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'By nature, by instinct, by personality, people react differently and use different
techniques and ways of dealing with a situation. Success in the future will come to
those who see people as unique individuals, with unique talents. Rather than just
selecting people with the right skills, winning organizations will be those that also
focus on selecting people with the skills who are also suited by temperament to
complete the task successfully. How do you discover who you really are? Who your
team members really are? What role you're best adapted to play? Many systems
have been devised based on the great psychologist, Carl Jung's teachings. But the
best may well be a system called Kingdomality, created by Richard and Susan
Silvano of Career Management International. Kingdomality links an understanding
of personality - the natural/instinctive way we act and react - with role models that
clearly define the whole sweep of personality types. By matching personality types
to roles played by citizens in a medieval kingdom and developing a simple test blind to issues such as gender, race, education, economic circumstance - the
Silvanos have created a way of discovering who you are. By knowing your own
role, and the essence of the roles of others around you, you'll understand why
certain people see problems and opportunities differently. To know who you really
are brings power and mastery to your life.' From the foreword by Ken Blanchard,
bestselling co-author of The One Minute Manager

Clockwork
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Who Says Elephants Can't Dance? sums up Lou Gerstner's historic business
achievement, bringing IBM back from the brink of insolvency to lead the computer
business once again.Offering a unique case study drawn from decades of
experience at some of America's top companies -- McKinsey, American Express,
RJR Nabisco -- Gerstner's insights into management and leadership are applicable
to any business, at any level. Ranging from strategy to public relations, from
finance to organization, Gerstner reveals the lessons of a lifetime running highly
successful companies.

Raving Fans
Read this million-copy bestseller for leadership insights about top-down change to
improve productivity in your business starting with the most important person:
You. When Captain Abrashoff took over as commander of USS Benfold, it was like a
business that had all the latest technology but only some of the productivity.
Knowing that responsibility for improving performance rested with him, he realized
he had to improve his own leadership skills before he could improve his ship.
Within months, he created a crew of confident and inspired problem-solvers eager
to take the initiative and responsibility for their actions. The slogan on board
became "It's your ship," and Benfold was soon recognized far and wide as a model
of naval efficiency. How did Abrashoff do it? Against the backdrop of today's United
States Navy, Abrashoff shares his secrets of successful management including: See
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the ship through the eyes of the crew: By soliciting a sailor's suggestions,
Abrashoff drastically reduced tedious chores that provided little additional value.
Communicate, communicate, communicate: The more Abrashoff communicated
the plan, the better the crew's performance. His crew eventually started calling
him "Megaphone Mike," since they heard from him so often. Create discipline by
focusing on purpose: Discipline skyrocketed when Abrashoff's crew believed that
what they were doing was important. Listen aggressively: After learning that many
sailors wanted to use the GI Bill, Abrashoff brought a test official aboard the shipand held the SATs forty miles off the Iraqi coast. From achieving amazing cost
savings to winning the highest gunnery score in the Pacific Fleet, Captain
Abrashoff's extraordinary campaign sent shock waves through the U.S. Navy. It can
help you change the course of your ship, no matter where your business battles
are fought.

Kingdomality
The undisputed classic of running novels and one of the most beloved sports books
ever published, Once a Runner tells the story of an athlete’s dreams amid the
turmoil of the 60s and the Vietnam war. Inspired by the author’s experience as a
collegiate champion, the novel follows Quenton Cassidy, a competitive runner at
fictional Southeastern University whose lifelong dream is to run a four-minute mile.
He is less than a second away when the turmoil of the Vietnam War era intrudes
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into the staid recesses of his school’s athletic department. After he becomes
involved in an athletes’ protest, Cassidy is suspended from his track team. Under
the tutelage of his friend and mentor, Bruce Denton, a graduate student and
former Olympic gold medalist, Cassidy gives up his scholarship, his girlfriend, and
possibly his future to withdraw to a monastic retreat in the countryside and begin
training for the race of his life against the greatest miler in history. A rare insider’s
account of the incredibly intense lives of elite distance runners, Once a Runner is
an inspiring, funny, and spot-on tale of one individual’s quest to become a
champion.

Hey, I'm the Customer
Ken Blanchard's phenomenal bestselling classic The One Minute Manager explores
the skills needed to become an effective self leader. Now, Self Leadership and the
One Minute Manager clearly and thoroughly reveals how power, freedom, and
autonomy come from having the right mind-set and the skills needed to take
personal responsibility for success. In this captivating business parable, number
one New York Times bestselling author Ken Blanchard, with coauthors Susan
Fowler and Laurence Hawkins, tells the story of Steve, a young advertising
executive who is about to lose his job. During a series of talks with a gifted
magician named Cayla, Steve comes to realize the power of taking responsibility
for his situation and not playing the victim. Passing along the knowledge she has
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learned from the One Minute Manager, Cayla teaches Steve the three skills of self
leadership. These three techniques not only empower him to keep his job but show
him what he needs to know in order to keep growing, learning, and achieving. For
twenty-five years, millions of managers in Fortune 500 companies and small
businesses nationwide have followed Ken Blanchard's management method, thus
increasing their productivity, job satisfaction, and personal prosperity. Now,
discover Ken Blanchard's newest techniques in Self Leadership and the One Minute
Manager and experience the profitability that has been achieved by applying his
management lessons.

The Service Culture Handbook
Offers step-by-step guidelines and tips for providing superior customer service,
discussing customer satisfaction, how to identify customer needs, problem solving,
and other topics

One Minute Mentoring
Provides research on the emergent issue of the Internet as a central organizing
platform for integrating marketing communications.
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Gung Ho!
Selling the Wheel is a fascinating story about sales and marketing written in the
form of an ancient parable: Once upon a time, long ago, a resourceful fellow
named Max came up with a brilliant idea and invented the Wheel. But human
beings, who had been getting along without the Wheel for thousands of years, did
not instantly appreciate their need for this clever invention. This is the challenge
facing Max, as dramatized by Jeff Cox, coauthor of the bestselling business novels
Zapp! and The Goal, Selling the Wheel is based on the pioneering research of
Howard Stevens's employment-testing and customer-research firm, the H. R.
Chally Group. In the story, Max and his wife, Minnie, learn what it takes to market
the Wheel. With the help of Ozzie the Oracle, they discover four essential selling
styles -- Closer, Wizard, Relationship Builder, and Captain & Crew -- and come to
understand how each style is suited to a different type of salesperson. They learn
that as markets evolve, selling styles and strategies must change. There is no
single right way -- and no company can be all things to all people. This critical
lesson is as valuable to salespeople as it is to sales managers. Writer Jeff Cox has
the amazing gift for translating technical ideas into creative, engaging stories, and
his collaboration with sales and marketing expert Howard Stevens is based on
empirical research collected from 250,000 salespeople, more than 1,500 people in
corporate sales, and interviews with more than 100,000 actual customers who
rated the strengths and weaknesses of the salespeople serving them. Packed with
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practical tips for salespeople, entrepreneurs, marketing managers, and business
students, Selling the Wheel is an irresistible guide to sales styles, strategies, and
markets.

The Simple Truths of Service
With Big Bucks! bestselling authors Ken Blanchard and Sheldon Bowles unlock the
secrets of making serious money for both you and your company. Through a series
of easy-to-follow steps and powerful strategies, Blanchard and Bowles show how
anyone can create lasting wealth. By focusing on concepts like commitment,
intensity, purpose, and even fun, the authors have crafted a totally new--and
irresistible--paradigm for unlimited success. Written in the parable style of their
previous books, Raving Fans and Gung Ho!., which were Business Week, New York
Times, and Wall Street Journal business bestsellers, Big Bucks! introduces Len, who
doesn't just want more money--he wants to be a millionaire. Under the direction
and guidance of a group of mentors, Len must overcome three challenges on his
way to attaining more wealth than he ever dreamed possible. Len learns that these
three tests can be undertaken by any individual or organization in the pusuit of big
bucks. And he also sees that while making big money, he can accomplish even
more valuable achievements by being generous with his time, talents, and
prosperity. Packed with practical advice, Big Bucks! is a must-read for any
individual or business professional seeking wealth. It's destined to become one of
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the major money books in the twenty-first century.

Contemporary Research in E-Branding
The authors demonstrate three very practical management techniques.
Information is included on several studies in medicine and the behavioural
sciences, which help readers understand why these simple methods work so well
with so many people.

Whale Done!
Mo Bunnell's comprehensive system will help you win more clients, build stronger
relationships, and bring in more business. If you're good at doing something, and
you need to connect with paying clients in order to keep doing it, this book is for
you. There are more of us out there than you might think--from professionals like
lawyers and consultants to big company account managers and freelancers of all
stripes. And this book will teach you how to sell yourself without selling your soul.
In The Snowball System, Mo Bunnell offers powerful and proven tools for business
development. Whether you are gregarious or introverted, whether you are a part of
a small startup or a massive multinational, Bunnell's science-based system is
effective and efficient, and easily adapted into your day-to-day work. With The
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Snowball System, you will not only succeed at growing your business, you'll learn
to enjoy doing the activities that drive that growth. You'll be happier, and so will
your clients.

Customer Mania!
Take Care of Your Customers--or Someone Else Will! Legendary Service Great
customer service is a concept organizations love to be known for. Yet most people
consider the service they receive to be average, at best. Successful companies
make the connection between legendary customer service and a thriving
business--they recognize that the way employees treat customers is directly
related to the way managers treat employees. Kelsey Young is an optimistic but
disillusioned sales associate working her way through college. Her world opens up
when one of her professors challenges her to create a culture of service at her
workplace by putting the five components of Legendary Service into practice.
Although Ferguson's, the store where Kelsey works, certainly isn't known for
service excellence, Kelsey believes she can make a positive difference. She quickly
learns that culture change isn't easy--and that her role as a frontline employee is
more significant than she ever could have imagined. In characteristic Blanchard
style, Legendary Service: The Key Is to Care is a quick and entertaining read for
people at all organizational levels in every industry. When applied, its lessons will
have a profound impact on the service experience your customers will receive.
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Whether a CEO or a part-time employee, every person can make a difference--and
customer service is everyone's job. PRAISE FOR LEGENDARY SERVICE: "Read this
book and establish a service culture in your organization." -- Horst Schulze,
Chairman/CEO, Capella Hotel Group "Legendary Service has great learnings for
people at all organizational levels: for executives and managers, the value of a
service culture; and for frontline staff, the reality that they are the face of the
company and can make a difference. Legendary service--it's everyone, always." -Mark King, CEO and President, TaylorMade Golf "Everything I know about service I
learned from my career at Hilton Hotels, Marriott International, The Walt Disney
Company, and Ken Blanchard. The One Minute Manager dramatically changed my
thinking 32 years ago. Legendary Service will teach the next generation how to
deliver sensational service. Buy it, study it, implement it." -- Lee Cockerell,
Executive Vice President, Walt Disney World (Retired & Inspired), and author of
Creating Magic and The Customer Rules "Kathy Cuff and Vicki Halsey have created
a fantastic customer service model called ICARE. When you add their voices to that
of the master storyteller Ken Blanchard, you have a masterpiece entitled
Legendary Service. It is a must-read for everyone who, like me, has a passion for
service." -- Colleen Barrett, President Emeritus, Southwest Airlines, and coauthor of
Lead with LUV "Ken Blanchard has done it again and delivered the right book at the
right time. Legendary Service provides the essentials of hospitality and servant
leadership in a way that everyone can adopt--right now--today!" -- John Caparella,
President and COO, The Venetian, The Palazzo, and Sands Expo "Ken, Kathy, and
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Vicki show us how to change everyday service events into memorable experiences.
Their book is a must-read for anyone unwilling to accept mediocrity." -- Leonardo
Inghilleri, coauthor of Exceptional Service, Exceptional Profit

Big Bucks!
The bestselling co-author of the legendary The One Minute Manager® and a
former Twitter executive join forces to create the ultimate guide to creating
powerful mentoring relationships. While most people agree that having a mentor is
a good thing, they don’t know how to find one or use one. And despite widespread
approval for the idea of being a mentor, most people don’t think they have the
time or skills to do so. Positive mentoring relationships can change the way we
lead and help us succeed. In One Minute Mentoring, legendary management guru
Ken Blanchard and Claire Diaz-Ortiz, a former Twitter executive and early
employee, combine their knowledge to provide a systematic approach to
intergenerational mentoring, giving readers great insight into the power and
influence of mentoring and encouraging them to pursue their own mentoring
relationships. Using his classic parable format, Blanchard explains why developing
effective communication and relationships across generations can be a
tremendous opportunity for companies and individuals alike. One Minute Mentoring
is the go-to source for learning why mentoring is the secret ingredient to
professional and personal success.
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Selling the Wheel
A compendium of straightforward techniques on how to accentuate the positive
and redirect the negative, increasing productivity at work and at home. What do
your people at work and your spouse and kids at home have in common with a fiveton killer whale? Probably a whole lot more than you think, according to top
business consultant and mega-bestselling author Ken Blanchard and his coauthors
from SeaWorld. In this moving and inspirational new book, Blanchard explains that
both whales and people perform better when you accentuate the positive. He
shows how using the techniques of animal trainers -- specifically those responsible
for the killer whales of SeaWorld -- can supercharge your effectiveness at work and
at home. When gruff business manager and family man Wes Kingsley visited
SeaWorld, he marveled at the ability of the trainers to get these huge killer whales,
among the most feared predators in the ocean, to perform amazing acrobatic leaps
and dives. Later, talking to the chief trainer, he learned their techniques of building
trust, accentuating the positive, and redirecting negative behavior -- all of which
make these extraordinary performances possible. Kingsley took a hard look at his
own often accusatory management style and recognized how some of his
shortcomings as a manager, spouse, and father actually diminish trust and
damage relationships. He began to see the difference between "GOTcha" (catching
people doing things wrong) and "Whale Done!" (catching people doing things
right). In Whale Done!, Ken Blanchard shows how to make accentuating the
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positive and redirecting the negative the best tools to increase productivity,
instead of creating situations that demoralize people. These techniques are
remarkably easy to master and can be applied equally well at home, allowing
readers to become better parents and more committed spouses in their happier
and more successful personal lives.

Collect What You Produce
In this inspirational yet practical book, the man Parade called “the most important
coach in America,” subject of the national bestseller Season of Life, Joe Ehrmann,
describes his coaching philosophy and explains how sports can transform lives at
every level of play, from the earliest years to professional sports. Coaches have a
tremendous platform, says Joe Ehrmann, a former Syracuse University AllAmerican and NFL star. Perhaps second only to parents, coaches can impact young
people as no one else can. But most coaches fail to do the teaching, mentoring,
even life-saving intervention that their platform provides. Too many are
transactional coaches; they focus solely on winning and meeting their personal
needs. Some coaches, however, use their platform. They teach the Xs and Os, but
also teach the Ys of life. They help young people grow into responsible adults; they
leave a lasting legacy. These are the transformational coaches. These coaches
change lives, and they also change society by helping to develop healthy men and
women. InSideOut Coaching explains how to become a transformational coach.
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Coaches first have to “go inside” and articulate their reasons for coaching. Only
those who have taken the InSideOut journey can become transformational. Joe
Ehrmann provides examples of coaches in his life who took this journey and taught
him how to find something bigger than himself in sports.He describes his own
InSideOut experience, starting with the death of his beloved brother, which helped
him understand how sports could transcend the playing field. He gives coaches the
information and the tools they need to become transformational. Joe Ehrmann has
taken his message about the extraordinary power of sports all over the country. It
has been warmly endorsed by NFL head coaches, athletic directors at major
universities, high school head coaches, even business groups and community
organizations. Now any parent-coach or school or community coach can read
Ehrmann’s message and learn how to make sports a life-changing experience.

The Snowball System
From the New York Times Bestselling author of The One Minute Manager Your
competitive edge in today's business environment is all about the power of loyalty.
So if you want to succeed, it's time to think outside the box of traditional customer
service. The Simple Truths of Service is an inspiring true story about Johnny, a very
special young man whose creative choices will spark the way your company
approaches their clients. By putting his own personal mark on each customer
interaction, Johnny makes it clear that the bottom line of service is to lead with the
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heart. His story, along with many others, provide a tool kit for the success of your
company. After reading this book, your service team will be bursting with new
ways to stand out from the crowd and really make a difference.

Give'Em the Pickle!
The author explores existential angst, dissatisfaction, and spiritual emptiness in
this far-sighted guide to adjusting life's priorities and values.

What Matters Most
A Wall Street Journal bestseller From the author of New Rules of Marketing & PR, a
bold guide to converting customer passion into marketing power. How do some
brands attract word-of-mouth buzz and radical devotion around products as
everyday as car insurance, b2b software, and underwear? They embody the most
powerful marketing force in the world: die-hard fans. In this essential book, leading
business growth strategist David Meerman Scott and fandom expert Reiko Scott
explore the neuroscience of fandom and interview young entrepreneurs, veteran
business owners, startup founders, nonprofits, and companies big and small to
pinpoint which practices separate organizations that flourish from those stuck in
stagnation. They lay out a road map for converting customers’ ardor into buying
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power, pulling one-of-a-kind examples from a wide range of organizations,
including: · MeUndies, the subscription company that’s revolutionizing underwear ·
HeadCount, the nonprofit that registers voters at music concerts · Grain
Surfboards, the board-building studio that willingly reveals its trade secrets with
customers · Hagerty, the classic-car insurance provider with over 600,000 premier
club members · HubSpot, the software company that draws 25,000 attendees to its
annual conference For anyone who seeks to harness the force of fandom to
revolutionize his or her business, Fanocracy shows the way.

The New One Minute Manager
Veteran dental consultant Jameson shows doctors how to develop an effective
system that their entire staff can use to take their practice to the next level of
success. Ideas include how to increase cash flow, spend less time and money on
collection to reduce overhead, increase productivity through greater treatment
acceptance, reduce stress, and have fun.

It's Your Ship
Tales of People Who Get It
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Using the ancient Inuit whale hunt as a metaphor for big sales, Whale Hunting
gives you a clear nine-phase model for successfully finding, landing, and
harvesting whale-sized sales accounts—the kind of sales that transform your
business. Here, you’ll learn how to turn the dangerous endeavor of selling to large
companies and big contracts into a strategy for continued success and growth.
Stop wasting time with little accounts and start landing monster accounts.

The Unwritten Laws of Business
New York Times bestselling author and leadership expert Ken Blanchard’s popular
TrustWorks! training program is now available in book form! Trust Works!: Four
Keys to Building Lasting Relationships is an insightful guide designed to help
people navigate one of the most complex issues that affects all areas of our lives:
trust. In Trust Works!, Ken Blanchard, Cynthia Olmstead, and Martha Lawrence
demonstrate how to get along better with those around us. In today’s polarized
society, building trust—and sustaining it—has never been more important or
seemingly elusive. Trust Works! provides a common language and essential skills
that can replace dissension with peace and cooperation and help us all work
together productively and in harmony. Learn how the apply the “ABCD trust”
model to address the factors that lead to discord, including low morale,
miscommunication, poor response to problems and issues, and dysfunctional
leadership.
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The 10 Golden Rules of Customer Service
Every year thousands of ambitious individuals embark on a career in finance,
attracted by its potential to offer meaningful work, good remuneration and
professional advancement. Yet finance is also a highly competitive profession, so it
is tough to reach the top. Those who make it to the most senior positions in the
finance sector have roles that extend far beyond number-crunching: they often fill
the right-hand position to the CEO and are expected to advise on strategy, manage
relationships with investors and other stakeholders, and oversee change
management and IT projects. This range of responsibilities calls for a unique skill
set. Reach the Top in Finance is the definitive guide to career success for finance
professionals who want to know how they can succeed as trusted advisors,
business partners, senior leaders and innovators, regardless of whether they work
in industry, not-for-profit or public practice. Sally Percy explains how you can
acquire the range of skills that underpin personal and professional growth in the
finance sector. Featuring interviews with current and former CFOs in the UK and
overseas, as well as commentary from recruiters and headhunters, Reach the Top
in Finance provides the ambitious finance professional of today with the guidance,
insight and knowledge they need to become the respected CFO or senior partner of
tomorrow.
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Fanocracy
A new, fully revised edition. The culture of an organisation can mean the difference
between success and failure. Leaders cast long shadows, and if you want to
change the culture you have to walk the talk. This book shows you how. Walking
the Talk covers everything from measuring corporate culture to changing people's
behaviour (including your own) and describes in detail six archetypes of company
culture: Achievement, Customer-Centric, One-Team, Innovative, People-First and
Greater-Good. Packed with fascinating examples and case histories, and drawing
extensively on Carolyn Taylor's twenty years' experience of building great cultures,
it will give you the confidence to build a culture of success in your own
organisation.

The One Minute Manager Meets the Monkey
Common hiring practices are destined for failure—here’s how to hire the right
people and build a company culture designed for long-term success In a recent
groundbreaking study, the training firm Leadership IQ found that 46 percent of all
new hires fail within their first 18 months. But here’s the real shocker: 89 percent
fail for attitudinal reasons—not skills. Most hiring managers are getting it wrong. Of
course skills are important, but a particular skill set is about the easiest thing to
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test in an interview. Although much harder to recognize, attitude should be your
number-one focus during the hiring process. Don’t suffer from poor
chemistry—even one employee with the wrong attitude could cause years of
suffering for your other employees and customers. Whether you’re hiring new
employees, choosing existing employees for a new team, or upgrading your
current talent pool, you need people with the right attitude! Attitude is what makes
employees give 100 percent effort and turns customers into raving fans. Attitude
sets your company apart from the competition. In Hiring for Attitude, top
leadership strategist Mark Murphy shows you: The five biggest reasons why new
hires fail Two quick and easy tests to discover the attitudinal characteristics that
you need for your unique culture The five-part interview question that gets
candidates to reveal the truth about what their last boss really thinks of them
Where great companies really find their best candidates The six words most
interviewers add to the end of behavioral interview questions that destroy their
effectiveness Hiring for Attitude includes case studies from Microchip, Southwest
Airlines, The Ritz-Carlton, Google, and other companies that drive great results by
hiring for attitude. Whether your company is small or big, highly social or hypercompetitive, fl at or hierarchical, every person on your payroll has to fit your
culture. You can’t afford to hire blind. You need to be Hiring for Attitude.

How To Become A Rainmaker
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High Five! combines the spellbinding charm of a timeless parable with cutting-edge
information about why teams are important and what individuals and organizations
can do to build successful ones. Through the story of Alan Foster, a workplace oneman band, High Five! identifies the four key ingredients of winning teams.
Although Alan is an effective producer, he is unwilling to share the spotlight by
partnering on projects and is fired because, as his boss puts it, "Alan, we need
good producers who are good team players, too." It is a bitter pill for him to
swallow. While mulling over his disappointment, he takes his son to his grade-five
hockey practice, where it is clear that his son's team, the Riverbend Warriors,
knows nothing about teamwork, either. When the team's two overworked coaches
learn of Alan's plight, they persuade him to join their ranks, and he finds himself
charged with teaching himself and the players the meaning of teamwork. With the
help of a woman friend-a former girls' basketball coach who has "won more high
school basketball championships than anyone"-Alan and the Warriors learn the
magic of teamwork and that "none of us is as smart as all of us." With its simple
style and easy-to-follow techniques, High Five! is a must-read for anyone seeking
to learn the value and power of teamwork.

The Anatomy of Peace
Farrell's Ice Cream Parlour founder Robert Farrell outlines his principles of
leadership, teamwork, and customer service for building a successful business.
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Once a Runner
When a person goes to the boss with a problem and the boss agrees to do
something about it, the monkey is off his back and onto the boss's. How can
managers avoid these leaping monkeys? Here is priceless advice from three
famous experts: how managers can meet their own priorities, give back other
people's monkeys, and let them solve their own problems.

The One Minute Manager Anniversary Ed
Through the story of a $6,000 Egg, Deb and Todd Duncan reveal that even the
smallest interactions have the power to create lifelong patrons or alienate oncedevoted customers. The 10 Golden Rules of Customer Service represents the costly
mistake of removing customer satisfaction from the bottom line. The teachable
moments divulged throughout the book transcend industry or career level and
encourages everyone to contribute. You must go above and beyond in order to get
ahead.

Walking the Talk
For more than twenty years, millions of managers in Fortune 500 companies and
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small businesses nationwide have followed The One Minute Manager's techniques,
thus increasing their productivity, job satisfaction, and personal prosperity. These
very real results were achieved through learning the management techniques that
spell profitability for the organization and its employees. The One Minute Manager
is a concise, easily read story that reveals three very practical secrets: One Minute
Goals, One Minute Praisings, and One Minute Reprimands. The book also presents
several studies in medicine and the behavioral sciences that clearly explain why
these apparently simple methods work so well with so many people. By the book's
end you will know how to apply them to your own situation and enjoy the benefits.
That's why The One Minute Manager has continued to appear on business
bestseller lists for more than two decades, and has become an international
sensation.

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

Who Says Elephants Can't Dance?
Ken Blanchard and Sheldon Bowles, co-authors of the New York Times business
bestseller Raving Fans, are back with Gung Ho! Here is an invaluable management
tool that outlines foolproof ways to increase productivity by fostering excellent
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morale in the workplace. It is a must-read for everyone who wants to stay on top in
today's ultra-competitive business world. Raving Fans taught managers how to
turn customers into full-fledged fans. Now, Gung Ho! brings the same magic to
employees. Through the inspirational story of business leaders Peggy Sinclair and
Andy Longclaw, Blanchard and Bowles reveal the secret of Gung Ho--a
revolutionary technique to boost enthusiasm and performance and usher in
astonishing results for any organization. The three principles of Gung Ho are: The
Spirit of the Squirrel The Way of the Beaver The Gift of the Goose These three
cornerstones of Gung Ho are surprisingly simple and yet amazingly powerful.
Whether your organization consists of one or is listed in the Fortune 500, this book
ensures Gung Ho employees committed to success. Gung Ho! also includes a clear
game plan with a step-by-step outline for instituting these groundbreaking ideas.
Destined to become a classic, Gung Ho! is a rare and wonderful business book that
is packed with invaluable information as well as a compelling, page-turning story.
Management legend Ken Blanchard and master entrepreneur Sheldon Bowles are
back with Gung Ho!, revealing a surefire way to boost employee enthusiasm,
productivity, and performance and usher in astonishing results for any
organization. Raving Fans brilliantly schooled managers on how to turn customers
into raving fans. Gung Ho! now brings the same magic to employees. Here is the
story of how two managers saved a failing company and turned in record profits
with record productivity. The three core ideas of Gung Ho! are surprisingly simple:
worthwhile work guided by goals and values; putting workers in control of their
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production; and cheering one another on. Their principles are so powerful that
business leaders, reviewing the manuscript for Ken and Sheldon, have written to
say, "Sorry. Ignored instructions. Have photocopied for everyone. I promise to buy
books, but can't wait. We need now!" Like Raving Fans, Gung Ho! delivers.

High Five!
"Your customers are only satisfied because their expectations are so low and
because no one else is doing better. Just having satisfied customers isn't good
enough anymore. If you really want a booming business, you have to create Raving
Fans." This, in a nutshell, is the advice given to a new Area Manager on his first
day--in an extraordinary business book that will help everyone, in every kind of
organization or business, deliver stunning customer service and achieve
miraculous bottom-line results. Written in the parable style of The One Minute
Manager, Raving Fans uses a brilliantly simple and charming story to teach how to
define a vision, learn what a customer really wants, institute effective systems, and
make Raving Fan Service a constant feature--not just another program of the
month. America is in the midst of a service crisis that has left a wake of
disillusioned customers from coast to coast. Raving Fans includes startling new tips
and innovative techniques that can help anyone create a revolution in any
workplace--and turn their customers into raving, spending fans.
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Reach the Top in Finance
2019 Illumination Book Awards, Gold in Self-Help/Recovery2018 Independent Press
Award, Distinguished Favorite: Inspiration As mentioned by Forbes! Everybody
wants to live a better life. Whether we are graduating college or encountering postretirement opportunities and challenges, we want to stay on track and contribute
to what is good, inspiring, and helpful in the world. But how? Chris Lowney, a
popular speaker on leadership, corporate ethics, and decision making, wants to
share with you his ten simple, daily habits that will help you build a better life one
day—one moment—at a time. Lowney outlines how to implement these ten simple
habits and practices in the fast-changing and everchallenging reality of our daily
lives. And he illustrates how these small things performed every day will not only
change us for the better but, through our individual influence, make the world
better too.

InSideOut Coaching
Trust continues to be the most pivotal element needed in successful relationshipsfrom personal to political to business. Smart Trustshows how to develop optimal
trust relationships, revealing how this approach been successfully used already for
both organizations and on a personal level, and offering targeted advice on how to
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make trust relationships work in your business and your life.

Smart Trust
Rainmakers are the people who bring money into their organisations and this book
is packed with hints and tips to pursue prospective customers and keep them.

Make Today Matter
Imagine you could develop a customer-focused culture so powerful that your
employees always seem to do the right thing. They encourage each other,
proactively solve problems, and constantly look for ways to go the extra mile. In
short, imagine a workplace culture where employees were absolutely obsessed
with customer service. The Service Culture Handbook is a step-by-step guide to
help you develop a customer-focused culture in your company, department, or
location. Whether you're just beginning your journey, or have been working on
culture for years, this handbook will prepare you to take the next step. You'll
receive actionable advice, straightforward exercises, and proven tools you can
utilize immediately. Learn the one thing that forms the foundation of every great
culture. Discover what customer-focused companies do differently to engage their
employees. And explore ways to strategically align every facet of your organization
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with outstanding service. Creating and sustaining a customer-focused culture is a
never-ending journey that takes hard work, dedication, and commitment. The
Service Culture Handbook is an indispensable resource to help you and your
employees stay headed in the right direction. Praise for The Service Culture
Handbook: "The Service Culture Handbook provides the poignant inspiration and
practical instruction for the difficult work of transforming a service culture into one
that is distinctive, successful, and permanent." -Chip R. Bell, author of
Kaleidoscope: Delivering Innovative Service That Sparkles "Though research
continues to uncover the astonishing impact of customer-focused cultures on
customer loyalty and business results, few organizations know how to get there.
Jeff Toister unlocks that mystery through this practical (and fun to read!) guide to
developing a culture that really works." -Brad Cleveland, founding partner and
former CEO, International Customer Management Institute

Whale Hunting
Tales of People Who Get It is based on the ideas, actions and beliefs that were
uncovered in interviews of 34 highly successful individuals from Canada, the
United States, Sweden, Switzerland, Jamaica and South Africa. The responses to
the interviews form each individual story. And the effect is startling: when you've
finished reading the stories, you get the sense that every thing is connected - that
we're all connected. There is also a sense of comfort in knowing that any of the
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stories could be your story because while these are successful people who "get it"
they are also ordinary people with the same challenges and struggles we all face.
It's a chance to learn from the way they resolve these struggles and apply the
lessons when those same challenges arise in your life.

Legendary Service: The Key is to Care
Every once in awhile, there is a book with a message so timeless, so universal, that
it transcends generations. The Unwritten Laws of Business is such a book.
Originally published over 60 years ago as The Unwritten Laws of Engineering, it has
sold over 100,000 copies, despite the fact that it has never been available before
to general readers. Fully revised for business readers today, here are but a few of
the gems you’ll find in this little-known business classic: If you take care of your
present job well, the future will take care of itself. The individual who says nothing
is usually credited with having nothing to say. Whenever you are performing
someone else’s function, you are probably neglecting your own. Martyrdom only
rarely makes heroes, and in the business world, such heroes and martyrs often find
themselves unemployed.

Trust Works!
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Uses the success of the world's largest restaurant chain to explain how a company
of any size can develop a unified, people first, customer-oriented approach to
doing business.
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