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The Professional's Guide To Value
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Developed for preparers of financial
statements, independent auditors, and
valuation specialists, this guide provides
nonauthoritative guidance and
illustrations regarding the accounting for
and valuation of portfolio company
investments held by investment
companies within the scope of FASB ASC
946, Financial Services —Investment
Companies, (including private equity
funds, venture capital funds, hedge
funds, and business development
companies). It features16 case studies
that can be used to reason through real
situations faced by investment fund
managers, valuation specialists and
auditors, this guide addresses many
accounting and valuation issues that
have emerged over time to assist
investment companies in addressing the
challenges in estimating fair value of
these investments, such as: Unit of
account Transaction costs Calibration
The impact of control and marketability
Backtesting
There is a new business landscape,
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where companies are increasingly being
judged on their ability to generate
_social value_. But there is no off-theshelf solution for the leaders and change
makers in this new domain. Creating
social value is a journey, and each
company must chart its own path
through uncertain and complex terrain.
We invite you to discover how the
entrepreneurial leaders profiled in this
book have become trailblazers, using
strategy and innovation to generate
profits and social value
simultaneously.Creating Social Value
provides insights into the motivations
and preoccupations of groundbreaking
entrepreneurial leaders as they look to
activate change not just within their
companies, but also in their sectors,
value chains and even through cocreating partnerships with their
competitors. Such change requires
fundamentally new styles of leadership
and business design where companies
seek to be generative rather than
extractive.This book also bears witness
to the emergence of new language to
describe these innovative concepts.
Working with and sharing ideas with
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social entrepreneurs and entrepreneurs
inside, the authors became aware of the
building blocks of a new lexicon with the
power to inspire and positively influence
the culture of an organization. Many of
the leaders included in this book have
driven change by harnessing the power
of language to reroute their company’s
direction.For example, The Campbell
Soup Company has created _destination
goals_ to describe the long-term vision of
the company to nourish its customers,
employees and neighbours. Roshan has
worked on _nation building_, creating
physical infrastructure in Afghanistan, a
country decimated by war. UPS has
worked to understand its impact on the
planet, building a _materiality matrix_ of
the issues that matter to its
stakeholders, while working to create a
culture that fosters social innovation and
seeks to understand _constructive
dissatisfaction_. Ford is redefining its
mission, imagining a different future in
which it provides _mobility solutions_,
rather than only manufacturing cars.
Ford is working with Toyota to co-create
technologies to combat climate
change.This book sets out a manifesto
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for Social Value Creation, which is
defined as a strategy that combines a
unique set of corporate assets (including
innovation capacities, marketing skills,
managerial acumen, employee
engagement, scale) in collaboration with
the assets of other sectors and firms to
co-create breakthrough solutions to
complex economic, social and
environmental issues that impact the
sustainability of both business and
society. Social innovation differs from
corporate responsibility in two
significant ways: it is strategic and it
leverages a wide range of corporate
assets and core competencies.Creating
Social Value has been designed as a
manual for change. It will be essential
reading for business students,
entrepreneurs and all of those wishing to
effect positive, generative change in
larger organizations.
Want to learn how to avoid legal issues
for your business and creative projects?
That's what Don't Panic! is all about.
Learn to skillfully handle legal issues
from the beginning to the moment (that
hopefully doesn't happen) you get a
nasty lawyer letter. You'll learn how to
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*Form Your Business*Protect Your
Intellectual Property*Know the
difference between employees and
independent contractors*Understand
insurance *Be smart when getting
funded*Avoid problems when launching
an App or Internet-Based
Service.*License anything, and when to
get permission.*Watch your back while
you're making the deal*What to do next
when you've gotten a nasty lawyer letter
Named one of the best strategy books of
2021 by strategy+business Get to better,
more effective strategy. In nearly every
business segment and corner of the
world economy, the most successful
companies dramatically outperform their
rivals. What is their secret? In Better,
Simpler Strategy, Harvard Business
School professor Felix Oberholzer-Gee
shows how these companies achieve
more by doing less. At a time when rapid
technological change and global
competition conspire to upend
traditional ways of doing business, these
companies pursue radically simplified
strategies. At a time when many
managers struggle not to drown in vast
seas of projects and initiatives, these
Page 5/43

Online Library The Professional's Guide To Value
Pricing 2000 [With CD ROM]
businesses follow simple rules that help
them select the few ideas that truly
make a difference. Better, Simpler
Strategy provides readers with a simple
tool, the value stick, which every
organization can use to make its
strategy more effective and easier to
execute. Based on proven financial
mechanics, the value stick helps
executives decide where to focus their
attention and how to deepen the
competitive advantage of their business.
How does the value stick work? It
provides a way of measuring the two
fundamental forces that lead to value
creation and increased financial
success—the customer's willingness-topay and the employee's willingness-tosell their services to the business.
Companies that win, Oberholzer-Gee
shows, create value for customers by
raising their willingness-to-pay, and they
provide value for talent by lowering their
willingness-to-sell. The approach, proven
in practice, is entirely data driven and
uniquely suited to be cascaded
throughout the organization. With many
useful visuals and examples across
industries and geographies, Better,
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Simpler Strategy explains how these two
key measures enable firms to gauge and
improve their strategies and operations.
Based on the author's sought-after
strategy course, this book is your musthave guide for making better strategic
decisions.
Why Intellectual Capital is the Chief
Source of Wealth
How to Become a Disciplined Investor
Real Value New Ways to Think About
Your Time, Your Space & Your Stuff
Brave Work. Tough Conversations. Whole
Hearts.
A Radical Business Model for
Professional Firms
A Guide for Accountants, Lawyers, and
Other Professional Services
The Science of Effective Mentorship in
STEMM
Increasing disruption, diminishing returns, and
demanding Customers require business leaders to create
more Value, remain relevant, and stay ahead of
competition. CEOs have to evolve a “Value Creation”
culture for the company so as to properly balance the
interests of Customers, Employees, Investors, and the
Marketplace. This pathbreaking book shifts the focus to
Creating Value for the entire business ecosystem and not
just for the shareholders. It will launch organizations into
the world of Value Creation and will convert good CEOs
Page 7/43

Online Library The Professional's Guide To Value
Pricing 2000 [With CD ROM]
and companies to great ones with longevity and higher
profitability.
Praise for IMPLEMENTING VALUE PRICING A Radical
Business Model for Professional Firms "Ron Baker is the
most prolific and best writer when it comes to pricing
services. This is a must-read for executives and partners
in small to large firms. Ron provides the basics, the
advanced ideas, the workbooks, the case
studies—everything. This is a must-have and a terrific
book." —Reed K. Holden founder and CEO, Holden
Advisors, Corp., Associate Professor, Columbia
University www.holdenadvisors.com "We've known
through Ron Baker's earlier books that he's not just an
extraordinary thinker and truly brilliant writer—he's a
mover and a shaker on a mission. This is the End of
Time! Brilliant." —Paul Dunn Chairman, B1G1®
www.b1g1.com "Implementing Value Pricing is a
powerful blend of theory, strategy, and tactics. Ron
Baker's most recent offering is ambitious in scope,
exploring topics that include economic theory, customer
orientation, value identification, service positioning, and
pricing strategy. He weaves all of them together
seamlessly, and includes numerous examples to
illustrate his primary points. I have applied the
knowledge I've gained from his body of work, and the
benefits to me—and to my customers—have been
immediate, significant, and ongoing." —Brent Uren
Principal, Valuation & Business Modeling Ernst &
Young® www.ey.com "Ron Baker is a revolutionary. He
is on a radical crusade to align the interests of service
providers with those of their customers by having
lawyers, accountants, and consultants charge based on
the value they provide, rather than the effort it takes.
Implementing Value Pricing is a manifesto that
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establishes a clear case for the revolution. It provides
detailed guidance that includes not only strategies and
tactics, but key predictive indicators for success. It is
richly illustrated by the successes of firms that have
embraced value-based pricing to make their services not
only more cost-effective for their customers, but more
profitable as well. The hallmark of a manifesto is an
unyielding sense of purpose and a call to action. Let the
revolution begin." —Robert G. Cross, Chairman and CEO,
Revenue Analytics, Inc. Author, Revenue Management:
Hard-Core Tactics for Market Domination
Value pricing is becoming more common among
attorneys and CPAs across the country. Everyone's
talking about it, but very little has been written on how to
implement this innovative, lucrative option. This resource
is designed to provide CPAs, attorneys, and other
professionals with the information needed to evaluate the
economics of alternative billing methods. This
indispensable new tool will help professionals implement
the switch from hourly billing to value pricing and perfect
this method of pricing within their firms. This one-of-akind volume also comes with a powerful CD-ROM
containing all the essential checklists and sample
agreements readers will need! Includes 4 credit hours of
low-cost CPE (additional grading fee).
Buyers are challenged with the 'what-to-invest-in'
decision and expect sellers to help (a) quantify the value
of their solutions in a transparent way and (b) measure
value realized post solution implementation. Sellers seek
a credible way to respond, while differentiating their
solutions from competitive alternatives. To bridge this
buyer-seller 'expectations gap, ' author John Porter
makes the point that all buyer-seller interactions need to
be based on business value. There has been an overall
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evolution in the concept of business value over the last
years. Originally, when it was relatively straightforward to
map a product capability to a specific problem, this
evolution began with technical Product / Feature Selling
and little or no business value discussion. As problems
became more complex, buyers and sellers relied on
Solution Selling to scope requirements and design more
sophisticated solutions. As competition stiffened, a
Generic Value Selling model appeared -- where sellers
provided buyers with generic examples of the value
achieved by other organizations. But these generalized
value propositions were not specifically relevant to each
organization; they did not always account for industry,
geography, size, or use case variations. This led to
Specific Value Selling methodologies that enabled value
to be quantified and customized for each opportunity.
Agile Customer Value Management completes this
evolution. Specifically, CVM brings organizations to the
level of Differentiated Value Selling -- where value is
quantified for a specific project including differentiation
from other alternative uses of budget such as direct
competition or alternative uses of capital. Author John
Porter focuses on WHAT this role is, WHY it is important,
and HOW it bridges the expectations gap. He provides
insights and best practices that will help establish the
required agile Customer Value Management (CVM)
environment and unleash the power of the Value
Practitioner as a key
Professional's Guide to Value Pricing 2000
Business Valuation Manual
A Practical Guide to Business Development for
Consulting and Professional Services
Cost Accounting
The Firm of the Future
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Operations Management
Storytelling with Data

PMBOK&® Guide is the go-to resource for
project management practitioners. The
project management profession has
significantly evolved due to emerging
technology, new approaches and rapid
market changes. Reflecting this
evolution, The Standard for Project
Management enumerates 12 principles of
project management and the PMBOK&®
Guide &– Seventh Edition is structured
around eight project performance
domains.This edition is designed to
address practitioners' current and
future needs and to help them be more
proactive, innovative and nimble in
enabling desired project outcomes.This
edition of the PMBOK&® Guide:•Reflects
the full range of development
approaches (predictive, adaptive,
hybrid, etc.);•Provides an entire
section devoted to tailoring the
development approach and
processes;•Includes an expanded list of
models, methods, and artifacts;•Focuses
on not just delivering project outputs
but also enabling outcomes; and•
Integrates with PMIstandards+™ for
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information and standards application
content based on project type,
development approach, and industry
sector.
The real-world guide to selling your
services and bringing in business How
Clients Buy is the much-needed guide to
selling your services. If you're one of
the millions of people whose skills are
the 'product,' you know that you cannot
be successful unless you bring in
clients. The problem is, you're trained
to do your job—not sell it. No matter
how great you may be at your actual
role, you likely feel a bit lost,
hesitant, or 'behind' when it comes to
courting clients, an unfamiliar
territory where you're never quite sure
of the line between under- and overselling. This book comes to the rescue
with real, practical advice for selling
what you do. You'll have to unlearn
everything you know about sales, but
then you'll learn new skills that will
help you make connections, develop
rapport, create interest, earn trust,
and turn prospects into clients.
Business development is critical to
your personal success, and your skills
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in this area will dictate the course of
your career. This invaluable guide
gives you a set of real-world best
practices that can help you become the
rainmaker you want to be. Get the word
out and make productive connections
Drop the fear of self-promotion and
advertise your accomplishments Earn
potential clients' trust to build a
lasting relationship Scrap the sales
pitch in favor of honesty, positivity,
and value Working in the consulting and
professional services fields comes with
difficulties not encountered by those
who sell tangible products. Services
are often under-valued, and become
among the first things to go when
budgets get tight. It is now harder
than ever to sell professional
services, so your game must be on-point
if you hope to out-compete the field.
How Clients Buy shows you how to level
up and start winning the client list of
your dreams.
Provides tools for analysing
investments and gives advice to the
ordinary investor on strategies and
techniques. • •In the current economy,
many companies are priced lower than
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usual, therefore it's the perfect time
for value investing. •Includes insight
from traders who have understood stock
price behavior, and achieved enviable
performance records. •Intellectually
rigorous without being academically
turgid. Value Investing is an
investment strategy that generally
involves buying shares in companies
that appear under priced, It's
considered to be cautious, or
contrarian approach to investing but
for most value investors it has
delivered huge returns. The ideas
derive from the investment theories of
Ben Graham and David Dodd who taught at
Columbia Business School in the 1920's.
Famous proponents include Warren
Buffett, John Templeton, Charlie
Munger, Joel Greenblatt and Anthony
Bolton.
"Takes the confusion out of finding the
dollar value of a business. This new
publication takes the established
methods used by experts & breaks them
down into easy-to-understand, welldefined steps. Designed for both the
professional & the nonexpert."--NATIONAL PUBLIC ACCOUNTANT.
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"For our money, the best primer is
Thomas Horn's BUSINESS VALUATION
MANUAL. It can show where the real
sources of value are & where the real
potential to improve is."--INC.
MAGAZINE. "Horn's guide should be in
the library of every small businessman
(and quite a few larger
organizations)."--THE MIDWEST BOOK
REVIEW. "Extremely well-organized &
easy to understand. Readers can skip to
whichever techniques best fit their
needs."--PERSONAL INVESTOR MAGAZINE.
"Suggested reading on the ins & outs of
buying & selling a business."--SUCCESS!
MAGAZINE. "Gives you all the
information you need to be on equal
footing with Carl Icahn or Donald Trump
when assessing a business's
worth."--THE ROTARIAN. The newly
revised, 1990 edition is now available
directly from Charter Oak Press for
$29.95, plus $2.50 for UPS shipping.
(Booksellers - send STOP order).
Measuring and Managing the Value of
Companies
The Definitive Guide for Business
Leaders
Rules for Focused Success in a
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Distracted World
Building Value through Marketing
The Professional Service Guide
Unleashing Customer Value
Better, Simpler Strategy
This body of work, covering four knowledge
areas critical to a successful restaurant
vocation, assists managers as well as
foodservice staff to develop the consummate
skills required to efficiently handle all aspects
of a front-of-the-house career. Designed as
both a learning instrument and a floor
technical reference, this expanded Guide
features new chapters on hiring, preventing
theft, training on culinary knowledge and
advanced dining room techniques, plus an
overview of technology in today's restaurants
and business image development. This
definitive series allows you to directly apply
the reports, principles, strategies and wellillustrated step-by-step service techniques,
enabling the optimization of your objectives
by maximizing sales and customer
satisfaction.
Do you feel overwhelmed by all the stuff in
your home? Is your home office a messy file
drawer of papers? Do you want to get
organized, but you do not know where to
start? This book will help you look at your stuff
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differently and put you on the right track to
get organized and stay organized, so you can
better enjoy life. We will consider the real
value of our possessions. Is "real value" a
dollar amount? Or the usefulness of the item?
Or how it makes you feel? There are many
ways to consider an item's value, none of
them right or wrong. Everything is relative in
terms of what is really important to you,
whether it be your time, your space, or your
stuff.
Cost Accounting provides in-depth coverage
of all cost accounting concepts, incorporating
practical advice regarding their real-world
usage. The text goes well beyond the
traditional cost accounting topics of inventory
valuation and cost analysis to also cover
inventory management, price setting, target
costing, constraint analysis, and budgeting.
The material is designed to give the student
exposure to how these topics are dealt with in
a business environment.
Value-based pricing – pricing a product or
service according to its value to the customer
rather than its cost – is the most effective and
profitable pricing strategy. Value First, Then
Price is an innovative collection that proposes
a quantitative methodology to value pricing
and road-tests this methodology through a
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wide variety of real-life industrial and B2B
cases. This book offers a state-of-the art and
best practice overview of how leading
companies quantify and document value to
customers. In doing so, it provides students
and researchers with a method by which to
draw invaluable data-driven conclusions, and
gives sales and marketing managers the
theories and best practices they need to
quantify the value of their products and
services to industrial and B2B purchasers. The
2nd edition of this highly-regarded text has
been updated in line with current research
and practice, offering three new chapters
covering new case studies and best practice
examples of quantified value propositions, the
future of value quantification, and value
quantification for intangibles. With
contributions from global industry experts this
book combines cutting edge research on
value quantification and value quantification
capabilities with real-life, practical examples.
It is essential reading for postgraduate
students in Sales and Marketing with an
interest in Pricing Strategy, sales and pricing
specialists, as well as business strategists, in
both research and practice.
A Guide to Sales Success and Business Growth
College Version
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Financial Services Sales Handbook
A Guide to the Project Management Body of
Knowledge (PMBOK® Guide) – Seventh Edition
and The Standard for Project Management
(BRAZILIAN PORTUGUESE)
Mind Over Matter
The Quest for Value
Valuation of Portfolio Company Investments of
Venture Capital and Private Equity Funds and
Other Investment Companies
—Reed Holden, founder, Holden Advisors
Corp., www.holdenadvisors.com coauthor,
The Strategy and Tactics of Pricing: A
Guide to Profitable Decision Making, Third
Edition "With Pricing on Purpose, Ron
Baker had made an enormous contribution to
the better understanding of pricing that
will be accessible to anyone who wants to
learn. People are intrigued by instances
of what they see as idiosyncratic pricing.
Sometimes it is idiosyncratic, but ofttimes it is fiendishly clever and well
researched. So is this book. There are
examples that at first sight seem to have
nothing to do with the subject at hand,
but the learning points are all made and
explained in any number of interesting and
memorable ways. Pricing on Purpose is a
welcome and valuable addition to the
learning on pricing and I recommend it to
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professional pricers, marketers, and
anyone interested in capturing the value
their business creates." —Eric G.
Mitchell, President, Professional Pricing
Society, www.pricingsociety.com "Ron Baker
is what I'd call a 'thought giant.' In his
first two books he literally began a
revolution in the accounting and legal
professions. Thousands of professionals in
public practice now lead far better, more
rewarding lives thanks to him. Now he's
broadened his impact in a huge way. Read
this book, implement the ideas and you'll
never look at your prices or your pricing
policies in the same way again. You'll be
richer in many ways because of it." —Paul
Dunn, founder and CEO, ResultsNet
Australia, coauthor, The Firm of the
Future: A Guide for Accountants, Lawyers,
and Other Professional Services,
www.resultsnetaustralia.com "As a reader
of hundreds of business books, I am
thrilled when I come across one that has
something new to say. Pricing on Purpose
does just that. Instead of presenting a
set of feel-good items to check off a
list, Ron Baker encourages us 'to think
with him, not like him.' He methodically
builds his argument leading us through the
labyrinth of pricing theory and encourages
us to look at pricing as the strategic
Page 20/43

Online Library The Professional's Guide To Value
Pricing 2000 [With CD ROM]
tool that it is rather than taking the
lazy cost-based tactical approach of most
businesses. To paraphrase Karl Marx in
terms of Baker's book, 'Cost-based pricing
is the opium of business.'" —Ed Kless,
Director, Partner Development and
Recruitment, Sage Software "Baker has done
it again! Building on the core principles
that he advanced in Professional's Guide
to Value Pricing and The Firm of the
Future, Ron Baker has again evolved
thought leadership on the critical
dynamics of value and pricing. Baker's
latest work, Pricing on Purpose: Creating
and Capturing Value, provides real-world
examples and practical strategies that
provide a framework for pricing
optimization. His clarity of purpose and
passionate call to action resonates in
today's intellectual capital economy."
—Thomas Finneran, Executive Vice
President, American Association of
Advertising Agencies "We love this book!
With detailed research, thorough
references, and recommendations for
further reading, this could be considered
a textbook. That it is so readable and
engaging is a triumph. The chapter
providing the epitaph for cost-plus
pricing is worth many times the price of
this book. 'Got price-sensitive customers?
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Wonder why? Read and stop weeping. Who's
in charge of value in your company?' Baker
asks. If you can't immediately answer,
you'd better read this book. Bravo,
Baker!" —Paul O'Byrne and Paul Kennedy,
partners, O'Byrne and Kennedy LLP,
Chartered Accountants, United Kingdom,
www.obk.co.uk "Ron Baker is nothing short
of brilliant, and his enthusiasm for
pricing is contagious. Pricing on Purpose
will add more value to your firm than
anything else you could do. As usual in
Ron's books, he presents cutting-edge
ideas. There is no greater value to your
company than to read Pricing on Purpose
and implement its ideas." —Scott Abbott,
entrepreneur, former regional business
development, manager, BDO Dunwoody, LLP,
Manitoba, Canada
Mentorship is a catalyst capable of
unleashing one's potential for discovery,
curiosity, and participation in STEMM and
subsequently improving the training
environment in which that STEMM potential
is fostered. Mentoring relationships
provide developmental spaces in which
students' STEMM skills are honed and
pathways into STEMM fields can be
discovered. Because mentorship can be so
influential in shaping the future STEMM
workforce, its occurrence should not be
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left to chance or idiosyncratic
implementation. There is a gap between
what we know about effective mentoring and
how it is practiced in higher education.
The Science of Effective Mentorship in
STEMM studies mentoring programs and
practices at the undergraduate and
graduate levels. It explores the
importance of mentorship, the science of
mentoring relationships, mentorship of
underrepresented students in STEMM,
mentorship structures and behaviors, and
institutional cultures that support
mentorship. This report and its
complementary interactive guide present
insights on effective programs and
practices that can be adopted and adapted
by institutions, departments, and
individual faculty members.
Measure What Matters to Customers reveals
how to capitalize on Key Predictive
Indicators (KPIs), the innovative measures
that define the success of your enterprise
as your customers do. If you want to
increase your company's profits by working
smarter, this is the book for you.
An all-encompassing guide to the elements
and basics of fairvalue With the important
role fair value is playing in the creation
ofa converged set of global accounting
standards, demand for productsin this
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category is growing spectacularly. The
elements and basicsof fair value are
covered, including risk, dealing with the
SEC,and details on legal responsibility.
In addition, sample financialstatements
are included, along with tables,
recommended applicabletechniques, and
management checklists for those who are
responsiblefor preparing and approving of
financial statements. Written by the
Chairman and co-CEO of the
InternationalAssociation of Consultants,
Valuators and Analysts (IACVA) Includes
sample financial statements of both U.S.
and foreigncompanies Appropriate for
anyone involved professionally
withfinance—managers, accountants,
investors, bankers,instructors, and
students—The Professional's Guide to
FairValue is a reliable reference on the
ins and outs of fair valuefinancial
disclosure.
How Clients Buy
Million Dollar Consulting 5E
The Future of Nursing
The Financial Times Guide to Value
Investing
Using Key Predictive Indicators (KPIs)
Leveraging Scrum as a Competitive
Advantage
Leading Change, Advancing Health
Page 24/43

Online Library The Professional's Guide To Value
Pricing 2000 [With CD ROM]
The Professional Product Owner’s Guide to
Maximizing Value with Scrum “This book presents a
method of communicating our desires, cogently,
coherently, and with a minimum of fuss and bother.”
—Ken Schwaber, Chairman & Founder, Scrum.org
The role of the Product Owner is more crucial than
ever. But it’s about much more than mechanics: it’s
about taking accountability and refocusing on value
as the primary objective of all you do. In The
Professional Product Owner, two leading experts in
successful Scrum product ownership show exactly
how to do this. You’ll learn how to identify where
value can be found, measure it, and maximize it
throughout your entire product lifecycle. Drawing on
their combined 40+ years of experience in using
agile and Scrum in product management, Don
McGreal and Ralph Jocham guide you through all
facets of envisioning, emerging, and maturing a
product using the Scrum framework. McGreal and
Jocham discuss strategy, showing how to connect
Vision, Value, and Validation in ROI-focused agile
product management. They lay out Scrum bestpractices for managing complexity and continuously
delivering value, and they define the concrete
practices and tools you can use to manage Product
Backlogs and release plans, all with the goal of
making you a more successful Product Owner.
Throughout, the authors share revealing personal
experiences that illuminate obstacles to success and
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show how they can be overcome. Define success
from the “outside in,” using external customer-driven
measurements to guide development and maximize
value Bring empowerment and entrepreneurship to
the Product Owner’s role, and align everyone behind
a shared business model Use Evidence-Based
Management (EBMgt) to invest in the right places,
make smarter decisions, and reduce risk Effectively
apply Scrum’s Product Owner role, artifacts, and
events Populate and manage Product Backlogs, and
use just-in-time specifications Plan and manage
releases, improve transparency, and reduce
technical debt Scale your product, not your Scrum
Use Scrum to inject autonomy, mastery, and
purpose into your product team’s work Whatever
your role in product management or agile
development, this guide will help you deliver
products that offer more value, more rapidly, and
more often. Register your book for convenient
access to downloads, updates, and/or corrections as
they become available. See inside book for details.
Acquiring, retaining, and developing clients are the
major steps for any successful business; failure to
accomplish these steps is the major reason many
professionals and firms fail to achieve their full
potential.The financial services industry is currently
facing its biggest challenge: increased competition;
smarter buyers who want to deal with professionals
instead of sales people; and the emergence of social
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media, including Facebook, Twitter, LinkedIn, and
Google. The Financial Sales Handbook: A Guide to
Become a Top Producer is for experienced
professionals as well as for those who want to make
the transition from managing work to more effective
selling. The book is also for professionals who want
to sharpen their skills. It is intended as the nucleus
for corporate training programs as well as for selfemployed professionals who must market and sell to
stay in business.
Don't simply show your data—tell a story with it!
Storytelling with Data teaches you the fundamentals
of data visualization and how to communicate
effectively with data. You'll discover the power of
storytelling and the way to make data a pivotal point
in your story. The lessons in this illuminative text are
grounded in theory, but made accessible through
numerous real-world examples—ready for
immediate application to your next graph or
presentation. Storytelling is not an inherent skill,
especially when it comes to data visualization, and
the tools at our disposal don't make it any easier.
This book demonstrates how to go beyond
conventional tools to reach the root of your data, and
how to use your data to create an engaging,
informative, compelling story. Specifically, you'll
learn how to: Understand the importance of context
and audience Determine the appropriate type of
graph for your situation Recognize and eliminate the
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clutter clouding your information Direct your
audience's attention to the most important parts of
your data Think like a designer and utilize concepts
of design in data visualization Leverage the power of
storytelling to help your message resonate with your
audience Together, the lessons in this book will help
you turn your data into high impact visual stories that
stick with your audience. Rid your world of ineffective
graphs, one exploding 3D pie chart at a time. There
is a story in your data—Storytelling with Data will
give you the skills and power to tell it!
#1 NEW YORK TIMES BESTSELLER • Brené
Brown has taught us what it means to dare greatly,
rise strong, and brave the wilderness. Now, based
on new research conducted with leaders, change
makers, and culture shifters, she’s showing us how
to put those ideas into practice so we can step up
and lead. Look for Brené Brown’s new podcast, Dare
to Lead, as well as her ongoing podcast Unlocking
Us! NAMED ONE OF THE BEST BOOKS OF THE
YEAR BY BLOOMBERG Leadership is not about
titles, status, and wielding power. A leader is anyone
who takes responsibility for recognizing the potential
in people and ideas, and has the courage to develop
that potential. When we dare to lead, we don’t
pretend to have the right answers; we stay curious
and ask the right questions. We don’t see power as
finite and hoard it; we know that power becomes
infinite when we share it with others. We don’t avoid
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difficult conversations and situations; we lean into
vulnerability when it’s necessary to do good work.
But daring leadership in a culture defined by scarcity,
fear, and uncertainty requires skill-building around
traits that are deeply and uniquely human. The irony
is that we’re choosing not to invest in developing the
hearts and minds of leaders at the exact same time
as we’re scrambling to figure out what we have to
offer that machines and AI can’t do better and faster.
What can we do better? Empathy, connection, and
courage, to start. Four-time #1 New York Times
bestselling author Brené Brown has spent the past
two decades studying the emotions and experiences
that give meaning to our lives, and the past seven
years working with transformative leaders and teams
spanning the globe. She found that leaders in
organizations ranging from small entrepreneurial
startups and family-owned businesses to nonprofits,
civic organizations, and Fortune 50 companies all
ask the same question: How do you cultivate braver,
more daring leaders, and how do you embed the
value of courage in your culture? In this new book,
Brown uses research, stories, and examples to
answer these questions in the no-BS style that
millions of readers have come to expect and love.
Brown writes, “One of the most important findings of
my career is that daring leadership is a collection of
four skill sets that are 100 percent teachable,
observable, and measurable. It’s learning and
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unlearning that requires brave work, tough
conversations, and showing up with your whole
heart. Easy? No. Because choosing courage over
comfort is not always our default. Worth it? Always.
We want to be brave with our lives and our work. It’s
why we’re here.” Whether you’ve read Daring
Greatly and Rising Strong or you’re new to Brené
Brown’s work, this book is for anyone who wants to
step up and into brave leadership.
A Professionals Guide to Becoming a Top Producer
The Future of Financial Reporting
Creating and Capturing Value
A Value-Based Guide to Exceptional Performance
Measure What Matters to Customers
Building Value-Based Pricing Strategies
Renovating & Restyling Vintage Homes
Provides accountants in small and medium sized firms
the tool to expand services beyond attest and
compliance functions. Shows how to transition to other
professional services that clients value. Provides a proforma business plan for mapping a three to five year plan
for the transition to a successful practice. Positions
consulting as an extension to traditional services, not just
an alternative. Includes many real world examples of
accountants who have made a successful transition to
new services, discussing the challenges and the results
achieved. Focuses on quality of life issues and how to
get there.
Pamphlet is a succinct statement of the ethical
obligations and duties of individuals who enter the
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nursing profession, the profession's nonnegotiable
ethical standard, and an expression of nursing's own
understanding of its commitment to society. Provides a
framework for nurses to use in ethical analysis and
decision-making.
Build a thriving consultancy with the updated edition of
this classic bestseller Having inspired generations of
consultants and entrepreneurs around the world, the
“Rock Star of Consulting” Alan Weiss returns with a
revised and completely updated edition of his
authoritative guide to consulting success. Weiss provides
his time-tested model on creating a flourishing consulting
business, while incorporating and focusing on the many
dynamic changes in solo and boutique consulting,
coaching, and entrepreneurship. In addition to guidance
on raising capital, attracting clients, and creating a
marketing plan, he also gives brand new step-by-step
advice on: • Harnessing today’s global opportunities •
Developing brands across markets • Creating and
licensing intellectual property • Avoiding the pitfalls of
social media • Landing unsolicited referrals through
counterintuitive methods • Managing and organizing
your time wisely • Succeeding in the face of continuing
turbulence Find out why this book has been the classic
go-to for consultants for nearly twenty-five years, and
learn how to grow your business into a $1 million-peryear firm today!
Read the Wall Street Journal Bestseller for "cultivating
intense focus" for fast, powerful performance results for
achieving success and true meaning in one's
professional life (Adam Grant, author of Give and Take).
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Deep work is the ability to focus without distraction on a
cognitively demanding task. It's a skill that allows you to
quickly master complicated information and produce
better results in less time. Deep Work will make you
better at what you do and provide the sense of true
fulfillment that comes from craftsmanship. In short, deep
work is like a super power in our increasingly competitive
twenty-first century economy. And yet, most people have
lost the ability to go deep-spending their days instead in
a frantic blur of e-mail and social media, not even
realizing there's a better way. In Deep Work, author and
professor Cal Newport flips the narrative on impact in a
connected age. Instead of arguing distraction is bad, he
instead celebrates the power of its opposite. Dividing this
book into two parts, he first makes the case that in
almost any profession, cultivating a deep work ethic will
produce massive benefits. He then presents a rigorous
training regimen, presented as a series of four "rules," for
transforming your mind and habits to support this skill. 1.
Work Deeply 2. Embrace Boredom 3. Quit Social Media
4. Drain the Shallows A mix of cultural criticism and
actionable advice, Deep Work takes the reader on a
journey through memorable stories-from Carl Jung
building a stone tower in the woods to focus his mind, to
a social media pioneer buying a round-trip business
class ticket to Tokyo to write a book free from distraction
in the air-and no-nonsense advice, such as the claim that
most serious professionals should quit social media and
that you should practice being bored. Deep Work is an
indispensable guide to anyone seeking focused success
in a distracted world. An Amazon Best Book of 2016 Pick
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in Business & Leadership Wall Street Journal Business
Bestseller A Business Book of the Week at 800-CEOREAD
The Manager's Guide for Driving Corporate Value
Creation
Professional's Guide to Value Pricing
Intrinsic Value in Archival Material
Dare to Lead
Valuation
Accounting and Valuation Guide
Creating Social Value
An all-encompassing guide to the elements and
basics of fair value With the important role
fair value is playing in the creation of a
converged set of global accounting standards,
demand for products in this category is
growing spectacularly. The elements and
basics of fair value are covered, including
risk, dealing with the SEC, and details on
legal responsibility. In addition, sample
financial statements are included, along with
tables, recommended applicable techniques,
and management checklists for those who are
responsible for preparing and approving of
financial statements. Written by the Chairman
and co-CEO of the International Association
of Consultants, Valuators and Analysts
(IACVA) Includes sample financial statements
of both U.S. and foreign companies
Appropriate for anyone involved
professionally with finance—managers,
accountants, investors, bankers, instructors,
and students—The Professional's Guide to Fair
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Value is a reliable reference on the ins and
outs of fair value financial disclosure.
Praise for Mind Over Matter Why Intellectual
capital is tHe Chief Source of Wealth "Ron
Baker has written another great book on the
thoughts and theories on intellectual
capital.As usual, he has an awesome depth of
content, knowledge, and thought. A great
read." --Reed Holden, founder, Holden
Advisors Corp., www.holdenadvisors.com, and
coauthor, The Strategy and Tactics of Pricing
and Pricing with Confidence: 10 Ways to Stop
Leaving Money on the Table "At a time when
the virtues that made America
great--individualism, hard work, and free
trade--are openly debated by well-meaning
politicians, Ron Baker gives us Mind Over
Matter. It is a story detailing the triumph
of human spirit, imagination, and creativity.
Ron tells us what the 'knowledge economy'
really means. He gives a prescription for
transforming human and intellectual capital
into the foundation for sustainable
prosperity. Mind Over Matter is a provocative
book deserving of a thoughtful read. It is a
timeless message to be treasured for
generations." --Robert G. Cross, Chairman and
CEO, Revenue Analytics, Inc.,
www.revenueanalytics.com "Ron Baker is an
absolute master at challenging the 'physical
fallacy,' e.g., the basis on which we assign
value to businesses by focusing on tangible
rather than intangible assets. This book
builds on his previous books and helps the
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reader understand how critical intellectual
capital is to the key to success in the
twenty-first century. Ron pulls from the
greatest business thinkers and
economists,?from Drucker to Karl Sveiby as
well as current company success stories to
fund his rich gold mine of proof. The biggest
benefit of the book is to change the paradigm
of those who are the passive keepers of the
'books.' This is a must-read for anybody who
wants to flourish in the age of intellectual
capital." --Sheila Kessler, PhD, President,
Competitive Edge, www.CompetitiveEdge.com
"This book helps us understand some of the
origins and sources that have led Ron Baker
to the many contributions he has made to our
understanding of good practice in running
professional businesses." --David Maister,
author and leading consultant to professional
firmswww.davidmaister.com "Reading Ron
Baker's book was the only delightful incident
that robbed my sleep on the flight to
Frankfurt today. It was sheer pleasure--I
must have entertained or annoyed fellow
passengers with repeated nodding and several
exclamations. Baker has a terrific style that
captures my mind while he entertains and
educates by showing lines of connection
between authors, incidents, and theories that
I have never seen before. He hardly uses the
'You have to do this and that' approach,
which I despise in most business books. I sum
it up in two words: outstanding stuff!"
--Friedrich Blase, Kerma Partners,
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www.kermapartners.com "This is a wonderful
read for anyone who wants to explore the
power of constructive thinking. In Mind Over
Matter, Ron examines the power of creative
thought over the conventional wisdom that you
must make a tangible product for wealth to be
created. The opening chapter sets a wonderful
stage for the book, which develops the power
of the new business equation and the
underlying theory of the various types of
intellectual capital. This is a must-read
book for every business leader." --Peter
Byers, Chartered Accountant, Byers & Co. Ltd,
New Zealand "Peter Drucker coined the term
knowledge worker a half century ago. We are
all still only beginning to fully comprehend
the implications. In Mind Over Matter, Ron
Baker has switched on a beacon for us to
follow. If we have the courage to embrace the
concepts Ron posits, perhaps it will be less
than another half century before we begin to
reap the rewards as individuals and as
The Future of Nursing explores how nurses'
roles, responsibilities, and education should
change significantly to meet the increased
demand for care that will be created by
health care reform and to advance
improvements in America's increasingly
complex health system. At more than 3 million
in number, nurses make up the single largest
segment of the health care work force. They
also spend the greatest amount of time in
delivering patient care as a profession.
Nurses therefore have valuable insights and
Page 36/43

Online Library The Professional's Guide To Value
Pricing 2000 [With CD ROM]
unique abilities to contribute as partners
with other health care professionals in
improving the quality and safety of care as
envisioned in the Affordable Care Act (ACA)
enacted this year. Nurses should be fully
engaged with other health professionals and
assume leadership roles in redesigning care
in the United States. To ensure its members
are well-prepared, the profession should
institute residency training for nurses,
increase the percentage of nurses who attain
a bachelor's degree to 80 percent by 2020,
and double the number who pursue doctorates.
Furthermore, regulatory and institutional
obstacles -- including limits on nurses'
scope of practice -- should be removed so
that the health system can reap the full
benefit of nurses' training, skills, and
knowledge in patient care. In this book, the
Institute of Medicine makes recommendations
for an action-oriented blueprint for the
future of nursing.
The sales guide for non-sales professionals
Exactly How to Sell walks you through a tried
and true process that draws on time tested
methods that are designed to attract and keep
more customers. No matter what you are
selling (yourself, your product or your
services) this simple read is certain to
provide you actionable strategies to deliver
you more of the sales results you are looking
for. Inside, Phil M. Jones writes from
experience and explains how to get more
customers and keep them all happy—while
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they’re spending more money, more often.
Using simple, practical, and easy-toimplement methods in line with the modern
business landscape, Phil educates and guides
you, giving you the confidence you need to
develop the skills you need to win more
business. Boost your salesmanship to support
your core profession Create intent in a buyer
and scenarios where everybody wins Choose
your words wisely and present like a pro
Overcome the indecision in your customers and
close more sales Manage your customer base
and have them coming back for more If you
want to up your sales game, Exactly How to
Sell shows you how.
A Step-by-Step Guide
Exactly How to Sell
The Professional Product Owner
The Professional's Guide to Maximum Value
Remodeling
Value First, Then Price
An Understandable, Step-by-step Guide to
Finding the Value of a Business
A Guide for Leaders and Change Makers

The number one guide to corporate valuation is back and
better than ever Thoroughly revised and expanded to
reflect business conditions in today's volatile global
economy, Valuation, Fifth Edition continues the tradition
of its bestselling predecessors by providing up-to-date
insights and practical advice on how to create, manage,
and measure the value of an organization. Along with all
new case studies that illustrate how valuation techniques
and principles are applied in real-world situations, this
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comprehensive guide has been updated to reflect new
developments in corporate finance, changes in
accounting rules, and an enhanced global perspective.
Valuation, Fifth Edition is filled with expert guidance that
managers at all levels, investors, and students can use
to enhance their understanding of this important
discipline. Contains strategies for multi-business
valuation and valuation for corporate restructuring,
mergers, and acquisitions Addresses how you can
interpret the results of a valuation in light of a company's
competitive situation Also available: a book plus CDROM package (978-0-470-42469-8) as well as a standalone CD-ROM (978-0-470-42457-7) containing an
interactive valuation DCF model Valuation, Fifth Edition
stands alone in this field with its reputation of quality and
consistency. If you want to hone your valuation skills
today and improve them for years to come, look no
further than this book.
Mark C. Scott value drivers How does my company
actually work? How do I become a better manager? How
can I fit these pieces together to get ahead? The
Manager's Guide to Driving Corporate Value Creation
These questions are answered in this book. Mark Scott
has created an easy-to-understand visual framework and
the practical tools that will enhance any manager's
performance. He teaches you how to recognize what
your own organization does well and what it does badly.
The tools provided will help you make crucial
improvements in your own area of responsibility within
your organization. "In a decade where most
management books wax lyrical on consulting fads for the
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boardroom, it focuses on the solid, unglamorous but
essential ground of helping managers and employees
diagnose performance and take action for themselves."
Martin Sorrell, Chief Executive Officer, WPP Group PLC
"Effective strategy is something that is lived everyday by
managers at the coal face through a continual process of
analysis, learning, refinement and application. This book
is a useful primer for time-pressed managers who want
to know how to add value to their companies' strategies."
Professor John Quelch, Dean, London Business School
"Our business is founded on smart, independent thinking
professionals helping clients solve complex problems.
Any book that can give people better tools to understand
these problems is useful. Unlike many I read, this is a
useful book." Terence M. Graunke, Chairman,
Lighthouse Holdings Inc
If you want to be successful in this economy, the first
thing to realize is just how incredibly different it is. No
matter what the experts and business gurus are saying
or predicting, the truth is that no matter what the
economy does - whether it goes up or goes down - your
customer has forever changed and that change will
impact you and your entire business. Winning in the
Trust and Value Economy is a practical how-to book for
business owners, entrepreneurs, sales managers and
other professionals looking to stay competitive in today's
market. It offers insights into the psychology of today's
customer, and reasons why the importance of customer
engagement, experience, and personal connection has
increased. It offers specific tips and techniques to guide
a business through changes necessary to not only stay
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afloat, but to thrive in a way that is enjoyable for all
involved. It's a book written on the principle that today's
change must not be ignored, that this change is different,
an economy we've never experienced before.
This guide shows professionals how to price their
services for greater profit. It contains the information
needed to evaluate the economics and ethics of
alternative billing methods.
The Sales Guide for Non-Sales Professionals
A Data Visualization Guide for Business Professionals
Your Guide to Agile Value Management
Code of Ethics for Nurses with Interpretive Statements
Implementing Value Pricing
Value Drivers
Deep Work
In this bestselling classic of financial
management, G. Bennett Stewart, III, raises and
answers these provocative questions: Do
dividends matter? Are earnings per share really
accurate measures of corporate performance?
What is the engine that really drives share
prices? More than that, Stewart lays the
foundation for EVAr, the financial management
and incentive system now in place at nearly 300
companies around the world, and which is
rapidly becoming the global standard for
corporate governance. Managers, confused
about what investors really want, often find it
difficult to reach informed decisions regarding
business strategy, acquisitions and
divestitures, financial structure, dividend
policy, and executive compensation. But now an
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EVAr -based revolution is providing a practical
framework that managers can use to build a
premium-valued company. At the forefront of
this revolution is the consulting firm of Stern
Stewart & Co., of which G. Bennett Stewart, III,
author of The Quest for Value, is senior partner
and cofounder. The Quest for Value is written
for senior management, key operating people,
and planning and financial staff. This bible of
financial management will assist managers in
goal setting, resource allocation, strategy
development, valuation of acquisitions,
financial policy setting, incentive compensation
planning, and building shareholder value. The
Quest for Value cuts sharply through the myths
that to this day misinform corporate strategists
in their pursuit of shareholder value. Laying
waste to inaccurate yet widely used methods of
performance, Stewart demonstrates how the
Stern Stewart EVAr approach not only creates
greater shareholder value but also provides a
powerful framework for the broadest range of
corporate decision making.
Describes techniques that help increase
property value in older homes by restoring or
fabricating the interior and exterior elements in
Victorian and Craftsman houses
Building Value through Marketing provides a
hands-on guide to understanding and building
compelling marketing plans that create value,
not only in profit terms but also for customers
and stakeholders. Working step-by-step
through strategy development, this book
empowers those responsible for creating or
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managing new products or services to have the
right mindset, understand the most important
marketing tools that they can use and apply
these to create unprecedented levels of value.
Founded on the principle of Service Dominant
Logic, the book is organized into three key
sections: "The Value Mindset," "The 12 Building
Blocks of Value," and "Value-Focused Marketing
in Action," which walk through the process of
value-focused product and service
development. The strategies and tools put
forward have been tested successfully across
multiple industries and countries and are
grounded in academic theory, emphasized by
real-life case studies throughout. Readers will
gain the ability to align their marketing
scholarship and practices with the current
definition of why a business exists and the role
that marketing plays within these business
practices. This is essential reading for those
studying Marketing Planning and Strategy at
Advanced Undergraduate, Postgraduate and
MBA levels. Its uniquely applied approach also
makes it an excellent guide for marketing
practitioners and institutions offering
professional qualifications.
The Professional's Guide to Fair Value
Value Creation
Winning in the Trust and Value Economy
Pricing on Purpose
Don't Panic! a Legal Guide for Small Businesses
and Creative Professionals
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