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Ask
The Counterintuitive Online Formula to Discover Exactly What Your Customers Want
to Buy...create a Mass of Raving Fans...and Take Any Business to the
Dunham Group THE MIND-READING SYSTEM THAT IS REVOLUTIONIZING ONLINE BUSINESS Do you know how to ﬁnd out what people"really"want to buy? (Not what you"think"they want, not what
they"say"they want, but what they"really"want?) The"secret"is"asking"the right questions and the right questions are"not"what you might expect. "" "Ask"is based on the compelling premise that you
should NEVER have to guess what your prospects and customers are thinking.The"Ask Formula"revealed in this book has been used to help build multi-million dollar businesses in 23 diﬀerent industries,
generating over $100 million dollars in sales in the process. You ll discover why the"Ask Formula"is arguably THE most powerful way to discover EXACTLY what people want to buy and how to give it to
them and in a way that makes people fall in love with you and your company. In this tell-all book, expert online marketer Ryan Levesque (featured in CNBC, Yahoo Finance, "The Miami Herald," "The San
Francisco Chronicle," "Mass Market Retailer," "Bloomberg Businessweek"and more) turns everything you know about customer surveys on its head. You ll discover how Ryan Levesque developedhis proven
system for creating survey-based, customized sales funnels. And you ll also learn how YOU can implement the same system in your own business no matter your market. The"Ask Formula"blueprint is laid
out in clear and detailed steps for anyone to use and adapt. Whether you re an aspiring Internet entrepreneur, advanced online marketer, or established business owner, this book will both"inspire"you
and"show"you how to skyrocket your online income while creating a mass of raving fans in the process simply by asking the"right""questions"in a surprisingly diﬀerent way. For people looking to scale up
their business, "Ask"will utterly transform how you think about consumer behavior and selling online. For example, you ll learn: How to increase your income by 36% by asking potential customers this
slightly unusual 4 word question. Why most businesses are doing surveys all wrong (and the one question you should NEVER be asking your prospects) And much, much more "

Ask
The Counterintuitive Online Method to Discover Exactly What Your Customers Want to
Buy . . . Create a Mass of Raving Fans . . . and Take Any Business to the Nex
Hay House, Inc The go-to guide for small-business owners and entrepreneurs to discover exactly what consumers want to buy and how to get it to them. As a small-business owner, entrepreneur, or
marketer, are you absolutely certain that you know what your customer wants? And even if you know what your customer wants, are you sure that you are able to clearly communicate that you oﬀer the
exact thing that they are seeking? In this best-selling book, Ryan Levesque lays out his proven, repeatable, yet slightly counterintuitive, methodology for understanding the core wants and motivations of
your customer. Levesque's Ask Method provides a way to discover what customers want to buy by guiding them through a series of questions and customizing a solution from them so they are more likely
to purchase from you. And all through a completely automated process that does not require one-on-one conversations with every single customer. The Ask method has generated over $100 million in
online sales across 23 diﬀerent industries and counting. Now it is your turn to use it to create a funnel, skyrocket your online income, and create a mass of dedicated fans for you and your company in the
process.

SUMMARY - Ask: The Counterintuitive Online Formula To Discover Exactly What Your
Customers Want To Buy… Create A Mass Of Raving Fans… And Take Any Business To
The Next Level By Ryan Levesque
Shortcut Edition * Our summary is short, simple and pragmatic. It allows you to have the essential ideas of a big book in less than 30 minutes. As you read this summary, you will discover the Ask method,
a process that allows us to respond as closely as possible to customer needs "via" a series of surveys. You will also discover : the art and the way to use surveys to get concrete information and make
sales; the importance of asking potential customers about their current habits and problems, not their desires; the crucial aspect of personalizing messages and oﬀers; the process to be put in place to
build a real relationship between prospect and company and to transform a maximum number of visits into purchases. In today's swarm of advertising messages that ﬁlls up the everyday life, it can be
very diﬃcult to attract the attention of customers. The secret: diﬀerentiate yourself by the relevance of your oﬀer, thanks to a precise diagnosis of their needs. To do this, entrepreneur Ryan Levesque has
developed an in-depth process, based on a series of surveys: the Ask method. It allows him to transform the elements of Web traﬃc into loyal customers. *Buy now the summary of this book for the
modest price of a cup of coﬀee!

Ask: The Counterintuitive Online Formula to Discover Exactly What Your Customers
Want to Buy… Create a Mass of Raving Fans… and Take Any Business to the Next
Level
by Ryan Levesque | Key Takeaways, Analysis & Review
Instaread Summaries Ask: The Counterintuitive Online Formula to Discover Exactly What Your Customers Want to Buy… Create a Mass of Raving Fans… and Take Any Business to the Next Level by Ryan
Levesque | Key Takeaways, Analysis & Review Preview: Ask, by Ryan Levesque, details the Ask Formula, including the Survey Funnel Formula, that teaches businesses the best way to connect with current
and potential customers by cleverly asking them what they want and creating products and marketing to suit those needs. These formulas are repeatable and may provide predictable outcomes, but it is
also dynamic, ﬂexible, and evolves with its implementation for each type of business and market… PLEASE NOTE: This is key takeaways and analysis of the book and NOT the original book. Inside this
Instaread of Ask:Overview of the bookImportant PeopleKey TakeawaysAnalysis of Key Takeaways
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PLEASE NOTE: This is key takeaways and analysis of the book and NOT the original book. Ask: The Counterintuitive Online Formula to Discover Exactly What Your Customers Want to Buy... Create a Mass of
Raving Fans... and Take Any Business to the Next Level: by Ryan Levesque | Key Takeaways, Analysis & Review Preview: Ask, by Ryan Levesque, details the Ask Formula, including the Survey Funnel
Formula, that teaches businesses the best way to connect with current and potential customers by cleverly asking them what they want and creating products and marketing to suit those needs. These
formulas are repeatable and may provide predictable outcomes, but it is also dynamic, ﬂexible, and evolves with its implementation for each type of business and market... Inside this Instaread of Ask:
Overview of the book Important People Key Takeaways Analysis of Key Takeaways

Choose
The Single Most Important Decision Before Starting Your Business
Hay House, Inc What type of business should you start? For the past 10 years, Inc. 500 CEO and #1 national best-selling author, Ryan Levesque--featured for his work in the Wall Street Journal, USA Today,
Forbes, and Entrepreneur--has guided thousands of entrepreneurs through the journey of answering this question. One of the biggest reasons why so many new businesses fail is because in the quest to
decide what business to start, most of the conventional wisdom is wrong. Instead of obsessing over what--as in what should you sell or what should you build--you should ﬁrst be asking who. As in who
should you serve? The what is a logical question that will come soon enough. But choosing your who is the foundation from which all other things are built. That is what this book is all about. If you've ever
had the dream to start your own business, become your own boss, or do your own thing--but have been afraid to take the leap and screw up your already good life--this book is for you. You will ﬁnd the
meticulously tested, step-by-step process outlined in the book is easy to follow, despite being the result of a decade of research and experience. This process, designed to minimize your risk of failure and
losing money up front, coupled with the inspiring stories of everyday people who have used this process to launch successful businesses, will not only give you clarity on what type of business to start, but
also the conﬁdence to ﬁnally take that leap and get started.

Ask
How to Figure Out Exactly What People Want to Buy in Any Market
Hay House, Inc A revised and updated edition of the best-selling go-to guide for small-business owners and entrepreneurs seeking to discover exactly what consumers want to buy and how to get it to
them. As a small-business owner, entrepreneur, or marketer, are you absolutely certain that you know what your customer wants? And even if you know what your customer wants, are you sure that you
are able to clearly communicate that you oﬀer the exact thing that they are seeking? In this revised and updated edition of his best-selling book, Ryan Levesque lays out his proven, repeatable, yet slightly
counterintuitive, methodology for understanding the core wants and motivations of your customer. Levesque's Ask Method provides a way to discover what customers want to buy by guiding them through
a series of questions and customizing a solution from them so they are more likely to purchase from you. And all through a completely automated process that does not require one-on-one conversations
with every single customer. The Ask method has generated over $100 million in online sales across 23 diﬀerent industries and counting. Now it is your turn to use it to create a funnel, skyrocket your
online income, and create a mass of dedicated fans for you and your company in the process.

Gravitational Marketing
The Science of Attracting Customers
John Wiley & Sons If you’re an entrepreneur, business owner, or sales professional, Gravitational Marketing oﬀers a simple method for attracting customers without the hassle of traditional manual sales
labor. If you want to sell more and work less, this book exposes the principles of easily and eﬀortlessly attracting customers without cold calling, prospecting, or begging for business. With Gravitational
Marketing, you can ﬁnally stop chasing customers and let them come to you.

Convert Every Click
Make More Money Online with Holistic Conversion Rate Optimization
John Wiley & Sons A holistic approach to conversion rate optimization that encompasses an entire business—online and oﬄine—to drive more sales and referrals, and increase bottom-line proﬁts In order
for your business to survive, you must convert anonymous traﬃc into sales. The better you do that, the more money you make. The science of tweaking and testing webpages to convert the maximum
number of people is known as conversion rate optimization (CRO). Convert Every Click introduces an expanded vision of CRO that the author, Benji Rabhan, calls "holistic conversion rate optimization."
Internet technology and innovation have changed the way you should be optimizing your business, your marketing, and your websites. The book looks at the psychology behind this new way of optimizing
an entire business for more proﬁts. It examines how your website plays a role in your overall business strategy, and details how to use CRO psychology and strategies to increase proﬁts. Teaches proven
strategies for increasing conversions across your entire business Details various split testing and data gathering methods and when to use each one Unveils a holistic approach to conversion rate
optimization, using technology to create a more customer-centric experience that not only increases conversions, but also improves customer engagement and satisfaction With guidance from Convert
Every Click, you'll learn how to boost conversions and consumption across your entire business by maximizing every bit of your hard-earned traﬃc before, during, and after a sale.

Inﬂuence and Income Online
Three Millenial Millionaires Share Their Secrets
Marketing International LLC Inﬂuence And Income Online: Three Millennial Millionaires Share Their SecretsOnly six to eight years ago, most people who wanted to take a message or product to the world
had to ask permission (from the authorities, associations, and governing bodies that centralized content distribution).But now, because of technology (particularly social media and video), decentralization
is everywhere (technology inherently decentralizes). This has empowered everyone with a phone to reach the masses without ever worrying about asking for permission again. This book reveals how three
millennial inﬂuencers did just that and took their message to hundreds of thousands (and sometimes millions) of followers-all without ever asking for "permission." This is the day when kids make $1000s
doing things adults once mocked with statements like:"keep making that face and it will become permanent""when are you going to stop dancing and go get a job""stop playing those video games, like
someone's really going to pay you for that"As more Fortune 500 brands fall by the waste side, people like Steve Larsen, Josh Forti, me, and many other entrepreneurs, many of which are featured in this
book, are taking up the baton and running without looking back.¿we are the ones Steve Jobs envisioned when he ran the most famous technology commercial of all-time in 1997: Here's to the crazy ones.
The misﬁts. The rebels. The troublemakers.The round pegs in the square holes. The ones who see things diﬀerently. They're not fond of rules.And they have no respect for the status quo. You can quote
them, disagree with them,glorify or vilify them. About the only thing you can't do is ignore them. Because they change things.They push the human race forward. While some may see them as the crazy
ones,we see genius. Because the people who are crazy enough to think they can change the world, are the ones who do.Thank you Mr. Jobs¿ and now to the crazy ones, let's go get it!James Smiley(and
remember¿ it's all about attitude!)

Launch (Updated & Expanded Edition)
How to Sell Almost Anything Online, Build a Business You Love, and Live the Life of
Your Dreams
Hay House, Inc From the creator of Product Launch Formula: A new edition of the #1 New York Times best-selling guide that's redeﬁned online marketing and helped countless entrepreneurs make
millions. The revised and updated edition of the #1 New York Times bestseller Launch will build your business - fast. Whether you've already got an online business or you're itching to start one, this is a
recipe for getting more traction and a fast start. Think about it: What if you could launch like Apple or the big Hollywood studios? What if your prospects eagerly counted down the days until they could buy
your product? And you could do it no matter how humble your business or budget? Since 1996, Jeﬀ Walker has been creating hugely successful online launches. After bootstrapping his ﬁrst Internet
business from his basement, he quickly developed a process for launching new products and businesses with unprecedented success. And once he started teaching his formula to other entrepreneurs, the
results were simply breathtaking. Tiny, home-based businesses started doing launches that brought in tens of thousands, hundreds of thousands, and even millions of dollars. Whether you have an existing
business or you're starting from scratch, this is how you start fast. This formula is how you engineer massive success. Now the question is this: Do you want to start slow, and fade away from there? Or are
you ready for a launch that will change the future of your business and your life?
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Yes!
50 Scientiﬁcally Proven Ways to Be Persuasive
Simon and Schuster Learn how small changes can make a big diﬀerence in your powers of persuasion with this New York Times bestselling introduction to ﬁfty scientiﬁcally proven techniques for
increasing your persuasive powers in business and life. Every day we face the challenge of persuading others to do what we want. But what makes people say yes to our requests? Persuasion is not only an
art, it is also a science, and researchers who study it have uncovered a series of hidden rules for moving people in your direction. Based on more than sixty years of research into the psychology of
persuasion, Yes! reveals ﬁfty simple but remarkably eﬀective strategies that will make you much more persuasive at work and in your personal life, too. Cowritten by the world’s most quoted expert on
inﬂuence, Professor Robert Cialdini, Yes! presents dozens of surprising discoveries from the science of persuasion in short, enjoyable, and insightful chapters that you can apply immediately to become a
more eﬀective persuader. Often counterintuitive, the ﬁndings presented in Yes! will steer you away from common pitfalls while empowering you with little known but proven wisdom. Whether you are in
advertising, marketing, management, on sales, or just curious about how to be more inﬂuential in everyday life, Yes! shows how making small, scientiﬁcally proven changes to your approach can have a
dramatic eﬀect on your persuasive powers.

The Automatic Customer
Creating a Subscription Business in Any Industry
Penguin The lifeblood of your business is repeat customers. But customers can be ﬁckle, markets shift, and competitors are ruthless. So how do you ensure a steady ﬂow of repeat business? The
secret—no matter what industry you’re in—is ﬁnding and keeping automatic customers. These days virtually anything you need can be purchased through a subscription, with more convenience than ever
before. Far beyond Spotify, Netﬂix, and New York Times subscriptions, you can sign up for weekly or monthly supplies of everything from groceries (AmazonFresh) to cosmetics (Birchbox) to razor blades
(Dollar Shave Club). According to John Warrillow, this emerging subscription economy oﬀers huge opportunities to companies that know how to turn customers into subscribers. Automatic customers are
the key to increasing cash ﬂow, igniting growth, and boosting the value of your company. Consider Whatsapp, the internet-based messaging service that was purchased by Facebook for $19 billion. While
other services bombarded users with invasive ads in order to fund a free messaging platform, Whatsapp oﬀered a refreshingly private tool on a subscription platform, charging just $1 per year. Their
business model enabled the kind of service that customers wanted and ensured automatic customers for years to come. As Warrillow shows, subscriptions aren’t limited to technology or media businesses.
Companies in nearly any industry, from start-ups to the Fortune 500, from home contractors to ﬂorists, can build subscriptions into their business. Warrillow provides the essential blueprint for winning
automatic customers with one of the nine subscription business models, including: • The Membership Website Model: Companies like The Wood Whisperer Guild, ContractorSelling, and DanceStudioOwner
oﬀer access to highly specialized, high quality information, recognizing that people will pay for good content. This model can work for any business with a tightly deﬁned niche market and insider
information. • The Simpliﬁer Model: Companies like Mosquito Squad (pest control) and Hassle Free Homes (home maintenance) take a recurring task oﬀ your to-do list. Any business serving busy
consumers can adopt this model not only to create a recurring revenue stream, but also to take advantage of the opportunity to cross-sell or bundle their services. • The Surprise Box Model: Companies
like BarkBox (dog treats) and Standard Cocoa (craft chocolate) send their subscribers curated packages of goodies each month. If you can handle the logistics of shipping, giving customers joy in
something new can translate to sales on your larger e-commerce site. This book also shows you how to master the psychology of selling subscriptions and how to reduce churn and provides a road map for
the essential statistics you need to measure the health of your subscription business. Whether you want to transform your entire business into a recurring revenue engine or just pick up an extra 5 percent
of sales growth, The Automatic Customer will be your secret weapon.

Zero to One
Notes on Startups, or How to Build the Future
Currency #1 NEW YORK TIMES BESTSELLER • “This book delivers completely new and refreshing ideas on how to create value in the world.”—Mark Zuckerberg, CEO of Meta “Peter Thiel has built multiple
breakthrough companies, and Zero to One shows how.”—Elon Musk, CEO of SpaceX and Tesla The great secret of our time is that there are still uncharted frontiers to explore and new inventions to create.
In Zero to One, legendary entrepreneur and investor Peter Thiel shows how we can ﬁnd singular ways to create those new things. Thiel begins with the contrarian premise that we live in an age of
technological stagnation, even if we’re too distracted by shiny mobile devices to notice. Information technology has improved rapidly, but there is no reason why progress should be limited to computers or
Silicon Valley. Progress can be achieved in any industry or area of business. It comes from the most important skill that every leader must master: learning to think for yourself. Doing what someone else
already knows how to do takes the world from 1 to n, adding more of something familiar. But when you do something new, you go from 0 to 1. The next Bill Gates will not build an operating system. The
next Larry Page or Sergey Brin won’t make a search engine. Tomorrow’s champions will not win by competing ruthlessly in today’s marketplace. They will escape competition altogether, because their
businesses will be unique. Zero to One presents at once an optimistic view of the future of progress in America and a new way of thinking about innovation: it starts by learning to ask the questions that
lead you to ﬁnd value in unexpected places.

Click Happy
Everything You Need to Thrive in the New Digital Economy, So You Can Live Live on
Your Terms
The 60-Second Sales Hook
How to Stand Out and Sell More Using the Power of Your Story
Createspace Independent Publishing Platform How a nightclub comedian turned a simple joke formula into a million dollar sales hook... and how you can use the same easy 4-sentence formula to stand out
from the crowd and connect more deeply with your best customers and prospects.

The Predictable Proﬁts Playbook
The Entrepreneur's Guide to Dominating Any Market - And Staying on Top
Charles E Gaudet II Why does an entrepreneur struggling through 80 hours a week only make half as much as another working no more than 40? What actions determine whether you end up with a small
business pulling in ﬁve ﬁgures a year or a billion-dollar behemoth blazing a path to market dominance? As an entrepreneur, you're told the secret to success is working hard and ﬁghting your way to the
top. But what if this advice came from all the wrong people and places? What if there was more to the success stories you read in magazines, watch on TV or hear on the radio? Uncovering the true secret
to success is marketing expert Charles E. Gaudet II's obsession. Gaudet discovered nearly every great organization - whether Apple, Nordstrom, Zappos, FedEx or Disney - follows a stunningly similar
formula. And surprisingly, this approach deﬁes the principles followed by most entrepreneurs running businesses today. Gaudet ﬁnally reveals why some businesses ﬁnd growth opportunities in any
economic situation and others balance on the edge of failure. His research shows many small business owners seek out success strategies from other small business owners and, for this reason, most
remain small. Fortunately, today's advances in technology and media level the playing ﬁeld, allowing small businesses to compete using a "big-business playbook," even when they don't have a bigbusiness marketing budget. Inside The Predictable Proﬁts Playbook, you'll learn time-tested lessons from leading small business owners and discover how to: Succeed in a down economy Become the
preferred provider sought by only the best customers Swipe market share from your competitors Increase margins while growing demand Multiply your prospect-to-sales ratio Boost customer loyalty and
build a raving fan base Create predictable and rising proﬁts from one month to the next Become known as a business of excellence The Predictable Proﬁts methodology avoids gimmicks, schemes or
stunts - and you won't need to outspend your competitors. Instead, you'll focus on optimizing your existing marketing dollars and delivering the greatest advantages to your customers. Some
entrepreneurs want to experience growth and others just wish for it. This book is for the motivated entrepreneur committed to making growth happen."

Getting Everything You Can Out of All You've Got
21 Ways You Can Out-Think, Out-Perform, and Out-Earn the Competition
Macmillan 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.
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Mathematics for Machine Learning
Cambridge University Press The fundamental mathematical tools needed to understand machine learning include linear algebra, analytic geometry, matrix decompositions, vector calculus, optimization,
probability and statistics. These topics are traditionally taught in disparate courses, making it hard for data science or computer science students, or professionals, to eﬃciently learn the mathematics. This
self-contained textbook bridges the gap between mathematical and machine learning texts, introducing the mathematical concepts with a minimum of prerequisites. It uses these concepts to derive four
central machine learning methods: linear regression, principal component analysis, Gaussian mixture models and support vector machines. For students and others with a mathematical background, these
derivations provide a starting point to machine learning texts. For those learning the mathematics for the ﬁrst time, the methods help build intuition and practical experience with applying mathematical
concepts. Every chapter includes worked examples and exercises to test understanding. Programming tutorials are oﬀered on the book's web site.

The 48 Laws Of Power
Proﬁle Books THE MILLION COPY INTERNATIONAL BESTSELLER Drawn from 3,000 years of the history of power, this is the deﬁnitive guide to help readers achieve for themselves what Queen Elizabeth I,
Henry Kissinger, Louis XIV and Machiavelli learnt the hard way. Law 1: Never outshine the master Law 2: Never put too much trust in friends; learn how to use enemies Law 3: Conceal your intentions Law
4: Always say less than necessary. The text is bold and elegant, laid out in black and red throughout and replete with fables and unique word sculptures. The 48 laws are illustrated through the tactics,
triumphs and failures of great ﬁgures from the past who have wielded - or been victimised by - power. ___________________________________ (From the Playboy interview with Jay-Z, April 2003) PLAYBOY: Rap
careers are usually over fast: one or two hits, then styles change and a new guy comes along. Why have you endured while other rappers haven't? JAY-Z: I would say that it's from still being able to relate
to people. It's natural to lose yourself when you have success, to start surrounding yourself with fake people. In The 48 Laws of Power, it says the worst thing you can do is build a fortress around yourself. I
still got the people who grew up with me, my cousin and my childhood friends. This guy right here (gestures to the studio manager), he's my friend, and he told me that one of my records, Volume Three,
was wack. People set higher standards for me, and I love it.

Love Works
Seven Timeless Principles for Eﬀective Leaders
Zondervan Updated and Expanded Edition of the Leadership Bestseller Harness the meaning of love, the verb, to improve your corporate culture and bottom line with the help of Joel Manby, former
President and CEO of both SeaWorld Parks & Entertainment and Herschend Enterprises. Joel won the respect of America with his appearance on the CBS reality TV series Undercover Boss. A highly
successful corporate executive, Joel Manby is unlike most other CEOs. As the 18 million viewers of Undercover Boss witnessed, Manby has a unique style of leadership--servant leadership--which has a
profound impact on his employees. In this updated and expanded edition of Love Works, Manby demonstrates that leading with love is eﬀective even in extremely diﬃcult business environments, which he
experienced at SeaWorld. With an all-new introduction and two additional chapters, Manby shares more of his own leadership and personal stories, giving insight that will help you become a more eﬀective
leader by: Cultivating a culture that builds improved employee engagement and long-term success Outlining seven time-proven principles that break down the natural walls within the workplace
Overcoming personal failures at work and home Empowering your managers and employees Disarming diﬃculties in the workplace Discover the truth of the power of love to change the course of your
business and your life today!

Invisible Selling Machine
Marketing to the Entitled Consumer
How to Turn Unreasonable Expectations Into Lasting Relationships
Amplify Now more than ever, marketers face a paradox. Consumers expect your brand to know who they are, what they want, and why and to deliver results at the exact moment they're needed. But the
seemingly never-ending stream of advertisements and inbox clutter makes many resent everything marketers do. In this environment, traditional approaches just wont cut it. Marketing to these entitled
consumers requires a new strategy: consumer-ﬁrst marketing. And this book is the ﬁrst to lay out how to do it. Based on focus groups and survey answers from real consumers, combined with the authors
experience with hundreds of diﬀerent brands, Marketing to the Entitled Consumer shows you exactly how to apply consumer-ﬁrst marketing in your organization. Youll learn which data to collect -- from
purchase histories to pollen counts -- and how to deploy it consistently across online, mobile, and real-world channels. Youll master the art of building meaningful consumer connections with the three Rs:
reciprocal value, relevance, and respectful empathy. Youll even get instructions on how to win over your fellow marketers and the rest of your company. Marketing to the Entitled Consumer features
practical case studies from dozens of marketing practitioners and thought leaderslearn how a clothing retailer, a self-storage company, and a European department store all personalized their marketing
outreach strategies to suit their individual customers and how those changes maximized company growth. Read the book that the legendary marketing thinker Don Peppers called a warning shot across
the bow of traditional marketing. Then get to work. Your entitled consumers are ready for a new approach ... are you?

Ask More
The Power of Questions to Open Doors, Uncover Solutions, and Spark Change
AMACOM What hidden skill links successful people in all walks of life? The answer is surprisingly simple: they know how to ask the right questions at the right time. Questions help us break down barriers,
discover secrets, solve puzzles, and imagine new ways of doing things. The right question can provide for us not only the answer we need right then but also the ones we’ll need tomorrow. Emmy
award–winning journalist and media expert Frank Sesno wants to teach you how to question others in a methodical, intentional way so that you can ﬁnd the same success that others have found by
mastering this simple skill. In Ask More, you will learn: How the Gates Foundation used strategic questions to plan its battle against malaria How turnaround expert Steve Miller uses diagnostic questions to
get to the heart of a company's problems How creative questions animated a couple of techie dreamers to brainstorm Uber How journalist Anderson Cooper uses confrontational questions to hold people
accountable Throughout Ask More, you’ll explore all diﬀerent types of inquiries--from questions that cement relationships, to those that will help you plan for the future. By the end, you’ll know what to ask
and when, what you should listen for, and what you can expect as the outcome.

Blown to Bits
Your Life, Liberty, and Happiness After the Digital Explosion
Addison-Wesley Professional Every day, billions of photographs, news stories, songs, X-rays, TV shows, phone calls, and emails are being scattered around the world as sequences of zeroes and ones: bits.
We can't escape this explosion of digital information and few of us want to-the beneﬁts are too seductive. The technology has enabled unprecedented innovation, collaboration, entertainment, and
democratic participation. But the same engineering marvels are shattering centuries-old assumptions about privacy, identity, free expression, and personal control as more and more details of our lives are
captured as digital data. Can you control who sees all that personal information about you? Can email be truly conﬁdential, when nothing seems to be private? Shouldn't the Internet be censored the way
radio and TV are? is it really a federal crime to download music? When you use Google or Yahoo! to search for something, how do they decide which sites to show you? Do you still have free speech in the
digital world? Do you have a voice in shaping government or corporate policies about any of this? Blown to Bits oﬀers provocative answers to these questions and tells intriguing real-life stories. This book
is a wake-up call To The human consequences of the digital explosion.

The Customer Loyalty Solution
McGraw Hill Professional How Today's Marketing Leaders Have Bypassed the "Experts" to Craft Eﬀective, Inexpensive Customer Loyalty Programs Database marketing is today's most powerful tool for
designing cost-eﬀective, resource-eﬃcient marketing and operations programs. The Customer Loyalty Solution cuts through theory and guesswork to examine how leading marketers from Land's End to
IBM are using today's new breed of database marketing tools to compute lifetime value, cut costs in every area, and make databases easier to access and utilize from anywhere on the globe. Praise for
The Customer Loyalty Solution: "The Customer Loyalty Solution combines the best of traditional practice with contemporary market factors in terms that inspire and cut across industries. Straightforward
enough for the upcoming 1-1 marketer as well as a great catch-up for the seasoned practitioner."--Joe Rapolla, VP, Consumer Marketing Services, Universal Music Group/CLO "Delivers practical solutions
instead of hyperbole and theory. Hughes makes this book fun to read, and he gets his point across--clearly."--Robert McKim, CEO, msdbm "Well written and easy to understand. Hughes imparts his wisdom
to set realistic expectations and provides case studies adding real-world application."--J.C. Johnson, VP, Database Marketing, Fairﬁeld Resorts "Hughes distills the jargon and complexity of database
marketing into a refreshingly straightforward and practical guide. The Customer Loyalty Solution should be required reading for anyone serious about making database marketing work."--Jonathan Huth,
VP, Relationship Database Marketing, Scotiabank New technologies like the Web have brought unprecedented change to database marketing. But some things never change. Successful marketers have
learned that to understand their customers they must still think like their customers, who continue to ignore one-time discounts to ask, "Why would I want to be that company's customer? What's in it for
me?" The Customer Loyalty Solution goes straight to the source, revealing how marketers today are leveraging their database marketing programs to identify and attract the most proﬁtable new
customers, increase current customer retention and repurchase, and identify and reward their most loyal and proﬁtable customers. More than 40 detailed case studies and dozens of examples reveal
success stories including Verizon's "best in class" datamart that realized a 1681 percent return on marketing investment Isuzu's database project that targeted only their best prospects--and cut industry-
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standard per-unit sales costs in half Weekly Standard's variable headline strategy that increased direct mail response rates by nearly 25 percent Author and database marketing pioneer Arthur Hughes
doesn't hide behind incomprehensible formulas and impossible-to-navigate layouts. Each easy-to-follow chapter clearly addresses and explains a diﬀerent piece of the database-marketing puzzle. Case
studies are clearly marked and detail what went right--or wrong. Chapter-ending synopses summarize the lessons to be learned in each chapter and clearly review what worked and what didn't. These
features and others combine with innovative charts and quizzes to ensure hands-on understanding of material covered and make the book a timely, practical guide. The Customer Loyalty Solution reveals
how database marketing and customer relationship management initiatives are making a diﬀerence, today, for the world's leading marketers. It provides you with step-by-step techniques for
benchmarking their eﬀorts to develop intelligent strategies of your own, understanding how and why they work, and monitoring their results to continually adjust and modify for changing market
conditions. The result will be far stronger customer loyalty, more consistent repeat sales, and a database-marketing program that is enjoyable and successful--for both you and your most proﬁtable
customers.

The Robert Collier Letter Book
Robert Collier was decades ahead of his time in writing down ways for man to improve his lot in life. He wrote "Secret of the Ages" during an active and successful life developed upon basic ideas which
opened up new vistas of living for countless multitudes of people. Brought up to be a priest, he worked as a mining engineer, an advertising executive and a proliﬁc writer and publisher. The Robert Collier
Letter Book earned Robert Collier the distinction of being one of the greatest marketing minds in history. Robert Collier sales letters were successful because he wrote to his readers' needs. As an expert in
marketing, his sales savvy and writing expertise placed hundreds of millions of dollars in his clients' pockets.

Naked Statistics: Stripping the Dread from the Data
W. W. Norton & Company “Brilliant, funny . . . the best math teacher you never had.”—San Francisco Chronicle Once considered tedious, the ﬁeld of statistics is rapidly evolving into a discipline Hal Varian,
chief economist at Google, has actually called “sexy.” From batting averages and political polls to game shows and medical research, the real-world application of statistics continues to grow by leaps and
bounds. How can we catch schools that cheat on standardized tests? How does Netﬂix know which movies you’ll like? What is causing the rising incidence of autism? As best-selling author Charles Wheelan
shows us in Naked Statistics, the right data and a few well-chosen statistical tools can help us answer these questions and more. For those who slept through Stats 101, this book is a lifesaver. Wheelan
strips away the arcane and technical details and focuses on the underlying intuition that drives statistical analysis. He clariﬁes key concepts such as inference, correlation, and regression analysis, reveals
how biased or careless parties can manipulate or misrepresent data, and shows us how brilliant and creative researchers are exploiting the valuable data from natural experiments to tackle thorny
questions. And in Wheelan’s trademark style, there’s not a dull page in sight. You’ll encounter clever Schlitz Beer marketers leveraging basic probability, an International Sausage Festival illuminating the
tenets of the central limit theorem, and a head-scratching choice from the famous game show Let’s Make a Deal—and you’ll come away with insights each time. With the wit, accessibility, and sheer fun
that turned Naked Economics into a bestseller, Wheelan deﬁes the odds yet again by bringing another essential, formerly unglamorous discipline to life.

Mastering the Complex Sale
How to Compete and Win When the Stakes are High!
John Wiley and Sons Praise for Mastering the Complex Sale "Jeﬀ Thull's process plays a key role in helping companies and their customers cross the chasm with disruptive innovations and succeed with
game-changing initiatives." —Geoﬀrey A. Moore, author of Crossing the Chasm and Dealing with Darwin "This is the ﬁrst book that lays out a solid method for selling cross-company, cross-border, even
cross-culturally where you have multiple decision makers with multiple agendas. This is far more than a 'selling process'—it is a survival guide—a truly outstanding approach to bringing all the pieces of the
puzzle together." —Ed Daniels, EVP, Shell Global Solutions Downstream, President, CRI/Criterion, Inc. "Mastering the Complex Sale brilliantly sets up value from the customer's perspective. A must-read for
all those who are managing multinational business teams in a complex and highly competitive environment." —Samik Mukherjee, Vice President, Onshore Business, Technip "Customers need to know the
value they will receive and how they will receive it. Thull's insights into the complex sale and how to clarify and quantify this value are remarkable—Mastering the Complex Sale will be required reading for
years to come!" —Lee Tschanz, Vice President, North American Sales, Rockwell Automation "Jeﬀ Thull is winning the war against commoditization. In his world, value trumps price and commoditization isn't
a given, it's a choice. This is a proven alternative to the price-driven sale. We've spoken to his clients. This stuﬀ really works, folks." —Dave Stein, CEO and Founder, ES Research Group, Inc. "Our business
depends on delivering breakthrough thinking to our executive clients. Jeﬀ Thull has signiﬁcantly redeﬁned sales and marketing strategies that clearly connect to our global audience. Read it, act on it, and
take your results to exceptional levels." —Sven Kroneberg, President, Seminarium Internacional "Jeﬀ's main thesis—that professional customer guidance is the key to success—rings true in every global
market today. Mastering the Complex Sale is the essential read for any organization looking to transform their business for long-term, value-driven growth." —Jon T. Lindekugel, President, 3M Health
Information Systems, Inc. "Jeﬀ Thull has re-engineered the conventional sales process to create predictable and proﬁtable growth in today's competitive marketplace. It's no longer about selling; it's about
guiding quality decisions and creating collaborative value. This is one of those rare books that will make a diﬀerence." —Carol Pudnos, Executive director, Healthcare Industry, Dow Corning Corporation

New Sales
Simpliﬁed : the Essential Handbook for Prospecting and New Business Development
Amacom Books Shares examples and anecdotes and oﬀers a framework to successfully develop new business.

Range
Why Generalists Triumph in a Specialized World
Penguin The #1 New York Times bestseller that has all America talking—with a new afterword on expanding your range—as seen on CNN's Fareed Zakaria GPS, Morning Joe, CBS This Morning, and more.
“The most important business—and parenting—book of the year.” —Forbes “Urgent and important. . . an essential read for bosses, parents, coaches, and anyone who cares about improving performance.”
—Daniel H. Pink Shortlisted for the Financial Times/McKinsey Business Book of the Year Award Plenty of experts argue that anyone who wants to develop a skill, play an instrument, or lead their ﬁeld
should start early, focus intensely, and rack up as many hours of deliberate practice as possible. If you dabble or delay, you’ll never catch up to the people who got a head start. But a closer look at
research on the world’s top performers, from professional athletes to Nobel laureates, shows that early specialization is the exception, not the rule. David Epstein examined the world’s most successful
athletes, artists, musicians, inventors, forecasters and scientists. He discovered that in most ﬁelds—especially those that are complex and unpredictable—generalists, not specialists, are primed to excel.
Generalists often ﬁnd their path late, and they juggle many interests rather than focusing on one. They’re also more creative, more agile, and able to make connections their more specialized peers can’t
see. Provocative, rigorous, and engrossing, Range makes a compelling case for actively cultivating ineﬃciency. Failing a test is the best way to learn. Frequent quitters end up with the most fulﬁlling
careers. The most impactful inventors cross domains rather than deepening their knowledge in a single area. As experts silo themselves further while computers master more of the skills once reserved for
highly focused humans, people who think broadly and embrace diverse experiences and perspectives will increasingly thrive.

Made to Stick
Why Some Ideas Survive and Others Die
Random House NEW YORK TIMES BESTSELLER • The instant classic about why some ideas thrive, why others die, and how to make your ideas stick. “Anyone interested in inﬂuencing others—to buy, to
vote, to learn, to diet, to give to charity or to start a revolution—can learn from this book.”—The Washington Post Mark Twain once observed, “A lie can get halfway around the world before the truth can
even get its boots on.” His observation rings true: Urban legends, conspiracy theories, and bogus news stories circulate eﬀortlessly. Meanwhile, people with important ideas—entrepreneurs, teachers,
politicians, and journalists—struggle to make them “stick.” In Made to Stick, Chip and Dan Heath reveal the anatomy of ideas that stick and explain ways to make ideas stickier, such as applying the
human scale principle, using the Velcro Theory of Memory, and creating curiosity gaps. Along the way, we discover that sticky messages of all kinds—from the infamous “kidney theft ring” hoax to a
coach’s lessons on sportsmanship to a vision for a new product at Sony—draw their power from the same six traits. Made to Stick will transform the way you communicate. It’s a fast-paced tour of success
stories (and failures): the Nobel Prize-winning scientist who drank a glass of bacteria to prove a point about stomach ulcers; the charities who make use of the Mother Teresa Eﬀect; the elementary-school
teacher whose simulation actually prevented racial prejudice. Provocative, eye-opening, and often surprisingly funny, Made to Stick shows us the vital principles of winning ideas—and tells us how we can
apply these rules to making our own messages stick.

Grit
The Power of Passion and Perseverance
Simon and Schuster In this instant New York Times bestseller, Angela Duckworth shows anyone striving to succeed that the secret to outstanding achievement is not talent, but a special blend of passion
and persistence she calls “grit.” “Inspiration for non-geniuses everywhere” (People). The daughter of a scientist who frequently noted her lack of “genius,” Angela Duckworth is now a celebrated
researcher and professor. It was her early eye-opening stints in teaching, business consulting, and neuroscience that led to her hypothesis about what really drives success: not genius, but a unique
combination of passion and long-term perseverance. In Grit, she takes us into the ﬁeld to visit cadets struggling through their ﬁrst days at West Point, teachers working in some of the toughest schools,
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and young ﬁnalists in the National Spelling Bee. She also mines fascinating insights from history and shows what can be gleaned from modern experiments in peak performance. Finally, she shares what
she’s learned from interviewing dozens of high achievers—from JP Morgan CEO Jamie Dimon to New Yorker cartoon editor Bob Mankoﬀ to Seattle Seahawks Coach Pete Carroll. “Duckworth’s ideas about
the cultivation of tenacity have clearly changed some lives for the better” (The New York Times Book Review). Among Grit’s most valuable insights: any eﬀort you make ultimately counts twice toward
your goal; grit can be learned, regardless of IQ or circumstances; when it comes to child-rearing, neither a warm embrace nor high standards will work by themselves; how to trigger lifelong interest; the
magic of the Hard Thing Rule; and so much more. Winningly personal, insightful, and even life-changing, Grit is a book about what goes through your head when you fall down, and how that—not talent or
luck—makes all the diﬀerence. This is “a fascinating tour of the psychological research on success” (The Wall Street Journal).

The Snowball System
How to Win More Business and Turn Clients into Raving Fans
Hachette UK 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 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.

Cooking for Geeks
Real Science, Great Hacks, and Good Food
"O'Reilly Media, Inc." Presents recipes ranging in diﬃculty with the science and technology-minded cook in mind, providing the science behind cooking, the physiology of taste, and the techniques of
molecular gastronomy.

Introduction to Information Retrieval
Cambridge University Press Class-tested and coherent, this textbook teaches classical and web information retrieval, including web search and the related areas of text classiﬁcation and text clustering
from basic concepts. It gives an up-to-date treatment of all aspects of the design and implementation of systems for gathering, indexing, and searching documents; methods for evaluating systems; and
an introduction to the use of machine learning methods on text collections. All the important ideas are explained using examples and ﬁgures, making it perfect for introductory courses in information
retrieval for advanced undergraduates and graduate students in computer science. Based on feedback from extensive classroom experience, the book has been carefully structured in order to make
teaching more natural and eﬀective. Slides and additional exercises (with solutions for lecturers) are also available through the book's supporting website to help course instructors prepare their lectures.

Expert Secrets
The Underground Playbook for Converting Your Online Visitors into Lifelong Customers
Hay House, Inc Master the art of what to say in your funnels to convert your online visitors into lifelong customers in this updated edition from the $100M entrepreneur and co-founder of the software
company ClickFunnels. Your business is a calling. You've been called to serve a group of people with the products, services, and oﬀers that you've created. People come into your funnels looking for a
solution to their problems. By positioning yourself as an expert and learning how to tell your story in a way that gets people to move, you are able to guide people through your value ladder, giving them
the results they are looking for. This is how you change the lives of your customers, and this is how you grow your company. Most people who put their products up for sale don't understand that their
expertise is the key to actually selling the product. Your story, why you created this oﬀer, and why you started your movement are what initially get people to convert and then continue to stay with you
over time. Your message has the ability to change someone's life. The impact that the right message can have on someone at the right time in their life is immeasurable. Your message could help to save
marriages, repair families, change someone's health, grow a company, or more . . . But only if you know how to get it into the hands of the people whose lives you have been called to change. Expert
Secrets will help you ﬁnd your voice and give you the conﬁdence to become a leader . . . Expert Secrets will show you how to build a movement of people whose lives you can change . . . Expert Secrets
will teach you how to make this calling a career.

Strengthening Forensic Science in the United States
A Path Forward
National Academies Press Scores of talented and dedicated people serve the forensic science community, performing vitally important work. However, they are often constrained by lack of adequate
resources, sound policies, and national support. It is clear that change and advancements, both systematic and scientiﬁc, are needed in a number of forensic science disciplines to ensure the reliability of
work, establish enforceable standards, and promote best practices with consistent application. Strengthening Forensic Science in the United States: A Path Forward provides a detailed plan for addressing
these needs and suggests the creation of a new government entity, the National Institute of Forensic Science, to establish and enforce standards within the forensic science community. The beneﬁts of
improving and regulating the forensic science disciplines are clear: assisting law enforcement oﬃcials, enhancing homeland security, and reducing the risk of wrongful conviction and exoneration.
Strengthening Forensic Science in the United States gives a full account of what is needed to advance the forensic science disciplines, including upgrading of systems and organizational structures, better
training, widespread adoption of uniform and enforceable best practices, and mandatory certiﬁcation and accreditation programs. While this book provides an essential call-to-action for congress and
policy makers, it also serves as a vital tool for law enforcement agencies, criminal prosecutors and attorneys, and forensic science educators.

The CEO's Digital Marketing Playbook
The Deﬁnitive Crash Course and Battle Plan for B2B and High Value B2C Customer
Generation
Koehler Books The CEO's Digital Marketing Playbook is the deﬁnitive playbook and crash course for both the baseline and advanced digital and direct marketing that every company on Earth needs to
deploy in the 21st Century. Unlike the hundreds of books about social media or online advertising concepts, this step by step guide lays out every strategy and tactic that is essential to achieving the
single greatest achievement in marketing: driving new customers and doing so proﬁtably. Every CEO, from startup to Fortune 100, needs to understand every concept in this book or risk bleeding money
and opportunity, which 99% are doing whether they know it or not. Every marketing professional and small business owner needs to embrace the tactics laid out or risk being bad at their job of proﬁtable
customer generation and best practice marketing. In just over 200 pages, every business professional can become a smart, customer generation focused digital marketer by following this playbook.

The Long Tail
Why the Future of Business Is Selling Less of More
Hachette Books What happens when the bottlenecks that stand between supply and demand in our culture go away and everything becomes available to everyone? "The Long Tail" is a powerful new force
in our economy: the rise of the niche. As the cost of reaching consumers drops dramatically, our markets are shifting from a one-size-ﬁts-all model of mass appeal to one of unlimited variety for unique
tastes. From supermarket shelves to advertising agencies, the ability to oﬀer vast choice is changing everything, and causing us to rethink where our markets lie and how to get to them. Unlimited
selection is revealing truths about what consumers want and how they want to get it, from DVDs at Netﬂix to songs on iTunes to advertising on Google. However, this is not just a virtue of online
marketplaces; it is an example of an entirely new economic model for business, one that is just beginning to show its power. After a century of obsessing over the few products at the head of the demand
curve, the new economics of distribution allow us to turn our focus to the many more products in the tail, which collectively can create a new market as big as the one we already know. The Long Tail is
really about the economics of abundance. New eﬃciencies in distribution, manufacturing, and marketing are essentially resetting the deﬁnition of what's commercially viable across the board. If the 20th
century was about hits, the 21st will be equally about niches.
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