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All leaders are constrained by geography. Their choices are limited by mountains, rivers, seas and concrete. Yes, to understand world events
you need to understand people, ideas and movements - but if you don't know geography, you'll never have the full picture. To understand
Putin's actions, for example, it is essential to consider that, to be a world power, Russia must have a navy. And if its ports freeze for six
months each year then it must have access to a warm water port - hence, the annexation of Crimea was the only option for Putin. To
understand the Middle East, it is crucial to know that geography is the reason why countries have logically been shaped as they are - and this
is why invented countries (e.g. Syria, Iraq, Libya) will not survive as nation states. Spread over ten chapters (covering Russia; China; the
USA; Latin America; the Middle East; Africa; India and Pakistan; Europe; Japan and Korea; and Greenland and the Arctic), using maps,
essays and occasionally the personal experiences of the widely traveled author, Prisoners of Geography looks at the past, present and future
to offer an essential guide to one of the major determining factors in world history.
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The New Conceptual Selling has turned conventional sales thinking on its head by offering powerful, practical lessons that break down the
boundaries of traditional product pitch selling. Based on the world-renowned Miller Heiman sales training programme, which has been
adopted by some of the world's top companies, it is a thoroughly validated systematic process that has been shown to produce immediate,
significant and reliable sales increases. Through listening to the customer and identifying their 'concept', it will teach sales directors,
managers and executives how to identify customers' real needs, tailor every sale to one specific client, and earn and maintain credibility.
Traditional Chinese edition of To Sell is Human: The Surprising Truth about Moving Others by Daniel Pink, a bestselling book for its evidence
based explanations of why we are all in sales now - whether professionally or personally. Pink is the author of the long running New York
Times bestsellers "Drive" and "A Whole New Mind. In Traditional Chinese. Annotation copyright Tsai Fong Books, Inc. Distributed by Tsai
Fong Books, Inc.
Traditional Chinese Edition of [Brag Better: Master the Art of Fearless Self-Promotion]

??????????????,????:????????????????,??????,???????????????????,?????????????????
"With limited resources and increasing competition, managing strategic accounts requires a focused strategy, plan, and process.
Developed collaboratively with world-class sales forces, the Large Account Management Process provides an enduring framework
for protecting and growing your most important customer relationships." (Damon Jones, COO, Miller Heiman, Inc.). "The Large
Account Management Process has implemented a discipline that allows people to work together and communicate, setting
strategies and sales goals that benefit both our customers and our own company." (Joseph L Cash, senior vice president of sales,
Equifax Corporation). "Miller Heiman's Large Account Management Process delivers a disciplined process for gathering the
information required to really understand the trends impacting our largest clients. This critical information defines the strategies
that provide long-term customer value and drive consistently superior business results." (Paul Wichman, vice president and senior
division sales manager, Schwab Institution). "The New Successful Large Account Management" now in its third edition, is
thoroughly revised and updated and takes into consideration recent changes in the industry. This hard-hitting and no-nonsense
book advises you how to best manage your most important business accounts. The authors of the best-selling books "The New
Strategic Selling" and "The New Conceptual Selling" provide comprehensive and practical lessons that will help you to protect and
improve your most crucial customer relationships. By following their clearly definied and dynamic approach to the account planning
process, you will learn how to devise a strategic action plan to manage your key accounts; manage them effectively and profitably;
build long term client relationships; climb ahead of competitors and move your relationship up the buy-sell hierarchy. Whatever
business you're in, this excellent book shows you how to protect those crucial accounts that you can't afford to lose.
By eliminating "fickle luck" from the sales process and replacing it with proven, visible, repeatable skills, this book offers a sure-fire
method for making the sale every time. This expanded edition features the basic tenets from the first book, plus a valuable array of
new features.
The heyday of the classic sales force is over. Customers lead mobile and online lives, and successful companies use disruptive
concepts to engage with the digitally empowered consumer. Disruptive Selling helps companies transform themselves to the new
age of selling by matching supply to demand in an innovative way. Successful disruptive selling concepts must be based on the
right combination of a series of factors, including an understanding of what motivates customers' corresponding value propositions,
appropriate organizational structures, and the right overarching business culture. Disruptive Selling demystifies all of this, and
more. Featuring case studies and examples from disruptive organizations such as AirBnB, Zalando and Bol.com, this book will
empower readers to look critically at their organizations and commercial interaction models, and begin their own disruptive selling
journeys. It contains a carefully researched, clearly explained framework to disruptive selling, and practical guidelines that will
allow readers to get started immediately. Regardless of industry, sector or company-size, Disruptive Selling is the ultimate guide to
remaining competitive and adaptive in a continually changing world.
The first bartering was the first win-win deal between two individuals both smart enough to perceive their own interest in this new
mode of transaction. The Human Factor was and is still essential in today complex project strategies . The book is a great sales
and bid management toolbox drawn from real life experiences . It starts with recommendations on the selection of your targeted
projects and help you go through the various phases of customer contacts during the life of a project . The listening and
understanding of your customer needs is highlighted as fundamental and is the basis of your sales strategy . It also shows through
real life stories telling how much team work with your own internal organization is important and how much care for the Human
Factor , for people is mandatory. The tender documents and final bid response are seen as continuing step of the overall strategy.
Emphasis and guidelines for creative thinking are given until the last phase of negotiation and contract award.
????????????, ??, ???????, ???????????????, ????????, ????????????, ???????;????????, ??????????, ???????, ???????.
Bestselling author Michel Robert gives you his trademark pure and simple rules for developing solid business strategies In this
anticipated follow-up to his previous bestsellers, management expert Michel Robert unveils his practical and proven methodology
for you to plan and implement effective corporate strategies. Featuring a detailed explanation of how Robert used his approach to
turn around Caterpillar as well as case studies of leading companies that utilize Robert’s method, The New Strategic Thinking
shows you how to assemble a strategy team, identify your company’s driving force, determine the focus of the strategy (product,
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Identifying five types of executive decision makers, this title suggests approaches for catering a sales presentation that
will appeal to charismatics, thinkers, sceptics, followers, and controllers. The method centres on the observation that
different types of executives prefer to hear and see specific types of information.
The Book That Changed The Way America Does Business In 1987 Miller Heiman published a book that turned
conventional thinking on its head and offered powerful, practical lessons that broke down the boundaries of traditional
product-pitch selling. This modern edition of the classic Conceptual Selling shows why Miller Heiman has become the
world's most respected name in sales development, with a client list leading the Fortune 500. And it shows why the
principles of Conceptual Selling are more important today than ever before. The New Conceptual Selling Even in a world
of cyber commerce, nothing beats a face-to-face meeting. And if you're one of those men and women who make their
living in this highly demanding environment, this new edition of Conceptual Selling will change the way you interact with
customers and clients, and the way you conduct your business career. Learn: * How to identify your customer's real
needs and use listening as a powerful selling tool * How to tailor every sale you make to one specific client-and how to
create a system that is consistent, flexible, and successful * How to earn and maintain your credibility-by creating a
pattern of Win-Win sales * How to use Miller Heiman Personal Workshops to identify your strengths and weaknesses-and
make the changes you need to make.
This textbook provides students with comprehensive insights on the classical and contemporary marketing theories and
their practical implications. A fourth, revised edition of Marketing Management, the text features new classical and
contemporary cases, new interdisciplinary and cross-functional implications of business management theories,
contemporary marketing management principles and. futuristic application of marketing management theories and
concepts. The core and complex issues are presented in a simplified manner providing students with a stimulating
learning experience that enables critical thinking, understanding and future application. Each chapter features a chapter
summary, key terms, review and discussion questions and a practice quiz. Throughout the text there are also specific
teaching features to provide students and instructors with an enhanced pedagogical experience. These features include:
The Managers Corner: These sections provide real-world examples that instructors may highlight to exemplify theory or
as mini-cases for discussion. Marketing in Action: These sections ask students to apply concepts and theories to actual
business situations. Web Exercises: These mini sections provide students with real world issues and suggest websites
for more information. In addition, the authors provide ancillary lecture notes and Solution/Instructors manual online to aid
instructors in their teaching activities.
"Conceptual Selling is the only help available to a sales professional to deliver what the customer really wants." -John
Knopp, Hewlett-Packard Corporation "Conceptual Selling is different from all other sales training... It maps a course and
shows you where to go. Nobody has ever done this in training salesmen. The questioning process is unique and superb."
-David Schick, Vice President, Sales/Marketing, Saga Corporation Conceptual Selling is a thoroughly validated
systematic process that has been shown to produce immediate, significant and reliable sales increases. The new edition
of this acclaimed book, now revised and updated, is based on the world-renown MH training programme that has had a
profound effect on the careers of thousands of sales people around the world. Conceptual Selling is a non-manipulative
process that puts the emphasis firmly on the customer's needs by careful planning and preparation.
????????:???????;????????;????????;????;????????;????;??;?????
Traditional Chinese edition of The Presentation Secrets of Steve Jobs. BusinessWeek columnist and speaking coach
Carmine Gallo lets you in on Steve Jobs' secrets of being the tour de force that enthralls his audience and customers. In
Traditional Chinese. Distributed by Tsai Fong Books, Inc.
Whatever a company's sales revenue, chances are that a majority comes from a few crucial accounts. The New
Successful Large Account Management, ideal for sales directors, managers and executives, shows businesses how to
protect and develop those critical accounts they can't afford to lose. Based on the proven Miller Heiman Large Account
Management Process, which is used successfully by some of the world's largest companies, it is crammed with examples
of real success stories and proven strategies to keep customers coming back. By following the clearly defined and
dynamic approach to the account planning process, readers will close more business and introduce winning sales
systems into their organization.
????????????????????6000???,???2000???????,??????????????,??????????????????????????
For the Accounts You Can't Afford to Lose: The Strategies that Will Keep Your Customers Coming Back Whether your
company has $50,000 or $5 million in sales, chances are that at least half of your revenue comes from a few crucial
accounts. What does it take to keep them going strong? The authors of The New Strategic Selling and The New
Conceptual Selling present a hard-hitting, no-nonsense book of techniques to improve your most important business
relationships. Updated with recent examples of actual success stories, this new edition explores how online click speeds
have resulted in highly sophisticated customers who expect all services to be done in "real time." Discover: * The Long
View: Studying and really understanding your company-and your customer's business-can mean years of selling success
* "Lamp" Strategies: Activate a Large Account Management Process strategy to turn your best customers into permanent
"external assets" * Trends and Market Forces: Constantly identify and reappraise the conditions that can make your
services more crucial than ever * Channels of Communication: The right contacts and communication lines will help you
make key changes-before it's too late!
?????2,000,000???????????????? ? 2014?????????????????? ? ????????????????????????????????? ?
????????????????????????37???? ? ????????????????????? ? ???????????????????????? ???????
??????????????????????????????????????????????????????????????????? ?????????????????????
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??????????????????????????call?????????????????????????????????????Harry Quebert??????????????????????????
???????????????????????????????????????????????????????????????????????????????????????????????????????
???????????????????????????????????????HQ?????????????????? ????????????????????????HQ????????????????
???????500,000???????????2,000,000?????????????????????????????????????????????????
?????????????????????????
Griego, a professional sales consultant and trainer to Fortune 500 firms and leading Silicon Valley technology firms,
reduces the keys to sales effectiveness to 42 rules of successful salesmanship that apply to all selling efforts, from hightech enterprise sales to the non-technology sales.
The ability to sell yourself and your ideas may be the most essential skill for achieving business success. Even so,
society demeans selling and salespeople, perpetuating stereotypes that make us cringe. In Selling with Soul, author
Sharon V. Parker attacks those attitudes head-on and explodes the myths about salespeople being unprofessional and
driven by self-interest. Selling with Soul counters many of the negative notions of selling by explaining why it is an
honorable profession that creates value for all when it is done with empathy for the customer and a firm commitment to
principles. Parker helps you learn the skills and attitudes that result in successful sales careers, and she shares the
lessons that can result in a successful, balanced lifelessons she learned during a twenty-six-year career in sales. In this,
the second version of Selling with Soul, Parker includes a review of sales basics, updated with how people buy today.
She also shares ideas for finding and keeping new business, and she presents lessons in the soft skills so essential to
selling with integrity and empathy: listening, conflict resolution, understanding personal styles, dealing with temptations
and compromise, and creating a life consistent with your values. Selling with Soul helps heal the split between job and
spirit. It shows how problem-solving, creating value, and treating others with empathy and integrity are the keys to
sellingand livingwith soul.
????????????????????????????? ???????????????????????????????????????????????????……
?????????????????????????? ? ? ???????????????????????? ? ???????? ? ?????????????? ? ?????????????? ?
??????????????????? ? ?????????? No.1?????????????????? ??????????????????????????? ? ????????????????????
???????????????????????????????????????????????????????????????????????????????????????????
——?????????????? ?????????????????????????????????????????????????????????????????????????????????????
???????????????????——???????? ——???????????? ?????? ?????????? ??? ????????? ??? ????? ? ? ? ????????????
??????? ??? ??? ??????? ???????????????? ??? ?????????? ??? ? ??????????????????? ?
??????????????????????????? ? ???????????????????????????? ??????????????????????????????????????1930
????????????????????????????????????????????????????????????????????……????????? 40%
?????????????????????????????????????????????? ?????????????? 2013 ?????????????????????????????????????
???????????????????????????????????????????????????????????????????????????????????????????????????????
???????????????????????????????????????????????????????????????????????????????????????????????????????
???????????????????????????????????????????????????????????????????????????????????????????????????????
?? ??????? ???????? ——????????The New Yorker? ????????????????? ——Slate ??????????……???????????????????
—The Telegraph (UK) ?????????????????? ——?????? ????????????????????????????????????????? ——????
?????????????????????????——???????? ——?????? ?????????????????????????? ——??????
??????????????????????????????? ——The Globe and Mail ???????? Z
??????????????……?????????????????????????????????????????? ——???? Salon.com
???????????????????????????????……????????????????????????????????????????????? ——??????Kirkus Reviews?
??????? ???????????????????????? ——???????????????????? ??????????????????????????????????????????
——?????????????? ?????????????????????????????????????????????????????????????????????????????????????
???????????????????????????????????????????????????????????????????????????????????????????????????????
????? ?????????????????????????????????????????????????????????????????????????????????????????????????
????????????????UBI????????????????????????????????????????????????????????????????????????????????????
? ——??????????? ??? ???? (??)?
?????20??????????? ???????????????? ????????????????? ?????????????????? ??Instagram ??? Kevin Systrom?Mike
Krieger?????????????? ????????? IMPCT ???????? ??Q.L.L. ?????? ???????100,000? ?????????????? ??????????????
??????????????????????????? ??20???????????????????
?????????????????????????????????????????????????????????????? ???? ??????? ????? ?????? ??? ???????? ???
????????? ??? ???????????? ??? ??????????? ??? ??????? ??? ?????? ??? ??????????????????????????????????????
????????????????????????????????????20??????????????????????????????????????????????????????20?????????
??????????????????????????????????
????????20???????????????????????????????????????????????????????????????????????????????????
???????????????????????????Instagram?????????????????????????????????????????
????20??30???40?????????????????????????????????????????????????????????????????????? ????
???20?????????????……????????????????????????? ????????? ??? ???????????????????????????????????? ??????
??? ?????????????????????????????????????????????? ?????????? ???
?????10???……???????????????????????????????????? ?????????????? ???
???????20???????????????????????????????????????????????????? ????????????? ???
????????????????20????????????????????????????????? ????????? ???
????????????20??????????????????????……????????????……????????? ???????? ??? ?????? ?2009?9????? ???????
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???????184?????????????????????????????????? ?????????????????????? ???????????????Tina Seelig
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??????????????? ??????????????? ????????????????? ??? ??????? ??? ?Wired????????? ??? ???? ?????????????????????????
???????????? —— ????Lawrence Lessig???????????????? ????????????????????????? ?????????????????????????
????????????????????? ????????????????????????? ??????????????????????????????????????????????????????????????
???????????????????????????????? ??????????????????????????? ?????????????????? ??????????????????????????
??????????????…… ??????????????????????????? ?????????????????????? ?????????????????????????????
??????????????????? ????????????????????????
????????????????????,?????????,?????,?????????,????????????????,???????.
???????????????????? Amazon????????????? ???????????????????????? ????????????????? ?????????????????????
?????????????????????? ????????????+????? ?????????…?????????? ?????????????? ???????1490????? ? ????????????????
?????? ? ????????????????????? ??????? ? ???????? ??????? ? ?????????GDP???????? ????? ???? ????????? ???????? ?????
???????????????????????????????????????????????????????????????????????????????????????????????????????????????
????????????????????????????????????????????? ?????????????????????????????????????????????????????????????????
??????????????????????????????????????????????????????????????????????????????????????????????? 1. ????
?????????????????????????????????????????????? 2. ???? ??????????????????????????????????? 3. ???
??YES??NO?????????????? ??????????????????????????????????????????????????????????????????????????????????????
??????????????????????????????????????????????? ????? ??????????????????????????????????????????????????????????
???????????????????????????????????????????????????? ???????Thomas Schelling? 2005?????????????????
????????????????????????????????????????????????????????????????? ????????Steven Levitt? ?????????????????????
??????????????????????????? ????????Sylvia Nasar?????????
????????????????……????????????????????????????X????????????? ??????Diane Coyle??????????GDP???????? ????? 1.
??????????? ??????????????????????????????????????????????????????????????????????????????? 2.
????????????????????????? ??????????????????????????????????????????????????????????????????????????????????? 3.
????????????? ???????????????????????????????????????????????????????????……??????????????????
This book is a practical guide to personal and business negotiations. It is unique in going beyond the bargaining phase of
negotiation to cover the entire process from your decision to negotiate through an evaluation of your negotiation performance. Also
included are tools such as a negotiation planner, "decision trees" for calculating negotiation alternatives, psychological tools for
increasing negotiation power, and tools for assessing your negotiation style.
????:The greatest salesman in the world
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