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The Sports Event Management and Marketing Playbook
John Wiley & Sons Incorporated Publisher Description

The Sports Event Management and Marketing Playbook
John Wiley & Sons As a sporting event planner, how do you keep up with the trends of the ticket buying public, sponsorship and merchandising while at the same time attending to the
hundreds of management and operational details required to execute the event? A successful sports event requires a planner that can read signals from their market and plan
strategically to maintain sponsors and a ﬁll an arena.

Sport Facility Operations Management
A Global Perspective
Routledge Anybody working in sport management will be involved in the operation of a sports facility at some point in their career. It is a core professional competency at the heart
of successful sport business. Sport Facility Operations Management is a comprehensive and engaging textbook which introduces cutting-edge concepts in facilities and operations
management, including practical guidance from professional facility managers. Now in a fully revised and updated second edition—which introduces new chapters on capital
investment and operational decision-making—the book covers all fundamental aspects of sport facility operations management from a global perspective, including: ownership
structures and ﬁnancing options planning, design, and construction processes organizational and human resource management ﬁnancial and operations management legal concerns
marketing management and event planning risk assessment and security planning benchmarking and performance management Each chapter contains newly updated real-world
case studies and discussion questions, innovative 'Technology Now!' features and step-by-step guidance through every element of successful sport facilities and operations
management, while an expanded companion website oﬀers lecture slides, a sample course syllabus, a bank of multiple-choice and essay questions, glossary ﬂashcards links to
further reading, and appendices with relevant supplemental documentation. With a clear structure running from planning through to the application of core management disciplines,
Sport Facility Operations Management is essential reading for any sport management course.

Athletic Director's Desk Reference
Human Kinetics "This applied reference includes management tips, planning tools, and policies for athletic administrators. Designed primarily as a reference for intercollegiate
athletic program administrators, high school athletic administrators, courses in athletic administrations and libraries"--

The Lean Product Playbook
How to Innovate with Minimum Viable Products and Rapid Customer Feedback
John Wiley & Sons The missing manual on how to apply Lean Startup to build products that customers love The Lean Product Playbook is a practical guide to building products that
customers love. Whether you work at a startup or a large, established company, we all know that building great products is hard. Most new products fail. This book helps improve
your chances of building successful products through clear, step-by-step guidance and advice. The Lean Startup movement has contributed new and valuable ideas about product
development and has generated lots of excitement. However, many companies have yet to successfully adopt Lean thinking. Despite their enthusiasm and familiarity with the highlevel concepts, many teams run into challenges trying to adopt Lean because they feel like they lack speciﬁc guidance on what exactly they should be doing. If you are interested in
Lean Startup principles and want to apply them to develop winning products, this book is for you. This book describes the Lean Product Process: a repeatable, easy-to-follow
methodology for iterating your way to product-market ﬁt. It walks you through how to: Determine your target customers Identify underserved customer needs Create a winning
product strategy Decide on your Minimum Viable Product (MVP) Design your MVP prototype Test your MVP with customers Iterate rapidly to achieve product-market ﬁt This book
was written by entrepreneur and Lean product expert Dan Olsen whose experience spans product management, UX design, coding, analytics, and marketing across a variety of
products. As a hands-on consultant, he reﬁned and applied the advice in this book as he helped many companies improve their product process and build great products. His clients
include Facebook, Box, Hightail, Epocrates, and Medallia. Entrepreneurs, executives, product managers, designers, developers, marketers, analysts and anyone who is passionate
about building great products will ﬁnd The Lean Product Playbook an indispensable, hands-on resource.

Esports Business Management
Human Kinetics Publishers Learn about the rapidly expanding esports industry in Esports Business Management. Written by esports executives and experts and endorsed by the
International Esports Federation, Esports Research Network, and the United States Esports Federation, this is a comprehensive introduction to the world of esports.

Managing Sport Events
Human Kinetics Managing Sport Events presents the principles and practices of eﬀective event management, taking readers through the entire process from event conception
through postevent evaluation.

Events Management
Routledge Events Management is the must-have introductory text providing a complete A-Z of the principles and practices of planning, managing and staging events. The book:
introduces the concepts of event planning and management presents the study of events management within an academic environment discusses the key components for staging
an event, covering the whole process from creation to evaluation examines the events industry within its broader business context, covering impacts and event tourism provides an
eﬀective guide for producers of events contains learning objectives and review questions to consolidate learning Each chapter features a real-life case study to illustrate key
concepts and place theory in a practical context, as well as preparing students to tackle any challenges they may face in managing events. Examples include the Beijing Olympic
Games, Google Zeitgeist Conference, International Confex, Edinburgh International Festival, Ideal Home Show and Glastonbury Festival. Carefully constructed to maximise learning,
the text provides the reader with: a systematic guide to organizing successful events, examining areas such as staging, logistics, marketing, human resource management, control
and budgeting, risk management, impacts, evaluation and reporting fully revised and updated content including new chapters on sustainable development and events, perspectives
on events, and expanded content on marketing, legal issues, risk and health and safety management a companion website: www.elsevierdirect.com/9781856178181 with additional
materials and links to websites and other resources for both students and lecturers

The Customer Centricity Playbook
Implement a Winning Strategy Driven by Customer Lifetime Value
University of Pennsylvania Press 2019 AXIOM BUSINESS BOOK AWARD WINNER Featured in Forbes, NPR's Marketplace, and a Google Talk, The Customer Centricity Playbook oﬀers
"actionable insights to drive immediate value," according to Neil Hoyne, Head of Customer Analytics and Chief Analytics Evangelist, Google. How did global gaming company
Electronic Arts go from being named "Worst Company in America" to clearing a billion dollars in proﬁt? They discovered a simple truth--and acted on it: Not all customers are the
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same, regardless of how they appear on the surface. In The Customer Centricity Playbook, Wharton School professor Peter Fader and Wharton Interactive's executive director Sarah
Toms help you see your customers as individuals rather than a monolith, so you can stop wasting resources by chasing down product sales to each and every consumer. Fader and
Toms oﬀer a 360-degree analysis of all the elements that support customer centricity within an organization. In this book, you will learn how to: Develop a customer-centric strategy
for your organization Understand the right way to think about customer lifetime value (CLV) Finetune investments in customer acquisition, retention, and development tactics based
on customer heterogeneity Foster a culture that sustains customer centricity, and also understand the link between CLV and market valuation Understand customer relationship
management (CRM) systems, as they are a vital underpinning for all these areas through the valuable insights they provide Fader's ﬁrst book, Customer Centricity, quickly became a
go-to for readers interested in focusing on the right customers for strategic advantage. In this new book, Fader and Toms oﬀer a true playbook for companies of all sizes that want
to create and implement a winning strategy to acquire, develop, and retain customers for the greatest value. "A must-read."--Aimee Johnson, Chief Marketing Oﬃcer, Zillow "The
Customer Centricity Playbook oﬀers fundamental insights to point organizations of any size in the right direction."--Rob Markey, Partner, Bain & Company, Inc., and coauthor, The
Ultimate Question 2.0"Peter Fader and Sarah Toms oﬀer transformative insights that light the path for business leaders."--Susan Johnson, Chief Marketing Oﬃcer, SunTrust Banks

EBOOK: Operations Management 2/e
McGraw Hill EBOOK: Operations Management 2/e

Life Cycle of Sustainable Packaging
From Design to End-of-Life
John Wiley & Sons Life Cycle of Sustainable Packaging An expert review of packaging’s role in sustainability and the environment In Life Cycle of Sustainable Packaging: From Design
to End of Life, a team of distinguished researchers delivers an authoritative and accessible explanation of the role played by packaging in sustainable development and the circular
economy. The book oﬀers expansive coverage of every aspect of the packaging life cycle, from design to management and end of life. It is a holistic and integrated evaluation of
packaging’s environmental footprint. The authors show students and readers how to incorporate design and life cycle concepts into the development of sustainable packaging
materials and help them understand critical background information about pollution and risk management. They also provide readers with learning objectives and self-study
questions for each chapter that help them retain and understand the ideas discussed in the book. Readers will also ﬁnd: A thorough introduction to the role of packaging in
sustainable development An in-depth examination of design thinking in the packaging design process, including the ﬁve stages of design thinking and innovation tools
Comprehensive discussions of pollution and risk management, as well as soil, water, and air pollution Expansive treatments of global climate change, life cycle assessment, and
municipal solid waste. Perfect for undergraduate and graduate students learning about sustainability and packaging, Life Cycle of Sustainable Packaging: From Design to End of Life
will earn a place in the libraries of chemical, biochemical, plastics, materials science, and packaging engineers.

The Book Direct Playbook
Say Goodbye to OTAs with Proven Marketing Tactics to Boost Direct Bookings
Get direct bookings for your Short Term Rental properties using powerful insights from one of the Top 20 Most Inﬂuential People in the Vacation Rental Industry - Keep reading! Are
you a rental property owner who can seem to get direct booking without relying on big-name platforms? Are you tired of giving up a hefty percentage of your earnings to these said
platforms? Are you looking for a way to boost your direct bookings and get the full-sum proﬁts you deserve? You're not alone. When Mark Simpson - renowned author, awardwinning mentor, and proud Boostly founder - was tasked to take his family's short-stay accommodation business online, he was quite grateful for websites like Booking Holidays,
Expedia Group, and Airbnb. But when he realised that business owners are just a number to them, he learned to pivot... and his family's business thrived. In "The Book Direct
Playbook", Mark poured all his experience, learnings, insights, (and the odd soccer reference), to help property owners around the world ﬁnally regain control and turn their
business into the champion of direct bookings. Using this powerful guide, you will: Find and attract your ideal guest using a step-by-step, targeted approach to creating a customer
avatar, identifying your ideal guest, and scoring big with every single one Structure your business and implement the best systems, including optimized mobile-friendly websites,
customer management systems, and lead generation tools Learn Mark's secret sauce to leveraging social media, with insights from his company Boostly - a recipient of the Best Use
of Social Media 2020 award at The Shortyz Deep dive into the easiest ways that business owners like you can convert an online travel agency booking into a direct one And so much
more!

Sport Facility Operations Management
Routledge This is the ﬁrst book to take a truly global look at facilities operations management in the sport industry. Sports facilities management is in the national news with reports
from the BBC that three 2012 Olympic venues in London are being evaluated by accountants to see whether they will deliver value for money. The current estimate of government
spending on the games is £9.3billion. There is also an ongoing debate about the fate of the 80,000 seat stadium that is being constructed for the games at a cost of £500million.
Sport facilities of all shapes and sizes are an ingrained part of global sport management culture. As such, it is inevitable that students who enter into the ﬁeld of sport management
will interact with the management and operations of a sport facility at some point during their career. This textbook provides the theoretical foundation for sport facility operations
management, and is supplemented both in the text and in the companion site containing: schematics, planning documents, sample forms, and sample ownership/ management
structures. In addition, each author will infuse research and experiences from sport facilities around the world (North America; Europe; Middle East/ Asia; Australia and New
Zealand) to ensure that a global perspective is at the core of this book. This book is published with the sport management lecturer and student in mind.

The Marketing Revolution in Politics
What Recent U.S. Presidential Campaigns Can Teach Us About Eﬀective Marketing
University of Toronto Press In 2008, Barack Obama's presidential campaign used an innovative combination of social media, big data, and micro-targeting to win the White House. In
2012, the campaign did it again, further honing those marketing tools and demonstrating that political marketing is on the cutting edge when it comes to eﬀective branding,
advertising, and relationship-building. The challenges facing a presidential campaign may be unique to the political arena, but the creative solutions are not. The Marketing
Revolution in Politics shows how recent US presidential campaigns have adopted the latest marketing techniques and how organizations in the for-proﬁt and non-proﬁt sectors can
beneﬁt from their example. Distilling the marketing practices of successful political campaigns down into seven key lessons, Bruce I. Newman shows how organizations of any size
can apply the same innovative, creative, and cost-eﬀective marketing tactics as today's presidential hopefuls. A compelling study of marketing in the make-or-break world of
American politics, this book should be a must-read for managers, students of marketing and political marketing, and anyone interested in learning more about how presidential
campaigns operate. Winner of the 2016 International Book Award in the "Business: Marketing & Advertising" category.

The Startup Playbook
Founder-to-Founder Advice from Two Startup Veterans
John Wiley & Sons Get the real guidance you need to create and build your ﬁrst startup company from founders who have been there many times before. The ﬁrst run printing of The
Startup Playbook SOLD OUT! So, we revised, expanded, and improved this second edition, including a new foreword by Brad Feld, author of Venture Deals. We still give our
personal, how-to guide for building your startup from the ground up. You’ll ﬁnd a collection of the major lessons and shortcuts we’ve learned that will shift the odds in your favor.
We’re sharing our tips, secrets, and advice in a frank, founder-to-founder discussion with you. We make no bones about our bias. We’re on your side, the founder’s side. While
venture capitalists, investors, and accelerators/incubators can add great value in the startup ecosystem, this book isn’t about their points of view. We’ll tell you where our interests
as founders diverge from those on the other side of the table—investors, bankers, advisors, board members, and others—and what to do when that happens. The Startup Playbook is
not a recipe, it’s not a template, it’s not a list of tasks to do. It’s our insider’s guide to starting a company and running it successfully in those critical early months. Between us,
we’ve started over a dozen high-tech software companies and raised over $500 million in investment capital. We’ve acquired over thirty-ﬁve companies, had three of our startups go
public, sold six of them, and we made billions of dollars for shareholders. We’ve also invested in over eighty startups, advised and mentored over two hundred companies and
actively worked with venture capitalists (VCs), incubators, and accelerators to help launch many other new startups. We’ve had plenty of failures, too. And we’ve probably learned
more from those than from the successes. We share those lessons as well. The Startup Playbook is full of our advice, guidance, do’s, and don’ts from our years of experience as
founders many times. We want to share our hard-earned knowledge with you to make success easier for you to achieve. This book is extraordinarily fresh and exciting. In an
accessible, straight talk fashion, this book is a manual, and an inspiration. The Startup Playbook is smart and avoids the "I am so smart" over-writing endemic to the genre. Read
this as it is presented. You'll be doing yourself a tremendous favor. - Amazon Reviewer
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Customer Relationship Management
The Foundation of Contemporary Marketing Strategy
Taylor & Francis This book balances the behavioral and database aspects of customer relationship management, providing students with a comprehensive introduction to an often
overlooked, but important aspect of marketing strategy. Baran and Galka deliver a book that helps students understand how an enhanced customer relationship strategy can
diﬀerentiate an organization in a highly competitive marketplace. This edition has several new features: Updates that take into account the latest research and changes in
organizational dynamics, business-to-business relationships, social media, database management, and technology advances that impact CRM New material on big data and the use
of mobile technology An overhaul of the social networking chapter, reﬂecting the true state of this dynamic aspect of customer relationship management today A broader discussion
of the relationship between CRM and the marketing function, as well as its implications for the organization as a whole Cutting edge examples and images to keep readers engaged
and interested A complete typology of marketing strategies to be used in the CRM strategy cycle: acquisition, retention, and win-back of customers With chapter summaries, key
terms, questions, exercises, and cases, this book will truly appeal to upper-level students of customer relationship management. Online resources, including PowerPoint slides, an
instructor’s manual, and test bank, provide instructors with everything they need for a comprehensive course in customer relationship management.

EBOOK: Principles and Practice of Marketing, 9e
McGraw Hill EBOOK: Principles and Practice of Marketing, 9e

Data-driven travel marketing
The importance of business intelligence for aﬃliate marketing in the travel industry
LIT Verlag Münster A dynamic business environment, various digital marketing tools and the power of data are main challenges travel companies have to face. Up-to-dateness and
ﬂexibility are crucial for increasing competitiveness and surviving in the jungle of travel ﬁrms. But how can these challenges be managed? With a holistic view, business intelligence
enhances data-driven decision-making, addresses challenges and brings ﬁrms to the next level. By combining data technologies with aﬃliate marketing, this book develops a datadriven concept for enhanced decision-making in aﬃliate travel marketing.

Current Marketing and Production Studies
Akademisyen Kitabevi

The Green to Gold Business Playbook
How to Implement Sustainability Practices for Bottom-Line Results in Every Business
Function
John Wiley & Sons "Implement the green strategies outlined in Dan Esty's and Andrew Winston’s bestseller Green to Gold" Hard-nosed business advice for gaining competitive
advantage through sustainability action in buildings and operations, information technology, product design, sourcing, manufacturing, logistics and transportation, marketing,
accounting, and other key business functions Whether you are a climate change skeptic or an environmentalist, sustainability issues cannot be ignored in today’s corporate world.
With rising energy and natural resource costs, intensiﬁed regulations, investor pressures, and a growing demand for environmentally friendly products, sustainability is no longer an
option—it’s a business imperative. Unlike many green business books, the Playbook skips the environmental ideology and deals exclusively with tools and strategies that have been
shown to cut costs, reduce risks, drive revenues, and build brand identity. Builds on Dan Esty and Andrew Winston’s prizewinning Green to Gold, which has become a business
classic and a staple of management training across the world. Shows in detail how each business function or department can achieve an eco-advantage over the competition Oﬀers
frameworks, checklists, and action plans applicable to any business–big or small, in manufacturing or services The Green to Gold Business Playbook gives you the tools to make
green work-and work proﬁtably-for your business.

Principles of Marketing
Pearson UK

The Routledge Companion to Ethnic Marketing
Routledge The globalization of marketing has brought about an interesting paradox: as the discipline becomes more global, the need to understand cultural diﬀerences becomes all
the more crucial. This is the challenge in an increasingly international marketplace and a problem that the world's most powerful businesses must solve. From this challenge has
grown the exciting discipline of ethnic marketing, which seeks to understand the considerable opportunities and challenges presented by cultural and ethnic diversity in the
marketplace. To date, scholarship in the area has been lively but disparate. This volume brings together cutting-edge research on ethnic marketing from thought leaders across the
world. Each chapter covers a key theme, reﬂecting the increasing diversity of the latest research, including models of culture change, parenting and socialization, responses to web
and advertising, role of space and social innovation in ethnic marketing, ethnic consumer decision making, religiosity, diﬀering attitudes to materialism, acculturation, targeting and
ethical and public policy issues. The result is a solid framework and a comprehensive reference point for consumer researchers, students, and practitioners.

Contractual Management
Managing Through Contracts
Springer Nature The Concept Contractual Management oﬀers a holistic approach to managerial decision-making based on contracts or business processes that are related to
contracts. It explains management from the point of view of the contract, just as it interprets the contract from the point of view of management. Thus, the approach highlights the
great inherent potential of contracts for managing companies, transactions and business relationships. The book addresses students as well as practitioners and gives insights into
the usage of contracts to manage companies or relationships. It covers contract handling from preliminary deliberations to negotiations, implementation, and all the way to the
evaluation of the contract within the company. Furthermore, it provides competencies to design and implement a contract and to organize the relevant processes. The Content In
Part 1, the book explains the theoretical foundations of Contractual Management; in Part 2, the application of the approach is illustrated through case studies which cover various
sectors, industries, company sizes, contract types, and management situations. Theory part: Contractual Management – A Holistic Approach to a Diverse Issue. Case study part: 11
case studies arranged according to speciﬁc contract-related topics: Information and Communication – Change – Enterprise Networks – Conﬂict – Accounting and Financing – Legal
Compliance – Societal Steering. The Editors Professor Dr. Ralph Schuhmann: After holding a senior management position in industry, Ralph Schuhmann now teaches Business Law at
Ernst-Abbe-Hochschule in Jena, Germany. He is the scientiﬁc director of the Contractual Management Institute at SRH Hochschule Berlin and has published various articles on
contract law and contract management. Professor Dr. Bert Eichhorn: Before his appointment as professor for International Law and Business Law at SRH Hochschule Berlin, Bert
Eichhorn worked as a legal consultant at the EU Parliament and as a lawyer. He has published numerous articles in national and international scientiﬁc journals in the area of
contract management and international law. He is the managing director of the Contractual Management Institute at SRH Hochschule Berlin.

Mastering Technical Sales: The Sales Engineer's Handbook, Fourth Edition
Artech House This bestselling book -- now in its Fourth Edition – has become the gold standard for Sales Engineers, who engage on the technical side of the sales and buying process
and are the people who know how everything works. It helps you navigate a complex and ever-changing technical sales environment and become an eﬀective bridge-builder
between the business/commercial interests and the technical details that support the sale. Written by one of the foremost experts in this ﬁeld, the handbook presents everything
you need to improve your skills and increase your value to the sales team. Chapters are written in a modular fashion so that you can choose topics most relevant to you at the
moment – or follow them in order as they build upon each other and give you the complete A to Z on your role. Each chapter is short enough so that you can read through it in 10-15
minutes and apply the learning the next day. You’ll ﬁnd actionable hints, case studies, and anecdotes illustrating the topics with lessons learned, both positive and negative. The
book helps you: understand the unique role of the Sales Engineer, from the broad picture to the nuances of the job; develop skills needed to become a valuable consultant to your
team and the customer team; utilize best practices for creating and completing winning RFPs; eﬀectively integrate global practices into your day-to-day activities; increase your
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ability think on a more strategic level; become a trusted advisor to executive customers. With this completely updated and expanded edition of Mastering Technical Sales in hand,
you will achieve a better win rate, experience higher customer satisfaction, hit revenue targets, and feel greater job satisfaction. Newly added and revised chapters guide you
through today’s challenges, including the impact of the cloud and everything-as-a-service, new sales models (monthly vs. annual revenue commits), and the virtualization and
automation that is now part of the Sales Engineer’s world. This book is a must-have resource for both new and seasoned Sales Engineers within tech software, hardware,
mechanical, and civil engineering vendors, along with management and leadership in those organizations, and anyone who must present, demonstrate or sell hi-tech items for a
living.

Essentials of Health Care Marketing
Jones & Bartlett Learning The Meaning of Marketing -- Marketing Strategy -- The Environment of Marketing Strategy -- Buyer Behavior -- Marketing Research -- Market Segmentation -Developing Customer Loyalty -- Marketing in the Digital Age -- Product Strategy -- Prices -- Distribution -- Promotion -- Advertising -- Sales and Sales Management -- Controlling and
Monitoring -- Ethical Considerations in Marketing.

The CEO's Digital Marketing Playbook
The Deﬁnitive Crash Course and Battle Plan for B2B and High Value B2C Customer
Generation
Koehler Books The CEO's Digital Marketing Playbook is the deﬁnitive playbook and crash course for both the baseline and advanced digital and direct marketing that every company
on Earth needs to deploy in the 21st Century. Unlike the hundreds of books about social media or online advertising concepts, this step by step guide lays out every strategy and
tactic that is essential to achieving the single greatest achievement in marketing: driving new customers and doing so proﬁtably. Every CEO, from startup to Fortune 100, needs to
understand every concept in this book or risk bleeding money and opportunity, which 99% are doing whether they know it or not. Every marketing professional and small business
owner needs to embrace the tactics laid out or risk being bad at their job of proﬁtable customer generation and best practice marketing. In just over 200 pages, every business
professional can become a smart, customer generation focused digital marketer by following this playbook.

ECCWS 2021 20th European Conference on Cyber Warfare and Security
Academic Conferences Inter Ltd Conferences Proceedings of 20th European Conference on Cyber Warfare and Security

Marketing
Oxford University Press Linked to an online resource centre and instructor's DVD, this textbook introduces the basic principles of marketing. It includes numerous contemporary case
studies, chapter summaries and review questions.

Handbook of Research on Pathways and Opportunities Into the Business of Esports
IGI Global Esports have attracted considerable attention over the past few years and become an industry that is projected to continue to increase rapidly. Intersecting with the
esports industry are organizations and businesses that develop and support the esports game experience. Included is the entrepreneurial spirit of gamers, who are interested in
creating their own career paths through capturing and posting gaming microassists on diﬀerent public venues that are driven by advertising dollars, invitational competition
monetary winnings, and other forms of marketing their expertise for ﬁnancial gain. All these organizations and industries form satellites of career opportunities as well as
opportunities for research and enhanced forward-leaning study. Such career opportunities can be explicitly addressed within the structure of university degree and micro-credential
certiﬁcate programs, some of which have begun to oﬀer esports-directed degrees, but most of which have not yet moved from esports clubs into a recognition of the business and
industry monetization of esports. The Handbook of Research on Pathways and Opportunities Into the Business of Esports addresses the intersection of esports gaming and the
business and industry of esports, rather than an exploration of the video games themselves. It is the supporting and intersecting industry driven by esports and the vast
opportunities this brings that are the foci of this book. Covering topics including digital learning, esport marketing curriculum, and gaming culture, this text is essential for business
professionals, industry analysts, entrepreneurs, managers, coaches, marketers, advertisers, brand managers, university and college administrators, faculty and researchers,
students, professors, and academicians.

Coaching Salespeople into Sales Champions
A Tactical Playbook for Managers and Executives
John Wiley & Sons Sales training doesn’t develop sales champions. Managers do. The secret to developing a team of high performers isn’t more training but better coaching. When
managers eﬀectively coach their people around best practices, core competencies and the inner game of coaching that develops the champion attitude, it makes your training stick.
With Keith Rosen’s coaching methodology and proven L.E.A.D.S. Coaching Framework™ used by the world’s top organizations, you’ll get your sales and management teams to
perform better - fast. Coaching Salespeople into Sales Champions is your playbook to creating a thriving coaching culture and building a team of top producers. This book is packed
with case studies, a 30 Day Turnaround Strategy for underperformers, a library of coaching templates and scripts, as well as hundreds of powerful coaching questions you can use
immediately to coach anyone in any situation. You will learn how to conﬁdently facilitate powerful, engaging coaching conversations so that your team can resolve their own
problems and take ownership of the solution. You’ll also discover how to leverage the true power of observation and deliver feedback that results in positive behavioral changes, so
that you can successfully motivate and develop your team and each individual to reach business objectives faster. Winner of Five International Best Book Awards, Coaching
Salespeople Into Sales Champions is your tactical, step-by-step playbook for any people manager looking to: Boost sales, productivity and personal accountability, while reducing
your workload Conduct customer/pipeline reviews that improve forecast accuracy, customer retention and uncover new selling opportunities Achieve a long term ROI from coaching
by ensuring it’s woven into your daily rhythm of business Design, launch and sustain a successful internal coaching program Turn-around underperformers in 30 days or less Build
deeper trust and handle diﬃcult conversations by creating alignment around each person’s goals and your objectives Coach and retain your top performers Collaborate more
powerfully and communicate like a world-class leader Training develops salespeople. Coaching develops sales champions. Your new competitive edge.

Routledge Handbook of Sport and COVID-19
Taylor & Francis This book examines the initial impact of the coronavirus pandemic on global sport and the varying consequences of the sport shutdown on all levels of society. It also
considers the many lessons that have been learnt so that sport stakeholders can successfully adjust and operate under the "new normal." Featuring authors, cases and examples
from around the world, the book explores the impact of COVID-19 on sport at all levels, from community sport – where local clubs, gyms and development programmes had to ﬁnd
ways to survive with pitches closed and projects cancelled – to the major professional sport leagues and sport mega-events, with events postponed and teams playing in empty
stadia. It considers the economic, social and developmental impacts of the pandemic, including physical, mental and social wellbeing, and looks at how key professional and
community sport organizations have reacted to the crisis, reﬂecting on the lessons learnt and preparations for future pandemics and challenges of similar size and signiﬁcance. With
COVID-19 now endemic in the global population, this is an essential reference for anybody working in sport, from students and researchers to managers, policymakers and
development oﬃcers.

The Managed Services Playbook
iUniverse "Ed has taken thirty years of battle-hardened experience running managed services businesses as a systems integrator, communications provider, equipment
manufacturer, oﬀshore provider and an independent start-up and put it in a highly readable, yet incredibly detailed and indispensable book." Bob Boles CEO, Hostway Corporation
"The Managed Services Playbook is the blueprint for building and running a successful managed services business. The explosion in managed services at Avaya was fueled by many
of the strategies and plans Ed has outlined in this book." Mike Runda President, Avaya Client Services "Successfully running a managed services business is a diﬃcult task with
many nuances which make it very diﬀerent from other IT services. Ed has unlocked these secrets which have eluded so many businesses. The advice in The Managed Services
Playbook is priceless." Chris Formant President, Verizon Enterprise Solutions "Ed's proven ability to build high growth, high proﬁt managed services businesses has made him one of
the top managed services executive in the industry. The Managed Services Playbook details the keys to success for all those involved in managed and cloud businesses and can be
mapped to proven, measurable results." George Humphrey Senior Director, Research and Advisory - Managed Services, Technology Services Industry Association (TSIA) "As IT
vendors of all shapes and sizes rush to move their businesses to the cloud and managed services, The Managed Services Playbook should be required reading for anyone involved in
those businesses." Dave D'Aprano Group Executive - IT Outsourcing, Dimension Data
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The Direct to Consumer Playbook
The Stories and Strategies of the Brands That Wrote the DTC Rules
Kogan Page Discover how any brand can drive a winning direct to consumer strategy, irrespective of market segments, with insight and lessons from the global companies who have
made their D2C business a success.

Proceedings of MAC 2019
MAC Prague consulting Multidisciplinary Academic Conference on Education, Teaching and Learning, Czech Republic, Prague (MAC-ETL 2019) Multidisciplinary Academic Conference on
Management, Marketing and Economics, Czech Republic, Prague (MAC-MME 2019) Multidisciplinary Academic Conference on Transport, Tourism and Sport Science, Czech Republic,
Prague (MAC-TTSS 2019)

Global Clinical Trials Playbook
Capacity and Capability Building
Academic Press Pharmaceuticals companies, biotech companies, and CROs, regardless of size, all face the same challenge of managing costs and operational execution associated
with bringing a valuable drugs and devices to market. Because of timeline pressures and cost as well as the growing interest in "neglected diseases" and diseases aﬀecting the
emerging nations, clinical trials are increasingly conducted in emerging markets and developing countries where infrastructure, leadership, skilled personnel and a governance are
at a premium. Working with academics, regulatory professionals, safety oﬃcers, experts from the pharma industry and CROs, the editors have put together this up-to-date, step-bystep guide book to building and enhancing global clinical trial capacity in emerging markets and developing countries. This book covers the design, conduct, and tools to build
and/or enhance human capacity to execute such trials, appealing to individuals in health ministries, pharmaceutical companies, world health organizations, academia, industry, and
non-governmental organizations (NGOs) who are managing global clinical trials. * Gives medical professionals the business tools needed to eﬀectively execute clinical trials
throughout the world * Provides real world international examples which illustrate the practical translation of principles * Includes forms, templates, and additional references for
standardization in a number of global scenarios

The Product Book: How to Become a Great Product Manager
"Nobody asked you to show up." Every experienced product manager has heard some version of those words at some point in their career. Think about a company. Engineers build
the product. Designers make sure it has a great user experience and looks good. Marketing makes sure customers know about the product. Sales get potential customers to open
their wallets to buy the product. What more does a company need? What does a product manager do? Based upon Product School's curriculum, which has helped thousands of
students become great product managers, The Product Book answers that question. Filled with practical advice, best practices, and expert tips, this book is here to help you
succeed!

The Digital Transformation Playbook
Rethink Your 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 challenge: 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 decade of research and teaching at Columbia Business School, and his consulting for businesses around the world, The Digital Transformation Playbook shows
how pre-digital-era companies can reinvigorate their game plans and capture the new opportunities of the digital world. Rogers shows why traditional businesses need to rethink
their underlying assumptions in ﬁve domains of strategy—customers, competition, data, innovation, and value. He reveals how to harness customer networks, platforms, big data,
rapid experimentation, and disruptive business models—and how to integrate these into your existing business and organization. Rogers illustrates every strategy in this playbook
with real-world case studies, from Google to GE, from Airbnb to the New York Times. With practical frameworks and nine step-by-step planning tools, he distills the lessons of
today's greatest digital innovators and makes them usable for 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 next stage
of proﬁtable growth.

The Oxford Handbook of Sport and Society
Oxford University Press "The Oxford Handbook of Sport and Society features leading international scholars' assessments of scholarly inquiry about sport and society. Divided into six
sections, chapters consider dominant issues within key areas, approaches (theory and method) featured in inquiry, and debates needing resolution. Part I: Society and Values
considers matters of character, ideology, power, politics, policy, nationalism, diplomacy, militarism, law, ethics, and religion. Part II: Enterprise and Capital considers globalization,
spectacle, mega-events, Olympism, corruption, impacts on cities, communities, and the environment, and the press of leadership cultures, economic imperatives, and marketing.
Part III: Participation and Cultures considers questions of health and well-being, violence, the medicalization of injury, inﬂuences of science and technology, substance use and
abuse, the roles of coaching and emotion, challenges of child maltreatment, climates for scandal and athlete activism, and questions over animals in sporting competition. Part IV:
Lifespan and Careers considers child socialization, youth and elite athlete development, the roles of sport in education and social mobility, migratory sport labor practices, arcs
deﬁning athletic careers, aging, and retirement, and emergent lifestyle sport cultures. Part V: Inclusion and Exclusion considers sport's role in social inclusion and exclusion,
development and discrimination, and features treatments of race and ethnicity, indigenous experiences, the intersection of bodily ideals, obesity, and disability, and the gendered
impacts on masculinities, femininities, and non-binary experience. Part VI: Spectator Engagement and Media considers sporting heroism and celebrity, fandom and hooliganism,
gambling and match-ﬁxing, and the inﬂuences of sport journalism, television and ﬁlm treatments, advertising, and new media"--

Handbook of Research on Organizational Transformations through Big Data Analytics
IGI Global Big data analytics utilizes a wide range of software and analytical tools to provide immediate, relevant information for eﬃcient decision-making. Companies are recognizing
the immense potential of BDA, but ensuring the data is appropriate and error-free is the largest hurdle in implementing BDA applications. The Handbook of Research on
Organizational Transformations through Big Data Analytics not only catalogues the existing platforms and technologies, it explores new trends within the ﬁeld of big data analytics
(BDA). Containing new and existing research materials and insights on the various approaches to BDA; this publication is intended for researchers, IT professionals, and CIOs
interested in the best ways to implement BDA applications and technologies.

Technology Optimization and Change Management for Successful Digital Supply
Chains
IGI Global Companies across diﬀerent industries are launching technology-enabled (digital) business transformation programs to improve their strategic, tactical, and operational
supply chain processes. The greatest challenges that they are facing include the lack of preparation and knowledge of the digital transformation life cycle and poorly addressing or
neglecting the “people-related” aspects of them. Therefore, improvement initiatives have been short-lived or incomplete, and expected business beneﬁts have not been achieved or
materialized. Technology Optimization and Change Management for Successful Digital Supply Chains is a pivotal reference source that provides vital research on the application of
digital business transformation programs to improve strategic, tactical, and operational supply chain processes. While highlighting topics such as maturity models, predictive
analysis, and communication planning, this publication explores the limited literature in the ﬁeld of digital supply chain optimization and business transformation, and complements
it with practical and proven tactics from the industry. This book is ideally designed for program managers, engineers, students, and practitioners seeking current research on the
ﬁeld’s latest best practices on digital supply chain enablement.

5

