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THE 1% WINDFALL
HOW SUCCESSFUL COMPANIES USE PRICE TO PROFIT AND GROW
Harper Collins Leading pricing expert Raﬁ Mohammed shows businesses
how to reap a ﬁnancial windfall and foster growth using the underutilized
and often overlooked strategy of setting prices. The 1% Windfall reveals
how modest incremental changes to an everyday business
practice—pricing—can yield signiﬁcant rewards. Illustrating the power of
pricing, a study of the Global 1200 found that if companies raised prices by
just 1%, their average operating proﬁts would increase by 11%. Using a 1%
increase in price, some companies would see even more growth in
percentage of proﬁt: Sears, 155%; McKesson, 100%; Tyson, 81%; Land
O'Lakes, 58%; and Whirlpool, 35%. The good news is that better pricing is
more than simply raising prices. Instead, the key is to oﬀer customers a
variety of pricing options. This strategy is win-win: proﬁts to companies
and choices for consumers. But how do executives and managers set the
right price? Underpinned by sound empirical research and real-life
anecdotes, The 1% Windfall addresses this fundamental question. This
book oﬀers guidelines that any company—whether a multinational
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conglomerate, a small business, or even a nonproﬁt—can follow to create a
comprehensive pricing strategy for any product or service. In addition,
these versatile techniques and tools provide solutions to avert a slump in a
recession, oﬀset the impact of inﬂation, or battle a new competitor. The
result is a mind-opening, clear blueprint for com-panies to price for proﬁt
and growth.

THE 1% WINDFALL (SUMMARY)
HOW SUCCESSFUL COMPANIES USE PRICE TO PROFIT AND GROW
getAbstract Summary: Get the key points from this book in less than 10
minutes.Many companies don't realize how much more proﬁtable they
could become through creative pricing. Even just a single percentage-point
price increase can make a big diﬀerence to your bottom line: McKinsey &
Company found that a 1% uptick in prices translates to an average 11%
rise in operating proﬁts. Pricing expert Raﬁ Mohammed shows you how to
maximize your gains with "value-based pricing" and how to implement a
range of pricing strategies and tactics to attract new customers and keep
current clients buying. Although the prose can be dry at times, this manual
provides crucial points to consider. getAbstract recommends it to those
who set their products' prices, including CEOs, CFOs, managers,
entrepreneurs and marketers.Book Publisher:Copyright 2010 by Raﬁ
Mohammed. Published by arrangement with HarperBusiness, an imprint of
HarperCollins Publishers

THE ART OF PRICING
HOW TO FIND THE HIDDEN PROFITS TO GROW YOUR BUSINESS
Crown Pub Furnishes a practical and easy-to-understand guide on how to
use pricing to increase hidden proﬁts and develop new growth
opportunities, oﬀering helpful advice, strategies, and techniques for
increasing proﬁt margins. 20,000 ﬁrst printing.

VALUE-BASED PRICING: DRIVE SALES AND BOOST YOUR BOTTOM
LINE BY CREATING, COMMUNICATING AND CAPTURING CUSTOMER
VALUE
McGraw Hill Professional A Groundbreaking Pricing Model for the New
Business Landscape Why would any customer choose Brand X over Brand
Y, regardless of price? In a word: Value. When customers feel they are
getting good value from your product or service, they are more than happy
to pay more—which is good news for you and your business. Even in
today’s global market—with its aggressive competitors, low-cost
commodities, savvy consumers, and intangible digital oﬀerings—you can
outsell and outperform the rest using Value-Based Pricing. Done correctly,
this method of pricing and selling helps you: Understand your customers’
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wants and needs Focus on what makes your company diﬀerent Quantify
your diﬀerences and build a value-based strategy Communicate your value
directly to your customers Now more than ever, it is essential for you to
reexamine the reality of the value you oﬀer customers—and this step-bystep program shows you how. Developed by global consultants Harry
Macdivitt and Mike Wilkinson, Value-Based Pricing identiﬁes three basic
elements of the Value Triad: revenue gain, cost reduction, and emotional
contribution. By delivering these core values to your customers—through
marketing, selling, negotiation, and pricing—you can expect an increase in
proﬁts, productivity, and consumer goodwill. These are the same valuebased strategies used by major companies such as Philips, Alstom,
Siemens, and Virgin Mobile. And when it comes to today’s more intangible
markets—such as consulting services or digital properties like e-books and
music ﬁles—these value-based strategies are more important than ever. So
forget about your old pricing methods based on costs and competition.
Once you know your own value—and how to communicate it to
others—everybody proﬁts.

WINDFALL
THE BOOMING BUSINESS OF GLOBAL WARMING
Penguin A fascinating investigation into how people around the globe are
cashing in on a warming world McKenzie Funk has spent the last six years
reporting around the world on how we are preparing for a warmer planet.
Funk shows us that the best way to understand the catastrophe of global
warming is to see it through the eyes of those who see it most clearly—as a
market opportunity. Global warming’s physical impacts can be separated
into three broad categories: melt, drought, and deluge. Funk travels to two
dozen countries to proﬁle entrepreneurial people who see in each of these
forces a potential windfall. The melt is a boon for newly arable, mineralrich regions of the Arctic, such as Greenland—and for the surprising kings
of the manmade snow trade, the Israelis. The process of desalination, vital
to Israel’s survival, can produce a snowlike by-product that alpine
countries use to prolong their ski season. Drought creates opportunities
for private ﬁreﬁghters working for insurance companies in California as
well as for fund managers backing south Sudanese warlords who control
local farmland. As droughts raise food prices globally, there is no more
precious asset. The deluge—the rising seas, surging rivers, and
superstorms that will threaten island nations and coastal cities—has been
our most distant concern, but after Hurricane Sandy and failure after
failure to cut global carbon emissions, it is not so distant. For Dutch
architects designing ﬂoating cities and American scientists patenting
hurricane defenses, the race is on. For low-lying countries like Bangladesh,
the coming deluge presents an existential threat. Funk visits the front lines
of the melt, the drought, and the deluge to make a human accounting of
the booming business of global warming. By letting climate change
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continue unchecked, we are choosing to adapt to a warming world.
Containing the resulting surge will be big business; some will beneﬁt, but
much of the planet will suﬀer. McKenzie Funk has investigated both sides,
and what he has found will shock us all. To understand how the world is
preparing to warm, Windfall follows the money.

PRICING FOR PROFIT
HOW TO DEVELOP A POWERFUL PRICING STRATEGY FOR YOUR
BUSINESS
Kogan Page Limited Price is the most signiﬁcant factor aﬀecting the
proﬁtability of every business, proﬁt centre or department. When the
pressure is on to perform or grow, your instinct may be to discount,
undercut your competitors, cut costs and promote through price. Yet these
are often the last things you should do. Pricing for Proﬁt is the most
practical guide on pricing available. Using a ﬁrm, proﬁt-focused framework
developed running real projects for real businesses, this book shows you
how by getting your pricing structures right you can make a huge
diﬀerence to your bottom line. It gives business owners, managers and
leaders simple, achievable pricing strategies that will deliver sustainable
business growth. Can you aﬀord to leave money on the table? If not,
Pricing for Proﬁt is the guide for you.

WINDFALL
HOW THE NEW ENERGY ABUNDANCE UPENDS GLOBAL POLITICS AND
STRENGTHENS AMERICA'S POWER
Simon and Schuster Windfall is the boldest proﬁle of the world’s energy
resources since Daniel Yergin’s The Quest, asserting that the new energy
abundance—due to oil and gas resources once deemed too expensive—is
transforming the geo-political order and is boosting American power.
“Riveting and comprehensive...a smart, deeply researched primer on the
subject.” —The New York Times Book Review As a new administration
focuses on driving American energy production, O’Sullivan’s “refreshing
and illuminating” (Foreign Policy) Windfall describes how new energy
realities have profoundly aﬀected the world of international relations and
security. New technologies led to oversupplied oil markets and an
emerging natural gas glut. This did more than drive down prices—it
changed the structure of markets and altered the way many countries
wield power and inﬂuence. America’s new energy prowess has global
implications. It transforms politics in Russia, Europe, China, and the Middle
East. O’Sullivan considers the landscape, oﬀering insights and presenting
consequences for each region’s domestic stability as energy abundance
upends traditional partnerships, creating opportunities for cooperation.
The advantages of this new abundance are greater than its downside for
the US: it strengthens American hard and soft power. This is “a powerful
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argument for how America should capitalise on the ‘New Energy
Abundance’” (The Financial Times) and an explanation of how new energy
realities create a strategic environment to America’s advantage.

PRICING DONE RIGHT
THE PRICING FRAMEWORK PROVEN SUCCESSFUL BY THE WORLD'S
MOST PROFITABLE COMPANIES
John Wiley & Sons Practical guidance and a fresh approach for more
accurate value-based pricing Pricing Done Right provides a cutting-edge
framework for value-based pricing and clear guidance on ideation,
implementation, and execution. More action plan than primer, this book
introduces a holistic strategy for ensuring on-target pricing by shifting the
conversation from 'What is value-based pricing?' to 'How can we ensure
that our pricing reﬂects our goals?' You'll learn to identify the decisions
that must be managed, how to manage them, and who should make them,
as illustrated by real-world case studies. The key success factor is to build
a pricing organization within your organization; this reveals the
relationships between pricing decisions, how they aﬀect each other, and
what the ultimate eﬀects might be. With this deep-level insight, you are
better able to decide where your organization needs to go. Pricing needs to
be done right, and pricing decisions have to be made—but are you sure
that you're leaving these decisions to the right people? Few managers are
conﬁdent that their prices accurately reﬂect the cost and value of their
product, and this uncertainty leaves money on the table. This book
provides a practical template for better pricing strategies, methods, roles,
and decisions, with a concrete roadmap through execution. Identify the
right questions for pricing analyses Improve your pricing strategy and
decision making process Understand roles, accountability, and value-based
pricing Restructure perspectives to help pricing reﬂect your organization's
goals The critical link between pricing and corporate strategy must be
reﬂected in the decision making process. Pricing Done Right provides the
blueprint for more accurate pricing, with expert guidance throughout the
change process.

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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SUDDEN MONEY
MANAGING A FINANCIAL WINDFALL
John Wiley & Sons From inheritances and divorce and insurance
settlements to retirement payouts and the most recent phenomenon of
stock options, the largest transfer of wealth in the history of America is
now taking place. For some, this welcome event is relatively stress-free.
But for those who are inexperienced in dealing with large sums of money, a
windfall can be an overwhelming, even losing, situation. What is the
diﬀerence between those who build on their ﬁnancial gains and those who
end up worse oﬀ than before? In this much-needed, one-of-a-kind book, top
ﬁnancial planner Susan Bradley gets to the heart of the matter by
examining the emotional complexity of the windfall experience and how to
manage it-and your newfound money-successfully. Whatever the sum
involved, the impact of one's emotional state on the way money is handled-or mishandled--cannot be underestimated. In addition to the legal
intricacies of receiving sudden money, the element of surprise that catches
people unprepared also often leaves them there. Here, at last, is a type of
"owner's manual" to sudden money that demystiﬁes the process for
recipients and their ﬁnancial planners. Based on her work with countless
clients, many of whose stories appear in this book, Bradley has developed
a step-by-step program for moving safely through the three phases of
building a solid ﬁnancial foundation: Preparation and Planning Investing
Monitoring, Giving, and Sharing Giving individual attention to each
possible windfall event, Bradley addresses their distinct tax consequences,
insurance and estate planning considerations, as well as the crucial
emotional component. She also shares advice on how to put together the
proper team of advisors, including an attorney and a therapist. When
correctly handled, an unexpected windfall can provide expected beneﬁts
that will continue far beyond the lifetime of the initial recipient---and turn
sudden money into lasting wealth. Turn Sudden Money into Lasting Wealth
Maximize your wealth and minimize your stress and confusion with this
unique, indispensable guide to handling a sudden ﬁnancial windfall.
Written by nationally recognized ﬁnancial planner Susan Bradley, Sudden
Money provides a complete program for successfully managing newfound
wealth. Discover ways to: Stay calm and not make decisions based on your
emotions Seek experienced, professional advice Avoid pressure from
others Create and execute the best ﬁnancial plan for you Most important,
Sudden Money provides you with easy-to-implement, proven ways to
ensure that your ﬁnancial gains are more than ﬂeeting good fortune. "A
'must read' for ﬁnancial advisors and for clients who have received
ﬁnancial windfalls. Susan Bradley has detailed--in an easy-to-apply way--a
new ﬁnancial planning discipline that is sure to become a vital part of
discussions about the burgeoning wealth in this country." —Ronni Burns,
Wall Street consultant "This book is essential for anyone who receives a
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ﬁnancial windfall. It's an easy read and packed with useful advice." —Don
Phillips, CEO, Morningstar "Reading this book is like having a trusted friend
explain what to expect, what to do, and what not to do at a happy time
that can also be overwhelming and stressful. This book has been
extraordinarily helpful to me." —Marci Shimoﬀ, coauthor, Chicken Soup for
the Soul "Women in particular are often ill prepared to manage a ﬁnancial
windfall. Without careful planning, it could turn into a pitfall. Susan
Bradley's book is a sensible guide on how to handle instant wealth."
—Jennifer Openshaw, CEO, WFN.com, Financial Network for Women

THE PSYCHOLOGY OF PRICE
Jaico Publishing House How to Use Price to Increase Demand, Proﬁt and
Customer Satisfaction HOW SMART IS YOUR PRICING? For any business,
deciding how much to charge for a product or service is crucial. By gaining
an insight into the way consumers think and purchase, you can generate
more demand, more customer value – and more proﬁt. MAXIMISE REVENUE
• How do unwanted products Inﬂuence what customers expect to pay? •
How does oﬀering extras for free dramatically increases Perceived Value? •
Why does changing the timing of a payment make people pay 50% More?
TRIED AND TESTED TECHNIQUES Written by the founder of Inon, a leading
pricing consultancy, whose clients range from the BBC and Grant’s Whisky
to Alzheimer’s Disease International and HM Treasury, The Psychology of
Price provides an insight into the strategies used by multinational
corporations. Leigh Caldwell is a pricing expert and leading researcher in
behavioural economics, writing the UK’s most popular behavioural blog
(www.knowingandmaking.com) and appearing as a frequent guest on BBC
News. By background a mathematician and economist, he is the founder
and chief executive of Inon, the UK’s leading pricing consultancy.

THE ART OF PRICING, NEW EDITION
HOW TO FIND THE HIDDEN PROFITS TO GROW YOUR BUSINESS
Want to make a bad year better or turn a good year into a blockbuster?
Improve your pricing strategy and discover the untapped gold mine that
exists in your products and services. Whether you are in marketing, a
manager, on the salesforce, in ﬁnance, or the CEO/CFO, pricing your
products matters to you. The Art of Pricing is a practical guide for solving
one of the most important dilemmas in business: how to use price to
uncover hidden proﬁts and ﬁnd new opportunities for growth. This
roadmap to pricing illustrates and explains: The ﬁnancial windfall that can
be reaped from small changes in price Methods to derive the "right price"
for your product or service How a series of easy-to-implement strategies
enables companies to serve and proﬁt from the largest possible customer
base How new pricing strategies can activate dormant customers Why the
key to better pricing is to provide customers with options - diﬀerent prices,
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versions, and opportunities to purchase - to best meet their needs. Using a
range of examples, from small businesses to big companies like Ford, Raﬁ
shows how expanding your vision of pricing can accelerate proﬁts and
growth at your company. Critical Reviews When The Art of Pricing ﬁrst
came out, The New York Times named it among those business books that
"should have been best sellers" but got lost "in the shuﬄe." "The key to
getting that additional proﬁt, Mr. Mohammed contends in a clear,
conversational tone, is to oﬀer customers a variety of pricing options and
allow them to pick the one that works best for them...What is clear from
Mr. Mohammed's book is that it might be easier to produce greater
margins by concentrating on the numerator (price) - what you charge instead of obsessing about costs." The New York Times "The Art of Pricing
is an entertaining primer on how to unlock 'hidden proﬁts' and growth by
aligning your product's price with the value customers place on it."
BusinessWeek SmallBiz "This conversational, easy and informative read is
worth paying attention to." Entrepreneur Magazine "Here is a book that is
really 'where the rubber meets the road' pricing...I enjoyed this book
because the author wrote a book full of real world examples." A Jack Covert
Monthly Selection, 800CEOREAD Included in the Forbes' Entrepreneurial
Library (10 books that no entrepreneur should be without). "Pricing
products and services is one of the most crucial, and diﬃcult, decisions
that an entrepreneur will make...he (Mohammed) ﬁnds psychological and
macroeconomic rules to help readers set prices eﬀectively as they enter
the marketplace." Forbes.com Testimonials "A lighthearted, anecdotal, but
theoretically sophisticated primer on pricing, highly personal and readable,
with abundant illustrations." Alfred E. Kahn, Robert Julius Thorne Professor
of Political Economy, Emeritus, at Cornell University, and former chairman
of the Civil Aeronautics Board "The Art of Pricing is a 'must read' for every
manager; it will help you better serve your customers as well as make you
more money." Irving Azoﬀ, CEO of TicketMaster and CEO of Frontline
Management "This book is richly illustrated with stories that show how
pricing is as much disciplined science as art, and that masters of this
discipline can reap proﬁt while delighting customers. Raﬁ Mohammed is
the da Vinci of pricing!" Robert G. Cross, Chairman and CEO of Revenue
Analytics

PRICE MANAGEMENT
STRATEGY, ANALYSIS, DECISION, IMPLEMENTATION
Springer In this book, the world’s foremost experts on pricing integrate
theoretical rigor and practical application to present a comprehensive
resource that covers all areas of the ﬁeld. This volume brings together
quantitative and qualitative approaches and highlights the most current
innovations in theory and practice. Going beyond the traditional
constraints of “price theory” and “price policy,” the authors coined the
term “price management” to represent a holistic approach to pricing
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strategy and tactical implementation. They remind us that the Ancient
Romans used one word, pretium, to mean both price and value. This is the
fundamental philosophy that drives successful price management where
producer and customer meet. Featuring dozens of examples and case
studies drawn from their extensive research, consulting, and teaching
around the world, Simon and Fassnacht cover all aspects of pricing
following the price management process with its four phases: strategy,
analysis, decision, and implementation. Thereby, the authors take into
account the nuances across industry sectors, including consumer goods,
industrial products, services, and trade/distribution. In particular, they
address the implications of technological advancements, such as the
Internet and new measurement and sensor technologies that have led to a
wealth of price management innovations, such as ﬂat rates, freemium, payper-use, or pay-what-you-want. They also address the emergence of new
price metrics, Big Data applications, two-sided price systems, negative
prices, and the sharing economy, as well as emerging payment systems
such as bitcoin. The result is a “bible” for leaders who recognize that price
is not only a means to drive proﬁt in the short term, but a tool to generate
sustained growth in shareholder value over the longer term, and a primer
for researchers, instructors, and students alike. Praise for Price
Management “This book is truly state of the art and the most
comprehensive work in price management.” - Prof. Philip Kotler, Kellogg
School of Management, Northwestern University “This very important book
builds an outstanding bridge between science and practice.“ - Kasper
Rorsted, CEO, Adidas “This book provides practical guidelines on value
creation, communication and management, which is an imperative for
businesses to survive in the coming era of uncertainty.” - Dr. Chang-Gyu
Hwang, Chairman and CEO, KT Corporation (Korea Telecom)

WINDFALL
Delacorte Press This romantic story of hope, chance, and change from the
author of The Statistical Probability of Love at First Sight is one JENNY HAN
says is ﬁlled with all of her "favorite things," MORGAN MATSON calls
“something wonderful” and STEPHANIE PERKINS says “is rich with the
intensity of real love.” Alice has never believed in luck, but that doesn’t
stop her from rooting for love. After pining for her best friend Teddy for
years, she jokingly gifts him a lottery ticket—attached to a note professing
her love—on his birthday. Then, the unthinkable happens: he actually wins.
At ﬁrst, it seems like the luckiest thing on earth. But as Teddy gets swept
up by his $140 million windfall and fame and fortune come between them,
Alice is forced to consider whether her stroke of good fortune might have
been anything but. She bought a winning lottery ticket. He collected the
cash. Will they realize that true love’s the real prize? Featured in
Seventeen Magazine's "What's Hot Now" “Windfall is about all of my
favorite things—a girl’s ﬁrst big love, her ﬁrst big loss, and—her ﬁrst big
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luck.” —JENNY HAN, New York Times bestselling author of To All the Boys
I’ve Loved Before “Windfall is perfectly named; reading it, I felt like I had
suddenly found something wonderful.” —MORGAN MATSON, New York
Times bestselling author of The Unexpected Everything “Windfall is rich
with the intensity of real love— in all its heartache and hope.” —STEPHANIE
PERKINS, New York Times bestselling author of Isla and the Happily Ever
After "If you’re looking for your next great read, then you’re in 'luck!'"
—Justine Magazine

THE WINDFALL CLUB WHAT TO DO WHEN LIFE DEALS YOU A GOOD
HAND
Strategic Book Publishing Did you know that up to 60% of people who gain
a ﬁnancial windfall lose it within two years? How does that happen? What
do you need to do as soon as a windfall comes your way to avoid becoming
a statistic? Have you had the good fortune to receive a ﬁnancial windfall
from retirement, an inheritance, redundancy, compensation payment,
divorce settlement, insurance claim, sale of business, lottery win or income
from a career as a sports person or entertainer? An invaluable guidebook is
here for turning that windfall into lifelong ﬁnancial security. Author and
ﬁnancial planner Janne Ashton has written an easy to understand, step-bystep guide that provides education on what to do from day one and into
the future. In this book you will learn how to: Make a decision and when to
avoid making one. Be aware of how emotions play a large part in how
money is handled and how those emotions can aﬀect decisions. Choose
from the inﬁnite possibilities of investments; how to budget, minimise tax,
manage debt, protect assets and choose a professional team of advisers.
Ashton shares her formula for successful money management, based on
easy-to-understand practical education. This book will show you how to
manage your windfall to provide a lifetime of income. Janne Ashton is a
successful ﬁnancial planner who has helped hundreds with their windfalls.
Ms. Ashton is currently writing her second ﬁnancial book and lives in
Sydney, Australia. Publisher's website:

THE WINDFALL
A NOVEL
Crown Publishing Group (NY) "For the past thirty years, Mr. and Mrs. Jha's
lives have been deﬁned by cramped spaces, cut corners, gossipy
neighbors, and the small dramas of stolen yoga pants and stale marriages.
They thought they'd settled comfortably into their golden years, pleased
with their son's acceptance into an American business school. But then Mr.
Jha comes into an enormous and unexpected sum of money, and moves his
wife from their housing complex in East Delhi to the super-rich side of
town, where he becomes eager to ﬁt in as a man of status"--]cProvided by
publisher.
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PRICING WITH CONFIDENCE
10 WAYS TO STOP LEAVING MONEY ON THE TABLE
John Wiley & Sons Bad pricing is a great way to destroy your company’s
value, revenue, and proﬁts. With ten simple rules, this book shows you
how to deliver both healthy proﬁt margins and robust revenue growth
while kicking the dreaded discounting habit. The authors destroy the
conventional wisdom that you have to trade margins for revenues and
show you how to fully exploit the value your company oﬀers customers.
This is a proven plan for increasing sales without sacriﬁcing proﬁts.

OPERATIONS STRATEGY
Prentice Hall Operation Strategy Second Edition Nigel Slack and Michael
Lewis Ideal for Advanced Undergraduate and Postgraduate students, this
book builds on concepts from Strategic Management, Operations
Management, Marketing and HRM to give students a comprehensive
understanding of Operations Strategy. Features Comprehensive and
accessible with authoritative authorship and an excellent blend of theory
and practice A European context Engaging case studies Teaching resources
including an Instructor’s Manual with extensive case notes and PowerPoint
slides atwww.pearsoned.co.uk/slack. What’s New? This new edition has
been focused to concentrate on the most signiﬁcant topics in the subject,
with 10 chapters replacing the previous 15. New material has been added
and coverage of some older topics has been revised (see new table of
contents). End-of-chapter case exercises have been replaced by a major
end-of-book section of ‘Harvard-type’ cases. New to the Instructor’s
resources online: additional cases and a set of questions and answers for
class use / exam use. New coverage of hot topics, such as the implications
of ERP and Six Sigma on ops strategy, agility and it’s inter-relationship
with lean, supply management issues, operations strategy for competitive
advantage and SCM, and implementation.

THE INNOVATION STACK
BUILDING AN UNBEATABLE BUSINESS ONE CRAZY IDEA AT A TIME
Penguin From the cofounder of Square, an inspiring and entertaining
account of what it means to be a true entrepreneur and what it takes to
build a resilient, world-changing company In 2009, a St. Louis glassblowing
artist and recovering computer scientist named Jim McKelvey lost a sale
because he couldn't accept American Express cards. Frustrated by the high
costs and diﬃculty of accepting credit card payments, McKelvey joined his
friend Jack Dorsey (the cofounder of Twitter) to launch Square, a startup
that would enable small merchants to accept credit card payments on their
mobile phones. With no expertise or experience in the world of payments,
they approached the problem of credit cards with a new perspective,
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questioning the industry's assumptions, experimenting and innovating
their way through early challenges, and achieving widespread adoption
from merchants small and large. But just as Square was taking oﬀ, Amazon
launched a similar product, marketed it aggressively, and undercut Square
on price. For most ordinary startups, this would have spelled the end.
Instead, less than a year later, Amazon was in retreat and soon
discontinued its service. How did Square beat the most dangerous
company on the planet? Was it just luck? These questions motivated
McKelvey to study what Square had done diﬀerently from all the other
companies Amazon had killed. He eventually found the key: a strategy he
calls the Innovation Stack. McKelvey's fascinating and humorous stories of
Square's early days are blended with historical examples of other worldchanging companies built on the Innovation Stack to reveal a pattern of
ground-breaking, competition-proof entrepreneurship that is rare but
repeatable. The Innovation Stack is a thrilling business narrative that's
much bigger than the story of Square. It is an irreverent ﬁrst-person look
inside the world of entrepreneurship, and a call to action for all of us to
ﬁnd the entrepreneur within ourselves and identify and ﬁx unsolved
problems--one crazy idea at a time.

THE ART OF STRATEGY
A GAME THEORIST'S GUIDE TO SUCCESS IN BUSINESS & LIFE
W. W. Norton & Company The authors of Thinking Strategically
demonstrate how to apply the principles in game theory to achieve greater
personal and professional successes, drawing on a diverse array of case
studies to explain how to develop a win-oriented way of seeing the world.

ROMANCE IN MARSEILLE
Penguin The pioneering novel of physical disability, transatlantic travel,
and black international politics. A vital document of black modernism and
one of the earliest overtly queer ﬁctions in the African American tradition.
Published for the ﬁrst time. A Penguin Classic A New York Times Book
Review Editors' Choice/Staﬀ Pick Vulture's Ten Best Books of 2020 pick
Buried in the archive for almost ninety years, Claude McKay's Romance in
Marseille traces the adventures of a rowdy troupe of dockworkers,
prostitutes, and political organizers--collectively straight and queer,
disabled and able-bodied, African, European, Caribbean, and American. Set
largely in the culture-blending Vieux Port of Marseille at the height of the
Jazz Age, the novel takes ﬂight along with Lafala, an acutely disabled but
abruptly wealthy West African sailor. While stowing away on a
transatlantic freighter, Lafala is discovered and locked in a frigid closet.
Badly frostbitten by the time the boat docks, the once-nimble dancer loses
both of his lower legs, emerging from life-saving surgery as what he terms
"an amputated man." Thanks to an improbably successful lawsuit against
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the shipping line, however, Lafala scores big in the litigious United States.
Feeling ﬂush after his legal payout, Lafala doubles back to Marseille and
resumes his trans-African aﬀair with Aslima, a Moroccan courtesan. With
its scenes of black bodies ﬁghting for pleasure and liberty even when
stolen, shipped, and sold for parts, McKay's novel explores the heritage of
slavery amid an unforgiving modern economy. This ﬁrst-ever edition of
Romance in Marseille includes an introduction by McKay scholars Gary
Edward Holcomb and William J. Maxwell that places the novel within both
the "stowaway era" of black cultural politics and McKay's challenging
career as a star and skeptic of the Harlem Renaissance.

THE PERSONAL MBA
A WORLD-CLASS BUSINESS EDUCATION IN A SINGLE VOLUME
Penguin UK Sharing the essentials of sales, marketing, negotiation,
strategy, and much more, the creator of PersonalMBA.com shows readers
how to master the fundamentals, hone their business instincts, and save a
fortune in tuition.

THE PRICE ADVANTAGE
John Wiley & Sons The Price Advantage by three preeminent experts at
McKinsey & Company is the most pragmatic and insightful book on pricing
available. Based on in-depth, ﬁrst-hand experience with hundreds of
companies, this book is designed to provide managers with comprehensive
guidance through the maze of pricing issues. The authors demonstrate why
pricing excellence is critical to corporate success and proﬁtability, then
explain state-of-the-art approaches to analyzing and improving your own
pricing strategy for any product or service. Their advice is critical for
readers who need to develop pricing strategies that work in both good
economic times and bad.

THE THIEF IN YOUR COMPANY
PROTECT YOUR ORGANIZATION FROM THE FINANCIAL AND
EMOTIONAL IMPACTS OF INSIDER FRAUD
Lioncrest Publishin Fraud can happen anywhere-even in the most
successful companies. Most businesses, large and small, lose an average of
5% of their annual gross revenues to insider fraud. The worst part? The
Thief in Your Company is most likely the person you trust the most.
Forensic accountant Tiﬀany Couch is a sleuth with an adding machine. She
has seen theft in many forms, but what sticks with her the most is not the
fraud schemes or the dollar losses. It's the victims who all experience the
same emotional devastation that these crimes leave in their wake. And her
warning: It can happen to you. The Thief in Your Company will educate you
and entertain you, pull at your heart strings, and convince you to put her
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time-tested security blueprint into practice. All types and sizes of
organizations will learn how to: Be familiar with and protect against the
most common fraud schemes Recognize who the typical fraudsters are
Leave the door open for whistleblowers to report suspicious activity Take
speciﬁc actionable steps if fraudulent activity is discovered Understand the
emotional impacts of ﬁnancial crimes The impacts of fraud are ﬁnancially
and emotionally devastating. Taking simple actionable steps will help
companies recover, gain peace of mind, and take their power back.

WHY BUSINESS MODELS MATTER
12 MONTHS TO $1 MILLION
HOW TO PICK A WINNING PRODUCT, BUILD A REAL BUSINESS, AND
BECOME A SEVEN-FIGURE ENTREPRENEUR
BenBella Books This is the road map to a seven-ﬁgure business . . . in one
year or less The word "entrepreneur" is today's favorite buzzword, and any
aspiring business owner has likely encountered an overwhelming number
of so-called "easy paths to success." The truth is that building a real,
proﬁtable, sustainable business requires thousands of hours of
commitment, grit, and hard work. It's no wonder why more than half of
new businesses close within six years of opening, and fewer than 5 percent
will ever earn more than $1 million annually. 12 Months to $1 Million
condenses the startup phase into one fast-paced year that has helped
hundreds of new entrepreneurs hit the million-dollar level by using an
exclusive and foolproof formula. By cutting out the noise and providing a
clear and proven plan, this roadmap helps even brand-new entrepreneurs
make decisions quickly, get their product up for sale, and launch it to a
crowd that is ready and waiting to buy. This one-year plan will guide you
through the three stages to your ﬁrst $1 million: • The Grind (Months 0-4):
This step-by-step plan will help you identify a winning product idea, target
customers that are guaranteed to buy, secure funding, and take your ﬁrst
sale within your ﬁrst four months. • The Growth (Months 5 - 8): Once you're
in business, you will discover how to use cheap and eﬀective advertising
strategies to get your product to at least 25 sales per day, so you can
prove you have a proﬁtable business. • The Gold (Months 9-12): It's time to
establish series of products available for sale, until you are averaging at
least 100 sales per day, getting you closer to the million-dollar mark every
single day. Through his training sessions at Capitalism.com, Ryan Daniel
Moran has helped new and experienced entrepreneurs launch scalable and
sustainable online businesses. He's seen more than 100 entrepreneurs
cross the seven-ﬁgure barrier, many of whom go on to sell their
businesses. If your goal is to be a full-time entrepreneur, get ready for one
chaotic, stressful, and rewarding year. If you have the guts to complete it,
you will be the proud owner of a million-dollar business and be in a
position to call your own shots for life.
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THE REFERRAL ENGINE
TEACHING YOUR BUSINESS TO MARKET ITSELF
Penguin The small business guru behind Duct Tape Marketing shares his
most valuable lesson: how to get your customers to do your best marketing
for you. The power of glitzy advertising and elaborate marketing
campaigns is on the wane; word- of-mouth referrals are what drive
business today. People trust the recommendation of a friend, family
member, colleague, or even stranger with similar tastes over anything
thrust at them by a faceless company. Most business owners believe that
whether customers refer them is entirely out of their hands. But science
shows that people can't help recommending products and services to their
friends-it's an instinct wired deep in the brain. And smart businesses can
tap into that hardwired desire. Marketing expert John Jantsch oﬀers
practical techniques for harnessing the power of referrals to ensure a
steady ﬂow of new customers. Keep those customers happy, and they will
refer your business to even more customers. Some of Jantsch's strategies
include: -Talk with your customers, not at them. Thanks to social
networking sites, companies of any size have the opportunity to engage
with their customers on their home turf as never before-but the key is
listening. -The sales team is the most important part of your marketing
team. Salespeople are the company's main link to customers, who are the
main source of referrals. Getting them on board with your referral strategy
is critical. -Educate your customers. Referrals are only helpful if they're
given to the right people. Educate your customers about whom they should
be talking to. The secret to generating referrals lies in understanding the
"Customer Referral Cycle"-the way customers refer others to your company
who, in turn, generate even more referrals. Businesses can ensure a
healthy referral cycle by moving customers and prospects along the path
of Know, Like, Trust, Try, Buy, Repeat, and Refer. If everyone in an
organization keeps this sequence in mind, Jantsch argues, your business
will generate referrals like a well-oiled machine. This practical, smart, and
original guide is essential reading for any company looking to grow without
a fat marketing budget.

THE BOGLEHEADS' GUIDE TO INVESTING
John Wiley & Sons

GOOD PROFIT
HOW CREATING VALUE FOR OTHERS BUILT ONE OF THE WORLD'S
MOST SUCCESSFUL COMPANIES
Currency NEW YORK TIMES BESTSELLER • Learn how to apply the principles
of Charles Koch’s revolutionary Market-Based Management® system to
generate good proﬁt in your organization, company, and life “This book
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helps show you the way to good proﬁt—whether you work for an
international supermarket chain, a medium-sized regional business, or
your own start-up.”—John Mackey, co-founder and co-CEO, Whole Foods
Market The technological innovations, extreme politics, civil unrest, cyber
attacks, demographic shifts, and global pandemic that have aﬀected all
businesses since this book was published have only conﬁrmed Charles
Koch’s belief that “the only reason a business should exist (and the only
way it can legitimately survive long term) is to create value in a
responsible way.” Hence, the principles in Good Proﬁt are more important
today than ever before. What exactly does Koch Industries, Inc., do and
why is it so remarkably proﬁtable? Koch’s name may not be on your home’s
plywood, vehicle’s grille, smartphone’s connectors, or baby’s ultraabsorbent diapers but it makes them all. And Koch’s Market-Based
Management® (MBM) system is what drives these innovations and many
more. The core objective of MBM is to generate good proﬁt. Good proﬁt
results from products and services that customers vote for freely with their
dollars. It results from a bottom-up culture where employees are
empowered to act entrepreneurially to discover customers’ preferences
and the best ways to improve their lives. Drawing on six decades of
interdisciplinary studies, experimental discovery, and practical
implementation across Koch businesses worldwide, Charles Koch walks the
reader through the ﬁve dimensions of MBM to show how to apply its
framework in any business, industry, or organization of any size. Readers
will learn how to: • Craft a vision for how to thrive in spite of increasingly
rapid disruption and ever-changing consumer values • Select and retain a
workforce possessing both virtue and talent • Create an environment of
knowledge sharing that prizes respectful challenges from everyone at
every level • Award employees with ownership and decision rights based
on their comparative advantages and proven contributions, not job title •
Motivate all employees to maximize their contributions by structuring
incentives so compensation is limited only by the value they create A mustread for any leader, entrepreneur, or student, as well as anyone who wants
a more civil, fair, and prosperous society, Good Proﬁt is one of the greatest
management books of all time.

WINDFALL
Hansen House Captain Liana Foley knows a thing or two about ﬁghts. She
ﬁghts the King's Navy. She ﬁghts to balance power in oppressive Vioria.
She ﬁghts for respect as a female, bisexual, pirate captain. But she's losing
her biggest ﬁght: to escape her secret past as a lost Princess. With a
mysterious letter and a stranger threatening to expose her, Liana is
blackmailed into attending a royal ball and protecting her counterpart,
sheltered Princess Rhian. The pretenses are suspicious enough, but Liana
takes the risk in hopes to ﬁnally unveil the magic plot that killed her
parents and forced her into hiding. When Liana encounters Rhian's own
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lightning-wielding powers, the ball erupts in violence. The sheltered
princess falls into the care of Liana-and her band of pirates. On the run,
the only safe haven for the Windfall crew to hide is the most-dangerous
place of all: under the thumb of Liana's narcissistic, abusive brother-in-law.
In order to protect her crew, her family, and naïve Rhian, Liana must
demand sacriﬁces from herself and the people she loves. Her choices will
make powerful enemies; good thing Liana Foley knows a thing or two about
ﬁghting those. Content warnings: Attempted rape Domestic violence
Torture Murder Representation: Own voices Bisexual main character
Asexual

THE AGE OF SURVEILLANCE CAPITALISM
THE FIGHT FOR A HUMAN FUTURE AT THE NEW FRONTIER OF POWER
PublicAﬀairs The challenges to humanity posed by the digital future, the
ﬁrst detailed examination of the unprecedented form of power called
"surveillance capitalism," and the quest by powerful corporations to
predict and control our behavior. In this masterwork of original thinking
and research, Shoshana Zuboﬀ provides startling insights into the
phenomenon that she has named surveillance capitalism. The stakes could
not be higher: a global architecture of behavior modiﬁcation threatens
human nature in the twenty-ﬁrst century just as industrial capitalism
disﬁgured the natural world in the twentieth. Zuboﬀ vividly brings to life
the consequences as surveillance capitalism advances from Silicon Valley
into every economic sector. Vast wealth and power are accumulated in
ominous new "behavioral futures markets," where predictions about our
behavior are bought and sold, and the production of goods and services is
subordinated to a new "means of behavioral modiﬁcation." The threat has
shifted from a totalitarian Big Brother state to a ubiquitous digital
architecture: a "Big Other" operating in the interests of surveillance
capital. Here is the crucible of an unprecedented form of power marked by
extreme concentrations of knowledge and free from democratic oversight.
Zuboﬀ's comprehensive and moving analysis lays bare the threats to
twenty-ﬁrst century society: a controlled "hive" of total connection that
seduces with promises of total certainty for maximum proﬁt -- at the
expense of democracy, freedom, and our human future. With little
resistance from law or society, surveillance capitalism is on the verge of
dominating the social order and shaping the digital future -- if we let it.

VENTURE DEALS
BE SMARTER THAN YOUR LAWYER AND VENTURE CAPITALIST
John Wiley & Sons An engaging guide to excelling in today's venture capital
arena Beginning in 2005, Brad Feld and Jason Mendelson, managing
directors at Foundry Group, wrote a long series of blog posts describing all
the parts of a typical venture capital Term Sheet: a document which
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outlines key ﬁnancial and other terms of a proposed investment. Since this
time, they've seen the series used as the basis for a number of college
courses, and have been thanked by thousands of people who have used the
information to gain a better understanding of the venture capital ﬁeld.
Drawn from the past work Feld and Mendelson have written about in their
blog and augmented with newer material, Venture Capital Financings puts
this discipline in perspective and lays out the strategies that allow
entrepreneurs to excel in their start-up companies. Page by page, this
book discusses all facets of the venture capital fundraising process. Along
the way, Feld and Mendelson touch on everything from how valuations are
set to what externalities venture capitalists face that factor into
entrepreneurs' businesses. Includes a breakdown analysis of the
mechanics of a Term Sheet and the tactics needed to negotiate Details the
diﬀerent stages of the venture capital process, from starting a venture and
seeing it through to the later stages Explores the entire venture capital
ecosystem including those who invest in venture capitalist Contain
standard documents that are used in these transactions Written by two
highly regarded experts in the world of venture capital The venture capital
arena is a complex and competitive place, but with this book as your guide,
you'll discover what it takes to make your way through it.

THE SECRET OF OUR SUCCESS
HOW CULTURE IS DRIVING HUMAN EVOLUTION, DOMESTICATING OUR
SPECIES, AND MAKING US SMARTER
Princeton University Press How our collective intelligence has helped us to
evolve and prosper Humans are a puzzling species. On the one hand, we
struggle to survive on our own in the wild, often failing to overcome even
basic challenges, like obtaining food, building shelters, or avoiding
predators. On the other hand, human groups have produced ingenious
technologies, sophisticated languages, and complex institutions that have
permitted us to successfully expand into a vast range of diverse
environments. What has enabled us to dominate the globe, more than any
other species, while remaining virtually helpless as lone individuals? This
book shows that the secret of our success lies not in our innate
intelligence, but in our collective brains—on the ability of human groups to
socially interconnect and learn from one another over generations.
Drawing insights from lost European explorers, clever chimpanzees, mobile
hunter-gatherers, neuroscientiﬁc ﬁndings, ancient bones, and the human
genome, Joseph Henrich demonstrates how our collective brains have
propelled our species' genetic evolution and shaped our biology. Our early
capacities for learning from others produced many cultural innovations,
such as ﬁre, cooking, water containers, plant knowledge, and projectile
weapons, which in turn drove the expansion of our brains and altered our
physiology, anatomy, and psychology in crucial ways. Later on, some
collective brains generated and recombined powerful concepts, such as the
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lever, wheel, screw, and writing, while also creating the institutions that
continue to alter our motivations and perceptions. Henrich shows how our
genetics and biology are inextricably interwoven with cultural evolution,
and how culture-gene interactions launched our species on an
extraordinary evolutionary trajectory. Tracking clues from our ancient past
to the present, The Secret of Our Success explores how the evolution of
both our cultural and social natures produce a collective intelligence that
explains both our species' immense success and the origins of human
uniqueness.

FUNDAMENTALS OF BUSINESS (BLACK AND WHITE)
(Black & White version) Fundamentals of Business was created for Virginia
Tech's MGT 1104 Foundations of Business through a collaboration between
the Pamplin College of Business and Virginia Tech Libraries. This book is
freely available at: http://hdl.handle.net/10919/70961 It is licensed with a
Creative Commons-NonCommercial ShareAlike 3.0 license.

INNOVATIVE BUSINESS PRACTICES
PREVAILING A TURBULENT ERA
Cambridge Scholars Publishing This second decade of the millennium ﬁnds
the world changing at a once unimaginable pace. Businesses, tangled in
the interwoven threads of galloping globalization, technological advances,
cultural diversity, economic recession and deep-rooted human social
evolution, struggle to keep up with incessant changes; consequently and
inexorably experiencing severe diﬃculties and disorientation. Executives,
much bewildered, habitually turn to conventional, time-honoured
strategies and practices, which increasingly fail to oﬀer the much-sought
answers and means to survival, competitiveness and growth. We are
currently experiencing a business era of turbulence and dynamic change –
an era that inherently rejects conventionality and orthodox business
theory to reward businesses embracing agility, reﬂex-style adaptability,
innovation and creativity. This turbulence is, however, not a parenthesis or
even a pattern, but the new reality in which each business must reinvent
and redeﬁne itself. This is a new reality of stakeholders that shift focus
from the external to the internal, from the tangible to the intangible, and
from fact to perception. This book presents research and paradigms that
transcend classical theory in order to examine how business practice is
positively aﬀected by these conditions. Across a multitude of sectors and
organisational types, scholars of diﬀerent business specialisations set the
theoretical foundations of contemporary thinking and present their
practical implementations.

WINDFALL
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A HENRY LYSYK MYSTERY
Henry has hit rock bottom. A ﬁfty-year old mystery could save him - or
ﬁnish him oﬀ. Henry Lysyk's life is a mess. With his marriage over and his
accounting career marred by scandal, he retreats to the anonymity of a
rented suite in a house shared with strangers. But the trail of a decadesold crime leads a murderous treasure hunter to his doorstep, and Henry is
baﬄed by his neighbors' cover-up. An unexpected visit from his adventurehungry niece, Frieda, further complicates Henry's eﬀorts to lay low. With
his houseguest refusing to stay away from the danger, Henry's terriﬁed
they're about to expose secrets someone would kill to protect. Not knowing
who to trust, they must choose which parts of the past to uncover, and
which to leave buried. A real-life ransom, a shadowy past, unlikely allies,
and ruthless murder. Can Henry unravel this cold case before he and Frieda
become its next victims? Crossing ﬁction with a dash of true crime,
Windfall: A Henry Lysyk Mystery is Byron TD Smith's clever "What if..."
solution to the most captivating unsolved heist of the twentieth century.

ICE CREAM SOCIAL
THE STRUGGLE FOR THE SOUL OF BEN & JERRY'S
Berrett-Koehler Publishers "For more than three decades, Ben & Jerry's has
been committed to an insanely ambitious three-part mission: not just
making the world's best ice cream but also supporting progressive causes
and sharing its success with all stakeholders--employees, suppliers,
distributors, customers, cows, everybody. Living up to these beliefs is fun
when you're doing it right, and it creates amazingly loyal customers, but it
isn't easy. This is the ﬁrst book to tell the full, inside story of the inspiring
rise, tragic mistakes, devastating fall, determined recovery, and ongoing
renewal of one of the most iconic mission-driven companies in the world.
No previous book has focused so intently on the challenges presented by
staying true to the mission as the business grew. No other book has
explained how the company came to be sold to Unilever, one of the world's
biggest corporations. And none has described the unprecedented contract
Ben & Jerry's negotiated with Unilever to preserve the three-part mission
or the complex working relationship that has allowed the company to
pursue that mission on a much larger stage. Brad Edmondson tells the
story with a journalist's eye for details, dramatic moments, and memorable
characters. Among the dozens of key ﬁgures Edmondson interviewed, his
most important source was Jeﬀ Furman, who helped Ben and Jerry write
their ﬁrst business plan in 1978 and has stayed involved ever since,
serving as chairman of the board since 2010. It's a funny, sad, surprising,
and ultimately hopeful story."--Publisher's description.

BILLION DOLLAR LOSER
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THE EPIC RISE AND SPECTACULAR FALL OF ADAM NEUMANN AND
WEWORK
Little, Brown A Wall Street Journal Business Bestseller: This "vivid" inside
story of WeWork and its CEO tells the remarkable saga of one of the most
audacious, and improbable, rises and falls in American business history
(Ken Auletta). Christened a potential savior of Silicon Valley's startup
culture, Adam Neumann was set to take WeWork, his oﬃce share company
disrupting the commercial real estate market, public, cash out on the
company's forty-seven billion dollar valuation, and break the string of
major startups unable to deliver to shareholders. But as employees knew,
and investors soon found out, WeWork's capital was built on promises that
the company was more than a real estate purveyor, that in fact it was a
transformational technology company. Veteran journalist Reeves
Weideman dives deep into WeWork and it CEO's astronomical rise, from the
marijuana and tequila-ﬁlled board rooms to cult-like company summer
camps and consciousness-raising with Anthony Kiedis. Billion Dollar Loser
is a character-driven business narrative that captures, through the
fascinating psyche of a billionaire founder and his wife and co-founder, the
slippery state of global capitalism. A Wall Street Journal Business
Bestseller “Vivid, carefully reported drama that readers will gulp down as
if it were a fast-paced novel” (Ken Auletta)

ONE UP ON WALL STREET
HOW TO USE WHAT YOU ALREADY KNOW TO MAKE MONEY IN THE
MARKET
Simon and Schuster The manager of a top investment fund discusses how
individuals can make a killing in the market through research and
investment techniques that confound conventional market wisdom.

PREDICTIVE ANALYTICS
THE POWER TO PREDICT WHO WILL CLICK, BUY, LIE, OR DIE
John Wiley & Sons "Mesmerizing & fascinating..." —The Seattle PostIntelligencer "The Freakonomics of big data." —Stein Kretsinger, founding
executive of Advertising.com Award-winning | Used by over 30 universities
| Translated into 9 languages An introduction for everyone. In this rich,
fascinating — surprisingly accessible — introduction, leading expert Eric
Siegel reveals how predictive analytics (aka machine learning) works, and
how it aﬀects everyone every day. Rather than a “how to” for hands-on
techies, the book serves lay readers and experts alike by covering new
case studies and the latest state-of-the-art techniques. Prediction is
booming. It reinvents industries and runs the world. Companies,
governments, law enforcement, hospitals, and universities are seizing
upon the power. These institutions predict whether you're going to click,
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buy, lie, or die. Why? For good reason: predicting human behavior combats
risk, boosts sales, fortiﬁes healthcare, streamlines manufacturing,
conquers spam, optimizes social networks, toughens crime ﬁghting, and
wins elections. How? Prediction is powered by the world's most potent,
ﬂourishing unnatural resource: data. Accumulated in large part as the byproduct of routine tasks, data is the unsalted, ﬂavorless residue deposited
en masse as organizations churn away. Surprise! This heap of refuse is a
gold mine. Big data embodies an extraordinary wealth of experience from
which to learn. Predictive analytics (aka machine learning) unleashes the
power of data. With this technology, the computer literally learns from
data how to predict the future behavior of individuals. Perfect prediction is
not possible, but putting odds on the future drives millions of decisions
more eﬀectively, determining whom to call, mail, investigate, incarcerate,
set up on a date, or medicate. In this lucid, captivating introduction — now
in its Revised and Updated edition — former Columbia University professor
and Predictive Analytics World founder Eric Siegel reveals the power and
perils of prediction: What type of mortgage risk Chase Bank predicted
before the recession. Predicting which people will drop out of school,
cancel a subscription, or get divorced before they even know it themselves.
Why early retirement predicts a shorter life expectancy and vegetarians
miss fewer ﬂights. Five reasons why organizations predict death —
including one health insurance company. How U.S. Bank and Obama for
America calculated the way to most strongly persuade each individual. Why
the NSA wants all your data: machine learning supercomputers to ﬁght
terrorism. How IBM's Watson computer used predictive modeling to answer
questions and beat the human champs on TV's Jeopardy! How companies
ascertain untold, private truths — how Target ﬁgures out you're pregnant
and Hewlett-Packard deduces you're about to quit your job. How judges
and parole boards rely on crime-predicting computers to decide how long
convicts remain in prison. 182 examples from Airbnb, the BBC, Citibank,
ConEd, Facebook, Ford, Google, the IRS, LinkedIn, Match.com, MTV, Netﬂix,
PayPal, Pﬁzer, Spotify, Uber, UPS, Wikipedia, and more. How does
predictive analytics work? This jam-packed book satisﬁes by demystifying
the intriguing science under the hood. For future hands-on practitioners
pursuing a career in the ﬁeld, it sets a strong foundation, delivers the
prerequisite knowledge, and whets your appetite for more. A truly
omnipresent science, predictive analytics constantly aﬀects our daily lives.
Whether you are a consumer of it — or consumed by it — get a handle on
the power of Predictive Analytics.
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