Marketing; 5 Ts of Word of Mouth Marketing; 6 Big Ideas: Deep Stuff That Changes Marketing Forever.
Find out what sparks the irrepressible enthusiasm of Apple and TiVo fans. Understand why everyone is talking about a certain
restaurant, car, band, or dry cleaner -- and why other businesses and products are ignored. Discover why some products become
huge successes without a penny of promotion -- and why some multi-million-dollar advertising campaigns fail to get noticed. Open
your eyes to a new way of doing business: Honest marketing makes more money, because customers who trust you will talk about
you. Learn how to be the remarkable company that people want to share with their friends.
1001 Advertising Tips explains what works and what doesn’t in advertising. Written in how-to terms, this book is a step-by-step
guide to create advertising that sells. Using dozens of examples of advertising campaigns and marketing strategies, it offers you
the insight, tools and techniques you need to market any product or service. The book covers: -- the types of words that persuade
-- the images that grab consumers’ attention -- how to write copy that sells -- the colours that optimize your message -- the kinds
of headlines that get the best results -- ways of making your advertising more credible -- the number of repetitions needed to sell
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your product -- how to launch promotions that really work -- the kinds of slogans are the most effective -- the types of layout that
best attract attention -- when to use comparative advertising, humour and sex -- the importance of positioning your product or
service -- when to use testimonials and endorsements -- why the choice of typeface is so important -- what to think about
sponsorship and product placement -- the impact of zapping on TV ads -- the power of corporate and brand logos -- the choice of
a product name Each chapter is a well-researched mix of scientific knowledge and concrete examples. Sources include
Advertising Age, Adweek, Harvard Business Review, New York Times and The Wall Street Journal. Many of the names will be
familiar, such as Ogilvy, Caples, Bly and Hopkins, but other lesser-known figures are also cited. The writing is direct and the book
design is spacious, with lots of subheads. 1001 Advertising Tips contains a collection of the most effective ads dominating the
market in the past ten years. Whether you use print, billboard, television or radio advertising, this book offers proven strategies. It
outlines everything you need to know to create advertisements that will make your sales soar, regardless of your budget.
No more cold calls!
Award-winning speaker and business consultant Joey Coleman teaches audiences and companies all over the world how to turn a
one-time purchaser into a lifelong customer. Coleman's theory of building customer loyalty isn't about focusing on marketing or
closing the sale: It's about the First 100 Days® after the sale and the interactions the customer experiences. While new customers
experience joy, euphoria, and excitement, these feelings quickly shift to fear, doubt, and uncertainty as buyer's remorse sets in.
Across all industries, somewhere between 20%-70% of newly acquired customers will stop doing business with a company with
the first 100 days of being a new customer because they feel neglected in the early stages of customer onboarding. In Never Lose
a Customer Again, Coleman offers a philosophy and methodology for dramatically increasing customer retention and as a result,
the bottom line. He identifies eight distinct emotional phases customers go through in the 100 days following a purchase. From an
impulse buy at Starbucks to the thoughtful purchase of a first house, all customers have the potential to experience the eight
phases of the customer journey. If you can understand and anticipate the customers' emotions, you can apply a myriad of tools
and techniques -- in-person, email, phone, mail, video, and presents -- to cement a long and valuable relationship. Coleman's
system is presented through research and case studies showing how best-in-class companies create remarkable customer
experiences at each step in the customer lifecycle. In the "Acclimate" stage, customers need you to hold their hand and overexplain how to use your product or service. They're often too embarrassed to admit they're confused. Take a cue from Canadian
software company PolicyMedical and their challenge of getting non-technical users to undergo a complex installation and
implementation process. They turned a series of project spreadsheets and installation manuals into a beautiful puzzle customers
could assemble after completing each milestone. In the "Adopt" stage, customers should be welcomed to the highest tier of tribal
membership with both public and private recognitions. For instance, Sephora's VIB Rogue member welcome gift provides a
metallic membership card (private recognition) and a members-only shade of lipstick (for public display). In the final stage,
"Advocate," loyal customers and raving fans are primed to provide powerful referrals. That's how elite entrepreneurial event
MastermindTalks continues to sell-out their conference year after year - with zero dollars spent on marketing. By surprising their
loyal fans with amazing referral bonuses (an all-expenses paid safari?!) they guarantee their community will keep providing perfect
referrals. Drawing on nearly two decades of consulting and keynoting, Coleman provides strategies and systems to increase
customer loyalty. Applicable to companies in any industry and of any size (whether measured in employee count, revenue, or total
number of customers), implementing his methods regularly leads to an increase in profits of 25-100%. Working with well-known
clients like Hyatt Hotels, Zappos, and NASA, as well as mom-and-pop shops and solo entrepreneurs around the world, Coleman's
customer retention system has produced incredible results in dozens of industries. His approach to creating remarkable customer
experiences requires minimal financial investment and will be fun for owners, employees, and teams to implement. This book is
required reading for business owners, CEOs, and managers - as well as sales and marketing teams, account managers, and
customer service representatives looking for easy to implement action steps that result in lasting change, increased profits, and
lifelong customer retention.
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.
A revelation for small business owners: creating a profitable business is possible without getting into a slash-and-burn price war
with your competitors. Petty and Verbeck inspire you to live your passion and pass your enthusiasm on to your customers, without
succumbing to the pressure to discount.
The indie game developer’s complete guide to running a studio. The climate for the games industry has never been hotter, and
this is only set to continue as the marketplace for tablets, consoles and phones grow. Seemingly every day there is a story of how
a successful app or game has earned thousands of downloads and revenue. As the market size increases, so does the number of
people developing and looking to develop their own app or game to publish. The Indie Game Developer Handbook covers every
aspect of running a game development studio—from the initial creation of the game through to completion, release and beyond.
Accessible and complete guide to many aspects of running a game development studio from funding and development through
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QA, publishing, marketing, and more. Provides a useful knowledge base and help to support the learning process of running an
indie development studio in an honest, approachable and easy to understand way. Case studies, interviews from other studies and
industry professionals grant an first-hand look into the world of indie game development
Why are some companies able to generate committed, long-term customers while others struggle to stay afloat? Why do the
employees of some organizations fully dedicate themselves while others punch the clock without enthusiasm? By studying the ins
and outs of companies that enjoy extraordinary loyalty from customers and employees, John Jantsch reveals the systematic path
to discovering and generating genuine commitment. Jantsch's approach is built on three foundational planks, which he calls the
clarity path, the culture patron, and the customer promise. He draws on his own experiences and shares true stories from
businesses like Threadless, Evernote, and Warby Parker. His strategies include these: Build your company around a purpose.
People commit to companies and stories that have a simple, straightforward purpose. Understand that culture equals brand. Build
your business as a brand that employees and customers will support. Lead by telling great stories. You can't attract the right
people or get them to commit without telling a story about why you do what you do. Treat your staff as your customer. A healthy
customer community is the natural result of a healthy internal culture. Serve customers you respect. It's hard to have an authentic
relationship with people you don't know, like, or trust. As Jantsch says, "Have you ever encountered a business where everything
felt effortless? The experience was perfect, and the products, people, and brand worked together gracefully. You made an odd
request; it was greeted with a smile. You went to try a new feature; it was right where it should be. You walked in, sat down, and
felt right at home. . . . Businesses that run so smoothly as to seem self-managed aren't normal. In fact, they are terribly
counterintuitive, but terribly simple as it turns out." As a follow-up to The Referral Engine, this is about more than just establishing
leads- it's about building a fully alive business that attracts customers for life.
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