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This is the no B.S. guide to presenting software like a
pro. If you're a SaaS startup founder or sales rep,
you'll learn to: Ensure prospects attend your demos
Discover why your demos fail to close the deal Better
differentiate yourself from competitors Customize
your demo to your prospects' needs Improve your
demo-win rates Deal with questions and objections
during the demo Expertly handle bugs and demo fails
Giving successful product demos is not rocket
science. Anybody can do it-if you've got the right
blueprint.

Product Demos That Sell
Imagine selling $2 million "worth" of Google stock and
only receiving $50 in return? This scenario happens
every day for venture-backed companies. Failure to
quickly understand high-growth company valuation
can cost trillions of dollars. Yet very few leaders
involved in a venture-backed company have a
definitive understanding of how valuation techniques
are being applied to their financial statements and
the decision-making process. Featuring extensive
case studies of high-profile corporations, including
Facebook, Twitter, and Microsoft, Venture Capital
Valuation provides the knowledge and techniques
necessary to understand and value high-growth
companies. Sharing his twenty-year track record
helping thousands of investors, practitioners, and
entrepreneurs measure and realize high-growth
venture, author Lorenzo Carver draws on real-world
cases from investors, founders, and advisors to
illustrate how each corporation was impacted by
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valuations. By putting these techniques into a context
and framework, Venture Capital Valuation simplifies
them so that anyone founding, running, and investing
in these innovative companies can apply them
immediately. Featuring a companion website where
readers can access and download additional case
study material, as well as different valuation materials
mentioned throughout the text, Venture Capital
Valuation explores: Why what you don't know about
valuation will cost you money How VCs, angels,
founders, and employees give up investment cash
flow every day Facebook at $80 billion valuation
versus Enron at $80 billion valuation Deal terms,
waterfalls, and the pre-money myth Whether venturebacked companies should even consider a discounted
cash flow (DCF) model Separating enterprise value
from the allocation of that value Valuing total equity
Using Future Value (FV) and Present Value (PV) to
value future cash flows today Why applying the
typical DCF model to a venture-backed company
hardly ever works "Enterprise Value" + "Allocation
Methods" = Value Destruction Undervaluing
companies and overvaluing employee options Why
you should D.O.W.T. (doubt) venture capital returns
409A valuation professionals discussing topic 820
(FAS 157) with VC CFOs An invaluable resource for
anyone who wants to make the most out of their
investments, Venture Capital Valuation shows
business appraisers and venture capitalists how to
maximize their returns and avoid losing
money—before the damage becomes irreparable.

Customer Success
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Offers six sample business models and thirty case
studies to help build and monetize a business.

Software Business
This book contains the refereed proceedings of the
6th International Conference on Software Business,
ICSOB 2015, held in Braga, Portugal, in June 2015.
The theme of the event was "Enterprising Cities"
focusing on a noticeable spillover of software within
other industries enabling new business models:
Companies bundle their physical products and
software services into solutions and start to sell
independent software products in addition to physical
products. The 16 full, five short, and three doctoral
symposium papers accepted for ICSOB were selected
from 42 submissions. The papers span a wide range
of issues related to contemporary software
business—from strategic aspects that include external
reuse, ecosystem participation, and acquisitions to
operational challenges associated with running
software business.

Hotel Pricing in a Social World
Accelerating profitable growth has been one of the
long-standing challenges of business executives. Even
today, with stock markets booming and M&A activity
returning to record levels, organic growth is anemic
for many companies. In our experience, the root
cause is a lack of strategy in the organization's
thinking, planning, and marketing. Many successful
business leaders have built their careers on execution
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and efficiency but have relatively little experience
making the strategic decisions that drive the top line.
Lean, Six Sigma, and other efficiency-focused
methodologies are fantastic at answering questions
around how to do things better, but they are not
suited to answer strategic questions around what they
should do and why. Through our experience, we
realized that there are a set of core principles and
frameworks that can improve, sometimes
dramatically, the selection and targeting of growth
opportunities and importantly, turn good ideas into
good businesses quickly and with more confidence.
Over time we realized that there was nothing magical
in the concepts we were using in our work. We do not
claim to be mystical seers interpreting some strategy
oracle that only we can understand. And that became
our mission: to teach capable people at all levels of
an organization how to apply strategic concepts
themselves. There are significant advantages to
embedding strategic thinking capabilities throughout
the organization. 1. Some of the best organic growth
ideas bubble up from lower levels of the organization.
2. Embedding strategic thinking skills creates a more
discerning audience for top-down initiatives. 3.
Leveraging this process over time will groom the next
generation of general managers for success 4.
Building organizational strategic capabilities can be a
real differentiator in the B2B world. To accomplish this
we developed Grassroots Strategy, a seminar-based
approach that teaches good strategic thinking by
having the participants apply what they're learning to
actual challenges confronting their business. This
book walks through the approach and concepts that
we teach and apply during those seminars. The title of
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this book speaks to our perspective on strategy. The
best strategies are not dictated from an "ivory tower."
Rather, they are firmly rooted in the reality of the
market and leverage the cross-functional experience
and intelligence of the entire organization. And once
they take root, these strategic principles not only lead
to better targeted growth initiatives, they provide the
healthy foundation that is needed for a growth culture
to thrive. Throughout this book we take readers from
strategy apprentice to journeyman strategic thinker.
We will show you how to apply proven strategy
concepts and tools within a framework that enables
their use. With diligence and discipline, this process
will separate the best growth ideas from the alsorans. And it will enable you to redirect resources and
accelerate the best ideas to deliver results more
quickly. How do we know this works? Well, our clients
give us credit for hundreds of millions of dollars of
incremental operating profit, and that's good enough
for us. The number of companies that would benefit
from our approach is far larger than those we can
reach with our consulting practice. Although there is
no substitute for the full, week-long Grassroots
Strategy seminar experience, we created this book as
a "do-it-yourself" guide for those who want to
encourage strategic thinking within their organization
from the ground up. Whatever your situation, this
book is a convenient way to share these concepts
with all teams and individuals seeking strategic
growth. We hope you enjoy the journey.

From Impossible to Inevitable
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Priceless
In today's competitive environment, the consumer
occupies a predominant position in the eyes of a
marketer or business organization. The preferences
and predilections of the consumers, and their
behaviour and choices are needed to be carefully
analyzed as, ultimately, their purchase preferences
will increase the market share of the company,
maximize its profit and enhance sustainability - the
most important goal of the company. This book,
through predictive modelling theories, focuses on
identifying and profiling of target market segments,
developing positioning strategy and brand
personality, finding the consumer preferences,
offering marketing strategies and delivering value to
the customer. The predictive modelling theories
discussed in the book help streamline the decisionmaking process, in order to efficiently target the
preferred consumer segment. The book further
delineates the decision-making process which is
determined by the three approaches: Heuristic
approach - RFM analysis; Statistical approach logistics regression and conjoint analysis; and Data
mining approach - Chi-square automatic interactive
decision. Software applications such as Excel, SPSS
and Answer Tree are used to explain the theories
clearly.

Cloud Application Architectures
"Product-Led Growth is about helping your customers
experience the ongoing value your product provides.
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It is a critical step in successful product design and
this book shows you how it's done." - Nir Eyal, Wall
Street Journal Bestselling Author of "Hooked"

Grassroots Strategy
Break your revenue records with Silicon Valley’s
“growth bible” “This book makes very clear how to
get to hyper-growth and the work needed to actually
get there” Why are you struggling to grow your
business when everyone else seems to be crushing
their goals? If you needed to triple revenue within the
next three years, would you know exactly how to do
it? Doubling the size of your business, tripling it, even
growing ten times larger isn't about magic. It's not
about privileges, luck, or working harder. There's a
template that the world's fastest growing companies
follow to achieve and sustain much, much faster
growth. From Impossible to Inevitable details the
hypergrowth playbook of companies like Hubspot,
Salesforce.com (the fastest growing multibillion dollar
software company), and EchoSign—aka Adobe
Document Services (which catapulted from $0 to
$144 million in seven years). Whether you have a $1
billion or a $100,000 business, you can use the same
insights as these notable companies to learn what it
really takes to break your own revenue records.
Pinpoint why you aren’t growing faster Understand
what it takes to get to hypergrowth Nail a niche (the
#1 missing growth ingredient) What every revenue
leader needs to know about building a scalable sales
team There’s no time like the present to surpass
plateaus and get off of the up-and-down revenue
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rollercoaster. Find out how now!

Not for Free
Prepare for CompTIA Cloud Essentials Exam CLO-001
with McGraw-Hill Professional—a Platinum-Level
CompTIA Authorized Partner offering Authorized
CompTIA Approved Quality Content to give you the
competitive edge on exam day. Filled with practice
questions, CompTIA Cloud Essentials Certification
Study Guide (Exam CLO-001) covers what you need to
know--and shows you how to prepare--for this
challenging exam. 100% complete coverage of all
official objectives for CLO-001 Exam Readiness
Checklist--you're ready for the exam when all
objectives on the list are checked off Exam Watch
notes call attention to information about, and
potential pitfalls in, the exam Two-Minute Drills for
quick review at the end of every chapter Covers all
the exam topics, including: Characteristics of Cloud
Services from a Business Perspective * Cloud
Computing and Business Value * Technical
Perspective/Cloud Types * Steps to Successful
Adoption of Cloud Computing * Impact and Changes
of Cloud Computing on IT Service Management * Risk
and Consequences of Cloud Computing Electronic
content includes: Complete MasterExam practice
testing engine, featuring: One practice exam Detailed
answers with explanations Score Report performance
assessment tool Bonus downloadable MasterExam
practice exam

Cloudonomics
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The CIO's essential manual to leveraging cloud
computing as a the business competitive asset. Cloud
Computing: Advanced Business and IT Strategies to
Extract Tangible Value from the Cloud introduces a
business-oriented approach to implementing cloud
computing. Philippe Abdoulaye through his concepts
of integrated Cloud-Oriented Operating (iCLOOP)
model, Cloud Consumer-Provider Service Delivery
Model, Operating Model Transformation Cube, IaaS
and SaaS Service Delivery Cubes, demonstrates how
to leverage cloud and increase businesses'
competitiveness. Cloud Computing: Advanced
Business and IT Strategies to Extract Tangible Value
from the Cloud provides a comprehensive Cloud
Transition Life Cycle (TLC) along with a complete set
of 50 tools driving the end-to-end transition to cloud.
Philippe Abdoulaye's work is a major one; it provides
concrete and actionable solutions to cloud transition.

The Product-Led Organization
The Art of SaaS
The Price Advantage by three preeminent experts at
McKinsey & Company is the most pragmatic and
insightful book on pricing available. Based on indepth, first-hand experience with hundreds of
companies, this book is designed to provide
managers with comprehensive guidance through the
maze of pricing issues. The authors demonstrate why
pricing excellence is critical to corporate success and
profitability, then explain state-of-the-art approaches
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to analyzing and improving your own pricing strategy
for any product or service. Their advice is critical for
readers who need to develop pricing strategies that
work in both good economic times and bad.

Lean Analytics
Prada stores carry a few obscenely expensive items in
order to boost sales for everything else (which look
like bargains in comparison). People used to download
music for free, then Steve Jobs convinced them to
pay. How? By charging 99 cents. That price has a
hypnotic effect: the profit margin of the 99 Cents Only
store is twice that of Wal-Mart. Why do text messages
cost money, while e-mails are free? Why do jars of
peanut butter keep getting smaller in order to keep
the price the "same"? The answer is simple: prices are
a collective hallucination. In Priceless, the bestselling
author William Poundstone reveals the hidden
psychology of value. In psychological experiments,
people are unable to estimate "fair" prices accurately
and are strongly influenced by the unconscious,
irrational, and politically incorrect. It hasn't taken long
for marketers to apply these findings. "Price
consultants" advise retailers on how to convince
consumers to pay more for less, and negotiation
coaches offer similar advice for businesspeople
cutting deals. The new psychology of price dictates
the design of price tags, menus, rebates, "sale" ads,
cell phone plans, supermarket aisles, real estate
offers, wage packages, tort demands, and corporate
buyouts. Prices are the most pervasive hidden
persuaders of all. Rooted in the emerging field of
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behavioral decision theory, Priceless should prove
indispensable to anyone who negotiates.

Information Systems Development
A playbook on product-led strategy for software
product teams There's a common strategy used by
the fastest growing and most successful businesses of
our time. These companies are building their entire
customer experience around their digital products,
delivering software that is simple, intuitive and
delightful, and that anticipates and exceeds the
evolving needs of users. Product-led organizations
make their products the vehicle for acquiring and
retaining customers, driving growth, and influencing
organizational priorities. They represent the future of
business in a digital-first world. This book is meant to
help you transform your company into a product-led
organization, helping to drive growth for your
business and advance your own career. It provides: A
holistic view of the quantitative and qualitative
insights teams need to make better decisions and
shape better product experiences. A guide to setting
goals for product success and measuring progress
toward meeting them. A playbook for incorporating
sales and marketing activities, service and support, as
well as onboarding and education into the product
Strategies for soliciting, organizing and prioritizing
feedback from customers and other stakeholders; and
how to use those inputs to create an effective product
roadmap The Product-Led Organization: Drive Growth
By Putting Product at the Center of Your Customer
Experience was written by the co-founder and CEO of
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Pendo—a SaaS company and innovator in building
software for digital product teams. The book reflects
the author’s passion and dedication for sharing what
it takes to build great products.

Software Business
A USA Today bestseller! Companies like Netflix,
Spotify, and Salesforce are just the tip of the iceberg
for the subscription model. The real
transformation--and the real opportunity--is just
beginning. Subscription companies are growing nine
times faster than the S&P 500. Why? Because unlike
product companies, subscription companies know
their customers. A happy subscriber base is the
ultimate economic moat. Today's consumers prefer
the advantages of access over the hassles of
maintenance, from transportation (Uber, Surf Air), to
clothing (Stitch Fix, Eleven James), to razor blades
and makeup (Dollar Shave Club, Birchbox).
Companies are similarly demanding easier, long-term
solutions, trading their server rooms for cloud storage
solutions like Box. Simply put, the world is shifting
from products to services. But how do you turn
customers into subscribers? As the CEO of the world's
largest subscription management platform, Tien Tzuo
has helped hundreds of companies transition from
relying on individual sales to building customercentric, recurring-revenue businesses. His core
message in Subscribed is simple: Ready or not,
excited or terrified, you need to adapt to the
Subscription Economy -- or risk being left behind.
Tzuo shows how to use subscriptions to build
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lucrative, ongoing one-on-one relationships with your
customers. This may require reinventing substantial
parts of your company, from your accounting
practices to your entire IT architecture, but the payoff
can be enormous. Just look at the case studies: *
Adobe transitions from selling enterprise software
licenses to offering cloud-based solutions for a flat
monthly fee, and quadruples its valuation. * Fender
evolves from selling guitars one at a time to creating
lifelong musicians by teaching beginners to play, and
keeping them inspired for life. * Caterpillar uses
subscriptions to help solve problems -- it's not about
how many tractors you can rent, but how much dirt
you need to move. In Subscribed, you'll learn how
these companies made the shift, and how you can
transform your own product into a valuable service
with a practical, step-by-step framework. Find out how
how you can prepare and prosper now, rather than
trying to catch up later.

The Manual of Ideas
Praise for How to Sell at Margins Higher Than Your
Competitor "This is the complete book for both new
and experienced salespeople and business owners to
learn and re-learn the essentials for success. How to
Sell at Margins Higher Than Your Competitors
emphasizes the pricing strategies and tactics to
increase the market share and profits of any
organization. This is a book that is as important to
presidents as it is to salespeople." --Bill Scales, CEO,
Scales Industrial Technologies, Inc. "As the largest
service provider in our industry, we have a significant
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market advantage. However, we constantly walk the
pricing tightrope because, as this book so clearly
states, 'business is a game of margins . . . not a game
of volume!'" --John K. Harris, CEO, JK Harris &
Company, LLC "If you live and die on price, this book
could be your only lifeline." --Tom Reilly, CSP, author
of Value-Added Selling and Crush Price Objections
"How to Sell at Margins Higher Than Your Competitors
successfully illustrates profitable sales truths to assist
us in selling for maximum return. This book's wellresearched, logical, and affirming words validate the
simple fact that as a premium company we deserve
premium margins. So, while our competitors reduce
or match prices out of fear and scarcity, our
managers, thanks to this powerful sales tool, can
continue quoting and closing with profitable
confidence." --Joe Bracket, President, Power
Equipment Company "I learned a long time ago that it
is pretty difficult to control what my competitors will
do, but we must control what we do--like maintaining
margins. This book is a 'wow!' that will help my
salesmen crack bad habits. Sales organizations should
design their entire training programs around the
content in this book." --George C. Giessing, President,
Brusco-Rich, Inc. "This energizing book is the 'right
stuff' for every sales force. It should be a required
study for every executive and sales professional who
seeks to be successful." --David R. Little, Chairman
and CEO, DXP Enterprises, Inc.

Financial Executive
The advancementof the softwareindustry has hada
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substantialimpact notonly onproductivityandonGDPgr
owthglobally,butalsoonourdailyworkandlife. Software
business refers to commercial activity of the software
industry, aimed at generating income from delivery of
software products and software services. Although
software business shares common features with other
international knowledge-intensive businesses, it
carries many inherent features making it an intriguing
and challenging domain for research. Until now,
however, software business has received little
attention from the academic community. The First
International Conference on Software Business (ICSOB
2010) was organized in Jyv ̈ askyl ̈ a during June
21–23, 2010. This inaugural conference brought
together a strong Program Committee of 52 members
with research disciplines from various ?elds of
business management and technology mana- mentas
wellasinternational?avorwithmemberscomingfrom17c
ountriesfrom South and North America to Europe,
India and Australia. Wereceived35researchpapersubm
issions.Thepaperswentthroughadoub- blind review
process producing at least three reviews for each
accepted paper. The ProgramCommittee accepted 13
submissions to be presented as full papers in the
conference, equaling 37% of the submissions. In
addition, ten papers were accepted as short papers.
The accepted papers represent the wide variety of - s
earchactivityonsoftwarebusiness.Forthepurposesofthe
conferenceprogram, the papers were organized under
eight themes: business models, business m- agement,
ecosystems, education and research,
internationalization, open source software and social
media, product management, and software as a
service. In addition to the paper sessions, the
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conference program included three keynote
presentations and a Business Innovation Track
containing best-practice presentations from the
software industry. The conference program also
included two workshops, three tutorials and an
adjunct meeting of the Cloud Software Consortia.

The Automatic Customer
Lessons from HubSpot, Salesforce, Gainsight and
Other Iconic Brands "The Uber of this" "The Salesforce
of that" "It's like Instagram, but for" There is no such
thing as an original idea anymore – right? Actually, it
turns out that the world’s most innovative companies
have created so much more than just brand new
products and technology. They've created entirely
new market categories. The challenge is that
successfully building new categories requires a
perfect storm of luck and timing. Or does it? Category
Creation is the first and only book on the topic written
by executives and marketers actively building new
categories. It explains how category creation has
become the Holy Grail of marketing, and more
importantly, how it can be planned and orchestrated.
It's not about luck. You can use the same tactics that
other category-defining companies have used to
delight customers, employees, and investors. There’s
no better strategy that results in faster growth and
higher valuations for the company on top. Author
Anthony Kennada, former Chief Marketing Officer at
Gainsight, explains how he led Gainsight in creating
the “customer success” category, and shares success
stories from fellow category-creators like Salesforce,
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HubSpot and others. It requires much more than just
having the best product. You have to start and grow a
conversation that doesn’t yet exist, positioning a
newly discovered problem in addition to your
company and product offerings. The book explains
the 7 key principles of category creation, including
the importance of creating a community of early
adopters who will rally around the problem they all
share—especially if someone will lead them. · Identify
the “go” and “no go” signals for category creation in
your business · Activate customers and influencers as
brand ambassadors · Grow a community by investing
in live events and experiences · Prove the impact of
category creation investments on growth, customer
success, and company culture Written for
entrepreneurs, marketers, and executives from
startups to large enterprises, Category Creation is the
exclusive playbook for building a category defining
brand in the modern economy.

Venture Capital Valuation, + Website
"How smart companies can use subscriptions to win
customers, increase cash flow, and ignite growth
What do Zipcar, Netflix, and WhatsApp have in
common? They are pioneers of the new subscription
economy in which people pay automatically for much
more than publications. John Warrillow, the acclaimed
author of Built to Sell, offers a blueprint for winning
subscribers for any kind of business. He explains, for
instance, - The nine different subscription models and
how to apply each in your business. - How Dollar
Shave Club turned shaving into a subscription. - The
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secret psychology of selling a subscription. - The eight
reasons why customers stop subscribing. Whether
business owners want to transform their entire model
into a recurring revenue engine orjust pick up an
extra 5 percent of automatic sales, they will find great
insights and examples in Warrillow's book"--

Subscribed
Your success as a Software-as-a-Service (SaaS)
company is completely dependent on acquiring and
keeping users in your product. But if you¿re using
traditional marketing tactics, you¿re likely struggling
to scale your business quickly. That¿s because
conventional marketing techniques focus on engaging
prospects and users outside of the product.

Mastering Product Experience in SaaS
This volume constitutes the published proceedings of
the 17th International Conference on Information
Systems Development. They present the latest and
greatest concepts, approaches, and techniques of
systems development - a notoriously transitional field.

Cloud Computing For Dummies
Making predictions about the future is always tricky.
But there is one prediction that author Rob
Bernshteyn is quite confident in making: Across a host
of industries, we will move to a model that he calls
value as a service. It is already common knowledge
that many traditional-products companies are
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converting the delivery of their offerings to the as-aservice model. With the completion of this transition
assumed, the coming disruption will focus less on the
delivery model and more on the value delivered.
Value as a Service is the simple idea that measurable
value delivered for customers will be the ultimate
competitive battleground. Every customer will want to
understand the exact value that they are being
provided. They will want a quantifiable difference as
they compare their options. Is your business ready to
embrace this coming disruption? Are you ready?

Value as a Service
The author is beyond excited about the potential that
comes from new ventures. One of the key
characteristics of successful entrepreneurs is courage,
but courage only is most often far too little and can
end up in a fiasco soon. The author is convinced that
there is a set of rules that is valid for most companies.
Knowledge and usage of this set of rules could make
an entrepreneurs life much easier. The key question
within this book is: 'What aspects of business
development are of tremendous importance for
Software as a Service start up companies?' In order to
find some answers to this question the author defined
a pattern by outlining his findings within a fictional
company called CashOnePro.

Consulting Magazine
Product-Led Growth
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"Scaling Lean offers an invaluable blueprint for
modeling startup success. You'll learn the essential
metrics that measure the output of a working
business model, give you the pulse of your company,
communicate its health to investors, and enable you
to make precise interventions when things go wrong,
"--Amazon.com.

Cloud Computing - Advanced Business
and IT Approaches to Extract Tangible
Value from Cloud
A Must-Have Reference for both Business and IT
Professionals! - Discover and Deal with how IT works
in the real world - Understand Information People and
what makes them tick - Build and maintain powerful
and positive relationships between the Business and
IT that move your Business forward - Create and
manage effective IT teams that get the job done on
time, within budget, and increase company revenue Understand and manage the Business Politics of IT Make sense of Business Technology and have it work
for you - Get familiar with new methodologies that are
influencing the future of technology - Learn to avoid
the pitfalls that result in IT project failures and waste
money - Inspire Business teams to focus on obtaining
the unfair advantage in their industry through the
intelligent and managed use of technology - Discover
how to use meaningful technology to improve the
quality of life of everyone who wants and needs it

Lean B2B
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Authored by two passionate evangelists and
practitioners in the Software as a Service (SaaS)
movement, The Art of SaaS is a primer on the
fundamentals of building and successfully running a
healthy SaaS business organization.

The Gun Digest Book of Modern Gun
Values
The ultimate guide to assessing and exploiting the
customervalue and revenue potential of the Cloud A
new business model is sweeping the world—the
Cloud. And,as with any new technology, there is a
great deal of fear,uncertainty, and doubt surrounding
cloud computing.Cloudonomics radically upends the
conventional wisdom,clearly explains the underlying
principles and illustrates throughunderstandable
examples how Cloud computing can create
compellingvalue—whether you are a customer, a
provider, a strategist,or an investor. Cloudonomics
covers everything you need toconsider for the
delivery of business solutions, opportunities,
andcustomer satisfaction through the Cloud, so you
can understandit—and put it to work for your
business. Cloudonomicsalso delivers insight into when
to avoid the cloud, and why. Quantifies how
customers, users, and cloud providers cancollaborate
to create win-wins Reveals how to use the Laws of
Cloudonomics to define strategyand guide
implementation Explains the probable evolution of
cloud businesses andecosystems Demolishes the
conventional wisdom on cloud usage, IT
spend,community clouds, and the enterprise-provider
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cloud balance Whether you're ready for it or not,
Cloud computing is here tostay. Cloudonomics
provides deep insights into the businessvalue of the
Cloud for executives, practitioners, and strategistsin
virtually any industry—not just technology executives
butalso those in the marketing, operations,
economics, venturecapital, and financial fields.

The Sales Acceleration Formula
Businees model disruption affects not just
entertainment, media, and retail companies, but
many other industries where supply chains,
production lines, distribution channels, and the
products and services themselves are becoming more
digital. In INFORMATION RULES, Hal Varian and Carl
Shapiro discussed how traditional sources of revenues
were being threatened as new ventures entered the
market, offering new business models, innovating
partnership approaches, and changing the integral
nature of the value chain. This book moves beyond
predictions of academics and maps out the practices
that work. Berman helps readers to analyze and distill
their new revenue generating opportunities into the
action plans lacking in most existing books. By closely
examining how the best companies are exploiting
new revenue models, Berman suggests seven key
components of new strategy execution. Discussing
new products, market segments, pricing strategies,
indirect revenue streams through networked
communities, and other models, this book provides
lessons for Monday morning as well as a look at the
bigger picture of how revenue innovation informs
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larger business model innovation and longer term
corporate strategy.

How To Start Up A Software Business
Within A Cloud Computing Environment:
An Evaluation Of Aspects From A
Business Development Perspective
Take control of revenue management in the new hotel
economy Hotel Pricing in a Social World: How to Drive
Value in the New Hotel Economy is an insightful
resource that provides guidance on improving
organizational decision making to keep your hotel
relevant, from a pricing standpoint, in the often
chaotic hotel landscape. This groundbreaking book
clearly showcases the current environment of the
hotel industry, and describes new and emerging
trends that can impact your revenue management
tactics. This essential text prepares you to survive
and thrive in today's highly competitive market, and
outlines the best approach to building profitable
pricing strategies that follow both tactical and
strategic best practices. Revenue management has
become a key activity in the highly social
environment of today's hotel industry, thanks to
mobile technology and social media. Though
relatively new, revenue management is a quicklyevolving discipline that requires precision if you want
to maintain your hotel's relevance in the market.
Leverage original research, case studies, and industry
examples to understand the practical application of
key concepts Explore current market conditions that
have an impact on revenue management Consider
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how advances in data management, analytics, and
data visualization can impact revenue management
practices Identify how revenue management can help
you take advantage of market opportunities and
overcome challenges Hotel Pricing in a Social World:
How to Drive Value in the New Hotel Economy is an
essential text for hotel CFOs, CMOs, revenue
managers, and operations managers who want to
leverage revenue management techniques to keep
their hotel competitive.

Prairie Farmer
Reveals the proprietary framework used by an
exclusive community of top money managers and
value investors in their never-ending quest for
untapped investment ideas Considered an
indispensable source of cutting-edge research and
ideas among the world's top investment firms and
money managers, the journal The Manual of Ideas
boasts a subscribers list that reads like a Who's Who
of high finance. Written by that publication’s
managing editor and inspired by its mission to serve
as an "idea funnel" for the world's top money
managers, this book introduces you to a proven,
proprietary framework for finding, researching,
analyzing, and implementing the best value investing
opportunities. The next best thing to taking a peek
under the hoods of some of the most prodigious
brains in the business, it gives you uniquely direct
access to the thought processes and investment
strategies of such super value investors as Warren
Buffett, Seth Klarman, Glenn Greenberg, Guy Spier
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and Joel Greenblatt. Written by the team behind one
of the most read and talked-about sources of research
and value investing ideas Reviews more than twenty
pre-qualified investment ideas and provides an
original ranking methodology to help you zero-in on
the three to five most compelling investments
Delivers a finely-tuned, proprietary investment
framework, previously available only to an elite group
of TMI subscribers Step-by-step, it walks you through
a proven, rigorous approach to finding, researching,
analyzing, and implementing worthy ideas

The Arts and State Governments
Firearms made since 1900 are far more numerous
than those made before 1900. Many of these
post-1900 firearms are found at auctions, arms
retailers, in advertisements, and as 'young' family
heirlooms. Much more affordable and plentiful than
pre-1900 collector-grade arms, many of these
post-1900 guns are increasingly viewed as collectible,
valuable assets. This all-new expanded edition helps
collectors identify firearms, evaluate conditions, and
determine values. Detailed specifications and current
values from specialized experts are provided for
domestic and imported handguns, rifles, shotguns,
and commemorative firearms. Heavily illustrated with
more than 8,000 arms, each listing includes
descriptions and values in three grades of condition,
according to the NRA's "Modern" standards. A new
8-page color section hosts many popular arms.

The Elysian Fields of Information
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Technology. a People Path to
Technological Value.
This book contains the refereed proceedings of the
Second International Conference on Software
Business (ICSOB) held in Brussels, Belgium, in June
2011. This year's conference theme "Managing
Software Innovation for Tomorrow's Business" reflects
the specific challenges in the research domain of
software business. The 14 papers accepted for ICSOB
were selected from 27 submissions covering topics
like software ecosystems, usage of open source
software, software as a service, and software product
and project management. The volume is completed
by a short summary of the keynote and the two
workshops (EPIC 2011 "Third Workshop on Leveraging
Empirical Research Results for Software Business,"
and IWSECO 2011 "Third International Workshop on
Software Ecosystems") preceding the main
conference.

Predictive Modelling in Strategic
Marketing
Use data, technology, and inbound selling to build a
remarkable team and accelerate sales The Sales
Acceleration Formula provides a scalable, predictable
approach to growing revenue and building a winning
sales team. Everyone wants to build the next $100
million business and author Mark Roberge has
actually done it using a unique methodology that he
shares with his readers. As an MIT alum with an
engineering background, Roberge challenged the
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conventional methods of scaling sales utilizing the
metrics-driven, process-oriented lens through which
he was trained to see the world. In this book, he
reveals his formulas for success. Readers will learn
how to apply data, technology, and inbound selling to
every aspect of accelerating sales, including hiring,
training, managing, and generating demand. As SVP
of Worldwide Sales and Services for software
company HubSpot, Mark led hundreds of his
employees to the acquisition and retention of the
company's first 10,000 customers across more than
60 countries. This book outlines his approach and
provides an action plan for others to replicate his
success, including the following key elements: Hire
the same successful salesperson every time — The
Sales Hiring Formula Train every salesperson in the
same manner — The Sales Training Formula Hold
salespeople accountable to the same sales process —
The Sales Management Formula Provide salespeople
with the same quality and quantity of leads every
month — The Demand Generation Formula Leverage
technology to enable better buying for customers and
faster selling for salespeople Business owners, sales
executives, and investors are all looking to turn their
brilliant ideas into the next $100 million revenue
business. Often, the biggest challenge they face is the
task of scaling sales. They crave a blueprint for
success, but fail to find it because sales has
traditionally been referred to as an art form, rather
than a science. You can't major in sales in college.
Many people question whether sales can even be
taught. Executives and entrepreneurs are often left
feeling helpless and hopeless. The Sales Acceleration
Formula completely alters this paradigm. In today's
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digital world, in which every action is logged and
masses of data sit at our fingertips, building a sales
team no longer needs to be an art form. There is a
process. Sales can be predictable. A formula does
exist.

How to Sell at Margins Higher Than Your
Competitors
State government spending on the arts is minimaland may be losing ground relative to other state
expenditures. The authors examine efforts made by
state arts agencies, or SAAs, to address a changing
political and fiscal environment and present their
findings on the risks and rewards of bringing the arts
and political worlds closer together.

The Price Advantage
« This is a must read for every B2B entrepreneur,
SaaS creator or consultant and business school
student. It's the kind of book you don't read once, you
go back to it on a regular basis. » - Carmen Gerea,
CEO & Co-founder, UsabilityChefs Lean B2B helps
entrepreneurs and innovators quickly find traction in
the enterprise. Packed with more than 20 case studies
and used by thousands around the world, Lean B2B
consolidates the best thinking around Business- toBusiness (B2B) customer development to help
entrepreneurs and innovators focus on the right
things each step of the way, leaving as little as
possible to luck. The book helps: • Assess the market
potential of opportunities to find the right opportunity
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for your team • Find early adopters, quickly establish
credibility and convince business stakeholders to
work with you • Find and prioritize business problems
in corporations and identify the stakeholders with the
power to influence a purchase decision • Create a
minimum viable product and a compelling offer,
validate a solution and evaluate whether your team
has found product-market fit • Identify and avoid
common challenges faced by entrepreneurs and learn
ninja techniques to speed up product-market
validation « The book will pay itself off in the first
couple of pages! » - Ben Sardella, Co-Founder,
Datanyze ⭐⭐⭐⭐⭐ 86% of Readers Rated it 5-Stars
⭐⭐⭐⭐⭐ « Treat this book like a map to show you where
you are and a compass to show you the direction. I
wish I could have read it 2 or 3 years ago. » –
Jonathan Gebauer, Founder, exploreB2B « Lean B2B is
filled with rock-solid advice for technology
entrepreneurs who want a rapid-growth trajectory.
Read it to increase your certainty and your success
rate. » - Jill Konrath, Author of AGILE SELLING and
Selling to Big Companies « Probably the most slept on
book in the Lean startup market right now. There is
no sugarcoating here. Garbugli tells you exactly what
needs to happen and how to make it happen literally
holds your hand and spells it out. I was really
impressed with the overall depth and advice
presented. » - AJ, B2B Entrepreneur « The book I read
of which I have learned the most. » - Etienne Thouin,
Founder and CTO, SQLNext Software « This book is
essential reading for would-be entrepreneurs who
face the daunting task of entering B2B markets. » –
Paul Gillin, Co-Author, Social Marketing to the
Business Customer
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Category Creation
If you're involved in planning IT infrastructure as a
network or system architect, system administrator, or
developer, this book will help you adapt your skills to
work with these highly scalable, highly redundant
infrastructure services. While analysts hotly debate
the advantages and risks of cloud computing, IT staff
and programmers are left to determine whether and
how to put their applications into these virtualized
services. Cloud Application Architectures provides
answers -- and critical guidance -- on issues of cost,
availability, performance, scaling, privacy, and
security. With Cloud Application Architectures, you
will: Understand the differences between traditional
deployment and cloud computing Determine whether
moving existing applications to the cloud makes
technical and business sense Analyze and compare
the long-term costs of cloud services, traditional
hosting, and owning dedicated servers Learn how to
build a transactional web application for the cloud or
migrate one to it Understand how the cloud helps you
better prepare for disaster recovery Change your
perspective on application scaling To provide realistic
examples of the book's principles in action, the author
delves into some of the choices and operations
available on Amazon Web Services, and includes highlevel summaries of several of the other services
available on the market today. Cloud Application
Architectures provides best practices that apply to
every available cloud service. Learn how to make the
transition to the cloud and prepare your web
applications to succeed.
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CompTIA Cloud Essentials Certification
Study Guide (Exam CLO-001)
"Customer Success will become the authoritative
book of the emerging Customer Success industry and
target any business that is trying to focus, or re-focus,
on customers and will be applicable to all customer
management roles such as Account Manager,
Customer Advocacy, Client Relationship Manager, and
Customer Success Manager along with the leadership
of those organizations. Customer Success will address
the pains of how to start creating a customer-centric
company and how to think strategically about
Customer Success - how to organize, compensate,
find a leader, measure, etc. Customer Success has
exploded as one of the hottest B2B movements since
the advent of the subscription business model"--

Scaling Lean
The easy way to understand and implement cloud
computing technology written by a team of experts
Cloud computing can be difficult to understand at
first, but the cost-saving possibilities are great and
many companies are getting on board. If you've been
put in charge of implementing cloud computing, this
straightforward, plain-English guide clears up the
confusion and helps you get your plan in place. You'll
learn how cloud computing enables you to run a more
green IT infrastructure, and access technologyenabled services from the Internet ("in the cloud")
without having to understand, manage, or invest in
the technology infrastructure that supports them.
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You'll also find out what you need to consider when
implementing a plan, how to handle security issues,
and more. Cloud computing is a way for businesses to
take advantage of storage and virtual services
through the Internet, saving money on infrastructure
and support This book provides a clear definition of
cloud computing from the utility computing
standpoint and also addresses security concerns
Offers practical guidance on delivering and managing
cloud computing services effectively and efficiently
Presents a proactive and pragmatic approach to
implementing cloud computing in any organization
Helps IT managers and staff understand the benefits
and challenges of cloud computing, how to select a
service, and what's involved in getting it up and
running Highly experienced author team consults and
gives presentations on emerging technologies Cloud
Computing For Dummies gets straight to the point,
providing the practical information you need to know.
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