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Digital Relevance teaches readers the knowledge,
strategies, and skills need to create content, instantly
engage customers, and compel them to action by
sharing ideas so seamlessly matched to each audience's
context that they can't help but take next steps toward
purchase.
Lead-generation marketing is evolving rapidly, but many
companies are still using the same methods they always
have. How can a marketer know which lead generation
tactics will provide them with the best, most actionable
leads for their products or services? What's been
missing-until now-is a strategic look at how leadgeneration tactics can work together to produce the
maximum number of quality leads. In The New Rules of
Lead Generation, marketing expert David T. Scott
examines the seven most successful tactics, including email, direct mail, and search engine marketing; banner
and social media advertising; cold calling; and trade
shows. He reveals when to use which tactics, how to use
them cost-effectively and get the best results, and how
each tactic has changed in recent years and will continue
to evolve in the future. Readers will also discover how to
test new approaches on a limited budget and how to
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campaign. Featuring valuable tools for tracking costs and
measuring results, this indispensable book shows
marketers everywhere how to capture the leads they
need to help their companies succeed.
Perhaps no function in the business organization has
been as fundamentally revolutionized as marketing. The
social and mobile Web has completely changed the
speed, efficiency, and ease with which consumers can
engage with each other and has had a tremendous
impact on brands. This new engagement of the
consumer with keen awareness of their relationships and
emerging social networks now correlates to every single
aspect of our business. So, yes, marketing has changed.
The question is what are we going to do about it?Content
and Subscription: The New Marketing OpportunityAs
growth of the social and mobile Web changes the
methods of communication, the old lines of hierarchical
relationships between business and consumer blur
substantially. As consumers publish and share their
opinions (both good and bad) with increasing ease, they
can become more persuasive than even the company's
voice itself. Every one of these groups becomes a
powerful ally or enemy depending on what we do. All of
them will be constantly in flux developing levels of trust
and requiring varying levels of transparency to filter
content and determine buying decisions. They will
expand and collapse with great velocity, and it will all
happen with or without our participation.Content
marketing has been around for hundreds of years. But
the application of a specific strategic process around
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is allotted for new content creation is going to become a
significant part of your "new media" budget. And subject
matter experts in the organization are going to have new
responsibilities. It's a transformative new process and it
won't happen overnight. But it can, and should, happen.
Get Content Get Customers showed us the light but
there's been no book to show us the way. There is an
ancient Chinese proverb that says a "crisis" is simply an
"opportunity riding the dangerous wind." As marketers
we now have the opportunity to develop new processes
with our marketing strategy, power them with content,
and ultimately keep that wind at our back.Successful
programs will focus on creating a thoughtful strategy and
process to foster this content marketing. This book is a
detailed "how-to" to build that successful content
marketing process.
What do winners of major sales do differently than the
sellerswho almost won, but ultimately came in second
place? Mike Schultz and John Doerr, bestselling authors
andworld-renowned sales experts, set out to find the
answer. Theystudied more than 700 business-tobusiness purchases made by buyerswho represented a
total of $3.1 billion in annual purchasing power.When
they compared the winners to the second-place finishers,
theyfound surprising results. Not only do sales winners
sell differently, they sellradically differently, than the
second-place finishers. In recent years, buyers have
increasingly seen products andservices as replaceable.
You might think this would meanthat the sale goes to the
lowest bidder. Not true! A new breed ofseller—the insight
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even in the face of increasingcompetition and
commoditization. In Insight Selling, Schultz and Doerr
share thesurprising results of their research on what
sales winners dodifferently, and outline exactly what you
need to do to transformyourself and your team into
insight sellers. They introduce asimple three-level model
based on what buyers say tip the scales infavor of the
winners: Level 1 "Connect." Winners connect the dots
betweencustomer needs and company solutions, while
also connecting withbuyers as people. Level 2
"Convince." Winners convince buyers that they
canachieve maximum return, that the risks are
acceptable, and that theseller is the best choice among
all options. Level 3 "Collaborate." Winners collaborate
with buyers bybringing new ideas to the table, delivering
new ideas and insights,and working with buyers as a
team. They also found that much of the popular and
current advicegiven to sellers can damage sales results.
Insight Sellingis both a strategic and tactical guide that
will separate the goodadvice from the bad, and teach
you how to put the three levels ofselling to work to
inspire buyers, influence their agendas, andmaximize
value. If you want to find yourself and your team in
thewinner's circle more often, this book is a must-read.
See your offering through the buyer's eyes for more
effective marketing Buyer Personas is the marketer's
actionable guide to learning what your buyer wants and
how they make decisions. Written by the world's leading
authority on buyer personas, this book provides
comprehensive coverage of a compelling new way to
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the buyer persona approach to measurably improve
marketing outcomes. Readers will learn how to segment
their customer base, investigate each customer type,
and apply a radically more relevant process of message
selection, content creation, and distribution through the
channels that earn the buyers' trust. Rather than relying
on generic data or guesswork to determine what the
buyer wants, the buyer persona approach allows
companies to ask the buyer directly and obtain more
precise and actionable guidance. Buyer personas are
composite pictures of the people who buy solutions,
services or products, crafted through a unique type of
interview with the people the marketer wants to
influence. This book provides step-by-step guidance
toward implementing the buyer persona approach, with
the advice of an internationally-respected expert. Learn
who buys what, and why Understand your buyer's goals
and how you can address them Tailor your marketing
activities to your buyer's expectations See the purchase
through the customer's eyes A recent services industry
survey reports that 52 percent of their marketers have
buyer personas, and another 28 percent expect to add
them within the next two years – but only 14.6 percent
know how to use them. To avoid letting such a valuable
tool go to waste, access the expert perspective in Buyer
Personas, and craft a more relevant marketing strategy.
How can you establish a customer-centric culture in an
organization? This is the first comprehensive book on
how to actually do service design to improve the quality
and the interaction between service providers and
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how to run workshops, perform all of the main service
design methods, implement concepts in reality, and
embed service design successfully in an organization.
Great customer experience needs a common language
across disciplines to break down silos within an
organization. This book provides a consistent model for
accomplishing this and offers hands-on descriptions of
every single step, tool, and method used. You’ll be able
to focus on your customers and iteratively improve their
experience. Move from theory to practice and build
sustainable business success.
The authors of the international bestseller Business
Model Generation explain how to create value
propositions customers can’t resist Value Proposition
Design helps you tackle the core challenge of every
business — creating compelling products and services
customers want to buy. This highly practical book, paired
with its online companion, will teach you the processes
and tools you need to create products that sell. Using the
same stunning visual format as the authors’ global
bestseller, Business Model Generation, this sequel
explains how to use the “Value Proposition Canvas” to
design, test, create, and manage products and services
customers actually want. Value Proposition Design is for
anyone who has been frustrated by new product
meetings based on hunches and intuitions; it’s for
anyone who has watched an expensive new product
launch fail in the market. The book will help you
understand the patterns of great value propositions, get
closer to customers, and avoid wasting time with ideas
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designing and testing value propositions, that perfectly
match customers’ needs and desires. In addition the
book gives you exclusive access to an online companion
on Strategyzer.com. You will be able to assess your
work, learn from peers, and download pdfs, checklists,
and more. Value Proposition Design is an essential
companion to the ”Business Model Canvas” from
Business Model Generation, a tool embraced globally by
startups and large corporations such as MasterCard, 3M,
Coca Cola, GE, Fujitsu, LEGO, Colgate-Palmolive, and
many more. Value Proposition Design gives you a
proven methodology for success, with value propositions
that sell, embedded in profitable business models."
If you're an in-house marketer today, the digital world
can be a scary place. But it doesn't have to be. The
basic principles of marketing have not changed. It's still
all about using the right methods at the right time to
reach the right people. In Smarter Marketer, David and
James Lawrence provide actionable insights and
powerful tools for in-house marketers challenged with
developing effective campaigns that demonstrate their
personal value within the organisation. The 11 Golden
Rules detailed here will enable you to: Create campaigns
that consistently generate quality leads Focus on
strategy, messaging, and other foundational marketing
elements Move beyond an emphasis on ever-changing
tactics Become an indispensable driver of your
company's growth To succeed as an in-house marketer,
you must directly impact the ongoing life of your
company. This invaluable volume will help you build your
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Turn prospects into buyers with a powerful emarketing
strategy! “Albee shows how smart business-to-business
marketers learn about buyers, tell a story, and greatly
influence the B2B lead-to-sale process. This is your
guide for Web marketing success.” David Meerman
Scott, bestselling author of The New Rules of Marketing
and PR and World Wide Rave “A compelling read for
both B2B marketing and sales professionals alike,
eMarketing Strategies for the Complex Sale is a practical
and insightful how-to guide that will enable marketers to
drive sales conversions and faster sales results.” David
Thompson, CEO, Genius.com, and founder of the Sales
2.0 Conference “Albee lays out a path to understanding
buyer personas, building their trust, and delivering
contagious content that they want to read. A must-read
for B2B marketers looking to engage with today’s
buyers.” Steven Woods, CTO, Eloqua, and author of
Digital Body Language “If you’re looking for a
comprehensive, well-researched, single resource to plan,
build, execute, and succeed in your eMarketing efforts,
then buy this book!” Barry Trailer, managing partner,
CSO Insights “New media, content marketing, social
networking . . . Ardath cleverly wraps these concepts in a
bow and makes this book required reading. . . . Become
the expert resource for your customer and watch your
business grow.” Joe Pulizzi, coauthor of Get Content
Get Customers and founder of Junta42 About the Book
Web 2.0 has reshaped the role of marketing in the
Complex Sales process. Because prospects now have
instant access to information about your company and its
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decisions without ever communicating with you. Doing
what you’ve always done simply won’t work anymore;
you must entirely rethink how you attract and compel
buying behavior. With eMarketing Strategies for the
Complex Sale, expert B2B marketing strategist Ardath
Albee breaks new ground in the field of digital marketing
and new customer acquisition. Albee offers techniques
and tools for developing and executing strategies that
are guaranteed to generate results. The Internet offers
an unprecedented opportunity for creating trusted
relationships with your prospects and customers—before
you ever “meet” them. Never before have marketers
enjoyed such a wide-reaching and varied communication
platform. Yet with all the noise, you have to stand above
the crowd. The key is to converse about meaningful and
relevant topics with your diverse audiences, to share
your perspectives on what matters to them. That’s just
what Albee teaches us to do. eMarketing Strategies for
the Complex Sale shares methods to help you: Create
eMarketing strategies based on customer perspectives
Use a contagious content structure for competitive
differentiation Establish trusted relationships
Continuously measure, tune, and improve your
effectiveness eMarketing Strategies for the Complex
Sale also shares proven approaches to collaborating
with sales. You can leverage eMarketing to move leads
further into the pipeline while focusing sales time and
energy on highly qualified opportunities. The results?
Reduced time to sales, increased sales productivity, and
growing revenues. eMarketing Strategies for the
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you make a powerful, measurable contribution to the
lengthy sales process—and to the longterm success of
your organization as a whole.
New York Times bestselling author Donald Miller uses
the seven universal elements of powerful stories to teach
readers how to dramatically improve how they connect
with customers and grow their businesses. Donald
Miller’s StoryBrand process is a proven solution to the
struggle business leaders face when talking about their
businesses. This revolutionary method for connecting
with customers provides readers with the ultimate
competitive advantage, revealing the secret for helping
their customers understand the compelling benefits of
using their products, ideas, or services. Building a
StoryBrand does this by teaching readers the seven
universal story points all humans respond to; the real
reason customers make purchases; how to simplify a
brand message so people understand it; and how to
create the most effective messaging for websites,
brochures, and social media. Whether you are the
marketing director of a multibillion dollar company, the
owner of a small business, a politician running for office,
or the lead singer of a rock band, Building a StoryBrand
will forever transform the way you talk about who you
are, what you do, and the unique value you bring to your
customers.
Reach more customers than ever with TARGETED
CONTENT Epic Content Marketing helps you develop
strategies that seize the competitive edge by creating
messages and “stories” tailored for instant, widespread
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press. It provides a step-by-step plan for developing
powerful content that resonates with customers and
describes best practices for social media sharing and
search engine discoverability. Joe Pulizzi is a content
marketing strategist, speaker and founder of the Content
Marketing Institute, which runs the largest physical
content marketing event in North America, Content
Marketing World.
Want to know how to write more powerfully? You've
come to the right book. Word Up!—an eclectic collection
of essays, more inspiration guide than style
guide—serves up tips and insights for anyone who wants
to know how to write with umph. Word Up! does what too
few writing books do: it practices while preaching, shows
while telling, uses powerful writing to talk about powerful
writing. Word Up! explores the perplexities and
celebrates the pleasures of the English language. It
leaves you smiling—and ready to conquer your next blank
(or blah) page.
Business Owners and Entrepreneurs - this is a musthave workbook in your Business Bookshelf. Take a
guided deep dive into your ideal customer. Create your
Avatar and find out exactly who your customers. Who
are they? - In this section, you will discover their
demographic while starting to get into their head. How do
you find them? Think about the things they like to do,
sports, hobbies, and interests. What engages them?
Take a close up look at what pushes their buttons, their
challenges, their problems, and their objections. Why do
they buy from you? Discover your customers' goals,
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Use the information and insights you have to craft
tailored marketing messages to your customer Avatar.
Notes - Use this page to expand on any ideas, jot down
extra information or inspiration. About This Workbook
Room for 20 customer Avatars - 4 pages per avatar
Extra Notes pages at the back for more information Extra
Large Notebook size 8.5 x 11 inches Matte Cover Your
Customer Avatar Workbook will become your go to
source for marketing information and inspiration. A must
have Workbook for any business.
This is a business and marketing book geared toward
helping organizations develop a superior buyer persona
(customer avatars). The problem with most buyer
personas is that they focus on demographics.
Unfortunately, demographic-based personas rarely help
sales, messaging, customer service, or even contribute
to the bottom line. Therefore, the World's Best Buyer
Persona(R) System helps you discover how your
customers think, and understanding how they think is
truly magical! Once you understand how they think, you
will be able to create superior messaging that will give
you an unfair advantage over your competition by
regularly positioning your brand in front of your ideal
prospects before your competition even knows they
exist.
These days, consumers have real power: they can
research companies, compare ratings, and find
alternatives with a simple tap. Focusing on customer
needs isn't a nice–to–have, it's a strategic imperative.
The Jobs To Be Done Playbook (JTBD) helps
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shows you techniques to make offerings people want, as
well as make people want your offering.
The world’s foremost expert on pricing strategy shows
how this mysterious process works and how to maximize
value through pricing to company and customer. In all
walks of life, we constantly make decisions about
whether something is worth our money or our time, or try
to convince others to part with their money or their time.
Price is the place where value and money meet. From
the global release of the latest electronic gadget to the
bewildering gyrations of oil futures to markdowns at the
bargain store, price is the most powerful and pervasive
economic force in our day-to-day lives and one of the
least understood. The recipe for successful pricing often
sounds like an exotic cocktail, with equal parts
psychology, economics, strategy, tools and incentives
stirred up together, usually with just enough math to sour
the taste. That leads managers to water down the drink
with hunches and rules of thumb, or leave out the parts
with which they don’t feel comfortable. While this makes
for a sweeter drink, it often lacks the punch to have an
impact on the customer or on the business. It doesn’t
have to be that way, though, as Hermann Simon
illustrates through dozens of stories collected over four
decades in the trenches and behind the scenes. A worldrenowned speaker on pricing and a trusted advisor to
Fortune 500 executives, Simon’s lifelong journey has
taken him from rural farmers’ markets, to a distinguished
academic career, to a long second career as an
entrepreneur and management consultant to companies
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has learned from Nobel Prize winners and leading
management gurus, and helped countless managers and
executives use pricing as a way to create new markets,
grow their businesses and gain a sustained competitive
advantage. He also learned some tough personal
lessons about value, how people perceive it, and how
people profit from it. In this engaging and practical
narrative, Simon leaves nothing out of the pricing
cocktail, but still makes it go down smoothly and leaves
you wanting to learn more and do more—as a consumer
or as a business person. You will never look at pricing
the same way again.
Enable Your Buyer for Faster B2B Sales Garin Hess, the
founder and CEO of Consensus, the leader in intelligent
demo automation software, points out that when it comes
to B2B sales effectiveness, the real challenge for
salespeople is to get better at understanding and
facilitating their customers’ buying group and buying
process. Sales teams can shorten sales cycles and
increase close rates by learning to equip their
champion—the people promoting their solution inside the
target account—effectively by using the DEEP-C™ buyer
enablement framework: Discover, Equip, Engage,
Personalize, and Coach. This book guides sales leaders
and professionals through the process of moving from a
sales-focused approach to a buyer enablement model.
Named one of Fortune Magazine’s “5 Best Business
Books” in 2015 See your offering through the buyer's
eyes for more effective marketing Buyer Personas is the
marketer's actionable guide to learning what your buyer
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world's leading authority on buyer personas, this book
provides comprehensive coverage of a compelling new
way to conduct buyer studies, plus practical advice on
adopting the buyer persona approach to measurably
improve marketing outcomes. Readers will learn how to
segment their customer base, investigate each customer
type, and apply a radically more relevant process of
message selection, content creation, and distribution
through the channels that earn the buyers' trust. Rather
than relying on generic data or guesswork to determine
what the buyer wants, the buyer persona approach
allows companies to ask the buyer directly and obtain
more precise and actionable guidance. Buyer personas
are composite pictures of the people who buy solutions,
services or products, crafted through a unique type of
interview with the people the marketer wants to
influence. This book provides step-by-step guidance
toward implementing the buyer persona approach, with
the advice of an internationally-respected expert. Learn
who buys what, and why Understand your buyer's goals
and how you can address them Tailor your marketing
activities to your buyer's expectations See the purchase
through the customer's eyes A recent services industry
survey reports that 52 percent of their marketers have
buyer personas, and another 28 percent expect to add
them within the next two years – but only 14.6 percent
know how to use them. To avoid letting such a valuable
tool go to waste, access the expert perspective in Buyer
Personas, and craft a more relevant marketing strategy.
The seventh edition of the pioneering guide to generating
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updated information In the Digital Age, marketing tactics
seem to change on a day-to-day basis. As the ways we
communicate continue to evolve, keeping pace with the
latest trends in social media, the newest online videos,
the latest mobile apps, and all the other high-tech
influences can seem an almost impossible task. How can
you keep your product or service from getting lost in the
digital clutter? The seventh edition of The New Rules of
Marketing and PR provides everything you need to
speak directly to your audience, make a strong personal
connection, and generate the best kind of attention for
your business. An international bestseller with more than
400,000 copies sold in twenty-nine languages, this
revolutionary guide gives you a proven, step-by-step
plan for leveraging the power of technology to get your
message seen and heard by the right people at the right
time. You will learn the latest approaches for highly
effective public relations, marketing, and customer
communications—all at a fraction of the cost of traditional
advertising! The latest edition of The New Rules of
Marketing & PR has been completely revised and
updated to present more innovative methods and cuttingedge strategies than ever. The new content shows you
how to harness AI and machine learning to automate
routine tasks so you can focus on marketing and PR
strategy. Your life is already AI-assisted. Your marketing
should be too! Still the definitive guide on the future of
marketing, this must-have resource will help you:
Incorporate the new rules that will keep you ahead of the
digital marketing curve Make your marketing and public
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newsjacking to generate instant attention when your
audience is eager to hear from you Use web-based
communication technologies to their fullest potential Gain
valuable insights through compelling case studies and
real-world examples Take advantage of marketing
opportunities on platforms like Facebook Live and
Snapchat The seventh edition of The New Rules of
Marketing and PR: How to Use Content Marketing,
Podcasting, Social Media, AI, Live Video, and
Newsjacking to Reach Buyers Directly is the ideal
resource for entrepreneurs, business owners, marketers,
PR professionals, and managers in organizations of all
types and sizes.
Use data, technology, and inbound selling to build a
remarkable team and accelerate sales The Sales
Acceleration Formula provides a scalable, predictable
approach to growing revenue and building a winning
sales team. Everyone wants to build the next $100
million business and author Mark Roberge has actually
done it using a unique methodology that he shares with
his readers. As an MIT alum with an engineering
background, Roberge challenged the conventional
methods of scaling sales utilizing the metrics-driven,
process-oriented lens through which he was trained to
see the world. In this book, he reveals his formulas for
success. Readers will learn how to apply data,
technology, and inbound selling to every aspect of
accelerating sales, including hiring, training, managing,
and generating demand. As SVP of Worldwide Sales
and Services for software company HubSpot, Mark led
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retention of the company's first 10,000 customers across
more than 60 countries. This book outlines his approach
and provides an action plan for others to replicate his
success, including the following key elements: Hire the
same successful salesperson every time — The Sales
Hiring Formula Train every salesperson in the same
manner — The Sales Training Formula Hold salespeople
accountable to the same sales process — The Sales
Management Formula Provide salespeople with the
same quality and quantity of leads every month — The
Demand Generation Formula Leverage technology to
enable better buying for customers and faster selling for
salespeople Business owners, sales executives, and
investors are all looking to turn their brilliant ideas into
the next $100 million revenue business. Often, the
biggest challenge they face is the task of scaling sales.
They crave a blueprint for success, but fail to find it
because sales has traditionally been referred to as an art
form, rather than a science. You can't major in sales in
college. Many people question whether sales can even
be taught. Executives and entrepreneurs are often left
feeling helpless and hopeless. The Sales Acceleration
Formula completely alters this paradigm. In today's
digital world, in which every action is logged and masses
of data sit at our fingertips, building a sales team no
longer needs to be an art form. There is a process. Sales
can be predictable. A formula does exist.
Evolving from the premise that customers have always
behaved more like cats than Pavlov's dogs, Waiting for
Your Cat to Bark? examines how emerging media have
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marketing models. At the same time, emerging media
have created an unprecedented opportunity for
businesses to redefine how they communicate with
customers by leveraging the power of increasingly
interconnected media channels. Bryan and Jeffrey
Eisenberg don't simply explain this shift in paradigm;
Waiting for Your Cat to Bark? introduces Persuasion
Architecture™ as the synthetic model that provides
business with a proven context for rethinking customers
and retooling marketers in a rewired market. Readers will
learn: Why many marketers are unprepared for today's
increasingly fragmented, in-control, always-on audience
that makes pin-point relevance mandatory How
interactivity has changed the nature of marketing by
extending its reach into the world of sales, design,
merchandizing, and customer relations How Persuasion
Architecture™ allows businesses to create powerful, multichannel persuasive systems that anticipate customer
needs How Persuasion Architecture™ allows businesses
to measure and optimize the return on investment for
every discreet piece of that persuasive system "There's
some big thinking going on here-thinking you will need if
you want to take your work to the next level. 'Typical, not
average' is just one of the ideas inside that will change
the way you think about marketing." ?Seth Godin,
Author, All Marketers Are Liars "Are your clients coming
to you armed with more product information than you or
your sales team know? You need to read Waiting for
Your Cat to Bark? to learn how people are buying in the
post-Internet age so you can learn how to sell to them."
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Master the Art of Selling "These guys really 'get it.' In a
world of know-it-all marketing hypesters, these guys
realize that it takes work to persuade people who aren't
listening. They've connected a lot of the pieces that we
all already know-plus a lot that we don't. It's a rare
approach that recognizes that the customer is in charge
and must be encouraged and engaged on his/her own
terms, not the sellers. Waiting for Your Cat to Bark?
takes apart the persuasion process, breaks down the
steps and gives practical ways to tailor your approaches
to your varying real customers in the real world. This
book is at a high level that marketers better hope their
competitors will be too lazy to implement." ?George
Silverman, Author, The Secrets of Word of Mouth
Marketing: How to Trigger Exponential Sales Through
Runaway Word of Mouth "We often hear that the current
marketing model is broken-meaning the changes in
customers, media, distribution, and even the flatness of
the world make current practices no longer relevant. Yet
few have offered a solution. This book recognizes the
new reality in which we operate and provides a path for
moving forward. The authors do an outstanding job of
using metaphors to help make Persuasion Architecture
clear and real-life examples to make it come alive.
Finally, someone has offered direction for how to market
in this new era where the customer is in control." ?David
J. Reibstein, William Stewart Woodside Professor,
Wharton Business School of the University of
Pennsylvania and former Executive Director, Marketing
Science Institute "If you want to learn persistence, get a
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purrfect." ?Jeffrey Gitomer, Author, The Little Red Book
of Selling
« This is a must read for every B2B entrepreneur, SaaS
creator or consultant and business school student. It's
the kind of book you don't read once, you go back to it
on a regular basis. » - Carmen Gerea, CEO & Cofounder, UsabilityChefs Lean B2B helps entrepreneurs
and innovators quickly find traction in the enterprise.
Packed with more than 20 case studies and used by
thousands around the world, Lean B2B consolidates the
best thinking around Business- to-Business (B2B)
customer development to help entrepreneurs and
innovators focus on the right things each step of the way,
leaving as little as possible to luck. The book helps: •
Assess the market potential of opportunities to find the
right opportunity for your team • Find early adopters,
quickly establish credibility and convince business
stakeholders to work with you • Find and prioritize
business problems in corporations and identify the
stakeholders with the power to influence a purchase
decision • Create a minimum viable product and a
compelling offer, validate a solution and evaluate
whether your team has found product-market fit •
Identify and avoid common challenges faced by
entrepreneurs and learn ninja techniques to speed up
product-market validation « The book will pay itself off in
the first couple of pages! » - Ben Sardella, Co-Founder,
Datanyze ????? 86% of Readers Rated it 5-Stars ?????
« Treat this book like a map to show you where you are
and a compass to show you the direction. I wish I could
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Founder, exploreB2B « Lean B2B is filled with rock-solid
advice for technology entrepreneurs who want a rapidgrowth trajectory. Read it to increase your certainty and
your success rate. » - Jill Konrath, Author of AGILE
SELLING and Selling to Big Companies « Probably the
most slept on book in the Lean startup market right
now.... There is no sugarcoating here. Garbugli tells you
exactly what needs to happen and how to make it
happen... literally holds your hand and spells it out. I was
really impressed with the overall depth and advice
presented. » - AJ, B2B Entrepreneur « The book I read of
which I have learned the most. » - Etienne Thouin,
Founder and CTO, SQLNext Software « This book is
essential reading for would-be entrepreneurs who face
the daunting task of entering B2B markets. » – Paul
Gillin, Co-Author, Social Marketing to the Business
Customer
The revolutionary guide that challenged businesses
around the world to stop selling to their buyers and start
answering their questions to get results; revised and
updated to address new technology, trends, the
continuous evolution of the digital consumer, and much
more In today’s digital age, the traditional sales
funnel—marketing at the top, sales in the middle,
customer service at the bottom—is no longer effective. To
be successful, businesses must obsess over the
questions, concerns, and problems their buyers have,
and address them as honestly and as thoroughly as
possible. Every day, buyers turn to search engines to
ask billions of questions. Having the answers they need
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company—but only if your content strategy puts your
answers at the top of those search results. It’s a simple
and powerful equation that produces growth and
success: They Ask, You Answer. Using these principles,
author Marcus Sheridan led his struggling pool company
from the bleak depths of the housing crash of 2008 to
become one of the largest pool installers in the United
States. Discover how his proven strategy can work for
your business and master the principles of inbound and
content marketing that have empowered thousands of
companies to achieve exceptional growth. They Ask,
You Answer is a straightforward guide filled with practical
tactics and insights for transforming your marketing
strategy. This new edition has been fully revised and
updated to reflect the evolution of content marketing and
the increasing demands of today’s internet-savvy
buyers. New chapters explore the impact of technology,
conversational marketing, the essential elements every
business website should possess, the rise of video, and
new stories from companies that have achieved
remarkable results with They Ask, You Answer. Upon
reading this book, you will know: How to build trust with
buyers through content and video. How to turn your web
presence into a magnet for qualified buyers. What works
and what doesn’t through new case studies, featuring
real-world results from companies that have embraced
these principles. Why you need to think of your business
as a media company, instead of relying on more
traditional (and ineffective) ways of advertising and
marketing. How to achieve buy-in at your company and
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transform your current customer base into loyal brand
advocates for your company. They Ask, You Answer is a
must-have resource for companies that want a fresh
approach to marketing and sales that is proven to
generate more traffic, leads, and sales.
The go-to guide for small-business owners and
entrepreneurs to discover exactly what consumers want
to buy and how to get it to them. As a small-business
owner, entrepreneur, or marketer, are you absolutely
certain that you know what your customer wants? And
even if you know what your customer wants, are you
sure that you are able to clearly communicate that you
offer the exact thing that they are seeking? In this bestselling book, Ryan Levesque lays out his proven,
repeatable, yet slightly counterintuitive, methodology for
understanding the core wants and motivations of your
customer. Levesque's Ask Method provides a way to
discover what customers want to buy by guiding them
through a series of questions and customizing a solution
from them so they are more likely to purchase from you.
And all through a completely automated process that
does not require one-on-one conversations with every
single customer. The Ask method has generated over
$100 million in online sales across 23 different industries
and counting. Now it is your turn to use it to create a
funnel, skyrocket your online income, and create a mass
of dedicated fans for you and your company in the
process.
Four years ago, the bestselling authors of The
Challenger Sale overturned decades of conventional
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latest research reveals something even more surprising:
Being a Challenger seller isn't enough. Your success or
failure also depends on who you challenge. Picture your
ideal customer: friendly, eager to meet, ready to coach
you through the sale and champion your products and
services across the organization. It turns out that's the
last person you need. Most marketing and sales teams
go after low-hanging fruit: buyers who are eager and
have clearly articulated needs. That's simply human
nature; it's much easier to build a relationship with
someone who always makes time for you, engages with
your content, and listens attentively. But according to
brand-new CEB research--based on data from
thousands of B2B marketers, sellers, and buyers around
the world--the highest-performing teams focus their time
on potential customers who are far more skeptical, far
less interested in meeting, and ultimately agnostic as to
who wins the deal. How could this be? The authors of
The Challenger Customer reveal that high-performing
B2B teams grasp something that their averageperforming peers don't: Now that big, complex deals
increasingly require consensus among a wide range of
players across the organization, the limiting factor is
rarely the salesperson's inability to get an individual
stakeholder to agree to a solution. More often it's that the
stakeholders inside the company can't even agree with
one another about what the problem is. It turns out only a
very specific type of customer stakeholder has the
credibility, persuasive skill, and will to effectively
challenge his or her colleagues to pursue anything more
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deals to the finish line far more often than friendlier
stakeholders who seem so receptive at first. In other
words, Challenger sellers do best when they target
Challenger customers. The Challenger Customer unveils
research-based tools that will help you distinguish the
"Talkers" from the "Mobilizers" in any organization. It
also provides a blueprint for finding them, engaging them
with disruptive insight, and equipping them to effectively
challenge their own organization.
From the author of the bestselling The Regis Touch, a
simple process for building the crucial relationships that
help a company dominate—and own—the market in the
Age of the Customer.
What if you could use Nobel prize-winning science to
predict the choices your customers will make? Customer
and user behaviors can seem irrational. Shaped by
mental shortcuts and psychological biases, their actions
often appear random on the surface. In Choice Hacking,
we'll learn to predict these irrational behaviors and apply
the science of decision-making to create unforgettable
customer experiences. Discover a framework for
designing experiences that doesn't just show you what
principles to apply, but introduces a new way of thinking
about customer behavior. You'll finish Choice Hacking
feeling confident and ready to transform your experience
with science. In Choice Hacking, you'll discover: - How to
make sure your customer experience is designed for
what people do (not what they say they'll do) - How to
increase the odds that customers will make the "right
choice" in any environment - How to design user
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create retail experiences that persuade and drive brand
love - How brands like Uber, Netflix, Disney, and
Starbucks apply these principles in their customer and
user experiences Additional resources included with the
book: - Access to free video Companion Course Access to exclusive free resources, tools, examples, and
use cases online Who will benefit from reading Choice
Hacking? This book was written for anyone who wants to
better understand customer and user decision-making.
Whether you're a consultant, strategist, digital marketer,
small business owner, writer, user experience designer,
student, manager, or organizational leader, you will find
immediate value in Choice Hacking. About the Author
Jennifer Clinehens is currently Head of Experience at a
major global experience agency. She holds a Master's
degree in Brand Management as well as an MBA from
Emory University's Goizueta School. Ms. Clinehens has
client-side and consulting experience working for brands
like AT&T, McDonald's, and Adidas, and she's helped
shape customer experiences across the globe. A
recognized authority in marketing and customer
experience, she is also the author of CX That Sings: An
Introduction To Customer Journey Mapping. To learn
more about this book or contact the author, please visit
ChoiceHacking.com
Psychology is central to an effective understanding of
consumption behaviours. The aim of this book is to
provide an overall understanding for why people
consume certain products and services and how this
affects their behaviour and psychological well being.
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asked us to find our WHY Discover the book that is
captivating millions on TikTok and that served as the
basis for one of the most popular TED Talks of all
time—with more than 56 million views and counting. Over
a decade ago, Simon Sinek started a movement that
inspired millions to demand purpose at work, to ask what
was the WHY of their organization. Since then, millions
have been touched by the power of his ideas, and these
ideas remain as relevant and timely as ever. START
WITH WHY asks (and answers) the questions: why are
some people and organizations more innovative, more
influential, and more profitable than others? Why do
some command greater loyalty from customers and
employees alike? Even among the successful, why are
so few able to repeat their success over and over?
People like Martin Luther King Jr., Steve Jobs, and the
Wright Brothers had little in common, but they all started
with WHY. They realized that people won't truly buy into
a product, service, movement, or idea until they
understand the WHY behind it. START WITH WHY
shows that the leaders who have had the greatest
influence in the world all think, act and communicate the
same way—and it's the opposite of what everyone else
does. Sinek calls this powerful idea The Golden Circle,
and it provides a framework upon which organizations
can be built, movements can be led, and people can be
inspired. And it all starts with WHY.
True or false? In selling high-value products or services:
'closing' increases your chance of success; it is essential
to describe the benefits of your product or service to the
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questions are more effective than closed questions. All
false, says this provocative book. Neil Rackham and his
team studied more than 35,000 sales calls made by
10,000 sales people in 23 countries over 12 years. Their
findings revealed that many of the methods developed
for selling low-value goods just don‘t work for major
sales. Rackham went on to introduce his SPIN-Selling
method. SPIN describes the whole selling process:
Situation questions Problem questions Implication
questions Need-payoff questions SPIN-Selling provides
you with a set of simple and practical techniques which
have been tried in many of today‘s leading companies
with dramatic improvements to their sales performance.
The essential roadmap for the new realities of selling
when buyers are in charge Sales and service are being
radically redefined by the biggest communications
revolution in human history. Today buyers are in charge!
There is no more 'selling'—there is only buying. When
potential customers have near perfect information on the
web, it means salespeople must transform from authority
to consultant, product narratives must tell a story, and
businesses must be agile enough to respond before
opportunity is lost. The New Rules of Sales and Service
demystifies the new digital commercial landscape and
shows you how to stay ahead of the pack. Companies
large and small are revolutionizing the way business gets
done, and this book takes you inside the new methods
and strategies that are critical to success in the modern
market. Real-world examples illustrate the new
marketplace in action, and demonstrate the brilliant utility
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This new edition has been updated to reflect the current
reality of this rapidly-evolving sphere, with fresh
strategies, new tools, and new stories. Whether you're
an independent contractor, a multi-national corporation,
a start-up, or a nonprofit, this book is your essential
guide to navigating the new digital marketplace. David
Meerman Scott provides up-to-the-minute analysis of the
current state of the digital commercial landscape, plus
expert guidance toward the concepts, strategies, and
tools that every business needs now. Among the topics
covered in detail: Why the old rules of sales and service
no longer work in an always-on world The new sales
cycle and how informative Web content drives the buying
process Providing agile, real-time sales and service 24/7
without letting it rule your life The importance of defining
and understanding the buyer personas How agile
customer service retains existing clients and expands
new business Why content-rich websites motivate
interest, establish authority, and drive sales How social
media is transforming the role of salesperson into valued
consultant Because buyers are better informed, and
come armed with more choices and opportunities than
ever before, everything about sales has changed.
Salespeople must adapt because the digital economy
has turned the old model on its head, and those who
don't keep up will be left behind. The New Rules of Sales
and Service is required reading for anyone wanting to
stay ahead of the game and grow business now.
Brian Tracy, one of the top professional speakers and
sales trainers in the world today, found that his most
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it is the "Psychology of Selling" that is more important
than the techniques and methods of selling. Tracy's
classic audio program, The Psychology of Selling, is the
best-selling sales training program in history and is now
available in expanded and updated book format for the
first time. Salespeople will learn: "the inner game of
selling" how to eliminate the fear of rejection how to build
unshakeable self-confidence Salespeople, says Tracy,
must learn to control their thoughts, feelings, and actions
to make themselves more effective.

Data-driven personas are a significant advancement
in the fields of human-centered informatics and
human-computer interaction. Data-driven personas
enhance user understanding by combining the
empathy inherent with personas with the rationality
inherent in analytics using computational methods.
Via the employment of these computational
methods, the data-driven persona method permits
the use of large-scale user data, which is a novel
advancement in persona creation. A common
approach for increasing stakeholder engagement
about audiences, customers, or users, persona
creation remained relatively unchanged for several
decades. However, the availability of digital user
data, data science algorithms, and easy access to
analytics platforms provide avenues and
opportunities to enhance personas from often
sketchy representations of user segments to precise,
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actionable, interactive decision-making tools—dataBusiness
driven personas! Using the data-driven approach,
the persona profile can serve as an interface to a
fully functional analytics system that can present
user representation at various levels of information
granularity for more task-aligned user insights. We
trace the techniques that have enabled the
development of data-driven personas and then
conceptually frame how one can leverage datadriven personas as tools for both empathizing with
and understanding of users. Presenting a conceptual
framework consisting of (a) persona benefits, (b)
analytics benefits, and (c) decision-making
outcomes, we illustrate applying this framework via
practical use cases in areas of system design, digital
marketing, and content creation to demonstrate the
application of data-driven personas in practical
applied situations. We then present an overview of a
fully functional data-driven persona system as an
example of multi-level information aggregation
needed for decision making about users. We
demonstrate that data-driven personas systems can
provide critical, empathetic, and user understanding
functionalities for anyone needing such insights.
The Persona Lifecycle is a field guide exclusively
focused on interaction design's most popular new
technique. The Persona Lifecycle addresses the
"how" of creating effective personas and using those
personas to design products that people love. It
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detailed techniques and tools related to planning,
creating, communicating, and using personas to
create great product designs. Moreover, it provides
rich examples, samples, and illustrations to imitate
and model. Perhaps most importantly, it positions
personas not as a panacea, but as a method used to
complement other user-centered design (UCD)
techniques including scenario-based design,
cognitive walkthroughs and user testing. The authors
developed the Persona Lifecycle model to
communicate the value and practical application of
personas to product design and development
professionals. This book explores the complete
lifecycle of personas, to guide the designer at each
stage of product development. It includes a running
case study with rich examples and samples that
demonstrate how personas can be used in building a
product end-to-end. It also presents recommended
best practices in techniques, tools, and innovative
methods and contains hundreds of relevant stories,
commentary, opinions, and case studies from user
experience professionals across a variety of
domains and industries. This book will be a valuable
resource for UCD professionals, including usability
practitioners, interaction designers, technical writers,
and program managers; programmers/developers
who act as the interaction designers for software;
and those professionals who work with developers
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discussion of the complete lifecycle of personas, to
guide the designer at each stage of product
development. * A running case study with rich
examples and samples that demonstrate how
personas can be used in building a product end-toend. * Recommended best practices in techniques,
tools, and innovative methods. * Hundreds of
relevant stories, commentary, opinions, and case
studies from user experience professionals across a
variety of domains and industries.
Digital and Social Media Marketing: A Results-Driven
Approach is an exciting new industry-led, researchinformed and results-driven guide to digital
commerce. Its examples draw from SMEs and from
Europe to offer a unique perspective for those
learning about digital marketing and, having been
developed in close collaboration with the Search
Engine Marketing Trade Association (SEMTA), it is a
reliable source of prevailing industry standards for
practitioners at the cutting edge of their trade. Unlike
other digital marketing texts, this accessible textbook
gives special consideration to the ethical challenges
raised by an increasingly digital world. Equally
unique is the book’s Digital Business Maturity
Model, which offers organisations a clear roadmap
for understanding their relative levels of technology
adoption. Embracing the true spirit of Digital and
Social Media Marketing, the book will be the first of
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its kind in this field with digital learning materials,
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case studies and exercises available in a supporting
Massive Open Online Course (MOOC). The MOOC
will enhance learners’ experience and create an
interactive international learning community. This
book will provide a hands on, accessible and user
friendly platform to turn skills and knowledge into
strategic advantage. Ideal for postgraduate learners,
instructors interested in providing a unique and up-todate learning experience and for SMEs and
practitioners aiming to be at the cutting edge of
Digital and Social Media Marketing.
Market research has never been more important. As
organizations become increasingly sophisticated, the
need to profile customers, deliver customer
satisfaction, target certain audiences, develop their
brands, optimize prices and more has grown. Lively
and accessible, Market Research in Practice is a
practical introduction to market research tools,
approaches and issues. Providing a clear, step-bystep guide to the whole process - from planning and
executing a project through to analyzing and
presenting the findings - it explains how to use tools
and methods effectively to obtain reliable results.
This fully updated third edition of Market Research in
Practice has been revised to reflect the most recent
trends in the industry. Ten new chapters cover
topical issues such as ethics in market research and
qualitative and quantitative research, plus key
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concepts such as international research, how to
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design and scope a survey, how to create a
questionnaire, how to choose a sample and how to
carry out interviews are covered in detail. Tips, and
advice from the authors' own extensive experiences
are included throughout to ground the concepts in
business reality. Accompanied by a range of online
tools, templates, surveys and guides, this is an
invaluable guide for students of research methods,
researchers, marketers and users of market
research. Online resources include a range of tools,
templates, surveys and guides.
By New York Times Bestselling Authors Bryan and
Jeffrey Eisenberg with Anthony Garcia, "Buyer
Legends: An Executive Storytellers Guide" describes
a business process that combines the emotional
power of storytelling with hard data to open new
opportunities, spot gaps and optimize your sales and
marketing. By using Buyer Legends in your
organization you will: Improve communications Your whole team will see and understand both the
bigger picture and the important details Improve
execution - You will turn big directives into
purposeful and more effective actions Improve
testing. You will understand how to plan and
implement more effective and impactful tests Make
more money. You will see improved conversion rates
that make the up-front planning worth the time and
effort After reading this, you will have more insight as
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expectations and why your team might be struggling
to "get it." You will learn how to communicate your
brand's story intent and the responsibility of each
critical touch point within every level of your
organization, from the boardroom to the stockroom.
The Buyer Legends process IS one of the final
pieces of a complex puzzle that has been missing
from most modern marketing efforts. Wouldn't you
like to have an edge in turning your brand into a
legend? "Having worked first hand with the
Eisenbergs on mapping our customers' critical paths
and creating scenario narratives, I can confidently
say the Buyer Legends process works. My team's
focus at Google is on acquiring SMB advertising
clients. And if you've ever worked with these types of
businesses, you know there is huge diversity through
the spectrum of small and medium businesses. We'd
miss opportunities and gaps by over-aggregating
(i.e. taking too high level a view) though often the
challenge was in effectively communicating our
insights. The Buyer Legends framework allowed us
to more effectively focus our efforts, improving the
bottom line. And equally important, to make a more
compelling case for change with our marketing,
engineering and product colleagues." Paul
Jeszenszky Head of Global B2B Digital Marketing
Center of Excellence, Google "The most clearheaded and useful guide ever for developing
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relevant and resonant stories about your business."
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Jay Baer President, Convince & Convert "Buyer
Legends introduced me to a structured process
which uses storytelling techniques to align our brand
story to our customers experiences. With so many of
our customers having an unique experience every
day on Airbnb, it is our task to collect and
communicate a collective narrative in the Airbnb
brand story. While the Airbnb storyboarding
technique, as described in the introduction, gives a
clear overview of the customers journey, the motives
of our customers and their experiences are many.
With global differences on how people travel, making
their decision where to stay, and experience the
more local hospitality Airbnb provides, Buyer
Legends is the marketing tool which binds
Persona's, storyboards and our brand story. This is a
powerful combination." Dennis Goedegebuure Head
of Global SEO, Airbnb"
Innovate your way toward growth using practical,
research-backed frameworks The Art of Opportunity
offers a path toward new growth, providing the
perspective and methods you need to make
innovation happen. Written by a team of experts with
both academic and industry experience—and a client
roster composed of some of the world’s leading
companies—this book provides you with the
necessary tools to help you capture growth instead
of chasing it. The visual frameworks and researchPage 38/41
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Business
Opportunity merge business design thinking and
strategic innovation to help you change your growth
paradigm. You’ll learn creative and practical
methods for exploring growth opportunities and
employ a new approach for identifying what
“opportunity” looks like in the first place. Put aside
the old school way of focusing on new products and
new markets, to instead applying value creation to
find your new opportunity, craft your offering, design
your strategy and build new growth ventures. The
changing business ecosystem is increasingly
pushing traditional thinking out to pasture. New
consumers and the new marketplace are demanding
a profound adjustment to the way companies plan
and execute growth strategies. This book gives you
the tools to create your roadmap toward the new
state of growth, and gain invaluable insight into a
new way of thinking. The Art of Opportunity will help
you to: Start looking at business growth from a new
perspective Create value for the customers,
company and ecosystem Innovate strategically and
design new business models Develop a new active
business design thinking approach to innovation
Your company’s goal is to grow, and to turn noncustomers into customers. The old ways are
becoming less tenable and less cost-effective. The
Art of Opportunity outlines the new growth paradigm
and gives you a solid framework for putting new
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“Chip Bell's unique perspective, lively illustrations,
and practical advice result in one terrific resource for
anyone eager to tap a customer's ingenuity for
creating breakthrough results.” —Jeanne Bliss,
founder and CEO, CustomerBliss; and cofounder,
Customer Experience Professionals Association
(CXPA) Organizations need to offer customers
breakthrough products, services, and solutions to
effectively compete in today's innovation-hungry
economy. The challenge is customers often don't
know precisely what they want. As Henry Ford is
reputed to have said, “If I had asked people what
they wanted, they would have said faster horses." To
surprise and awe your customers, Chip Bell advises
developing co-creation partnerships with them. Cocreation partnerships are about fulfilling customers'
hopes and aspirations, not just their needs and
expectations. Co-creation partnerships require (1)
curiosity that uncovers insight, (2) grounding that
promotes clear focus, (3) discovery that fosters risktaking, (4) trust that safeguards partnership purity,
and (5) passion that inspires energized generosity.
Using examples from organizations like McDonald's,
DHL, Marriott, Lockheed Martin, Discover Financial,
Ultimate Software, and many more, Bell shows how
co-creation partnerships enable you to tap into the
treasure trove of ideas, ingenuity, and genius-in-theraw within every customer.
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