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Create a personal "power grid" of influence to spark professional and personal success "Other people have the answers, deals,
money, access, power, and influence you need to get what you want in this world. To achieve any goal, you need other people to
help you do it." -- JUDY ROBINETT As anyone in business knows, strategic planning is critical to achieving long-term success. In
How to Be a Power Connector, super-networker Judy Robinett argues that strategic relationship planning should be your top
priority. When you combine your specific skills and talents with a clear, workable path for creating and managing your
relationships, nothing will stop you from meeting your goals. With high-value connections, you'll tap into a dynamic "power grid" of
influence guaranteed to accelerate your personal and professional success. Robinett uses her decades of experience connecting
the world's highest achievers with one another to help you build high-value relationships. She reveals all the secrets of her trade,
including proven ways to: Find and enter the best network "ecosystem" to meet your goals Reach even the most unreachable
people quickly and effectively Get anyone's contact information within 30 seconds Create a "3-D connection" that adds value to
multiple people at the same time Access key infl uencers through industry and community events Subtly seed conversation with
information about interests and needs Use social media to your best advantage Robinett has based her methods on solid research
proving that social groups begin to break up when they become larger than 150 people, and that 50 members is the optimal size
for group communication. As such, she has developed what she calls the "5+50+100" method: contact your top 5 connections
daily, your Key 50 weekly, and your Vital 100 monthly. this is your power grid, and it will work wonders for your career. Nothing will
stop you when you learn How to Be a Power Connector. PRAISE FOR HOW TO BE A POWER CONNECTOR: "Unlike many
books in this genre, this one is written by a woman who has lived it.. . . Judy Robinett offers guidance on how to form authentic
relationships that bring mutual benefits." -- ADAM GRANT, Wharton professor and New York Times bestselling author of Give and
Take "How to Be a Power Connector is like an MBA in networking: an advanced course in finding and developing quality
relationships with the people who can make the biggest difference in your professional success." -- IVAN MISNER, founder and
chairman of BNI "Talk about power! Follow Judy Robinett's logical, straightforward, and helpfully detailed advice, and you can be a
'Power Connector' yourself! Great ideas, well presented, with no ‘wasted space’ in her argument!" -- DON PEPPERS, coauthor of
Extreme Trust: Honesty as a Competitive Advantage "Absolutely brilliant. A step-by-step guide to building a network that will be
both invaluable to you and just as valuable to those whose lives you will now have the opportunity to touch. I can't imagine a more
powerful book for one who truly desires to be a Power Connector." -- BOB BURG, coauthor of The Go-Giver and author of
Adversaries into Allies "In the C-Suite or in your personal life everything comes down to the quality of your relationships. Judy's
book helps you attract and maintain the relationships that will get you what you want most. Be a super connector now!" -JEFFREY HAYZLETT, TV host and bestselling author of Running the Gauntlet
Young serial entrepreneur Scott Gerber is not the product of a wealthy family or storied entrepreneurial heritage. Nor is he the
outcome of a traditional business school education or a corporate executive turned entrepreneur. Rather, he is a hard-working, selftaught 26-year-old hustler, rainmaker, and bootstrapper who has survived and thrived despite never having held the proverbial
"real” job. In Never Get a "Real" Job: How to Dump Your Boss, Build a Business, and Not Go Broke, Gerber challenges the social
conventions behind the "real" job and empowers young people to take control of their lives and dump their nine-to-fives—or their
quest to attain them. Drawing upon case studies, experiences, and observations, Scott dissects failures, shares hard-learned
lessons, and presents practical, affordable, and systematic action steps to building, managing, and marketing a successful
business on a shoestring budget. The proven, no-b.s. methodology presented in Never Get a "Real" Job teaches unemployed and
underemployed Gen-Yers, aspiring small business owners, students, and recent college graduates how to quit 9-to-5s, become
their own bosses, and achieve financial independence.
The chilling Saga of Darren Shan, the ordinary schoolboy plunged into the vampire world.
The dynamic environment of investment banks, hedge funds, and private equity firms comes to life in David Stowell’s introduction
to the ways they challenge and sustain each other. Capturing their reshaped business plans in the wake of the 2007-2009 global
meltdown, his book reveals their key functions, compensation systems, unique roles in wealth creation and risk management, and
epic battles for investor funds and corporate influence. Its combination of perspectives—drawn from his industry and academic
backgrounds—delivers insights that illuminate the post-2009 reinvention and acclimation processes. Through a broad view of the
ways these financial institutions affect corporations, governments, and individuals, Professor Stowell shows us how and why they
will continue to project their power and influence. Emphasizes the needs for capital, sources of capital, and the process of getting
capital to those who need it Integrates into the chapters 10 cases about recent transactions, along with case notes and questions
Accompanies cases with spreadsheets for readers to create their own analytical frameworks and consider choices and
opportunities
Conscious Millionaire provides a revolutionary approach to building and growing a business. In the book, the author introduces a
new universal model that helps entrepreneurs, business owners, managers, and leaders grow their companies while achieving
their higher purpose in life. Groundbreaking in its formula, this step-by-step approach combines raising one's consciousness with a
bottom-line methodology to building a business. Conscious Millionaire is about creating wealth in ways that are honest, provide
high value, and will have a positive impact on todays society.
By bestselling author Brian Tracy, a revised and updated edition of this indispensable field guide to using military strategies to win
in business and life. The modern world can be a battleground, but key strategies that have helped history's great leaders triumph
in military campaigns can also be used to achieve business and personal success. Brian Tracy is a leading authority on success
and achievement, authoring bestsellers including Eat That Frog!, and raising millions toward advancement with his guidance. In
this fully revised and updated edition of a classic, Tracy presents 12 core principles of successful military commanders and how to
apply them in almost any situation and emerge victorious, including proven methods to: · Concentrate your strengths in the most
effective way to reach your goals · Gather game-changing intelligence to determine the best approach · Decide when to go on the
offensive vs. cover your bases · Exploit the element of surprise for maximum benefit Packed with Tracy's transformative advice,
Victory! arms readers with powerful skills and a practical road map to unlock their potential for greatness in business and in life.
From its earliest years, the United States was a nation of tinkerers: men and women who looked at the world around them and
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were able to create something genuinely new from what they saw. Guided by their innate curiosity, a desire to know how things
work, and a belief that anything can be improved, amateurs and professionals from Benjamin Franklin to Thomas Edison came up
with the inventions that laid the foundations for America's economic dominance. Recently, Americans have come to question
whether our tinkering spirit has survived the pressures of ruthless corporate organization and bottom-line driven caution. But as
Alec Foege shows in The Tinkerers, reports of tinkering's death have been greatly exaggerated. Through the stories of great
tinkerers and inventions past and present, Foege documents how Franklin and Edison's modern-day heirs do not allow our cultural
obsessions with efficiency and conformity to interfere with their passion and creativity. Tinkering has been the guiding force behind
both major corporate-sponsored innovations such as the personal computer and Ethernet, and smaller scale inventions with great
potential, such as a machine that can make low-cost eyeglass lenses for people in impoverished countries and a device that uses
lasers to shoot malarial mosquitoes out of the sky. Some tinkerers attended the finest engineering schools in the world; some had
no formal training in their chosen fields. Some see themselves as solo artists; others emphasize the importance of working in
teams. What binds them together is an ability to subvert the old order, to see fresh potential in existing technologies, and to apply
technical know-how to the problems of their day. As anyone who has feared voiding a warranty knows, the complexity of modern
systems can be needlessly intimidating. Despite this, tinkerers can -- and do -- come from anywhere, whether it's the R&D lab of a
major corporation, a hobbyist's garage, or a summer camp for budding engineers. Through a lively retelling of recent history and
captivating interviews with today's most creative innovators, Foege reveals how the tinkering tradition remains, in new and
unexpected forms, at the heart of American society and culture.
An authoritative and easy-to-use dictionary and thesaurus in one volume containing 45,000 words, phrases, and definitions and
65,000 synonyms.
Grabbing the low-hanging fruit is no longer acceptable. ZICO Coconut Water founder Mark Rampolla argues that when you choose to reach
higher, you can build an incredible business, be profitable, and maybe even change the world. In 2004, Mark Rampolla was successful by
most standards. There was just one problem: He wasn’t inspired in his job and believed he had something more to contribute to the world.
When he asked himself, "What do I have to offer that will improve the world?" Rampolla realized that his big idea was hanging right overhead.
From his time living in Central America, he and his family came to love drinking coconut water, just like the locals. But no one was really
selling coconut water in the United States. So Rampolla chased a very ambitious goal: introducing coconut water to the American beverage
market dominated by a few big players. He wasn’t just starting a business; he was creating a whole new industry. ZICO Coconut Water
brought a healthy beverage alternative to American consumers while also helping developing-world growers and suppliers profit from this
resource. It was a win-win-win—good for Rampolla, his customers, and the world. So good, in fact, that in 2013 the Coca-Cola Company
purchased ZICO and is scaling the brand around the globe. Rampolla wrote High-Hanging Fruit for others who want to succeed because of,
not in spite of, their values. This book is for people who believe that it’s their duty to reach higher than just the bottom line to build businesses
driven by passion, purpose, and integrity. Above all, it’s a call to arms for a new generation of entrepreneurs who want to disrupt the old
model and do good by doing business.
Crack the Funding Code demystifies the world of angel investing, venture capital, and corporate funding and lays out a strategic pathway for
any entrepreneur to secure funding fast. Lack of funding is one of the biggest reasons small businesses fail. In 2016 in the United States
alone, more than 31 percent of small business owners reported that they could not access adequate capital, and the lack of capital prevented
them from growing the business/expanding operations, increasing inventory, or financing increased sales. Most business owners believe that
their only feasible funding options are (1) savings or personal credit, (2) friends and family or (3) bank loans. They may have heard about
venture capitalists or angel investors, but they don’t have enough information about what these investors do, what they can provide for a
business, and on what terms. What’s worse, entrepreneurs often don’t know how to access the people who are looking to put their money
into young companies with potential. Finally, business owners don’t have enough expertise to navigate the treacherous waters of outside
funding. Many small companies don’t believe they are the type of company that gets funded. Even when business owners are brave enough
to look for the right outside investors, they don’t know how to create the compelling pitches or how to structure the deals that will get them
the funding to expand and grow. Crack the Funding Code will show readers how to find the money, create pitches that attract investors, and
then structure fair, ethical deals that will bring them new sources of outside capital and invaluable professional advice. It will give readers the
broader perspective—how funding works, how investors think, and what they need to hear to put their money where your mouth is. Every
entrepreneur who reads this book will get easy-to-follow deal checklists, a roadmap of where and how to locate the best funding resources
and top business mentors for their particular industry and/or geographical location, and a step-by-step process to create pitches that make
their idea or business irresistible.
Over the last few decades, networking has devolved into an endless series of cattle call events full of open bars and closed fists. Perfect
strangers, after a long day at the office, agree to show up and bump into each other, randomly exchanging business pitches for business
cards. Needless to say, traditional networking isn't working anymore. For successful 21st century business people, large networking events
and the mountains of business cards they produce have become a waste of time and valuable resources. It's time for a new, modern
approach to networking. Born out of author Derek Coburn's frustration with having spent thousands of fruitless hours attending traditional
networking events, this book offers fresh, effective, unconventional strategies for growing and nurturing a powerful network. These strategies
grew Coburn's revenue by 300% in just 18 months and can have a major impact on your business. You will learn how to: * Become the
Ultimate Connector * Become the Ultimate Resource * Identify and develop relationships with world-class professionals * Enhance the value
you deliver for your best clients * Position yourself for more quality introductions to ideal prospective clients Once you implement the
networking strategies in this book, the quality of your clients, your business, and your life will improve dramatically.
Great relationships are the difference between success and failure in business. That's the lesson that Robert Hanson, owner of a struggling
insurance agency, is about to learn. By following the advice of two surprising mentors and the natural connectors he meets through them,
Robert uncovers powerful relationship-building secrets that have long eluded him-even though they were always in plain sight. As you follow
the transformative journey of Robert and his business, you'll discover simple ways to cultivate relationships in the real world and online.
Whether you're looking to move ahead in your career or grow a company, this book will galvanize you into action and provide a clear path to
success. The new business parable from Patrick Galvin, 'The Connector's Way, ' builds on the relationship-building themes of classics such
as 'The Go-Giver' by Bob Burg, 'The Greatest Salesman in the World' by Og Mandino, and 'How to Win Friends and Influence People' by
Dale Carnegie.
Abandon the networking-for-networking's-sake mentality in favor of a more powerful and effective approach to creating and enhancing
connections. STOP NETWORKING. Seriously, stop doing it. Now. It is time to ditch the old networking-for networking's-sake mentality in
favor of a more powerful and effective approach to creating and enhancing connections. In Superconnector, Scott Gerber and Ryan Paugh
reveal a new category of professionals born out of the social media era: highly valuable community-builders who make things happen through
their keen understanding and utilization of social capital. Superconnectors understand the power of relationship-building, problem-solve by
connecting the dots at high levels, and purposefully cause different worlds and communities to interact with the intention of creating mutual
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value. How can you become a Superconnector? Gerber and Paugh share instructive anecdotes from a who's who roster of high achievers,
revealing how to systematically manage a professional community and maximize its value. Of utmost importance is practicing Habitual
Generosity, acting on the knowledge that your greatest returns come when you least expect them, and that by putting others' needs first the
good karma will flow back to you tenfold. Gerber and Paugh also explore winning strategies such as The Art of Selectivity, a well-honed
ability to define which relationships matter most for you and decide how you will maintain them over time. Full of helpful advice on how to
communicate with anyone about anything, Google-proof your reputation, and much more, Superconnector is a must-read for those seeking
personal and business success.
Networking is the art of building and maintaining connections for shared positive outcomes. This field guide begins by politely examining, and
then shattering to pieces, traditional networking truisms.
Argues that the key to business success is to use one's knowledge, network, and compassion to support colleagues and encourage their
growth, offering tips on using books to learn as much as possible, developing a meaningful network of contacts, and becoming a more loving,
compassionate, and fulfilled individual. Reprint. 50,000 first printing.
Complex problem solving is the core skill for 21st Century Teams Complex problem solving is at the very top of the list of essential skills for
career progression in the modern world. But how problem solving is taught in our schools, universities, businesses and organizations comes
up short. In Bulletproof Problem Solving: The One Skill That Changes Everything you’ll learn the seven-step systematic approach to creative
problem solving developed in top consulting firms that will work in any field or industry, turning you into a highly sought-after bulletproof
problem solver who can tackle challenges that others balk at. The problem-solving technique outlined in this book is based on a highly visual,
logic-tree method that can be applied to everything from everyday decisions to strategic issues in business to global social challenges. The
authors, with decades of experience at McKinsey and Company, provide 30 detailed, real-world examples, so you can see exactly how the
technique works in action. With this bulletproof approach to defining, unpacking, understanding, and ultimately solving problems, you’ll have
a personal superpower for developing compelling solutions in your workplace. Discover the time-tested 7-step technique to problem solving
that top consulting professionals employ Learn how a simple visual system can help you break down and understand the component parts of
even the most complex problems Build team brainstorming techniques that fight cognitive bias, streamline workplanning, and speed solutions
Know when and how to employ modern analytic tools and techniques from machine learning to game theory Learn how to structure and
communicate your findings to convince audiences and compel action The secrets revealed in Bulletproof Problem Solving will transform the
way you approach problems and take you to the next level of business and personal success.

The former Google executive, editorial director of Twitter and self-described introvert offers networking advice for anyone
who has ever cancelled a coffee date due to social anxiety—about how to nurture a vibrant circle of reliable contacts
without leaving your comfort zone. Networking has garnered a reputation as a sort of necessary evil in the modern
business world. Some do relish the opportunity to boldly work the room, introduce themselves to strangers, and find
common career ground—but for many others, the experience is often awkward, or even terrifying. The common
networking advice for introverts are variations on the theme of overcoming or “fixing” their quiet tendencies. But Karen
Wickre is a self-described introvert who has worked in Silicon Valley for 30 years. She shows you to embrace your true
nature to create sustainable connections that can be called upon for you to get—and give—career assistance, advice,
introductions, and lasting connections. Karen’s “embrace your quiet side” approach is for anyone who finds themselves
shying away from traditional networking activities, or for those who would rather be curled up with a good book on a
Friday night than out at a party. For example, if you’re anxious about that big professional mixer full of people you don’t
know, she advises you to consider skipping it (many of these are not productive), and instead set up an intimate, one-onone coffee date. She shows how to truly make the most out of social media to sustain what she calls “the loose touch
habit” to build your own brain trust to last a lifetime. With compelling arguments and creative strategies, this new way to
network is perfect not only for introverts, but for anyone who wants for a less conventional approach to get ahead in
today’s job market.
An original workbook companion to the acclaimed business bestseller The Back of the Napkin Dan Roam's The Back of
the Napkin, a BusinessWeek bestseller, taught readers the power of brainstorming and communicating with pictures. It
presented a new and exciting way to solve all kinds of problems-from the boardroom to the sales floor to the cubicle
jungle. The companion workbook, Unfolding the Napkin, helps readers put Roam's principles into practice with step-bystep guidelines. It's filled with detailed case studies, guided do-it-yourself exercises, and plenty of blank space for
drawing. Roam structured the book as a complete four-day visual-thinking seminar, taking readers step-by-step from "I
can't draw" to "Here is the picture I drew that I think will save the world." The workbook teaches readers how to: •Improve
their three "built-in" visual problem solving tools. •Apply the four-step visual thinking process (look-see-imagine-show) in
any business situation. •Instantly improve their visual imaginations. •Learn how to recognize the type of problem to
choose the best visual solution. If The Back of the Napkin was a guide to fine dining, Unfolding the Napkin is the
cookbook that will soon be heavily marked up and dogeared.
Despite its wonderful everyday weather and beautiful surf-ridden beaches, Oxnard, California, has a reputation of being
dangerous and demoralizing due to its gang presence. In this book, Martn Alberto Gonzalez takes this reputation head
on through a series of social justice-oriented stories loosely based on his experiences and observations growing up in
Oxnard as a first-generation Xicano. Rather than focusing on everything that deems the city bad, such as its
overabundance of undereducated Brown people, Martn flips the script through counterstorytelling and testimonies in
order to shed light on various injustices directly impacting his community, such as inequitable schooling practices,
segregation, gentrification, and many more.
There's a reason everyone says "it's not what you know, it's who you know." If you're striving to reach ambitious goals,
it's impossible without the right relationships. So how do you reverse-engineer relationships with the exact people you
want to know? Through his podcast B2B Growth and his company Sweet Fish Media, James Carbary has pioneered a
concept called content-based networking--a new approach to building your professional network. Instead of relying on
chance encounters and random in-person events, content-based networking allows you to connect with anyone, at any
time, and from anywhere in the world. In Content-Based Networking, you'll learn a proven three-part framework to
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consistently connect with potential customers, investors, referral partners, industry influencers, and anyone in between.
Using this framework, you'll develop thought leadership in your industry, while simultaneously creating meaningful
relationships with the exact people that can help you reach your goals and dreams.
A totalitarian regime has ordered all books to be destroyed, but one of the book burners, Guy Montag, suddenly realizes
their merit.
The ultimate playbook for using artificial intelligence to communicate effectively, build teams, and win customers Not long
ago, we imagined a hyper-connected world full of trust and openness—a world where effortless communication would
bring about a new understanding between people everywhere. Judging from our current environment, this vision of the
future may have been overly optimistic. With infinite channels and countless voices flooding them with messages, most
people have become highly skeptical and guarded by necessity. As a result, communication is much harder than ever
before. Despite the unprecedented connectivity enabled by modern technology, we are far less likely to trust and to
invest the time needed to build strong relationships. How can we use technology to reverse this trend? A groundbreaking
new branch of artificial intelligence—Personality AI—may be the answer. Combining traditional machine learning, data
analytics, and behavioral psychology, Personality AI helps professional communicators tear down walls, establish trust
with their audiences, and utilize data to build meaningful relationships, strengthen empathy, and win more customers.
Predicting Personality is a practical, real-world playbook for any individual or business whose success hinges on the
ability to communicate effectively and build teams. Authors Drew D’Agostino and Greg Skloot—CEO and President,
respectively, of Crystal, the app that tells you anyone's personality—show you how businesses can leverage Personality
AI and machine learning to grow faster and communicate more effectively than was previously possible. This readerfriendly guide teaches you what Personality AI is, how it works, and demonstrates its practical applications in both life
and business. This book: ? Explains how to understand personality types in various contexts, including sales, recruiting,
coaching ? Provides guidelines for using personality data to learn and execute ? Explores ethics and compliance
considerations surrounding the use of Personality AI ? Offers valuable insights from a leader in the business applications
of Personality AI Predicting Personality: Using AI to Understand People and Win More Business is a must-have guide for
C-suite executives, sales and marketing professionals, coaches, recruiters, and business owners.
Rand Fishkin, the founder and former CEO of Moz, reveals how traditional Silicon Valley "wisdom" leads far too many
startups astray, with the transparency and humor that his hundreds of thousands of blog readers have come to love.
Everyone knows how a startup story is supposed to go: A young, brilliant entrepreneur has a cool idea, drops out of
college, defies the doubters, overcomes all odds, makes billions, and becomes the envy of the technology world. This is
not that story. It's not that things went badly for Rand Fishkin; they just weren't quite so Zuckerberg-esque. His company,
Moz, maker of marketing software, is now a $45 million/year business, and he's one of the world's leading experts on
SEO. But his business and reputation took fifteen years to grow, and his startup began not in a Harvard dorm room but
as a mother-and-son family business that fell deeply into debt. Now Fishkin pulls back the curtain on tech startup
mythology, exposing the ups and downs of startup life that most CEOs would rather keep secret. For instance: A
minimally viable product can be destructive if you launch at the wrong moment. Growth hacking may be the buzzword du
jour, but initiatives can fizzle quickly. Revenue and growth won't protect you from layoffs. And venture capital always
comes with strings attached. Fishkin's hard-won lessons are applicable to any kind of business environment. Up or down
the chain of command, at both early stage startups and mature companies, whether your trajectory is riding high or down
in the dumps: this book can help solve your problems, and make you feel less alone for having them.
Wall Street Journal Bestseller Much of the advice we’ve been told about achievement is logical, earnest…and downright
wrong. In Barking Up the Wrong Tree, Eric Barker reveals the extraordinary science behind what actually determines
success and most importantly, how anyone can achieve it. You’ll learn: • Why valedictorians rarely become millionaires,
and how your biggest weakness might actually be your greatest strength • Whether nice guys finish last and why the best
lessons about cooperation come from gang members, pirates, and serial killers • Why trying to increase confidence fails
and how Buddhist philosophy holds a superior solution • The secret ingredient to “grit” that Navy SEALs and disaster
survivors leverage to keep going • How to find work-life balance using the strategy of Genghis Khan, the errors of Albert
Einstein, and a little lesson from Spider-Man By looking at what separates the extremely successful from the rest of us,
we learn what we can do to be more like them—and find out in some cases why it’s good that we aren’t. Barking Up the
Wrong Tree draws on startling statistics and surprising anecdotes to help you understand what works and what doesn’t
so you can stop guessing at success and start living the life you want.
Defining "connectional intelligence" as the ability to pool knowledge and ambition toward large-scale, significant ends, an analysis of the
problem-solving potential of today's media-connected world shares examples about individuals, businesses and communities.
Complaints about the state of medical care are increasing in today’s India: whether it’s unnecessary investigations, botched operations or
expensive—sometimes even harmful—medication. But while the unease is widespread, few outside the profession understand the extent to
which the medical system is being distorted. Dr Arun Gadre and Dr Abhay Shukla have gathered evidence from seventy-eight practising
doctors, in both the private and public medical sectors, to expose the ways in which vulnerable patients are exploited by a system that
promotes unscrupulous medical practices. At a time when the medical sector is growing rapidly, especially in urban areas, with the
proliferation of multi-specialty hospitals and the adoption of ever-more sophisticated technologies, rational and ethical medical care is
becoming increasingly rare. Honest doctors feel under siege, professional bodies meant to regulate the medical sector fail to do so, and the
influence of the powerful pharmaceutical industry becomes even more pervasive. Drawing on the frank and courageous statements of these
seventy-eight doctors dismayed at the state of their profession, Dissenting Diagnosis lays bare the corruption afflicting the medical sector in
India and sets out solutions for a healthier future.
I hope that this book will inspire you to act. To make that move. To fulfill your vision. I want to take you closer to your goal, whether that be
starting a billion-dollar unicorn, building a revolution, or just helping you better understand that change of any kind starts with you. You can be
the Startup Hero.Startup Heroes are the ones that drive progress, and whether you bring us to another planet or make your neighborhood a
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nicer, happier place, you can become a Startup Hero. This book is the first step. It helps you take that first step.The step will be different for
everyone. It might be to call that customer. It might be to draw up a design concept. It might be to talk to your boss.With this book, I hope to
guide people to think big, drive change and go full speed ahead. I am giving them a pledge to do their work for good, and I am giving them
some of the tools they need to accomplish their goals.This book is hard. It takes you through a variety of activities, questions, stories and
challenges (even puzzles and poems) working both the right and left side of your brain and all the parts in between. The activities I propose
are challenging and sometimes even embarrassing. The questions I ask are probing and provoking. The stories I tell are used as examples to
guide you toward what I call Startup Heroism.So, why would you read this book? Well, I have worked for 30 years for entrepreneurs. I have
supported, funded and coached Startup Heroes all my working life. And I have tested the concepts of this book on the students at Draper
University and they have come out to be some of the most interesting, dynamic, and motivated people the world has ever seen. In fact, we
have had about 1000 students from over 60 different countries come through the program at this writing, and they have started more than
300 companies!I wrote this book so that some of the thinking that I applied to Draper University could be spread wider, in hopes that these
messages would reach other potential Startup Heroes (maybe you) who might make an impact on the world, be proactive about their work, or
at the very least, improve their lives.So, I implore you. Read this book, try this book, do this book, play this book, absorb this book, experience
this book. It might surprise you. It might thrill you. It might drive you. It might kill you. At the very least, I hope it will give you a perspective on
how real progress is made, and at the very best, it might just change your life.
WASHINGTON POST BESTSELLER A Financial Times Book of the Month Back to Human explains how a more socially connected
workforce creates greater fulfillment, productivity, and engagement while preventing burnout and turnover. The next generation of leaders
must create a workplace where teammates feel genuinely connected, engaged, and empowered -- without relying on technology. Based on
Dan Schawbel's exclusive research studies -- featuring the perspectives of over 2,000 managers and employees across different age groups
-- Back to Human reveals why virtual communication, though vital and useful, actually contributes to a stronger sense of isolation at work than
ever before. How can we change this culture? Schawbel offers a self-assessment called the "Work Connectivity Index" that measures the
strength of team relationships. He also shares exercises, examples, and activities that readers can work on individually or as a team, which
will help them increase personal productivity, be more collaborative, and become more fulfilled at work. Back to Human ultimately helps you
decide when and how to use technology to build better connections in your work life. It is a call to action to leaders across the world to make
the workplace a better experience for all of us.
A networking expert explains how to use the power of relationships for mutually beneficial results, outlining specific strategies and principles
for generosity-based networking with colleagues, friends and associates.
Lauded by Fortune 500 and international business leaders around the world, The 20-Minute Networking Meeting is a carefully constructed jobsearch model designed to break into the "Invisible Job Market," where the U.S. Bureau of Labor Statistics states that over 70% of all jobs are
obtained.Using the best elements of networkers from a wide array of businesses and industries, and combined with 40 years of the authors'
professional networking experience from a hiring perspective, The 20-Minute Networking Meeting takes the 5 most important parts of
networking meeting and culminates in an efficient, concise and highly productive networking model.Chock full of real-world scenarios, short
stories, meeting examples, and dozens of tips and observations from hiring authorities and recruiting experts, The 20-Minute Networking
Meeting shares the wisdom of senior executives who have been in transition (looking for work), and the perspectives of those who are most
asked to network. Constructed to simplify and clarify networking for job-search, The 20-Minute Networking Meeting also contains fully written
networking scenarios that show the entire 20MNM model in action, ending with a complete set of "readiness worksheets" that guide the
reader through actual networking preparation.Founded on the premises of gratitude, positivity, and reciprocity, The 20-Minute Networking
Meeting has found great success in the hands of executives, career coaches, outplacement firms, college graduates, and sales professionals
around the globe.
“Introverts will love this practical and moving guide to building a career, network, and life you love.” - Susan Cain, author of Quiet From the
marketing guru and host of the popular podcast Hiding in the Bathroom, a breakthrough introverts' guide that broadens the conversation
sparked by Quiet and moves away from the "Lean In" approach, offering wisdom and practical tips to help readers build strong relationships
and achieve their own definition of professional success. Most ambitious people believe that reaching the peaks of success means being on
24/7—tirelessly networking, deal-making, and keynoting conferences. This is nonsense, says Morra Aarons-Mele. As an eminent entrepreneur
with a flourishing business and a self-proclaimed introvert with lots of anxieties, Morra disagrees with the notion that there’s only one
successful "type": the intense, super social, sleep-deprived mover and shaker, the person who musters endless amounts of "grit." Hiding in
the Bathroom is her antidote for everyone who is fed up with feeling like they must always "lean in"—who prefer those moments of hiding in
the bathroom to constantly climbing the ladder or working the room. Morra knows what it takes to make your mark, and now, this
entrepreneur who has boosted the online strategy of clients such as the Malala Fund, President Obama, the UN Foundation, and the Bill and
Melinda Gates Foundation shares the insights, tricks, and knowledge she’s learned. Filled with advice, exercises to help readers evaluate
their own work/life fit and manage anxiety, valuable tools, and stories of countless successful people—entrepreneurs, academics, and novices
just beginning their careers—Hiding in the Bathroom empowers professionals of all ages and levels to take control and build their own versions
of success. Thoughtful and practical, it is a must-have handbook for building a fantastic, prosperous career and a balanced, happy life—on
your own terms.
Cut through the networking noise and start building the powerful, real relationships needed to succeed in our digital world If you think of
networking as schmoozing at boring cocktail parties or scrolling through LinkedIn for new contacts to add, think again. In the social media
age, you need a modern roadmap for creating and cultivating meaningful connections to stand out from the crowd and achieve any of your
goals, no matter how big or small. In Build Your Dream Network, acclaimed business columnist and networking expert J. Kelly Hoey offers a
fresh new approach to mastering this timeworn skill in a world where everyone is posting, liking, and friending fast and furiously, but many are
failing to leverage their connections successfully. Hoey presents innovative strategies for forming strong relationships—the genuine, mutually
beneficial, long-lasting kind—using all of the social tools at your disposal. She also reveals creative and surprisingly simple ways to harness
the power of your network to accomplish any ambition, from landing your dream job or a coveted account or client to successfully
crowdfunding a new business venture. Build Your Dream Network will help you: - Determine the most effective ways to connect with others
so you don’t clutter your calendar with dead-end coffee dates and informational interviews - Synchronize IRL networking efforts with your
digital outreach - Turn “closed door” conversations into strong personal relationships and business opportunities - Eliminate FOMO by
keeping your networking efforts focused Packed with infographics, flowcharts, and encouraging advice, Build Your Dream Network shows
how small adjustments in your daily routine, generosity, and goal-focused efforts are all it takes to set you apart and ignite the powerful
connections that will lead to major opportunities for success.
Discover 21 Fundamental Principles Of Human Psychology To Understand People And Influence Their Actions Human psychology itself is a
vast topic that requires many years of research and attention to truly learn the entire subject. However, you likely don't have many years of
time to invest in research if you want to start using human psychology to direct human actions and behaviors now. For that reason, in this
book you'll find 21 of the most important human psychological traits that you should know if you want to use someone's psychology to
influence and direct them to act and behave in certain ways. Each of these topics will be explored in-depth, allowing you to understand what
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they are, how they work, why people experience them, and how you can use them to direct people's behaviors. Whether you are a boss
looking to have greater control over your employees or to create a more positive atmosphere, a friend looking to increase the positive
energies and emotions experienced by your friend or family member, or someone who is looking to get people to do more for them
effortlessly, understanding human psychology is essential. Not only will this help you understand behaviors themselves, but it will also help
you understand what drives them and how you can use this knowledge to drive the behaviors yourself. Some precious lessons you'll learn:
How People Take Decisions And How To Influence Them How To Understand Other People's Perception And Take Advantage Of It Freud's
Theory Of Personality Are Morals Always A Good Thing? Core Values That Drive Human Behavior How To Influence The Behavior Taking
Advantage Of Emotions The Biggest Reason People Lie How To Get A Strong Willpower Psychology Behind Cheating How To Take
Advantage Of Social Influence How Do Genes Influence Psychology? The Psychology Of Love And How To Take Advantage Of It And Much,
Much More Learn the right principles to get in control! Scroll to the top and select BUY NOW!
Uncover a new way to network and build relationships that last! Networking is often considered a necessary evil for all working professionals.
With social media platforms like Linkedin, Twitter, Instagram, and Facebook at our disposal, reaching potential investors or employers is
much easier. Yet, these connections often feel transactional, agenda-driven, and dehumanizing, leaving professionals feeling burnt out and
stressed out. Instead, we should connect on a human level and build authentic relationships beyond securing a new job or a new investor for
your next big idea. To build real and meaningful networking contacts, we need to go back to basics, remembering that technology is a tool
and not a means and end. We need to tap into our humanity and learn to be more intentional and authentic. As a “serial connector” and
communications expert, Susan McPherson has a lifetime of experience building genuine connections in and out of work. Her methodology is
broken down into three simple steps 1. Gather: Instead of waiting for the perfect networking opportunity to come to you, think outside the box
and create your own opportunity. Host your own dinner party, join a local meet-up group, or volunteer at your neighborhood food pantry.
Anyone from your local barista to a fellow parent at your daughter’s elementary school can lead to another connection that you just might
need. 2. Ask: Instead of leading with our own rehearsed elevator pitches asking for help, ask to help, opening the door to share resources,
experience, contacts, and perspectives that add diversity to your own vision. 3. Do: Turn new connections into meaningful relationships by
taking these newly formed relationships deeper. Follow through on the promises you made, keep in touch, and learn to move past small talk
by embracing your vulnerability and having conversations that matter. Woven together with helpful tips and useful advice on making the most
out of every step, the book draws on the real-life success stories of friends, and clients, as well as McPherson’s own experience as a
renowned “serial connector.” Filled with humor, humility, and wisdom, The Lost Art of Connecting is the handbook we all need to foster
personal and professional relationships that blur the lines between work and play—and enrich our lives in every way.
From the bestselling author of The Bomber Mafia: discover Malcolm Gladwell's breakthrough debut and explore the science behind viral
trends in business, marketing, and human behavior. The tipping point is that magic moment when an idea, trend, or social behavior crosses a
threshold, tips, and spreads like wildfire. Just as a single sick person can start an epidemic of the flu, so too can a small but precisely targeted
push cause a fashion trend, the popularity of a new product, or a drop in the crime rate. This widely acclaimed bestseller, in which Malcolm
Gladwell explores and brilliantly illuminates the tipping point phenomenon, is already changing the way people throughout the world think
about selling products and disseminating ideas. “A wonderful page-turner about a fascinating idea that should affect the way every thinking
person looks at the world.” —Michael Lewis
LEAD LIKE A WOMAN “Rich with proven, practical knowledge and insights from highly successful women that you can put into action
immediately to create your executive presence, be viewed as ‘leadership material,’ and maximize your opportunities.” —Nina McLemore,
Founder and CEO, Nina McLemore, Inc.; founder and former President, Liz Claiborne Accessories; former member Executive Committee, Liz
Claiborne, Inc. “A fabulously insightful and powerful book for women who aspire to business leadership. Relying on decades of experience
and research, the authors reveal key insights and successful strategies, including practical how-to advice, to en¬able women to hone and
enhance their inherent leadership strengths. The book provides women with a compelling and straightforward blueprint for accelerated
business success! This is a must-read for women and for all mentors and coaches of women!” —Richard Falcone, Chairman, XperiorConsulting, Inc; former Chairman/CEO of Securus Technologies, Inc; and former AT&T Senior Vice President “Sharon Hadary and Laura
Henderson have written a book that will be a blueprint for success that will inspire women in business for years to come—and not a moment
too soon, given women’s steadily expanding influence in business. The authors have combined personal insight, research-based knowledge,
and real-life lessons in a thought-provoking guide that will benefit women just beginning their leadership journey and women at the pinnacle
of their professions. How Women Lead is a celebration of the perspective and power of successful women. This book belongs in every
leader’s personal library.” —Maria Coyne, Executive Vice President, Consumer and Small Business Segment Head, KeyBank; member
Executive Council, KeyCorp IT’S A NEW WORLD FOR WOMEN IN BUSINESS LEADERSHIP. Did you know that: . . . companies with more
women in high-level positions report better financial performance than those with fewer women at these levels? . . . 40% of all privately held
businesses are owned by women? . . . more than half of all professional and managerial positions are held by women? . . . the number of
women earning $100,000 or more has grown at a faster pace than it has for men in the United States? . . . 6.3% of the top earners in the
For¬tune 500 companies are women? Women are moving into leadership roles in business, government, and the military, and they’re
gaining positions of increasing stature and higher salaries. BUT . . . women’s upward movement is not matching the rate of their movement
into professional and managerial positions. It is time to own your destiny. Gain the confidence and know-how you need to navigate it all. Your
roadmap to achieving your aspirations, How Women Lead provides hard-won wisdom from women who have reached truly impressive
heights in their careers. Written by two women’s leadership experts who are themselves successful leaders, How Women Lead gives women
the information they need to become high-potential leaders but don’t get in business school: how to build a career on their own terms, gain
the critical business management skills needed to advance, and advocate successfully for themselves. Whether you’re already in the
leadership pipeline, contemplating your next career move, or are working to empower women in business, the lessons of How Women Lead
will show you the sky’s the limit when you combine women’s leadership strengths with sound business acumen.
What if all the advice we’ve heard about networking is wrong? What if the best way to grow your network isn’t by introducing yourself to
strangers at cocktail parties, handing out business cards, or signing up for the latest online tool, but by developing a better understanding of
the existing network that’s already around you? We know that it’s essential to reach out and build a network. But did you know that it’s
actually your distant or former contacts who will be the most helpful to you? Or that many of our best efforts at meeting new people simply
serve up the same old opportunities we already have? In this startling new look at the art and science of networking, business school
professor David Burkus digs deep to find the unexpected secrets that reveal the best ways to grow your career. Based on entertaining case
studies and scientific research, this practical and revelatory guide shares what the best networkers really do. Forget the outdated advice
you’ve already heard. Learn how to make use of the hidden networks you already have.
Born of author Chris Schembra's own disillusionment with success and his increasing sense of isolation, this book shares the journey of 7:47
Club dinners and how he used them to foster gratitude, empathy, and human connection in his life and in the lives of thousands of friends and
colleagues.
Social Entrepreneur is a book about how two ordinary people turn a huge social problem into a solution, not only for themselves but for
thousands of others. From Nightclub Owner (Josh) and Law Enforcement Officer (Lisa) to Social Entrepreneurs of Journey Healing Centers
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(accredited private drug and alcohol treatment centers). They turned their lives around and are building businesses that bring families back
together again (by using the Rich Dad principles). Businesses are evolving to a higher purpose, the why we do what we do. Like the
movements across the world and in our own backyards (occupy wall street) people want purpose in their lives. They want to be a positive
contribution. We are in the next Mega Trend of a social movement.
A classic Munsch tale with a fresh new look! When Madison's grandma comes for a visit, they visit a face painter in the park. Madison doesn't
want an ordinary picture on her face, though -- not a scary face, not a regal tiger, not a delicate butterfly. Instead she asks the face painter for
just one really real rose on her cheek. Then the family goes shopping . . . and suddenly the rose starts to GROW. "That's nice," says her dad
as he looks at tools in the hardware store. "That's nice," says her mom as she looks at pots in the kitchen store. And at first Madison is
intrigued by her amazing painting. But that all ends when she realizes that she has twenty-five roses growing on her, and there is a leaf
coming out of her ear! Grandma is the one who finally listens. They go to the doctor, but the doctor doesn't know what to do. Next they go to
the garden store, where the clerk suggests weed killer. Madison refuses. She wants to be kind to the rose, so she buys a huge pot and goes
home to take a nap next to it. When she wakes up, the rose is growing in the pot. Grandma takes it home and plants it in her garden, where it
waits for its next victim . . .
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