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Contending that today's high-quality marketplace has created an era of impossible competition,
an award-winning Harvard Business School professor makes recommendations for how
companies can retain market shares without losing status to copycat competitors.
Do you have the right strategy to lead your company into the future? Get more of the
management ideas you want, from the authors you trust, with HBR's 10 Must Reads on
Strategy (Vol. 2). We've combed through hundreds of Harvard Business Review articles and
selected the most important ones to help you combat new competitors and define the best
strategy for your company. With insights from leading experts including Michael E. Porter, A.G.
Lafley, and Clayton M. Christensen, this book will inspire you to: Choose a strategy that meets
the demands of your competitive environment Identify the signals of disruption and take steps
to avoid it Understand lean methodology and how it is changing business Transform your
products and services into platforms Instill your strategy with creativity and purpose Generate
value for your company, while also contributing to society This collection of articles includes
"Your Strategy Needs a Strategy," by Martin Reeves, Claire Love, and Philipp Tillmanns;
"Transient Advantage," by Rita Gunther McGrath; "Bringing Science to the Art of Strategy," by
A.G. Lafley, Roger L. Martin, Jan W. Rivkin, and Nicolaj Siggelkow; "Managing Risks: A New
Framework," by Robert S. Kaplan and Anette Mikes; "Surviving Disruption," by Maxwell
Wessel and Clayton M. Christensen; "The Great Repeatable Business Model," by Chris Zook
and James Allen; 'Pipelines, Platforms, and the New Rules of Strategy," by Marshall W. Van
Alstyne, Geoffrey G. Parker, and Sangeet Paul Choudary; "Why the Lean Start-Up Changes
Everything," by Steve Blank; "Strategy Needs Creativity," by Adam Brandenburger; "Put
Purpose at the Core of Your Strategy," by Thomas W. Malnight, Ivy Buche, and Charles
Dhanaraj; "Creating Shared Value," by Michael E. Porter and Mark R. Kramer.
Summary of Blue Ocean Strategy by W. Chan Kim and RenEe A. Mauborgne Includes
Analysis Preview: Blue Ocean Strategy, Expanded Edition: How to Create Uncontested Market
Space and Make the Competition Irrelevant is the 2015 update to the classic business strategy
text of the same name originally published in 2005. The text offers a practical handbook to
business students and entrepreneurs who wish to rise above the fray of the competition,
become pioneers in previously uncharted market territory, and gain access to impressive
growth opportunities and an untapped customer base. Most businesses make the mistake of
focusing on their competitors when developing strategies. A "blue ocean" business, on the
other hand, focuses on how to create new value for customers, the base of which may be
people who are not yet customers of this business' core industry. The term "blue ocean" is
derived from the idea that an area of unexplored market space is like the clear, blue waters of
an undisturbed portion of ocean... PLEASE NOTE: This is key takeaways and analysis of the
book and NOT the original book. Inside this Instaread Summary of Blue Ocean Strategy by W.
Chan Kim and RenEe A. Mauborgne Includes Analysis Overview of the Book Important People
Key Takeaways Analysis of Key Takeaways About the Author With Instaread, you can get the
key takeaways, summary and analysis of a book in 15 minutes. We read every chapter,
identify the key takeaways and analyze them for your convenience. Visit our website at
instaread.co.
When a cheetah cub wanders into trouble, the Wild Kratts set off to rescue it.
An updated edition of a standard in its field that remains relevant more than thirty years after its
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original publication. Over thirty years ago, sociologist and University of California, Berkeley
professor Arlie Hochschild set off a tidal wave of conversation and controversy with her
bestselling book, The Second Shift. Hochschild's examination of life in dual-career housholds
finds that, factoring in paid work, child care, and housework, working mothers put in one month
of labor more than their spouses do every year. Updated for a workforce that is now half
female, this edition cites a range of updated studies and statistics, with an afterword from
Hochschild that addresses how far working mothers have come since the book's first
publication, and how much farther we all still must go.
Blue Ocean Strategy: How to Create Uncontested Market Space and Make the Competition
IrrelevantBlue Ocean Strategy, Expanded Edition: How to Create Uncontested Market Space
and Make the Competition Irrelevant acts as a 2015 version to update the original text covering
business strategy, first published in 2005. This is a classic handbook offering practical
strategies for business students or entrepreneurs who want to get ahead of the competition,
break new ground in uncharted territory, and earn access to widespread opportunities for
growth, as well as gain a previously under-utilized base of customers.Typically, businesses will
mistakenly focus upon competitors when creating strategies. A business that is labelled as a
"blue ocean," however, will shift their focus to creating value for their customers, which could
include those customers yet to be attained. "Blue ocean" is terminology which comes from
picturing new market space as crystal clear, blue waters of unexplored ocean. Conversely, a
"red ocean" describes the antithesis, where frequent and heavy competition creates a red, or
bloody, rivalry. This is a summary and analysis of the book and NOT the original book This
Book Contains: * Summary Of The Entire Book * Chapter By Chapter Breakdown * Analysis Of
The Reading Experience Download Your Copy Today
Chart a path to creating uncontested market space and winning the future. This collection of
work by globally preeminent management thinkers W. Chan Kim and Renée Mauborgne brings
together their perennial bestseller book Blue Ocean Strategy with their classic articles “Blue
Ocean Leadership” and “Red Ocean Traps.” Blue Ocean Strategy, the global phenomenon
that has sold over 4 million copies and is recognized as one of the most iconic and impactful
strategy books ever written, argues that cutthroat competition results in nothing but a bloody
red ocean of rivals fighting over a shrinking profit pool. Based on a study of 150 strategic
moves (spanning more than 100 years across 30 industries), Kim and Mauborgne argue that
lasting success comes not from battling competitors but from creating “blue
oceans”—untapped new market spaces ripe for growth. The book presents a systematic
approach to making competition irrelevant and outlines principles and tools any organization
can use to create and capture their own blue oceans. In the article “Red Ocean Traps,” the
authors show how managers’ mental models—ingrained assumptions and theories about the
way the world works—undermine attempts to discover uncontested new market spaces. The
authors provide a framework for avoiding spaces where competition is bloody (red oceans) and
moving to blue ocean spaces with ample potential.
Finding fulfillment in both love and work isn't easy--but it's possible. The majority of couples
today are dual-career couples. As anyone who's part of such a relationship knows, this
presents big challenges: trying to raise kids and achieve career goals while caring for and
supporting your partner can seem impossible. Yet most advice for dual-career couples fails,
framing the challenges as a zero-sum game in which one partner’s gain is the other's loss and
solutions feel like sacrifices or unsatisfactory trade-offs. This book is different. In Couples That
Work, INSEAD professor Jennifer Petriglieri rejects conventional, one-size-fits-all solutions and
instead focuses on how dual-career couples can tackle and resolve the challenges they face
throughout their lives--together. She identifies three key phases of exploration and personal
growth in every couple's work-life journey, showing how partners must navigate these together
to strengthen their bond. Each phase is crystallized with a question: How can we make this
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work? The first phase focuses on the logistics of combining two busy lives and often involves
the demands of young children. What do we really want? In the second phase, couples learn to
navigate their midlife crises in ways that allow each partner to continue to feel happy and
fulfilled. Who are we now? With careers winding down and kids grown up, this last phase offers
new freedoms--and uncertainties. Based on a five-year research project, the book includes
interviews with couples from over thirty countries--from executives to entrepreneurs and from
twentysomething newlyweds to dual-career grandparents. Filled with vivid real-life stories,
keen insights, and engaging exercises, Couples That Work will help couples develop their own
unique answers to that most pressing question: How can we successfully combine love and
work?
As established markets become less profitable, companies increasingly need to find ways to
create and capture new markets. Despite much investment and commitment, most firms
struggle to do this. What, exactly, is getting in their way? The authors of the best-selling book
Blue Ocean Strategy have spent over a decade exploring that question. They have seen that
the trouble lies in managers' mental models--ingrained assumptions and theories about the
way the world works. Though these models may work perfectly well in mature markets, they
undermine executives' attempts to discover uncontested new spaces with ample potential (blue
oceans) and keep companies firmly anchored in existing spaces where competition is bloody
(red oceans). This article describes how to break free of these red ocean traps. To do that,
managers need to: (1) Focus on attracting new customers, not pleasing current customers; (2)
Worry less about segmentation and more about what different segments have in common; (3)
Understand that market creation is not synonymous with either technological innovation or
creative destruction; and (4) Stop focusing on premium versus low-cost strategies. The
Harvard Business Review Classics series offers you the opportunity to make seminal Harvard
Business Review articles a part of your permanent management library. Each highly readable
volume contains a groundbreaking idea that continues to shape best practices and inspire
countless managers around the world--and will have a direct impact on you today and for years
to come.
Argues against common competitive practices while outlining recommendations based on the
creation of untapped market spaces with growth potential.
Summary of Blue Ocean Strategy by W. Chan Kim and Renée A. Mauborgne | Includes
Analysis Preview: Blue Ocean Strategy, Expanded Edition: How to Create Uncontested Market
Space and Make the Competition Irrelevant is the 2015 update to the classic business strategy
text of the same name originally published in 2005. The text offers a practical handbook to
business students and entrepreneurs who wish to rise above the fray of the competition,
become pioneers in previously uncharted market territory, and gain access to impressive
growth opportunities and an untapped customer base. Most businesses make the mistake of
focusing on their competitors when developing strategies. A "blue ocean" business, on the
other hand, focuses on how to create new value for customers, the base of which may be
people who are not yet customers of this business' core industry. The term "blue ocean" is
derived from the idea that an area of unexplored market space is like the clear, blue waters of
an undisturbed portion of ocean... PLEASE NOTE: This is key takeaways and analysis of the
book and NOT the original book. Inside this Instaread Summary of Blue Ocean Strategy by W.
Chan Kim and Renée A. Mauborgne | Includes Analysis · Overview of the Book · Important
People · Key Takeaways · Analysis of Key Takeaways About the Author With Instaread, you
can get the key takeaways, summary and analysis of a book in 15 minutes. We read every
chapter, identify the key takeaways and analyze them for your convenience. Visit our website
at instaread.co.
Most startups don’t fail because they can’t build a product. Most startups fail because they
can’t get traction. Startup advice tends to be a lot of platitudes repackaged with new
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buzzwords, but Traction is something else entirely. As Gabriel Weinberg and Justin Mares
learned from their own experiences, building a successful company is hard. For every startup
that grows to the point where it can go public or be profitably acquired, hundreds of others
sputter and die. Smart entrepreneurs know that the key to success isn’t the originality of your
offering, the brilliance of your team, or how much money you raise. It’s how consistently you
can grow and acquire new customers (or, for a free service, users). That’s called traction, and
it makes everything else easier—fund-raising, hiring, press, partnerships, acquisitions. Talk is
cheap, but traction is hard evidence that you’re on the right path. Traction will teach you the
nineteen channels you can use to build a customer base, and how to pick the right ones for
your business. It draws on inter-views with more than forty successful founders, including
Jimmy Wales (Wikipedia), Alexis Ohanian (reddit), Paul English (Kayak), and Dharmesh Shah
(HubSpot). You’ll learn, for example, how to: ·Find and use offline ads and other channels
your competitors probably aren’t using ·Get targeted media coverage that will help you reach
more customers ·Boost the effectiveness of your email marketing campaigns by automating
staggered sets of prompts and updates ·Improve your search engine rankings and advertising
through online tools and research Weinberg and Mares know that there’s no one-size-fits-all
solution; every startup faces unique challenges and will benefit from a blend of these nineteen
traction channels. They offer a three-step framework (called Bullseye) to figure out which ones
will work best for your business. But no matter how you apply them, the lessons and examples
in Traction will help you create and sustain the growth your business desperately needs.
From Scratch: Sourdough features recipes and top tips on everything you need to know to
make your own sourdough from scratch. For homebakers, sourdough is the true test of every
aspiring bread-maker. Fickle, delicate, every loaf is unique. And there are a LOT of pitfalls to
be avoided. It's much more than simply a food: sourdough is a science. So who better than Dr
James Morton, baking pedant and fermentation fanatic, to explain the basics for both the
uninitiated and more experienced bakers? James talks the home cook through everything from
starters, flours and hydration, to kneading, shaping, rising, slashing and baking, explaining how
to achieve the perfect crust and crumb. With a foolproof recipe for the perfect loaf, clear stepby-step instructions, troubleshooting tips and explanations of what works and why, From
Scratch: Sourdough is the accessible handbook that bakers everywhere have been waiting for.
Text is extracted and updated from Super Sourdough, by James Morton.
The definitive playbook by the pioneers of Growth Hacking, one of the hottest business
methodologies in Silicon Valley and beyond. It seems hard to believe today, but there was a
time when Airbnb was the best-kept secret of travel hackers and couch surfers, Pinterest was
a niche web site frequented only by bakers and crafters, LinkedIn was an exclusive network for
C-suite executives and top-level recruiters, Facebook was MySpace’s sorry step-brother, and
Uber was a scrappy upstart that didn’t stand a chance against the Goliath that was New York
City Yellow Cabs. So how did these companies grow from these humble beginnings into the
powerhouses they are today? Contrary to popular belief, they didn’t explode to massive
worldwide popularity simply by building a great product then crossing their fingers and hoping it
would catch on. There was a studied, carefully implemented methodology behind these
companies’ extraordinary rise. That methodology is called Growth Hacking, and it’s
practitioners include not just today’s hottest start-ups, but also companies like IBM, Walmart,
and Microsoft as well as the millions of entrepreneurs, marketers, managers and executives
who make up the community of Growth Hackers. Think of the Growth Hacking methodology as
doing for market-share growth what Lean Start-Up did for product development, and Scrum did
for productivity. It involves cross-functional teams and rapid-tempo testing and iteration that
focuses customers: attaining them, retaining them, engaging them, and motivating them to
come back and buy more. An accessible and practical toolkit that teams and companies in all
industries can use to increase their customer base and market share, this book walks readers
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through the process of creating and executing their own custom-made growth hacking
strategy. It is a must read for any marketer, entrepreneur, innovator or manger looking to
replace wasteful big bets and "spaghetti-on-the-wall" approaches with more consistent,
replicable, cost-effective, and data-driven results.
NEW YORK TIMES BESTSELLER #1 WALL STREET JOURNAL BESTSELLER USA TODAY
BESTSELLER BLUE OCEAN SHIFT is the essential follow up to Blue Ocean Strategy, the
classic and 3.6 million copy global bestseller by world-renowned professors W. Chan Kim and
Renee Mauborgne. Drawing on more than a decade of new work, Kim and Mauborgne show
you how to move beyond competing, inspire your people's confidence, and seize new growth,
guiding you step-by-step through how to take your organization from a red ocean crowded with
competition to a blue ocean of uncontested market space. By combining the insights of human
psychology with practical market-creating tools and real-world guidance, Kim and Mauborgne
deliver the definitive guide to shift yourself, your team, or your organization to new heights of
confidence, market creation, and growth. They show why nondisruptive creation is as
important as disruption in seizing new growth. BLUE OCEAN SHIFT is packed with all-new
research and examples of how leaders in diverse industries and organizations made the shift
and created new markets by applying the process and tools outlined in the book. Whether you
are a cash-strapped startup or a large, established company, nonprofit or national government,
you will learn how to move from red to blue oceans in a way that builds your people's
confidence so that they own and drive the process. With battle-tested lessons learned from
successes and failures in the field, BLUE OCEAN SHIFT is critical reading for leaders,
managers, and entrepreneurs alike. You'll learn what works, what doesn't, and how to avoid
the pitfalls along the way. This book will empower you to succeed as you embark on your own
blue ocean journey. BLUE OCEAN SHIFT is indispensable for anyone committed to building a
compelling future.

PLEASE NOTE: THIS IS A GUIDE TO THE ORIGINAL BOOK. Guide to W.
Chan Kim's & et al Blue Ocean Strategy Preview: Blue Ocean Strategy,
Expanded Edition: How to Create Uncontested Market Space and Make the
Competition Irrelevant is the 2015 update to the classic business strategy text of
the same name originally published in 2005. The text offers a practical handbook
to business students and entrepreneurs who wish to rise above the fray of the
competition, become pioneers in previously uncharted market territory, and gain
access to impressive growth opportunities and an untapped customer base...
Inside this companion: -Overview of the book -Important People -Key Insights
-Analysis of Key Insights
Summary of Blue Ocean Strategy by W. Chan Kim and Renée A. Mauborgne |
Includes Analysis Preview: Blue Ocean Strategy, Expanded Edition: How to
Create Uncontested Market Space and Make the Competition Irrelevant is the
2015 update to the classic business strategy text of the same name originally
published in 2005. The text offers a practical handbook to business students and
entrepreneurs who wish to rise above the fray of the competition, become
pioneers in previously uncharted market territory, and gain access to impressive
growth opportunities and an untapped customer base. Most businesses make the
mistake of focusing on their competitors when developing strategies. A “blue
ocean” business, on the other hand, focuses on how to create new value for
customers, the base of which may be people who are not yet customers of this
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business’ core industry. The term “blue ocean” is derived from the idea that an
area of unexplored market space is like the clear, blue waters of an undisturbed
portion of ocean… PLEASE NOTE: This is key takeaways and analysis of the
book and NOT the original book. Inside this Instaread Summary of Blue Ocean
Strategy by W. Chan Kim and Renée A. Mauborgne | Includes Analysis ·
Overview of the Book · Important People · Key Takeaways · Analysis of Key
Takeaways About the Author With Instaread, you can get the key takeaways,
summary and analysis of a book in 15 minutes. We read every chapter, identify
the key takeaways and analyze them for your convenience. Visit our website at
instaread.co.
People and churches across America are discovering that their secular friends
and neighbors have been unknowingly waiting for the chance to experience the
good God. Blue Ocean Faith is a network of churches that have seen thousands
of secular people—from Harvard deans to public housing residents—connect with
God. Blue Ocean founder Dave Schmelzer details six profound paradigm shifts
that unlock a depth of connection to God that’s new for many churchgoers and
that’s unprecedented for their secular neighbors. Embracing centered-set faith,
becoming solus Jesus, and taking a third-way approach to LGBTQ congregants
are among the game-changers that empower this rich life of faith. Rather than
retreating from or drawing lines against our increasingly secular world, people of
faith can join Jesus—as followers like Saint Francis of Assisi have done for
millennia—in joyfully entering the world around them with profound wonder and an
equally-profound offer of a life that really is life. “Blue Ocean Faith is a riveting
book about an exciting new movement of churches emerging out of the ashes of
American evangelicalism/fundamentalism. This could be a charter document for
a new kind of Jesus movement. Everyone should read it,” writes David P.
Gushee, Distinguished University Professor of Christian Ethics and Director of
the Center for Theology and Public Life at Mercer University. With plenty of
engaging storytelling, Schmelzer brings together ancient and cutting-edge
insights in a book that might revitalize your experience of God, open up your
connection to your neighbors and your city … and maybe even kick off a new
Jesus movement.
ARE YOU READY FOR THE FUTURE? New markets have powered the greatest
business successes in history, from Standard Oil to Facebook. How can you
discover and pursue new markets to make your business thrive? In Capturing
New Markets, world-renowned business strategist Stephen Wunker argues that
the first step is to stop applying traditional formulas of success and understand
the unique dynamics in fast-changing new markets. He guides you through the
process of creating counterintuitive strategies, such as treating competitors as
collaborators, timing market entry, and targeting narrow niches before big
customer segments. Whether you work for a huge corporation or for yourself,
Capturing New Markets helps you find new sources of growth. Based on
Wunker’s groundbreaking work with Clayton Christensen—the Harvard Business
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School legend who coinedthe term “disruptive innovation”—plus Wunker’s
extensive experience in the trenches, this practical and fascinating guide shows
how companies: Identify, create, and dominate new markets Avoid the pitfalls of
commodization and find new ways to grow Develop and sustain new sources of
growth into the future Drawing on dozens of case studies plus data-driven
research, this revolutionary approach to business shows you how to turn new
markets into the drivers of growth—propelling you and your company into a whole
new world of opportunity. You’ll learn how to anticipate customer demands and
meet emerging needs before anyone else does. You’ll discover how to spot
ideas ready for explosive growth, and how to lead new markets while your
competitors are just waking up tothe opportunity. You’ll also see how to make
these strategies work in companies that are both small and very large. Capturing
New Markets upends traditional thinking about business strategy, showing what
will work in a new economy marked by turbulence and change. This is the
resource you need to transform industries and the prospects of companies within
them. Praise for Capturing New Markets: “Capturing New Markets offers a new
and rigorous toolkit that charts a clear path to this business imperative. This is a
major new contribution to the field with practical takeaways just when we need
them most.” —Vijay Govindarajan, Professor at Tuck School of Business at
Dartmouth College, and First Professor in Residence and Chief Innovation
Consultant at GE “Prepare to have your existing concepts of new markets turned
upside down. This is not another academic 'thought experiment,' but a practical,
experience-driven manual for all who aspire to enhanced growth. New markets
are all around us—not just in the developing world. Wunker provides fresh
perspectives in an extremely readable how-to manual that will allow the reader to
discover unmet need and enter new markets wherever they are. All in all, an
essential read for every new market pioneer.” —Dr. Garry Neil, Corporate VP for
Science & Technology, Johnson & Johnson “Capturing New Markets reveals
critical patterns underlying why some new ventures become big businesses, and
others do not. The journey to creating new markets can be full of uncertainty, and
understanding these patterns provides a big advantage to informed
entrepreneurs.” —Charles Warden, Managing Director, Versant Ventures “While
new markets fuel business growth, traditional approaches to marketing and
strategy can be poorly suited to these super-dynamic environments. Through
abundant and engaging examples, Capturing New Markets shows you how to
establish priorities and tap growth opportunities with lower cost, lower risk, and
higher impact.” —Anish Shah, President & CEO India, GE Capital "Intensifying
competitive environments require that all companies continually think about and
explore new growth opportunities. Capturing New Markets provides critical
guidance on how to evaluate and build new markets with a creative yet
disciplined approach." —Brad Gambill, Chief Strategy Officer, Singapore Telecom
“Capturing New Markets is a compass for business transformation. The book
combines fascinating stories with clear takeaways that enable readers to chart
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their long-term courses and to begin with concrete steps tomorrow morning.”
—Greta Metts, Head of Global Marketing Innovation and Business
Transformation, Boehringer-Ingelheim Pharmaceuticals “Entrepreneurs are
barraged with urgent issues, and it is easy to lose sight of strategy. Amidst all the
pressing things you have to do in building a business, make it a priority to read
Capturing New Markets. This book gives succinct and powerful advice that can
save you immense amounts of time and money while substantially boosting your
odds of success.” —Suneet Wadhwa, cofounder of Snapfish.com and Serial
Entrepreneur “Wunker has created a valuable tool for anyone seeking to drive
meaningful change in a market or an organization. Bridging theory to case
studies, he creates effective, practical and actionable advice for those seeking
opportunity within change.” —Meredith Baratz, Vice President, Market Solutions,
UnitedHealthcare “In fast-moving markets, leaders can never rest. Capturing
New Markets lays out a clear and convincing route for how big companies can
act like nimble entrepreneurs in building new sources of growth.” —Ingrid
Johnson, CEO Retail and Business Banking, Nedbank
Japanese edition of Blue Ocean Strategy, Expanded Edition: How to Create
Uncontested Market Space and Make the Competition Irrelevant by W. Chan Kim
& Renee Mauborgne. Theory of a more profitable and equitable business model
by developing new and uncontested markets (blue ocean) versus destructive and
wasteful battle for existing markets (red ocean). New edition shows the path to
practice in more detail. In Japanese. Annotation copyright Tsai Fong Books, Inc.
Distributed by Tsai Fong Books, Inc.
The key concepts every manager and aspiring leader must know—from strategy
and disruptive innovation to financial intelligence and change management—from
bestselling Harvard Business Review authors. Build your professional library, and
advance your career with these five timeless, ground-breaking business classics.
Includes Financial Intelligence, Revised Edition; The Innovator’s Dilemma;
Leading Change; Playing to Win; and Blue Ocean Strategy, Expanded Edition.
A consultant to some of America's leading corporations shares key insights and
ideas on how to supercharge one's business and career, explaining how to
create and develop new opportunities for wealth in any business, enterprise, or
venture. Reprint. 50,000 first printing.
Vision . . . All the best business schools, books, and gurus say that leaders
absolutely must have it--so why does it appear that many of today’s leaders
were absent the day that was taught? Because the sad truth is, most leaders
today have not developed the visionary capacity necessary to look ahead and
explore strategic futures. Or at least their so-called vision is not one that compels,
inspires, and energizes their people. Vision may sound like a rare quality,
attainable by only a select few--but nothing could be further from the truth. In
Anticipate, strategy and leadership expert Rob-Jan de Jong explains how anyone
can develop in themselves a visionary leadership. It simply boils down to
sharpening two key skills: 1) the ability to see things early, and 2) the power to
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connect the dots. Using the author’s trademarked FuturePriming process, which
helps distinguish signal from noise, readers geared toward fine-tuning these two
basic but essential skills will discover how to:• Tap into their imagination and
open themselves up to the unconventional• Become better at seeing things
early• Frame the big-picture view that provides direction for the future•
Communicate your vision in a way that engages others and provokes action•
And moreWhen you can anticipate change before your competitors, you create
enormous strategic advantage. That's what visionaries do . . . and now so can
you.
The international bestseller—now with a new preface by author John Kotter. Millions
worldwide have read and embraced John Kotter’s ideas on change management and
leadership. From the ill-fated dot-com bubble to unprecedented M&A activity to scandal,
greed, and ultimately, recession—we’ve learned that widespread and difficult change is
no longer the exception. It’s the rule. Now with a new preface, this refreshed edition of
the global bestseller Leading Change is more relevant than ever. John Kotter’s nowlegendary eight-step process for managing change with positive results has become
the foundation for leaders and organizations across the globe. By outlining the process
every organization must go through to achieve its goals, and by identifying where and
how even top performers derail during the change process, Kotter provides a practical
resource for leaders and managers charged with making change initiatives work.
Leading Change is widely recognized as his seminal work and is an important
precursor to his newer ideas on acceleration published in Harvard Business Review.
Needed more today than at any time in the past, this bestselling business book serves
as both visionary guide and practical toolkit on how to approach the difficult yet crucial
work of leading change in any type of organization. Reading this highly personal book is
like spending a day with the world’s foremost expert on business leadership. You’re
sure to walk away inspired—and armed with the tools you need to inspire others.
Published by Harvard Business Review Press.
Two top business professors offer up the only negotiation book you'll ever need Do you
know what you want? How can you make sure you get it? Or rather, how can you
convince others to give it to you? Almost every interaction involves negotiation, yet we
often miss the cues that would allow us to make the most of these exchanges. In
Getting (More of) What You Want, Margaret Neale and Thomas Lys draw on the latest
advances in psychology and behavioral economics to provide new strategies for
negotiation that take into account people's irrational biases as well as their rational
behaviors. Whether you're shopping for a car, lobbying for a raise, or simply haggling
over who takes out the trash, Getting (More of) What You Want shows how
negotiations regularly leave significant value on the table-and how you can claim it.
Nudge meets Hooked in a practical approach to designing products and services that
change behavior, from what we buy to how we work. Deciding what to create at modern
companies often looks like an episode of Mad Men: people throw ideas around until
one sounds sexy enough to execute and then they scale it to everyone. The result?
Companies overspend on marketing to drive engagement with products and services
that people don't want and won't help them be happier and healthier. Start at the End
offers a new framework for design, grounded in behavioral science. Technology
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executive and behavioral scientist Matt Wallaert argues that the purpose of everything
is behavior change. By starting with outcomes instead of processes, the most effective
companies understand what people want to do and why they aren't already doing it,
then build products and services to bridge the gap. Wallaert is a behavioral
psychologist who has led product design at organizations ranging from startups like
Clover Health to industry leaders such as Microsoft. Whether dissecting the success
behind Uber's ridesharing service or Flamin' Hot Cheetos, he underscores with clarity
and humor how this approach can improve the way we work and live. This is an
essential roadmap for building products that matter--and changing behavior for the
better.
OVER 4 MILLION COPIES SOLD WALL STREET JOURNAL AND BUSINESSWEEK
BESTSELLER RECOGNIZED AS ONE OF THE MOST ICONIC AND IMPACTFUL
STRATEGY BOOKS EVER WRITTEN The global phenomenon that has sold over 4
million copies, is published in a record-breaking 46 languages and is a bestseller
across five continents--now updated and expanded with new content. Named by Fast
Company as one of the most influential leadership books in its Leadership Hall of
Fame. A strategy classic. In this perennial bestseller, embraced by organizations and
industries worldwide, globally preeminent management thinkers W. Chan Kim and
Renee Mauborgne challenge everything you thought you knew about the requirements
for strategic success. Recognized as one of the most iconic and impactful strategy
books ever written, BLUE OCEAN STRATEGY, now updated with fresh content from
the authors, argues that cutthroat competition results in nothing but a bloody red ocean
of rivals fighting over a shrinking profit pool. Based on a study of 150 strategic moves
(spanning more than 100 years across 30 industries), the authors argue that lasting
success comes not from battling competitors but from creating "blue oceans"--untapped
new market spaces ripe for growth. BLUE OCEAN STRATEGY presents a systematic
approach to making the competition irrelevant and outlines principles and tools any
organization can use to create and capture their own blue oceans. This expanded
edition includes: A new preface by the authors: Help! My Ocean Is Turning Red
Updates on all cases and examples in the book, bringing their stories up to the present
time Two new chapters and an expanded third one--Alignment, Renewal, and Red
Ocean Traps --that address the most pressing questions readers have asked over the
past 10 years A landmark work that upends traditional thinking about strategy, this
bestselling book charts a bold new path to winning the future. Consider this your guide
to creating uncontested market space--and making the competition irrelevant. To learn
more about the power of BLUE OCEAN STRATEGY, visit blueoceanstrategy.com.
There you'll find all the resources you need--from ideas in practice and cases from
government and private industry, to teaching materials, mobile apps, real-time updates,
and tips and tools to help you make your blue ocean journey a success.
Think you know your customers? You better be more assured than just thinking you do,
because your success depends on it! The best companies in the world first research
exhaustively what their customers desire, and then they deliver it in memorable and
deeply human experiences--resulting in success previously believed to be
unachievable. So once again, how well do you know your customers?In a
hyperconnected economy that is radically changing consumer expectations, this vital
expectation for any successful business is not always easy. But in What Customers
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Crave, author and business strategist Nicholas Webb simplifies this critical task into
being able to confidently answer two questions: What do your customers love? What do
they hate?Jam-packed with tools and examples, this must-have resource helps
businesses reinvent how they engage with customers (both physical and virtual). Learn
how to:• Gain invaluable insights into who your customers are and what they care
about• Use listening posts and Contact Point Innovation to refine customer types•
Engineer experiences for each micromarket that are not only exceptional, but insanely
relevant• Connect across the five most important touchpoints• Co-create with your
customers• And more!It’s time to reinvent the ways you engage with your customers.
Because when you learn to provide for them exactly what they want, they not only bring
along their wallets but those belong to their friends as well!
The collection you need to create more blue oceans. W. Chan Kim and Renee
Mauborgne changed the field of strategy and the language of business with their
pathbreaking "blue ocean strategy," a model for creating uncontested markets that
unlock new demand and new opportunities for growth. This book brings together three
of their classic blue ocean strategy articles, all first published in Harvard Business
Review. "Blue Ocean Strategy" highlights the distinct differences between marketcompeting (red ocean) and market-creating (blue ocean) strategy and what it takes to
create the new markets of tomorrow. In "Red Ocean Traps," Kim and Mauborgne reveal
the faulty assumptions that keep managers tethered to existing overcrowded markets
(red oceans). "Blue Ocean Leadership" applies the concepts and analytic frameworks
of blue ocean strategy to an innovative leadership approach that releases employees'
untapped talent and energy while conserving their most precious resource--time. This
collection is the ideal start, or refresher, for creating more blue oceans.
The 2020 edition of The State of World Fisheries and Aquaculture has a particular
focus on sustainability. This reflects a number of specific considerations. First, 2020
marks the twenty-fifth anniversary of the Code of Conduct for Responsible Fisheries
(the Code). Second, several Sustainable Development Goal indicators mature in 2020.
Third, FAO hosted the International Symposium on Fisheries Sustainability in late 2019,
and fourth, 2020 sees the finalization of specific FAO guidelines on sustainable
aquaculture growth, and on social sustainability along value chains. While Part 1 retains
the format of previous editions, the structure of the rest of the publication has been
revised. Part 2 opens with a special section marking the twenty fifth anniversary of the
Code. It also focuses on issues coming to the fore, in particular, those related to
Sustainable Development Goal 14 and its indicators for which FAO is the “custodian”
agency. In addition, Part 2 covers various aspects of fisheries and aquaculture
sustainability. The topics discussed range widely, from data and information systems to
ocean pollution, product legality, user rights and climate change adaptation. Part 3 now
forms the final part of the publication, covering projections and emerging issues such as
new technologies and aquaculture biosecurity. It concludes by outlining steps towards a
new vision for capture fisheries. The State of World Fisheries and Aquaculture aims to
provide objective, reliable and up-to-date information to a wide audience –
policymakers, managers, scientists, stakeholders and indeed everyone interested in the
fisheries and aquaculture sector.
Chart a path to creating uncontested market space and winning the future. This
collection of work by globally preeminent management thinkers W. Chan Kim and
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Renée Mauborgne brings together their perennial bestseller book Blue Ocean Strategy
with their classic article “Blue Ocean Leadership.” Blue Ocean Strategy, the global
phenomenon that has sold over 4 million copies and is recognized as one of the most
iconic and impactful strategy books ever written, argues that cutthroat competition
results in nothing but a bloody red ocean of rivals fighting over a shrinking profit pool.
Based on a study of 150 strategic moves (spanning more than 100 years across 30
industries), Kim and Mauborgne argue that lasting success comes not from battling
competitors but from creating “blue oceans”—untapped new market spaces ripe for
growth. The book presents a systematic approach to making competition irrelevant and
outlines principles and tools any organization can use to create and capture their own
blue oceans. In the article “Blue Ocean Leadership,” the authors apply their concepts
and tools to what is perhaps the greatest challenge of leadership: closing the gulf
between the potential and realized talent and energy of employees. The authors offer a
systematic method for uncovering, at every level of the organization, which leadership
acts and activities will inspire employees to give it their all and a process for getting
managers throughout the company to undertake these tasks.
Ten years ago, world-renowned professors W. Chan Kim and Renee Mauborgne broke
ground by introducing "blue ocean strategy," a new model for discovering uncontested
markets that are ripe for growth. In this bound version of their bestselling Harvard
Business Review classic article, they apply their concepts and tools to what is perhaps
the greatest challenge of leadership: closing the gulf between the potential and the
realized talent and energy of employees. Research indicates that this gulf is vast:
According to Gallup, 70% of workers are disengaged from their jobs. If companies
could find a way to convert them into engaged employees, the results could be
transformative. The trouble is, managers lack a clear understanding of what changes
they could make to bring out the best in everyone. In this article, Kim and Mauborgne
offer a solution to that problem: a systematic approach to uncovering, at each level of
the organization, which leadership acts and activities will inspire employees to give their
all, and a process for getting managers throughout the company to start doing them.
Blue ocean leadership works because the managers' "customers"--that is, the people
managers oversee and report to--are involved in identifying what's effective and what
isn't. Moreover, the approach doesn't require leaders to alter who they are, just to
undertake a different set of tasks. And that kind of change is much easier to implement
and track than changes to values and mind-sets. The Harvard Business Review
Classics series offers you the opportunity to make seminal Harvard Business Review
articles a part of your permanent management library. Each highly readable volume
contains a groundbreaking idea that continues to shape best practices and inspire
countless managers around the world--and will have a direct impact on you today and
for years to come.
From the creator of Valuetainment, the #1 YouTube channel for entrepreneurs, and
“one of the most exciting thinkers” (Ray Dalio, author of Principles) in business today,
comes a practical and effective guide for thinking more clearly and achieving your most
audacious professional goals. Both successful entrepreneurs and chess grandmasters
have the vision to look at the pieces in front of them and anticipate their next five
moves. In this book, Patrick Bet-David “helps entrepreneurs understand exactly what
they need to do next” (Brian Tracy, author of Eat That Frog!) by translating this skill into
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a valuable methodology. Whether you feel like you’ve hit a wall, lost your fire, or are
looking for innovative strategies to take your business to the next level, Your Next Five
Moves has the answers. You will gain: CLARITY on what you want and who you want
to be. STRATEGY to help you reason in the war room and the board room. GROWTH
TACTICS for good times and bad. SKILLS for building the right team based on strong
values. INSIGHT on power plays and the art of applying leverage. Combining these
principles and revelations drawn from Patrick’s own rise to successful CEO, Your Next
Five Moves is a must-read for any serious executive, strategist, or entrepreneur.
Organizations around the world are using Lean to redesign care and improve
processes in a way that achieves and sustains meaningful results for patients, staff,
physicians, and health systems. Lean Hospitals, Third Edition explains how to use the
Lean methodology and mindsets to improve safety, quality, access, and morale while
reducing costs, increasing capacity, and strengthening the long-term bottom line. This
updated edition of a Shingo Research Award recipient begins with an overview of Lean
methods. It explains how Lean practices can help reduce various frustrations for
caregivers, prevent delays and harm for patients, and improve the long-term health of
your organization. The second edition of this book presented new material on
identifying waste, A3 problem solving, engaging employees in continuous improvement,
and strategy deployment. This third edition adds new sections on structured Lean
problem solving methods (including Toyota Kata), Lean Design, and other topics.
Additional examples, case studies, and explanations are also included throughout the
book. Mark Graban is also the co-author, with Joe Swartz, of the book Healthcare
Kaizen: Engaging Frontline Staff in Sustainable Continuous Improvements, which is
also a Shingo Research Award recipient. Mark and Joe also wrote The Executive’s
Guide to Healthcare Kaizen.
Thinking strategically is what separates managers and leaders. Learn the fundamentals
about how to create winning strategy and lead your team to deliver it. From
understanding what strategy can do for you, through to creating a strategy and
engaging others with strategy, this book offers practical guidance and expert tips. It is
peppered with punchy, memorable examples from real leaders winning (and losing)
with real world strategies. It can be read as a whole or you can dip into the easy-toread, bite-size sections as and when you need to deal with a particular issue. The
structure has been specially designed to make sections quick and easy to use – you’ll
find yourself referring back to them again and again.
As a follow-up to the successful Competing on Analytics, authors Tom Davenport,
Jeanne Harris, and Robert Morison provide practical frameworks and tools for all
companies that want to use analytics as a basis for more effective and more profitable
decision making. Regardless of your company's strategy, and whether or not analytics
are your company's primary source of competitive differentiation, this book is designed
to help you assess your organization's analytical capabilities, provide the tools to build
these capabilities, and put analytics to work. The book helps you answer these pressing
questions: What assets do I need in place in my organization in order to use analytics
to run my business? Once I have these assets, how do I deploy them to get the most
from an analytic approach? How do I get an analytic initiative off the ground in the first
place, and then how do I sustain analytics in my organization over time? Packed with
tools, frameworks, and all new examples, Analytics at Work makes analytics
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understandable and accessible and teaches you how to make your company more
analytical.
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-to-business purchases made by buyerswho represented a total of $3.1
billion in annual purchasing power.When they compared the winners to the secondplace 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 seller—is winning the sale withstrong prices and margins 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.
Argues that a manager's central responsibility is to create and implement strategies,
challenges popular motivational practices, and shares anecdotes discussing how to
enable action-oriented plans for real-world results.
"Presents a systematic approach to making the competition irrelevant and outlines
principles and tools any organization can use to create and capture their own blue
oceans."Book jacket.
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