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COSMIC CAREERS
Exploring the Universe of Opportunities in the Space Industries
Alastair Storm Browne and Maryann Karinch

We are starting to see the first real progress in space exploration in the private sector, 
and there are many jobs becoming available, right now, in this fascinating new field. 
Now that companies are set to take both professional astronauts and well-trained 
passengers into space as early as summer of 2021, this book will prepare you to take 
your place, whether as an investor, owner, employee, or enthusiast, in the exciting 
world of space exploration. 

Readers will: 
• Receive a comprehensive listing of the careers and skillsets that are in demand 

and will be in demand over the coming years in space exploration.
• Access stories, company profiles, and even the technical descriptions spotlighting 

information that is relevant today and over the next few decades.
• Gain insights into the world of space exploration, its characters, and the real 

opportunities that are within anyone’s grasp if they want it badly enough.

Sierra Nevada, Northrup Grumman, Boeing, and Bigelow Aerospace built prototypes of 
deep-space habitats that NASA began testing in March 2019, so the physical evidence 
exists that human beings are committed to living in space for purposes of research, as 
well as industrial pursuits such as mining.  

There will also be opportunities in harnessing huge amounts of energy from the sun 
using Earth orbiting solar power satellites; designing new forms of space transportation; 
and construction of facilities for refueling stations for rockets, processing minerals from 
near Earth asteroids, and building new spaceships and space habitats.

The new space race is on!

Alastair Browne is a lifetime space advocate and member of national space society. 
His popular space development blog has over 475,000 followers on Facebook. He is 
true space junkie who has devoted his life and career to space development.   

Maryann Karinch has co-written many business, tech, and future-looking books, and 
she has a lifelong interest in space exploration.

KEY SELLING POINTS 

• Alastair Browne has a large and engaged Facebook following that he will promote 
the book to. His page dedicated to space exploration (https://www.facebook.com/
alastairbrowneonspacedevelopment/) is perfectly aligned with the book.

• Today’s youth have an interest in space development like never before, from read-
ers of science fiction to members of space organizations like the National Space 
Society (50+ chapters around the world) and the Space Frontier Foundation.

• There is tremendous excitement in the business world around space exploration, 
with companies like SpaceX making headlines every week. This book will show 
readers what the big companies are doing right now to prepare for space explo-
ration.

February 9, 2021
$19.99
Softcover
256 pages
9781400220939
BUSINESS & ECONOMICS / 
New Business Enterprises

Upcoming Releases for 
Winter to Spring 2021
Feeding your inner drive to grow as a leader
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THE EMPATHETIC WORKPLACE
5 Steps to a Compassionate, Calm, and Confident Response to Trauma 
On the Job
Katharine Manning

This critical resource gives managers, HR, and anyone who may come into contact 
with someone in trauma—including workplace violence, harassment, assault, illness, 
addiction, fraud, bankruptcy, and more—the tools they need to be prepared for what 
lies ahead.

This book is crucial for every manager or HR representative who shouldn’t just prepare 
to one day be faced with a report of a traumatic experience at work, but plan on it. This 
five-step method will help managers make survivors feel supported and understood. 
The Empathetic Workplace guides supervisors of any level through an understanding 
of how stories of trauma impact the brain of both the survivor and the listener, as well 
as the tools to handle the interaction appropriately, to help the listener, the organiza-
tion, and most importantly, the survivor. 

The easy-to-follow LASER method outlined in these pages includes the following ele-
ments that all managers should know and understand:

• Listen-Controlling your own reaction, managing your body language, asking 
open-ended questions, hearing what is not being said, and winding down the 
speaker when the conversation becomes unproductive are essential elements in 
being a good listener.

• Acknowledge-Once someone shares a difficult personal story with you, it is im-
portant to acknowledge that gift. 

• Share-You can help the speaker regain some measure of control by sharing infor-
mation with him or her about what happened or what happens next, your personal 
or organizational values, and what you don’t yet know but hope to learn.

• Empower-You can help the traumatized person by providing him or her with re-
sources that are available to them through the company or outside groups. 

• Return-The final step is to ensure that the traumatized person has a way to come 
back later when he or she cannot remember all that you said, thinks of more 
questions, or wishes for updates. 

The LASER technique can benefit all who are responsible for others, from top-tier 
managers at Fortune 500 companies to Residence Advisors in college dormitories.

For fifteen years, Katharine Manning advised the Justice Department on victim is-
sues in its most challenging cases, from terrorism to child exploitation to large-scale 
financial fraud. As President of Blackbird DC, Manning now uses her expertise to help 
government, educational, and corporate institutions prepare for and respond to the 
challenges they face involving employees and members of the public who may be in 
trauma, from claims of sexual harassment or assault to large-scale impacts like data 
theft and workplace violence. A member of the California bar, Manning also served as 
an attorney with the law firm Pillsbury Winthrop in San Francisco, where she repre-
sented Fortune 500 companies in class actions, insurance, and media cases. She is a 
graduate of Smith College and the University of Virginia School of Law. 

KEY SELLING POINTS 

• The author is a highly respected, well-known, and expert advisor with a national 
network of colleagues and advocates.

• Improving how to deal with workplace trauma is a critical need among organiza-
tions of all types and sizes. According to a national survey by Workplace Options, 
53 percent of employees have experienced a traumatic event while on the job, 
yet only 46 percent said their employer offered any type of support to help them 
recover.

February 16, 2021
$19.99
Softcover
208 pages
9781400220021
BUSINESS & ECONOMICS / 
Human Resources & Personnel 
Management
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BREAKING BORDERS
A Remarkable Story of Adventure, Family, and Career Success That 
Defied All Expectations
Kate Isler

Kate Isler’s incredible story of blazing global business trails in the early days of Micro-
soft demonstrates how women can stop self-selecting out of opportunities and make 
the leap of faith to pursue their dreams.

Kate Isler navigated the male-dominated culture of the technology industry, breaking 
new global markets for Microsoft in their fast-paced, hyper-growth startup years in 
some of the most challenging regions in the world – all without a college degree or 
resources that many believe are necessary for success.

Taking readers on a fascinating adventure from Kate’s years as a naïve young adult 
through her unexpected global career, which included six international moves, Break-
ing Borders candidly shares:

• Kate’s moments of success, failure, and very public mistakes to help readers 
become more fearless in their own pursuits of greatness.

• The author’s struggle to pivot her career in a completely new direction as a result 
of being disillusioned with a big corporate environment.

• How she overcame the disappointment of a failed startup by channeling her pas-
sion for supporting women to build Be Bold, a women’s advocacy non-profit, from 
the ground up.

• Kate’s mission to inspire other women to challenge the limits society has placed 
on them as they chase their dreams.

Kate’s story is a guide for women who want to stop self-selecting out of opportunities 
because they “assume” they don’t have the right education, connections, or skills to 
take a chance—including those that believe that having a family disqualifies them from 
pursuing a dream.

As entertaining as it is enlightening, Breaking Borders provides insights, inspiration, 
and practical lessons that are relatable and easy to apply each step of the way.

While working at Microsoft, Kate Isler started her international career in Dubai in 1993 
by talking her husband into quitting his job to become a “house husband” for what 
she promised would be a two-year adventure. Twenty years, three children, and six 
international moves later, Kate left Microsoft to try her luck at running a digital health 
startup. While that venture ultimately did not bear fruit, she learned vital lessons that 
she has taken into her new organization, Be Bold Now, a conscious consulting practice 
whose mission is to build an intersectional community of women and men, who strive 
to inspire, empower and support each other to take bold pragmatic action to acceler-
ate gender parity. Her journey of leadership, challenging the status quo, overcoming 
adversity, and breaking gender stereotypes motivates and inspires audiences.

KEY SELLING POINTS 

• Breaking Borders is supported by the Microsoft Alumni Network, the official 
60,000-member alumni group which will promote her title heavily to over 200,000 
former Microsoft employees.

• Kate’s amazing story rides the wave of business and leadership empowerment 
titles that inspire millions of women to pursue their dreams as entrepreneurs or 
corporate leaders.

March 2, 2021
$19.99
Softcover
272 pages
9781400221561
BUSINESS & ECONOMICS / 
Women in Business
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TAKING CHARGE OF CHANGE
How Real People Solve Hard Problems
Paul Shoemaker
The social challenges facing us in the 2020’s are radically different than those we faced 
even one generation ago. Meet the new leaders who are moving us forward and learn 
how to apply their same effectiveness, qualities, and attributes to you own leadership. 

The kinds of leadership it has always taken to build American communities and 
companies are still relevant, but they are not sufficient to define the level and quality of 
leadership it will take to rebuild an America that has become too uneven and siloed over 
the last 20 years.  

Turn to Taking Charge of Change to learn real life success stories of change leaders 
that will inspire and point the way to real life impact. Featured leaders include Peter 
Drucker Award winner Rosanne Haggerty, whose goal is not to reduce but to put an 
end to chronic homelessness; Father Greg Boyle, whose organization, Homeboy 
Industries, has made a dramatic impact on reducing gang violence in Los Angeles; and 
board-certified psychiatrist and behavioral neurologist Justin Coffey’s, whose work on 
depression has reduced suicide rates in a way that has been validated scientifically.

Readers will: 
• Learn the common elements change leaders utilize to make a remarkable impact 

on some or our most complex problems.
• Go from thinking about making an impact to a path of action where you are the right 

kind of leader for the future who is directly affecting people’s lives.
• Gain new perspective on what is possible through the inspiration of the change 

leaders featured in this groundbreaking book. 

Ultimately, Paul Shoemaker, Founding President of Social Venture Partners 
International—a global network of thousands of social innovators, entrepreneurs, 
philanthropists, and business and community leaders—shows leaders how change is 
happening and profiles the leaders behind it so that they have a model to follow.

If you’re out to change the world, Paul Shoemaker is there to connect you to the people, 
ideas, and organizations that matter. Shoemaker is the Founding President of Social 
Venture Partners International—a global network of thousands of social innovators, 
entrepreneurs, philanthropists, and business and community leaders that fund and 
support social change agents in over 40 cities and 8 countries around the world. With 
insights over 17 years from this unique vantage point, he is a leading expert on activating 
social change agents and a global thought leader on how individuals can be the most 
effective philanthropists.

KEY SELLING POINTS 

• This book is supported by the Microsoft Alumni Network, who will promote it to 
their 60K paid members and 200K+ alumni around the world.

• There is pent-up interest in identifying real solutions for a world stretched to the 
extreme by income inequality, under-funded government institutions, and shifting 
global demographics. The author’s experience and credibility are a key draw.

March 16, 2021
$28.99
Jacketed Hardcover
256 pages
9781400221691 
BUSINESS & ECONOMICS / 
Leadership
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INVENTOR CONFIDENTIAL
The Honest Guide to Profitable Inventing
Warren Tuttle with Jeffrey A. Mangus

The President of the United Inventors Association shows inventors, innovators, and 
makers a savvier, safer path towards monetizing your better mouse trap and how to 
avoid the get-rich-quick scammers.

The road to licensing a profitable, innovative product or technology is riddled with 
curves, holes, and rocky cliffs. Every year, hundreds of thousands of eager inventors 
around the globe spend millions of dollars seeking assistance from inventor service 
companies and individuals claiming to be experts in the innovation and licensing fields, 
though their actual success rates are poor in relation to the dollar amounts they charge.

The reality is, according to Inventors’ Digest™, while 78% of new inventors believe they 
will make over a million dollars with their inventions, less than 1% actually do. Marketers 
prey on this scenario for their own financial gain.

Inventor Confidential tips the odds back in the investor’s favor, helping them: 
• Gain a much broader picture of the many current challenges that inventors face 

these days.
• Understand the red flags to watch out for when individuals or companies charge 

up front for their coaching or help-to-market services.
• See how inventors can improve their odds of licensing success by following a 

thorough product development protocol, creating working prototypes, and filing 
U.S. patents.

• Get the insider perspective on how companies determine the quality of a product 
submission and if they want to work with the inventor.

• Learn the 30 steps to market if you want to go it alone.

For anyone who has a great idea or invention and wants to monetize it but are not 
sure who to trust, Inventor Confidential will show them where to best spend their hard-
earned money to maximize their odds for success.

Warren Tuttle, well known in the inventor community, serves as the President of the 
United Inventors Association, a national 501c3 non-profit dedicated to educating aspiring 
inventors, patent holders, makers and product developers. He speaks regularly across 
the country about licensing and open innovation at Inventor Clubs, Industry Trade 
Shows, and, on occasion, USPTO events. Currently, Warren oversees Open Innovation 
programs for several major US companies, including housewares industry leader 
Lifetime Brands of Garden City, NY. As an outside contractor, he screens and serves 
as a liaison for innovative external product submissions for the mutual benefit of both 
the companies and inventors, and he has been responsible for originating well over one 
hundred licensing agreements that have generated over a billion dollars in retail sales. 

KEY SELLING POINTS 

• Warren Tuttle has lived the innovation life and is determined to set the record 
straight and pave a path for any innovator, entrepreneur, maker, designer, devel-
oper, and patent holder who wants to find the road to success without wasting 
money on unnecessary pursuits.

• The inventor market is sizable -this audience represents well over 750,000 inven-
tors across the United States with over 600,000 registered with the United States 
Patent and Trademark Office® (USPTO). There are also 300,000 independent 
product developers and designers and over 1.2 million makers who visited Maker 
Fairs around the world last year.

• Warren speaks regularly around the country to innovation experts, designers, 
inventors, patent holders, makers and entrepreneurs.

March 23, 2021
$19.99
Softcover
256 pages
9781400219575 
BUSINESS & ECONOMICS / 
Entrepreneurship
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WE SHOULD ALL BE MILLIONAIRES
Change Your Thinking, Build Bank, and Claim Your Independence
Rachel Rodgers

Dedicated to a reality in which every woman has at least seven zeros in her bank 
account, author and experienced entrepreneur Rachel Rodgers offers this pull-no-
punches guide for women to wield economic power—how real change is created. 

Every single woman should want to be a millionaire. If you agree, this book is for you. If 
you disagree, this book is definitely for you.

While women now own 40% of businesses in the U.S., the percentage of revenue 
brought in by women-owned businesses is only 4.2%. And, while the gender pay gap 
isn’t quite that extreme, corporate women are making four percent less than their male 
counterparts, and women hold only 25% of c-suite positions. Now that women are 
getting a seat at the table, it’s time they demand what they deserve.

This book:
• Represents a breakthrough step-by-step guide for women who want to shift their 

mindset and work their way to seven figures.
• Reveals the unique hurdles businesswomen face that their male peers do not, 

both in the office and at home, showing how to leap each and every one.
• Is a clarion call for all women who are done having their work undervalued, are 

tired of being sexually harassed in the workplace, and are ready for a revolution 
that starts with the mindset outlined in these pages.

If women are going to make demands, they need capital. So, it’s time for women to 
turn towards their money. To begin to focus on their earning potential and their ability 
to generate wealth. To begin stepping up into their own leadership, advocacy, and 
autonomy.

And if you’re not into dismantling the systems of oppression that exist in the world today, 
that’s cool. Women can create wealth for no other reason than they deserve it and they 
want it. Women are allowed to make a million dollars because they want to fly first-
class, carry a Chanel bag, and order fancy champagne whenever the hell they want.

Rachel Rodgers’ first digital product, Small Business Bodyguard, has produced more 
than one million dollars in revenue and served over 3,500 customers. In the past two 
years, she’s helped over a thousand female entrepreneurs significantly increase their 
income with her company coaching company Hello Seven. Her mission with this book 
is to use the platform I’ve established to share the belief - no, the reality - that all women 
should be millionaires. Rachel’s advice has been shared in Fast Company, Forbes, 
Entrepreneur, The Washington Post, and Time. She’s explained to NBC why it’s hard 
to be a feminist if you’re broke. And, because she has a lot to say that’s controversial, 
she’s pretty popular when it comes to booking media.  

KEY SELLING POINTS 

• Rachel Rodgers is an experienced entrepreneur who practices what she preach-
es. In the past two years, she’s helped over a thousand female entrepreneurs 
significantly increase their income with her company coaching company Hello 
Seven.

• Rachel’s advice has been shared in Fast Company, Forbes, Entrepreneur, The 
Washington Post, and Time. She’s explained to NBC why it’s hard to be a femi-
nist if you’re broke. And, because she has a lot to say that’s controversial, she’s 
popular when it comes to booking media.

May 4, 2021
$28.99
Jacketed Hardcover
288 pages
9781400221622 
BUSINESS & ECONOMICS / 
Women in Business
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GET OVER “I GOT IT”
How to Stop Playing Superwoman, Get Support, and Remember That 
Having It All Doesn’t Mean Doing It All Alone
Elayne Fluker

Too many ambitious women strive to accomplish all their goals alone, leading to 
dangerous levels of stress and anxiety. Learn how a strong support network and 
meaningful connections are crucial not only to your long-term success, but to your 
peace of mind.

Today’s women are ambitious and excelling in every way. But many still believe that 
asking for help along the journey is a sign of weakness, ignorance, or incompetence, 
so they go it alone.

Author and podcaster Elayne Fluker believes this mindset is partially responsible for the 
increase in suicide rates for girls and women and the reason so many women end up 
depressed, overwhelmed, isolated and unfulfilled. To combat this alarming trend, Fluker 
helps women learn how to build their own networks, make meaningful connections, 
and understand how even some of the most successful women in the world, like Oprah 
Winfrey and Spanx founder Sara Blakely, had tremendous support networks that helped 
them achieve their dreams.

Get Over “I Got It”:
• Shares the lessons Fluker learned throughout her own struggles with learning how 

to ask for and accept support.
• Provides anecdotes from women professionals, interviews with health 

professionals, and current research demonstrating the tangible ways women can 
ditch the dangerous go-it-alone philosophy.

• Offers proven, real-world ways for women to embrace the proven health and 
career benefits of a stronger-together approach.

Ultimately, this book helps women overcome their psychological hurdles to asking for 
help, giving them a surefire strategy—and the confidence—to seek support. They’ll 
then be positioned to join other women’s support networks, uplifting them in a way that 
will transform both individual lives and communities. 

Elayne Fluker is a writer, editor, producer, and media entrepreneur who has worked as 
a journalist for more than twenty years at some of the industry’s most esteemed outlets. 
She has served as an editorial executive at media powerhouses such as Condé Nast, 
Huffington Post, Essence, Martha Stewart Living, VIBE, and Latina. Fluker has been 
a featured guest in front of millions on national shows and networks, such as TODAY, 
Nightline, Headline News, Inside Edition, CNN, VH1, CBS, BET, FOX, and Sirius XM 
Radio. And she has spoken at events for  the United Nations, LinkedIn, Columbia, 
NYU, Spelman College, Howard University, the Women’s President’s Organization, the 
Essence Festival and more. In 2016, Fluker launched a popular and inspirational five-
day-a-week podcast, Support is Sexy, which has more than 700,000 downloads and 
reaches listeners in 130 countries. On the podcast, she has interviewed more than 450 
inspiring women entrepreneurs, leaders, and creatives around the world about their 
entrepreneurial journeys, the true stories of the good, bad, and messy moments in 
between, and the importance of support in their lives.

KEY SELLING POINTS 

• As opportunities for women have grown, so has pressure to succeed. This is a 
timely topic that corresponds to the large growth in female entrepreneurship and 
managerial leadership.

• Fluker’s popular and inspirational five-day-a-week podcast, Support is Sexy, has 
more than 700,000 downloads and reaches listeners in 130 countries.

May 11, 2021
$19.99
Softcover
299 pages
9781400213795
BUSINESS & ECONOMICS / 
Business Communication / 
General
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CREATIVE DIRECTIONS
Mastering the Transition from Talent to Leader
Jason Sperling

Welcome to the Age of Creatives, where more and more makers, designers, writers, 
and artists are in demand. Learn how to succeed at managing other creatives … once 
you understand the new strategies and mindset that are required.

For creators, getting that promotion to management is exciting but can also be scary. 
The skills that made them so successful may not translate to the skill required to be a 
great manager, and this gets even more complicated when managing other creatives 
who often don’t thrive under traditional management procedures.

Creative Directions is a management masterclass in which readers attend lectures and 
seminars as they learn from some of the best in the business, including directors Ava 
DuVernay (When They See Us) and Joe Russo (Avengers: Endgame); two-time Acad-
emy Award-winning editor Angus Wall (The Social Network); executive producers from 
hit TV shows like The Simpsons and GLOW; and creative directors and leaders at busi-
nesses like Amazon, Apple, Disney, TikTok, and more. All of these lessons are provided 
in an attractive, easily accessible format so that readers can open the book to any page 
and find some actionable or inspirational insight or strategy.

Readers will: 
• Receive essential guidance on how to master the delicate balance required to 

successfully lead a creative team, like how to relinquish control while keeping the 
focus where it needs to be.

• Learn from star creative leaders in the entertainment industry on essential lessons 
they learned on their path to success.

• Gain insights on how to balance mastering the new skills you need as a leader 
with finding the time and energy to focus on the creative work you love.

Enjoy the snackable, easy-reference format that makes the lessons easy to implement 
and apply.

Jason Sperling serves as SVP, Chief, Creative Development at RPA Advertising in Los 
Angeles. He spearheads marketing efforts for Honda North America, Amazon, TikTok, 
UNICEF Worldwide, the Pediatric Brain Tumor Foundation, and the LGBT Center in Los 
Angeles. He oversees a department of nearly 150 copywriters, art directors, designers, 
creative directors, web developers, UX designers, and producers. During his time at 
Apple, his “Get a Mac” campaign was declared Campaign of the Decade by Adweek 
and was one of Ad Age’s Top Campaigns of the Century. In 2015, Adweek selected 
Jason as one of the Top 30 Creative Directors in the country. Most recently, Campaign 
US selected Jason for their 40 Over 40 List.

KEY SELLING POINTS

• Harvard Business Review has called this the present time the “age of creatives” 
because so many jobs are being created that require creative talent. This book 
appeals to a wide swath of industries, including television and film, marketing, 
architecture, graphic design, product design, fashion design, interior design, 
industrial design, the culinary arts, technology, creative entrepreneurships, 
and any organization with an internal creative group or creative approach to 
management.

• The high-profile contributors (see partial list in content summary at end of this 
proposal) make up an extensive influencer network to help successfully launch 
the book.

• Sterling is a frequent speaker on this topic and will leverage the book at keynotes 
and trainings.

June 1, 2021
$27.99
Jacketed Hardcover
240 pages
9781400222896
BUSINESS & ECONOMICS / 
Leadership
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FINDING YOUR VOICE, CHOOSING TO LEAD
How to Advance Your Career by Keeping Your Values
G. Richard Shell

The young professionals’ real-world guide to achieving success at work without 
compromising integrity, based on Wharton Business School professor Richard Shell’s 
countless interactions with MBA students who continue to bring him shocking stories 
about the workplace corruption they are pressured to engage in.

Forty-one percent of workers across a variety of industries reported seeing ethical 
misconduct in the past year alone. From corporate frauds and global bribery to bosses 
pressuring employees to engage in illicit sexual relations with clients, young professionals 
are completely unprepared for the stark reality of workplace misconduct and corruption. 
They are being blindsided by ethical conflict, then forced to make anguished choices 
between their paycheck and their values. 

Finding Your Voice, Choosing to Lead shows that there is a third way: assume these 
conflicts are coming, learn how to recognize them, and follow a step-by-step approach 
to responding effectively. In this way, young professionals set themselves on the path to 
becoming leaders of conscience.

Finding Your Voice, Choosing to Lead:
• Solves a crucial problem faced by young professionals: What should they do when 

they are asked to compromise their core values to achieve organizational goals?
• Teaches readers how to recognize and overcome five pervasive forces pushing 

them toward misconduct: peer pressure, misguided authority, perverse incentives 
created by aggressive work goals, role expectations, and systemic corruption.

• Provides a simple, by-by-step model for business professionals at all levels to 
maintain their integrity while advancing their careers.

• Uses vivid case studies to walks readers through how they could have been 
resolved successfully using the principles and methods outlined in the book.

Finding Your Voice, Choosing to Lead features stark examples from Shell’s classroom, 
today’s headlines, and classic cases of corporate wrongdoing countered by individual 
moral courage, presenting a roadmap for taking on toxic bosses and creating values-
based workplaces where everyone can thrive.

G. Richard Shell is the Wharton School’s Thomas Gerrity Professor and Chair of its 
Legal Studies and Business Ethics Department. His books have sold nearly half a million 
copies in seventeen languages. An award-winning teacher in Wharton’s MBA division, 
Richard leads two week-long executive training programs: the Executive Negotiation 
Workshop and the Strategic Persuasion Workshop. His titles include the bestselling 
Bargaining for Advantage: Negotiation Strategies for Reasonable People (3rd Edition, 
2019) (in print since 1999), The Art of Woo: Using Strategic Persuasion to Sell Your 
Ideas (with Mario Moussa) (Portfolio 2007), and Springboard: Launching Your Personal 
Search for Success (Portfolio 2013), which was named Business Book of the Year 
by America’s largest business bookseller, Porchlight, and shortlisted for Management 
Book of the Year by the British Library.

KEY SELLING POINTS 

• Richard Shell is the author of the bestselling title Negotiation Strategies for Rea-
sonable People and is a very popular and highly rated professor at Wharton 
School of Business, one of the top-rated business schools in the world. His books 
on negotiation, interpersonal influence, and success have sold nearly half a million 
copies in seventeen languages, and his online course on success has reached 
tens of thousands of people worldwide.

• The author will leverage the Wharton social media and email platform to market 
the book.

June 8, 2021
$19.99
Softcover
256 pages
9781400221134
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Leadership
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BUSINESS MADE SIMPLE
60 Days to Master Leadership, Sales, Marketing, Execution and More
Donald Miller

It’s hard to be successful without a clear understanding of how business works. These 
60 daily readings from New York Times bestselling author Donald Miller focus on the 
tangible skills it takes to offer extreme value to your organization while building your 
company, your career, and your legacy.

Learn what the most successful business leaders have known for years in only 60 days 
through the simple but effective secrets shared in these pages.

Business is more than just a good idea made profitable, it’s a system of unspoken 
rules, rarely taught by the university system. If you are attempting to profitably grow 
your business or career, you need elite business knowledge—knowledge that creates 
tangible value. Unfortunately, few of us have the time, access, or money to attend a Top 
20 business school.

However, there is another way to achieve this insider skill development, which can both 
drastically improve your career earnings and the satisfaction of achieving your goals.

Donald Miller, Wall Street Journal and New York Times bestselling author of Building a 
StoryBrand and numerous other bestsellers, experienced this frustration firsthand as he 
built his own multimillion-dollar business. He he wrote Business Made Simple to teach 
businesspeople how to be successful in today’s constantly evolving business world.

These short, daily entries and accompanying videos will add enormous value to your 
own business or the organization you work for. In this sixty-day guide, readers will be 
introduced to the nine areas where truly successful leaders and their businesses excel:

• Character
• Leadership
• Personal Productivity
• Messaging
• Marketing
• Business Strategy
• Execution
• Sales
• Management
• Business Coaching

Business Made Simple is the easiest and most affordable way for anyone who feels lost 
or overwhelmed by the modern business climate to learn what they need to know to 
bring themselves and their businesses to the next level.

Donald Miller has helped more than 3,000 businesses clarify their marketing messages 
so their companies grow. He’s the CEO of StoryBrand, the cohost of the Building a 
StoryBrand Podcast, and the author of several books, including the bestsellers Blue Like 
Jazz and A Million Miles in a Thousand Years. He lives in Nashville, Tennessee, with his 
wife, Betsy, and their dogs, Lucy and June Carter.

January 19, 2021
$24.99
Jacketed Hardcover
240 pages
9781400203819
BUSINESS & ECONOMICS / 
Personal Success
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CHANGE YOUR WORLD
How Anyone, Anywhere Can Make a Difference
John C. Maxwell and Rob Hoskins

Two of today’s most respected world-changers, leadership expert John C. Maxwell and 
global development leader Rob Hoskins, share their real-world experiences helping 
to transform millions of lives, communities, and businesses around the world to show 
people how to be the change the world needs and help others do the same.

We see poverty, homelessness, violence, mental illness, corruption, and the breakdown 
of the family, and we think, Why doesn’t somebody do something? The institutions 
we’ve depended on aren’t making the world a better place the way we thought they 
could and should. So now it’s up to us.

The good news is, YOU can change your world.

In this book, John Maxwell and Rob Hoskins guide readers through the entire process. 
These two leaders have been making a positive impact for decades, transforming 
millions of lives, communities, and businesses around the world with a sense of mission 
and regard for human dignity. And whether you influence only one other person or you’re 
the leader of a large organization, you too can bring about positive, lasting change.

Throughout these pages, Maxwell and Hoskins share their real-world experiences and 
encourage readers to make a difference based on the needs they see around them and 
the desires of their heart.

John C. Maxwell is a #1 New York Times bestselling author, coach, and speaker who 
has sold more than 31 million books in fifty languages. He has been identified as the #1 
leader in business by the American Management Association® and the most influential 
leadership expert in the world by Business Insider and Inc. magazine. Dr. Maxwell 
speaks each year to Fortune 500 companies, presidents of nations, and many of the 
world’s top business leaders. For more information about him visit JohnMaxwell.com. 

Dr. Rob Hoskins grew up in Lebanon and France before moving to the United States. 
He has spent his life leading global business and non-government organizations. He 
presently serves as the President of OneHope, which works in over 150 nations and 
has added value to nearly 2 billion children and youth.

January 26, 2021
$27.99
Jacketed Hardcover
240 pages
9781400222315
POLITICAL SCIENCE / Civics 
& Citizenship
Rights Sold for: Spanish

DIGITAL GODDESS
The Unfiltered Lessons of a Female Entrepreneur
Victoria Montgomery-Brown

Being a female entrepreneur just may be the toughest job in the world. In Digital God-
dess, Victoria Montgomery-Brown—the founder of Big Think, the world’s largest ar-
chive of lessons from the world’s greatest thinkers and doers—shares her firsthand, 
in-the-trenches experiences to inspire women to take the leap into entrepreneurship.

Told from the unique, female entrepreneurial perspective and serving as a roadmap 
for any woman who’s ever thought about taking the leap into entrepreneurship, Digital 
Goddess honestly lays bare all the hurdles other female founders may face in their 
own journey to the top. This book is about dealing with the way things are, even when 
you don’t like it, and being yourself, even when it seems like a drawback. It’s about 
sucking it up, making the hard choices, and dealing with the consequences. It’s about 
being honest no matter what is going down. 

Ultimately, Digital Goddess is a story for entrepreneurial women at any stage of life 
who want to know what it actually takes to build a business in a world that’s not always 
fair, predictable, or politically correct.  

Montgomery-Brown—founder of Big Think, a fast-growing content marketing startup—
shares her story in an entertaining and educational light, unpacking the real-world 
lessons she’s learned along the way, including: Never lie to your investors, even when 
you just got arrested. Raising money is a poker game—learn how to play. The power 
and money still lie with men. Pretending it’s not that way, or being angry about it, won’t 
lead to success. Your relationship with your co-founder is like a second marriage, so 
forget about keeping the personal out of the workplace. The more authentic you are, 
and the more fun you have, the better your experience will be. 

Victoria R. Montgomery-Brown is CEO and co-founder of Big Think, the knowledge 
company that makes people and companies smarter and faster through short-form 
video with the world’s best thinkers and doers. As CEO, Victoria oversees and directs 
strategy, fundraising, and investor relations. She is also responsible for Big Think’s 
strategic partnerships with global companies, such as Shell, Intel, Merck, Mercer, Pfiz-
er, Microsoft, HP, Electronic Arts, and Citi. Prior to founding Big Think, Victoria was a 
producer at Charlie Rose and ran his business development. 

October 6, 2020
$27.99
Jacketed Hardcover
272 pages
9781400220618
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MASTER MENTORS
40 Transformative Insights from Our Greatest Business Minds
Scott Jeffrey Miller

For busy professionals and lifelong learners seeking practical strategies for reaching 
new heights, Master Mentors distills 40 essential learnings from Seth Godin, Susan 
Cain, Doris Kearns Goodwin, General Stanley McChrystal, and other top business 
minds and thought leaders of our time.

In Scott Miller’s 23-year career as Executive Vice President of Thought Leadership at 
personal development powerhouse FranklinCovey, one of the key strengths he credits 
for helping reach his current position is to learn the habits of those who have made it 
to the top. This curiosity drove him to create his popular podcast, On Leadership with 
Scott Miller, where he interviews the leading thinkers of our time, including Seth Godin, 
Susan Cain, Doris Kearns Goodwin, General Stanley McChrystal, and many others. 

Master Mentors distills one transformative insight from each of 40 of the most powerful 
interviews conducted on his podcast.  In each case, he calls out the key learning that 
made the greatest impact on his life or career, describes how he currently uses it and 
the impact it continues to have on him, and then gives readers simple steps to imple-
ment it in their own lives.  

Entering his twenty-third year with FranklinCovey, Scott Miller serves as the executive 
vice president of thought leadership. He is the host of the FranklinCovey-sponsored 
On Leadership With Scott Miller, a weekly leadership webcast, podcast, and news-
letter that features interviews with renowned business titans, authors, and thought 
leaders and is distributed to more than five million business leaders worldwide. He is 
also the host of the weekly radio program Great Life, Great Career With Scott Miller 
on iHeart Media’s KNRS 105.9. This radio program and podcast provide insight and 
strategies drawn from FranklinCovey’s leadership principles and from Miller’s career 
and personal life experience to assist listeners in becoming more effective as business 
leaders and to improve their personal performance. Additionally, Miller authors a week-
ly leadership column for Inc. magazine.

October 13, 2020
$19.99
Softcover
256 pages
9781400221011
BUSINESS & ECONOMICS / 
Personal Success

UNDAUNTED
Overcoming Doubts and Doubters
Kara Goldin
Undaunted is one woman’s journey past doubts and doubters to become the award-
winning CEO of Hint® water. After interviewing dozens of business leaders for her 
podcast, Kara Goldin uncovered the overarching key to their success based on the way 
they handle and move past obstacles and their own insecurities, which she unpacks in 
these pages.

Too many people go to work each day feeling like they were meant for something else. 
Their dreams of one day starting a business around their true passion or changing 
careers stay on the backburner or move out of sight altogether once the day’s priorities 
take over. While most motivational business and life books offer quick fixes, Undaunted 
focuses on your long-term success, showing you how to take control of breaking down 
barriers and moving forward. This book is a must-read for anyone who knows what they 
want but sees obstacles in their way. 

Setbacks will come, but Kara shows you can learn from failures and frustrations and 
keep advancing toward your true purpose. Nothing in life is too hard if you remain 
Undaunted. As Kara always says, “It’s all part of the journey. Embrace it.”Whether you 
want to start a company, get healthy, break an addiction, find a new career or just grow 
in life, Undaunted will help you get moving and keep going.

Undaunted won’t solve your problems and challenges. You will. But it will help you see 
through other’s experiences that it’s possible to do so. 

Bypass your doubts and doubters and create the life you want.

Find the courage to be Undaunted.

Kara Goldin is the founder and CEO of Hint, Inc., the San Francisco-based healthy 
lifestyle company, best known for Hint water and most recently, Hint sunscreen. Kara has 
been an operating-entrepreneur growing Hint, Inc. to a brand worth hundreds of millions 
of dollars. She’s created a purpose driven business focused on the end consumer. Kara 
is a regular speaker. She speaks to large teams and executives at companies, including 
Google, LinkedIn, Instagram, Oracle, Chobani, and others, to get them to think about 
purpose in business as well as one’s own life. She is also a frequent speaker at colleges. 
Her mission is to get the audience to think about the “why” in what they are doing today 
or in the future.

October 20, 2020
$28.99
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OUTBOUNDING
Win New Customers with Outbound Sales and End Your Dependence 
on Inbound Leads
William (Skip) Miller

Too many companies have let their sales people devolve into an order-taking, custom-
er “farming” team where the focus is on following up on inbound leads or just trying to 
upsell current customers. Outbounding shows them how to power up the sales func-
tion with proven strategies that deliver breakthrough results.

Many sales organizations have fallen into an overreliance on inbound lead generation. 
However, when the early and easy inbound leads dry up and marketing and social me-
dia efforts stop yielding the results enjoyed previously, the need for outbound activity 
becomes more crucial than ever. This is the critical time in the life of a business when 
organizations with a top-notch team trained to sell outbound successfully will rise head 
and shoulders above the rest.  

There are no two ways about it, outbound selling can be intimidating even to the most 
senior rep. Yet that same intimidation around cold calling and outbound sales can be 
transformed into confident success … if you have the right tools at your disposal. This 
book equips sales people with the knowledge, training, and road-tested sales tactics to 
raise the success rate (and even the enjoyment level) of their outbound sales.

Outbounding provides sales teams with everything they need to  
• Have the right tools to outbound and not to just harass
• Learn how to outbound to the C-Suite as well as the manager level
• See prospect meetings less as win-lose battles and more as opportunities to use 

problem-solving skills 
• Utilize templates and ideas that really work and can be adapted to one’s own style

William (Skip) Miller learned the hard way that being unprepared for cold-calling is a 
surefire way to lose your job when he started his career in sales, quitting after only one 
day on his first job. He learned from his mistakes and is now President of M3 Learning, 
a ProActive Sales Management and Sales Training Company and is the sales training 
leader in Silicon Valley. Skip has provided training to tens of thousands of sales people 
and hundreds of companies in over 35 countries. This is his seventh book.

November 3, 2020
$19.99
Softcover
224 pages
9781400219445 
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THE PURPOSE MINDSET
How Microsoft Inspires Employees and Alumni to Change the World
Akhtar Badshah

New research shows that today, more than ever, employees want to contribute to 
something greater than themselves. Learn the innovative strategies Microsoft pioneered 
that created a virtuous cycle of giving and volunteerism that has benefitted the company 
and fulfilled its employees while making the world a better place.

Early on in the Microsoft story, Bill Gates and other key executives met to decide how 
they would incentivize employees to make a charitable impact. The status quo at that 
time was to offer some small percentage of your paycheck as a pretax deduction to 
a charity selected by your company. Microsoft decided to so something revolutionary 
instead.

The Purpose Mindset tells the inside story behind how Microsoft built its culture of 
giving, including powerful stories from Microsoft alumni who were in the room when 
these decisions were made or who went on to make powerful change in the world, 
emboldened by their time at Microsoft.

The Purpose Mindset also tells the story of how this culture of giving that has been so 
successful at Microsoft in regard to job satisfaction, recruiting, and employee retention 
can be duplicated in your own work life, whether you are a business leader or you 
are seeking employment at a company that contributes to something greater than 
themselves.  

Throughout these pages, charitably-engaged alumni such as author Akhtar Badshah, 
the head of Microsoft’s Philanthropy program from 2004-2014, take readers through the 
first-of-its-kind decisions that have empowered and incentivized employees.

Akhtar Badshah was head of Microsoft’s philanthropy program from 2004-2014. He is 
himself a prime example of the kind of engaged alumni that will be featured in this book, 
currently serving as the Chair of the Board of Global Washington, and also serving 
on the boards of the Microsoft Alumni Network and The Indus Entrepreneurs Seattle 
chapter. He is an internationally recognized development and philanthropy expert.

November 3, 2020
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Softcover
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THE BUSINESS OF WE
The Proven Three-Step Process for Closing the Gap Between Us and 
Them in Your Workplace
Laura Kriska

Diverse teams add tremendous value to any organization… if they work as a cohesive 
unit. Empower your leaders to bring together teams made up of members from different 
cultures, age groups, and socio-economic backgrounds.

In today’s workplace, cross-cultural collaboration is essential to the survival of any 
business. Unfortunately, bringing together people from a variety of backgrounds can 
lead to “us vs. them” misunderstandings and clashes that work against the goals of 
the company.  

Too often, well-intentioned consultants and HR representatives attempt to solve these 
problems with a band-aid approach to situations that warrant comprehensive solutions. 
Diversity in virtually every U.S. organization has increased over the past twenty years, 
yet the closest we have come to a workplace best practices guide is online diversity 
training courses or methods of coaching “problem” executives to be more sensitive. 
Neither of these avenues leads to meaningful change.  

Kriska teaches leaders in any organization how to prevent “us vs. them” culture 
clashes by promoting inclusion in their organization to increase employee retention 
and productivity and to prevent misunderstandings that lead to lost time and increased 
legal risk.

Laura Kriska is a leading cross-cultural consultant specializing in communication and 
teamwork with culturally diverse organizations. For 25 years, she has worked with 
thousands of professionals in industries including manufacturing, finance, energy, 
biotech, electronics, entertainment and auto racing. She has developed a global 
framework for understanding cultural differences and a process applicable to any 
multicultural group. Organizations hire her to teach global professionals how to achieve 
clear communication, strong professional relationships and effective teamwork.

January 12, 2021
$19.99
Softcover
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BACK TO BUSINESS
Finding Your Confidence, Embracing Your Skills, and Landing Your 
Dream Job After a Career Pause
Nancy Jensen and Saran Duenwald

The 45 percent of American women who take career breaks know better than anyone that 
searching for a job—with its new modes of communication, new rules of discoverability, 
and new expectations—has changed rapidly in the last decade. This book lays out a 
clear path for anyone ready to re-enter the workforce.

On the job hunt? Don’t just polish your resume—you better make sure your LinkedIn 
profile is updated. And, if you aren’t getting responses from recruiters, chances are it’s, 
because the robots  aren’t selecting your profile because it’s missing pertinent keywords. 
And, by the way, dress codes have changed and you’ll need to know new technologies 
such as Slack and Google+ Hangouts. Got it?  

For many women re-entering the workforce after a career break, the job search world is 
a disorienting, confusing, and overwhelming place. Getting started is much easier when 
you know what the first step should be.

In Back to Business, career coaching and re-entry experts Nancy McSharry Jensen and 
Sarah Duenwald have put together a guide for women returning to the workplace.

The authors understand through first-hand experience the anxiety of returning to work. 
They have helped hundreds of women facing the job search process to overcome the 
anxiety of what is often overwhelming life change.

Nancy Jensen has launched businesses for IDG and Microsoft, served as an instructor 
at UW, and currently serves as CEO and Co-Founder of The Swing Shift. She’s been 
featured in Forbes, The Huffington Post, at Seattle’s infamous F-Bomb Breakfast Club 
and the Female Founders Alliance Champion Awards. The award-winning Swing Shift 
was a semi-finalist at Social Venture Partners Fast Pitch competition, and a finalist for 
Seattle Chamber’s Women in Business Leadership awards. 

Sarah Duenwald has successfully focused on business development and sales 
operations in the software and high-tech consulting industry over the last decade. After 
the birth of her second child, Sarah took a brief career pause, and then decided she 
wanted to do something that gave back and made an impact so that she could stay 
relevant and have meaningful work on her resume.  She co-founded The Swing Shift, 
where she drives Operations, Programming, and Partner Relationships.

January 19, 2021
$28.99
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THE INTROVERT’S EDGE TO NETWORKING
A Step-by-Step Process to Creating Authentic Connections
Matthew Pollard

For introverts, one of the most intimidating skills they need to develop in order be 
successful in business and life is networking. Matthew Pollard, the leading expert on 
introversion and business growth, shares how introverts can actually turn their perceived 
weakness into a competitive edge.

In The Introvert’s Edge to Networking, Matthew outlines his proven process for introverts 
to target and connect with top influencers, leverage connections in a comfortable way, 
and land new business without having to ask for it. The processes he outlines are all 
about working smart and knowing what you bring to the table. They rely on building 
strong relationships where both sides benefit and you earn a reputation where people 
come to you. 

From growing up in a small city in Australia where he suffered from a learning disability 
that only fed his already introverted nature, Matthew was laid off from his first job weeks 
before a major holiday and then took the only job that was available to him—door to 
door sales! After a week of getting doors slammed in his face, he developed a system 
that started working for him while also being comfortable to sustain as an introvert.

As Matthew says: “I like to say that our failures seed the success of our future. I think it 
works the same way for introverts. Because we don’t have the same natural abilities as 
extroverts, we have to make up for it in other ways ... but that extra effort actually gives 
us an edge over others.”

Matthew Pollard, known as “The Rapid Growth Guy,” works with businesses around 
the world, from startups to Fortune 500 companies like Microsoft and Capital One. 
Responsible for launching five zero-to-million-dollar businesses, he also founded 
Austin’s Small Business Festival, which is now a nationwide event. A native of Australia, 
he splits his time between North Carolina and Texas.

January 19, 2021
$27.99
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THE MAN’S GUIDE TO CORPORATE CULTURE
A Practical Guide to the New Normal and Relating to Female Coworkers 
in the Modern Workplace
Heather Zumarraga

There are numerous books that coach women to deal with bias and harassment in a 
male-dominated workplace. However, The Man’s Guide to Corporate Culture is one 
of the only books that coaches men on how to be a part of the solution so they can 
engage female bosses, subordinates, and peers in a way that builds cohesion instead 
of division.

Movements such as Time’s Up and #MeToo have done an incredible job of bringing to 
light the issues women face in the workplace. Now, it’s time to give men the tools they 
need to be part of the solution. 

Studies have shown that 60 percent of male managers feel uncomfortable working one-
on-one with their female colleagues. This means over half of American male managers 
lack the confidence in their ability to create an inclusive environment for all of their team 
members. That’s where The Man’s Guide to Corporate Culture comes in.  

Heather Zumarraga, a business journalist who has spent much of her career in 
testosterone-filled work environments, wants to make sure that any male leader who 
wants to be part of the solution knows how to do it the right way. 

The only way for male managers to feel confident in their ability to create an inclusive 
environment is to give them the tools they need for success. The Man’s Guide to 
Corporate Culture does exactly that.

Heather Zumarraga is a respected economic and financial correspondent for Fox News, 
Fox Business News, Newsmax and CNBC. She is a contributor to written publications, 
including The Washington Post, and has distinguished herself as a highly regarded 
and well-connected source. As a leader in the financial services industry, Zumarraga 
was ranked #1 in institutional sales for SunAmerica Funds and serves as Senior Vice 
President of Vision 4. She received her Masters of Business Administration from The 
Kogod School of Business at American University in Washington D.C. and obtained her 
undergraduate degree from The Zicklin School of Business at Baruch College in New 
York City. In 2015, Washington Life Magazine recognized Zumarraga as one of “DC’s 
most powerful people under 40.”

January 19, 2021
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THE HUMAN CLOUD
How Today’s Changemakers Use Artificial Intelligence and the 
Freelance Economy to Transform Work
Matthew Mottola and Matthew Coatney

With the technical world of work changing rapidly, don’t leave anything to chance. In The 
Human Cloud, two workforce productivity and technology experts lay out a clear picture 
of the coming revolution in how work is done and how jobs are shaped, empowering 
you with practical advice to take charge of your future.

If you listen to the news, robots are coming for your job. Full-time employment will 
soon be a thing of the past as organizations opt more and more to hire employees on 
a contract basis. And thanks to technological advances across email, video, project 
management, and instant messaging platforms, being tied to a desk working full time 
for one company is becoming obsolete.

These predictions have many of us asking, “Where does that leave me?”

The Human Cloud just may be the most important book you read to prepare for the 
future of the way work is done. In these pages, a human cloud technologist and an AI 
expert help you not only clearly understand the transition you see happening around 
you, but they will also help you take advantage of it.

By replacing fear with knowledge, you will better understand how this shift in employment 
is a good thing, be equipped to embrace the positive advantages new technology brings 
and use it all to your benefit, and further secure how your own job is shaped so you are 
never left behind.

Topics unpacked in The Human Cloud include:
• How employees and employers will be able to take advantage of the new 

automated and freelance-based workplace.
• How they will be able to take advantage of the new technology disruptions the 

machine cloud will create.
• Why the changes employees and employers are seeing aren’t the projection 

of doom that many are predicting; they can actually create many new career 
opportunities.

• How to navigate the coming job marketplace.

Matthew Mottola builds the technology that brings the human cloud to market. At 
Microsoft, he built the Microsoft 365 freelance toolkit, bringing Microsoft from nascent 
to an industry leader. As a product leader, serial entrepreneur, and keynote speaker, 
his work has been broadly adopted by individuals, startups, SMB’s, and Fortune 100’s.

Matthew Coatney has 20+ years of experience bringing advanced AI decision support 
and automation technologies to market. He is a frequent speaker on AI and the future 
of automation, including a TEDx Talk.
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THE TARGET STORY
How the Iconic Big Box Store Hit the Bullseye and 
Created an Addictive Retail Experience
Bill Chastain
Imagine if you could be a fly on the wall  as a family enterprise becomes 
one of the most successful companies in the world. The Target Story 
will help you understand and adopt the competitive strategies, workplace 
culture, and daily business practices that enabled the big box store to become the retail giant it is today. 

In an industry that has seen constant disruption over the last two decades, Target has experienced tremendous 
growth. Establishing a strong eCommerce business and cultivating a sought-after in-store experience has 
kept this iconic brand at the top of the retail game. From same-day fulfillment to brand partnerships, Target 
has successfully fought the domination of online marketplaces by thinking outside the big box.  

The growth, prosperity, and expansion strategies that can be gleaned from the history of the Target Corporation amounts to a 
masterclass in business. Yet, the Target story has never been adequately presented. Until now.   

Bill Chastain is the author of many non-fiction titles and a senior writer with Kevin Anderson & Associates. His most recent books 
are Try Not to Suck: The Exceptional, Extraordinary Baseball Life of Joe Maddon and White Fang and the Golden Bear: A Father-
and-Son Journey on the Golf Course and Beyond (foreword by Jack Nicklaus).
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THE DOMINO’S STORY
How the Innovative Pizza Giant Used Technology to 
Deliver a Customer Experience Revolution
Marcia Layton Turner
Imagine if you were there, taking notes, as a small pizza joint became 
one of the most successful restaurants in the world. The Domino’s 
Story will help you understand and adopt the competitive strategies, 
workplace culture, and business practices that made the iconic pizza chain the innovative restaurant and 
e-commerce leader it is today.

As one of the most technologically advanced fast-food chains in the market, Domino’s has cemented 
their reputation for innovation, paved in industry-leading profits. In February 2018, according to Ad Age, 
Domino’s unseated Pizza Hut to become the largest pizza seller worldwide in terms of sales.  

Rather than just tampering with a recipe that was working, they decided to think outside of the pizza box by creating digital tools that 
emphasized convenience and put the customer first. For the first time, the adaptable strategies behind the rise and dominance of 
Domino’s are outlined in these pages. 

Marcia Layton Turner, MBA is an award-winning business writer, ghostwriter, and senior writer at Kevin Anderson & Associates. 
In addition to being a contributor at Forbes.com, she has written for Businessweek, Entrepreneur, US News & World Report, 
Black Enterprise, and dozens of others. She helps CEOs, entrepreneurs, and business owners tell their stories.

October 27, 2020
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The Business Storybook Series

THE MICROSOFT STORY
How the Tech Giant Rebooted Its Culture, Upgraded Its 
Strategy, and Found Success in the Cloud
Dan Good
Imagine if you could see the playbook that returned a struggling tech 
empire to the top of the tech leaderboard. The Microsoft Story will 
help you understand and adopt the competitive strategies, workplace 
culture, and daily business practices that enabled the tech company to once again become a leading tech 
innovator.

It wasn’t so long ago that Microsoft and its Windows operating system dominated the tech industry so 
much so that they faced antitrust charges for what was perceived by many to be predatory, monopolistic 
practices. Less than a decade later, the tide had turned and Microsoft lost its dominance in the personal tech 
marketplace amidst the launch of the iPhone, the rise of Google, and the cloud computing phenomenon.

But, now, Microsoft is back on top. The company’s value is soaring and once again Microsoft is being recognized as a tech leader 
once again. What changed?

Since Satya Nadella took over as CEO, the company has gone through significant changes. The company culture has become 
one of creativity and innovation, no longer requiring that all products revolve around Windows. The company has reevaluated 
their business lines, getting rid of underperforming initiatives such as smartphones, and focused on the area of growth where the 
company excelled: the cloud. 

Dan Good is a seasoned book writer, journalist, and ghostwriter with Kevin Anderson & Associates. Dan has written on a wide 
range of topics—including politics, business, true crime, biography, self-improvement, health/fitness, and sports. Prior to writing 
and ghostwriting books full time, Dan spent more than a decade as a journalist. He ran the national breaking news desk for the 
New York Daily News and also worked at ABC News and the New York Post, as well as local news outlets in New Jersey and his 
native Pennsylvania. Dan lives in Yonkers, N.Y., with his wife and son.
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WINNING NOW, WINNING LATER
How Companies Can Succeed in the Short Term While Investing for 
the Long Term
David Cote

Business leaders often take actions that prop up earnings in the short term, but 
compromise their companies’ long-term health. David Cote, the much-respected former 
leader of Honeywell International and one of the most successful CEOs of his generation, 
shares a simple, paradigm-shifting method of achieving both short- and long-term goals.

Short-termism is rampant among executives and managers today, causing many 
companies to underperform and even go out of business. With competition intense and 
investors demanding strong quarterly gains now, leaders all too often feel obliged to 
sacrifice the investments so necessary for long-term growth.

Dave Cote is intimately familiar with this problem. Upon becoming Honeywell’s CEO 
in 2002, he encountered an organization on the verge of failure, thanks to years of 
untrammeled short-termism. To turn the company around, he and his team adopted a 
series of bold operational reforms and counterintuitive leadership practices that enabled 
them to “do two conflicting things at the same time”--pursue strong short- and long-term 
results. The outcome was phenomenal. Under Cote’s leadership, Honeywell’s market 
cap grew from $20 billion to $120 billion, delivering returns of about 800%, two and a half 
times greater than the S&P 500.

Presenting a comprehensive solution to a perennial problem, Winning Now, Winning 
Later is a go-to guide for leaders everywhere who seek to finally transcend short-
termism’s daily grind and leave an enduring legacy of success.

David Cote is currently the Chairman and CEO of Goldman Sachs’ blank-check 
company, where he acquires, invests in, and grows businesses. Formerly, he was the 
CEO of the industrial giant Honeywell. He grew the company from a $20 billion market 
cap to $120 billion, earning the company a spot on the Forbes 100 list.
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YOUR HIDDEN SUPERPOWER
The Kindness That Makes You Unbeatable at Work and Connects You 
with Anyone
Adrienne Bankert

Kindness isn’t merely about getting along with people and being nice. It’s a game 
changer in business, the door opener to fulfillment, and the key to authenticity and 
confidence. It’s also a superpower that can be honed through developing a daily practice 
of kindness as a lifestyle and is especially important in these divisive times.

Whether it’s the current political climate, family matters, or workplace dynamics, 
everything in our world appears to be more intense lately. Social media is a forum for 
debates and name-calling. Many feel frustrated and powerless. The person next to you 
might be on the verge of quitting or cracking under pressure. Is something as simple as 
kindness really the answer?

Through years of talking to friends and colleagues about her kindness practices, Good 
Morning America correspondent and anchor Adrienne Bankert has heard story after 
story confirming the unlimited power of kindness.

Adjusting our perspective from being closed off and self-centered to a mindset of 
kindness ripples into a staggering amount of personal fulfillment and development. 
Kindness is universally understood in every culture. No matter our age or ethnicity, 
where we come from, or how much money we make, any one of us can be kind. Any 
one of us can be the difference maker. As a bonus, we achieve our unique destiny day 
by day by being kind. Your Hidden Superpower will help you:

• See the many layers of benefits that simple acts of kindness can bring to people 
who commit to practicing it in their lives

• Learn how to make kindness a habit in your own life and feel the joy, fulfillment, 
and inspiration that comes from helping others

• Make kindness one your differentiators at work and experience the remarkable 
opportunities and direction that this brings

• Feel the power of kindness as a force to reconnect you to your authentic self, 
replenish your passion and creativity, and find your voice

Adrienne Bankert saw firsthand how the power of kindness can work in her career. 
Uncertain about where she would go next and determined to pursue her dream of being 
on national TV, she took a chance and landed a Los Angeles reporting job. Her new 
boss told her it was her reputation for kindness throughout her career that was the key 
to her being hired. Just a few months later, that opened the door to the biggest break of 
her life, landing a job at a major TV network.
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EMOTIONAL INTELLIGENCE FOR SALES 
LEADERSHIP
The Secret to Building High-Performance Sales Teams
Colleen Stanley

Serial complainers, no accountability finger-pointers, or learning-resistant laggards--
these culture killers can cost a sales team more than being weak in the hard skills of 
selling. Learn how emotional intelligence and the developing critical soft skills required 
for relationship-building outperform yet more sales technology and fad techniques.

Sales managers need a fresh approach to improve sales results. Research from CSO 
Insights shows that only slightly more than half of sales representatives (53%) are 
meeting or exceeding their quotas. This is despite salespeople and managers having 
access to more sales technology tools, information, and education than ever.

The missing link is in hiring for and developing emotional intelligence skills, such as 
emotion management, self-awareness, empathy, assertiveness, and delayed gratifi-
cation, to name a few. Emotional Intelligence for Sales Leadership is written for sales 
managers, entrepreneurs, small-business owners, and salespeople looking to be-
come sales managers. It will connect with anyone charged with growing sales in busi-
ness-to-business or business-to-consumer sales.
 
Colleen Stanley is president of SalesLeadership, a sales force development firm spe-
cializing in emotional intelligence, sales and sales leadership training. She is also the 
author of Emotional Intelligence for Sales Success, now published in six languages. 
Salesforce named Colleen as one of the top sales influencers of the 21st century and 
she’s also been named as one of the Top 30 Global Sales Gurus to follow. When she 
isn’t speaking, teaching, or consulting, she enjoys hiking in the beautiful foothills of 
Denver, Colorado, with her husband Jim.
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THE VIRTUOUS CIRCLE
What You Are Looking for Is Already in You
Gaby Natale

The Virtuous Circle is based on a provocative premise: talent and connections do 
not guarantee a path to success. What is it, then, that sets top achievers apart from 
everybody else? Gaby Natale, host of the award-winning talk show SuperLatina, has 
created a system of 7 immanent archetypes that, once activated, create a clear path 
to achievement.

From growing up in a small town in Argentina to winning three Emmys for her na-
tionally syndicated talk show, Gaby Natale has proven that success isn’t something 
you are born into—it’s a skill. Success is attainable for anyone who is willing to put in 
the work to develop the ability to achieve their dreams. These dreamers see beyond 
their surroundings to transcend the limits of their own particular circumstances. In this 
book, Gaby interviews successful personalities, such as Carlos Santana and Deepak 
Chopra, to learn what they did to achieve their dreams. She breaks down their stories 
to discover how they channeled their innate strengths and abilities to best work for 
them.

Through seven archetypes that trace the path from conception to the consummation 
of a dream, The Virtuous Circle will teach readers to: Identify and cultivate their own 
potential for greatness; Develop an action plan, step by step, in order to make their 
vision come true; Understand what skills they must develop to achieve extraordinary 
results; Convert enthusiasm into fuel so that they can overcome adversity; Develop a 
sense of purpose to become an agent of positive change

This is a book for dreamers, the rebels at heart who see beyond the circumstances 
surrounding them, those who suspect that something wonderful is waiting for them, but 
they have not yet dared to take that first step that will take them to their new destiny.

Gaby Natale is an Argentinian-Italian-American journalist, author, entrepreneur, host, 
and executive producer of the TV program SuperLatina, and president of AGANAR-
media. She has won three Daytime Emmy Awards for Outstanding Daytime Talent in a 
Spanish Language Program and Outstanding Entertainment Program in Spanish. She 
is one of the few women in the entertainment industry who owns not only the rights to 
her TV show but also a television studio.
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ALL IN
How Obsessive Leaders Achieve the Extraordinary
Robert Bruce Shaw

What makes great leaders like Jeff Bezos, Elon Musk, Howard Schultz, and Steve Jobs 
extraordinary? All In shows leaders and aspiring leaders how obsession can fuel the most 
incredible successes, but also how it can take a serious toll on company culture, families, 
and support networks.

As a psychologist once noted, “When people with creative energy succeed in putting 
their obsessional personality traits to good use, everyone benefits.” What personality trait 
is found in all extraordinary leaders? A passionate commitment to achieving their vision 
that borders, and sometimes crosses the line into, obsession. All In shows leaders and 
aspiring leaders how obsession, if properly focused and managed, is necessary and 
productive. Advances in any field almost always depend on a small group of individuals 
who are completely consumed by the goal they’re pursuing.

All In explores the four types of productive obsession underlying the success of great 
leaders and their companies:

• Delighting customers
• Creating extraordinary products
• Building an enduring company
• Contributing to society

By studying the success stories of our most iconic leaders, like Jeff Bezos, Elon Musk, 
Howard Shultz, and Steve Jobs, acclaimed author Robert Bruce Shaw shows the upside 
of obsession and the organizational practices that support it. Shaw also provides insight 
into the dark side of obsession and the price it can extract--from individuals, their families, 
and the organizations in which they work. Appealing to any reader of entrepreneurial 
biographies, All In shows how to manage obsession’s downsides while realizing the 
benefits of relentlessly seeking to create something that truly matters.

Robert Bruce Shaw helps business leaders build organizations and teams capable of 
superior performance. His specialty is working closely with senior executives, so they can 
understand and address the challenges modern businesses face--especially the need to 
maximize organizational and leadership effectiveness, both crucial for any company to 
remain relevant and competitive. Shaw holds a PhD in organizational behavior from Yale 
University and has authored books on leadership and team building.
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NEGOTIATING THE SWEET SPOT
The Art of Leaving Nothing on the Table
Leigh Thompson

Everybody negotiates at various points every day, be it in life or business, and it’s important 
to get it right. Negotiating the Sweet Spot walks people of all skill and experience levels 
through simple and proven techniques that are sure to result in better outcomes for all 
parties and that uncover the hidden value that exists in any negotiation.

On average, people leave about 20% of potential mutual gains untapped in any negotiation. 
This is akin to taking 20% of the value in any deal and dumping it into a garbage canister. 
Finding that hidden 20%, the “sweet spot,” is a skill that takes practice but is also one 
that anybody can learn. In Negotiating the Sweet Spot, Leigh Thompson offers surefire 
best practices and tools to use in daily negotiations and conflict situations. She calls 
these strategies “hacks” because they work but don’t require a lot of investment, training, 
expense, and time. You don’t have to be a CEO, senior VP, or regional brand manager to 
learn how to find the sweet spot in life’s negotiations.

Benefits include learning the following:
• Understanding where the sweet spot is in the deals you negotiate
• Adopting a big-picture mind-set when approaching any negotiation
• Seeing negotiations less as win-lose battles and more as opportunities to use 

problem-solving skills
• Utilizing a tool kit of “hacks” that will work in any negotiation and have been proven 

effective by a top expert in the field

Leigh Thompson knows firsthand how negotiations can degenerate into lose-lose 
outcomes, having witnessed her parents’ divorce after twenty-five years of marriage. 
She decided after that point to learn how to help people get better outcomes in their 
negotiations and is now a decorated, full professor at the prestigious Kellogg School 
of Management at Northwestern University. Thompson directs several highly successful 
Kellogg executive education courses, including Leading High-Impact Teams, Constructive 
Collaboration, and High-Performance Negotiation Skills. In addition, she teaches over 
2,500 executives and executive MBA students each year that span the globe from China, 
Hong Kong, Germany, Israel, Latin America, and Canada, as well as the United States.
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COURAGEOUS CULTURES
How to build teams of micro-innovators, problem solvers, & customer 
advocates
Karin Hurt & David Dye

From executives complaining that their teams don’t contribute ideas to employees 
throwing up their hands because their input isn’t sought--company culture is the culprit. 
Courageous Cultures provides a map to build a high-performance, high-engagement 
culture around sharing ideas, solving problems, and rewarding contributions from all 
levels.

Many leaders are convinced they have an open environment that encourages 
employees to speak up and are shocked when they learn that employees are holding 
back. Employees have ideas and want to be heard. Leadership wants to hear them. Too 
often, however, employees and leaders both feel that no one cares about making things 
better. The disconnect typically only widens over time, with both sides becoming more 
firmly entrenched in their viewpoints.

Becoming a courageous culture means building teams of microinnovators, problem 
solvers, and customer advocates working together. A microinnovator is the employee 
who consistently seeks out small, but powerful, ways to improve the business. A problem 
solver is the employee who cares about what’s not working and wants to make it better. 
They uncover and speak openly about what’s not working and think critically about 
how to fix it. A customer advocate is the employee who sees through your customers’ 
eyes and speaks up on their behalf. They actively look for ways to improve customers’ 
experience and minimize customer frustrations.

In our world of rapid change, a courageous culture is your competitive advantage. It 
ensures that your company is “sticky” for both customers and employees. In this book 
you’ll learn practical tools to uncover, leverage, and scale the best ideas from every 
level of your organization. 

Karin Hurt is the founder of Let’s Grow Leaders, an international training firm which 
helps leaders achieve breakthrough results, without losing their soul. She was recently 
named on Inc.’s list of 100 Great Leadership Speakers. 

David Dye is President of Let’s Grow Leaders, an International training firm that works 
with leaders to achieve breakthrough results without losing their soul. 
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THE BUSINESS OF FRIENDSHIP
Making the Most of Our Relationships Where We Spend Most of Our Time
Shasta Nelson

Many professionals experience loneliness, an epidemic that has a significant impact on 
their health and careers. Friendship expert Shasta Nelson shows how we can develop 
meaningful, lasting friendships where we spend the majority of our time--at work.

Since the 1980s, the rate of loneliness among adults has doubled from 20% to 40%. 
Loneliness has been proven not only to contribute to health issues and unhappiness, 
but also to impact workplace productivity, employee retention, innovation, and the 
company’s profitability. 

By not encouraging workplace friendships, companies and managers are missing 
out on a crucial opportunity to foster an inclusive and engaging environment where 
employees are more likely to want to spend the majority of their time. Rather than losing 
productivity, workplaces where friendships are encouraged create more opportunities 
for collaboration and teamwork.

Employees are also losing out. Not only are they passing up the opportunity to foster 
friendships that will follow them long after the job is over, but they are missing out on 
collaborative experiences and networking opportunities that could lead to landing better 
and high-profile projects that are more likely to result in promotions and better career 
opportunities.

But it doesn’t have to be this way. Friendship expert Shasta Nelson inspires readers 
to see why friendship is crucial to their health and their careers, and teaches them 
how to develop the healthy and appropriate friendships that can benefit them and their 
organizations. 

Shasta Nelson, MDiv, is a leading expert on friendship. Frequently featured in the 
media, she has recently been quoted in over twenty magazines and newspapers, online 
and print. Her spirited and soulful voice for strong relationships can be found in her 
previous books. She also speaks across the country, facilitates company off-sites, and 
has been interviewed live on over thirty TV shows, including Katie Couric’s Katie, Fox 
Business, The Early Show, and TODAY.
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THE CAPITAL ONE STORY
How the Upstart Financial Institution Charged Toward Market 
Leadership
Mary Curran-Hackett

What can you learn from the most successful companies in the world? The Capital One 
Story will help you understand and adopt the competitive strategies, workplace culture, 
and daily business practices that enabled an unlikely credit card startup to revolutionize 
the credit industry.

After twenty-five years in the credit card business, Capital One has earned its place in 
wallets across the world. When the company’s two young founders set out to individualize 
credit, the financial world thought they were crazy… until it was clear that they weren’t.

Working in the banking industry, Richard Fairbank and Nigel Morris saw that the one-
size-fits all standard that the credit card companies employed was leaving big money 
on the table. They cracked the code and figured out how to customize the credit card 
experience by offering personalized designs, credit limits, and rewards, revolutionizing 
the way the credit card industry operated.

Known for their ubiquitous advertising campaigns with A-list talent such as Jennifer 
Garner and Samuel L. Jackson, the youngest bank in the business wasonce turned 
down by every one of their competitors buthas since grown to dominate the industry. 
Through the story of Capital One, you’ll learn:

• How to recognize underserved sections of a market.
• How rejection by every company in the business doesn’t mean it’s time to quit.
• How to determine what people want and how to get it to them.
• And how to employ marketing campaigns that will change the way people live.
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THE NBA STORY
How the Sports League Slam-Dunked Its Way into a Global Business 
Powerhouse
Rich Mintzer and Eric Mintzer

What can you learn from the most successful companies in the world? The NBA Story 
will help you understand and adopt the competitive strategies, workplace culture, and 
daily business practices that enabled the exciting basketball league to become the 
powerhouse it is today.

Today’s NBA is filled with larger-than-life figures, like LeBron James, James Harden 
and Stephen Curry, who effortlessly dominate the courts. But it wasn’t always so 
glamorous.

The multi-billion-dollar league has grown from humble roots into a sports powerhouse 
that is loved around the world due to savvy digital marketing and a global focus. Thanks 
to the popularity of individual players and team rivalries, the NBA has survived league 
mergers and financial crisis. Teams have earned the respect of millions of loyal fans 
who are dedicated to the success of each and every organization within the league.

Through the story of the NBA, you’ll learn:
• How to keep a dream alive when it seems like no one wants to see it come true.
• How a company can find their way out of a financial crisis.
• How presentation is the secret sauce to the success of any show.
• And how a company can build a loyal fanbase who will do anything to keep them 

on top.
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HOW NOT TO GET PROMOTED
Fix the Self-Sabotaging Behaviors Holding You Back
Emily Kumler

You work hard and turn in flawless reports, you stay late and kiss up to all the right 
people, and you still aren’t getting promoted. What gives? Well, you’re clearly screwing 
something up, and it’s time you find out what it is.

It’s frustrating. You’re the first one in and the last one out. You’re working your butt off. 
But still, you have to watch other coworkers get promoted into shiny new titles, while 
you’re stuck in the same position you’ve been in for the last five years. Chances are it’s 
not about what you’re doing right--it’s about what you’re doing wrong.

How Not to Get Promoted is filled with interviews and stories of people who were being 
held back by the things they didn’t realize were working against them. The workplace is 
a minefield filled with politics and unspoken rules. This book is here to teach you:

• How you’re screwing it up and what to do about it
• How other people screwed it up before figuring it out
• What you should stop doing immediately
• What you should be doing more of

Now, stop panicking and letting frustration hold you back. This book is the tool you need 
to get out of your career rut and make it to the next level!

Emily Kumler is an award-winning entrepreneur and journalist. She’s launched and run 
two start-up companies, each with more than $1 million in annual revenue. She hosts 
the Empowered Health podcast, which is one of the top sciences, health, and medical 
podcasts. Emily has completed advanced negotiation training and the mediation program 
at Harvard Law School’s Program on Negotiation. She earned a master’s degree from 
Northwestern University’s Medill School of Journalism and has a BA from Smith College.
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The How Not To Succeed Series

HOW NOT TO HIRE
Common Mistakes to Avoid When Building a Team
Emily Kumler

It’s the same cycle: you diligently sort through résumés to find the cream of the crop. 
You have amazing interviews and confidently land on the one, but two weeks into the 
job and the one turns out to be the wrong one. What gives? Well, you’re clearly screwing 
something up, and it’s time to find out what it is.

It’s frustrating. You’re up to date on all the newest interview techniques. You know what 
to look for on candidates’ résumés. You inspect social media profiles for red flags and put 
them through an in-depth panel interview. They pass with flying colors. But still, a week 
or two into the job, it’s clearly not working out. They turn out to be less motivated than 
they claimed. They didn’t reveal their tendencies in the interview, and they don’t have the 
skills necessary to do the job. Chances are it’s not about what you’re doing right in the 
hiring process--it’s about what you’re doing wrong.

How Not to Hire is filled with interviews and stories of people who were being held back 
by the things they didn’t realize were working against them. The workplace is a minefield 
filled with politics and unspoken rules. This book is here to teach you:

• How you’re screwing it up and what to do about it
• How other people screwed it up before figuring it out
• What you should stop doing immediately
• What you should be doing more of

Now, stop panicking and letting frustration hold you back. This book is the tool you need 
to get the best candidates for the interview and the right person for the job!

Emily Kumler is an award-winning entrepreneur and journalist. She’s launched and run 
two start-up companies, each with more than $1 million in annual revenue. She hosts 
the Empowered Health podcast, which is one of the top sciences, health, and medical 
podcasts. Emily has completed advanced negotiation training and the mediation program 
at Harvard Law School’s Program on Negotiation. She earned a master’s degree from 
Northwestern University’s Medill School of Journalism and has a BA from Smith College.
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HOW NOT TO MANAGE PEOPLE
The Leadership Mistakes Keeping Your Team from Greatness
Mike Wicks

You play it cool, letting your team take half days on Friday and overlooking the occasional 
latecomer to the office. You stand up for your people and make sure they know you’re 
there for them, but they still hate working for you. What gives? Well, you’re clearly screwing 
something up, and it’s time you find out what it is.

It’s frustrating. You’ve put in the work and finally made it to the management team, and 
you haven’t stopped there. You show up first and leave last. You’re there every time 
one of your employees needs something. To any outsider looking in, you’re killing this 
management thing.

But still, your employees want nothing to do with you. They scoff when you tell them what 
to do and suddenly get quiet when you walk into the room. You know you have to get your 
team behind you if you’re going to stay on the management team. Chances are it’s not 
about what you’re doing right--it’s about what you’re doing wrong.

How Not to Manage is filled with interviews and stories of people who were being held 
back by the things they didn’t realize were working against them. The workplace is a 
minefield filled with politics and unspoken rules. This book is here to teach you: How 
you’re screwing it up and what to do about it; How other people screwed it up before 
figuring it out; What you should stop doing immediately; What you should be doing more 
of

Now, stop panicking and letting frustration hold you back. This book is the tool you need 
to get your team on your side and rock the manager title!

Mike Wicks is an award-winning author, collaborator, and senior writer at Kevin Anderson 
& Associates. He has managed several multimillion-dollar government programs, 
rebranded towns, written economic development strategies, and created sponsorship 
programs for major not-for-profits. Wicks is also a well-regarded trainer, facilitator, and 
speaker. Wicks has written and collaborated on over twenty books, e-books, and training 
manuals.
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The How Not To Succeed Series

HOW NOT TO SELL
Why You Can’t Close the Deal and How to Fix It
Mike Wicks

You make the right calls all day, you deliver your pitches flawlessly, and you donate to 
every one of your potential client’s kid’s school fundraisers. But you still aren’t closing 
deals. What gives? Well, you’re clearly screwing something up, and it’s time you find out 
what it is.

It’s frustrating. Day in and day out, you are putting in the work with twelve-hour days and 
trips across town to meet clients. You study up on your competitors and rehearse your 
pitches every chance you get.

But still, you aren’t anywhere near your sales targets, and your bottom line hasn’t budged 
since your started. Chances are it’s not about what you’re doing right--it’s about what 
you’re doing wrong.

How Not to Sell is filled with interviews and stories of people who were being held back 
by the things they didn’t realize were working against them. The workplace is a minefield 
filled with politics and unspoken rules. This book is here to teach you:

• How you’re screwing it up and what to do about it
• How other people screwed it up before figuring it out
• What you should stop doing immediately
• What you should be doing more of

Now, stop panicking and letting frustration hold you back. This book is the tool you need 
to get out of your sales slump and make your numbers!

Mike Wicks is an award-winning author, collaborator, and senior writer at Kevin Anderson 
& Associates. He has managed several multimillion-dollar government programs, 
rebranded towns, written economic development strategies, and created sponsorship 
programs for major not-for-profits. Wicks is also a well-regarded trainer, facilitator, and 
speaker. Wicks has written and collaborated on over twenty books, e-books, and training 
manuals.
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