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Game Get Some!
The philosophy professor behind Breaking the Spell and Consciousness Explained offers exercises and tools to stretch the
mind, offering new ways to consider, discuss and argue positions on dangerous subject matter including evolution, the
meaning of life and free will.

Intuition Pumps And Other Tools for Thinking
See faster results through everyday feedback. The Feedback Imperative: How to Give Everyday Feedback to Speed Up Your
Team’s Success reveals the hidden reasons why giving feedback to employees can be so difficult and yet so urgently
needed in today’s workplace, and provides the definitive steps for overcoming feedback avoidance and taking great leaps
forward with employee engagement, retention, and performance. Anna Carroll applies her extensive research and expertise
in business consulting and psychology to illustrate how brain science, generational trends, our information economy,
limiting beliefs, and organizational culture collide in the new workplace, creating a huge gap between the supply and
demand of helpful professional feedback. In her “Seven Steps to Everyday Feedback” and sixteen tools for self-assessment
and planning, Carroll provides detailed instructions for leaders to execute a feedback turnaround that will quench their
team members’ thirst for helpful feedback and build a culture in which employee-to-leader and peer-to-peer feedback are
welcome as well.
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Intuitive Being
Addressing the perennial question: why should we be moral? this book argues that we can only give a truly and morally
satisfying answer to that question by radically reconfiguring our conception of the self and the way it relates to others.

Anti-Diet
Reclaim your time, money, health, and happiness from our toxic diet culture with groundbreaking strategies from a
registered dietitian, journalist, and host of the "Food Psych" podcast. 68 percent of Americans have dieted at some point in
their lives. But upwards of 90% of people who intentionally lose weight gain it back within five years. And as many as 66%
of people who embark on weight-loss efforts end up gaining more weight than they lost. If dieting is so clearly ineffective,
why are we so obsessed with it? The culprit is diet culture, a system of beliefs that equates thinness to health and moral
virtue, promotes weight loss as a means of attaining higher status, and demonizes certain ways of eating while elevating
others. It's sexist, racist, and classist, yet this way of thinking about food and bodies is so embedded in the fabric of our
society that it can be hard to recognize. It masquerades as health, wellness, and fitness, and for some, it is all-consuming.
In Anti-Diet, Christy Harrison takes on diet culture and the multi-billion-dollar industries that profit from it, exposing all the
ways it robs people of their time, money, health, and happiness. It will turn what you think you know about health and
wellness upside down, as Harrison explores the history of diet culture, how it's infiltrated the health and wellness world,
how to recognize it in all its sneaky forms, and how letting go of efforts to lose weight or eat "perfectly" actually helps to
improve people's health -- no matter their size. Drawing on scientific research, personal experience, and stories from
patients and colleagues, Anti-Diet provides a radical alternative to diet culture, and helps readers reclaim their bodies,
minds, and lives so they can focus on the things that truly matter.

Seven Thousand Ways to Listen
Why do crucial business partnerships and alliances fail so often and how can you keep it from happening to you? Partnering
with the Frenemy answers these questions, helping you anticipate, prevent, and solve the problems that lead close
business relationships to implode. Drawing on cutting-edge research, Sandy Jap illuminates the widespread “frenemy”
phenomenon in organizational partnerships, where partners who start as non-competitive “friends” become “enemies” over
time. She identifies key economical and structural causes of “frenemization,” in which success creates imbalances in power
dynamics, leading partners to generate resentment, contempt, and often direct competition. She also illuminates crucial
social causes for partnership failure, where seemingly innocuous acts of interpersonal opportunism and “sins of omission”
gradually poison collaboration. To support her insights, she offers numerous case studies, both ongoing and historical,
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including Samsung/Google, Martha Stewart/Macy’s, Oracle/Sun Microsystems, Best Buy/Apple, Calvin Klein/Warnaco, and
Nike/Footlocker. Most important, she offers specific recommendations for avoiding problems, revitalizing weakening
partnerships, and recognizing when a partnership can’t be saved. IT’S NOT JUST ABOUT CONTRACTS AND MONEY
Understand how to better manage emotions, suspicions, and expectations from Day 1 WHAT YOU CAN LEARN FROM
OTHERS’ FAILING PARTNERSHIPS Anticipate, prevent, and mitigate the core causes of business relationship failure
RECOGNIZE PARTNERING “OPPORTUNISM” BEFORE IT DESTROYS COLLABORATION Fix partnering problems while you still
can IT’S NOT A MARRIAGE: HOW TO BECOME COMFORTABLE SAYING GOODBYE Know when to end a partnership, and how
to part as “friends”

The Chaos Imperative
In this groundbreaking work, Mark Dworkin, an EMDR teacher, facilitator, and long-time practitioner, explores the subtle
nuances of the therapeutic relationship and the vital role it plays in using Eye Movement Desensitization and Reprocessing
(EMDR) with traumatized clients. Showing how relational issues play a key role in each phase of EMDR treatment, the
author provides tools for the therapist to more efficiently apply this method in the treatment of trauma victims and form a
stronger and healthier relationship with the patient. A standard reference for all practitioners working to heal the wounds of
trauma, this book will be an essential resource for the effective application of EMDR.

Sentipensante (Sensing/Thinking) Pedagogy
An inspiring, practical and progress-oriented blueprint for energetic achievement. Amid constant swirl, uncertainty, and
complexity is your team capable of doing big things? Too often people are pulled together, labeled a “team,” given a
directive, and expected to deliver results quickly. Soon, however, due to lack of focus, increasing pressures and competing
priorities the team suffers from DSD: distracted, hopelessly stressed and disconnected from one another. Predictably, the
team flatlines and the energy needed to succeed is lost. Based upon research of what successful teams do to overcome
severe odds, Do Big Things presents an intuitive, seven-step process that equips teams with how to quickly and consistently
operate in a manner necessary for success. Team members develop the self-awareness and ability to: Bring their best to
every situation Bring out the best in others in every interaction Partner across the business to deliver common objectives
Filled with practical tools and engaging stories of teams today, Do Big Things equips leaders with “the how” to quickly
identify and activate the behaviors needed to achieve more than you or your team ever thought possible. Idea and
information exchanges interlock the hand, head and heart of each team member to get everyone moving toward a common
goal. Increasingly, individually and collectively, the team becomes emotionally stronger and more productive as they do
their work. Do Big Things provides your team with the common language necessary to be authentic, empathetic and
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transparent, so that potential barriers to success come to light – faster. This empowers the team to be more accountable
with an enterprise mindset, because they can have the profound discussions needed to adapt quicker to unforeseen
challenges and demonstrate an innovative reflex. By applying the concepts in this book, the team’s daily interactions are
transformed, focus is sustained, and energetic progress toward your goals is triggered. Every member of your team wants
to succeed. Do Big Things provides a straightforward method to bring greater meaning to the work everyone does so the
team delivers extraordinary performance together. You know what your team can achieve—now use the proven method to
enable them to do it.

Modern Statistics for Modern Biology
In Seven Thousand Ways to Listen, Nepo offers ancient and contemporary practices to help us stay close to what is sacred.
In this beautifully written spiritual memoir, Nepo explores the transformational journey with his characteristic insight and
grace. He unfolds the many gifts and challenges of deep listening as we are asked to reflect on the life we are given. A
moving exploration of self and our relationship to others and the world around us, Seven Thousand Ways to Listen unpacks
the many ways we are called to redefine ourselves and to name what is meaningful, as we move through the changes that
come from experience and ageing and the challenge of surviving loss. Filled with questions to reflect on and discuss with
others, and meditations on how to return to what matters throughout the day, this enlightening book teaches us how to act
wholeheartedly so we can inhabit the gifts we are born with and find the language of our own wisdom. Seven Thousand
Ways to Listen weaves a tapestry of deep reflection, memoir and meditation to create a remarkable guide on how to listen
to life and live more fully.

The Trustee Governance Guide
Don't fly blind. See how the power of experiments works for you. When it comes to improving customer experiences, trying
out new business models, or developing new products, even the most experienced managers often get it wrong. They
discover that intuition, experience, and big data alone don't work. What does? Running disciplined business experiments.
And what if companies roll out new products or introduce new customer experiences without running these experiments?
They fly blind. That's what Harvard Business School professor Stefan Thomke shows in this rigorously researched and eyeopening book. It guides you through best practices in business experimentation, illustrates how these practices work at
leading companies, and answers some fundamental questions: What makes a good experiment? How do you test in online
and brick-and-mortar businesses? In B2B and B2C? How do you build an experimentation culture? Also, best practice means
running many experiments. Indeed, some hugely successful companies, such as Amazon, Booking.com, and Microsoft, run
tens of thousands of controlled experiments annually, engaging millions of users. Thomke shows us how these and many
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other organizations prove that experimentation provides significant competitive advantage. How can managers create this
capability at their own companies? Essential is developing an experimentation organization that prizes the science of
testing and puts the discipline of experimentation at the center of its innovation process. While it once took companies
years to develop the tools for such large-scale experiments, advances in technology have put these tools at the fingertips of
almost any business professional. By combining the power of software and the rigor of controlled experiments, today's
managers can make better decisions, create magical customer experiences, and generate big financial returns.
Experimentation Works is your guidebook to a truly new way of thinking and innovating.

How You Decide
A dynamic new way to understand intuition, already implemented around the world at top companies and business schools
Neuroscience shows that instinct has a leading role in complex decision-making, yet imaginative play is the most direct
means of activating our creativity and problem-solving abilities. Based on over 20 years of Cholle's wide-ranging
professional experience and insights, The Intuitive Compass offers a fascinating new approach to innovative problemsolving, decision-making, and sustainable value creation. Through a concept known as Intuitive Intelligence, Cholle shows
how anyone can improve creative brainpower by harnessing the balance between reason and instinct. Explores the tension
between linear efficiency and random play, and the synergy between reason and instinct Helps us realize our natural
tendencies to think holistically, think paradoxically, notice the unusual, or lead by influence Shows these tenets in action
through case studies of the luxury house Hermes, Paris; Google and its paradoxical work culture; Virgin America, and its
ability to notice the unusual about what matters for consumers and exert leadership in its industry The Intuitive Compass
shows how to thrive within chaos and offers actionable information for reinventing our path to sustainable success.

Highly Intuitive People
The Intuitive Compass
Are you searching for more purpose in your life, and want to understand yourself better? Do you feel isolated, as no one
else seems to be on your wave-length? Are you feeling misplaced in work, and finding it hard to focus? Are you looking for
something deeper, and more fulfilling? Heidi Sawyer has used the principles and techniques she shares in this book to help
thousands of Highly Intuitive People to connect to their life purpose, understand their psychological and emotional needs,
and have deeply fulfilling relationships. Her clients have learnt that their intuitive senses can be a blessing, rather than a
painful, disabling sensitivity they would rather lose. Woven amongst the fascinating discoveries she has made about how
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Highly Intuitive People experience life, and proven, practical tools to support their happiness, Heidi shares her own story as
a Highly Intuitive Person moving through trauma to success. This book will help you to understand and restore your faith in
your unique abilities, so that you can learn to work with them rather than against them.

Awakening Intuition
In the first edition of this landmark book, business loyalty guru Fred Reichheld revealed the question most critical to your
company’s future: “Would you recommend us to a friend?” By asking customers this question, you identify detractors, who
sully your firm’s reputation and readily switch to competitors, and promoters, who generate good profits and true,
sustainable growth. You also generate a vital metric: your Net Promoter Score. Since the book was first published, Net
Promoter has transformed companies, across industries and sectors, constituting a game-changing system and ethos that
rivals Six Sigma in its power. In this thoroughly updated and expanded edition, Reichheld, with Bain colleague Rob Markey,
explains how practitioners have built Net Promoter into a full-fledged management system that drives extraordinary
financial and competitive results. With his trademark clarity, Reichheld: • Defines the fundamental concept of Net Promoter,
explaining its connection to your company’s growth and sustained success • Presents the closed-loop feedback process and
demonstrates its power to energize employees and delight customers • Shares new and compelling stories of companies
that have transformed their performance by putting Net Promoter at the center of their business Practical and insightful,
The Ultimate Question 2.0 provides a blueprint for long-term growth and success.

Seven Strategy Questions
Explains how to access intuition through the signals given by one's body and feelings in order to attain maximum physical
and psychological health

Never Lose a Customer Again
If you’re just learning how to program, Julia is an excellent JIT-compiled, dynamically typed language with a clean syntax.
This hands-on guide uses Julia 1.0 to walk you through programming one step at a time, beginning with basic programming
concepts before moving on to more advanced capabilities, such as creating new types and multiple dispatch. Designed
from the beginning for high performance, Julia is a general-purpose language ideal for not only numerical analysis and
computational science but also web programming and scripting. Through exercises in each chapter, you’ll try out
programming concepts as you learn them. Think Julia is perfect for students at the high school or college level as well as
self-learners and professionals who need to learn programming basics. Start with the basics, including language syntax and
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semantics Get a clear definition of each programming concept Learn about values, variables, statements, functions, and
data structures in a logical progression Discover how to work with files and databases Understand types, methods, and
multiple dispatch Use debugging techniques to fix syntax, runtime, and semantic errors Explore interface design and data
structures through case studies

Think Julia
In the bestselling tradition of Switch and Made to Stick, Ori Brafman reveals how organizations can drive growth and profits
by allowing contained chaos and disruption the space to flourish, generating new ideas that trigger innovation. In The Chaos
Imperative, organizational expert and bestselling author Ori Brafman (Sway, The Starfish and the Spider) shows how even
the best and most efficient organizations, from Fortune 500 companies to today's US Army, benefit from allowing a little
unstructured space and disruption into their planning and decision-making.

EMDR and the Relational Imperative
Algebraic Semantics of Imperative Programs presents a self-contained and novel executable introduction to formal
reasoning about imperative programs. The authors' primary goal is to improve programming ability by improving intuition
about what programs mean and how they run. The semantics of imperative programs is specified in a formal, implemented
notation, the language OBJ; this makes the semantics highly rigorous yet simple, and provides support for the mechanical
verification of program properties. OBJ was designed for algebraic semantics; its declarations introduce symbols for sorts
and functions, its statements are equations, and its computations are equational proofs. Thus, an OBJ program is an
equational theory, and every OBJ computation proves some theorem about such a theory. This means that an OBJ program
used for defining the semantics of a program already has a precise mathematical meaning. Moreover, standard techniques
for mechanizing equational reasoning can be used for verifying axioms that describe the effect of imperative programs on
abstract machines. These axioms can then be used in mechanical proofs of properties of programs. Intended for advanced
undergraduates or beginning graduate students, Algebraic Semantics of Imperative Programs contains many examples and
exercises in program verification, all of which can be done in OBJ.

The Green Imperative
What does pleasure have to do with morality? What role, if any, should intuition have in the formation of moral theory? If
something is ‘simulated’, can it be immoral? This accessible and wide-ranging textbook explores these questions and many
more. Key ideas in the fields of normative ethics, metaethics and applied ethics are explained rigorously and systematically,
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with a vivid writing style that enlivens the topics with energy and wit. Individual theories are discussed in detail in the first
part of the book, before these positions are applied to a wide range of contemporary situations including business ethics,
sexual ethics, and the acceptability of eating animals. A wealth of real-life examples, set out with depth and care, illuminate
the complexities of different ethical approaches while conveying their modern-day relevance. This concise and highly
engaging resource is tailored to the Ethics components of AQA Philosophy and OCR Religious Studies, with a clear and
practical layout that includes end-of-chapter summaries, key terms, and common mistakes to avoid. It should also be of
practical use for those teaching Philosophy as part of the International Baccalaureate. Ethics for A-Level is of particular
value to students and teachers, but Fisher and Dimmock’s precise and scholarly approach will appeal to anyone seeking a
rigorous and lively introduction to the challenging subject of ethics. Tailored to the Ethics components of AQA Philosophy
and OCR Religious Studies.

Public - Private - Public
Award-winning speaker and business consultant Joey Coleman teaches audiences and companies all over the world how to
turn a one-time purchaser into a lifelong customer. Coleman's theory of building customer loyalty isn't about focusing on
marketing or closing the sale: It's about the First 100 Days® after the sale and the interactions the customer experiences.
While new customers experience joy, euphoria, and excitement, these feelings quickly shift to fear, doubt, and uncertainty
as buyer's remorse sets in. Across all industries, somewhere between 20%-70% of newly acquired customers will stop doing
business with a company with the first 100 days of being a new customer because they feel neglected in the early stages of
customer onboarding. In Never Lose a Customer Again, Coleman offers a philosophy and methodology for dramatically
increasing customer retention and as a result, the bottom line. He identifies eight distinct emotional phases customers go
through in the 100 days following a purchase. From an impulse buy at Starbucks to the thoughtful purchase of a first house,
all customers have the potential to experience the eight phases of the customer journey. If you can understand and
anticipate the customers' emotions, you can apply a myriad of tools and techniques -- in-person, email, phone, mail, video,
and presents -- to cement a long and valuable relationship. Coleman's system is presented through research and case
studies showing how best-in-class companies create remarkable customer experiences at each step in the customer
lifecycle. In the "Acclimate" stage, customers need you to hold their hand and over-explain how to use your product or
service. They're often too embarrassed to admit they're confused. Take a cue from Canadian software company
PolicyMedical and their challenge of getting non-technical users to undergo a complex installation and implementation
process. They turned a series of project spreadsheets and installation manuals into a beautiful puzzle customers could
assemble after completing each milestone. In the "Adopt" stage, customers should be welcomed to the highest tier of tribal
membership with both public and private recognitions. For instance, Sephora's VIB Rogue member welcome gift provides a
metallic membership card (private recognition) and a members-only shade of lipstick (for public display). In the final stage,
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"Advocate," loyal customers and raving fans are primed to provide powerful referrals. That's how elite entrepreneurial event
MastermindTalks continues to sell-out their conference year after year - with zero dollars spent on marketing. By surprising
their loyal fans with amazing referral bonuses (an all-expenses paid safari?!) they guarantee their community will keep
providing perfect referrals. Drawing on nearly two decades of consulting and keynoting, Coleman provides strategies and
systems to increase customer loyalty. Applicable to companies in any industry and of any size (whether measured in
employee count, revenue, or total number of customers), implementing his methods regularly leads to an increase in profits
of 25-100%. Working with well-known clients like Hyatt Hotels, Zappos, and NASA, as well as mom-and-pop shops and solo
entrepreneurs around the world, Coleman's customer retention system has produced incredible results in dozens of
industries. His approach to creating remarkable customer experiences requires minimal financial investment and will be fun
for owners, employees, and teams to implement. This book is required reading for business owners, CEOs, and managers as well as sales and marketing teams, account managers, and customer service representatives looking for easy to
implement action steps that result in lasting change, increased profits, and lifelong customer retention.

The Creativity Leap
"Qualitative Research in Nursing is a user-friendly text that systematically provides a sound foundation for understanding a
wide range of qualitative research methodologies, including triangulation. It approaches nursing education, administration,
and practice and gives step-by-step details to instruct students on how to implement each approach. Features include
emphasis on ethical considerations and methodological triangulation, instrument development and software usage;
critiquing guidelines and questions to ask when evaluating aspects of published research; and tables of published research
that offer resources for further reading"--Provided by publisher.

The Business of Being
Public, Private, Public is an inspiring case study of a company that went through a bankruptcy, overcame the odds, and
emerged triumphant. Author and former CEO Kevin J. Kennedy presents a detailed account of a good company with a
profoundly constrained balance sheet. Avaya, a leading telecom company based in the Silicon Valley, found itself in the
crosshairs of three tectonic forces: a newly fashioned debt profile associated with privatization, the adverse and prolonged
economic cycle of the Great Recession of 2008, and the need to drive business model transformation while the march of
competition and technology commoditization hastened. This fascinating book places you in the cockpit to absorb the
history, challenges, choices, and the outcomes of an incredible operational transformation. The results boosted profitability
by 200% and enabled this private company to return to the public equity market. With compelling charts and supporting
data not typically found in a corporate memoir, you will learn about the frameworks for navigating complexity, assessing
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debt leverage, and maintaining alignment with a long-term transformation. Public, Private, Public challenges company
leaders, business professionals, and any student of business to think about risk-adjusted outcomes and imperatives amid
the current environment of changing capital structures. About the Author Kevin J. Kennedy is a Senior Managing Director of
Blue Ridge Partners, a Silicon Valley-based consulting firm. He previously served as the CEO of Avaya and JDS Uniphase
during key periods of transformation following the bursts of two economic bubbles. In his role with Blue Ridge Partners,
Kennedy puts his extensive operational expertise into practice, helping companies accelerate revenue growth.

The Intuitive Customer
* An inspirational and holistic approach to teaching by a renowned Latina scholar * Defines seven steps to unlocking the
potential of teachers and their students * Deeply informed by the author's educational journey as a minority woman from a
background of rural poverty Laura Rendón is a scholar of national stature, known for her research on students of color and
first-generation college students, and on the factors that promote and impede student success. The motivation for the
quest that Laura Rendón shares in this book was the realization that she, along with many educators, had lost sight of the
deeper, relationship-centered essence of education, and lost touch with the fine balance between educating for academics
and educating for life. Her purpose is to reconnect readers with the original impulse that led them to become educators;
and to help them rediscover, with her, their passion for teaching and learning in the service of others and for the well being
of our society. She offers a transformative vision of education that emphasizes the harmonic, complementary relationship
between the sentir of intuition and the inner life and the pensar of intellectualism and the pursuit of scholarship; between
teaching and learning; formal knowledge and wisdom; and between Western and non-Western ways of knowing. In the
process she develops a pedagogy that encompasses wholeness, multiculturalism, and contemplative practice, that helps
students transcend limiting views about themselves; fosters high expectations, and helps students to become social change
agents. She invites the reader to share her journey in developing sentipensante pedagogy, and to challenge seven
entrenched agreements about education that act against wholeness and the appreciation of truth in all forms. She offers
examples of her own teaching and of the classroom practices of faculty she encountered along the way; as well as guidance
on the challenges, rewards and responsibilities that anyone embarking on creating a new vision of teaching and learning
should attend to. Though based on the author’s life work in higher education, her insights and approach apply equally to all
teaching and learning contexts.

Covenantal Imperatives
A Marvelous Blend of Memoir, Folk Wisdom, and Afro-American Beliefs. Actress, storyteller, and priestess Luisah Teish
dramatically re-creates centuries-old African-American traditions with music, memoir, and folk wisdom.
Page 10/17

Read Online The Intuitive Customer 7 Imperatives For Moving Your Customer Experience To The Next Level
Experimentation Works
Do you use food to comfort yourself during stressful times? The Intuitive Eating Workbook offers a comprehensive, evidencebased program to help you develop a healthy relationship with food, pay attention to cues of hunger and satisfaction, and
cultivate a profound connection with your mind and body. Have you tried fad diet after fad diet, only to gain weight back?
Maybe you’ve tried the protein diet only to move on to vegetables only? Raw almonds and coconut water every forty-five
minutes instead of big meals? Or perhaps you’ve tried counting calories, but the numbers on the scale still don’t add up. If
you are ready to throw in your hat and give up on dieting for good, take heart. You can enjoy food again—you just need to
pay attention to your body’s natural hunger cues. Based on the authors’ best-selling book, Intuitive Eating, this workbook
can show you how. The Intuitive Eating Workbook offers a new way of looking at food and mealtime by showing you how to
recognize your body’s natural hunger signals. Structured around the ten principles of intuitive eating, the mindful approach
in this workbook encourages you to abandon unhealthy weight control behaviors, develop positive body image, and—most
importantly—stop feeling distressed around food! You were born with all the wisdom you need for eating intuitively. This
book will help you reconnect with that wisdom and ultimately change your life—one meal at a time.

Integrating Differentiated Instruction & Understanding by Design
"Natalie Nixon's new book provides a fresh primer on how to cultivate creativity in the workplace.” —Nir Eyal, bestselling
author of Hooked and Indistractable Too many people associate creativity solely with the arts, even though to be an
incredible scientist, engineer, or entrepreneur requires immense creativity. And it's the key to developing breakthrough
products and services. Natalie Nixon, a creativity strategist with a background in cultural anthropology, fashion, and service
design, says that in the fourth industrial revolution a creativity leap is needed to bridge the gap that exists between the
churn of work and the highly sought-after prize called innovation. Nixon says that since humans are hardwired to be
creative, it is a competency anyone can develop. She shows that it balances wonder (awe, audacity, and curiosity) with
rigor (discipline, skill-building, and attention to detail), and that inquiry, improvisation, and intuition are the key practices
that increase those capacities. Drawing on interviews with fifty-six people from diverse backgrounds—farming, law,
plumbing, architecture, perfumery, medicine, education, technology, and more—she offers illuminating examples of how
creativity manifests in every kind of work. Combining creativity tools and techniques with real-world stories of innovative
people and businesses, this book is a provocation, an inspiration, and an invitation to unleash the innate creativity that lies
within each of us. It offers a more dynamic and integrative way to adapt and innovate, one that allows us the freedom to
access our full human selves.

Open Innovation
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A novel theory of pain, according to which pains are imperatives -- commands issued by the body, ordering you to protect
the injured part.

Ethics for A-Level
In this book Papanek looks at the exciting possibilities for the future if architecture and design were to become
environmentally and socially responsible. He shows how people can contribute to the well-being of the planet through
awareness of design.

The Ultimate Question 2.0 (Revised and Expanded Edition)
Shows how to combine two effective frameworks to provide a comprehensive approach to ensure all students are learning
at maximum levels.

Do Big Things
This book isn’t just about being in business; it’s about the business of being. But when you stop to think about it, each of us
is like a small business. Successful business owners implement strategies that improve their prospects for success.
Similarly, as human beings, it serves us well to implement guiding principles that inspire us to live our purpose and reach
our goals. The rich ganache filling that flows through the center of this book is the story of La Mandarine Bleue, a delicious
depiction of how nine individuals used twelve steps of a business plan to find their vocation and undergo a transformation
(with some French recipes thrown in for good measure). From a business plan and metrics to mission and goals with
everything between—investors, clients and customers, marketing strategies, and goodwill development—this book clearly
maps how to create personal transformation at the intersection of business and spirituality. Merging the language of
business and self-help, The Business of Being will teach you how to enhance “profitability”—body, mind, and spirit.

Strategic Marketing Management: Theory and Practice
The information revolution has made for a radically more fluid knowledge environment, and the growth of venture capital
has created inexorable pressure towards fast commercialisation of existing technologies Companies that don't use the
technologies they develop are likely to lose them. Key features Over the past several years, Hank Chesbrough has done
excellent research and writing on the commercialisation of technology and the changing role and context for R&D. This
book represents a powerful synthesis of that work in the form of a new paradigm for managing corporate research and
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bringing new technologies to market Chesbrough impressively articulates his ideas and how they connect to each other,
weaving several disparate areas of work R&D, corporate venturing, spinoffs, licensing and intellectual property into a single
coherent framework.

Corporate Concinnity in the Boardroom
Kant, Schopenhauer and Morality: Recovering the Categorical Imperative
Building on the work of Daniel Kahneman (Thinking Fast and Slow), Dan Ariely (Predictably Irrational), Shaw and Hamilton
provide a new understanding of how people behave, explain what it means for organizations who really want to understand
their customers, and show you what to do to create exceptional customer experiences.

What the Body Commands
“Intuitive Being shows us how to unlock the power of our intuition to make better decisions and live a more satisfying life.”
—Deepak Chopra, author of Super Genes One of GOOP's Fall '16 Nonfiction Top Picks We all possess an intuition far more
powerful than we realize. Discover how to unlock its incredible wisdom with Intuitive Being. Beloved by celebrities and CEOs
alike, intuitive medium Jill Willard's revolutionary approach to honing and tapping into the profound potential of your
intuition teaches readers: How our inner voice is fundamentally connected to spirit How to unleash the power and wisdom
of intuition through unblocking and balancing each of the seven energy centers within ourselves--the gateways that
connect our inner being to spirit How that connection is at the heart of intuition How to use that connection for better
decision-making and informed choices that lead to unlimited growth and ultimate abundance in every area of our lives "Jill
Willard guided us through tapping into and translating gut instinct greater knowing." —GOOP

Qualitative Research in Nursing
Partnering with the Frenemy
A far-reaching course in practical advanced statistics for biologists using R/Bioconductor, data exploration, and simulation.

Passion of Command
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Simons presents the seven key questions a manager and his team must continually ask. Drawing on decades of research
into performance management systems and organization design, "Seven Strategy Questions" is a no-nonsense, must-read
resource for all leaders in any organization.

The Feedback Imperative
Covenantal Imperatives, a collection of essays selected from the nearly six decades of Rabbi Walter Wurzburger's illustrious
career, combines the authors mastery of Halakhah with a deep understanding of Jewish philosophy. Covering topics ranging
from cooperation with non-Orthodox branches of Judaism, the Sabbath, and his concept of modern Orthodoxy, Rabbi
Wurzburgers essays are a true representation of the work of an original thinker and leader in the American Jewish
community.

The Intuitive Eating Workbook
If the gears of governance no longer drive growth and profitability in your company, Corporate Concinnity in the Boardroom
will serve as the manual to get you back on track. Today’s companies and their boards of directors are operating in
increasingly complex and risky environments. As a result, the who and the what of governance work has begun to change
to better enable boards to advise, support, and challenge the C-suite. While such changes are necessary and a critical step
in the right direction, they are far from sufficient. The way boards and company management work together must evolve as
well, not only to navigate the risks of complexity and change, but also to create and take advantage of the opportunities
inherent in them. Corporate Concinnity in the Boardroom: 10 Imperatives to Drive High Performing Companies directly
addresses the way to foster effective boardroom-C-suite collaboration. It provides a new framework for corporate
governance that creates concinnity—an elegant and delicate integration of the perspectives, guidance, and experiences
that provide a platform for the powerful progress critical to successful governance teams. True concinnity retains the
honesty and raw energy that drive successful boards while eschewing the command and control model of governance that
plagues too many boardrooms. Falls’s 10 imperatives bring together the key pieces of wisdom she has gathered during her
career. She shines a light on the importance of clarity around roles and responsibilities, flexibility and creative adaptation
during problem solving, and harmonious interpersonal dynamics in times of both upheaval and growth. When these pieces
are in place, the gears of boardroom concinnity operate so smoothly we barely notice they’re turning. But if the gears of
governance no longer drive growth and profitability in your company, Corporate Concinnity in the Boardroom will serve as
the manual to get you back on track.

Jambalaya
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More than 80% of the financial assets in the United States fall under the purview of a trustee. That's a big responsibility for
an estimated 1% (around 1.5 million people) of the U.S. working population charged with overseeing investments for
millions and millions of beneficiaries, public sector, and non-profit organizations. In a world proliferated by investment
products, increasingly dominated by indexes, faced—particularly in the pension world—with increasing liabilities, more
regulation, and a growing number of social and sustainability objectives, what's a trustee to do? The Trustee Governance
Guide is here to help guide today’s board trustee through the brave new world of 21st century investing. The book focuses
on the critical aspects of the Five Imperatives: Governance, Knowledge, Diversification, Discipline, and Impact. Based on
more than a decade of research, practice, and discussions with many key decision makers and influencers across the
industry, this book addresses the many topics related to better governance, greater mission-driven financial performance,
and impact. The questions the book addresses include: · What is good governance, how do we know it when we see it, and
why does it matter? · How much knowledge is necessary to be a competent board member? · How big should my
endowment be? · What are the key elements of a diversified portfolio? · How much does cost matter? · What's the
difference between socially responsible and ESG investing? · Can I focus on sustainability and still be a good fiduciary? This
book provides a way for boards to improve and benchmark their own governance performance alongside their peers, and
uniquely covers related investment topics in each chapter.

Algebraic Semantics of Imperative Programs
Strategic Marketing Management: Theory and Practice offers a systematic overview of the fundamentals of marketing
theory, defines the key principles of marketing management, and presents a value-based framework for developing viable
market offerings. The theory presented stems from the view of marketing as a value-creation process that is central to any
business enterprise. The discussion of marketing theory is complemented by a set of practical tools that enable managers
to apply the knowledge contained in the generalized frameworks to specific business problems and market opportunities.
The information on marketing theory and practice contained in this book is organized into eight major parts. The first part
defines the essence of marketing as a business discipline and outlines an overarching framework for marketing
management that serves as the organizing principle for the information presented in the rest of the book. Specifically, we
discuss the role of marketing management as a value-creation process, the essentials of marketing strategy and tactics as
the key components of a company’s business model, and the process of developing an actionable marketing plan. Part Two
focuses on understanding the market in which a company operates. Specifically, we examine how consumers make choices
and outline the main steps in the customer decision journey that lead to the purchase of a company’s offerings. We further
discuss the ways in which companies conduct market research to gather market insights in order to make informed
decisions and develop viable courses of action. Part Three covers issues pertaining to the development of a marketing
strategy that will guide the company’s tactical activities. Here we focus on three fundamental aspects of a company’s
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marketing strategy: the identification of target customers, the development of a customer value proposition, and the
development of a value proposition for the company and its collaborators. The discussion of the strategic aspects of
marketing management includes an in-depth analysis of the key principles of creating market value in a competitive
context. The next three parts of the book focus on the marketing tactics, viewed as a process of designing, communicating,
and delivering value. Part Four describes how companies design their offerings and, specifically, how they develop key
aspects of their products, services, brands, prices, and incentives. In Part Five, we address the ways in which companies
manage their marketing communication and the role of personal selling as a means of persuading customers to choose,
purchase, and use a company’s offerings. Part Six explores the role of distribution channels in delivering the company’s
offerings to target customers by examining the value-delivery process both from a manufacturer’s and a retailer’s point of
view. The seventh part of the book focuses on the ways in which companies manage growth. Specifically, we discuss
strategies used by companies to gain and defend market position and, in this context, address the issues of pioneering
advantage, managing sales growth, and managing product lines. We further address the process of developing new market
offerings and the ways in which companies manage the relationship with their customers. The final part of this book
presents a set of tools that illustrate the practical application of marketing theory. Specifically, Part Eight delineates two
workbooks: a workbook for segmenting the market and identifying target customers and a workbook for developing the
strategic and tactical components of a company’s business model. This part also contains examples of two marketing
plans—one dealing with the launch of a new offering and the other focused on managing an existing offering.
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