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A fascinating chronicle of how celebrity has inundated the world of fashion, realigning the
forces that drive both the styles we covet and the bottom lines of the biggest names in luxury
apparel. From Coco Chanel’s iconic tweed suits to the miniskirt’s surprising comeback in the
late 1980s, fashion houses reigned for decades as the arbiters of style and dictators of trends.
Hollywood stars have always furthered fashion’s cause of seducing the masses into buying
designers’ clothes, acting as living billboards. Now, forced by the explosion of social media
and the accelerating worship of fame, red carpet celebrities are no longer content to just
advertise and are putting their names on labels that reflect the image they—or their
stylists—created. Jessica Simpson, Jennifer Lopez, Sarah Jessica Parker, Sean Combs, and a
host of pop, sports, and reality-show stars of the moment are leveraging the power of their
celebrity to become the face of their own fashion brands, embracing lucrative contracts that
keep their images on our screens and their hands on the wheel of a multi-billion dollar industry.
And a few celebrities—like the Olsen Twins and Victoria Beckham—have gone all the way and
reinvented themselves as bonafide designers. Not all celebrities succeed, but in an ever more
crowded and clamorous marketplace, it’s increasingly unlikely that any fashion brand will
succeed without celebrity involvement—even if designers, like Michael Kors, have to become
celebrities themselves. Agins charts this strange new terrain with wit and insight and an
insider’s access to the fascinating struggles of the bold-type names and their jealousies,
insecurities, and triumphs. Everyone from industry insiders to fans of Project Runway and
America's Next Top Model will want to read Agins’s take on the glitter and stardust
transforming the fashion industry, and where it is likely to take us next.
Talk Triggers is the definitive, practical guide on how to use bold operational differentiators to
create customer conversations, written by best-selling authors and marketing experts Jay Baer
and Daniel Lemin. Word of mouth is directly responsible for 19% of all purchases, and
influences as much as 90%. Every human on earth relies on word of mouth to make buying
decisions. Yet even today, fewer than 1% of companies have an actual strategy for generating
these crucial customer conversations. Talk Triggers provides that strategy in a compelling,
relevant, timely book that can be put into practice immediately, by any business. The key to
activating customer chatter is the realization that same is lame. Nobody says "let me tell you
about this perfectly adequate experience I had last night." The strategic, operational
differentiator is what gives customers something to tell a story about. Companies (including the
30+ profiled in Talk Triggers) must dare to be different and exceed expectations in one or more
palpable ways. That's when word of mouth becomes involuntary: the customers of these
businesses simply MUST tell someone else. Talk Triggers contains: • Proprietary research into
why and how customers talk • More than 30 detailed case studies of extraordinary results from
Doubletree Hotels by Hilton and their warm cookie upon arrival, The Cheesecake Factory and
their giant menu, Five Guys Burgers and their extra fries in the bag, Penn & Teller and their
nightly meet and greet sessions, and a host of delightful small businesses • The 4-5-6 learning
system (the 4 requirements for a differentiator to be a talk trigger; the 5 types of talk triggers;
and the 6-step process for creating talk triggers) • Surprises in the text that are (of course)
word of mouth propellants Consumers are wired to discuss what is different, and ignore what is
average. Talk Triggers not only dares the reader to differentiate, it includes the precise formula
for doing it. Combining compelling stories, inspirational examples, and practical how-to, Talk
Triggers is the first indispensable book about word of mouth. It's a book that will create
conversation about the power of conversation.
Youtility fundamentally changes how accountants and accounting firms think about marketing
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and their business. Jay Baer defines “Youtility” as information and resources given away for
free to build awareness and trust. Youtility creates awareness, customers, and loyalty over the
long-term. Due to enormous shifts in technology and consumer behavior, customers want a
new approach that cuts through the clutter: marketing that is truly, inherently useful. The
difference between helping and selling is just two letters, but embracing the former makes the
latter much, much easier. Meticulously researched, and filled with examples of accountants
and accounting firms that have accelerated their business enormously by embracing the
principle of Youtility marketing, this special ebook from best selling authors Jay Baer and
Darren Root provides a groundbreaking plan for using information and helpfulness to transform
the relationship between companies and customers. Based on the New York Times best seller
Youtility, this is the playbook for modern marketing effectiveness in the accounting industry.
Investing your first 5 minutes a day reading and sharpening your skills can put you on the fast
track to success in your life and business. Many masters and experts have shared their
wisdom through words. Learning from these experienced leaders by reading their words is how
you, too, can achieve personal and professional transformation. Success is achieved by
getting into action immediately and applying the principles learned. Applied knowledge leads to
success. That is the beauty of author and top-performing agent Karen Briscoe s Real Estate
Success in 5 Minutes a Day. You truly only have to invest five minutes a day to achieve
amazing results. One of the easiest ways to develop a new habit is to attach it to an existing
habit. The new activity is particularly sticky when combined with one you enjoy. So pair your
inspirational reading for the day with your morning cup of tea or coffee. By combining a new
behavior with an already established habit, the established habit becomes the reminder. You
don t even have to think about it. The new habit becomes effortless, as there is the automatic
reward associated with it. Make the decision now to become a lifelong learner and you will
become one. Commit to the habit of reading one of the 365 daily chapters first thing every
morning. And then identify one new concept to apply in your life and business. Success
thinking, combined with success activities and success vision, creates a sweet life that truly will
transform your life.
The difference between helping and selling is just two letters If you're wondering how to make
your products seem more exciting online, you're asking the wrong question. You're not
competing for attention only against other similar products. You're competing against your
customers' friends and family and viral videos and cute puppies. To win attention these days
you must ask a different question: "How can we help?" Jay Baer's Youtility offers a new
approach that cuts through the clutter: marketing that is truly, inherently useful. If you sell
something, you make a customer today, but if you genuinely help someone, you create a
customer for life.
There's never been a better time to market your business. Ever! However, many business
owners still consider marketing to be a dark art ... a mystery that can be costly when you get it
wrong. Others think you need buckets of time, money and knowledge to do it successfully.
Well, it doesn't need to be that way. As a business owner, you're standing on a mountain of
knowledge. You know so much about your industry, and the products or services you sell. So
share that knowledge openly and freely. Become a helpful problem solver. Not a pushy
marketer. You'll build a tribe of loyal customers and an incredibly strong brand resulting in a
thriving business. That's The Boomerang Effect in action. Join marketing expert Tim Reid as
he introduces you to the blindingly simple, yet highly effective concept of Helpful Marketing. In
this lively and practical account, backed up by case study after case study, Tim shows
business owners and marketers:· How & why being helpful is critical to your marketing's
success· Why you should stop pushing and start pulling· How to turn the marketing of your
business into a hobby· How to create messages your customers love· Why you are who
Google says you are· How to embrace and master modern marketing channels including
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video, podcasting, blogging and social media· Plus loads more marketing tips and tricks
Embrace The Boomerang Effect and watch the return on your marketing investment multiply
exponentially.
We all know that networking is important, and that forming relationships with others is a vital
part of success. But sometimes it seems like networking removes all emotions from the
equation and focuses only on immediate goals whereas the kind of relationships that have true
staying power, give us joy, and support us in the long run are founded on simply liking each
other. This book, featuring activities, self-assessment quizzes, and real-life anecdotes from
professional and social settings, shows readers how to identify what's likable in themselves
and create honest, authentic interactions that become 'wins' for all parties involved. Readers
will discover how to: á Start conversations and keep them going with ease á Convert
acquaintances into friends á Uncover people's preferences and tweak their own personal style
to enable engaging, reciprocal interactions á Create follow-up and stay in others' minds long
after the initial meeting The worst thing we can do when trying to establish a personal bond
with someone is to come across as manipulative or self-serving. Authentic connections go
much deeper and feel much easier than trying to hit self-imposed business card collection
quotas. This book presents a new paradigm that shows how even the most networking-averse
can network and like it.
Ready to reap the rewards of recognition? You own a brand. Its name is your name. You need
to take ownership of it and earn recognition as an expert in your field. There's no simple
shortcut. But now there's a remarkably useful roadmap featuring: An A to Z guide packed with
actionable advice for developing your personal brand and accelerating your professional
success. 26 practical lessons to help you whether you're an entrepreneur, business leader,
aspiring professional, creative, marketer or second careerist Insights from professionals who
are reaping the rewards of recognition

Over the past several years, leading companies have entered a period of major
marketing and operational adjustment and convergence, or intersection. It’s a
reaction to a critical fact of life: Customers—not organizations— now control the
decision-making dynamics and how organizations are perceived. We are
witnessing significant multichannel media application (and resultant omnichannel
access by consumers), along with more effective and pervasive customer data
gathering, analysis, and modeling. If you’re observing these major shifts in your
own organization, you’ll need this book. Inside, you’ll learn how to build
proactive customer communication, improve relationships, drive positive brand
perception, optimize channel selection and message personalization, and
enhance employee-related factors (hiring, training, reward, recognition), all
leading to superior customer experience and a customercentric culture. In
addition, the author has incorporated content on “Big Data” generation and
analytics, which you’ll master while scoring a direct hit to the moving target—your
continuously changing, and increasingly independent, customer base.
How real estate professionals can build trust and dominate their competition by
creating truly useful marketing. Youtility, as defined by bestselling author Jay
Baer, is marketing that people cherish instead of marketing they simply tolerate.
Due to enormous shifts in technology and consumer behavior, customers want a
new approach that cuts through the clutter: marketing that is truly, inherently
useful. Smart real estate professionals are applying the concepts of Youtility,
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giving away information and resources for free, to differentiate and dominate by
providing real value to clients and prospective clients. The difference between
helping and selling is just two letters, but embracing the former makes the latter
much, much easier. Meticulously researched and filled with examples of
residential and multifamily real estate professionals who have accelerated their
businesses enormously by embracing the principles of Youtility marketing, this
special e-book provides a groundbreaking plan for using information and
helpfulness to transform the relationship between real estate pros and their
customers. Based on the New York Times bestseller Youtility, this pithy e-book is
a must for marketers in the real estate industry.
Discusses how to condition the mind to become "idea-prone" and presents a fivestep procedure for solving problems and getting ideas
Trading up isn't just for the wealthy anymore. These days no one is shocked
when an administrative assistant buys silk pajamas at Victoria's Secret. Or a
young professional buys only Kendall-Jackson premium wines. Or a construction
worker splurges on a $3,000 set of Callaway golf clubs. In dozens of categories,
these new luxury brands now sell at huge premiums over conventional goods,
and in much larger volumes than traditional old luxury goods. Trading Up has
become the definitive book about this growing trend.
"David Amerland demystifies Knowledge Graph (TM), TrustRank (TM),
AuthorityRank (TM), personalized and mobile search, social media activity, and
much more in this plain-English book teaching how to be ahead of the curve
when it comes to SEO techniques. Drawing on deep knowledge of Google's
internal workings and newest patents, he also reveals the growing impact of
social networks on SEO performance. This book is designed for businesspeople,
not technologists, and gives easy-to-follow instructions that reflect radical
changes at Google and beyond."--Publisher's description.
"Exploring the six factors that will help you break through the overwhelming wall
of information density to win at marketing now ... beyond content, beyond social
media, beyond web traffic and Search Engine Optimization. The Content Code
starts where your current marketing plan ends, and provides the launch code for
next-level success. The book dives deeply into the true value of social media
marketing and the steps companies need to enable to achieve measurable
results. A pioneering book that explores the psychology of sharing, it is also
highly practical, offering hundreds of ideas that can be used by organizations of
any size and any budget. Book highlights include in-depth explorations on the
connection between brand and content transmission, a focus on audiences that
will move content, practical steps to build shareability into all your content, and
the new role of promotion, distribution and SEO in a very competitive, digital
world"--Publisher's description.
Youtility for Real EstateWhy Smart Real Estate Professionals are Helping, Not
Selling (A Penguin Special from Portfolio)Penguin
Hundreds of businesses have customers who admire them, but only an elite few
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have true advocates— passionate, loyal, vocal fans—who rave about them to
anyone who will listen. Jeanne Bliss, who served as a senior customer executive
at five major companies, says there’s no shortcut to becoming beloved—you
can’t hire a fancy marketing firm to get there. You earn it by how you decide to
run your business—as Wegman’s and Harley-Davidson have for decades and as
relatively new companies like Zipcar and Zappos are doing right now. After
studying and working with dozens of beloved companies, Bliss has identified five
key decisions that lead to customer devotion: • Decide to believe • Decide with
clarity of purpose • Decide to be real • Decide to be there • Decide to say
“sorry” Her examples and advice will help readers sustain growth and profit even
in a tough economy.
""Secrets of Social Media Marketing"" is a handbook for marketers and business owners to use
in deciding how to employ the new social media for online marketing. Social media has quickly
moved from the periphery of marketing into the forefront, but this is a new and quickly-evolving
field and there are few established formulas for success. Building on the lessons set out in
Gillin's acclaimed and oft-reviewed ""The New Influencers: A Marketer's Guide to the New
Social Media,"" this book provides practical advice on strategy, tools, and tactics. It is a handson manual that will educate marketers on how to extend their brands, generate leads, and
engage customer communities using online tools.
The conference on ‘Interdisciplinary Research in Technology and Management” was a bold
experiment in deviating from the traditional approach of conferences which focus on a specific
topic or theme. By attempting to bring diverse inter-related topics on a common platform, the
conference has sought to answer a long felt need and give a fillip to interdisciplinary research
not only within the technology domain but across domains in the management field as well.
The spectrum of topics covered in the research papers is too wide to be singled out for specific
mention but it is noteworthy that these papers addressed many important and relevant
concerns of the day.
Discover what's possible when the art and science of marketing collide The Marketing
Performance Blueprint is an actionable and innovative guide to unlocking your potential as a
marketer and accelerating success for your business. With an eye toward the marketing
industry's rapid evolution, this book focuses on the processes, technologies, and strategies
that are redefining the marketing environment. Step by step, you will learn how to build
performance-driven organizations that exceed ROI expectations and outpace the competition.
Companies are demanding a more technical, scientific approach to marketing, and this guide
provides the key information that helps marketing professionals choose the right tools and
recruit the right talent to more effectively build brand, generate leads, convert sales, and
increase customer loyalty. Marketers are facing increased pressure to connect every dollar
spent to bottom-line results. As the industry advances, the tremendous gaps in talent,
technology, and strategy leave many professionals underprepared and underperforming. The
Marketing Performance Blueprint helps bridge those gaps: Align marketing talent, technology,
and strategy to reach performance goals Drive digital marketing transformation within your
organization Recruit, train, and retain a modern marketing team Propel growth through digitalsavvy marketing agency partners Adapt more quickly to marketing technology advancements
Create connected customer experiences Turn marketing data into intelligence, and intelligence
into action Devise integrated marketing strategies that deliver real business results The
marketers who will redefine the industry in the coming months and years will never stop
challenging conventional knowledge and solutions. Whether in terms of evolved talent,
advanced technology, or more intelligent and integrated strategies, these driven professionals
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will be in demand as the pioneers of the new marketing era. The Marketing Performance
Blueprint helps marketers blaze a trail of their own by providing a roadmap to success.
The social web has changed the way we do business forever The future of your company is
not in measured, considered responses and carefully planned initiatives. Business today is
about near-instantaneous response. About doing the best you can with extremely limited
information. About every customer being a reporter, and every reporter being a customer.
About winning and losing customers in real-time, every second of every day. About a
monumental increase in the findable commentary about our companies. Having the time and
information required to make a considered business decision is a luxury - a luxury that's quickly
facing extinction. Yet business hasn't adapted to this evolution. And adapt you must. This book
isn't about how to "do" social media. Instead, The Now Revolution outlines how you must retool
your organization to make real-time business work for you rather than against you. Read about
seven shifts that will help you make your company faster, smarter, and more social: Engineer a
New Bedrock Find Talent You Can Trust Organize your Armies Answer the New Telephone
Emphasize Response-Ability Build a Fire Extinguisher Make a Calculator The Now Revolution
is pushing you to adapt the way you do business, from the inside out. It impacts your
organization culturally, operationally, and functionally. This book is your guide to making the
changes you need, and to harnessing the potential of this new communication era.
From the author of Lead, Sell, or Get Out of the Way comes a game-changing guide to help
aspiring leaders transform their mindsets, increase performance, and become irreplaceable.
Everyone knows what qualities define a good leader, but how many of us know what steps to
take to become that great leader? The secret formula is what sales and leadership coach Ron
Karr calls the Velocity Mindset(R) a perfect balance of speed and direction, both of which must
remain in alignment for personal and professional success. Utilizing anecdotes and Karr's thirtyplus years of experience, The Velocity Mindset (R) demonstrates how taking time to PAUSE
and visualize a desired outcome can propel you forward with purpose and beyond personal
obstacles, positively influencing those around you. Whether you are in the entry-level stage of
a career, a seasoned manager, or just looking to make a personal change, The Velocity
Mindset (R) provides you with the tools you need to: - Leverage the psychology of influence, Successfully engage the skills and passion of employees, teams, and customers, - Remove
barriers, - Position products and services more powerfully, and - Achieve bigger results.
Compelling and full of cross-industry wisdom, The Velocity Mindset (R) offers innovative and
practical strategies to differentiate yourself from the competition, increase your profits, and get
to the next level of success, faster.
These people simply want solutions to their problems. They complain via legacy channels
where the likelihood of a response is highest--phone, e-mail, and company websites. Offstage
haters don't care if anyone else finds out, as long as they get answers. ·Onstage haters. These
people are often disappointed by a substandard interaction via traditional channels, so they
turn to indirect venues, such as social media, online review sites, and discussion boards.
Onstage haters want more than solutions--they want an audience to share their righteous
indignation. Hug Your Haters shows exactly how to deal with both groups, drawing on
meticulously researched case studies from businesses of all types and sizes from around the
world. It includes specific playbooks and formulas as well as a fold-out poster of "the Hatrix,"
which summarizes the best strategies for different situations.
A study on middle-class consumerism finds that today's customers are seeking higher levels of
quality, taste, and aspiration, in a revised edition of the best-seller that draws on new research
to explore the trading up phenomenon to reveal how entrepreneurs, innovators, managers, and
marketers can make the most out of related opportunities. Reprint.
Not so long ago, being reasonably trustworthy was good enough. But soon only the extremely
trustworthy will thrive. In the age of smartphones and social networks, every action an
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organization takes can be exposed and critiqued in real time. Nothing is local or secret
anymore. If you treat one customer unfairly, produce one shoddy product, or try to gouge one
price, the whole world may find out in hours, if not minutes. The users of Twitter, Yelp, and
similar outlets show little mercy for bad behavior. The bar for trustworthiness is higher than
ever and continues to rise. Bestselling authors Don Peppers and Martha Rogers, Ph.D., argue
that the only sane response to these rising levels of transparency is to protect the interests of
customers proactively—even if that requires spending extra money in the short run to preserve
your brand reputation in the long run. The payoff of generating extreme trust will be worth it.
With a wealth of fascinating research as well as practical applications, this book will show you
how to earn—and keep—the extreme trust of everyone your company interacts with.
Michael Corbett appears regularly on national TV and print media and travels the country
lecturing to crowds of 25,000 sharing his expertise, having made millions buying and selling
houses during his twenty-plus years in the business. With personal tips, cost-effective
techniques, and real estate insider secrets, Ready, Set, Sold! will teach readers how to: • Add
$10,000 to the value of their home in a single weekend • Avoid the twelve costliest and most
common mistakes • Dress and stage their home to make buyers swoon and bid over the
asking price • Pay no taxes on the sale—without breaking the law • Complete no-cost
makeovers that supercharge their selling price • Take advantage of the home-selling secrets
that only real estate agents know • Save thousands in commissions and closing costs With
before and after photos, checklists, charts, and worksheets, Ready, Set, Sold! is the book that
every home seller MUST read before putting their house up for sale!
Named one of Fortune Magazine’s “5 Best Business Books” in 2015 See your offering
through the buyer's eyes for more effective marketing Buyer Personas is the marketer's
actionable guide to learning what your buyer wants and how they make decisions. Written by
the world's leading authority on buyer personas, this book provides comprehensive coverage
of a compelling new way to conduct buyer studies, plus practical advice on adopting the buyer
persona approach to measurably improve marketing outcomes. Readers will learn how to
segment their customer base, investigate each customer type, and apply a radically more
relevant process of message selection, content creation, and distribution through the channels
that earn the buyers' trust. Rather than relying on generic data or guesswork to determine what
the buyer wants, the buyer persona approach allows companies to ask the buyer directly and
obtain more precise and actionable guidance. Buyer personas are composite pictures of the
people who buy solutions, services or products, crafted through a unique type of interview with
the people the marketer wants to influence. This book provides step-by-step guidance toward
implementing the buyer persona approach, with the advice of an internationally-respected
expert. Learn who buys what, and why Understand your buyer's goals and how you can
address them Tailor your marketing activities to your buyer's expectations See the purchase
through the customer's eyes A recent services industry survey reports that 52 percent of their
marketers have buyer personas, and another 28 percent expect to add them within the next
two years – but only 14.6 percent know how to use them. To avoid letting such a valuable tool
go to waste, access the expert perspective in Buyer Personas, and craft a more relevant
marketing strategy.
A powerful call to action, Customer Centricity upends some of our most fundamental beliefs
about customer service, customer relationship management, and customer lifetime
value.Despite what the old adage says, the customer is not always right. Even companies that
can seemingly do no wrong—like the coffeehouse giant Starbucks—have only recently started to
figure this out.Starbucks is one of many companies that has successfully executed a pivot that
puts the company in a customer-centric mindset, an approach that Wharton professor Peter
Fader describes in Customer Centricity. Fader advocates that in the world of customer
centricity, there are good customers … and then there is pretty much everybody else. In a new
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preface and afterword to Customer Centricity, Fader reflects on how the landscape has
changed over nearly a decade since he first proposed that businesses radically rethink how
they relate to customers. Using examples from Starbucks, Nordstrom, and more, Fader
provides insights to help you understand: Why customer centricity is the new model for
success in today's data-driven environment. How the ideas of brand equity and customer asset
value help us understand what kinds of companies naturally lend themselves to the customercentric model and which ones don't; Why the traditional models for determining the value of
individual customers are flawed; How executives can use customer lifetime value (CLV) and
other customer-centric data to make smarter decisions about their companies; How the wellintended idea of customer relationship management (CRM) lost its way—and how your
company can properly put CRM to use; How customer centricity will help you realign your
performance metrics, product development, customer relationship management and
organization to make sure you focus directly on the needs of your most valuable customers
and increase profits for the long term. ALSO AVAILABLE: Once Fader convinces you of the
value of customer centricity in this book, The Customer Centricity Playbook, with Sarah Toms,
will show you where to get started to bring it to the forefront of your organization.THE
WHARTON EXECUTIVE ESSENTIALS SERIES The Wharton Executive Essentials series
from Wharton School Press brings the ideas of the Wharton School's thought leaders to you
wherever you are. Inspired by Wharton's Executive Education program, each book is authored
by globally renowned faculty and filled with real-life business examples and actionable advice.
Wharton Executive Essentials guides offer a quick-reading, penetrating, and comprehensive
summary of the knowledge leaders need to excel in today's competitive business environment
and capture tomorrow's opportunities.
Create and maintain a successful social media strategy foryour business Today, a large
number of companies still don't have a strategicapproach to social media. Others fail to
calculate how effectivethey are at social media, one of the critical components ofimplementing
any social media strategy. When companies startspending time and money on their social
media efforts, they need tocreate an internal plan that everyone can understand.
MaximizeYour Social offers a clear vision of what businesses need to doto create—and execute
upon—their social media forbusiness road map. Explains the evolution of social media and the
absolutenecessity for creating a social media strategy Outlines preparation for, mechanics of,
and maintenance of asuccessful social media strategy Author Neal Schaffer was named a
Forbes Top 30 SocialMedia Power Influencer, is the creator of the AdAge Top 100Global
Marketing Blog, Windmill Networking, and a global socialmedia speaker Maximize Your Social
will guide you to mastery ofsocial media marketing strategies, saving you from spending a
chunkof your budget on a social media consultant. Follow Neal Schaffer'sadvice, and you'll be
able to do it yourself—and do itright.
A streamlined introduction to record keeping, accounting, and more, Bookkeeping Made
Simple takes the mystery out of financial jargon for small-business owners and students.
Completely up to date, this comprehensive edition now covers the complete accounting cycle,
making it easier than ever to master the math of commerce. Topics covered include: * assets
and equities * individual accounts * the journal * adjustments to accounts * preparing
statements * merchandising accounts * control of cash * petty cash * payroll * partnership *
closing the books
Classic Insight into Building a Fabulous Career in Real Estate Welcome to the world of real
estate sales! Now, you control your destiny. A career in real estate offers endless
opportunities, the freedom of flexible hours, and the potential to earn fabulous amounts of
money. But to reach your goals you need to be prepared. Before you dive in, you must learn
everything you can and discover the edge that will take you to the top. Inside, experienced and
top-notch real estate professional Dirk Zeller presents the secrets to success that will allow you
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to excel from day one. Full of practical answers and step-by-step solutions to the field's most
common obstacles and challenges, Your First Year in Real Estate will help you build a solid
foundation for a lifetime of real estate success. Be a real estate champion from day one by
knowing how to: ·Select the right company and get off to the right start ·Develop valubable
mentor and client relationships ·Master your sales skills ·Achieve the financial results you
desire ·Set—and reach—important career goals "Dirk Zeller's approach is brilliant! He gives the
best basic marketing techniques to his students. I applaud this book." —Bonnie S. Mays, vice
president, Reality World America, and executive director, Reality World Academy "Follow the
advice in this book and you will join the growing list of real estate professionals who call Dirk
Zeller their mentor!" —Rick DeLuca, nationally recognized real estate speaker
This updated second edition is an invaluable resource for novice salespeople who want to
enjoy their new career and be financially successful from day one, create and maintain
professional sales relationships, and achieve their desired financial results.
Entrepreneurs often suffer from "superhero syndrome"—the misconception that to be
successful, they must do everything themselves. Not only are they the boss, but also the
salesperson, HR manager, copywriter, operations manager, online marketing guru, and so
much more. It's no wonder why so many people give up the dream of starting a business—it's
just too much for one person to handle. But outsourcing expert and "Virtual CEO," Chris
Ducker knows how you can get the help you need with resources you can afford. Small
business owners, consultants, and online entrepreneurs don't have to go it alone when they
discover the power of building teams of virtual employees to help run, support, and grow their
businesses. Virtual Freedom: How to Work with Virtual Staff to Buy More Time, Become More
Productive, and Build Your Dream Business is the step-by-step guide every entrepreneur
needs to build his or her business with the asset of working with virtual employees. Focusing
on business growth, Ducker explains every detail you need to grasp, from figuring out which
jobs you should outsource to finding, hiring, training, motivating, and managing virtual
assistants. With additional tactics and online resources, Virtual Freedom is the ultimate
resource of the knowledge and tools necessary for building your dream business with the help
of virtual staff.

A revolutionary guide to designing humane, eco-conscious homes, buildings, and
cities of the future. It is estimated that the earth's population will expand to an
unprecedented nine billion people over the next century. This explosion in
population is predicted to place further stress on our environment, deplete our
natural resources, and lead to increases in anxiety and depression due to
overcrowding. In this visionary and uplifting book, Teresa Coady offers readers
new hope. Rebuilding Earth is her blueprint for designing and building the cities,
buildings, and homes of tomorrow, resulting in more conscious, sustainable, and
humane living. Coady shows us how we can shift from an outdated Industrial-Age
framework to a more humane, Digital-Age framework. This revolutionary
approach will enable communities to harness various forms of green energy and
reduce the amount of material needed to build infrastructure while contributing to
a healthier planet (and society). We can then experience a new sense of
purpose, health, and happiness. Meaningful and lasting change, the author tells
us, can only come through designing interconnected communities that are
vibrant, resilient, and communal. Unlike most predictions of doom and gloom,
Coady presents a refreshingly optimistic view of humanity and its future. This
book will appeal to those in the construction, design and development finance
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industries, as well as anyone interested in improving their lives through
understanding the connections between the environment and health.
In this must read book, Joe Sesso shares the top tips and secrets of real estate
giants from the webinar series Secrets of Top Selling Agents. Barbara Corcoran,
Dave Liniger, Gary Keller, Chris Smith, and others tell you exactly what you need
to do to be a top selling agent! Each chapter includes advice and tips from a
different real estate superstar. In the Secrets of Top Selling Agents you will learn
how: Barbara Corcoran turned her real estate business into an international
brand. A devastating illness forced Dave Liniger to rethink his life and change his
perspective on the business. Gary Keller and Jay Papasan focus on the one
thing to achieve success. Katie Lance leverages social media to bring the real
estate industry into the twenty-first century. Chris Smith discovered how you can
increase your GCI by 50 percent. Jay Baer created the concept of "youtility."
Jimmy Mackin manages multitasking and reaching the elusive "Inbox Zero."
Other real estate professionals have adapted to today's challenges. These titans
of the industry will change the way you approach your real estate business.
This book will provide a practical overview of how digital content, social media,
and search engine optimization work together in driving website traf c and sales
leads. The goal is to educate readers on the new mindset and social technologies required to drive this traffic in a timely and non-intrusive way. Readers
will benefit from a comprehensive but succinct overview of how social
networking, search friendly blogging, trustworthy content, contextually-targeted
online campaigns, and mobile marketing techniques are trans-forming companies
that embrace inbound marketing. Unlike books that cover social media one
platform or technology at a time, Social Content Marketing for Entrepreneurs is
organized for readers to master elements of strategy in the order of their
implementation. In so doing, it will help order the steps of professionals in the
midst of launching new digital marketing initiatives as well as students tasked
with completing social media marketing plans.
Manny Khoshbin's Contrarian PlayBook gives you a successful strategy for
building your $100 million real estate portfolio. If you are already a real estate
investor, this will become the go-to book for taking your game to the next level. If
you are a new investor, this book will provide you a powerful way to enter the
game of real estate investment. The PlayBook will take you through twelve
"Plays," each one an important part of your real estate investing strategy. In the
end, you will have a complete blueprint for building your own $100 million real
estate portfolio. Let's Gooooo!
First published in 1963, this title considers the philosophical problems
encountered when attempting to provide a clear and general explanation of
scientific principles, and the basic confrontation between such principles and
experience. Beginning with a detailed introduction that considers various
approaches to the philosophy and theory of science, Israel Scheffler then divides
his study into three key sections – Explanation, Significance and Confirmation –
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that explore how these complex issues involved have been dealt with in
contemporary research. This title, by one of America’s leading philosophers, will
provide a valuable analysis of the theory and problems surrounding the
Philosophy of Science.
The King of Las Vegas and America's premier sports gambler reveals a powerful
program for breaking all the rules, beating all the odds, and achieving all your
dreams. In The King of Vegas' Guide to Gambling, Wayne Allyn Root of Spike
TV's King of Vegas (TM) demonstrates why it is vital to take risks in life—whether
in the casino, on the playing field, or in the boardroom. Root lives an American
dream: He makes money watching sports on television. In fact, as CEO of GWIN
Inc., America's only publicly traded sports-handicapping firm, Root is a self-made
millionaire with hundreds of thousands of sports-betting clients and fans. In this
book, he reveals the spiritual principles behind his consistently winning hand.
Turning the popular conception of the casino denizen on its head, Root shows
readers how to concentrate on the risks they take and to cultivate tranquillity in
the face of life-defining, stressful moments. Bringing a unique contrarian
approach to gambling, Wayne Allyn Root states his maxim of never following the
masses and always taking the lead in life, and guides the way to navigate
successfully the many gambles life offers.
A mainstream release of a previously self-published best-seller, written by a
successful internet traffic developer best known for his record-breaking sale of
the Business.com domain name, shares a wealth of insights, tips and strategies
for using online resources to build wealth rapidly.
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