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A practical guide to taking control of your mental health for today, tomorrow, and the days after, from the #1 New York Times
bestselling author and beloved entertainer. ‘There’s a moment at the end of every day, where the world falls away and you are
left alone with your thoughts. A reckoning, when the things you have been pushing to the background, come forward and demand
your attention.’ Written by Daniel Howell, in consultation with a qualified psychologist, in an entertaining and personal way from
the perspective of someone who has been through it all—this no-nonsense book gives you the tools to understand your mind so
you can be in control and really live. Split into three chapters for each stage of the journey: This Night - how to get through your
toughest moments and be prepared to face anything. Tomorrow - small steps to change your thoughts and actions with a big
impact on your life. The Days After - help to look after yourself in the long term and not just survive, but thrive. You will laugh and
learn—but most of all, this book will assure you that even in your darkest times, there is always hope. You will get through this
night.
This book is for everyone who needs to write copy that sells – including copywriters, freelancers, and entrepreneurs. Writing copy
that sells without seeming “salesy” can be tough, but is an essential skill. How To Write Copy That Sells supplies specific
copywriting techniques for everything from email marketing, web sites, and social media, to traditional media ads and direct mail.
More Than 2,000 Successful Selling Pitches to Command Instant Attention and Buying Action From the man who sold the sizzle
instead of the steak—whose best-selling books have made history both in selling and in publishing—here are the many new practical
applications of his magic formula that make people buy. No matter what product or service you sell—regardless of whether you sell
over the counter, through salespeople on the road, direct, or through dealers—you will find Elmer Wheeler’s “Sizzle Selling”
methods readily adaptable for your specific needs. This completely updated book is packed from cover to cover with scores of
brilliant ideas that will show you how to discover the hidden “sizzle” in whatever you have to sell. Here you will find the actual
“sizzles” that have produced phenomenal sales for scores of large and small organizations.
The updated 4th Edition of THE ENTREPRENEUR'S GUIDE TO BUSINESS LAW takes you through the various stages of starting
a business--from start-up and growth to an initial public offering--while highlighting the legal preparations and pitfalls that go along
with them. Packed with practical strategies for managing legal issues, the text presents the essentials on leaving your job,
competing with a former employer, contract law, and bankruptcy, as well as on the most current issues like clean energy, ecommerce, and the effects of the recent recession on entrepreneurship. Important Notice: Media content referenced within the
product description or the product text may not be available in the ebook version.
From the bestselling author of A Love Letter to Whiskey and the What He Doesn't Know Duet comes an angsty, emotional, and
fun sports romance. Two season tickets. One genius idea. Zero interest in a relationship. The plan is simple: a brand new, hot,
preferably funny, definitely single male will fill one of those seats for every Bears game at Soldier Field. And I'll fill the other. I can't
think of a better way to use the season passes I'd bought for my ex-husband. I am a woman of plans, and this one's foolproof.
Until Zach Bowen offers to be my practice round. He's infuriating. Presumptuous and overbearing. And absolutely, undeniably
gorgeous. Any woman with a heartbeat would be attracted to him, and mine picks up speed every time he speaks. But as I said,
I'm a woman of plans - and I'm not backing down on this one. One night. One game. And then, his time's up. He can try to change
the rules, but here's the truth: he can't win if he's playing the wrong game.
Great copy is the heart and soul of the advertising business. In this practical guide, legendary copywriter Joe Sugarman provides
proven guidelines and expert advice on what it takes to write copy that will entice, motivate, and move customers to buy. For
anyone who wants to break into the business, this is the ultimate companion resource for unlimited success.
This three-step plan to beat inflammation—in the tradition of Wheat Belly and Eat Right 4 Your Type—will help you identify your
specific type, set your lifestyle up to avoid triggers, and cook tailored recipes designed to help you heal. Maggie Berghoff, health
consultant to the stars, presents a personalized, accessible approach to fighting inflammation. Using thorough questionnaires to
identify your specific ailments, Eat Right for Your Inflammation Type prescribes a targeted plan that will help you live free of the
major types of inflammation, including those triggered by hormones, digestive issues, stress, allergies, rheumatoid arthritis, and
more. With easy tips for healing, eating, and detoxing, and featuring targeted lifestyle advice—including reframing your mindset and
optimizing your personal environment—Berghoff offers the most up-to-date instructions for living your best and healthiest life based
on your specific inflammation type. Inside you’ll learn: -How to supercharge your immune system and feel better instantly -How to
set up an anti-inflammatory pantry -Quick and easy recipes that will ease your specific inflammation type -The secret ways stress
attacks your system and how to fight it -The ingredients in your day-to-day products to avoid, and how everything from metal cans
to your shower head could be affecting you -Detailed detoxes tailored your lifestyle -Both cutting edge and easy household
remedies you may have overlooked
"If we don't drop our price, we will lose the deal." That's the desperate cry from salespeople as they try to win deals in competitive
marketplaces. While the easy answer is to lower the price, the company sacrifices margin--oftentimes unnecessarily. To win deals
at the prices you want,the strategy needed is differentiation. Most executives think marketing is the sole source of differentiation.
But what about the sales function of the company? This commonly neglected differentiation opportunity provides a multitude of
ways to stand out from the competition. This groundbreaking book teaches you how to develop those strategies. In Sales
Differentiation, sales management strategist, Lee B. Salz presents nineteen easy-to-implement concepts to help salespeople win
deals while protecting margins. These concepts apply to any salesperson in any industry and are based on the foundation that
"how you sell, not just what you sell, differentiates you." The strategies are presented in easy-to-understand stories and can
quickly be put into practice. Divided into two sections, the "what you sell" chapters help salespeople: Recognize that the
expression "we are the best" causes differentiation to backfire. Avoid the introspective question that frustrates salespeople and ask
the right question to fire them up. Understand what their true differentiators are and how to effectively position them with buyers.
Find differentiators in every nook and cranny of the company using the six components of the "Sales Differentiation Universe."
Create strategies to position differentiators so buyers see value in them. The "how you sell" section teaches salespeople how to
provide meaningful value to buyers and differentiate themselves in every stage of the sales process. This section helps
salespeople: Develop strategies to engage buyers and turn buyer objections into sales differentiation opportunities. Shape buyer
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decision criteria around differentiators. Turn a commoditized Request for Proposal (RFP) process into a differentiation opportunity.
Use a buyer request for references as a way to stand out from the competition. Leverage the irrefutable, most powerful
differentiator...themselves. Whether you've been selling for twenty years or are new to sales, the tools you learn in Sales
Differentiation will help you knock-out the competition, build profitable new relationships, and win deals at the prices you want.

Recognized on SalesHacker's "Best Sales Books: 30 Elite Picks to Step Up Your Sales Game" This book can be read in
less than 45 minutes and covers the fundamentals for anyone getting started in sales or for anyone looking to brush up
on their skills. There is no shortage of books or content today to help you learn about sales. In the past 30 years, there
has been an incredible amount of research and growth in the sales profession to help modern sales professionals better
serve their customers. However, after reading Rory Vaden's New York Times Bestseller "Take The Stairs" and learning
that "95% of all books that are purchased are never completely read" and "70% of all books ever purchased are never
even opened" we wanted to write a book that everyone could read and take action on immediately. This book is a step-bystep guide for the modern sales professional. We want to give you the framework, knowledge, and skills to fill a sales
pipeline with highly qualified opportunities. It's all practical advice - no cutesy stories, no rants, and no product pitches.
There are really only two ways to fill a funnel: inbound leads or outbound prospecting. We focus this book exclusively on
outbound prospecting, because it's the half of the formula that an individual sales rep can control (that's why so many
sales job descriptions include the phrase "we're looking for a hunter").
A guide for business owners who want to change their good business to a great business.
Revised and Updated, Featuring a New Case Study How do successful companies create products people can’t put
down? Why do some products capture widespread attention while others flop? What makes us engage with certain
products out of sheer habit? Is there a pattern underlying how technologies hook us? Nir Eyal answers these questions
(and many more) by explaining the Hook Model—a four-step process embedded into the products of many successful
companies to subtly encourage customer behavior. Through consecutive “hook cycles,” these products reach their
ultimate goal of bringing users back again and again without depending on costly advertising or aggressive messaging.
Hooked is based on Eyal’s years of research, consulting, and practical experience. He wrote the book he wished had
been available to him as a start-up founder—not abstract theory, but a how-to guide for building better products. Hooked is
written for product managers, designers, marketers, start-up founders, and anyone who seeks to understand how
products influence our behavior. Eyal provides readers with: • Practical insights to create user habits that stick. •
Actionable steps for building products people love. • Fascinating examples from the iPhone to Twitter, Pinterest to the
Bible App, and many other habit-forming products.
"Indistractable provides a framework that will deliver the focus you need to get results." —James Clear, author of Atomic
Habits "If you value your time, your focus, or your relationships, this book is essential reading. I'm putting these ideas into
practice." —Jonathan Haidt, author of The Righteous Mind National Bestseller Winner of the Outstanding Works of
Literature (OWL) Award Included in the Top 5 Best Personal Development Books of the Year by Audible Included in the
Top 20 Best Business and Leadership Books of the Year by Amazon Featured in The Amazon Book Review Newsletter,
January 2020 Goodreads Best Science & Technology of 2019 Finalist You sit down at your desk to work on an important
project, but a notification on your phone interrupts your morning. Later, as you're about to get back to work, a colleague
taps you on the shoulder to chat. At home, screens get in the way of quality time with your family. Another day goes by,
and once again, your most important personal and professional goals are put on hold. What would be possible if you
followed through on your best intentions? What could you accomplish if you could stay focused? What if you had the
power to become "indistractable?" International bestselling author, former Stanford lecturer, and behavioral design
expert, Nir Eyal, wrote Silicon Valley's handbook for making technology habit-forming. Five years after publishing
Hooked, Eyal reveals distraction's Achilles' heel in his groundbreaking new book. In Indistractable, Eyal reveals the
hidden psychology driving us to distraction. He describes why solving the problem is not as simple as swearing off our
devices: Abstinence is impractical and often makes us want more. Eyal lays bare the secret of finally doing what you say
you will do with a four-step, research-backed model. Indistractable reveals the key to getting the best out of technology,
without letting it get the best of us. Inside, Eyal overturns conventional wisdom and reveals: • Why distraction at work is a
symptom of a dysfunctional company culture—and how to fix it • What really drives human behavior and why "time
management is pain management" • Why your relationships (and your sex life) depend on you becoming indistractable •
How to raise indistractable children in an increasingly distracting world Empowering and optimistic, Indistractable
provides practical, novel techniques to control your time and attention—helping you live the life you really want.
A newly revised and updated edition of the influential guide that explores one of the most powerful ways to attract
attention and influence behavior—fascination—and how businesses, products, and ideas can become irresistible to
consumers. In an oversaturated culture defined by limited time and focus, how do we draw attention to our messages,
our ideas, and our products when we only have seconds to compete? Award-winning consultant and speaker Sally
Hogshead turned to a wide realm of disciplines, including neurobiology, psychology, and evolutionary anthropology. She
began to see specific and interesting patterns that all centered on one element: fascination. Fascination is the most
powerful way to capture an audience and influence behavior. This essential book examines the principles behind
fascination and explores how those insights can be put to use to sway: • Which brand of frozen peas you pick in the case
• Which city, neighborhood, and house you choose • Which profession and company you join • Where you go on
vacation • Which book you buy off the shelf Structured around the seven languages of fascination Hogshead has studied
and developed—power, passion, innovation, alarm, mystique, prestige, and alert—Fascinate explores how anyone can use
these triggers to make products, messages, and services more fascinating—and more successful.
How the Brain Goes Through Decision-Making: Do you often wonder what your customer is thinking? Don't leave the
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thought process to chance and let that customer walk away. Your customers don't want to walk away. They want to buy
from you. So how does the brain make decisions? And what causes it to get confused? The Brain Audit shows you how
the customer takes decisions. And what you need to put in place, so that the customer feels happy to buy products or
services from you. The Brain Audit isn't about persuasion or any mind tricks. Instead it shows you the information that
your customers need in order to make a decision. It shows you how to present that information, and thereby enable the
customer to intelligently go through a purchase sequence. The Brain Audit is designed to do the following:
brain_audit_benefits 1) Enable you to spot every one of the 'seven bags' that are required to make a decision 2) Present
those bags to the customer in the right sequence. 3) Enable you to get the customer to buy without needing to use
pressure tactics.
This is the book that the leftist elites don't want you to read -- Donald Trump, Jr., exposes all the tricks that the left uses
to smear conservatives and push them out of the public square, from online "shadow banning" to rampant "political
correctness." In Triggered, Donald Trump, Jr. will expose all the tricks that the left uses to smear conservatives and push
them out of the public square, from online "shadow banning" to fake accusations of "hate speech." No topic is spared
from political correctness. This is the book that the leftist elites don't want you to read! Trump, Jr. will write about the
importance of fighting back and standing up for what you believe in. From his childhood summers in Communist
Czechoslovakia that began his political thought process, to working on construction sites with his father, to the major
achievements of President Trump's administration, Donald Trump, Jr. spares no details and delivers a book that focuses
on success and perseverance, and proves offense is the best defense.
Detailed summary and analysis of The Power of Habit.
Make workplace conflict resolution a game that EVERYBODY wins! Recent studies show that typical managers devote
more than a quarter of their time to resolving coworker disputes. The Big Book of Conflict-Resolution Games offers a
wealth of activities and exercises for groups of any size that let you manage your business (instead of managing
personalities). Part of the acclaimed, bestselling Big Books series, this guide offers step-by-step directions and
customizable tools that empower you to heal rifts arising from ineffective communication, cultural/personality clashes,
and other specific problem areas—before they affect your organization's bottom line. Let The Big Book of ConflictResolution Games help you to: Build trust Foster morale Improve processes Overcome diversity issues And more
Dozens of physical and verbal activities help create a safe environment for teams to explore several common forms of
conflict—and their resolution. Inexpensive, easy-to-implement, and proved effective at Fortune 500 corporations and momand-pop businesses alike, the exercises in The Big Book of Conflict-Resolution Games delivers everything you need to
make your workplace more efficient, effective, and engaged.
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.
Read the Wall Street Journal Bestseller for "cultivating intense focus" for fast, powerful performance results for achieving
success and true meaning in one's professional life (Adam Grant, author of Give and Take). Deep work is the ability to
focus without distraction on a cognitively demanding task. It's a skill that allows you to quickly master complicated
information and produce better results in less time. Deep Work will make you better at what you do and provide the
sense of true fulfillment that comes from craftsmanship. In short, deep work is like a super power in our increasingly
competitive twenty-first century economy. And yet, most people have lost the ability to go deep-spending their days
instead in a frantic blur of e-mail and social media, not even realizing there's a better way. In Deep Work, author and
professor Cal Newport flips the narrative on impact in a connected age. Instead of arguing distraction is bad, he instead
celebrates the power of its opposite. Dividing this book into two parts, he first makes the case that in almost any
profession, cultivating a deep work ethic will produce massive benefits. He then presents a rigorous training regimen,
presented as a series of four "rules," for transforming your mind and habits to support this skill. 1. Work Deeply 2.
Embrace Boredom 3. Quit Social Media 4. Drain the Shallows A mix of cultural criticism and actionable advice, Deep
Work takes the reader on a journey through memorable stories-from Carl Jung building a stone tower in the woods to
focus his mind, to a social media pioneer buying a round-trip business class ticket to Tokyo to write a book free from
distraction in the air-and no-nonsense advice, such as the claim that most serious professionals should quit social media
and that you should practice being bored. Deep Work is an indispensable guide to anyone seeking focused success in a
distracted world. An Amazon Best Book of 2016 Pick in Business & Leadership Wall Street Journal Business Bestseller A
Business Book of the Week at 800-CEO-READ
Joseph Sugarman has been recognized worldwide for his ability to create persuasive advertising copy that turns a
prospect into a customer. ADVERTISING SECRETS OF THE WRITTEN WORD is a comprehensive textbook that
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teaches you the step-by-step techniques you can follow to write advertising copy - the same lessons taught at his
exclusive $3,000 seminars. The entertainingly illustrated book provides insights into the skills it takes to be a great
copywriter & how to develop them. It then takes you into the thought process of ad creation, providing a very disciplined
procedure that anybody can follow. A chapter reveals the "psychological triggers" & how they can be used effectively to
"cause prospects to exchange their hard-earned money for your product or service." The book also presents many
personal stories, advertising examples & many of Sugarman's own ads along with the reasons for their success or
failure. Ray Schultz, editor of Direct Magazine says, "There is no better model for copywriters or magazine editors than
Joe Sugarman." Quotes by Richard Thalheimer, President of The Sharper Image, Jack Canfield, co-author of Chicken
Soup for the Soul & Vice President Albert Gore are shown on the back cover.
Content Doesn't Have To Be Difficult...Here's how to make it easier: -No more late night/early morning deadlines-No
more writing for the sake of it-No more anxiety-No more feeling like somethings missing-Yes to more traffic-Yes to
conversions-Yes to more sales (and letting your content sell for you)Heck... yes to writing less often, but driving real
resultsWhat if you could run traffic to a single page, and get sales?That's what the paid ad guys doThey know how
people work, and how to get them to take actionThey understand human psychology and how to structure messages to
get their goalIt's good, but when the ad turns off?...the sales stopBut what if you could take those same principles, and
apply them to your content marketing?To create content that attracts?That moves people?That drives them to take an
action?That continues to get traffic, and be an asset years after your wrote it?Content so good you can get off the content
hamster wheel and still make sales?In this book we walk you through the exact same strategy that we use for our OWN
marketingWe cover: -The 3 part content strategy to create content to attract your audience, automate your sales and
scale with traffic systems(It's how we've not written an article for 10 months, but our traffic grows daily)- A plug and play
content planning process, to connect the dots and drive more sales-The 3 types of salesperson, and how to become the
most powerful version using advanced sales psychology-How to plant your flag and be seen as an authority in your
space, with just your first few articles-The 4 traffic systems you need to leverage to grow your business effectively with
content-The 9 content archetypes you'll ever use-How to create 'pre-frame' sales content to automate your sales processHow to write high value how to guides that convert readers into subscribers-How to create kick ass case studies using
the same template that generated us $3 Million in client requests in 2 weeks-How to repackage your readers success into
3rd party referrals to convert skeptics-How to use the 'Red Carpet Effect' to get the attention of major influencers, and be
seen as their peer-How to build your own 'Big Mac' and stand out in your space-How to capture those last minute window
shoppers and convert them to your offer-How to create a REAL Ultimate Guide that can grow your audience, authority
and SEO rankings-How to create high value Data backed guides to get HUGE amounts of backlinks-How to find content
topics, research your audience, go behind the scenes with competitors and have enough topics to last you for years-A
step by step writing and editing process to get your content complete, and stand out-The 9 viral triggers that make the
best performing content online-How to get past the major roadblocks that stop first time and even experienced writersHow to write a '30 minute' first draft-How to edit for the 4 major goals-How to improve your contents layout and your
audiences perception of value-How to pull them in, connect emotionally, and get them to take action-How to convert
more readers into leads than ever before (And the method we use to get between 17-83% of our readers into
subscribers)-How to help the Google gods understand your articles, so you can finally rank-The 2 sides of content
marketing, and what you need to do-How a single article is worth $200k per year, and what it means in terms of your own
strategy-How to Amplify your message to get new readers, on automation, without any new contentNot only that?But we
also included an added Audio Bonus so you can listen and learn, at home or on your commute!Are you ready to start
getting more from your content?To finally have it work for you?Then lets get started!Scroll back up and click 'Buy Now'
NEW YORK TIMES BESTSELLER • This instant classic explores how we can change our lives by changing our habits.
NAMED ONE OF THE BEST BOOKS OF THE YEAR BY The Wall Street Journal • Financial Times In The Power of
Habit, award-winning business reporter Charles Duhigg takes us to the thrilling edge of scientific discoveries that explain
why habits exist and how they can be changed. Distilling vast amounts of information into engrossing narratives that take
us from the boardrooms of Procter & Gamble to the sidelines of the NFL to the front lines of the civil rights movement,
Duhigg presents a whole new understanding of human nature and its potential. At its core, The Power of Habit contains
an exhilarating argument: The key to exercising regularly, losing weight, being more productive, and achieving success is
understanding how habits work. As Duhigg shows, by harnessing this new science, we can transform our businesses,
our communities, and our lives. With a new Afterword by the author “Sharp, provocative, and useful.”—Jim Collins “Few
[books] become essential manuals for business and living. The Power of Habit is an exception. Charles Duhigg not only
explains how habits are formed but how to kick bad ones and hang on to the good.”—Financial Times “A flat-out great
read.”—David Allen, bestselling author of Getting Things Done: The Art of Stress-Free Productivity “You’ll never look at
yourself, your organization, or your world quite the same way.”—Daniel H. Pink, bestselling author of Drive and A Whole
New Mind “Entertaining . . . enjoyable . . . fascinating . . . a serious look at the science of habit formation and
change.”—The New York Times Book Review
Joseph Sugarman, recognized as one of the nation's top copywriters, marketers & catalog pioneers, has sold millions of
dollars of products through the power of his pen. In TRIGGERS, Sugarman applies principles of direct marketing to the
field of personal selling through 25 powerful techniques he calls "psychological triggers." These techniques effectively
influence, persuade & motivate a prospect to make a positive buying decision. By learning just a few of these triggers any
sales or marketing person can make a dramatic difference in their selling success. Whether it be selling in person or
creating advertising that sells, knowledge of these psychological triggers is essential in a global competitive environment.
Many of the triggers may surprise you because they are not obvious & yet are highly effective. Others are obvious but are
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applied in unique & different ways. Simply understanding these principles can trigger positive responses to any sales
message, regardless of form. This invaluable book offers subtle but powerful tips for any salesperson, advertising
executive or marketer.
A renowned executive coach and psychologist shows readers how to recognize and overcome the emotional and
psychological triggers that set off a reaction or a behavior that often is detrimental so that they can achieve meaningful
and sustained change.
In 1994 Michael and Debi Pearl published To Train Up a Child. The book has sold over 625,000 copies, becoming "the handbook
on child training" for many families. The Pearls received so many child training questions in the mail that they began publishing a
free bimonthly magazine to answer them--No Greater Joy. As the subscriptions grew into the tens of thousands, subscribers kept
asking for back issues, thus the publication of No Greater Joy Volume One, Volume Two and Volume Three--each book
representing about two years of articles from back issues of the magazine. If you have read To Train Up a Child and you have
questions, chances are you will find the answers in No Greater Joy Volume One, Volume Two, or Volume Three.
A groundbreaking approach to creating memorable messages that are easy to process, hard to forget, and impossible to
ignore—using the latest in brain science Audiences forget up to 90 percent of what you communicate. But people make decisions
and act based on what they remember, so a pragmatic approach for the effective communicator is to be deliberate about the 10
percent that audiences do retain. Otherwise, content recall is random and inconsistent. Many experts have offered techniques on
how to improve your own memory, but not how to influence other people’s memory. Drawing on the latest research in
neuroscience and cognitive psychology, Impossible to Ignore is a practical step-by-step guide that will show you how to control the
10 percent that your audiences do remember by creating content that attracts attention, sharpens recall, and guides decisionmaking toward a desired action.
Disasters and public health emergencies can stress health care systems to the breaking point and disrupt delivery of vital medical
services. During such crises, hospitals and long-term care facilities may be without power; trained staff, ambulances, medical
supplies and beds could be in short supply; and alternate care facilities may need to be used. Planning for these situations is
necessary to provide the best possible health care during a crisis and, if needed, equitably allocate scarce resources. Crisis
Standards of Care: A Toolkit for Indicators and Triggers examines indicators and triggers that guide the implementation of crisis
standards of care and provides a discussion toolkit to help stakeholders establish indicators and triggers for their own
communities. Together, indicators and triggers help guide operational decision making about providing care during public health
and medical emergencies and disasters. Indicators and triggers represent the information and actions taken at specific thresholds
that guide incident recognition, response, and recovery. This report discusses indicators and triggers for both a slow onset
scenario, such as pandemic influenza, and a no-notice scenario, such as an earthquake. Crisis Standards of Care features
discussion toolkits customized to help various stakeholders develop indicators and triggers for their own organizations, agencies,
and jurisdictions. The toolkit contains scenarios, key questions, and examples of indicators, triggers, and tactics to help promote
discussion. In addition to common elements designed to facilitate integrated planning, the toolkit contains chapters specifically
customized for emergency management, public health, emergency medical services, hospital and acute care, and out-of-hospital
care.
With only seven seconds left until the crossroads, time is running out. Black Triggers face off as Miwa activates Fujin to bring the
invasion to an end. But can everyone really escape the worst possible future? -- VIZ Media
A NEW YORK TIMES BESTSELLER. ONE OF THE NEW YORK TIMES'S 10 BEST BOOKS OF 2020. Named one of the Best
Books of 2020 by The Washington Post, NPR, the Los Angeles Times, ELLE, Esquire, Parade, Teen Vogue, The Times (UK),
Fortune, Glamour, Town & Country, Apartment Therapy, Good Housekeeping, Electric Literature, Self, The Week (UK) and
BookPage. One of Amazon's Best 100 Books of 2020. A New York Times Book Review Editors' Choice and a January 2020
IndieNext Pick. "A definitive document of a world in transition: I won't be alone in returning to it for clarity and consolation for many
years to come." --Jia Tolentino, author of Trick Mirror: Reflections on Self-Delusion The prescient, page-turning account of a
journey in Silicon Valley: a defining memoir of our digital age In her mid-twenties, at the height of tech industry idealism, Anna
Wiener—stuck, broke, and looking for meaning in her work, like any good millennial--left a job in book publishing for the promise of
the new digital economy. She moved from New York to San Francisco, where she landed at a big-data startup in the heart of the
Silicon Valley bubble: a world of surreal extravagance, dubious success, and fresh-faced entrepreneurs hell-bent on domination,
glory, and, of course, progress. Anna arrived amidst a massive cultural shift, as the tech industry rapidly transformed into a locus
of wealth and power rivaling Wall Street. But amid the company ski vacations and in-office speakeasies, boyish camaraderie and
ride-or-die corporate fealty, a new Silicon Valley began to emerge: one in far over its head, one that enriched itself at the expense
of the idyllic future it claimed to be building. Part coming-of-age-story, part portrait of an already-bygone era, Anna Wiener’s
memoir is a rare first-person glimpse into high-flying, reckless startup culture at a time of unchecked ambition, unregulated
surveillance, wild fortune, and accelerating political power. With wit, candor, and heart, Anna deftly charts the tech industry’s shift
from self-appointed world savior to democracy-endangering liability, alongside a personal narrative of aspiration, ambivalence, and
disillusionment. Unsparing and incisive, Uncanny Valley is a cautionary tale, and a revelatory interrogation of a world reckoning
with consequences its unwitting designers are only beginning to understand.
The days of steak dinners, generic email blasts, and smooth talking are rapidly fading. Businesses are relying on data to power
their decisions, be more efficient, and grow faster. Salespeople are too. Personalization, automation, and smart management are
just some of the ways that sales teams are saving time, improving conversion rates, and closing more deals. We interviewed
leaders in B2B SaaS sales at companies like HubSpot, Salesloft, and OpenView to get practical advice on how to be a data-driven
salesperson. In Data-Driven Sales, you'll get insight on a number of areas, including: Chapter 1 -- How to price your SaaS product
Chapter 2 -- Using data for inbound lead qualification Chapter 3 -- The basics of scaling outbound sales Chapter 4 -- How to
increase outbound email conversion Chapter 5 -- The art & science of predictive sales forecasting Chapter 6 -- Finding buying
triggers Chapter 7 -- Optimizing sales compensation Chapter 8 -- How to create a repeatable sales process Chapter 9 -- Measure,
motivate, and improve your sales team's performance Chapter 10 -- The formula to scoring & hiring great sales reps Regardless of
how technical you are, you can use data to make an impact in your day-to-day. Use these tips from Data-Driven Sales to become
a modern salesperson, enhancing the way you see your product, leads, and team. Here's what one of our readers had to say
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about Data-Driven Sales: "Every chapter shows exactly how a company overcame their challenges and tactical ways you can do
the same. Most sales advice in SaaS is generic. This isn't." Hiten Shah, Co-Founder of Quick Sprout
A former international hostage negotiator for the FBI offers a new, field-tested approach to high-stakes negotiations—whether in the
boardroom or at home. After a stint policing the rough streets of Kansas City, Missouri, Chris Voss joined the FBI, where his career
as a hostage negotiator brought him face-to-face with a range of criminals, including bank robbers and terrorists. Reaching the
pinnacle of his profession, he became the FBI’s lead international kidnapping negotiator. Never Split the Difference takes you
inside the world of high-stakes negotiations and into Voss’s head, revealing the skills that helped him and his colleagues succeed
where it mattered most: saving lives. In this practical guide, he shares the nine effective principles—counterintuitive tactics and
strategies—you too can use to become more persuasive in both your professional and personal life. Life is a series of negotiations
you should be prepared for: buying a car, negotiating a salary, buying a home, renegotiating rent, deliberating with your partner.
Taking emotional intelligence and intuition to the next level, Never Split the Difference gives you the competitive edge in any
discussion.
Rarely has a book about advertising created such a commotion as this brilliant account of the principles of successful advertising.
Published in 1961, Reality in Advertising was listed for weeks on the general best-seller lists, and is today acknowledged to be
advertising's greatest classic. It has been translated into twelve languages and has been published in twenty-one separate editions
in fifteen countries. Leading business executives, and the advertising cognoscenti, hail it as "the best book for professionals that
has ever come out of Madison Avenue." Rosser Reeves says: "The book attempts to formulate certain theories of advertising,
many quite new, and all based on 30 years of intensive research." These theories, whose value has been proved in the
marketplace, all revolve around the central concept that success in selling a product is the key criterion of advertising. Get Your
Copy Now
Brian Kurtz is the bridge connecting the bedrock fundamentals of direct response marketing to the state-of-the-art strategies, tactics, and
channels of today. Overdeliver distills his expertise from working in the trenches over almost four decades to help readers build a business
that maximizes both revenue and relationships. Marketing isn't everything, according to Brian Kurtz. It's the only thing. If you have a vision or
a mission in life, why not share it with millions instead of dozens? And while you are sharing it with as many people as possible and creating
maximum impact, why not measure everything and make all of your marketing accountable? That's what this book is all about. In the world of
direct marketing, Brian Kurtz has seen it all and done it all over almost four decades. And he lives by the philosophy, "Those who did it have a
responsibility to teach it." Here's a small sample of what you'll learn: * The 4 Pillars of Being Extraordinary * The 5 Principles of why "Original
Source" matters * The 7 Characteristics that are present in every world class copywriter * Multiple ways to track the metrics that matter in
every campaign and every medium, online and offline * Why customer service and fulfillment are marketing functions * That the most
important capital you own has nothing to do with money * And much more Whether you're new to marketing or a seasoned pro, this book
gives you a crystal-clear road map to grow your business, make more money, maximize your impact in your market, and love what you're
doing while you're doing it. Kurtz takes you inside the craft to help you use all the tools at your disposal--from the intricate relationship
between lists, offers, and copy, to continuity and creating lifetime value, to the critical importance of multichannel marketing and more--so you
can succeed wildly, exceed all your expectations, and overdeliver every time.
Take a glimpse into the mind of the modern consumer A decade of swift and stunning change has profoundly affected the psychology of how,
when, and why we shop and buy. In Decoding the New Consumer Mind, award-winning consumer psychologist Kit Yarrow shares surprising
insights about the new motivations and behaviors of shoppers, taking marketers where they need to be today: into the deeply psychological
and often unconscious relationships that people have with products, retailers, marketing communications, and brands. Drawing on hundreds
of consumer interviews and shop-alongs, Yarrow reveals the trends that define our transformed behavior. For example, when we shop we
show greater emotionality, hunting for more intense experiences and seeking relief and distraction online. A profound sense of isolation and
individualism shapes the way we express ourselves and connect with brands and retailers. Neurological research even suggests that our
brains are rewired, altering what we crave, how we think, and where our attention goes. Decoding the New Consumer Mind provides
marketers with practical ways to tap into this new consumer psychology, and Yarrow shows how to combine technology and innovation to
enhance brand image; win love and loyalty through authenticity and integrity; put the consumer’s needs and preferences front and center;
and deliver the most emotionally intense, yet uncomplicated, experience possible. Armed with Yarrow’s strategies, marketers will be able to
connect more effectively with consumers—driving profit and success across the organization.
Structured Query Language (SQL) procedures, triggers, and functions, which are also known as user-defined functions (UDFs), are the key
database features for developing robust and distributed applications. IBM® DB2® for i supported these features for many years, and they are
enhanced in IBM i versions 6.1, 7.1, and 7.2. DB2 for i refers to the IBM DB2 family member and relational database management system
that is integrated within the IBM Power operating system that is known as IBM i. This IBM Redbooks® publication includes several of the
announced features for SQL procedures, triggers, and functions in IBM i versions 6.1, 7.1, and 7.2. This book includes suggestions,
guidelines, and practical examples to develop DB2 for i SQL procedures, triggers, and functions effectively. This book covers the following
topics: Introduction to the SQL/Persistent Stored Modules (PSM) language, which is used in SQL procedures, triggers, and functions SQL
procedures SQL triggers SQL functions This book is for IBM i database engineers and data-centric developers who strive to provide flexible,
extensible, agile, and scalable database solutions that meet business requirements in a timely manner. Before you read this book, you need
to know about relational database technology and the application development environment on the IBM Power SystemsTM with the IBM i
operating system.
A concrete framework for engaging today's buyer and building relationships Social Selling Mastery provides a key resource for sales and
marketing professionals seeking a better way to connect with today's customer. Author Jamie Shanks has personally built Social Selling
solutions in nearly every industry, and in this book, he shows you how to capture the mindshare of business leadership and turn relationships
into sales. The key is to reach the buyer where they're conducting due diligence—online. The challenge is then to strike the right balance, and
be seen as a helpful resource that can guide the buyer toward their ideal solution. This book presents a concrete Social Selling curriculum
that teaches you everything you need to know in order to leverage the new business environment into top sales figures. Beginning with the
big picture and gradually honing the focus, you'll learn the techniques that will change your entire approach to the buyer. Social Selling is not
social media marketing. It's a different approach, more one-to-one rather than one-to-many. It's these personal relationships that build
revenue, and this book helps you master the methods today's business demands. Reach and engage customers online Provide value and
insight into the buying process Learn more effective Social Selling tactics Develop the relationships that lead to sales Today's buyers are
engaging sales professionals much later in the buying process, but 74 percent of deals go to the sales professional who was first to engage
the buyer and provide helpful insight. The sales community has realized the need for change—top performers have already leveraged Social
Selling as a means of engagement, but many more are stuck doing "random acts of social," unsure of how to proceed. Social Selling Mastery
provides a bridge across the skills gap, with essential guidance on selling to the modern buyer.
Introducing 7 scientifically proven ways to masterfully apply the skill of persuasion and get the results you want Everybody knows that the
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best way to persuade people to reach the “Yes” response is by using logic and reason, right? Wrong. According to the latest research in
neuroscience, most people respond to emotional cues rather than rational ones. Instead of using facts and figures to persuade, you should
be tapping into the brain’s internal triggers for making decisions. With the new technology of realtime brain imaging, scientists have been
able to pinpoint seven of these emotional triggers. Activating one or more of the other person’s triggers will make you a master persuader in
every aspect of your life. You’ll learn how to motivate a “Yes” response from clients, coworkers, employees, and entire organizations. Just
say “YES” to success. "7 Triggers to Yes is a great book. It's not the same old information repackaged. It contains information you can apply
not only to your job but also in your everyday life, so you will forge constructive relationships, become a better leader, and create
organizational change--all of which will lead to a more powerful, influential, and successful life." --From the review by Melissa F. Thompson,
project manager/instructional designer, in Training Magazine
The coauthors of the New York Times–bestselling Difficult Conversations take on the toughest topic of all: how we see ourselves Douglas
Stone and Sheila Heen have spent the past fifteen years working with corporations, nonprofits, governments, and families to determine what
helps us learn and what gets in our way. In Thanks for the Feedback, they explain why receiving feedback is so crucial yet so challenging,
offering a simple framework and powerful tools to help us take on life’s blizzard of offhand comments, annual evaluations, and unsolicited
input with curiosity and grace. They blend the latest insights from neuroscience and psychology with practical, hard-headed advice. Thanks
for the Feedback is destined to become a classic in the fields of leadership, organizational behavior, and education.
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