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Sociology in Our Times, Sixth Canadian Edition, highlights the relevance of sociology to students? lives by including a diversity of
classical and contemporary theory, interesting and relevant research, and lived experiences that accurately mirror the diversity in
society itself. Praised for their writing style, authors Jane Murray and Rick Linden speak to a wide variety of Canadian students
and capture their interest by taking into account their concerns and perspectives. The research within the 6th Canadian edition
includes the best work of classical and established contemporary sociologists, presented in a straightforward and easily
understandable way. Each chapter examines a social issue from various theoretical perspectives: foundational theory, the most
relevant contemporary theory, and a critical theory. Sociology in Our Times captures the excitement of this new era and aims to
help students understand how sociological theory and research can be applied to both everyday life and the pressing social issues
we face in a rapidly changing world.
Designed for an undergraduate, introductory-level course in Sales. Receiving high accolades from business and academic
professionals alike, this Canadian adaptation of the number-one selling, reality-based introductory text embodies the changing
nature of personal selling in Canada today, showing students how to master vital relationship-building skills and apply modern
sales automation technology to achieve long-term success in the field. Emphasizing the value of investing in quality, secured
relationships that yield repeat business and referrals, it makes concepts come alive by applying them to scenarios from real
companies throughout, and comes with one of the most comprehensive support packages available for a text of its kind.
EBOOK: Management Accounting, 6e
The sixth Canadian edition of Marketing: An Introduction makes learning and teaching marketing more effective, easier, and more
enjoyable than ever. Its streamlined approach strikes a careful balance between depth of coverage and ease of learning. Students
will see how customer value-creating it and capturing it-drives every good marketing strategy. KEY TOPICS: Marketing: Creating
and Capturing Customer Value; Company and Marketing Strategy: Partnering to Build Customer Relationships; Sustainable
Marketing Social Responsibility and Ethics; Analyzing the Marketing Environment; Managing Marketing Information to Gain
Customer Insights; Understanding Consumer and Business Buyer Behaviour; Segmentation, Targeting, and Positioning;
Developing and Managing Products and Services; Brand Strategy and Management; Pricing: Understanding and Capturing
Customer Value; Marketing Channels; Retailing and Wholesaling NEW; Communicating Customer Value: Advertising and Public
Relations; Personal Selling and Sales Promotion; Direct, Online, Social Media, and Mobile Marketing; The Global Marketplace
NEW MARKET: This text is appropriate for marketing majors in a one-semester course in both 4-year and 2-year institutions.
The book covers the history of candlestick charts - explaining the context in which they developed. It then moves on to explain how
in the 1940s and 1950s a journalist, with the pseudonym Ichimoku Sanjin, started refining candlestick analysis by adding a series
of moving averages. The book explains in detail how to construct Cloud charts and how to interpret them. A chapter is devoted to
the advanced analysis of Cloud charts, with an in-depth study of the Three Principles: Wave Principle, Price Target and Timespan
Principle. The book is illustrated throughout with numerous examples of Cloud chart analysis.
Does globalization help everyone or just the rich? Is it the enemy of sustainability or the only hope against climate change? Rival
camps are dug in, but Anthea Roberts and Nicolas Lamp find points of agreement. Isolating the value conflicts that drive the
globalization debate, they show where consensus lies and argue for achievable policy change.
For courses in Sales and Personal Selling. Extensive, real-world applications, carefully integrated with current personal selling
concepts. ¿ Selling Today: Partnering to Create Value helps students understand the value of developing their personal selling
skills by exposing them to a careful integration of personal selling academic theory and real-world applications. And with the
largest number of "learn by doing" materials available in any personal selling text, Manning/Ahearne/Reece offers instructors a
variety of teaching tools to strengthen the learning process. As the developed nations of the world transition from a production
focus to a sales-and-service focus, this cutting-edge new edition prepares students to succeed as members of a new generation of
businesspeople. ¿ MyMarketingLab for Selling Today is a total learning package. MyMarketingLab is an online homework, tutorial,
and assessment program that truly engages students in learning. It helps students better prepare for class, quizzes, and
exams--resulting in better performance in the course--and provides educators a dynamic set of tools for gauging individual and
class progress. ¿ This program will provide a better teaching and learning experience--for you and your students. Here's how:
Improve Results with MyMarketingLab: MyMarketingLab delivers proven results in helping students succeed and provides
engaging experiences that personalize learning. Help Students Apply Concepts: The Reality Selling Today Videos--which feature
eleven role-play scenarios--allow students to assume the role of a salesperson in selling scenarios that are relevant in today's
competitive environment. Encourage Critical Thinking: Participation in an exciting business entitled Gra Issues provides students
with an introduction to a range of real-life ethical dilemmas, and it stimulates in-depth thinking about the ethical consequences of
their decisions and actions. Keep Your Course Current and Relevant: A highly interactive simulated website has been added to
this edition. Note: You are purchasing a standalone product; MyMarketingLab does not come packaged with this content. If you
would like to purchase both the physical text and MyMarketingLab search for ISBN-10: 0133763501/ISBN-13: 9780133763508.
That package includes ISBN-10: 0133543382/ISBN-13: 9780133543384 and ISBN-10: 0133766608/ISBN-13: 9780133766608. ¿
MyMarketingLab is not a self-paced technology and should only be purchased when required by an instructor.
Phillips was born in Madison, Indiana. After graduating high school Phillips entered Asbury College following which he degreed
from College of New Jersey in 1887. After completing his education, Phillips worked as a newspaper reporter in Cincinnati, Ohio
before moving on to New York City where he was employed as a columnist and editor with the New York World until 1902. In his
spare time, he wrote a novel, The Great God Success that was published in 1901. The book sold well enough that his royalty
income was sufficient enough to allow him to work as a freelance journalist while dedicating himself to writing fiction. Writing
articles for various prominent magazines, he began to develop a reputation as a competent investigative journalist. Considered a
progressive, Phillips' novels often commented on social issues of the day and frequently chronicled events based on his real-life
journalistic experiences.
Appropriate for a one- or two-term Introductory/Intermediate level course in cost/management accounting. Also suitable for MBA
level courses. Text of choice for CGAs and CMAs. Horngren et al., Cost Accounting: A Managerial Emphasis is designed to
provide students with the most accessible, engaging and relevant tools and resources to understand Cost Accounting, including
how to help managers make better decisions. This 6th edition continues to have unparalleled quality and range of assignment
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material. Note: MyAccountingLab is not included with the purchase of this product.
We often picture life on the Canadian home front as a time of austerity, as a time when women went to work and men went to war.
Graham Broad explodes this myth of home front sacrifice by bringing to light the contradictions of consumer society in wartime.
Governments pressured Depression-weary citizens to save for the sake of the nation, but Canadians had money in their pockets,
and advertisers tempted them with fresh groceries, glamorous movies, and new cars and appliances. Broad reveals that our
"greatest generation" was not impervious to temptation but rather embarked on one of the biggest spending booms in our nation's
history.
Master the practical aspects of the CFA Program Curriculum with expert instruction for the 2017 exam The same official curricula
that CFA Program candidates receive with program registration is now publicly available for purchase. CFA Program Curriculum
2017 Level II, Volumes 1-6 provides the complete Level II Curriculum for the 2017 exam, with practical instruction on the
Candidate Body of Knowledge (CBOK) and how it is applied, including expert guidance on incorporating concepts into practice.
Level II focuses on complex analysis with an emphasis on asset valuation, and is designed to help you use investment concepts
appropriately in situations analysts commonly face. Coverage includes ethical and professional standards, quantitative analysis,
economics, financial reporting and analysis, corporate finance, equities, fixed income, derivatives, alternative investments, and
portfolio management organized into individual study sessions with clearly defined Learning Outcome Statements. Charts, graphs,
figures, diagrams, and financial statements illustrate complex concepts to facilitate retention, and practice questions with answers
allow you to gauge your understanding while reinforcing important concepts. While Level I introduced you to basic foundational
investment skills, Level II requires more complex techniques and a strong grasp of valuation methods. This set dives deep into
practical application, explaining complex topics to help you understand and retain critical concepts and processes. Incorporate
analysis skills into case evaluations Master complex calculations and quantitative techniques Understand the international
standards used for valuation and analysis Gauge your skills and understanding against each Learning Outcome Statement CFA
Institute promotes the highest standards of ethics, education, and professional excellence among investment professionals. The
CFA Program Curriculum guides you through the breadth of knowledge required to uphold these standards. The three levels of the
program build on each other. Level I provides foundational knowledge and teaches the use of investment tools; Level II focuses on
application of concepts and analysis, particularly in the valuation of assets; and Level III builds toward synthesis across topics with
an emphasis on portfolio management.
Canadian Women in Print, 1750—1918 is the first historical examination of women’s engagement with multiple aspects of print
over some two hundred years, from the settlers who wrote diaries and letters to the New Women who argued for ballots and equal
rights. Considering women’s published writing as an intervention in the public sphere of national and material print culture, this
book uses approaches from book history to address the working and living conditions of women who wrote in many genres and for
many reasons. This study situates English Canadian authors within an extensive framework that includes francophone writers as
well as women’s work as compositors, bookbinders, and interveners in public access to print. Literary authorship is shown to be
one point on a spectrum that ranges from missionary writing, temperance advocacy, and educational texts to journalism and travel
accounts by New Woman adventurers. Familiar figures such as Susanna Moodie, L.M. Montgomery, Nellie McClung, Pauline
Johnson, and Sara Jeannette Duncan are contextualized by writers whose names are less well known (such as Madge Macbeth
and Agnes Laut) and by many others whose writings and biographies have vanished into the recesses of history. Readers will
learn of the surprising range of writing and publishing performed by early Canadian women under various ideological, biographical,
and cultural motivations and circumstances. Some expressed reluctance while others eagerly sought literary careers. Together
they did much more to shape Canada’s cultural history than has heretofore been recognized.
Between 1920 and 1933 the issue of prohibition proved to be the greatest challenge to Canada-U.S. relations. When the United
States adopted national prohibition in 1920—ironically, just as Canada was abandoning its own national and provincial experiments
with prohibition—U.S. tourists and dollars promptly headed north and Canadian liquor went south. Despite repeated efforts,
Americans were unable to secure Canadian assistance in enforcing American prohibition laws until 1930. Bootleggers and Borders
explores the important but surprisingly overlooked Canada-U.S. relationship in the Pacific Northwest during Prohibition. Stephen T.
Moore maintains that the reason Prohibition created such an intractable problem lies not with the relationship between Ottawa and
Washington DC but with everyday operations experienced at the border level, where foreign relations are conducted according to
different methods and rules and are informed by different assumptions, identities, and cultural values. Through an exploration of
border relations in the Pacific Northwest, Bootleggers and Borders offers insight into not only the Canada-U.S. relationship but
also the subtle but important differences in the tactics Canadians and Americans employed when confronted with similar problems.
Ultimately, British Columbia’s method of addressing temperance provided the United States with a model that would become
central to its abandonment and replacement of Prohibition.
* The first edition of this book won the prestigious Book of the Year Award presented by the Professional Association of Small
Business Accountants Many entrepreneurs fail, not because they have bad ideas, but because they don't have the knowledge it
takes to convert their ideas into success. In Six Steps to Small Business Success, five seasoned CPAs provide practical advice,
step-by-step guidance, and proven ideas to help you dream big, think realistically, and plan and manage carefully, ultimately
achieving more than you ever imagined. Take these six simple steps to convert your dreams into reality: 1. PRE-BUSINESS
PLANNING. Learn from others who have succeeded how a little front end planning can ensure your success. 2. START-UP:
FINANCES, BUDGETS, AND NUMBERS. Discover the key fundamentals that must be put in place for your business to grow. 3.
HUMAN RESOURCES(PEOPLE). Learn best practices in hiring, training, managing, and terminating employees. 4.
OPERATIONS: WORK FLOW, CUSTOMERS, AND SALES. Learn how to make good decisions about products and customers. 5.
BUILDING A SALABLE BUSINESS AND THE SALE. Learn how to plan for your eventual sale. 6. TRANSITIONING TO LIFE
AFTER BUSINESS. Finally, learn how to plan for life after work - personal adjustments, wealth management, leaving a legacy.
Since the first trade deal with the US in 1987, Canada has insisted on a "cultural exemption" to ensure that governments were free
to protect Canadian culture and to restrict foreign ownership and limit foreign content in the media. Negotiators and government
ministers considered the cultural exemption key to reassuring Canadians that the deal did not undermine our cultural sovereignty.
In every trade deal since, culture has been a contentious issue. Media giants and foreign governments have pushed for unlimited
access to Canada. Ottawa has worked with cultural industries to maintain the cultural exemption. Garry Neil has been close to
every one of these negotiations, and has been a key advisor to cultural groups on trade deals. He has been part of the
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international initiative to assert the importance of cultural diversity in the world, and to create effective measures to guarantee it.
This book reflects his experience trying to ensure that the reality matches the rhetoric when it comes to culture. As he sees it, in
spite of the claims, Canadian cultural policies and programs have been steadily restricted by successive trade deals. He explains
how this has happened, and what needs to be done for Canada to maintain our cultural sovereignty and creative life in the face of
multinational corporations and their government supporters who are promoting a world monoculture.
Expo 67, the world's fair held in Montreal during the summer of 1967, brought architecture, art, design, and technology together
into a glittering modern package. Heralding the ideal city of the future to its visitors, the Expo site was perceived by critics as a
laboratory for urban and architectural design as well as for cultural exchange, intended to enhance global understanding and
international cooperation. This collection of essays brings new critical perspectives to Expo 67, an event that left behind a
significant material and imaginative legacy. The contributors to this volume reflect a variety of interdisciplinary approaches and
address Expo 67 across a broad spectrum ranging from architecture and film to more ephemeral markers such as postcards,
menus, pavilion displays, or the uniforms of the hostesses employed on the site. Collectively, the essays explore issues of
nationalism, the interplay of tradition and modernity, twentieth-century discourse about urban experience, and the enduring impact
of Expo 67's technological experimentation. Expo 67: Not Just a Souvenir is a compelling examination of a world's fair that had a
profound impact locally, nationally, and internationally.
Extensive, real-world applications, carefully integrated with current personal selling concepts. Selling Today: Partnering to Create
Value helps readers understand the value of developing their personal selling skills by exposing them to a careful integration of
personal selling academic theory and real-world applications. And with the largest number of “learn by doing” materials available
in any personal selling text, Manning/Ahearne/Reece offers instructors a variety of teaching tools to strengthen the learning
process. As the developed nations of the world transition from a production focus to a sales-and-service focus, this cutting-edge
new edition prepares readers to succeed as members of a new generation of businesspeople.
This is the lastest edition of the best selling undergraduate food prepartion textbook, "Professional Cooking for Canadian Chefs. It
has a long standing reputation for being comprehensive, yet easy for students to understand and follow. The Canadian edition
features information on Candian inspection and grading of meat, poultry, seafood, dairy products, and eggs.
The seventh Canadian edition of Selling Today describes what ramifications the information age has for the selling world and how
sales professionals must cope with new issues arising from the information revolution with an ethical, customer-centred mindset.
The pivotal role of a partnering style of selling in today's highly competitive business environment is a common theme throughout
the seventh Canadian edition of Selling Today: Partnering to Create Value.
Selling TodayPartnering to Create ValuePrentice Hall
Reproduction of the original: Northwest! by Harold Bindloss
A dog describes being mistreated by a cruel master but then later being taken in by a kind family.
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