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Are you searching for a
practical  means  to
access  a  variety  of
understanding  and
enjoyment?  Look  no
more  than  our  PDF
d o w n l o a d s !  O u r
diverse  selection  has
something  for  every
p e r s o n ,  f r o m
informative  write-ups
to  appealing  stories.
The  p rocedure  o f
downloading PDF Value
Proposition  Design
from  our  collection  is

q u i c k  a n d
uncomplicated.  With
just a couple of simple
steps,  you  can  have
your  following favorite
read  downloaded  and
i n s t a l l  V a l u e
Proposition  Design
onto your tool  and all
set to go. And also, our
easy to use attributes
make  i t  s imp le  to
arrange  and  handle
your  downloaded  and
install PDFs.
S o  w h a t  a r e  y o u
waiting  for?  Beginning
d i s c o v e r i n g  o u r
co l l ec t i on  o f  PDF
d o w n l o a d s  a n d
improve  your  digital
library  today!
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LOCATING THE
RIGHT PDF VALUE
PROPOSITION

DESIGN

W i t h  o u r
comprehensive  PDF
collection,  discovering
t h e  b e s t  V a l u e
Proposition  Design
PDFs  is  simple  and
pract ical .  You  can
browse  our  collection
by  classification  or  use
our  sophist icated
search  options  to  filter
y o u r  o u t c o m e s
accord ing  to  your
passions.
We  prov ide  a  vast
array  of  download
alternatives  to  suit
your  preferences.  You
can  download  Value
Proposition  Design
PDFs absolutely free or
pick  from  our  costs
downloads that provide
exclusive  web content
and improved features.
Our  PDF  collection  is
upgraded  routinely

with  brand-new  titles,
so you can constantly
find  something  to  suit
your  rate  of  interests.
Whether you're looking
fo r  i n s t ruc t i ona l
resources, entertaining
stories,  or  insightful
a r t i c l e s ,  ou r  PDF
collection has obtained
you covered.

Surf
classifications to
locate relevant
PDFs
Usage
progressed
search options to
find Value
Proposition
Design pdf
Select from
totally free or
exceptional
downloads
Find brand-new
titles on a
regular basis
included in the
PDF collection
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DOWNLOADING
VALUE
PROPOSITION
DESIGN PDF ON

VARIOUS TOOLS

Down load ing  and
i n s t a l l  V a l u e
Proposition  Design  on
y o u r  d e v i c e s  i s  a
breeze  with  our  user-
fr iendly  platform.
Whether you prefer to
download  and  install
on  your  smartphone,
tablet,  or  computer
system, we've got the
steps and directions for
a smooth experience.

To download
Value Proposition
Design on your
mobile phone,
open your
recommended
browser and
browse to our
web site. As soon
as you have
actually found
the PDF you

intend to
download, tap
the download
button and wait
for the file to
finish
downloading.
For desktop
downloads, just
click the
download button
alongside your
wanted PDF
Value Proposition
Design. Your
computer system
needs to
automatically
download and
install the
documents, and
you can access it
in your
downloads
folder.

With  our  user  friendly
p lat form,  you  can
a p p r e c i a t e  y o u r
downloaded  Value
Proposition  Design  on
a n y  o f  y o u r  t o o l s
without  any  problem.
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Begin  downloading
your  favorite  PDFs
today  and  appreciate
reading  them  on-the-
go.

ORGANIZING AND
HANDLING YOUR
PDF COLLECTION

Congratulations!  You
h a v e  a c t u a l l y
downloaded and install
Va lue  Propos i t ion
Design  of  impressive
P D F s  f r o m  o u r
substantial  collection.
N o w  i t ' s  t i m e  t o
organize  and  manage
y o u r  e l e c t r o n i c
col lect ion.  Do  not
wor ry ,  i t ' s  no t  as
difficult  as  you  might
believe!

Produce
Folders

and
Categorie
s
O n e  o f  t h e  m o s t
convenient  ways  to
k e e p  y o u r  P D F s
organized is  to  create
f o l d e r s  a n d
classifications.  This  will
help  you  quickly  find
t h e  P D F  V a l u e
Proposition Design you
wish to access. You can
classi fy  your  PDFs
based on topic, author,
or  any  type  of  other
requirements  that
makes sense to you. As
an  example,  you  can
create  a  folder  called
"Cookbooks"  and  add
all dish PDFs to it.

Make Use
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Of
Bookmar
king
Character

istic
One  more  efficient
method  to  manage
your  PDF  collection
Value  Proposition
Design  is  to  utilize
bookmarking  features.
Th is  i s  espec ia l ly
practical  if  you  often
tend  to  review  PDF
Value  Propos i t ion
Design  partly  or  want
to track particular web
pages.  Bookmarking
permits  you  to  note
pages  or  sections  for
easy  access  in  the
future.

Think
About
Making
Use Of a
PDF
Superviso
r
I f  you  have  a  large
collection of PDFs, you
might want to consider
using a PDF supervisor.
A  PDF  manager  is  a
software program that
e n a b l e s  y o u  t o
arrange,  browse,  and
manage  your  PDF
collection  effortlessly.
S o m e  p r e f e r r e d
choices  include  Adobe
A c r o b a t ,  F o x i t
PhantomPDF, and Nitro
Pro.
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Consisten
tly
Update
and
Clean
Your
Collection
It's very easy to collect
a a great deal of PDFs
over time, however it's
impor tant  to  on  a
regular  basis  update
and  c l eanse  you r
c o l l e c t i o n .  T h i s
suggests  eliminating
any PDFs you no longer
demand or  desire.  It's
l i k e w i s e  a  g o o d
concept to relabel PDF
Value  Propos i t ion
Design with descriptive
titles,  making  them

much easier to situate
in the future.
By  fol lowing  these
basic  suggestions,
you'll  have  the  ability
t o  o r g a n i z e  a n d
manage  your  PDF
co l lect ion  eas i ly .
Pleased  analysis!

SHARING VALUE
PROPOSITION
DESIGN PDF WITH
OTHERS

Sharing PDFs with pals,
family  members,  and
associates  has  never
been  much  easier.
Comply  with  these
simple actions to send
your downloaded PDFs:

Email
accessories:
Send PDF files
Value Proposition
Design as email
add-ons to the
desired
recipients. This is
a quick and
simple way to
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share your
downloads.
Cloud storage
remedies:
Usage cloud
storage remedies
such as Dropbox
or Google Drive
to save and
share your Value
Proposition
Design PDF. You
can create a
shareable link
and send it to
the receivers.
Collaborative
PDFs: Some
PDFs are
designed for
partnership,
permitting
several users to
watch and edit
the exact same
documents. Try
to find collective
choices when
choosing your
PDF Value
Proposition
Design.

By  complying  with
t h e s e  s h a r i n g
alternatives,  you  can
easily  share  your  PDF
Value  Propos i t ion
Design with others and
collaborate  on  tasks
w i t h o u t  a n y
inconvenience.

TIPS FOR
ENHANCING YOUR
PDF READING
EXPERIENCE

Reading PDFs can be a
wonderful experience if
you know how to  use
the attributes supplied
by  your  PDF  viewer.
Below are some ideas
to  enhance  your  PDF
analysis experience:

Adjust the font
dimension and
shade to your
preference for
comfy analysis.
Make use of the
scroll attribute to
navigate with a
lengthy PDF file
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Value Proposition
Design with
ease.
Utilize the search
feature to find
details search
phrases or
phrases within
the PDF.
Book mark web
pages to monitor
vital details or to
resume reading
Value Proposition
Design where
you ended.
Emphasize and
annotate text to
mark vital points
or to include
personal notes.
Use the zoom
feature to
concentrate on
specific
information or
layouts.

By making use of these
attributes,  you  can
make the most out of
your  PDF  read ing
experience and obtain

a  m u c h  d e e p e r
understanding  of  the
web  content.

PDF SECURITY AND
PERSONAL
PRIVACY

W h e n  i t  i n v o l v e s
down load ing  and
k e e p i n g  V a l u e
Proposition  Design
P D F ,  s a f e t y  a n d
security  and  personal
privacy  are  important.
W i t h  t h e  r i g h t
procedures  in  place,
you can safeguard your
d o w n l o a d s  f r o m
unapproved  access
a n d  e n s u r e  y o u r
privacy remains intact.
H e r e  a r e  s o m e
practical  ideas  for
i m p r o v i n g  P D F
security:

Establish a
password: One of
the simplest
ways to protect
your PDF file
Value Proposition
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Design is by
establishing a
password. You
can do this
throughout the
download
procedure or by
using a PDF
editor. Choose a
solid password
that is tough to
break and
prevent making
use of common
words or
expressions.
Secure your
data: File
encryption is an
additional
efficient method
to secure your
PDF Value
Proposition
Design. This will
certainly rush the
components of
the data, making
it unreadable to
anyone without
the correct
decryption

secret.
Bear in mind
sharing: When
sharing PDFs
with others, be
cautious
concerning who
you're sending
them to. Make
certain the
recipient is
trustworthy and
won't share the
documents Value
Proposition
Design without
your permission.

In  addition  to  these
safety  and  security
measures,  there  are
also privacy setups you
can utilize to maintain
your downloaded Value
Proposition Design risk-
free. For instance, you
c a n  r e m o v e  y o u r
download  history  to
s t o p  o t h e r s  f r o m
seeing what you have
actually  downloaded
and  install.  You  can
additionally  disable
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automated  downloads
to make sure that PDFs
aren't  downloaded
w i t h o u t  y o u r
knowledge.
By taking these actions
to  protect  your  PDF
file  Value
Proposition  Design,
y o u  c a n  e n j o y  a
carefree  download
e x p e r i e n c e  a n d
maintain your personal
info safe and secure.

VERDICT

You  have  actual ly
reached completion of
o u r  g u i d e  t o
downloading  Value
Proposition  Design
PDFs.  We  hope  that
th i s  wr i te -up  has
worked for you and has
shown  you  just  how
v e r y  e a s y  i t  i s  t o
access and appreciate
o u r  v a s t  a r r a y  o f
cho i ces .  Ou r  PDF
collection is frequently
growing with new and
exciting  titles,  so  be

sure  to  inspect  back
usually for fresh reads.
Keep in mind, locating
t h e  i d e a l  V a l u e
Proposition  Design
PDFs is simply a couple
of clicks away, whether
you're on your desktop
computer  or  smart
phone.  And  with  our
handy  suggestions  on
arranging and handling
your  PDF  collection,
you'll always recognize
where to discover your
favorite titles.
When  i t  comes  t o
sharing your PDF Value
Proposition  Design,
we've  obtained  you
covered  too.  You  can
q u i c k l y  s e n d
downloads to buddies,
family,  and colleagues
with simply a couple of
simple actions. And we
have actually  supplied
you  with  information
on how to protect your
PDFs from unapproved
gain access to, so you
can feel safe and safe
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and secure.
Enhancing  your  PDF
Value  Propos i t ion
D e s i g n  a n a l y s i s
e x p e r i e n c e  i s
additionally  very  easy
with  our  pract ica l
pointers on readjusting
fonts ,  co lors ,  and
uti l iz ing  comment
devices. Reviewing has
never  ever  been  so
h a s s l e - f r e e  a n d
enjoyable.
S o  w h y  w a i t ?
Beginning  exploring
our  PDF  library  today
and  download  Value
Proposition  Design
excellent  read.  We
guarantee you will not
regret it!
Thanks  for  choosing
our  platform  for  your
PDF  downloads.  We
anticipate  giving  you
w i th  ou ts tand ing
service  and  varied
options  for  several
years  to  find.

Value  Proposition
Design

H o w  t o  C r e a t e
P r o d u c t s  a n d
Services  Customers
Want  John  Wiley  &
Sons
The  authors  of  the
international  bestseller
B u s i n e s s  M o d e l
Generation  explain
how  to  create  value
propositions customers
can’t  res ist  Va lue
Proposition  Design
helps  you  tackle  the
core challenge of every
business  —  creating
compelling  products
and services customers
want  to  buy .  Th i s
highly  practical  book,
paired  with  its  online
companion,  will  teach
you the processes and
too l s  you  need  to
create  products  that
sell.  Using  the  same
stunning visual  format
as the authors’  global
bestseller,  Business
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Model Generation, this
sequel explains how to
u s e  t h e  “ V a l u e
Proposition Canvas” to
design,  test,  create,
and  manage  products
and services customers
actually  want.  Value
Proposition  Design  is
for  anyone  who  has
been frustrated by new
product  meet ings
based on hunches and
intuit ions;  i t ’s  for
a n y o n e  w h o  h a s
watched an expensive
new product launch fail
in  the  market.  The
book  wi l l  help  you
u n d e r s t a n d  t h e
patterns of great value
propositions, get closer
to  customers,  and
avoid  wasting  time
with  ideas  that  won’t
work.  You’ll  learn  the
s imple  process  o f
designing  and  testing
value propositions, that
p e r f e c t l y  m a t c h
customers’  needs  and
desires. In addition the

b o o k  g i v e s  y o u
exclusive access to an
online  companion  on
Strategyzer.com.  You
will  be able to  assess
your  work,  learn  from
peers,  and  download
pdfs,  checklists,  and
m o r e .  V a l u e
Proposition  Design  is
a n  e s s e n t i a l
compan ion  to  the
” B u s i n e s s  M o d e l
Canvas” from Business
Model  Generation,  a
tool embraced globally
by  startups  and  large
corporations  such  as
MasterCard,  3M,  Coca
Cola ,  GE,  Fu j i t su ,
L E G O ,  C o l g a t e -
Palmolive,  and  many
m o r e .  V a l u e
Proposition  Design
gives  you  a  proven
m e t h o d o l o g y  f o r
success,  with  value
propositions  that  sell,
embedded in profitable
business models."

Value  Proposition
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H o w  t o  C r e a t e
P r o d u c t s  a n d
Services  Customers
Want  John  Wiley  &
Sons
The  authors  of  the
international  bestseller
B u s i n e s s  M o d e l
Generation  explain
how  to  create  value
propositions customers
can’t  res ist  Va lue
Proposition  Design
helps  you  tackle  the
core challenge of every
business  —  creating
compelling  products
and services customers
want  to  buy .  Th i s
highly  practical  book,
paired  with  its  online
companion,  will  teach
you the processes and
too l s  you  need  to
create  products  that
sell.  Using  the  same
stunning visual  format
as the authors’  global
bestseller,  Business
Model Generation, this

sequel explains how to
u s e  t h e  “ V a l u e
Proposition Canvas” to
design,  test,  create,
and  manage  products
and services customers
actually  want.  Value
Proposition  Design  is
for  anyone  who  has
been frustrated by new
product  meet ings
based on hunches and
intuit ions;  i t ’s  for
a n y o n e  w h o  h a s
watched an expensive
new product launch fail
in  the  market.  The
book  wi l l  help  you
u n d e r s t a n d  t h e
patterns of great value
propositions, get closer
to  customers,  and
avoid  wasting  time
with  ideas  that  won’t
work.  You’ll  learn  the
s imple  process  o f
designing  and  testing
value propositions, that
p e r f e c t l y  m a t c h
customers’  needs  and
desires. In addition the
b o o k  g i v e s  y o u



14

14 Value Proposition Design 2023-01-07

exclusive access to an
online  companion  on
Strategyzer.com.  You
will  be able to  assess
your  work,  learn  from
peers,  and  download
pdfs,  checklists,  and
m o r e .  V a l u e
Proposition  Design  is
a n  e s s e n t i a l
compan ion  to  the
” B u s i n e s s  M o d e l
Canvas” from Business
Model  Generation,  a
tool embraced globally
by  startups  and  large
corporations  such  as
MasterCard,  3M,  Coca
Cola ,  GE,  Fu j i t su ,
L E G O ,  C o l g a t e -
Palmolive,  and  many
m o r e .  V a l u e
Proposition  Design
gives  you  a  proven
m e t h o d o l o g y  f o r
success,  with  value
propositions  that  sell,
embedded in profitable
business models."

Value  Proposition
Design

H o w  t o  C r e a t e
P r o d u c t s  a n d
Services  Customers
Want  John  Wiley  &
Sons
The  authors  of  the
international  bestseller
B u s i n e s s  M o d e l
Generation  explain
how  to  create  value
propositions customers
can’t  res ist  Va lue
Proposition  Design
helps you tackle a core
challenge  of  every
business  —  creating
compelling  products
and services customers
want  to  buy .  Th i s
practical  book,  paired
w i t h  i t s  o n l i n e
companion,  will  teach
you the processes and
too l s  you  need  to
succeed.  Using  the
same  stunning  visual
format as the authors’
g lobal  bestsel ler ,
B u s i n e s s  M o d e l
Generation, this sequel
explains  how  to  use
the  “Value  Proposition
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Canvas”  a  practical
tool  to  design,  test,
create,  and  manage
products  and  services
customers  actually
want. Value Proposition
Design  is  for  anyone
w h o  h a s  b e e n
frustrated  by  business
meetings  based  on
endless  conversations,
hunches and intuitions,
expensive new product
launches that blew up,
or simply disappointed
by the failure of a good
idea. The book will help
you  understand  the
patterns of great value
propositions, get closer
to  customers,  and
avoid  wasting  time
with  ideas  that  won’t
work.  You’ll  learn  the
s i m p l e  b u t
comprehensive process
o f  d e s i g n i n g  a n d
t e s t i n g  v a l u e
propositions, taking the
guesswork  ou t  o f
creating  products  and
services  that  perfectly

match  customers’
needs  and  desires.
Practical  exercises,
illustrations  and  tools
help  you  immediately
improve  your  product,
s e r v i c e ,  o r  n e w
bus iness  i dea .  I n
addition the book gives
you exclusive access to
an  online  companion
on  Strategyzer.com.
You  wi l l  be  able  to
complete  interactive
exercises,  assess  your
work, learn from peers,
and  download  pdfs,
checklists,  and  more.
Value  Propos i t ion
Design  complements
a n d  p e r f e c t l y
integrates  with  the
” B u s i n e s s  M o d e l
Canvas” from Business
Model  Generation,  a
too l  embraced  by
startups  and  large
corporations  such  as
MasterCard,  3M,  Coca
Cola ,  GE,  Fu j i t su ,
L E G O ,  C o l g a t e -
Palmolive,  and  many
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m o r e .  V a l u e
Proposition  Design
gives  you  a  proven
m e t h o d o l o g y  f o r
success,  with  value
propositions  that  sell,
embedded in profitable
business models.

Bus iness  Mode l
Generation

A  Handbook  fo r
Visionaries,  Game
C h a n g e r s ,  a n d
Challengers  John
Wiley  &  Sons
B u s i n e s s  M o d e l
G e n e r a t i o n  i s  a
h a n d b o o k  f o r
v is ionar ies,  game
c h a n g e r s ,  a n d
challengers  striving  to
d e f y  o u t m o d e d
business  models  and
design  tomorrow's
enterprises.  If  your
organization  needs  to
adapt  to  harsh  new
realities, but you don't
yet  have  a  strategy
that will get you out in

f r o n t  o f  y o u r
competitors,  you need
B u s i n e s s  M o d e l
Generation. Co-created
by  470  "Bus iness
M o d e l  C a n v a s "
practitioners  from  45
countries,  the  book
features  a  beautiful,
highly  visual,  4-color
des ign  that  takes
powerful  strategic
ideas  and  tools,  and
makes  them  easy  to
implement  in  your
o r g a n i z a t i o n .  I t
expla ins  the  most
common  Bus iness
Model  patterns,  based
on  concepts  f rom
lead ing  bus iness
thinkers, and helps you
reinterpret  them  for
your own context. You
w i l l  l e a r n  h o w  t o
s y s t e m a t i c a l l y
understand,  design,
a n d  i m p l e m e n t  a
g a m e - c h a n g i n g
business  model--or
analyze  and  renovate
an old one.  Along the
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way, you'll  understand
at a much deeper level
y o u r  c u s t o m e r s ,
distribution  channels,
partners,  revenue
streams,  costs,  and
y o u r  c o r e  v a l u e
proposition.  Business
Model  Generat ion
features  pract ical
innovation  techniques
used today by leading
c o n s u l t a n t s  a n d
companies  worldwide,
including 3M, Ericsson,
Capgemini,  Deloitte,
and  others.  Designed
for doers, it is for those
ready  to  abandon
outmoded thinking and
embrace  new  models
of  value  creation:  for
e x e c u t i v e s ,
c o n s u l t a n t s ,
entrepreneurs,  and
l e a d e r s  o f  a l l
organizations. If you're
ready  to  change  the
rules,  you  belong  to
"the  business  model
generation!"

High-Impact  Tools
for  Teams

5  Too ls  to  A l ign
Team  Members ,
Build Trust, and Get
Results  Fast  John
Wiley  &  Sons
Take  advantage  of  a
p o w e r f u l  v i s u a l
management  tool  for
teams  as  you  work
together  and  deliver
great results. It's been
used  by  thousands  of
teams  fo r  p ro jec t
success!  59%  of  U.S.
w o r k e r s  s a y  t h a t
communication is their
t e a m ' s  b i g g e s t
obstacle  to  success,
f o l l o w e d  b y
accountability  at  29%
(At lass ian) .  High-
Impact Tools for Teams
explains  a  s imple,
powerful  tool  that
helps team leaders and
members align and get
clarity on exactly who
is responsible for each
part of the team's most
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important  activities
and projects.  The tool
is complemented by 4
trust add-ons that help
teams  build  trust  and
increase  psychological
s a f e t y ,  s o  e v e r y
m e m b e r  c a n  b e
confident  in  sharing
ideas  or  concerns
about  obstacles  the
team may face.  It's  a
proven tool for project
teams, based on years
o f  r e s e a r c h ,  a n d
thousands of teams are
already using the Team
Alignment  Map to  run
effective  "get-to-action
m e e t i n g s " ,  g i v e
projects  a  good  start
a n d  d e - s i l o
organizations.  Co-
a u t h o r  A l e x
Osterwalder  is  the
international  best-
selling author who co-
created  the  Business
M o d e l  C a n v a s ,  a
strategic  management
tool used by 1 million+
i n d u s t r y  l e a d e r s

global ly.  Plan  as  a
team  and  know  who
does what Uncover and
proactively remove the
most likely obstacles to
any project Boost team
member  contributions
Run  more  effective
team  meetings  Get
m o r e  s u c c e s s f u l
p ro jec ts  Wi th  the
guidance  of  H igh-
I m p a c t  T o o l s  f o r
Teams,  you  can  be
better  prepared  as  a
team  leader  or  team
m e m b e r  t o  p l a n
effectively,  reduce
risks,  and  collaborate
with others. Your team
will be accountable and
r e a d y  t o  d e l i v e r
results!

Des ign  a  Better
Business

New  Tools,  Skills,
and  Mindset  for
S t r a t e g y  a n d
Innovation John Wiley
& Sons
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How to use this book: 8
Chapters;  48  Case
studies;  20  Tools;  7
C o r e  s k i l l s ;  2 9
Designers;  36  Hacks;
>150  Visuals.

Business Model You

A One-Page Method
For  Reinventing
Your  Career  John
Wiley  &  Sons
A  one-page  tool  to
reinvent  yourself  and
your career The global
bestseller  Business
M o d e l
Generationintroduced
a unique visual way to
s u m m a r i z e  a n d
creativelybrainstorm
a n y  b u s i n e s s  o r
product  idea  on  a
s i n g l e  s h e e t  o f
paper.Business  Model
You  uses  the  same
powerful one-page tool
toteach readers how to
d r a w  " p e r s o n a l
business  models,"
which revealnew ways

their  sk i l ls  can  be
a d a p t e d  t o  t h e
changing  needs  of
themarketplace  to
revea l  new,  more
satisfying,  career  and
l i f e p o s s i b i l i t i e s .
Produced by the same
team  that  created
B u s i n e s s M o d e l
Generation,  this  book
i s  b a s e d  o n  t h e
Business  ModelCanvas
methodology,  which
has  quickly  emerged
as  the  world'sleading
b u s i n e s s  m o d e l
d e s c r i p t i o n  a n d
innovation  technique.
T h i s  b o o k  s h o w s
r e a d e r s  h o w  t o :
Understand  business
model  thinking  and
d i a g r a m  t h e i r
c u r r e n t p e r s o n a l
b u s i n e s s  m o d e l
Understand  the  value
of  their  skills  in  the
marketplace  anddefine
their purpose Articulate
a  vision  for  change
Create a new personal
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b u s i n e s s  m o d e l
h a r m o n i z e d  w i t h
thatvision,  and  most
important,  test  and
implement  the  new
m o d e l  W h e n  y o u
implement  the  one-
p a g e  t o o l  f r o m
Business  ModelYou,
you  create  a  game-
changing  business
model for your lifeand
career.

Testing  Business
Ideas

A  Field  Guide  for
R a p i d
Experimentation John
Wiley & Sons
A  practical  guide  to
effective  business
model testing 7 out of
10 new products fail to
d e l i v e r  o n
expectations.  Testing
Business Ideas aims to
reverse  that  statistic.
In the tradition of Alex
Osterwalder’s  global
bestseller  Business

Model Generation, this
p r a c t i c a l  g u i d e
contains  a  library  of
hands-on  techniques
for rapidly testing new
business ideas. Testing
B u s i n e s s  I d e a s
e x p l a i n s  h o w
systematically  testing
b u s i n e s s  i d e a s
dramatically  reduces
the risk and increases
t h e  l i k e l i h o o d  o f
success  for  any  new
venture  or  business
project. It builds on the
internationally  popular
Business Model Canvas
and  Value  Proposition
Canvas  by  integrating
Assumptions  Mapping
and  other  powerful
lean  startup-style
experiments.  Testing
Business Ideas uses an
engag ing  4 -co lo r
format to: Increase the
success of any venture
and decrease  the  risk
o f  w a s t i n g  t i m e ,
money,  and  resources
on bad ideas Close the
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k n o w l e d g e  g a p
between  strategy  and
experimentation/valida
tion  Identify  and  test
your  key  business
assumptions  with  the
Business Model Canvas
and  Value  Proposition
Canvas  A  definitive
field  guide  to  business
model  testing,  this
book features practical
tips  for  making  major
decisions  that  are  not
based on intuition and
guesses .  Tes t ing
Business  Ideas  shows
l e a d e r s  h o w  t o
e n c o u r a g e  a n
e x p e r i m e n t a t i o n
mindset  within  their
organization and make
experimentation  a
continuous,  repeatable
process.

T h e  I n v i n c i b l e
Company

How  to  Constantly
R e i n v e n t  Y o u r
Organization  with

Inspiration From the
W o r l d ' s  B e s t
Business Models John
Wiley & Sons
The  long-awai ted
f o l l o w - u p  t o  t h e
i n t e r n a t i o n a l
bestsellers,  Business
Model  Generation  and
Value  Propos i t ion
D e s i g n  A l e x
Osterwalder  and  Yves
Pigneurs’  Business
Model Canvas changed
the  way  the  wor ld
creates and plans new
business models. It has
b e e n  u s e d  b y
corpora t ions  and
s t a r t u p s  a n d
consultants around the
world and is taught in
h u n d r e d s  o f
universit ies.  After
years  of  researching
how  the  world’s  best
companies  develop,
test,  and  scale  new
business  models,  the
authors have produced
their  definitive  work.
T h e  I n v i n c i b l e
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Company  explains
w h a t  e v e r y
organization  can learn
from  the  business
models  of  the  world’s
m o s t  e x c i t i n g
companies.  The  book
e x p l a i n s  h o w
companies  such  as
Amazon,  IKEA,  Airbnb,
M i c r o s o f t ,  a n d
Logitech,  have  been
a b l e  t o  c r e a t e
immensely  successful
businesses and disrupt
entire industries. At the
c o r e  o f  t h e s e
successes are not just
great  products  and
services, but profitable,
innovative  business
models--and the ability
to  improve  existing
business models  while
consistently  launching
n e w  o n e s .  T h e
Invincible  Company
presents practical new
tools  for  measuring,
m a n a g i n g ,  a n d
a c c e l e r a t i n g
i n n o v a t i o n ,  a n d

strategies for reducing
risk  when  launching
new  business  models.
Serving as a blueprint
f o r  y o u r  g r o w t h
strategy, The Invincible
Company explains how
to  constant ly  stay
a h e a d  o f  y o u r
competition.  In-depth
chapters  explain  how
to  create  new  growth
engines,  change  how
products  and  services
a r e  c r e a t e d  a n d
del ivered,  extract
maximum  profit  from
each type of  business
mode l ,  and  much
more. New tools—such
as the Business Model
P o r t f o l i o  M a p ,
Innovation  Metrics,
Innovation  Strategy
Framework,  and  the
Culture  Map—enable
readers  to  understand
h o w  t o  d e s i g n
invincible  companies.
T h e  I n v i n c i b l e
Company:  ●  Helps
l a r g e  a n d  s m a l l
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companies  build  their
growth  strategy  and
manage  their  core
s imul taneous ly  ●
Explains  the  world's
b e s t  m o d e r n  a n d
h is to r i c  bus iness
models  ●  Provides
tools  to  assess  your
b u s i n e s s  m o d e l ,
innovation  readiness,
a n d  a l l  o f  y o u r
innovation  projects
Presented in striking 4-
color, and packed with
practical  visuals  and
tools,  The  Invincible
Company  is  a  must-
have book for business
leaders, entrepreneurs,
a n d  i n n o v a t i o n
professionals.

Bus iness  Mode l
Design and Learning

A  Strategic  Guide
Business  Expert  Press
So  many  of  us  have
a s k e d
ourselves—what’s  a
b u s i n e s s  m o d e l ?

What’s a good business
model?  This  book  has
all  the  answers—it
e x p l a i n s  w h a t  a
business  model  is,
what you have to do to
get  one,  and  what  to
d o  a b o u t  t h e  o n e
you’ve already got. To
be  successful,  your
business  model  must
be focused sharply on
your  customer.  And
y o u  m u s t  t h i n k
strategically about how
to  use  your  business
model  if  you  want  to
gain  an  advantage
over your competitors.
Whether  an  aspiring
entrepreneur  or  a
practicing  manager
who  wants  to  create
new business model, or
a manager and leader
w h o  w a n t s  t o
understand, refine, and
even reinvent a current
model,  this  book  will
help with the creation,
the  delivery,  and  the
capture  o f  va lue .
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B u s i n e s s  m o d e l s
describe  the  value
proposit ion  to  the
customer,  the  system
that must be in place
to  create  that  value,
and the logics needed
t o  c a p t u r e  a
reasonable  share  of
that value for the _ rm.
This  book  shows  that
the  co re  o f  eve ry
business  model  is  an
agreement  with  your
customers.  I f  they
don’t  get  the  value
they  are  seeking,  you
won’t either.

C r e a t i n g  a n d
Del iver ing  Your
Value Proposition

Managing  Customer
Experience for Profit
Kogan Page Publishers
I n  r e c e n t  y e a r s ,
developing  a  value
p r o p o s i t i o n  h a s
b e c o m e  a  p r i m e
cons iderat ion  for
businesses.  A  value

p ropos i t i on  i s  an
analysis  and quantified
review of the business
benefits,  costs  and
value that  a  company
c a n  d e l i v e r  t o
prospective  customers
a n d  c u s t o m e r
segments.  Creating
and  Delivering  your
Value  Propos i t ion
provides  guidance  for
business  leaders  -
demonstrating  why
having a  strong value
p ropos i t i on  i s  so
i m p o r t a n t  f o r  a
c o m p a n y .  T h i s
practical  new  t it le
shows readers how to
bui ld ,  de l iver  and
h a r n e s s  v a l u e
propositions  to  create
profitable  growth  for  a
business,  by  utilizing
the  exper ience  of
clients and customers.
Featuring  global  case
studies and examples,
C r e a t i n g  a n d
Delivering  your  Value
P ropos i t i on  i s  an
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essent ia l  guide  to
understanding  and
developing  a  value-
focused strategy for all
senior practitioners.

The Value Mix

Create  Meaningful
P r o d u c t s  a n d
Services  for  Your
Audience
How do you go from an
idea  to  a  compelling
product strategy? How
do  you  translate  a
customer  interview
into marketing insight?
I n  t h e  V a l u e  M i x ,
Guerr ic  de  Ternay
a n s w e r s  t h e s e
important  questions.
Filled  with  innovation
f r a m e w o r k s  a n d
e x a m p l e s ,  t h i s
practical  book  helps
you  solve  the  biggest
c h a l l e n g e  e v e r y
business faces: how to
create meaningful and
successful  products  or
services--something

new  that  matters  to
your  customers.  The
V a l u e  M i x  i s
complementary  to  the
l e a n  s t a r t u p
methodology,  the
d e s i g n  t h i n k i n g
process, and customer
development research.
This is a must-read for
a n y o n e  s t a r t i n g
s o m e t h i n g  n e w - -
whe the r  you ' r e  a
product  manager,  an
ent repreneur ,  an
innovation  consultant,
o r  a  market ing  o r
brand  manager.  You
can create meaningful
value  propositions  for
your  customers.  The
Value  Mix  tells  you
how.  - -  Guerr ic  de
Ternay  is  the  founder
of  two  sustainable
fashion  businesses:
GoudronBlanc  offers
high-quality T-shirts for
men  and  Blackwood
creates  accessories
made  of  natural,  eco-
friendly  materials.  In
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parallel,  Guerric  also
manages  projects  for
?What If! Innovation, a
global  consulting  firm
t h a t  w o r k s  w i t h
Fortune 500 companies
t o  u s e  a n
experimentation-based
approach  to  achieving
growth.

Startup,  Scaleup,
Screwup

4 2  T o o l s  t o
Accelerate Lean and
A g i l e  B u s i n e s s
Growth  John  Wiley  &
Sons
Real-world  tools  to
build  your  venture,
grow  your  business,
and  avoid  mistakes
Startup,  Sca leup,
Screwup  is  an  expert
guide for emerging and
established businesses
to  accelerate  growth,
facilitate  scalability,
and keep pace with the
rap id l y  chang ing
economic  landscape.

The  contemporary
marketplace  is  more
dynamic  than  ever
b e f o r e — i n c r e a s e d
global competition, the
i m p a c t  o f  d i g i t a l
transformation,  and
disruptive  innovation
f a c t o r s  r e q u i r e
b u s i n e s s e s  t o
i m p l e m e n t  a g i l e
management  and
business  strategies  to
compete  and  thrive.
This  indispensable
book provides business
l e a d e r s  a n d
entrepreneurs the tools
and guidance to meet
growth  and  scalability
challenges  head  on.
Equal parts motivation
a n d  p r a c t i c a l
application,  this  book
answers the questions
every  business  leader
asks  from the  startup
ventures to established
companies.  Covering
t o p i c s  i n c l u d i n g
f u n d i n g  o p t i o n s ,
emp loyee  h i r i ng ,
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p r o d u c t - m a r k e t
validation,  remote
team  management,
agile  scaling,  and  the
business lifecycle,  this
essential  resource
p r o v i d e s  a  s o l i d
approach  to  grow  at
the right pace and stay
lean.  This  book  will
enable  you  to:  Apply
42  effective  tools  to
sustain and accelerate
your  business  growth
Avoid the mistakes and
pitfalls associated with
rapid  business  growth
or  organ izat iona l
change Develop a clear
g r o w t h  p l a n  t o
integrate  into  your
overall business model
S t r u c t u r e  y o u r
business  for  rapid
scaling  and  efficient
management  Startup,
Scaleup,  Screwup:  42
Tools  to  Accelerate
Lean & Agile Business
Growth is a must-read
for  entrepreneurs,
founders,  managers,

and senior executives.
Author  Jurgen  Appelo
shares  his  wisdom on
the creative economy,
agile  management,
innovation  marketing,
and  organizational
change  to  provide  a
comprehensive  guide
to  business  growth.
Practical  methods  and
expert  advice  make
this  book an essential
a d d i t i o n  t o  a n y
business professional’s
library.

Connected Strategy

Building  Continuous
C u s t o m e r
Relationships  for
C o m p e t i t i v e
Advantage  Harvard
Business  Press
Business  Models  for
Transforming Customer
Relationships  What  if
there  were  a  way  to
t u r n  o c c a s i o n a l ,
sporadic  transactions
with  customers  into
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long-term,  continuous
relat ionships--whi le
simultaneously  driving
d r a m a t i c
improvements  i n
operational  efficiency?
What  i f  you  cou ld
break  your  existing
trade-offs  between
superior  customer
experience  and  low
c o s t ?  T h i s  i s  t h e
promise of a connected
strategy. New forms of
connectivity--involving
frequent,  low-friction,
c u s t o m i z e d
interactions--mean that
companies  can  now
anticipate  customer
needs as they arise, or
e v e n  b e f o r e .
S i m u l t a n e o u s l y ,
enab led  by  these
t e c h n o l o g i e s ,
companies  can  create
new  business  models
that deliver more value
t o  c u s t o m e r s .
Connected  strategies
are win-win: Customers
get  a  dramatical ly

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
c o m p e t i t i v e
advantage.  With  in-
depth  examples  from
companies operating in
industr ies  such  as
healthcare,  financial
services,  mobil ity,
retail,  entertainment,
nonprofit,  and
education,  Connected
Strategy  identifies  the
f o u r  p a t h w a y s - -
r e s p o n d - t o - d e s i r e ,
curated offering,  coach
b e h a v i o r ,  a n d
automatic  execution--
for  turning  episodic
in te rac t i ons  i n to
c o n t i n u o u s
relat ionships.  The
authors show how each
pathway  creates  a
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c o m p e t i t i v e
advantage, then guide
you through the critical
decisions  for  creating
and implementing your
o w n  c o n n e c t e d
strategies.  Whether
y o u ' r e  t r y i n g  t o
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
n e w  s o u r c e s  o f
capacity  Create  the
right  revenue  model
M a k e  t h e  b e s t
technology  choices  to
support  your  strategy
I n t e g r a t i n g  r i c h
examples,  how-to
advice,  and  practical
tools  in  the  form  of
"workshop  chapters"
throughout,  this  book
i s  t h e  u l t i m a t e
resource  for  creating

competitive advantage
through  connected
relationships with your
c u s t o m e r s  a n d
redefined  connections
in  your  industry.

T h e  D i g i t a l
T r a n s f o r m a t i o n
Playbook

R e t h i n k  Y o u r
Business  for  the
Digital  Age  Columbia
University Press
Rethink  your  business
for  the  digital  age.
Every  business  begun
before  the  Internet
now  faces  the  same
chal lenge:  How  to
transform  to  compete
in  a  digital  economy?
Globally  recognized
digital expert David L.
Rogers  argues  that
digital  transformation
is  not  about  updating
your  technology  but
about  upgrading  your
strategic  thinking.
Based  on  Rogers's
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decade of research and
teaching  at  Columbia
Business  School,  and
his  consu l t ing  for
businesses around the
wor ld,  The  Dig i ta l
T r a n s f o r m a t i o n
Playbook  shows  how
p r e - d i g i t a l - e r a
c o m p a n i e s  c a n
reinvigorate  their
g a m e  p l a n s  a n d
c a p t u r e  t h e  n e w
opportunities  of  the
digital  world.  Rogers
shows  why  traditional
businesses  need  to
rethink their underlying
assumptions  in  five
d o m a i n s  o f
strategy—customers,
competit ion,  data,
innovation,  and  value.
He  revea ls  how  to
harness  customer
networks,  platforms,
b i g  d a t a ,  r a p i d
experimentation,  and
disruptive  business
models—and  how  to
integrate  these  into
your  existing  business

and  organizat ion.
Rogers illustrates every
s t r a t e g y  i n  t h i s
playbook  with  real-
world  case  studies,
from  Google  to  GE,
from Airbnb to the New
Yo rk  T imes .  W i th
practical  frameworks
and  nine  step-by-step
planning  tools,  he
distills  the  lessons  of
today's greatest digital
innovators  and  makes
t h e m  u s a b l e  f o r
businesses  at  any
stage.  Many  books
offer  advice  for  digital
start-ups,  but  The
Digital  Transformation
Playbook  is  the  first
complete treatment of
how legacy businesses
can transform to thrive
in the digital age. It is
an indispensable guide
for  executives  looking
to  take  their  firms  to
the  nex t  s tage  o f
profitable  growth.

B u s i n e s s
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M a s t e r m i n d
Workbook  Leanne
Elich  Consulting
THE  KEY  TO  SALES
SUCCESS in business is
to become a Master of
the  Science  of  Sales.
T h e  B u s i n e s s
Mastermind  Workbook
p r o v i d e s  a
development  platform
to  build  the  world's
best  salespeople.  The
workbook dives deeply
into  frequent  sales
challenges,  making  a
winning  first
impression,  building
rapport,  understanding
psychological  based
customer  behaviours,
m a s t e r i n g
conversational rhythm,
c o m m u n i c a t i n g
effectively,  leadership
techniques,  high-level
cus tomer  serv ice
strategies  and  much
more. It is designed to
h e l p  y o u  f o c u s ,
develop  and  practice
phenomenal sales skills

n e e d e d  t o  b e
successful  in  today's
world  of  selling.  The
L . E . C .  m e t h o d ,
framework  and  toolkit
have  been  curated
o v e r  d e c a d e s  o f
experience  in  sales,
m a n a g e m e n t ,
o p e r a t i o n s  a n d
leadership,  igniting
n e w  w a y s  o f
discovering  growth
o p p o r t u n i t i e s  t o
supercharge  your
b u s i n e s s .  T h e
workbook  will  guide
y o u  t h r o u g h  t h e
m i n d s e t  a n d  t h e
skillset  and  arm  you
w i t h  a  t o o l k i t  t o
activate  opportunities,
overcome  challenges
and set the foundation
for sales success.

Jobs to Be Done

Theory to Practice
W h y  d o  s o m e
innovation  projects
succeed  where  others
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fail?  The book reveals
t h e  b u s i n e s s
implications  of  Jobs
Theory  and  explains
how to put Jobs Theory
into  practice  using
O u t c o m e - D r i v e n
Innovation.

Maximizing  Value
Propos i t ions  to
Increase  Project
Success  Rates  CRC
Press
Value  proposition,  an
old  concept,  is  taking
on  new  significance  in
today’s  innovation-
driven  environment.
Business  focus  has
s h i f t e d  f r o m
deve lop ing  many
c rea t i ve  i deas  to
developing  only  those
that  will  successfully
flow  through  the
product cycle and fulfill
a  customer need.  The
old  approach  resulted
i n  l e s s  t h a n  a  1 0
percent  success  rate
fo r  concepts  that

started  through  the
product cycle; this can
no longer be tolerated.
This new book on value
propositions outlines a
systematic approach to
m a k i n g  a n  e a r l y
evaluation of  potential
projects and programs
so you can determine if
they can add real value
to your organization or
i t s
customers—potentially
saving you millions  of
dollars  and months of
v a l u a b l e  t i m e .
F o c u s i n g  o n  t h e
n e c e s s a r y  d a t a
collection  efforts,
Maximiz ing  Va lue
P r o p o s i t i o n s  t o
I n c r e a s e  P r o j e c t
Success Rates will help
you  ident i fy  easy
oppor tun i t ies  fo r
improvement  and  will
guide you through the
process  of  creating
value  propositions  for
the ideas that will drive
the  organization’s



Value Proposition Design 33

33

future  profits.  It
outlines  a  four-stage
approach  to  creating
value propositions and
explains how to create
effective  value
proposition documents.
The book illustrates the
role of the opportunity
center  in  capturing
new  ideas,  describes
how  to  present  value
p r o p o s i t i o n s  t o
management,  and
includes an example of
a  new  product  value
proposition. Detailing a
method for continuous
r e v i e w  o f  t h e
improvement  process,
it  will  help  you  foster
an  entrepreneurial
mind-set  within  your
e m p l o y e e s  a n d
encourage  them  to
actively  search  and
document value-adding
ideas.  Through  the
effective  use  of  value
propos i t i ons  i t  i s
completely possible for
your  organization  to

increase the number of
new  products/services
it  offers  to  your
customers by over 100
pe rcen t .  I t  i s  no t
unusual  for  this  to
result  in  more  than a
40 percent increase in
profits  per  year.
Adopting the approach
outlined in the text for
u s i n g  v a l u e
propositions  can  save
your  organizations
millions of  dollars and
much time. What could
b e  b e t t e r  t h a n
reducing  costs  while
increasing  sales?

Ask a Manager

How  to  Navigate
Clueless Colleagues,
L u n c h - S t e a l i n g
Bosses, and the Rest
of Your Life at Work
Ballantine Books
From the creator of the
popular website Ask a
Manager  and  New
York’s  work-advice
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columnist  comes  a
witty, practical guide to
200  difficult
p r o f e s s i o n a l
conversations—featuri
ng  al l -new  advice!
There’s a reason Alison
Green has been called
“the Dear Abby of the
work world.” Ten years
as  a  workplace-advice
columnist  have taught
her  that  people  avoid
awkward conversations
in  the  office  because
they simply don’t know
w h a t  t o  s a y .
Thankful ly ,  Green
does—and  in  th i s
incredibly helpful book,
she  tackles  the  tough
discussions  you  may
need  to  have  during
your  career.  You’l l
learn what to say when
• coworkers push their
work  on  you—then
take credit for it • you
accidentally  trash-talk
someone  in  an  email
then  hit  “reply  all”  •
y o u ’ r e  b e i n g

micromanaged—or  not
being managed at all •
you catch a colleague
in  a  l ie  •  your  boss
seems  unhappy  with
y o u r  w o r k  •  y o u r
c u b e m a t e ’ s  l o u d
s p e a k e r p h o n e  i s
making  you  homicidal
• you got drunk at the
holiday party Praise for
Ask  a  Manager  “A
must-read  for  anyone
who works . . . [Alison
Green’s]  advice  boils
down to the idea that
y o u  s h o u l d  b e
professional  (even
when  others  are  not)
a n d  t h a t
communicating  in  a
s t r a i g h t f o r w a r d
manner  with  candor
and  kindness  will  get
you  far ,  no  matter
w h e r e  y o u
w o r k . ” — B o o k l i s t
(starred  review)  “The
author ’s  f r iendly,
warm,  no-nonsense
writing is a pleasure to
read,  and  her  advice
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can be widely  applied
to  relationships  in  all
areas of readers’ lives.
Ideal for anyone new to
the job market or new
to  management,  or
anyone  hop ing  to
improve  their  work
experience.”—Library
Journal (starred review)
“I  am  a  huge  fan  of
Alison  Green’s  Ask  a
Manager  column.  This
book is even better. It
teaches us how to deal
with many of the most
vexing  big  and  little
p r o b l e m s  i n  o u r
workplaces—and to do
s o  w i t h  g r a c e ,
confidence,  and  a
s e n s e  o f
h u m o r . ” — R o b e r t
Su t ton ,  S tan fo rd
professor and author of
The  No  Asshole  Rule
a n d  T h e  A s s h o l e
Survival  Guide  “Ask  a
M a n a g e r  i s  t h e
ultimate  playbook  for
n a v i g a t i n g  t h e
traditional workforce in

a  diplomatic  but  firm
way.”—Erin  Lowry,
a u t h o r  o f  B r o k e
M i l l e n n i a l :  S t o p
Scraping  By  and  Get
Your  Financial  Life
Together

Value  Propositions
that  SELL  eBook
Partnership
I n  t o d a y ' s  h y p e r
competitive  markets,
it's  hard  to  get  your
message heard by the
right buyers. Without a
rock  solid,  relevant
value  proposit ion,
attracting  and  closing
new customers  is  just
plain hard. Most value
p r o p o s i t i o n s  a r e
' inside-out'  -  more
focused on product and
service  features  than
they are on the buyers'
needs.  Today,  you
need a whole lot more
t h a n  a n  e l e v a t o r
speech ,  a  un ique
selling  proposition  or
even  the  one  or  two-



36

36 Value Proposition Design 2023-01-07

line statement of value
f rom  a  se l l e r  t o  a
buyer.  Get  the  road-
m a p  f o r  a  V a l u e
Proposition  Platform
that  helps  you  create
highly  relevant,  value-
based  messaging  for
use in both marketing
c o n t e n t  a n d
conversations  with
buyers.  Get  ready  to
c r e a t e  a  v a l u e
proposition that SELLS!
Includes  Development
Success  Too ls :  1 .
P r imary  research
conducted  with  B2B
buyers 2. Two in-depth
case  s tud ies  that
demonstrate  how  to
b u i l d  a  v a l u e
proposition  platform
from  start  to  finish  3.
Seven  downloadable
templates  to  guide
your work step by step

The Camel Theory

Design and Execute
Your  Unique  Value

P r o p o s i t i o n
I n d e p e n d e n t l y
Published
What  happens  when
we  propose  our  idea,
our  value  proposition,
to  others?  In  a  world
with many options, but
not  enough  time  to
examine them, people
will  act  in  one of  two
ways:  either  they  will
ignore  it,  or  they  will
u s e  d e c i s i o n a l
shortcuts  to  make  a
choice. The second one
is the best option, but
is  it  a  coincidence  or
t h e  r e s u l t  o f  a
strategy?  How  can  a
great  idea,  about  a
product  or  service,
become a success? The
a n s w e r  l i e s  i n
emotional  marketing;
making  it  possible  to
create  successfu l
propositions  based  on
the simple  premise of
telling one's own story
(only)  to those who're
willing to listen. Finding
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someone "who cares".
I n  the  B2B  wor ld ,
things are only seem to
be  different.  We  still
have  to  conv ince
someone  about  our
idea  and  our  passion,
our  dedication  and
competence.Behind
t h e  s p e c i a l i z e d
communication, there's
a  human  being  who
makes  dec i s ions ,
according to their own
b e l i e f s  a n d
experiences.  Their
being  human  affects
their  choices  more
than  their  being  a
" p r o f e s s i o n a l " .
Therefore,  the  goal
doesn't  change:  it's
about  finding  people
who  are  wi l l ing  to
l isten,  just  using  a
different  channel  that
is, nonetheless, able to
take advantage of the
s a m e  d e c i s i o n a l
mechan isms .  The
channel  wil l  be  the
relationship,  while  the

mechanisms will be our
interlocutor's  personal
needs.  The  process
through  which  we
s u c c e e d  i s
qualification:  making
our  product/service
a p p e a r  u n i q u e ,
irresistible  and  tailor-
made  for  that  specific
customer.  This  isThe
Camel Theory:  how to
design  and  execute
your  unique  value
proposition.

The Design Thinking
Playbook

Mindfu l  D ig i ta l
Transformation  of
Teams,  Products,
Services, Businesses
and Ecosystems John
Wiley & Sons
A  r a d i c a l  s h i f t  i n
p e r s p e c t i v e  t o
t r a n s f o r m  y o u r
organization to become
more  innovative  The
D e s i g n  T h i n k i n g
P l a y b o o k  i s  a n
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actionable guide to the
future  of  business.  By
stepping  back  and
questioning the current
mindset,  the  faults  of
the  status  quo  stand
out in stark relief—and
this  guide  gives  you
t h e  t o o l s  a n d
frameworks  you  need
to  kick  off  a  digital
transformation.  Design
Th ink ing  i s  about
approaching  things
differently  with  a
strong user orientation
and fast iterations with
multidisciplinary teams
t o  s o l v e  w i c k e d
problems. It  is equally
app l icab le  to  ( re -
)des ign  products ,
services,  processes,
business  models,  and
ecosystems. It inspires
radical innovation as a
matter  of  course,  and
ignites  capabilities
beyond mere potential.
Unmatched as a source
o f  c o m p e t i t i v e
advantage,  Design

Thinking is the driving
force behind those who
will  lead  industries
t h r o u g h
transformations  and
evolutions.  This  book
describes  how  Design
Thinking  is  applied
across  a  variety  of
industries,  enriched
with  other  proven
approaches as well  as
the  necessary  tools,
and the knowledge to
use  them  effectively.
Packed  with  solutions
for common challenges
inc l ud ing  d ig i t a l
transformation,  this
practical,  highly  visual
discussion  shows  you
how  Design  Thinking
fits  into  agile  methods
within  management,
i n n o v a t i o n ,  a n d
startups.  Explore  the
digitized  future  using
new design criteria  to
create  real  value  for
the user Foster radical
innovation  through  an
inspiring framework for
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action Gather the right
people to build highly-
motivated teams Apply
Des ign  Th ink ing ,
Systems  Thinking,  Big
Data  Analytics,  and
Lean  Start-up  using
new tools and a fresh
n e w  p e r s p e c t i v e
Create Minimum Viable
Ecosystems (MVEs) for
digital  processes  and
s e r v i c e s  w h i c h
becomes  for  example
essential  in  building
Blockchain applications
Practical  frameworks,
real-world  solutions,
and  radical  innovation
wrapped  in  a  whole
new  outlook  give  you
the power to mindfully
lead  to  new  heights.
From  systems  and
operations  to  people,
pro jects ,  cu l ture,
digital ization,  and
beyond, this invaluable
mind  shift  paves  the
w a y  f o r
organ izat ions—and
individuals—to  do

great  things.  When
you’re  ready  to  give
your organization a big
step  forward,  The
D e s i g n  T h i n k i n g
P l a y b o o k  i s  y o u r
practical  guide  to  a
more innovative future.

Moments of Impact

H o w  t o  D e s i g n
S t r a t e g i c
Conversations  That
Accelerate  Change
Simon  and  Schuster
Two leading experts on
"strategic conversation
d e s i g n "  p r e s e n t
creative  methods  for
enabl ing  teams  to
address  issues  while
minimizing  resource-
depleting  workshops
a n d  m e e t i n g s ,
providing  diagnostic
q u e s t i o n s ,  b e s t
practices, and advice.

Selling  Your  Value
Proposition
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How  to  Transform
Your Business into a
Selling  Organization
Kogan Page Publishers
A value  proposition  is
c rea ted  f r om  the
c o m b i n a t i o n  o f  a
company's  products
and  services,  and  the
value  gained  by  the
customer. It is used to
drive  better  business,
and  is  essential  to
s u c c e s s  f o r  a n y
business  -  without  it,
companies  are  at  risk
of  losing  customers
and being drowned out
i n  c r o w d e d
marketplaces.  Selling
Your Value Proposition
is  a  practical,  user-
f r i end l y  gu ide  t o
e s t a b l i s h i n g  a
streamlined  customer-
centric  selling  process
to  communicate  and
e x p r e s s  v a l u e
propositions,  enabling
companies  to  convey
their  value-creating
stories  to  customers

consistently.  Featuring
c a s e  s t u d i e s  a n d
i n t e r v i e w s  w i t h
renowned  business
l e a d e r s  a n d
influencers,  Selling
Your Value Proposition
demonstrates  how
value  propositions
adeptly  posit ion  a
bus iness  across  a
range  of  industries.
The  techniques  and
skills  shared  have  all
been  honed  through
t h e  a u t h o r s '
experience  with  more
than  600  companies
around the world, and
clear,  step-by-step
g u i d e l i n e s  w i l l
empower all readers to
effectively  focus  their
value  propositions  for
competitive success.

Advances  in  The
H u m a n  S i d e  o f
Service  Engineering
AHFE  International
(USA)
I f  there  is  any  one
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e l e m e n t  t o  t h e
engineering  of  service
systems that is unique,
it is the extent to which
the  suitability  of  the
system for human use,
human  service,  and
e x c e l l e n t  h u m a n
experience  has  been
and  must  always  be
c o n s i d e r e d .  A n
exploration  of  this
emerg ing  a rea  o f
research and practice,
A d v a n c e s  i n  t h e
Human Side of Service
Engineering  covers  a
broad  spectrum  of
ergonomics and human
f a c t o r s  i s s u e s
highlighting the design
o f  c o n t e m p o r a r y
service  systems.

S t r a t e g y
I m p l e m e n t a t i o n
Routledge
S t r a t e g y
implementation  -  or
strategy execution - is
a  hot  top ic  today.
M a n a g e r s  s p e n d

significant  resources
on  consul t ing  and
training, in the hope of
c reat ing  br i l l i ant
strategies,  but  all  too
o f t e n  b r i l l i a n t
s t ra teg ies  do  not
translate  into  brilliant
performance. This book
p r e s e n t s  n e w
conceptual models and
tools that can be used
to  implement  different
strategies.  The  author
analyses  how  market
l e a d e r s  h a v e
benefitted  from
successful  strategy
implementation  and
provides  the  reader
with  a  comprehensive
a n d  s y s t e m a t i c
framework  to  tackle
s t r a t e g y
i m p l e m e n t a t i o n
challenges. Have clear
strategic choices been
made?  Are  actions
a l i g n e d  w i t h  t h e
strategy?  What’s  the
organizational  context
for  the  strategy?  In
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answering these simple
questions,  the  book
provides  students  of
strategic management,
along  with  managers
involved  in  designing
and  implementing
strategies ,  wi th  a
valuable  resource.

Woo, Wow, and Win

Serv ice  Design,
Strategy,  and  the
Art  of  Customer
Delight HarperCollins
In  th is  p ioneer ing
guide,  two  business
authorities  introduce
the  new  discipline  of
Service  Design  and
reveal why trying new
strategies  for  pleasing
customers isn’t enough
to  differentiate  your
business—it  needs  to
be designed for service
from  the  ground  up.
Woo,  Wow,  and  Win
reveals the importance
of  des ign ing  your
c o m p a n y  a r o u n d

service,  and  offers
c l e a r ,  p r a c t i c a l
strategies based on the
idea that the design of
services  is  markedly
different  than
m a n u f a c t u r i n g .
Bestselling authors and
bus iness  exper t s
Thomas A. Stewart and
Patr ic ia  O’Connel l
contend  that  most
companies, both digital
and  brick-and-mortar,
B2B  or  B2C;  are  not
d e s i g n e d  f o r
service—to provide an
e x p e r i e n c e  t h a t
matches  a  customer’s
expectat ions  with
every  interaction  and
serves  the  company’s
n e e d s .  W h e n
customers  have  more
choices  than  ever
before,  study  after
study reveals  that  it’s
the  experience  that
makes  the  difference.
T o  p r o v i d e  g r e a t
experiences  that  keep
customers  coming
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back, businesses must
design  their  services
with as much care as
their products. Service
Design is  proactive—it
is  about  delivering  on
y o u r  p r o m i s e  t o
c u s t o m e r s  i n
accordance  with  your
strategy,  not  about
acceding  to  customer
dictates.  Woo,  Wow,
and  Win  teaches  you
how to  create  "Ahhh"
moments  when  the
customer  makes  a
positive judgment, and
t o  a v o i d  O w "
moments—when  you
lose  a  sale  or  worse,
c u s t o m e r  t r u s t .
Whether  you’re  giving
a  haircut,  selling  life
insurance, or managing
an office building,  your
customer is as much a
part  of  your  business
as your employees are.
Together,  you  and
customers  create  a
bank of trust; fueled by
knowledge  of  each

other ’s  sk i l l s  and
preferences.  This  is
Customer  Capital,  the
authors explain, and it
is  jointly  owned.  But
i t ’ s  u p  t o  y o u  t o
manage  it  profitably.
I n n o v a t i v e  y e t
grounded in real world
examples,  Woo,  Wow,
and  Win  is  the  key
strategy  for  winning
c u s t o m e r s — a n d
keeping them.

T h e  L e a n
Entrepreneur

How  Visionaries
Create  Products,
Innovate  with  New
V e n t u r e s ,  a n d
Disrupt Markets John
Wiley & Sons
" T h e  L e a n
Entrepreneur" banishes
t h e  " M y t h  o f  t h e
Visionary"  and  shows
y o u  h o w  y o u  c a n
implement  proven,
actionable  techniques
to create products and
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d i s r u p t  e x i s t i n g
markets  on  your  way
to  entrepreneurial
success.  This  guide
combines the concepts
of  customer  insight,
rapid  experimentation,
and  actionable  data
from the Lean Startup
methodology  to  allow
individuals,  teams,  or
even entire companies
to  solve  problems,
create value, and ramp
up their  vision quickly
and efficiently.

S t o k i n g  Y o u r
Innovation Bonfire

A  R o a d m a p  t o  a
Sustainable  Culture
of  Ingenuity  and
Purpose John Wiley &
Sons
Essential  strategies  to
t r a n s f o r m  y o u r
organization and boost
your  profits  Want  to
r e c a p t u r e  y o u r
organization's  original
innovat ive  spir i t?

S t o k i n g  Y o u r
Innovation  Bonfire
helps you remove the
obstacles  that  have
crippled the innovation
superpowers  that
m a d e  y o u r
organization successful
in the first place. Helps
y o u  i d e n t i f y  t h e
blockages  hindering
innovation  within  your
organization  Reveals
t h e  f u n d a m e n t a l
changes that will  help
your  business  rebuild
i t s  h idden  o r  l o s t
innovation  capabilities
Exp lo res  l ead ing
innovation theories you
can apply  right  away-
without  expensive
consultants  Get  the
strategies you need to
remove  innovation
barr iers,  increase
profits-and  change  the
way  you  do  business.

Innovation Prowess

L e a d e r s h i p
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S t r a t e g i e s  f o r
Accelerating Growth
U n i v e r s i t y  o f
Pennsylvania  Press
A  f r a m e w o r k  f o r
achieving  superior
rates of organic growth
Achieving  superior
g r o w t h  t h r o u g h
innovation  is  a  top
strategic priority for all
companies.  Yet  most
management  teams
struggle to reach their
firm's ambitious growth
targets and suffer slow
g r o w t h .  W h a t
distinguishes  these
growth  laggards  from
growth  leaders  like
I B M ,  N i k e ,  L E G O ,
American  Express,
Amazon, and Samsung
that  realize  their  full
potential  for  growth?
Wharton  professor
George  S.  Day  shows
that  growth  leaders
use  their  innovation
prowess  to  accelerate
their growth at a faster
rate.  In  this  essential

guide, Day reveals how
to  build  this  prowess
by combining discipline
in  growth-seeking
act iv i t ies  w i th  an
organizational ability to
innovate.  Day  shows
managers how to set a
growth strategy that is
realistic  while  sti l l
s t r e t c h i n g  t h e
organization;  search
for  the  best  growth
opportunities along the
full  spectrum  of  14
growth  pathways;  aim
their  growth-seeking
activities  toward  the
c r e a t i o n  o f  n e w
customer  value;  learn
to  profit  from  the
u n c e r t a i n t y  o f
i n n o v a t i o n  b y
successfully  assessing
and  containing  risk;
build the organizational
muscle  to  implement
an  ambitious  growth
strategy;  and  move
faster  from  ideas  to
i m p a c t .  W i t h  t h e
strategies,  processes,
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and methods discussed
in Innovation Prowess,
leaders  can  build  a
t e s t e d  a n d
c o m p r e h e n s i v e
strategy  for  driving
organic  growth  year
a f t e r  y e a r .  T h e
Wharton  Executive
Essentials  Series  The
Wharton  Executive
Essentials  series  from
Wharton  Digital  Press
brings the ideas of the
Wharton  Schoo l ' s
thought leaders to you
wherever  you  are.
Inspired  by  Wharton's
Executive  Education
program, each book is
authored  by  globally
renowned  faculty  and
offers  a  quick-reading,
pene t ra t i ng ,  and
c o m p r e h e n s i v e
s u m m a r y  o f  t h e
knowledge  leaders
n e e d  t o  e x c e l  i n
today's  competitive
business  environment
a n d  c a p t u r e
t o m o r r o w ' s

opportunities.

Bus iness  Mode l
Innovation Strategy

Transformat ional
Concepts  and  Tools
for  Entrepreneurial
Leaders  John Wiley &
Sons
T h e  m o s t
comprehensive,  global
gu ide  to  bus iness
model  des ign  and
i n n o v a t i o n  f o r
academic and business
audiences.  Business
Mode l  Innovat ion
S t r a t e g y :
T r a n s f o r m a t i o n a l
Concepts and Tools for
E n t r e p r e n e u r i a l
Leaders is centered on
a  t imely,  miss ion-
critical  strategic  issue
that  both  founders  of
new  firms  and  senior
m a n a g e r s  o f
incumbent  firms
g l o b a l l y  n e e d  t o
a d d r e s s  a s  t h e y
reimagine their firms in
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the  post  COVID-19
world. The book, which
draws on over 20 years
o f  t h e  a u t h o r s
c o l l a b o r a t i v e
t h e o r e t i c a l  a n d
rigorous  empirical
r e s e a r c h ,  h a s  a
pragmatic  orientation
and  is  filled  with
e x a m p l e s  a n d
i l lustrat ions  f rom
around the world. This
action-oriented  book
provides leaders with a
rigorous  and  detailed
guide  to  the  design
and implementation of
i n n o v a t i v e ,  a n d
scalable  business
m o d e l s  f o r  t h e i r
companies.  Faculty
and  students  can  use
B u s i n e s s  M o d e l
Innovation Strategy as
a  t e x t b o o k  i n
undergraduate,  MBA,
and  EMBA  degree
courses  as  well  as  in
executive  courses  of
various  designs  and
lengths. The content of

the  book  has  been
tested  in  both  degree
a n d  n o n - d e g r e e
courses at some of the
w o r l d ' s  l e a d i n g
business  schools  and
has  helped  students
and  firm  leaders  to
d e v e l o p  g r o u n d -
breaking  business
model  innovations.
This book will help you:
Learn  the  basics  of
b u s i n e s s  m o d e l
innovation ̄including
t h e  l a t e s t
developments  in  the
field  Learn  how
b u s i n e s s  m o d e l
innovation  presents
new  and  profitable
business  opportunities
in industries that were
considered  al l  but
immune  to  attacks
from newcomers Learn
how to  determine  the
viability of your current
business model Explore
new  possibilities  for
va lue  c reat ion  by
redesigning  your  firm's
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b u s i n e s s  m o d e l
Receive practical, step-
by-step  guidance  on
how  to  i n t r oduce
b u s i n e s s  m o d e l
innovation in your own
company Become well-
versed in an important
a r e a  o f  b u s i n e s s
s t r a t e g y  a n d
e n t r e p r e n e u r s h i p
Authors Amit and Zott
anchored the book on
t h e i r  p i o n e e r i n g
research and extensive
s c h o l a r l y  a n d
practitioner-oriented
publications  on  the
d e s i g n ,
implementation,  and
p e r f o r m a n c e
i m p l i c a t i o n s  o f
innovative  business
models.  They  are  the
most  wide ly  c i ted
researchers in the field
of  business  model
innovation,  and  they
t e a c h  a t  t h e  t o p -
ranked Wharton School
of  the  University  of
Pennsylvania  and  the

prest igious  global
business  school  IESE
wi th  campuses  in
Barcelona,  Madrid,
Munich, New York, and
São Paulo.

EHealth  Research,
T h e o r y ,
Development

A  Multi-disciplinary
Approach
This is the first book to
p r o v i d e  a
c o m p r e h e n s i v e
overview of  the social
and  technological
context  from  which
eHealth  applications
h a v e  a r i s e n ,  t h e
p s y c h o l o g i c a l
principles  on  which
they  are  based,  and
the  key  development
and  evaluation  issues
r e l e v a n t  t o  t h e i r
s u c c e s s f u l
intervention.

Delivering  Profitable
Value  Basic  Books
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In 'Delivering Profitable
Value', Michael Lanning
d r a w s  f r o m  o v e r
twenty-five  years'
experience  to  offer  a
fundamentally  new
approach  to  strategy
and  performance,
s h o w i n g  h o w  a n y
business can transform
itse l f  into  a  va lue
delivery  system  that
cons i s t en t l y  and
profitably  delivers
superior experiences to
customers. At its core,
'Delivering  Profitable
Value'  is  about  the
creative  relationship
b e t w e e n  a n
organization  and  its
customers.  Michael
Lanning's  landmark
book provides a tested
m e t h o d  f o r
es tab l i sh i ng  and
n u r t u r i n g  t h o s e
relat ionships,  and
capturing the profitable
growth that results.

O r g a n i z i n g  f o r

Sustainability

A  G u i d e  t o
Developing  New
Business  Models
Springer  Nature
This  upper-level  Open
Access  textbook  aims
to  educate  students
and  professionals  on
h o w  t o  d e v e l o p
business  models  that
have a positive impact
on people, society, and
t h e  s o c i a l  a n d
e c o l o g i c a l
e n v i r o n m e n t .  I t
explores  a  different
v i e w  o f  h o w  t o
o r g a n i z e  v a l u e
creation,  from a focus
o n  a n  a l m o s t
exclusively  monetary
value  creation  to  one
that  creates  positive
i m p a c t  t h r o u g h
multiple  values.  The
book  offers  students
and  entrepreneurs  a
structured  approach
based  through  the
B u s i n e s s  M o d e l
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Template  (BMT).  It
cons i s t s  o f  t h ree
stages and ten building
blocks to facilitate the
deve lopment  o f  a
business model. Users,
be  they  students  or
practitioners,  need  to
choose from one of the
three  offered  business
model  archetypes,
namely  the  platform,
community, or circular
business models. Each
archetype  offers  a
dedicated logic for vale
creation. The book can
be used to  develop  a
business  model  from
scratch  (turning  an
idea  into  a  working
p r o t o t y p e )  o r  t o
transform  an  existing
business  model  into
o n e  o f  t h e  t h r e e
a r c h e t y p e s .
Throughout  the  book
extra sources, links to
relevant  online  video
clips, assignments and
literature are offered to
f a c i l i t a t e  t h e

development  process.
This  book  will  be  of
interest  to  students
s t u d y i n g  t h e
d e v e l o p m e n t  o f
bus iness  mode ls ,
s u s t a i n a b l e
m a n a g e m e n t ,
innovation,  and  value
creation. It will also be
of  interest  executives,
and professionals such
as consultants or social
entrepreneurs  seeking
further education.--

O u t c o m e s  O v e r
Output

W h y  C u s t o m e r
Behavior is the Key
Metric  for  Business
S u c c e s s
I n d e p e n d e n t l y
Published
"A project has to have
a goal, otherwise, how
do  you  know  you're
done? In the old days
of engineering, setting
project  goals  wasn't
that  hard.  But  when
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you're making software
products,  done is  less
obv ious .  When  i s
Microsoft  Word  done?
When is Google done?
O r  F a c e b o o k ?  I n
rea l i t y ,  so f tware
systems  are  never
done. So then how do
we give teams a goal
that they can work on?
Mostly,  we simply ask
t e a m s  t o  b u i l d
features-but  features
are the wrong way to
go.  We  often  bui ld
features that create no
value.  Instead,  we
need to give teams an
outcome  to  achieve.
S e t t i n g  g o a l s  a s
outcomes  sounds
simple,  but  it  can  be
hard to do in practice.
This book is a practical
g u i d e  t o  u s i n g
outcomes to guide the
work  of  your  team"--
Publisher's website.

T h e y  A s k ,  Y o u
Answer

A  Revolut ionary
Approach to Inbound
S a l e s ,  C o n t e n t
Market ing ,  and
Today 's  D ig i ta l
Consumer  John Wiley
& Sons
The  revolut ionary
guide  that  challenged
businesses around the
world to stop selling to
their  buyers  and start
a n s w e r i n g  t h e i r
q u e s t i o n s  t o  g e t
results;  revised  and
updated  to  address
n e w  t e c h n o l o g y ,
trends,  the continuous
evolution of the digital
consumer,  and  much
more In today’s digital
age,  the  traditional
s a l e s
funnel—marketing  at
the  top,  sales  in  the
midd le ,  customer
s e r v i c e  a t  t h e
bottom—is  no  longer
effective.  To  be
successful,  businesses
must  obsess  over  the
questions,  concerns,
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and  problems  their
buyers  have ,  and
a d d r e s s  t h e m  a s
h o n e s t l y  a n d  a s
thoroughly as possible.
Every day, buyers turn
to  search  engines  to
a s k  b i l l i o n s  o f
questions.  Having  the
answers they need can
attract  thousands  of
potential  buyers  to
your  company—but
only  if  your  content
strategy  puts  your
answers at  the top of
those  search  results.
I t ’ s  a  s i m p l e  a n d
powerful equation that
produces  growth  and
success: They Ask, You
Answer.  Using  these
principles,  author
Marcus  Sheridan  led
his  struggling  pool
company  from  the
bleak  depths  of  the
housing crash of 2008
to become one of the
largest  pool  installers
in  the  United  States.
D i s cove r  how  h i s

proven  strategy  can
work for your business
a n d  m a s t e r  t h e
principles  of  inbound
and content marketing
that  have  empowered
t h o u s a n d s  o f
companies  to  achieve
exceptional  growth.
They Ask, You Answer
is  a  straightforward
guide  filled  with
practical  tactics  and
i n s i g h t s  f o r
transforming  your
marketing  strategy.
This  new  edition  has
been fully revised and
updated  to  reflect  the
evolution  of  content
marketing  and  the
increasing demands of
today’s  internet-savvy
buyers.  New  chapters
explore  the  impact  of
t e c h n o l o g y ,
c o n v e r s a t i o n a l
m a r k e t i n g ,  t h e
essential  elements
every business website
should  possess,  the
rise of video, and new
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stories from companies
that  have  achieved
remarkable results with
They Ask, You Answer.
Upon  reading  th is
book,  you  will  know:
How to build trust with
buyers through content
and video. How to turn
your web presence into
a  magnet  for  qualified
buyers.  What  works
and  what  doesn ’ t
through  new  case
studies, featuring real-
world  results  from
companies  that  have
e m b r a c e d  t h e s e
principles.  Why  you
need to  think  of  your
business  as  a  media
company,  instead  of
r e l y i n g  o n  m o r e
t r a d i t i o n a l  ( a n d
ineffective)  ways  of
a d v e r t i s i n g  a n d
marketing.  How  to
achieve buy-in at your
company  and  truly
embrace  a  culture  of
content  and  video.
How to transform your

current customer base
i n t o  l o y a l  b r a n d
advocates  for  your
company.  They  Ask,
You Answer is a must-
have  resource  for
companies that want a
f resh  approach  to
marketing  and  sales
t h a t  i s  p r o v e n  t o
generate  more  traffic,
leads,  and  sales.

Do,  Innovat ion,
Design Thinking and
Value  Proposition
Workbook
This workbook or set of
t e m p l a t e s
accompanies  Spice
Cata lyst ' s  course
e n t i t l e d  " D o ,
Innovation,  Design
T h i n k i n g ,  V a l u e
Proposition"  course
which  is  available  on-
line or for a scheduled
in  person  instructor
lead  de l ivery .The
problem  this  course
resolves  is  how  to
figure  out  what  your
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product should be able
to do for its customer
leading  through  the
innovation process and
design  thinking  to
know for sure what is
your  products  value
p r o p o s i t i o n . T h i s
workbook  provides
guidance  on  figuring
those  things  out.By
"Do"  I  am  bui ld ing
upon  the  concept  of
o u t c o m e  b a s e d
innovation and jobs to
be  done.  But  it  goes
into more detail  as to
what people "want" to
d o  i n  o r d e r  t o
accomplish  their  job.
Plus  other  questions
like "why,  when,  who,
w h e r e ,  h o w ,
i m p o r t a n c e  a n d
s a t i s f a c t i o n . T h i s
workbook  provides
g u i d a n c e  f o r  t h e
co l l ec t ion  o f  th i s
information  covering
o b s e r v a t i o n ,
interviews, surveys and
analytics.

E - L e a r n i n g :
S t r a t e g i e s  f o r
D e l i v e r i n g
Knowledge  in  the
Digital  Age  McGraw
Hill  Professional
Internet  and  intranet
technologies  offer
t r e m e n d o u s
opportunities  to  bring
lea rn ing  i n to  the
m a i n s t r e a m  o f
business.  E-Learning
o u t l i n e s  h o w  t o
d e v e l o p  a n
o r g a n i z a t i o n - w i d e
learn ing  s t rategy
based on cutting-edge
techno log ies  and
explains  the  dramatic
s t r a t e g i c ,
organizational,  and
technology  issues
involved.  Written  for
p r o f e s s i o n a l s
responsible for leading
the  revo lu t i on  i n
workplace  learning,  E-
Learning takes a broad,
strategic  perspective
on  corporate  learning.
This  wake-up  call  for
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executives everywhere
d i s c u s s e s :  •
Requ i rements  for
building  a  viable  e-
learning  strategy  •
How  online  learning
will change the nature
o f  t r a i n i n g
o r g a n i z a t i o n s  •
K n o w l e d g e
management and other
n e w  f o r m s  o f  e -
l e a r n i n g  M a r c  J .
Rosenberg ,  Ph .D .
(Hillsborough, NJ) is an
i n d e p e n d e n t
consultant  specializing
i n  k n o w l e d g e
m a n a g e m e n t ,  e -
learning  strategy  and
the  reinvent ion  of
training.  Prior  to  this,
h e  w a s  a  s e n i o r
direction and kowledge
management  field
leader  for  consulting
firm  DiamondCluster
International.

The Mary Kay Way

Timeless  Principles

f rom  Amer i ca ' s
Greatest  Woman
Entrepreneur  John
Wiley  &  Sons
The  Mary  Kay  Way:
Timeless  Principles
f r o m  A m e r i c a ' s
G r e a t e s t  W o m a n
Entrepreneur is back in
print  and  updated  to
reflect developments in
today ’ s  bus iness
environment  for  the
modern  entrepreneur.
You will find inspiration
a n d  r e a l ,  p r o v e n
success principles that
represents  the  forty-
five  year  old  success
story of Mary Kay Ash,
founder Mary Kay, Inc.,
t h e  c o s m e t i c s
company that provides
women  with  unlimited
oppor tun i t ies  fo r
success. A foreword by
Mary  Kay’s  grandson,
a l s o  a  c o m p a n y
executive,  introduces
her  timeless  guide  to
e n t r e p r e n e u r i a l
success.
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T h e  C u s t o m e r -
Driven  Playbook

C o n v e r t i n g
Customer  Feedback
into  Successfu l
Products  "O'Reilly
Media,  Inc."
Desp i t e  t he  w ide
acceptance  of  Lean
a p p r o a c h e s  a n d
customer-development
s t ra teg ies ,  many
product  teams  stil l
have  difficulty  putting
these  principles  into
meaningful  action.
That ’ s  where  The
C u s t o m e r - D r i v e n
Playbook  comes  in.
This  practical  guide
provides  a  complete
end-to-end  process
that  w i l l  he lp  you
understand customers,
identify their problems,
conceptualize  new
ideas ,  and  create
fantastic  products
they’ll  love.  To  build
successful  products,
you need to continually

test  your  assumptions
about  your  customers
and  the  products  you
build. This book shows
t e a m  l e a d s ,
researchers, designers,
and managers  how to
use  the  Hypothesis
Progression Framework
(HPF)  to  formulate,
experiment  with,  and
make sense of  critical
customer  and  product
assumptions  at  every
stage.  With  helpful
t i p s ,  r e a l - w o r l d
e x a m p l e s ,  a n d
complete guides, you’ll
quickly  learn  how  to
turn  Lean  theory  into
action.  Collect  and
f o r m u l a t e  y o u r
assumpt ions  in to
hypotheses that can be
t e s t e d  t o  u n l o c k
meaningful  insights
Conduct  experiments
to  create  a  continual
cadence  of  learning
Derive  patterns  and
meaning  f rom  the
f e e d b a c k  y o u ’ v e
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c o l l e c t e d  f r o m
customers  Improve
your  confidence  when
mak ing  s t ra teg i c
business  and  product
decisions  Track  the
progression  of  your
a s s u m p t i o n s ,

hypotheses,  ear ly
ideas,  concepts,  and
product  features  with
step-by-step playbooks
Improve  customer
satisfaction by creating
a  consistent  feedback
loop


