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Persuade others to do what you want--for their own reasons. If you need the best practices and ideas for making deals that work--but
don't have time to find them--this book is for you. Here are 10 inspiring and useful perspectives, all in one place. This collection of HBR
articles will help you: - Seal or sweeten a bargain by uncovering the other side's motives - Conquer faulty assumptions to make the right
deals - Forge deals only when they support your strategy - Set the stage for a healthy relationship long after the ink has dried - Make
promises you can keep - Gain your adversaries' trust in high-stakes talks - Know when to walk away
Set your company up for long-term success. Every company needs a strategy. A focused strategy aligns decision making throughout the
organization and helps establish a competitive edge in the marketplace. But with so many options to consider, how do you define a
unique strategy that will ensure growth? Whether you're starting a business from scratch or leading an existing company facing new
threats, this book offers the direction you need. The HBR Guide to Setting Your Strategy provides practical tips and advice that break
down the process of crafting strategy so you can identify the areas your company should build on to help it thrive long into the future.
You'll learn to: Understand what strategy is—and what it isn't Define where you'll play and how you'll win Conduct more-effective
strategic discussions with your team Test your strategy before you implement it Communicate your strategy to key stakeholders Ensure
your strategy is flexible and adaptable Arm yourself with the advice you need to succeed on the job, with the most trusted brand in
business. Packed with how-to essentials from leading experts, the HBR Guides provide smart answers to your most pressing work
challenges.
If you aren't working with a strategy, you're wasting your time. Strategy isn't just a set of plans handed down from the C-suite. To grow as
a leader, you need to understand your company's strategy and align your thinking, projects, and team with organizational goals and
vision. Master these abilities with the HBR Guides to Building Your Strategic Skills Collection. This three-book set, which includes the HBR
Guide to Thinking Strategically, the HBR Guide to Managing Strategic Initiatives, and the HBR Guide to Setting Your Strategy, will help you
change the way you think about your work, manage your most important priorities, and craft a strategy for long-term growth. You'll learn
how to: Understand what strategy is--and what it isn't Define a clear strategy, whether you're in a start-up or in an established business
Manage a portfolio of strategic projects Embed strategic thinking into your daily tasks and decision making Align your team around key
objectives Let go of work that doesn’t add value Communicate strategy throughout your organization Arm yourself with the advice you
need to succeed on the job, with the most trusted brand in business. Packed with how-to essentials from leading experts, the HBR Guides
provide smart answers to your most pressing work challenges.
Reinvent your organization for the hybrid age. Hybrid work is here to stay—but what will it look like at your company? Organizations that
mandate rigid, prepandemic policies of five days a week at the traditional, co-located office may risk a mass exodus of talent. But
designing a hybrid office that furthers your business goals while staying true to your culture will require experimentation and rigorous
planning. Hybrid Workplace: The Insights You Need from Harvard Business Review will help you adopt technological, cultural, and
management practices that will let you seize the benefits and avoid the pitfalls of the hybrid age. Business is changing. Will you adapt or
be left behind? Get up to speed and deepen your understanding of the topics that are shaping your company's future with the Insights
You Need from Harvard Business Review series. Featuring HBR's smartest thinking on fast-moving issues—blockchain, cybersecurity, AI,
and more—each book provides the foundational introduction and practical case studies your organization needs to compete today and
collects the best research, interviews, and analysis to get it ready for tomorrow. You can't afford to ignore how these issues will transform
the landscape of business and society. The Insights You Need series will help you grasp these critical ideas—and prepare you and your
company for the future.
Management Tips 2
HBR Guide to Managing Strategic Initiatives
Understanding Marketing
HBR Guide to Setting Your Strategy
How to Find the Hidden Profits to Grow Your Business
Understanding Michael Porter

Help your company adapt to the new rules of competition. If you read nothing else on creating
value with business platforms and ecosystems, read these 10 articles. We've combed through
hundreds of Harvard Business Review articles and selected the most important ones to help
you reap the rewards of multisided platforms (MSPs)—or defend your company against these
formidable opponents. This book will inspire you to: Assess the threat of disruption from
platforms in your industry Decide whether and how to play with increasingly powerful platform
businesses Choose the right strategy for transforming your product into a platform Harness
network effects to maximize value for the partners in your ecosystem Shift from managing
products to managing interactions Learn when moving first and growing fast will work—and
when it won’t Manage winner-take-all dynamics This collection of articles includes "Pipelines,
Platforms, and the New Rules of Strategy," by Marshall W. Van Alstyne, Geoffrey G. Parker,
and Sangeet Paul Choudary; "Strategies for Two-Sided Markets," Thomas R. Eisenmann,
Geoffrey Parker, and Marshall W. Van Alstyne; "Finding the Platform in Your Product," by
Andrei Hagiu and Elizabeth Altman; "What's Your Google Strategy?," by Andrei Hagiu and
David B. Yoffie; "In the Ecosystem Economy, What’s Your Strategy?," by Michael G. Jacobides;
"Right Tech, Wrong Time," by Ron Adner and Rahul Kapoor; "Managing Our Hub Economy," by
Marco Iansiti and Karim R. Lakhani; "Why Some Platforms Thrive and Others Don't," by Feng
Zhu and Marco Iansiti; "Spontaneous Deregulation," by Benjamin Edelman and Damien
Geradin; "Alibaba and the Future of Business," by Ming Zeng; and "Fixing Discrimination in
Online Marketplaces," by Ray Fisman and Michael Luca. HBR's 10 Must Reads paperback
series is the definitive collection of books for new and experienced leaders alike. Leaders
looking for the inspiration that big ideas provide, both to accelerate their own growth and that
of their companies, should look no further. HBR's 10 Must Reads series focuses on the core
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topics that every ambitious manager needs to know: leadership, strategy, change, managing
people, and managing yourself. Harvard Business Review has sorted through hundreds of
articles and selected only the most essential reading on each topic. Each title includes
timeless advice that will be relevant regardless of an ever‐changing business environment.
Fascinating stats... useful tips... entertaining topics. Did you know that to make a task seem
easier, all you have to do is lean back a little? Or that retail salespeople who mimic the way
their customers speak and behave end up selling more? If you like stats like this, are intrigued
by ideas, and find connecting the dots to be a critical part of your skill set—this book is for
you. Culled from Harvard Business Review’s popular newsletter, The Daily Stat, this book
offers a compelling look at insights that both amuse and inform. Covering such managerial
topics as teams, marketing, workplace psychology, and leadership, you’ll find a wide range of
business statistics and general curiosities and oddities about professional life that will add an
element of trivia and humor to your learning (and will make you appear smarter than your
colleagues). Highly quotable and surprisingly useful, Stats and Curiosities: From Harvard
Business Review will keep you on the front lines of business research—and ahead of the pack
at work.
How did Americans come to quantify their society’s well-being in units of money? In our GDPrun world, prices are the measure of not only goods and commodities but our environment,
communities, nation, even self-worth. Eli Cook shows how, and why, we moderns lost sight of
earlier social and moral metrics that did not put a price on everyday life.
Apply Six Sigma to Your #1 Business Challenge: Pricing “Six Sigma is well known for having
helped companies save billions of dollars. This book is the first to show us how to use it on the
revenue side of the equation to generate profitable growth. This step-by-step guide will be an
instant classic—a seminal book on a topic critical to profitability.” —Robert Cross, Chairman
and CEO, Revenue Analytics Inc. and author of Revenue Management “Six Sigma Pricing
provides companies with a practical toolkit to improve their price management. The authors
show executives how to use Six Sigma tools in their pricing processes and instantly improve
profits and their bottom-line. This is a truly ‘must-have’ resource for managers everywhere.”
—Eric Mitchell, President, Professional Pricing Society Many companies have developed solid
sales strategies– but without equally good pricing operations, those strategies alone will not
add a dime to the bottom line. The goal of pricing operations is to consistently control price
deviations in transactions and contracts over time and across customer segments. This goal of
ensuring the prices are not too low or too high in different transactions relative to guidelines
lends itself perfectly to Six Sigma. Using the authors’ breakthrough Six Sigma-based approach,
you can systematically eliminate pricing-related revenue leaks, driving higher profits without
alienating customers. You’ll learn how to define pricing “defects,” gather and analyze relevant
pricing data, review pricing-agreement processes, identify and control failures, implement
improvements, and then ensure continuous, ongoing improvement in price, profits and
customer satisfaction. The book reflects the authors’ pioneering experience implementing Six
Sigma pricing. Whether you’re a business leader, strategist, manager, consultant, or Six Sigma
specialist, it will help you or your client recover profits that have been slipping through the
cracks in pricing operations. •Learn why Six Sigma Pricing makes sense Why you should target
pricing operations, and how to do it • Identify profit leaks from inefficient pricing operations
Why “sloppy pricing” occurs, how to find it, and how to root it out • Illuminate your current
pricing processes, so you can improve them Understand your market-facing and internally
focused pricing processes pertaining to product launch and lifecycle price management, price
increases due to escalation in costs of raw materials, promotions, and discounting • Set up
your pricing operations for continuous improvement in line with your pricing and sales
strategy Use Six Sigma to improve and control processes, ensuring alignment with agreedupon strategy for pricing and sales • Create an organization that is successful at pricing Align
different functions and levels of the company to achieve targeted profits
The Ends Game
Managerial Economics
Building Continuous Customer Relationships for Competitive Advantage
Building a Civilized Workplace and Surviving One That Isn't
How Successful Companies Use Price to Profit and Grow
Connected Strategy
Quick, practical management advice from Harvard Business Review to help you do your job better. Drawing from HBR's
popular Management Tip of the Day newsletter, these concise, handy guides are packed with easy-to-read tips on a broad
range of topics. Each book puts the best management practices and insights, from top thinkers in the field, right at your
fingertips. Pick one up any time you have a few minutes to spare, and you'll have a fresh, powerful idea you can immediately
put into action. This collection includes the original best-selling Management Tips and the newly released Management Tips
2.
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This big initiative could make or break this fiscal year--or your career. Managing a successful strategic initiative may be the
key to transforming your company--and propelling your career forward. Yet running a cross-functional team on a high-profile
project can present a multitude of challenges and risks, causing even the most experienced manager to struggle. The HBR
Guide to Managing Strategic Initiatives provides practical tips and advice to help you manage all the stages of an initiative's
life cycle, from buy-in to launch to scaling up. You'll learn how to: Win--and keep--support for your new initiative Move rapidly
from approval to implementation Assemble transformative, high-performing initiative teams Maintain the confidence of
sponsors and stakeholders Stay on schedule and within budget Avoid initiative overload by killing projects that aren't
meeting business needs Keep multiple initiatives in strategic alignment Arm yourself with the advice you need to succeed on
the job, from a source you trust. Packed with how-to essentials from leading experts, the HBR Guides provide smart answers
to your most pressing work challenges.
Pricing decisions are among the most important and impactful business decisions that a manager can make. How to Price
Effectively: A Guide for Managers and Entrepreneurs introduces the value pricing framework, a structured, versatile, and
comprehensive method for making good pricing decisions and executing them. The framework weaves together the latest
thinking from academic research journals, proven best practices from the leading pricing experts, and ideas from other fields
such as medical decision making, consumer behavior, and organizational psychology. The book discusses what a good pricing
decision is, which factors you should consider when making one, the role played by each factor-costs, customer value,
reference prices, and the value proposition- and how they work together, the importance of price execution, and how to
evaluate the success of pricing decisions. You will also be introduced to a set of useful and straightforward tools to implement
the value pricing framework, and study many examples and company case studies that illustrate its nuances. The purpose of
How to Price Effectively: A Guide for Managers and Entrepreneurs is to provide you with a comprehensive, practical guide to
making, executing, and evaluating pricing decisions.
The world’s foremost expert on pricing strategy shows how this mysterious process works and how to maximize value
through pricing to company and customer. In all walks of life, we constantly make decisions about whether something is
worth our money or our time, or try to convince others to part with their money or their time. Price is the place where value
and money meet. From the global release of the latest electronic gadget to the bewildering gyrations of oil futures to
markdowns at the bargain store, price is the most powerful and pervasive economic force in our day-to-day lives and one of
the least understood. The recipe for successful pricing often sounds like an exotic cocktail, with equal parts psychology,
economics, strategy, tools and incentives stirred up together, usually with just enough math to sour the taste. That leads
managers to water down the drink with hunches and rules of thumb, or leave out the parts with which they don’t feel
comfortable. While this makes for a sweeter drink, it often lacks the punch to have an impact on the customer or on the
business. It doesn’t have to be that way, though, as Hermann Simon illustrates through dozens of stories collected over four
decades in the trenches and behind the scenes. A world-renowned speaker on pricing and a trusted advisor to Fortune 500
executives, Simon’s lifelong journey has taken him from rural farmers’ markets, to a distinguished academic career, to a long
second career as an entrepreneur and management consultant to companies large and small throughout the world. Along the
way, he has learned from Nobel Prize winners and leading management gurus, and helped countless managers and
executives use pricing as a way to create new markets, grow their businesses and gain a sustained competitive advantage.
He also learned some tough personal lessons about value, how people perceive it, and how people profit from it. In this
engaging and practical narrative, Simon leaves nothing out of the pricing cocktail, but still makes it go down smoothly and
leaves you wanting to learn more and do more—as a consumer or as a business person. You will never look at pricing the
same way again.
The No Asshole Rule
HBR's 10 Must Reads on Strategic Marketing (with featured article ÒMarketing Myopia,Ó by Theodore Levitt)
Harvard Business Review Guides Ultimate Boxed Set (16 Books)
Harvard Business Review 20-Minute Manager Ultimate Boxed Set (16 Books)
How to Price Effectively
How Price Affects Everything
Leading pricing expert Rafi Mohammed shows businesses how to reap a financial windfall and foster growth using the
underutilized and often overlooked strategy of setting prices. The 1% Windfall reveals how modest incremental changes to an
everyday business practice—pricing—can yield significant rewards. Illustrating the power of pricing, a study of the Global 1200 found
that if companies raised prices by just 1%, their average operating profits would increase by 11%. Using a 1% increase in price,
some companies would see even more growth in percentage of profit: Sears, 155%; McKesson, 100%; Tyson, 81%; Land
O'Lakes, 58%; and Whirlpool, 35%. The good news is that better pricing is more than simply raising prices. Instead, the key is to
offer customers a variety of pricing options. This strategy is win-win: profits to companies and choices for consumers. But how do
executives and managers set the right price? Underpinned by sound empirical research and real-life anecdotes, The 1% Windfall
addresses this fundamental question. This book offers guidelines that any company—whether a multinational conglomerate, a small
business, or even a nonprofit—can follow to create a comprehensive pricing strategy for any product or service. In addition, these
versatile techniques and tools provide solutions to avert a slump in a recession, offset the impact of inflation, or battle a new
competitor. The result is a mind-opening, clear blueprint for com-panies to price for profit and growth.
How do companies in mature markets--where savings from cost-cutting have been exhausted and breakthrough innovations are
hard to come by--achieve sustainable increases in profits? For decades, managers have been told the answer lies in pursuing high
market share. But Hermann Simon, Frank F. Bilstein, and Frank Luby argue that this misguided advice has destroyed, rather than
created, an additional profit potential. In Manage for Profit, Not for Share, the authors contend that companies can extract a profit
potential of 1%-3 % of revenue by pursuing a profit, rather than a market share, orientation. Based on their extensive consulting
work, the authors lay out a practical, proven program for making significantly more money by reconfiguring the marketing mix to
sell existing products and services in different ways. The book offers practical strategies managers can use to differentiate mature
products, raise prices effectively, time promotional activities properly, better understand consumer preferences, and more. A
convincing counterargument to the reigning market share dogma, this book outlines the new mind-set and tools managers will
need to bring their companies closer to peak profit performance.
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This book explores what marketing is and how an enterprise can differentiate itself from others in attracting and retaining
customers. The book is organized according to the design of the first-year marketing course in the two-year MBA program at the
Harvard Business School. Each chapter of the book is written by HBS faculty and used by MBA students in preparation for
classroom participation. The book consists of three parts: the analysis of marketing opportunities, the formulation of marketing
strategy, and the execution of that strategy.
If you read nothing else on leadership, read these definitive articles from Harvard Business Review. Leadership skills are not
innate--they can be acquired and honed. HBR's 10 Must Reads on Leadership 2-Volume Collection provides enduring ideas and
practical advice on how to harness inspiring, transformational leadership qualities and spearhead change. Bringing together HBR's
10 Must Reads on Leadership, Vol. 1 and HBR's 10 Must Reads on Leadership, Vol. 2, this collection includes twenty articles
selected by HBR's editors and features the indispensable article "What Makes an Effective Executive" by Peter F. Drucker. From
timeless classics to the latest game-changing ideas from thought leaders Jim Collins, Daniel Goleman, John Kotter, and more,
HBR's 10 Must Reads on Leadership 2-Volume Collection will inspire you to: Identify areas for personal growth Develop a more
dynamic and sophisticated communication style Transform yourself from a problem solver to an agenda setter Embrace the
challenges of adaptive work Draw strength from adversity Build trust with and among your fellow employees Inspire others to give
their all HBR's 10 Must Reads paperback series is the definitive collection of books for new and experienced leaders alike.
Leaders looking for the inspiration that big ideas provide, both to accelerate their own growth and that of their companies, should
look no further. HBR's 10 Must Reads series focuses on the core topics that every ambitious manager needs to know: leadership,
strategy, change, managing people, and managing yourself. Harvard Business Review has sorted through hundreds of articles
and selected only the most essential reading on each topic. Each title includes timeless advice that will be relevant regardless of
an ever‐changing business environment.
Choose Your Customer: How to Compete Against the Digital Giants and Thrive
Improving Pricing Operations to Increase Profits
Better, Simpler Strategy
HBR's 10 Must Reads on Strategy (including featured article "What Is Strategy?" by Michael E. Porter)
How Smart Companies Design the Product Around the Price
HBR's 10 Must Reads on Leadership 2-Volume Collection
Furnishes a practical and easy-to-understand guide on how to use pricing to increase hidden profits
and develop new growth opportunities, offering helpful advice, strategies, and techniques for
increasing profit margins. 20,000 first printing.
Surprising rules for successful monetization Innovation is the most important driver of growth.
Today, more than ever, companies need to innovate to survive. But successful innovation—measured
in dollars and cents—is a very hard target to hit. Companies obsess over being creative and
innovative and spend significant time and expense in designing and building products, yet struggle
to monetize them: 72% of innovations fail to meet their financial targets—or fail entirely. Many
companies have come to accept that a high failure rate, and the billions of dollars lost annually, is
just the cost of doing business. Monetizing Innovations argues that this is tragic, wasteful, and
wrong. Radically improving the odds that your innovation will succeed is just a matter of removing
the guesswork. That happens when you put customer demand and willingness to pay in the driver
seat—when you design the product around the price. It’s a new paradigm, and that opens the door to
true game change: You can stop hoping to monetize, and start knowing that you will. The authors at
Simon Kucher know what they’re talking about. As the world’s premier pricing and monetization
consulting services company, with 800 professionals in 30 cities around the globe, they have helped
clients ranging from massive pharmaceuticals to fast-growing startups find success. In Monetizing
Innovation, they distil the lessons of thirty years and over 10,000 projects into a practical, nine-step
approach. Whether you are a CEO, executive leadership, or part of the team responsible for
innovation and new product development, this book is for you, with special sections and checklistdriven summaries to make monetizing innovation part of your company’s DNA. Illustrative case
studies show how some of the world’s best innovative companies like LinkedIn, Uber, Porsche,
Optimizely, Draeger, Swarovski and big pharmaceutical companies have used principles outlined in
this book. A direct challenge to the status quo “spray and pray” style of innovation, Monetizing
Innovation presents a practical approach that can be adopted by any organization, in any industry.
Most monetizing innovation failure point home. Now more than ever, companies must rethink the
practices that have lost countless billions of dollars. Monetizing Innovation presents a new way
forward, and a clear promise: Go from hope to certainty.
Business Models for Transforming Customer Relationships What if there were a way to turn
occasional, sporadic transactions with customers into long-term, continuous relationships--while
simultaneously driving dramatic improvements in operational efficiency? What if you could break
your existing trade-offs between superior customer experience and low cost? This is the promise of a
connected strategy. New forms of connectivity--involving frequent, low-friction, customized
interactions--mean that companies can now anticipate customer needs as they arise, or even before.
Simultaneously, enabled by these technologies, companies can create new business models that
deliver more value to customers. Connected strategies are win-win: Customers get a dramatically
improved experience, while companies boost operational efficiency. In this book, strategy and
operations experts Nicolaj Siggelkow and Christian Terwiesch reveal the emergence of connected
strategies as a new source of competitive advantage. With in-depth examples from companies
operating in industries such as healthcare, financial services, mobility, retail, entertainment,
nonprofit, and education, Connected Strategy identifies the four pathways--respond-to-desire,
curated offering, coach behavior, and automatic execution--for turning episodic interactions into
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continuous relationships. The authors show how each pathway creates a competitive advantage,
then guide you through the critical decisions for creating and implementing your own connected
strategies. Whether you're trying to revitalize strategy in an established company or disrupt an
industry as a startup, this book will help you: Reshape your connections with your customers Find
new ways to connect with existing suppliers while also activating new sources of capacity Create the
right revenue model Make the best technology choices to support your strategy Integrating rich
examples, how-to advice, and practical tools in the form of "workshop chapters" throughout, this
book is the ultimate resource for creating competitive advantage through connected relationships
with your customers and redefined connections in your industry.
Is your company spending too much time on strategy development—with too little to show for it? If
you read nothing else on strategy, read these 10 articles (featuring “What Is Strategy?” by Michael
E. Porter). We've combed through hundreds of Harvard Business Review articles and selected the
most important ones to help you catalyze your organization's strategy development and execution.
HBR's 10 Must Reads on Strategy will inspire you to: Distinguish your company from rivals Clarify
what your company will and won't do Craft a vision for an uncertain future Create blue oceans of
uncontested market space Use the Balanced Scorecard to measure your strategy Capture your
strategy in a memorable phrase Make priorities explicit Allocate resources early Clarify decision
rights for faster decision making This collection of best-selling articles includes: featured article
"What Is Strategy?" by Michael E. Porter, "The Five Competitive Forces That Shape Strategy,"
"Building Your Company's Vision," "Reinventing Your Business Model," "Blue Ocean Strategy," "The
Secrets to Successful Strategy Execution," "Using the Balanced Scorecard as a Strategic Management
System," "Transforming Corner-Office Strategy into Frontline Action," "Turning Great Strategy into
Great Performance," and "Who Has the D? How Clear Decision Roles Enhance Organizational
Performance."
A Value-Based Guide to Exceptional Performance
What is Marketing?
Stats and Curiosities
The 1% Windfall
A Guide for Managers & Entrepreneurs
How to Sell in a World that Never Stops Changing
Examines and explains the revolutionary business frameworks of Michael Porter, with examples to illustrate and update Porter's ideas for
achieving and sustaining competitive success.
The perfect gift for aspiring leaders: 16 volumes of HBR Guide. This 16-volume, specially priced boxed set makes a perfect gift for aspiring leaders
looking for trusted advice on such diverse topics as data analytics, negotiating, business writing, and coaching. This set includes Persuasive
Presentations, Better Business Writing, Finance Basics, Data Analytics, Building Your Business Case, Making Every Meeting Matter, Project
Management, Emotional Intelligence, Getting the Right Work Done, Negotiating, Leading Teams, Coaching Employees, Performance
Management, Delivering Effective Feedback, Dealing with Conflict, and Managing Up and Across. Arm yourself with the advice you need to
succeed on the job, from the most trusted brand in business. Packed with how-to essentials from leading experts, the HBR Guides provide smart
answers to your most pressing work challenges Also available as an ebook set.
How do you keep your customers coming back - and get them to bring others? This collection of HBR articles helps you: turn angry customers into
loyal advocates; get more people to recommend you; boost customer satisfaction by satisfying your employees; and, focus on profitable customers whether they're loyal or not.
How to be human at work. HBR's Emotional Intelligence Series features smart, essential reading on the human side of professional life from the
pages of Harvard Business Review. Each book in the series offers proven research showing how our emotions impact our work lives, practical
advice for managing difficult people and situations, and inspiring essays on what it means to tend to our emotional well-being at work. Uplifting
and practical, these books describe the social skills that are critical for ambitious professionals to master. This specially priced 14-volume set
includes every book in the series: Mindfulness Resilience Influence and Persuasion Authentic Leadership Dealing with Difficult People Focus SelfAwareness Happiness Empathy Leadership Presence Purpose, Meaning, and Passion Confidence Mindful Listening Power and Impact
HBR Insights Future of Business Boxed Set (8 Books)
Harvard Business Review on Winning Negotiations
HBR Management Tips Collection (2 Books)
HBR Emotional Intelligence Ultimate Boxed Set (14 Books) (HBR Emotional Intelligence Series)
Monetizing Innovation
How Smart Companies Stop Selling Products and Start Delivering Value

The latest volume in the series: Understanding Marketing Businesses soar when everyone in the organization
adopts a marketing mind-set?an awareness of who the company's customers are, what they want, and how the
organization can serve them profitably. But marketing's a big subject. How might you demystify it for yourself
and your group if you don't have a marketing background? This volume provides the concepts and examples
you need. You'll learn how to: -Define a target market -Identify and understand your toughest competitors
-Develop a marketing strategy that lays out "the four Ps": product, promotion, pricing, and "place" (distribution)
-Test new product or service ideas with customers -Get the most from relationship marketing
How some firms are rewriting the rules of commerce by pursuing "ends"--actual outcomes--rather than selling
"means"--their products and services. Would you rather pay for health care or for better health? For school or
education? For groceries or nutrition? A car or transportation? A theater performance or entertainment? In The
Ends Game, Marco Bertini and Oded Koenigsberg describe how some firms are rewriting the rules of
commerce: instead of selling the "means" (products and services), they adopt innovative revenue models to
pursue the "ends" (actual outcomes). They show that paying by the pill, semester, food item, vehicle, or show
does not necessarily reflect the value that customers actually derive from their purchases. Revenue models
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anchored on the ownership of products, they argue, are patently inferior.
Finding the right price for your product or service often feels more like an art than a science. Today's
consumers are more price-sensitive and cost-savvy than ever. Price a product too high and you may limit your
market. Price too low and not only will you leave money on the table, you may damage your brand or, even
worse, ignite a competitive price war.This book provides the techniques you'll need to manage your pricing
strategy with confidence.
In this smart, practical, and research-based guide, Harvard Business School professor Frank Cespedes offers
essential sales strategies for a world that never stops changing. The rise of e-commerce. Big data. AI. Given
these trends (and many others), there's no doubt that sales is changing. But much of the current conventional
wisdom is misleading and not supported by empirical data. If you as a manager fail to separate fact from hype,
you will make decisions based on faulty assumptions and, in a competitive market, eventually fall behind those
with a keener grasp of the current selling environment. In this no-nonsense book, sales expert and Harvard
Business School professor Frank Cespedes provides sales managers and executives with the tools they need
to separate the signal from the noise. These include how to: Hire and deploy the right talent Pay and incentivize
your sales force Improve ROI from your training programs Create a comprehensive sales model Set and test
the right prices Build and manage a multichannel approach Brimming with fascinating examples, insightful
research, and helpful diagnostics, Sales Management That Works will help sales managers build a great sales
team, create an optimal strategy, and steer clear of hype and fads. Salespeople will be better equipped to
respond to changes, executives will be able to track and accelerate ROI, and readers will understand why
improving selling is a social as well as an economic responsibility of business.
Six Sigma Pricing
Creating Business Plans (HBR 20-Minute Manager Series)
Harvard Business Review on Pricing
HBR Guides to Building Your Strategic Skills Collection (3 Books)
The Art of Pricing
Manage for Profit, Not for Market Share
Two top specialists in profitable growth and innovative customer-supplier relationships show companies of
all sizes how to compete with the tech giants—by choosing and providing peerless value to the right
customers for long-term success. Every year, managers at companies large and small are finding it harder to
compete with the likes of Google and Amazon, who are muscling into their businesses, stealing their
customers, and cornering every conceivable market and service. There is, however, a way for companies to
survive—and win—in this era of digital behemoths. Choose Your Customer is a powerful, consumer-targeted
guide that can help managers level the playing field against their biggest competitors. Written by Jonathan
Byrnes, the legendary MIT-based expert on profits, pricing, and strategy, and John Wass, a key member of
the team that made Staples a major national brand, Choose Your Customer shows managers how to: Identify
the customers who are the most profitable—and focus on them. Provide services and experiences that can’t
be replicated by the tech giants, no matter how much data they have, or how much automation they use.
Support your chosen customers’ diverse and rapidly evolving needs to accelerate profitability and growth.
These customer-driven strategies enable leaders to build a uniquely targeted business that the digital giants
just can’t match. From unbeatable customer service to superior pricing and product selection, Choose Your
Customer provides detailed and actionable advice on how to compete successfully with the big guys and how
to increase profits as a result.
Prepare for an uncertain future with a solid vision and innovative practices. Is your healthcare organization
spending too much time on strategy--with too little to show for it? If you read nothing else on strategy, read
these 10 articles. We've combed through hundreds of Harvard Business Review articles and selected the
most important ones for healthcare professionals to help you catalyze your organization’s strategy
development and execution. Leading strategy experts, such as Michael E. Porter, Jim Collins, W. Chan Kim,
and Renee Mauborgne, provide the insights and advice you need to: Understand how the rules of corporate
competition translate to the healthcare sector Craft a vision for an uncertain future Segment your market to
better serve diverse patient populations Achieve the best health outcomes--at the lowest cost Learn what
disruptive innovation means for healthcare Use the Balanced Scorecard to measure your progress This
collection of articles includes "What Is Strategy?" by Michael E. Porter; "The Five Competitive Forces That
Shape Strategy," by Michael E. Porter; "Health Care Needs Real Competition," by Leemore S. Dafny and
Thomas H. Lee; "Building Your Company's Vision," by Jim Collins and Jerry I. Porras; "Reinventing Your
Business Model," by Mark W. Johnson, Clayton M. Christensen, and Henning Kagermann; "Will Disruptive
Innovations Cure Health Care?" by Clayton M. Christensen, Richard Bohmer, and John Kenagy; "Blue Ocean
Strategy," by W. Chan Kim and Renee Mauborgne; "Rediscovering Market Segmentation," by Daniel
Yankelovich and David Meer; "The Office of Strategy Management," by Robert S. Kaplan and David P.
Norton; and "The Strategy That Will Fix Health Care," by Michael E. Porter and Thomas H. Lee.
NEW from the bestselling HBR’s 10 Must Reads series. Stop pushing products—and start cultivating
relationships with the right customers. If you read nothing else on marketing that delivers competitive
advantage, read these 10 articles. We’ve combed through hundreds of articles in the Harvard Business
Review archive and selected the most important ones to help you reinvent your marketing by putting it—and
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your customers—at the center of your business. Leading experts such as Ted Levitt and Clayton Christensen
provide the insights and advice you need to: • Figure out what business you’re really in • Create products
that perform the jobs people need to get done • Get a bird’s-eye view of your brand’s strengths and
weaknesses • Tap a market that’s larger than China and India combined • Deliver superior value to your
B2B customers • End the war between sales and marketing Looking for more Must Read articles from
Harvard Business Review? Check out these titles in the popular series: HBR’s 10 Must Reads: The
Essentials HBR’s 10 Must Reads on Communication HBR’s 10 Must Reads on Collaboration HBR’s 10 Must
Reads on Innovation HBR’s 10 Must Reads on Leadership HBR’s 10 Must Reads on Making Smart Decisions
HBR’s 10 Must Reads on Managing Yourself HBR’s 10 Must Reads on Teams
How to be human at work. HBR's Emotional Intelligence Series features smart, essential reading on the
human side of professional life from the pages of Harvard Business Review. Each book in the series offers
proven research showing how our emotions impact our work lives, practical advice for managing difficult
people and situations, and inspiring essays on what it means to tend to our emotional well-being at work.
Uplifting and practical, these books describe the social skills that are critical for ambitious professionals to
master. This specially priced four-volume set includes Happiness, Resilience, Mindfulness, and Empathy.
A Guide to Greater Profits in Highly Contested Markets
Hybrid Workplace: The Insights You Need from Harvard Business Review
The Essential Guide to Competition and Strategy
The Pricing of Progress
Customer Data and Privacy: The Insights You Need from Harvard Business Review
HBR's 10 Must Reads on Platforms and Ecosystems (with bonus article by "Why Some Platforms Thrive and
Others Don't" By Feng Zhu and Marco Iansiti)
Collect data and build trust. With the rise of data science and machine learning, companies are awash in
customer data and powerful new ways to gain insight from that data. But in the absence of regulation and
clear guidelines from most federal or state governments, it's difficult for companies to understand what
qualifies as reasonable use and then determine how to act in the best interest of their customers. How
do they build, not erode, trust? Customer Data and Privacy: The Insights You Need from Harvard Business
Review brings you today's most essential thinking on customer data and privacy to help you understand
the tangled interdependencies and complexities of this evolving issue. The lessons in this book will
help you develop strategies that allow your company to be a good steward, collecting, using, and storing
customer data responsibly. Business is changing. Will you adapt or be left behind? Get up to speed and
deepen your understanding of the topics that are shaping your company's future with the Insights You
Need from Harvard Business Review series. Featuring HBR's smartest thinking on fast-moving
issues—blockchain, cybersecurity, AI, and more—each book provides the foundational introduction and
practical case studies your organization needs to compete today and collects the best research,
interviews, and analysis to get it ready for tomorrow. You can't afford to ignore how these issues will
transform the landscape of business and society. The Insights You Need series will help you grasp these
critical ideas—and prepare you and your company for the future.
Economic principles inform good business decision making. Although economics is sometimes dismissed as a
discourse of practical relevance to only a relatively small circle of academicians and policy analysts
who call themselves economists, sound economic reasoning benefits any manager of a business, whether
they are involved with production/operations, marketing, finance, or corporate strategy. Along with
enhancing decision making, the field of economics provides a common language and framework for
comprehending and communicating phenomena that occur within a business, as well as between a business
and its environment. This text addresses the core of a subject commonly called managerial economics,
which is the application of microeconomics to business decisions. Key relationships between price,
quantity, cost, revenue, and profit for an individual firm are presented in form of simple conceptual
models. The text includes key elements from the economics of consumer demand and the economics of
production. The book discusses economic motivations for expanding a business and contributions from
economics for improved organization of large firms. Market price quantity equilibrium, competitive
behavior, and the role of market structure on market equilibrium and competition are addressed. Finally,
the text considers market regulation in terms of the generic problems that create the need for
regulation and possible remedies for those problems. Although the academic literature of managerial
economics often employs abstract mathematics and large corporations create and use sophisticated
mathematical models that apply economics, this book focuses on concepts, terminology, and principles,
with minimal use of mathematics. The reader will gain a better understanding of why businesses and
markets function as they do and how those institutions can function better.
Business is changing. Will you adapt or be left behind? Get up to speed and deepen your understanding of
the topics that are shaping your company's future with the Insights You Need from Harvard Business
Review series. Featuring HBR's smartest thinking on fast-moving issues, each book provides the
foundational introduction and practical case studies your organization needs to compete today and
collects the best research, interviews, and analysis to get it ready for tomorrow. You can't afford to
ignore how these issues will transform the landscape of business and society. The Insights You Need
series will help you grasp these critical ideas—and prepare you and your company for the future. This
specially priced 8-volume set includes: Agile Artificial Intelligence Blockchain Climate Change Customer
Data & Privacy Cybersecurity Monopolies & Tech Giants Strategic Analytics
The definitive guide to working with -- and surviving -- bullies, creeps, jerks, tyrants, tormentors,
despots, backstabbers, egomaniacs, and all the other assholes who do their best to destroy you at work.
"What an asshole!" How many times have you said that about someone at work? You're not alone! In this
groundbreaking book, Stanford University professor Robert I. Sutton builds on his acclaimed Harvard
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Business Review article to show you the best ways to deal with assholes...and why they can be so
destructive to your company. Practical, compassionate, and in places downright funny, this guide offers:
Strategies on how to pinpoint and eliminate negative influences for good Illuminating case histories
from major organizations A self-diagnostic test and a program to identify and keep your own "inner jerk"
from coming out The No Asshole Rule is a New York Times, Wall Street Journal, USA Today and Business
Week bestseller.
Harvard Business Review Emotional Intelligence Collection (4 Books) (HBR Emotional Intelligence Series)
Sales Management That Works
HBR's 10 Must Reads on Strategy for Healthcare (featuring articles by Michael E. Porter and Thomas H.
Lee, MD)
Economic Indicators and the Capitalization of American Life
Confessions of the Pricing Man
From Harvard Business Review
A well-crafted business plan generates enthusiasm for your idea and boosts your odds of success--whether you're proposing a new initiative
within your organization or starting an entirely new company. Creating Business Plans quickly walks you through the basics. You'll learn to:
Present your idea clearly Develop sound financial plans Project risks--and rewards Anticipate and address your audience's concerns Don't have
much time? Get up to speed fast on the most essential business skills with HBR's 20-Minute Manager series. Whether you need a crash course
or a brief refresher, each book in the series is a concise, practical primer that will help you brush up on a key management topic. Advice you can
quickly read and apply, for ambitious professionals and aspiring executives--from the most trusted source in business. Also available as an
ebook.
Named one of the best strategy books of 2021 by strategy+business Get to better, more effective strategy. In nearly every business segment and
corner of the world economy, the most successful companies dramatically outperform their rivals. What is their secret? In Better, Simpler
Strategy, Harvard Business School professor Felix Oberholzer-Gee shows how these companies achieve more by doing less. At a time when
rapid technological change and global competition conspire to upend traditional ways of doing business, these companies pursue radically
simplified strategies. At a time when many managers struggle not to drown in vast seas of projects and initiatives, these businesses follow simple
rules that help them select the few ideas that truly make a difference. Better, Simpler Strategy provides readers with a simple tool, the value stick,
which every organization can use to make its strategy more effective and easier to execute. Based on proven financial mechanics, the value stick
helps executives decide where to focus their attention and how to deepen the competitive advantage of their business. How does the value stick
work? It provides a way of measuring the two fundamental forces that lead to value creation and increased financial success—the customer's
willingness-to-pay and the employee's willingness-to-sell their services to the business. Companies that win, Oberholzer-Gee shows, create value
for customers by raising their willingness-to-pay, and they provide value for talent by lowering their willingness-to-sell. The approach, proven in
practice, is entirely data driven and uniquely suited to be cascaded throughout the organization. With many useful visuals and examples across
industries and geographies, Better, Simpler Strategy explains how these two key measures enable firms to gauge and improve their strategies
and operations. Based on the author's sought-after strategy course, this book is your must-have guide for making better strategic decisions.
The perfect gift for aspiring leaders: 16 volumes of HBR 20-Minute Manager. This 16-volume, specially priced boxed set makes a perfect gift for
aspiring leaders who are short on time but need advice fast, on topics from creating business plans and giving feedback to managing time and
presentations. The set includes Creating Business Plans, Delegating Work, Difficult Conversations, Finance Basics, Getting Work Done, Giving
Effective Feedback, Innovative Teams, Leading Virtual Teams, Managing Projects, Managing Time, Managing Up, Performance Reviews,
Presentations, Running Meetings, Running Virtual Meetings, and Virtual Collaboration. Don't have much time? Get up to speed fast on the most
essential business skills with HBR's 20-Minute Manager series. Whether you need a crash course or a brief refresher, each book in the series is a
concise, practical primer that will help you brush up on a key management topic. Advice you can quickly read and apply, for ambitious
professionals and aspiring executives--from the most trusted source in business. Also available as an ebook.
Quick, practical management advice from Harvard Business Review to help you do your job better. Drawing from HBR's popular Management
Tip of the Day newsletter, this concise, handy guide is packed with easy-to-read tips on a broad range of topics, organized into three major skills
every manager must master: Managing yourself Managing your team Managing your business Management Tips 2: From Harvard Business
Review puts the best management practices and insights, from top thinkers in the field, right at your fingertips. Pick it up any time you have a few
minutes to spare, and you'll have a fresh, powerful idea you can immediately put into action. With this handy book as your guide, you'll stand the
best chance of succeeding in your role as a manager.
Concepts and Principles
Harvard Business Review on Increasing Customer Loyalty
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