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When youíre recovering from a medical emergency, the work-life
equation can be thrown into turmoil. Joan Friedlander, herself diagnosed with a chronic illness over twenty years ago, knows this personally and can show you how to get back in the game, whether
youíre a self-employed entrepreneur, a small business owner, or
re-entering the traditional job market. For those recovering from a
health crisis, living with disability, or adjusting to life with a chronic disease, health comes ﬁrst but professional life doesnít have to
suﬀer. The 6-step comeback plan in Business from Bed is designed to help you successfully integrate emotional, social, and
physical healing with the practical aspects of rebuilding a business or career and getting back to work. With Business from Bed,
youíll learn how to: Rediscover your inherent value and design
your ideal life Evaluate options for working from home Find invigorating and meaningful work Manage a prolonged illness and understand your bodyís needs Talk to clients, bosses, and co-workers
about your health Balance physical, mental, and professional well-being
More than half-a-million business leaders have discovered the
power of the StoryBrand Framework, created by New York Times
best-selling author and marketing expert Donald Miller. And they
are making millions. If you use the wrong words to talk about your
product, nobody will buy it. Marketers and business owners struggle to eﬀectively connect with their customers, costing them and
their companies millions in lost revenue. In a world ﬁlled with constant, on-demand distractions, it has become near-impossible for
business owners to eﬀectively cut through the noise to reach their
customers, something Donald Miller knows ﬁrst-hand. In this
book, he shares the proven system he has created to help you engage and truly inﬂuence customers. The StoryBrand process is a
proven solution to the struggle business leaders face when talking
about their companies. Without a clear, distinct message, customers will not understand what you can do for them and are unwilling to engage, causing you to lose potential sales, opportunities for customer engagement, and much more. In Building a StoryBrand, Donald Miller teaches marketers and business owners to
use the seven universal elements of powerful stories to dramatically improve how they connect with customers and grow their
businesses. His proven process has helped thousands of companies engage with their existing customers, giving them the ultimate competitive advantage. Building a StoryBrand does this by
teaching you: The seven universal story points all humans respond to; The real reason customers make purchases; How to simplify a brand message so people understand it; and How to create
the most eﬀective messaging for websites, brochures, and social
media. Whether you are the marketing director of a multibillion-dollar company, the owner of a small business, a politician running for oﬃce, or the lead singer of a rock band, Building a StoryBrand will forever transform the way you talk about who you are,
what you do, and the unique value you bring to your customers.
Million Dollar Coach is the must-have resource for coaches. Increase the income you earn, work when and how you want, watch
your clients get incredible results...... and become empowered to
live a life of massive personal freedom. Million Dollar Coach is designed to shift these issues you may be experiencing such as: *
Too many coaches hit an income ceiling, and never make the kind
of money (or the kind of impact) that they are capable of. They
get stuck at one of the 3 plateaus: Survival, Stability or even Success * Most coaches blame themselves, and try to work on their
MINDSET - But nothing changes because it's not your mindset
that's the problem. It's the MODEL that needs to change. * The
model that you bought into when you started your coaching business is completely unscalable (Manual prospecting to get a few
leads, followed by one-to-one selling and dealing with objections,
excuses and stalls... and time-for-money coaching so there's never any time for you). * For the last 5 years, the author has been
working with a select group of coaches, taking them from Stability
to Success and Scale. Taki Moore has a very new approach and he
shares the very best of what is working for them to become a Million Dollar Coach. This book is essential reading for coaches of all
types and experience-levels and is of particular value for anyone
looking to start a coaching business to short cut growing pains
and quickly rise to become a Million Dollar Coach.
Companies that don't change die. Change is everyday corporate
life - plans for cost cutting, restructuring, new technology, quality
improvement, new products/services are ongoing challenges in
companies of all sizes. Resistance is a huge roadblock. This real-world guide shows frustrated managers how to build support for
change and stay competitive. Practical approaches with new case

studies show how to deal with resistance in a way that retains
strong working relationships while achieving successful change.
The manager's must-have guide to excelling in all aspects of the
job Mind Tools for Managers helps new and experienced leaders
develop the skills they need to be more eﬀective in everything
they do. It brings together the 100 most important leadership skills—as voted for by 15,000 managers and professionals worldwide—into a single volume, providing an easy-access solutions
manual for people wanting to be the best manager they can be.
Each chapter details a related group of skills, providing links to additional resources as needed, plus the tools you need to put ideas
into practice. Read beginning-to-end, this guide provides a crash
course on the essential skills of any eﬀective manager; used as a
reference, its clear organization allows you to ﬁnd the solution
you need quickly and easily. Success in a leadership position
comes from results, and results come from the eﬀective coordination of often competing needs: your organization, your client, your
team, and your projects. These all demand time, attention, and energy, and keeping everything running smoothly while making the
important decisions is a lot to handle. This book shows you how to
manage it all, and manage it well, with practical wisdom and expert guidance. Build your ideal team and keep them motivated
Make better decisions and boost your strategy game Manage both
time and stress to get more done with less Master eﬀective communication, facilitate innovation, and much more Managers wear
many hats and often operate under a tremendously diverse set of
job duties. Delegation, prioritization, strategy, decision making,
communication, problem solving, creativity, time management,
project management and stress management are all part of your
domain. Mind Tools for Managers helps you take control and get
the best out of your team, your time, and yourself.
A visual way to easily access the strategies and tactics in Book
Yourself Solid Learning new concepts is easier when you can see
the solution. Book Yourself Solid Illustrated, a remarkable, one-ofa-kind work of art, transforms the Book Yourself Solid system into
a more compelling and easy-to-consume playbook for any business owner. You won't ﬁnd business school graphs or mind maps.
Instead, you'll ﬁnd compelling, visual stories that reinvent old and
tired business concepts, making Book Yourself Solid Illustrated a
fun and playful book that you will revisit year after year as you
get more clients than you can handle. There isn't a business book
on the market that can show you how to apply the strategies,
techniques, and skills necessary to generate new leads, add more
clients, and increase proﬁts through visuals. Previously you could
only read or listen to advice, now you can see it and get it faster.
This illustrated version is organized into four modules: your foundation, building trust and credibility, simple selling and perfect
pricing, and the Book Yourself Solid 6 core self-promotion strategies. Reengineering the book with visual strategist, Jocelyn Wallace, has given author Michael Port new ways of explaining and expanding his gold-standard material. Author Michael Port has been
called a "marketing guru" by the Wall Street Journal and "an uncommonly honest author" by The Boston Globe, and wrote Book
Yourself Solid (in it's 2nd edition), Beyond Booked Solid,The Contrarian Eﬀect which was selected as a 2008 top ten business book
by Amazon.com and the 2008 #1 sales book of the year by 1-800CEO-READ, and The New York Times Bestseller, The Think Big
Manifesto. Author is one of the most popular business coaches in
the world and headlines events all over the world. Master the techniques in Book Yourself Solid Illustrated, and take your service
business to the next level today. For the ﬁrst time ever you can
have the Book Yourself Solid Mobile app. Install it on any device
and the Book Yourself Solid System comes to life. Do all of 49 exercises from the new book on any device, including your desktop
computer. This thing rocks.
Future economic growth lies in the value of experiences and transformations--good and services are no longer enough. We are on
the threshold, say authors Pine and Gilmore, of the Experience
Economy, a new economic era in which all businesses must
orchestrate memorable events for their customers. The Experience Economy oﬀers a creative, highly original, and yet eminently
practical strategy for companies to script and stage the experiences that will transform the value of what they produce. From
America Online to Walt Disney, the authors draw from a rich and
varied mix of examples that showcase businesses in the midst of
creating personal experiences for both consumers and businesses. The authors urge managers to look beyond traditional pricing
factors like time and cost, and consider charging for the value of
the transformation that an experience oﬀers. Goods and services,
say Pine and Gilmore, are no longer enough. Experiences and

transformations are the basis for future economic growth, and
The Experience Economy is the script from which managers can
begin to direct their own transformations.
Print version of the book includes free access to the app (web,
iOS, and Android), which oﬀers interactive Q&A review plus the entire text of the print book! Please note the app is included with
print purchase only. The only book designed speciﬁcally to prepare students for the Adult-Gerontology Acute Care Nurse Practitioner (AG-ACNP) exams, this unparalleled review details the stepby-step journey from classroom to patient room and beyond. This
book begins with proven test-taking strategies for students and
provides an overview of common pitfalls for exam takers. It features question styles and content material from both the American Association of Critical-Care Nurses (AACN®) and American
Nurses Credentialing Center (ANCC) exams, providing an
overview of the certiﬁcation exams written speciﬁcally by the certiﬁcation organizations themselves. With more than 630 unique
questions, this review contains completely up-to-date and evidence-based exam preparation. Practice questions are organized
into body system review, special populations, and legal/ethical issues, and culminate in a 175-question practice test that represents the length, variety, and complexity of board exam questions. All questions’ answers have accompanying rationales based
on clinical practice guidelines. Completely unique to this publication, the last section of Adult-Gerontology Acute Care Nurse Practitioner Q&A Review guides one through the next steps after the exam—how to progress into practice with your new certiﬁcation.
KEY FEATURES Over 630 practice questions with answers and rationales The only current book publication designed speciﬁcally to
prepare students for the AG-ACNP exams Contains the most current information and practice using published guidelines Exam
tips and perils/pitfalls to avoid in test-taking Includes free access
to interactive ebook and Q&A app—track and sync your progress
on up to three devices!
This beloved bestseller—over 180,000 copies sold—has helped
caregivers worldwide keep themselves emotionally, psychologically, spiritually, and physically healthy in the face of the sometimes
overwhelming traumas they confront every day. A longtime trauma worker, Laura van Dernoot Lipsky oﬀers a deep and empathetic survey of the often-unrecognized toll taken on those working to
make the world a better place. We may feel tired, cynical, or
numb or like we can never do enough. These, and other symptoms, aﬀect us individually and collectively, sapping the energy
and eﬀectiveness we so desperately need if we are to beneﬁt humankind, other living things, and the planet itself. In Trauma Stewardship, we are called to meet these challenges in an intentional
way. Lipsky oﬀers a variety of simple and profound practices,
drawn from modern psychology and a range of spiritual traditions,
that enable us to look carefully at our reactions and motivations
and discover new sources of energy and renewal. She includes interviews with successful trauma stewards from diﬀerent walks of
life and even uses New Yorker cartoons to illustrate her points.
“We can do meaningful work in a way that works for us and for
those we serve,” Lipsky writes. “Taking care of ourselves while
taking care of others allows us to contribute to our societies with
such impact that we will leave a legacy informed by our deepest
wisdom and greatest gifts instead of burdened by our struggles
and despair.”
All proﬁts from the sale of Shiftability will be donated to charity
water.org. Acclaimed business leaders Mitch Little and Hendre Coetzee share their decades of expertise in this innovative guidebook focused on helping you succeed in the sales force. The ways
we do business and engage with customers are constantly changing in our high-tech, global world. Sales professionals must also
change their methods to reach clients. In their book, Mitch and
Hendre show how to achieve the mind-set shift you need ﬁrst in
order to have the capacity to change your methodologies. Mitch's
expertise comes from leading sales and marketing teams at Microchip Technology, which reached its one-hundredth consecutive
quarter of proﬁtability in 2015. Hendre is a transformation specialist and advises business executives and boards on reaching their
full potential. Together, these experts identiﬁed six core shifts-some surprising-that will empower sales professionals and lead to
success. The sales world will continue to undergo dramatic
changes. New strategies and methods are essential, but they require the right mind-set. Shiftability lays the necessary mental
groundwork sales professionals need in order to implement these
changes in methodology and thrive in a new environment. Brent
Adamson, author of The Challenger Sale and The Challenger Customer, reiterates the importance of adaptability in the sales pro-
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fession in his foreword.
Book Yourself Solid-now in paperback-is a complete instructional
guide for startingn and growing a successful service business. It
gives you simple, yet eﬀective techniques for creating relentless
demand and endless leads. It includes more than 200 proven marketing strategies for attracting new clients, earning more referrals, and building proﬁtable, long-lasting professional relationships. If you want to take your service business to the next level,
start here and Book Yourself Solid.
Capitalist Nigger is an explosive and jarring indictment of the
black race. The book asserts that the Negroid race, as naturally
endowed as any other, is culpably a non-productive race, a consumer race that depends on other communities for its culture, its
language, its feeding and its clothing. Despite enormous natural
resources, blacks are economic slaves because they lack the ‘devil-may-care’ attitude and the ‘killer instinct’ of the Caucasian, as
well as the spider web mentality of the Asian. A Capitalist Nigger
must embody ruthlessness in pursuit of excellence in his drive towards achieving the goal of becoming an economic warrior. In
putting forward the idea of the Capitalist Nigger, Chika Onyeani
charts a road to success whereby black economic warriors employ
the ‘Spider Web Doctrine’ – discipline, self-reliance, ruthlessness –
to escape from their victim mentality. Born in Nigeria, Chika
Onyeani is a journalist, editor and former diplomat.
Finding a job is a confusing and anxiety provoking process for
many individuals with Asperger Syndrome (AS) who may not
know what they are qualiﬁed to do and may struggle to communicate their value to employers. This book describes exactly what it
takes to get hired in the neurotypical workplace.
Get Clients Now! has helped thousands of independent professionals dramatically increase their client base. With this uniquely practical guide, it's easy to replace scattershot marketing and networking eﬀorts with proven and targeted tactics. Using a simple cookbook model, the book helps readers identify the ingredients missing from their current marketing activities, select the right strategies and tools from a menu of options, and create a completely
customized action plan. A structured 28-day program then outlines exactly what they need to do to put it into action. Now fully
updated, the third edition combines tried-and-true marketing practices with new ideas for reaching clients. Readers will learn: - How
to choose the best marketing tactics for their situation and personality - Hands-on approaches for replacing unproductive cold-calling with the power of relationship marketing - Online networking and prospecting, social media, and internet marketing strategies that really work - Advice on integrating online and oﬄine tactics - Tips for dealing with fear, resistance, and procrastination And more. Complete with worksheets, exercises and all-new examples, Get Clients Now! remains the deﬁnitive guide on winning
new business.
Knowing where to spend your marketing dollars was a lot easier
in the days when the choices were commercials, magazines, and
billboards. But now life in twenty-ﬁrst-century America has become one gigantic 24/7 commercial, with no limit to ways of getting your brand in front of your customers. But where to begin?
Has marketing become just a game of throwing darts in the dark,
or is it still possible to eﬀectively target your audience?For years,
Get Clients Now! has helped thousands of independent professionals dramatically increase their client base by learning how to replace scattershot marketing and networking eﬀorts with proven
and targeted tactics. Using a simple cookbook model, the book
helps readers identify the ingredients missing from their current
marketing activities, select the right strategies and tools from a
menu of options, and create a completely customized action plan
that can be fully implemented in only 28 days! Readers will
learn:• How to choose the best marketing tactics for their situation and personality • Hands-on approaches for replacing unproductive cold-calling with the power of relationship marketing •
Proven and eﬀective online networking and prospecting, social
media, and internet marketing strategies • Advice on integrating
online and oﬄine tactics • Tips for dealing with fear, resistance,
and procrastination • And moreNow in its third edition, this deﬁnitive guide has been updated with worksheets, exercises, all-new
examples, and tried-and-true marketing practices for reaching
new clients. Stop throwing a hundred ﬁshing poles out into the
vast ocean. Instead, learn where to most eﬀectively take the net
and scoop up your customers!
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
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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.
Fernando Soto dreamed of owning a business. For years he
worked and struggled, never imagining that he could have a better life and then one day he woke up and believed that he could.
In What's Next for You?, Mr. Soto shares the secrets to the fulﬁllment of his dream. But guess what? It's no secret at all. Living
your dream is possible through hard work, dedication and an unrelenting will to succeed. Today, Mr. Soto owns a contract janitorial
services company that services a broad range of clients in a variety of industries, from small oﬃce clients to automobile dealerships, manufacturing facilities, oﬃce buildings, medical practices
and universities. One of his largest clients has annual revenues exceeding $550 million with over ten thousand employees! He built
his business from the ground up, taking notes and sketching his
ideas on the manufacturing ﬂoor where he worked for years as an
employee. The company where he last worked is now one of his
valued clients. "Anything is possible," Mr. Soto says. Just keep
your dream front and center and with Mr. Soto's help, you could
be living your dream life, too.
Examines the argument used by antienvironmentalists that a
clean environment requires unacceptable harm to economic well-being and argues that environmental regulations can promote
economic development.
Written from the perspectives of both a user interface designer
and a software engineer, this book demonstrates rather than just
describes how to build technology that cooperates with people. It
begins with a set of interaction design principles that apply to a
broad range of technology, illustrating with examples from the
Web, desktop software, cell phones, PDAs, cameras, voice menus,
interactive TV, and more. It goes on to show how these principles
are applied in practice during the development process -- when
the ideal design can conﬂict with other engineering goals. The authors demonstrate how their team built a full-featured instant messenger application for the wireless Palm and PC. Through this realistic example, they describe the many subtle tradeoﬀs that arise
between design and engineering goals. Through simulated conversations, they show how they came to understand each other's
goals and constraints and found solutions that addressed both of
their needs -- and ultimately the needs of users who just want
their technology to work.
In this book you will explore the "3 ways to grow any business."
They are: 1) Increase the number of clients you presently have 2)
Increase the number of times a client visits your business/website
3) Increase the amount of money your client spends during each
visit That's how I came up with the Title: More Clients... More Often... More Money From those "3 ways," I have come up with 70
strategies for you to consider implementing into your business.
Each strategy has a deﬁnition of what it is, an example of how
someone has used it, a few suggestions on how you could implement it into your business and an "ideas" page for you to take
notes. I guarantee there is something in here for you to make a
bunch of money and grow your business.
Plumb’s Veterinary Drug Handbook, Ninth Edition updates the
most complete, detailed, and trusted source of drug information
relevant to veterinary medicine. Provides a fully updated edition
of the classic veterinary drug handbook, with carefully curated
dosages per indication for clear guidance on selecting a dose Features 16 new drugs Oﬀers an authoritative, complete reference
for detailed information about animal medication Designed to be
used every day in the fast-paced veterinary setting Includes
dosages for a wide range of species, including dogs, cats, exotic
animals, and farm animals
The Model Rules of Professional Conduct provides an up-to-date
resource for information on legal ethics. Federal, state and local
courts in all jurisdictions look to the Rules for guidance in solving
lawyer malpractice cases, disciplinary actions, disqualiﬁcation issues, sanctions questions and much more. In this volume, black-letter Rules of Professional Conduct are followed by numbered
Comments that explain each Rule's purpose and provide suggestions for its practical application. The Rules will help you identify
proper conduct in a variety of given situations, review those instances where discretionary action is possible, and deﬁne the nature of the relationship between you and your clients, colleagues
and the courts.
Many small business owners are trapped by industry pricing and

market misconceptions, when they could be compensated for the
true value of the product or service being oﬀered. The low price
they feel compelled to oﬀer limits their ability to generate proﬁts
which, in turn, slows their response to changing customer needs.
The good news is that a business can command almost any price
it chooses by focusing on the value—not the cost—to the customer. Pricing for Proﬁt shows businesspeople how to break out of
the stranglehold of industry pricing and charge more for their
wares (regardless of the competition) without alienating their customers. Readers will learn how to: • Quantify the value of their
products or services • Distinguish between price buyers and value
buyers • Bundle their oﬀerings for competitive advantage and increased customer value • Craft a powerful marketing message
that communicates value • Generate more unit sales and close
more sales overall, at higher prices • Make more money with less
eﬀort Filled with easy-to-use formulas, sample scripts, clear examples, instructive exercises, and more, this accessible and practical
guide is a must-read for businesspeople who want to be well-paid
for the value they provide.
Authored by Hall-of-Fame-nominated marketer and Wall Street
Journal cartoonist Stu Heinecke, this book reveals methods he's
developed to get those crucial conversations after years of experience, and from studying the secrets of others whov́ e had similar
breakthrough results. -Imagine doing a $1.8 Million product launch in as little as seven
days.Imagine easily getting a new aﬄuent customer and having
them gladly pay you month after month.Imagine your current and
past customers frequently sending you their friends and family
members to become your new clients.If getting and keeping new
customers are the biggest problems in your business, solving that
problem has never been easier. Whether your dream is proﬁting
from the boom in mobile and internet sales, selling high priced
products, creating predictable monthly revenue, or learning the
secrets to keep customers buying from you for decades, this book
is your blueprint.Order a copy now and watch your business quickly go through a period of rapid, transformational growth.Everything you desire can be yours, you simply have to take this ﬁrst
step. Grab your copy today!
Presents a marketing program that shows readers how to locate,
land, and keep new clients
Professionals, consultants, and coaches! Build a powerful six-month marketing plan to sustain your success with the Get
Clients Now!(tm) system. The One-Person Marketing Plan(tm)
Workbook gives you a clear focus for all your marketing eﬀorts,
tells you exactly what to do and when to do it, helps you budget
your time and money wisely, and creates consistency in your marketing. This workbook will teach you how to create a marketing
plan that ﬁts any budget, where to spend your eﬀort for the best
results, what mix of business types will meet your revenue goals,
and how to choose the right tools and tactics for your situation.
The One-Person Marketing Plan Workbook is based on C.J. Hayden's popular Get Clients Now! system. It's recommended as the
"next step" after Get Clients Now! because it answers several
questions the Get Clients Now! book doesn't address: How much
marketing will it take to reach your sales and revenue goals? How
much time and money can you aﬀord to spend on marketing?
How can you market for more than one line of business at the
same time? How can you build a business model that supports
your ﬁnancial goals? Readers of Get Clients Now! will value The
One-Person Marketing Plan Workbook as a companion workbook
or a more advanced sequel. For new readers, The One-Person Marketing Plan Workbook can also stand alone.
An encyclopedia designed especially to meet the needs of elementary, junior high, and senior high school students.
The future is ﬂexible. Find your company’s balance between digital and physical workspaces with this insightful new resource. As
the shift to remote work marches inexorably on, corporate leaders
are being faced with unprecedented challenges in trying to balance the hybridization of the oﬃce and retaining the value that
dedicated, physical workspaces deliver. They struggle with how
necessary oﬃces are now, how to allocate capital, and how much
time to spend creating virtual environments for their employees.
In The Workplace You Need Now, work environment executives
and experts Dr. Sanjay Rishi, Benjamin Breslau, and Peter Miscovich deliver an actionable framework for business leaders to
plan, invest in, and create the personal, digital, and responsible
workplaces of the future. You’ll get a guide to creating: New workplaces that drive the four C’s of value: Culture, Collaboration, Creativity, and Community Customizable, ﬂexible, digitally integrated
workplaces that match new working patterns and win tomorrow’s
top talent Sustainable, resilient, and responsible environments
with net zero emissions A guide to achieving an integrated and experiential workplace, incorporating human interaction, and digital
technologies A framework for designing and implementing the
workplaces and workspaces that best match your organization’s
needs Perfect for executives, property managers, and business
leaders in any industry attempting to plan for and implement their
ideal workplaces and workspaces, The Workplace You Need Now
oﬀers readers invaluable insights and case studies for businesses
of all sizes trying to navigate the intersection of digital and physical work environments.
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The highly anticipated new thriller from the bestselling author of
The Perfect Marriage. Opulence. Sex. Betrayal ... Sometimes
friendship can be deadly. Meet the women of Buckhead—a place
of expensive cars, huge houses, and competitive friendships.
Shannon was once the queen bee of Buckhead. But she’s been unceremoniously dumped by Bryce, her politician husband. When
Bryce replaces her with a much younger woman, Shannon sets
out to take revenge ... Crystal has stepped into Shannon’s old
shoes. A young, innocent Texan girl, she simply has no idea what
she’s up against ... Olivia has waited years to take Shannon’s
crown as the unoﬃcial queen of Buckhead. Finally, her moment
has come. But to take her rightful place, she will need to use every backstabbing, manipulative, underhand trick in the book ...
Jenny owns Glow, the most exclusive salon in town. Jenny knows
all her clients’ secrets and darkest desires. But will she ever tell?
Who amongst these women will be clever enough to survive Buckhead—and who will wind up dead? They say that friendships can
be complex, but no one said it could ever be this deadly.
Do you want to grow your business in every economic environment? Is your business stuck? Would you like to move forward?
Do you want 15 ideas on how to be more proﬁtable? Highly recommended for anyone who needs to give their business a good
boost. Fabulous resource for small business owners who need to
maximize their marketing, sales and training budgets.
Smart Social Media is the deﬁnitive hands-on guide on how to
claim your share of the current social media marketing boom and
how to build a lucrative business part-time by providing social media marketing services to businesses and entrepreneurs both locally and worldwide. This guide collects valuable lessons from current Social Media Managers and highlights key marketing strategies related toFacebook, video marketing, and YouTube. In Smart
Social Media, you will discover: Why there is such a high demand
for Social Media Managers and so many opportunities for the services they oﬀer How you can start TODAY, even if you have no prior experience Expert advice on how to close a sale with your
clients, charge top dollar, and increase your fees Expert advice on
how to avoid common pitfalls when starting out as a Social Media
Manager Why being a Social Media Manager can provide for a
great lifestyle How to deliver eﬀective and powerful Facebook,
video marketing, and YouTube campaigns to grow your clients'
businesses How to grow your own business through outsourcing
and delegation Other online marketing services you can oﬀer to
your clients And much, much more... This is a step-by-step guide
that shares strategies and techniques you can implement immediately to build a successful social media marketing business for
small businesses while living anywhere you want and servicing
clients all around the world.
This spiritual how-to book helps readers discern what they are
called to do, ﬁnd the courage to respond to that call, and stay on
course to make that vision a reality. Schuster ﬁrst explains what it

means to be called to something larger--then to ﬁnd the life that
best ﬁts.
The #1 New York Times bestseller by Tom Brady, six-time Super
Bowl champion and one of the NFL’s 100 Greatest Players of All
Time. Revised, expanded, and updated, the ﬁrst book by Tampa
Bay Buccaneers and former New England Patriots quarterback
Tom Brady—who continues to play at an elite level into his forties—a gorgeously illustrated and deeply practical “athlete’s bible” that reveals Brady’s revolutionary approach to enhanced
quality of life and performance through recovery for athletes of all
abilities and ages. In this new edition of The TB12 Method, Tom
Brady further explains and details the revolutionary training, conditioning, and wellness system that has kept him atop the NFL at
an age when most players are deep into retirement. Brady—along
with the expert Body Coaches at TB12, the performance lifestyle
brand he cofounded in 2013—explain the principles and philosophies of pliability, a paradigm-shifting ﬁtness concept that focuses
on a more natural, healthier way of exercising, training, and living. Filled with lessons from Brady’s own training regimen, The
TB12 Method provides step-by-step guidance on how develop and
maintain one’s own peak performance while dramatically decreasing injury risks. This illustrated, highly visual manual also oﬀers
more eﬀective approaches to functional strength & conditioning,
proper hydration, supplementation, cognitive ﬁtness, restorative
sleep, and nutritious, easy-to-execute recipes to help readers fuel-up and recover. Brady steadfastly believes that the TB12 approach has kept him competitive while extending his career, and
that it can make any athlete, male or female, in any sport and at
any level achieve his or her own peak performance. With instructions, drills, photos, in-depth case studies that Brady himself has
used, along with personal anecdotes and experiences from his legendary career, The TB12 Method gives you a better way to train
and get results with Tom Brady himself as living proof.
For more than 20 years, Network World has been the premier
provider of information, intelligence and insight for network and IT
executives responsible for the digital nervous systems of large organizations. Readers are responsible for designing, implementing
and managing the voice, data and video systems their companies
use to support everything from business critical applications to
employee collaboration and electronic commerce.
In this fascinating book, New Yorker business columnist James
Surowiecki explores a deceptively simple idea: Large groups of
people are smarter than an elite few, no matter how brilliant—better at solving problems, fostering innovation, coming to wise decisions, even predicting the future. With boundless erudition and in
delightfully clear prose, Surowiecki ranges across ﬁelds as diverse
as popular culture, psychology, ant biology, behavioral economics, artiﬁcial intelligence, military history, and politics to show
how this simple idea oﬀers important lessons for how we live our
lives, select our leaders, run our companies, and think about our
world.
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""Barry's book will help anyone improve their prospecting and appointment setting which are keys to a successful sales career."" Hector LaMarque, Senior National Sales Director, Primerica Do
you need to ﬁnd people and set appointments to be successful in
sales, relationships and life? Are you stuck? This book will get you
going - prospecting and setting appointments with conﬁdence and
commitment. Barry Andruschak was an ineﬀective, introverted
newcomer to sales until he discovered the techniques in
"Prospecting and Setting Appointments Made Easy" and built a remarkably successful career. Now a National Sales Director and
trainer, Barry provides you with the easy-to-follow, step-by-step
process you, and your team, can follow to boost sales to new
heights. It's a fact that no sales can happen until you ﬁnd prospective clients and set up an appointment. Barry's proven approach
makes it easy for anyone. Plus, net proﬁts on book sales go to KidSport to help children in communities across the country play a
sport that they may not otherwise be able to aﬀord. Thank you!
About the Author Barry Andruschak was born and raised in Vancouver, BC. He has a diploma in Aviation Technology from Selkirk
College in Castlegar, BC. After being a charter pilot for 3 years, he
was introduced to the A.L. Williams Corporation, now called
Primerica Financial Service Ltd., in 1985. He became Primerica Canada's ﬁrst Regional Vice President independent sales agent in
1986. He is currently holds the title of National Sales Director and
lives with his family in Victoria, BC.
Focuses on the critical people element in reengineering and restructuring eﬀorts.
Author of cult classics The Pumpkin Plan and The Toilet Paper Entrepreneur oﬀers a simple, counterintuitive cash management solution that will help small businesses break out of the doom spiral
and achieve instant proﬁtability. Conventional accounting uses
the logical (albeit, ﬂawed) formula: Sales - Expenses = Proﬁt. The
problem is, businesses are run by humans, and humans aren't always logical. Serial entrepreneur Mike Michalowicz has developed
a behavioral approach to accounting to ﬂip the formula: Sales Proﬁt = Expenses. Just as the most eﬀective weight loss strategy
is to limit portions by using smaller plates, Michalowicz shows that
by taking proﬁt ﬁrst and apportioning only what remains for expenses, entrepreneurs will transform their businesses from casheating monsters to proﬁtable cash cows. Using Michalowicz's
Proﬁt First system, readers will learn that: · Following 4 simple
principles can simplify accounting and make it easier to manage a
proﬁtable business by looking at bank account balances. · A
small, proﬁtable business can be worth much more than a large
business surviving on its top line. · Businesses that attain early
and sustained proﬁtability have a better shot at achieving longterm growth. With dozens of case studies, practical, step-by-step
advice, and his signature sense of humor, Michalowicz has the
game-changing roadmap for any entrepreneur to make money
they always dreamed of.

