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The first-of-its-kind book on data story telling set in the
Indian context by an Indian author. The Power of Data
Storytelling is a book that aims to solve the classic
dilemma of—How do I make company data interesting
and present it in the form of a great data story for
today’s time-crunched professionals. The book focuses
on various methods of converting dry facts and figures
into interesting characters, events and relaying them in
the form of a story to enable company’s decisionmaking. The book covers all data story related
aspects—art of storytelling, building, writing and
visualizing. The book reflects practical corporate
examples from varied fields and how data storytelling
enabled the decision-making process. It does not require
knowledge of sophisticated tools and introduces new,
simple and application-oriented methods at every stage
to take data storytelling forward. The book has wide
application across industries and organizations with data
sets that are big and small. It has explanatory written and
visual examples at every discussion which makes it less
theoretical and more practically applicable.
Owning Game-Changing Subcategories is about creating
organizational growth in the digital age by creating and
owning game-changing subcategories fueled by digital.
Owning Game-Changing Subcategories outlines the path
to finding, managing, and leveraging new subcategories.
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In the digital age, the path has been made wider, shorter,
and more frequently traveled. Throughout Owning GameChanging Subcategories, David Aaker discusses certain
aspects of the digital age that alter this path, such as Ecommerce providing fast, inexpensive market access
bypassing the cost of gaining distribution into storefront
retailers or creating personal sales teams and social
media and websites enabling communication on steroids
in comparison with traditional use of advertising or
events. Growth is not only a success measure but also
creates energy and opportunity for customers and
employees. And such growth almost never occurs with
“my brand is better than your brand” marketing. Owning
Game-Changing Subcategories explores the only ways
to grow a business (with rare exceptions) which is to:
develop new “must haves” that define a game-changing
subcategory that provides a new or markedly superior
buying or use experience or brand relationship to a core
customer base; become the exemplar brand that
represents the subcategory and drives its visibility,
positioning, and success; and create barriers to
competitors that could include “must-have” associations
and a basis of relationships that go beyond functional
benefits.
From the bestselling authors of The Power of Visual
Storytelling comes the highly anticipated follow-up, The
Laws of Brand Storytelling?the definitive quick-reading
rulebook for how to use the power of storytelling to win
over customers’ hearts, minds, and long-term loyalty We
have been sharing stories from the beginning of human
civilization?for good reason. Stories captivate our
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attention and build communities by bringing ideas,
emotions, and experiences to life in a memorable way.
This is proving to be an increasingly potent strategy in
the era of the connected digital consumer. With
consumers more empowered than ever before, your
brand isn’t what you say it is anymore, it is what
consumers say it is. As a result, capturing customers’
hearts and minds today requires businesses to prioritize
emotional connections with customers, to be in the
moment, having authentic conversations, to share
relevant, inspiring stories that move and motivate people
to take action. How? By following these laws: •The
Protagonist Laws: Know Who You Are•The Strategy
Laws: Understand Your Goals•The Discovery Laws:
Find Your Story•The Story-Making Laws: Craft Your
Story•The Channel Laws: Share Your Story•The Laws
of Engagement: Engage with Your Communities Packed
with inspiring tips, strategies, and stories from two
leading marketing innovators, The Laws of Brand
Storytelling shows business leaders and marketing
professionals the power storytelling has to positively
impact and differentiate your business, attract new
customers, and inspire new levels of brand advocacy.
The authors lay down the law?literally?for readers
through a compelling step-by-step process of defining
who you are as a brand, setting a clear strategy,
sourcing the best stories for your business, and crafting
and delivering compelling narratives for maximum effect.
Win your customers’ hearts and minds, and you win
their business and their loyalty.
Stories are orders of magnitude which are more effective
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than facts at achieving attention, persuading, being
remembered, and inspiring involvement. Signature
stories—intriguing, authentic, and involving
narratives—apply the power of stories to communicate a
strategic message. Marketing professionals, coping with
the digital revolution and the need to have their strategic
message heard internally and externally, are realizing
that a digital strategy revolves around content and that
content is stories. Creating Signature Stories shows
organizations how to introduce storytelling into their
strategic messaging, and guides organizations to find, or
even create, signature stories and leverage them over
time. With case studies built into every chapter,
organizations will realize the power of storytelling to
energize readers, gain visibility, persuade audiences,
and inspire action.
Content is king... and the new kingmaker... and your
message needs to align with your model and metrics and
other mumbo jumbo, right? Whether you’re slogging
through theory or buzzwords, there’s no denying content
strategy is coming of age. But what’s in it for you? And if
you’re not a content strategist, why should you care?
Because even if content strategy isn’t your job,
content’s probably your problem—and probably more
than you think. You or your business has a message you
want to deliver, right? You can deliver that message
through various channels and content types, from
Tweets to testimonials and photo galleries galore, and
your audience has just as many ways of engaging with it.
So many ways, so much content... so where’s the
problem? That is the problem. And you can measure it in
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time, creativity, money, lost opportunity, and the sobs
you hear equally from creative directors, project
managers, and search engine marketing specialists. The
solution is content strategy, and this book offers realworld examples and approaches you can adopt, no
matter your role on the team. Put content strategy to
work for you by gathering this book into your little hands
and gobbling up never-before seen case studies from
teams at Johns Hopkins Medicine, MINI, Icebreaker, and
more. Content Strategy at Work is a book for designers,
information architects, copywriters, project managers,
and anyone who works with visual or verbal content. It
discusses how you can communicate and forge a plan
that will enable you, your company, or your client get that
message across and foster better user experiences.
Presents a content strategy framework and ways to
implement in both in-house marketing departments and
consultancies Includes case studies, interviews, and
lessons learned from retail, apparel, network television,
business-to-business, automotive, non-profit, and higher
ed brands Details practical sales techniques to sell
content strategy and use content strategy processes to
sell other services and larger projects
In an illuminating study that blends diplomatic, military,
technology, and business history, Winkler shows how
U.S. officials during World War I discovered the
enormous value of global communications. In this
absorbing history, Winkler sheds light on the early stages
of the global infrastructure that helped launch the United
States as the predominant power of the century.
Storytelling can be a lifelong and life sustaining habit of
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mind, a personal inheritance that connects us to our
communities. It can also serve as an organizational
inheritance—a management tool that helps businesses to
develop and thrive. For more than a decade, awardwinning author Janis Forman has been helping
executives to tell stories in service of their organizational
objectives. In Storytelling in Business: The Authentic and
Fluent Organization, she teaches readers everywhere
how the craft of storytelling can help them to achieve
their professional goals. Focusing on the role of
storytelling at the enterprise level, this book provides a
research-driven framework for engaging in organizational
storytelling. Forman presents original cases from
Chevron, FedEx, Phillips, and Schering-Plough.
Organizations like those featured in the book can make
use of storytelling for good purposes, such as making
sense of their strategy, communicating it, and developing
or strengthening culture and brand. These uses of
storytelling generate positive consequences that can
have a sustained and significant impact on an
organization. While large firms employ teams of digital
and communication professionals, there's much that any
of us can extrapolate from their experience to create
stories to further our own objectives. To show the reach
of storytelling, Forman conducted 140 interviews with
professionals ranging from CEOs in small and thriving
firms, to corporate communication and digital media
experts, to filmmakers—arguably the world experts in
visual storytelling. She draws out specific lessons
learned, and shows how to employ the road-tested
strategies demonstrated by these leaders. Although this
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book focuses on storytelling in the context of business,
Forman takes inspiration from narratives in literature and
film, philosophical and social thought, and relevant
concepts from a variety of other disciplines to instruct the
reader on how to develop truly authentic and meaningful
tales to drive success. A final chapter brings readers
back to square one: the development of their own
"signature story." This book is a pioneering work that
guides us beyond the pressure and noise of daily
organizational life to influence people in a sustained,
powerful way. It teaches us to be fluent storytellers who
succeed by mastering this vital skill.
Creating Signature StoriesStrategic Messaging that
Persuades, Energizes and InspiresMorgan James
Publishing
Reach more customers than ever with TARGETED
CONTENT Epic Content Marketing helps you develop
strategies that seize the competitive edge by creating
messages and “stories” tailored for instant, widespread
distribution on social media, Google, and the mainstream
press. It provides a step-by-step plan for developing
powerful content that resonates with customers and
describes best practices for social media sharing and
search engine discoverability. Joe Pulizzi is a content
marketing strategist, speaker and founder of the Content
Marketing Institute, which runs the largest physical
content marketing event in North America, Content
Marketing World.

From the marketing strategist who helped Steve
Jobs launch the original Apple Macintosh comes a
groundbreaking guide to positioning any company
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for industry dominance Andy Cunningham has been
at the forefront of tech and innovation since day one,
and she’s been helping companies create new
product categories ever since. Now she reveals the
winning framework she uses to transform markets
and industries. Get to Aha! shows how to establish
the kind of foundation world-class brands are built
on. Too many business leaders fail to ask the most
basic questions about their company—Who are we?
And why do we matter?—before they leap right into
branding. Big mistake. A company must first know
itself (establish its position) before it can express its
identity (execute its branding). There are three types
of companies in the world, each with its own DNA:
Mothers are customer-oriented, Mechanics are
product-oriented, and Missionaries are conceptoriented?and it’s absolutely critical for business
leaders to know which type their company is to
create an authentic and ultimately “sticky” position
in the market. A company’s DNA is the key to
achieving this and with it, a competitive advantage.
Why? Because if a Mechanic creates a marketing
campaign based on its belief that it is a Missionary,
the underlying positioning will not ring true and the
company won’t gain a foothold in the market. But if
a company positions itself in alignment with its DNA,
it will resonate authentically and establish its role
and relevance even in the face of a major
competitor. Get to Aha! presents a clear step-by-step
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framework that will help you determine your
company’s precise position in the marketing
landscape, using Andy’s DNA-based methodology.
It takes you through the process of performing
“genetic testing” on your company, examining the
market through the six Cs of positioning, and
developing your positioning statement—a rational,
factual statement about your company’s role and
relevance. Then and only then can you create a
branding and marketing strategy that will build
market momentum and crush the competition. Trust
Andy. Steve Jobs did.
In this book you will explore the "3 ways to grow any
business." They are: 1) Increase the number of
clients you presently have 2) Increase the number of
times a client visits your business/website 3)
Increase the amount of money your client spends
during each visit That's how I came up with the Title:
More Clients... More Often... More Money From
those "3 ways," I have come up with 70 strategies for
you to consider implementing into your business.
Each strategy has a definition of what it is, an
example of how someone has used it, a few
suggestions on how you could implement it into your
business and an "ideas" page for you to take notes. I
guarantee there is something in here for you to make
a bunch of money and grow your business.
Drawing on more than 30,000 years of human
storytelling, this is a groundbreaking handbook to
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navigating the Age of Disruption. With lessons drawn
from game-changing companies, readers will
discover how narrative is both a mindset and a
methodology designed for the biggest challenges of
their time.
The Strategy of Communication is a primer on the
art and science of strategic communication. This
book covers the foundation of communications
strategies as well as solid tactics, techniques, and
procedures for media relations, campaign planning,
crisis communication and strategic communications
planning. It is both a philosophy of communication
and a solid practical reference manual. Like no other
book on public relations, public diplomacy, or media
operations and community outreach, it offers a
compelling look at how all communication processes
can be made to function more efficiently and with
greater effectiveness. The ties are those of intention
and purpose, both leading to meaningful and
purpose-driven communication efforts, whether
conducted by governments, organizations, or military
units. From the most basic precepts of media
relations interaction to massive information
campaigns directed from the seat of government,
communication that is broad-based, overarching and
tied to strategic objectives can ultimately succeed
using a variety of methods, from storytelling to
building external champions. Practitioners and news
media representatives alike should be aware of the
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nature of repetitive patterns in events, the power of
myth in storytelling, and the significance of selffulfilling prophesies. Influencing factors include new
technologies that flatten communication hierarchies,
social media platforms that empower amateurs,
generational divides and a general decline in respect
for the journalism profession and ebbing trust in the
news as reported by the mainstream media. A
coarsening of the public discourse throughout our
celebrity-saturated culture likewise contributes to the
difficulty of communicating with resonance and result
in a toxic information environment. This book, a
collection of collected essays on the communication
practice, represents both a deeply passionate,
strategically reasoned and thoroughly researched
commentary on the field. It is both practical and
theoretical.
As the media grow more ruthless, the role of public
relations becomes increasingly complex and critical.
Savvy business people know that how a company
conveys and maintains its image has never been
more important or more challenging. The Handbook
of Strategic Public Relations & Integrated
Communication is the definitive resource for
communications professionals. Featuring the
expertise of the world s foremost public relations and
marketing authorities, it is the first book of its kind to
combine the art and science of marketing, public
relations and communications.
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Smart Social Media is the definitive hands-on guide
on how to claim your share of the current social
media marketing boom and how to build a lucrative
business part-time by providing social media
marketing services to businesses and entrepreneurs
both locally and worldwide. This guide collects
valuable lessons from current Social Media
Managers and highlights key marketing strategies
related toFacebook, video marketing, and YouTube.
In Smart Social Media, you will discover: Why there
is such a high demand for Social Media Managers
and so many opportunities for the services they offer
How you can start TODAY, even if you have no prior
experience Expert advice on how to close a sale with
your clients, charge top dollar, and increase your
fees Expert advice on how to avoid common pitfalls
when starting out as a Social Media Manager Why
being a Social Media Manager can provide for a
great lifestyle How to deliver effective and powerful
Facebook, video marketing, and YouTube
campaigns to grow your clients' businesses How to
grow your own business through outsourcing and
delegation Other online marketing services you can
offer to your clients And much, much more... This is
a step-by-step guide that shares strategies and
techniques you can implement immediately to build a
successful social media marketing business for small
businesses while living anywhere you want and
servicing clients all around the world.
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The explosion of blogs, social networking sites,
wikis, video sharing sites, and other powerful digital
communications platforms may be the biggest gamechanger to impact business since mechanized
manufacturing. In today’s Web 2.0 world, company
stakeholders--including employees, customers, and
investors--are empowered in ways unimaginable just
a few years ago, and traditional corporate
hierarchies are yesterday’s news. Rather than
attempt to turn back the clock and reassert strict, topdown control over stakeholder relationships, the
smartest companies worldwide are responding with
bold new digital communications strategies based on
transparency, authenticity, and inclusion, instead of
secrecy, artificiality, and exclusion. International
corporate communications guru Paul A. Argenti
provides a lively, up-to-the- minute review of the
Web 2.0 landscape and analyzes the increasingly
central role corporate communications plays in
virtually every organizational function. Argenti and
coauthor Courtney Barnes advise corporate leaders
on how to deploy proven strategies for using new
and emerging digital platforms to Manage brand
identity and company reputation Build a culture of
engagement and transparency Turn stakeholders
into “company evangelists” Manage internal
communications across time zones and language
barriers Recruit and retain the best talent Develop
compelling messages based on customer and
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investor needs and desires Argenti and Barnes
provide case studies illustrating digital
communications best practices at HP, Southwest
Airlines, Sony, Dell, IBM, Starbucks, HBO, FedEx,
GE, and other major players. This groundbreaking
book will teach you how to gain real, manageable
control over your organization’s communications in
today’s virtual world.
Master the art of connection and engagement
through the power of strategic storytelling. AwardWinning Storyteller and Motivational Speaker, Kelly
Swanson, teaches you her Story Formula - a proven
blueprint to help you craft strategic stories of impact.
This book walks you through the science of story,
the six secrets to connection, the three prongs in
your connection story, the anatomy of a
presentation, and the basic structure for story
construction. Bonus chapters include storytelling tips
on delivery.
Nominated for a Small Business Marketing Book
award!. You have 30 days to convert a user to a
paying customer starting NOW. The clock is ticking.
What will you do? Collecting and analysing the
messaging and strategies the leading e-commerce,
software and service companies use as they convert
trial users to customers in the most important 30
days after sign-up. Each companies strategy is
broken down and presented in an easy to use and
understand visual guide. 30 days to sell is a must
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buy if you are looking to automate and improve new
customer conversion. This book covers: Activation
campaigns from the worlds leading web companies.
Easy reference guide - what message to send and
when. Full page examples of each marketing
message. Steal ideas from successful
entrepreneurs, marketers and growth hackers. Two
new bonus chapters showcasing more activation
campaigns.
Communicate with greater impact. Have you ever been
caught at the end of a presentation when your audience,
perhaps a leadership team or a Steering Committee,
looks at you blankly and asks this most uncomfortable
question: 'So what?' How does that help? If you have
been in that position once, you don't want to be there
again. You want to know how to answer that question in
one single, powerful sentence. Or, even better, set
yourself up so nobody asks it. In this book,
communication strategists Davina Stanley and Gerard
Castles reveal their proven approach. It's all about using
storylines to get to the 'So what' fast, and being able to
make a case to back it up. You can unlock the power of
the 'So what' strategy by taking five steps, which are
outlined in this book: 1: Understand why mastering
storylining is worth the investment. 2: Learn how to use a
storyline to identify and harness the 'So what'. 3: Master
the seven classic storyline patterns. 4: Use storylines to
shape the communication you share. 5: Introduce
storylining in your business. Packed with examples,
stories, insights and practical steps, Davina and Gerard
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show you how to apply these strategies to stop your
audiences asking you, 'So what? How does that help
us?'.
Stories are orders of magnitude which are more effective
than facts at achieving attention, persuading, being
remembered, and inspiring involvement. Signature
stories--intriguing, authentic, and involving
narratives--apply the power of stories to communicate a
strategic message. Marketing professionals, coping with
the digital revolution and the need to have their strategic
message heard internally and externally, are realizing
that a digital strategy revolves around content and that
content is stories. Creating Signature Stories shows
organizations how to introduce storytelling into their
strategic messaging, and guides organizations to find, or
even create, signature stories and leverage them over
time. With case studies built into every chapter,
organizations will realize the power of storytelling to
energize readers, gain visibility, persuade audiences,
and inspire action.
As industries turn increasingly hostile, it is clear that
strong brand-building skills are needed to survive and
prosper. In David Aaker's pathbreaking book,
MANAGING BRAND EQUITY, managers discovered the
value of a brand as a strategic asset and a company's
primary source of competitive advantage. Now, in this
compelling new work, Aaker uses real brand-building
cases from Saturn, General Electric, Kodak, Healthy
Choice, McDonald's, and others to demonstrate how
strong brands have been created and managed. A
common pitfall of brand strategists is to focus on brand
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attributes. Aaker shows how to break out of the box by
considering emotional and self-expressive benefits and
by introducing the brand-as-person, brand-asorganisation, and brand-as-symbol perspectives. A
second pitfall is to ignore the fact that individual brands
are part of a larger system consisting of many
intertwined and overlapping brands and subbrands.
Aaker shows how to manage the "brand system" to
achieve clarity and synergy, to adapt to a changing
environment, and to leverage brand assets into new
markets and products. As executives in a wide range of
industries seek to prevent their products and services
from becoming commodities, they are recommitting
themselves to brands as a foundation of business
strategy. This new work will be essential reading for the
battle-ready.
Today's Hottest Trends for On-the-Spot Marketing! "A
must read for media and marketers.” —Alan Cohen,
CEO, OMD USA "What do fish tacos, data storage, and
disaster relief all have in common? Each has harnessed
the power of marketing that amplifies via the real-time
social web. These and many other case studies are part
of this engaging new book that details strategies for
marketers to understand, evolve, and profit in the social
age." —John Gerzema, Chief Insights Officer, Young &
Rubicam, and coauthor of Spend Shift "Understanding
what's possible and how to use social media will be
essential for every marketer; this book will hold your
hand in this brave new world." —John Miller, CMO, NBC
Universal TV Group "Like it or not, social media is here
to stay. It needs to be understood, managed, and
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harnessed. This book tells you how. Read it!" —Zhihang
Chi, Ph.D., Vice President and General Manager, North
America, Air China Limited "Beverly Macy is a true
innovator and thought leader in the field of social media
marketing." —Cathy Sandeen, Ph.D., MBA, Dean, UCLA
Extension, University of California Los Angeles About the
Book In an era when information travels at phenomenal
speed along the “real-time Web,” a brand can explode
into popular culture overnight--and die just as quickly. As
a marketer, how can you stay ahead of the curve? How
do you control the chaos? Two words: Social Media.
With The Power of Real-Time Social Media Marketing,
you'll learn how to take advantage of today's "fluid"
business environment and develop innovative ways to
meet market demands. And here's the best part: all your
tools--Facebook, Twitter, YouTube, and other sites--are
free! Leading figures in the exciting new world of
sophisticated social media marketing, Beverly Macy and
Teri Thompson explain how you can use this global, realtime platform to change how consumers interact with
your brand. They then present detailed case studies
illustrating how top organizations and emerging brand
giants have proven the remarkable effectiveness of
social media marketing. Find out how: The American
Red Cross turned a single "tweet" into $33 million worth
of donations to earthquake victims in Haiti Orange
County Transportation Authority engaged citizens to
participate in transportation planning and use DIRE CTV
boosted customer loyalty and trust by finding and solving
complaints in real time EMC transformed business
processes by leveraging workforce social media
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proficiency and "open" behavior models Marketers no
longer have the luxury of time to develop, test, and
measure a brand. Use the lessons in The Power of RealTime Social Media Marketing to launch your brand in a
fixed amount of time, accurately measure the impact of
your activities, and instantly adjust to any unforeseen
events.
A successful personal brand is based on authenticity. In
Digital You: Real Personal Branding in the Virtual Age,
branding pioneer William Arruda guides you to discover
the questions that will help you uncover your brand and
the methods to master delivering your unique brand
value, both in person and virtually. Branding isn't about
being famous, Arruda says; it's about being selectively
famous.
This book will help you answer questions like: What is
the impact of our company or organization? What
common ground do we share with our customers? Is our
company more concerned about enhancing its own value
rather than enhancing the value of the people we serve?
How can we actually show people what we can do for
them, rather than just rely on our advertising and
marketing to tell them? What is standing in the way of
people responding to us? How is using our product or
service better that using a competitor's? What things do
we need to be doing right now so we can keep providing
the same quality in the future? A great read with
discussion questions at the end of each chapter. You
can use it for yourself, a team building exercise, or an
executive retreat. The book is a great discussion starter
for any business!
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Axiom Business Book Award Silver Medalist in Business
Technology The indispensable guide to data-powered
marketing from the team behind the data management
platform that helps fuel Salesforce?the #1 customer
relationship management (CRM) company in the world A
tectonic shift in the practice of marketing is underway.
Digital technology, social media, and e-commerce have
radically changed the way consumers access
information, order products, and shop for services. Using
the latest technologies?cloud, mobile, social, internet of
things (IoT), and artificial intelligence (AI)?we have more
data about consumers and their needs, wants, and
affinities than ever before. Data Driven will show you
how to: ?Target and delight your customers with
unprecedented accuracy and success?Bring customers
closer to your brand and inspire them to engage,
purchase, and remain loyal?Capture, organize, and
analyze data from every source and activate it across
every channel?Create a data-powered marketing
strategy that can be customized for any audience?Serve
individual consumers with highly personalized
interactions?Deliver better customer service for the best
customer experience?Improve your products and
optimize your operating systems?Use AI and IoT to
predict the future direction of markets You’ll discover the
three principles for building a successful data strategy
and the five sources of data-driven power. You’ll see
how top companies put these data-driven strategies into
action: how Pandora used second- and third-hand data
to learn more about its listeners; how Georgia-Pacific
moved from scarcity to abundance in the data sphere;
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and how Dunkin’ Brands leveraged CRM data as a force
multiplier for customer engagement. And if you’re
wondering what the future holds, you’ll receive seven
forecasts to better prepare you for what may come next.
Sure to be a classic, Data Driven is a practical road map
to the modern marketing landscape and a toolkit for
success in the face of changes already underway and
still to come.
Win more deals with the perfect sales story! “Power
Messaging is a foundational element in our global
marketing campaigns and sales training programs. We
believe the concepts are core to engaging in customer
conversations that are focused on their outcomes and
what they want to achieve.” —Karen Quintos, CMO and
SVP, Dell Inc. “The concepts outlined in this book are
critical skills to building a world-class presales
organization.” —Ken Hamel, Senior Vice President,
Global Solutions and Presales, SAP “Our new
messaging, using the approaches presented in this book,
is great and is being widely used by our sales team.
We’ve never had a year end sales meeting with content
that was met with such widespread acceptance and
enthusiasm.” —Jerry D. Cline, Senior Vice President,
Retail Sales and Marketing, AmerisourceBergen Drug
Company “The best salespeople sit across the table and
make change easy for their customer by creating a
succinct story and vision for what to change, how to
change it, and how it will impact customer results. An
enterprise focus on sales messaging, using the concepts
in this book, is the hidden secret to driving incremental
sales productivity and overwhelming customer success!”
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—Ken Powell, Vice President, Worldwide Sales
Enablement, ADP “The Power Messaging techniques in
this book are the foundation of how our marketing team
creates our sales messages, as well as the process our
field sales teams use for delivering that message in a
unique and compelling way. At Kronos our results are a
reflection of the power of the tool.” —Aron Ain, CEO,
Kronos About the Book: In today’s highly competitive
world of complex sales, commoditization of your brand is
one of the greatest dangers. You must differentiate
yourself from the competition—or you will lose out. And
the way to do that is through customer engagement.
Rather than sell your own corporate story and brand
message, you need to tell customers their story—the one
in which they are the heroes and they achieve success.
Erik Peterson and Tim Riesterer have been developing
and honing their Power Messaging sales technique for
more than 20 years, and now they reveal all their secrets
in Conversations That Win the Complex Sale. Presenting
a catalog of facts or playing 20 questions with
prospective customers is the surest way to lose the sale.
Peterson and Riesterer provide the tools you need to
recraft your message into a compelling story that wins
more deals. With Conversations That Win the Complex
Sale, you’ll learn how to: Differentiate yourself from the
competition by finding your “Value Wedge” Avoid parity
in your value propositions by creating “Power Positions”
Create a message that can literally double the number of
deals you close Spike customer attention and create
“Wow” in your conversations Prove all your claims
without resorting to lists of boring facts and statistics
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Your competitors are out there telling their own corporate
story—a story customers don’t want to hear. Now is the
time to seize the moment. This book is the one and only
source you need to reframe your sales story and turn the
tables on the competition by fully engaging their wouldbe customers. Conversations That Win the Complex
Sale helps you create and deliver messages that
customers care about, giving your brand the clear edge
in today’s crowded markets.
New York Times bestselling author Donald Miller uses
the seven universal elements of powerful stories to teach
readers how to dramatically improve how they connect
with customers and grow their businesses. Donald
Miller’s StoryBrand process is a proven solution to the
struggle business leaders face when talking about their
businesses. This revolutionary method for connecting
with customers provides readers with the ultimate
competitive advantage, revealing the secret for helping
their customers understand the compelling benefits of
using their products, ideas, or services. Building a
StoryBrand does this by teaching readers the seven
universal story points all humans respond to; the real
reason customers make purchases; how to simplify a
brand message so people understand it; and how to
create the most effective messaging for websites,
brochures, and social media. Whether you are the
marketing director of a multibillion dollar company, the
owner of a small business, a politician running for office,
or the lead singer of a rock band, Building a StoryBrand
will forever transform the way you talk about who you
are, what you do, and the unique value you bring to your
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customers.
In this long-awaited book from the world’s premier brand
expert and author of the seminal work Building Strong
Brands, David Aaker shows managers how to construct
a brand portfolio strategy that will support a company’s
business strategy and create relevance, differentiation,
energy, leverage, and clarity. Building on case studies of
world-class brands such as Dell, Disney, Microsoft,
Sony, Dove, Intel, CitiGroup, and PowerBar, Aaker
demonstrates how powerful, cohesive brand strategies
have enabled managers to revitalize brands, support
business growth, and create discipline in confused,
bloated portfolios of master brands, subbrands, endorser
brands, cobrands, and brand extensions. Renowned
brand guru Aaker demonstrates that assuring that each
brand in the portfolio has a clear role and actively
reinforces and supports the other portfolio brands will
profoundly affect the firm’s profitability. Brand Portfolio
Strategy is required reading not only for brand managers
but for all managers with bottom-line responsibility to
their shareholders.
Social Media for Strategic Communication: Creative
Strategies and Research-Based Applications Second
Edition teaches students the skills and principles needed
to use social media in persuasive communication
campaigns. This book combines cutting edge research
with practical, on-the-ground instruction to prepare
students for the real-world challenges they’ll face in the
workplace. By focusing on strategic thinking and
awareness, this book gives students the tools they need
to adapt what they learn to new platforms and
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technologies that may emerge in the future. A broad
focus on strategic communication – from PR, advertising,
and marketing, to non-profit advocacy—gives students a
broad base of knowledge that will serve them wherever
their careers may lead. The Second Edition features new
case studies and exercises and increased coverage of
diversity and inclusion issues and influencer marketing
trends. INSTRUCTORS: Your students save when you
bundle Social Media for Strategic Communication,
Second Edition with Freberg?s Portfolio Building
Activities in Social Media, Second Edition featuring 125
real-world activities across various social media
platforms. Order using bundle ISBN 978-1-0718-6142-4.
Branding guru Aaker shows how to eliminate the
competition and become the lead brand in your market
This ground-breaking book defines the concept of brand
relevance using dozens of case studies-Prius, Whole
Foods, Westin, iPad and more-and explains how brand
relevance drives market dynamics, which generates
opportunities for your brand and threats for the
competition. Aaker reveals how these companies have
made other brands in their categories irrelevant. Key
points: When managing a new category of product, treat
it as if it were a brand; By failing to produce what
customers want or losing momentum and visibility, your
brand becomes irrelevant; and create barriers to
competitors by supporting innovation at every level of the
organization. Using dozens of case studies, shows how
to create or dominate new categories or subcategories,
making competitors irrelevant Shows how to manage the
new category or subcategory as if it were a brand and
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how to create barriers to competitors Describes the
threat of becoming irrelevant by failing to make what
customer are buying or losing energy David Aaker, the
author of four brand books, has been called the father of
branding This book offers insight for creating and/or
owning a new business arena. Instead of being the best,
the goal is to be the only brand around-making
competitors irrelevant.
Digital or Death is the first book on the world of digital
strategy that won't bore you to sleep. It takes an
entertaining, highly informative real world approach with
enough information and energy to get you inspired to
innovate. Dominic Mazzone is part digital guru, part
comedian, part entrepreneurial titan. He has the uncanny
ability to get you thinking in a way you never have
before, while creating the motivation you'll need to
succeed. If there was a book that could actually increase
your drive and expand the creative part of your brain, this
is the one. Here's how Digital or Death will change the
way you think: • What is Digital Transformation • How to
avoid being part of the Digital Die-Off • The Four Pillars
of Digital Transformation • How to make Wonder Theory
work for you • How to smash your industry through
Revolution Delivery • Why every business needs
Dynamic Interaction • Make the Strawberry Model and
the Christmas Effect part of your business
Argues that a manager's central responsibility is to
create and implement strategies, challenges popular
motivational practices, and shares anecdotes discussing
how to enable action-oriented plans for real-world
results.
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In today's complex market, product advantage is fleeting.
It is no longer what you sell, but how you sell it - meaning
it is now vital to bridge the gap between sales and
marketing. CUSTOMER MESSAGE MANAGEMENT
does just that, eradicating the disconnect that for years
has plagued the two departments and, in the process,
increasing the effectiveness of both. With its thorough,
practical coverage of CMM, this comprehensive
guidebook gives readers invaluable insight into how to
create effective brand, marketing, and sales messaging
based on customer business roles and goals. It also
equips readers with the skills to deliver those messages
efficiently and effectively across all selling touch-points in
a way that can be personalized for each prospect and
customer. More than just creating customer-ready
messages for the sales force to use, CMM helps
companies discern how best to create messages,
stimulate conversations, and continue customer
dialogues that activate purchase intent.
"Strategic Communications for School Leaders highlights
the myriad challenges and land mines faced by
educational leaders, as well as the onslaught of
opportunities to be misrepresented or
misunderstood."-Fred Brill, superintendent, Lafayette
School District, Lafayette, California. --Book Jacket.
Do you need help telling your story? Do you have a story
inside, but you're not sure how to tell it... or if it's even
worth telling? Is a tiny little voice inside telling you to
write... but you're not sure you can? Do you want to tell
better, more authentic stories... but you're not sure
where to start? You're not alone. The Share Your Story
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workbook is your personal storytelling guide. A
professional storyteller and communications expert,
Camille knows that your story is worth telling, and
sharing. In this heartfelt book, she walks you through a
practical and simple road map to help you uncover and
write your personal stories. This book will help you: Discover the stories you have to tell. - Turn your
personal experiences into signature stories. - Become
confident writing, talking about, and sharing your story.
The book includes: - Unique writing projects that will help
you turn your personal experiences into stories. - A
method for working through past hurts and painful
subjects in a safe and positive way. - Fun, easy writing
activities and questions to help you think about your own
stories in new, creative, and uplifting new ways. Methods to help you use your story in a positive way -so you can inspire and help others - A guide to
developing your own signature story. This is your chance
to tell your story, your way.
Presents the planning and execution of a public
communication campaign from start to finish.
Strategic Narrative Marketing will shift the way you think
about and develop company messaging. Using this
guidebook, you have an action plan to create a
consistent, unified message that stands out and moves
your organization from explaining - to leading. It
addresses the persistent challenge of having something
meaningful and compelling to say, and provides a
framework to create a new industry narrative that is
unique, differentiating and inspires category change and
organizational leadership. Whether you need to align
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your company, change perceptions, gain influence as a
true thought leader, or attract talent and investment,
Strategic Narrative Marketing can help elevate your story
to win in the market.
The coffeehouse has become the new center of the
universe. "What's Your Coffee Strategy?" walks the
reader through understanding and benefiting from this
new cultural phenomenon introducing powerful concepts
such as... - How to Immediately Connect with ANYONE.
- Master The Art of the Coffee Conversation. - Win
Clients - The Blueprint for Killer Business Conversations
- Never Be Nervous - Conversational Confidence &
Personal Presence. - How to Attract People & Be
Unbelievable Personable - Using Coffeehouse as a
Personal Headquarters - The Secrets to Building an
Unstoppable Personal Brand - How to Win with The
Coffee Strategy. - ... "What's Your Coffee Strategy?" has
been called the "How to Win Friends & Influence People"
of the modern era. A must read.
An expert presents in a compact form the 20 essential
principles of branding that will lead to the creation of
strong brands.
In Creating Signature Stories, branding guru David Aaker
applies the power of intriguing, authentic, involving
stories to communicate strategic messaging internally
and externally, a critical and difficult task. Stories are
many times more powerful than facts at getting attention,
generating brand energy, creating involvement,
persuading, arousing emotion and inspiring. Moreover,
success in digital platforms, which is becoming
increasingly essential, means content and content
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means stories. This book, full of case studies, discusses
how to find, evaluate, refine and leverage great stories
and use them to build brands, enhance customer
relationships and inspire employees.
Attention Safety Communicators: Do you want everyone
Speaking the Same Language on Safety?Your workforce
is going to give you about one minute to convince them
to work safely.Do you know what to say, or write, in
those first 60 seconds?Employees quickly tune out when
they hear bland, irrelevant safety messages. For too long
they have been fed complicated, legalistic
communication written for compliance that totally ignores
that people actually want to feel safe at work.What is
needed is a new and easy way to create compelling,
targeted risk communication that catches attention and
keeps it. Yet, at the same time builds a safe, thriving and
productive environment. This new way is “Transform
Your Safety Communication.”This is the book for you, if
you want to:• Create clear, consistent safety messages,
so everyone works to a common standard.• Understand
the psychology behind why people don't listen. • Engage
workers on safety, no matter how cynical.• Learn how to
produce authentic and heart felt communication that
builds trust.• Quickly generate relevant safety
communication with easy to use frameworks and
templates.• Accelerate your communication skills to
boost your career prospects.””” What other Safety
Leaders are Saying:“A thoroughly enjoyable read and
will now take the place of my dictionary as the most used
book on my desk.”Michael Carney, HSE Manager
Sydney, StarTrack“Simple sound theory backed up with
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experience, filled with tips and examples of the good, the
bad, and the ugly of safety communication, finishing with
a “how to” guide.” Rachel Murphy, Health Safety and
Compliance Coordinator, IHBI Queensland University of
Technology"If you want to engage others and change
their behaviour through effective communication, then
this book is for you." Paul Harper, CEO/Principal Mining
Engineer, AMC ConsultantsYou'll Wish You Could Have
Read it Years Ago!If you want to be the inspirational
safety leader that you've always dreamed of being, then
get your copy today.
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