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Eleanor Wiley and Maggie Oman Shannon have taken an ancient practice and made it new. A
String and a Prayer recounts the history and symbolism of prayer beads, teaches basic
techniques for stringing beads and a host of other objects into prayer beads, and offers a
variety of prayers and rituals to use those beads on a daily basis. Beads have appeared
throughout history. Prayer beads are used in the spiritual practices of cultures as diverse as
the African Masai, Native Americans, Greek and Russian Orthodoxy, as well as the religious
rituals of Islam, Hinduism, Christianity, and Buddhism. But prayer is highly personal. By
infusing prayer beads with personal associations, we can keep our spirituality fresh. The beads
are a device to help build and rebuild meaningful ritual in our lives. With myriad ideas about
what makes objects sacred and where to find sacred objects -- from the personal, perhaps
beads from a grandmother's broken rosary, to the unusual, maybe seashells from far away
found in a thrift store -- A String and a Prayer offers many suggestions for different ways that
beads can be made and used, exploring the creative roles they can play in our relationships,
ceremonies, and rituals. "You are the expert, trust yourself. Let the instructions be a guide to
your own creativity," write the authors.
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In Telephone
Tips That Sell , Art Sobczak gives you proven, time-tested, real world, common
sense techniques for using the phone in all parts of the sales process. Every salesperson uses
the phone . . . whether it be to prospect, service, manage accounts, or handle the entire sales
process -- this book helps you to do it easier, more successfully, and helps you eliminate that
morale-shattering rejection that stops many salespeople from picking up the phone.
Are you making it difficult for your potential customers to buy from you? Today’s buyers are
overloaded – overwhelmed by too much information and suffering from decision fatigue.
Across industries, customers are delaying purchasing decisions or even choosing to stick with
the status quo so they can avoid the dreaded “sales process.” In response, many sales
professionals are overcompensating with behaviors that are either too accommodating or that
create high pressure – and alienating potential buyers in the process. How can you reconcile
your need to meet sales targets with the customer’s desire for a heartfelt, authentic sales
approach? Author Shari Levitin, creator of the Third-Level Selling system, offers a dynamic
framework for effective selling in the Digital Age. Unlike other sales books that focus on
abstract tips or techniques, Heart and Sell offers a science based real-world approach that will
help you dramatically increase your sales—regardless of your level or industry. Discover the 7
Key Motivators that influence every decision your customer will make. Learn to align your sales
process with how people buy—instead of fighting against it. Harness the power of the Linking
Formula to create true urgency. Master the 10 Universal Truths so you can beat your sales
quota without losing your soul. Understand the 6 Core Objections and how you can neutralize
them. In a market where the right approach is key, Heart and Sell shows you how to blend the
new science of selling with the heart of human connection to reach more prospects and
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close more deals.
It’s no secret that companies that deliver one-of-a-kind experiences for their customers create
raving fans that return, refer, and clamor for more. As a leader in your organization, you are
charged with coming up with unique and exciting ideas for rolling out the red carpet for your
customers. But given your other responsibilities, where can you find the time to do so? 501
Ways to Roll Out the Red Carpet for Your Customers is power-packed with proven, ready-toimplement action ideas to enhance your customers’ experience. You’ll find examples from a
variety of fields, from healthcare, banking, and entertainment to small business, retail, and
entrepreneurial ventures. 501 Ways to Roll Out the Red Carpet for Your Customers will give
you helpful tips to: Make “red-carpet service” a first and lasting impression. Get your team
“red-carpet ready.” Inspire positive word-of-mouth by delivering wow. Handle service recovery
with style. Employ creative marketing ideas and social media savvy. Using the plethora of tips,
tricks, and techniques in 501 Ways to Roll Out the Red Carpet for Your Customers, you don’t
have to reinvent the customer-service wheel—just roll out the red carpet!
Shows how to design transparencies, work with realia, make color lift transparencies, mount
and mask overlays, and use the projector in teaching art, English, math, music, science, and
business

Still the Best Guide for Getting Published If you want to get published, read this book!
Comprehensive index lists dozens of subjects and categories to help you find the
perfect publisher or agent. Jeff Herman’s Guide unmasks nonsense, clears confusion,
and unlocks secret doorways to success for new and veteran writers! This highly
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resource is used by publishing insiders everywhere and has been read by
millions all over the world. Jeff Herman’s Guide is the writer’s best friend. It reveals the
names, interests, and contact information of thousands of agents and editors. It
presents invaluable information about more than 350 publishers and imprints (including
Canadian and university presses), lists independent book editors who can help you
make your work more publisher-friendly, and helps you spot scams. Jeff Herman’s
Guide unseals the truth about how to outsmart the gatekeepers, break through the
barriers, and decipher the hidden codes to getting your book published. Countless
writers have achieved their highest aspirations by following Herman’s outside-the-box
strategies. If you want to reach the top of your game and transform rejections into
contracts, you need this book!
Young Cassie Logan endures humiliation and witnesses the racism of the KKK as they
embark on a cross-burning rampage, before she fully understands the importance her
family attributes to having land of their own.
Self-esteem not only plays a major role in a child's success or failure in school and in
social situations but also influences how the child views the world. Drawing from his
experience as a lifelong educator, Robert D. Ramsey provides valuable advice and
information on building self-esteem in children. 501 Ways to Boost Your Child's SelfEsteem shows parents how to help their children develop the positive self-images
needed to lead successful, productive, happy lives.
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The acclaimed
New York Times and Wall Street Journal bestseller from Robert
Cialdini—“the foremost expert on effective persuasion” (Harvard Business
Review)—explains how it’s not necessarily the message itself that changes minds, but
the key moment before you deliver that message. What separates effective
communicators from truly successful persuaders? With the same rigorous scientific
research and accessibility that made his Influence an iconic bestseller, Robert Cialdini
explains how to prepare people to be receptive to a message before they experience it.
Optimal persuasion is achieved only through optimal pre-suasion. In other words, to
change “minds” a pre-suader must also change “states of mind.” Named a “Best
Business Books of 2016” by the Financial Times, and “compelling” by The Wall Street
Journal, Cialdini’s Pre-Suasion draws on his extensive experience as the most cited
social psychologist of our time and explains the techniques a person should implement
to become a master persuader. Altering a listener’s attitudes, beliefs, or experiences
isn’t necessary, says Cialdini—all that’s required is for a communicator to redirect the
audience’s focus of attention before a relevant action. From studies on advertising
imagery to treating opiate addiction, from the annual letters of Berkshire Hathaway to
the annals of history, Cialdini outlines the specific techniques you can use on online
marketing campaigns and even effective wartime propaganda. He illustrates how the
artful diversion of attention leads to successful pre-suasion and gets your targeted
audience primed and ready to say, “Yes.” His book is “an essential tool for anyone
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science based business strategies…and is destined to be an instant
classic. It belongs on the shelf of anyone in business, from the CEO to the newest
salesperson” (Forbes).
The Celebrity Experience combines the best practices of the business world with those
of the celebrity world to create a practical and proactive guide for anyone who wants to
bring their business’s internal and external customer service to the level of star
treatment. Based on the unique ways celebrities are treated, the book shares
techniques you can use to treat your customers to a red-carpet experience,
guaranteeing repeat business and stellar word of mouth.
Twelve-year-old Abilene Tucker is the daughter of a drifter who, in the summer of 1936, sends
her to stay with an old friend in Manifest, Kansas, where he grew up, and where she hopes to
find out some things about his past.
Includes history of bills and resolutions.
Employees are a company's most important asset. Attracting the best, getting them to do their
best work, and keeping them in the organization are critical to any company's success. Here,
Dr. Nelson provides powerful tools to create a stronger culture of engagement.
501 Ways to Roll Out the Red Carpet for Your CustomersEasy-to-Implement Ideas to Inspire
Loyalty, Get New Customers, and Make a Lasting ImpressionRed Wheel/Weiser
The Clone Wars are over, but for those with reason to run from the new galactic Empire, the
battle to survive has only just begun. . . . The Jedi have been decimated in the Great Purge,
and the Republic has fallen. Now the former Republic Commandos–the galaxy’s finest special
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forces troops,
cloned from Jango Fett–find themselves on opposing sides and in very different
armor. Some have deserted and fled to Mandalore with the mercenaries, renegade clone
troopers, and rogue Jedi who make up Kal Skirata’ s ragtag resistance to Imperial occupation.
Others–including men from Delta and Omega squads–now serve as Imperial Commandos, a
black ops unit within Vader’s own 501st Legion, tasked to hunt down fugitive Jedi and clone
deserters. For Darman, grieving for his Jedi wife and separated from his son, it’s an agonizing
test of loyalty. But he’s not the only one who’ll be forced to test the ties of brotherhood. On
Mandalore, clone deserters and the planet’s own natives, who have no love for the Jedi, will
have their most cherished beliefs challenged. In the savage new galactic order, old feuds may
have to be set aside to unite against a far bigger threat, and nobody can take old loyalties for
granted. Features a bonus section following the novel that includes a primer on the Star Wars
expanded universe, and over half a dozen excerpts from some of the most popular Star Wars
books of the last thirty years!
Praise for Private Capital Markets Valuation, Capitalization, and Transfer of Private Business
Interests SECOND EDITION "In the years since publication of the first edition of Private Capital
Markets, the concepts and ideas that it presents have been widely accepted by progressive
members of the business valuation community. Now with the Second Edition, author Rob Slee
has included empirical data on capital markets for midsized businesses. This book remains a
must for everyone involved in appraising, buying, selling, or financing privately owned
businesses." —Raymond C. Miles, founder, The Institute of Business Appraisers "The Graziadio
School of Business has used the Private Capital Markets book for several years with great
success. This course, along with the Pepperdine Private Capital Markets Survey project, has
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students better prepare for careers in middle market companies." —Linda
Livingstone, Dean of the Graziadio School of Business and Management, Pepperdine
University "Our international association of independent M&A professionals recommends this
text as the most comprehensive foundation for understanding the private capital marketplace.
This book is essential reading for middle market M&A advisors, investors, and other decisionmakers in the private capital markets." —Mike Nall, founder, Alliance of M&A Advisors A
practical road map for making sound investment and financing decisions based on real
experiences and market needs Now fully revised and in a second edition, Private Capital
Markets provides lawyers, accountants, bankers, estate planners, intermediaries, and other
professionals with a workable framework for making sound investment and financing decisions
based on their own needs and experiences. This landmark resource covers: Private business
valuation Middle market capital sources The business ownership transfer spectrum And much
more Private Capital Markets, Second Edition surveys the private capital markets and presents
the proven guidance you need to navigate through these uncharted waters.
This landmark dictionary serves as a basis for historical-comparative research on Tibetan.
Conceptualized empirically and etymologically, it builds on extensive data from the Tibetan
dialects and establishes the relationship to Written Tibetan. It reflects historical sound change
and semantic change in all of linguistic Tibet. Based on historical sound change and
geographical distribution, the dictionary applies a new classification of the Tibetan dialects.
"You provide a red-carpet treatment for your employees and they'll reward you with their effort,
time, and loyalty."- Jeffrey W. Hayzlett The world is changing and it's time to reimagine and
reshape your employee experience. Take care of the people who take care of your customers.
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How do we
get an hourly employee who has never received red carpet customer service, to
give it? The answer is obvious, isn't it? You roll out the red carpet for them, of course.
Employees First! presents recognition strategies and appreciation techniques, but it goes
deeper than that. You will learn how giving your team members a voice in your company,
supporting them with knowledge and training, giving them purpose and equitable pay,
translates into higher productivity and happier customers. Discover what real empowerment is,
and why building a diverse culture of inclusion is beneficial to all involved. Donna shares many
tried and true ideas for rolling out the red carpet for your new hires and keeping it out for the
long term, as well as tips on how to foster a culture of kindness and create space for coworkers
to lift each other up. Most of all, you'll gain strategies for honoring the very people who make
your company what it is--your internal customers--your team. Employees First! will help you:
Provide Your Team with a Sense of Purpose Cultivate Kindness and Compassion at Work
Improve Informational, Interpersonal, and Inspirational Communication Encourage Diversity
and Inclusion Compensate Fairly without Breaking the Bank Keep Your Remote Team
Connected
A USA Today and Wall Street Journal bestseller! Learn how to fight better and end your
arguments with your partner feeling closer, more loved, and better understood. We take our
cars in for oil changes. We mow our lawns and pull weeds. Why don’t we do maintenance on
our marriages? This relationship is the most important one we will ever have, so why not get
better at it? For the last several years, Penn and Kim Holderness of The Holderness Family
have done the hard maintenance and the research to learn how to fight better. With the help of
their marriage coach Dr. Christopher Edmonston, they break down their biggest (and in some
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cases, funniest)
fights. How did a question about chicken wings turn into a bra fight (no, not
a?bar?fight; a?bra?fight)? How did a roll of toilet paper lead to tears, resentment, and a stint in
the guest bedroom? With their trademark sense of humor and complete vulnerability, Penn and
Kim share their 10 most common Fight Fails and how to combat them. Throughout the book,
they offer scripts for how to start, continue, and successfully close hard conversations. Couples
will emerge equipped to engage and understand, not do battle—and maybe laugh a little more
along the way. In?Everybody Fights, couples will learn how to: Use “magic words” for healthy
conflict resolution Address unspoken and unrealistic expectations Banish the three Ds of
unhealthy communication—distraction, denial, and delay Carry individual baggage while helping
your partner deal with theirs Penn and Kim want you to know you’re not alone. Everybody
fights.?Marriage is messy. Marriage is work. But marriage is worth it. Fight for it!
Hello! And Every Little Thing that Matters will transform the way businesses interact with
customers – delivering a big impact with small ideas. Impactful ideas for businesses on how to
treat their customers, from saying Hello to everyone who you encounter to making sure the
chairs in your place of business are comfortable.
Some vols. include supplemental journals of "such proceedings of the sessions, as, during the
time they were depending, were ordered to be kept secret, and respecting which the injunction
of secrecy was afterwards taken off by the order of the House."
Creating Authentic Customer Connections in a High-Tech World In The Relationship Economy,
author John DiJulius teaches business leaders about the importance of relationship building in
the digital age. He argues that in spite of (and because of) the advances in tech, we've become
a less connected society. We have dramatically evolved away from face-to-face
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communication,
and the skill of building rapport is evaporating. This means that customer
personalization and relationships are more important now than ever—and they will be the key to
success for businesses moving forward. As he aptly states, “Being able to build true
sustainable relationships is the biggest competitive advantage in a world where automation,
artificial intelligence, and machine learning are eliminating the human experience, which is
what creates the emotional connections that build true customer loyalty.” This book reminds
readers of the importance of personal connections and shows them how to attain meaningful,
lasting relationships with their customers.
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