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Value Based Fees How To Charge And Get What Youre Worth
The latest edition of the leading guide to consulting engagement pricing, from the “Rock Star of Consulting” Alan Weiss In the
newly revised Third Edition of Value-Based Fees: How to Charge – and Get – What You’re Worth, best-selling author, speaker
and renowned consultant Dr. Alan Weiss delivers a thoroughly updated guide to proposing, and receiving, consistently high fees
that are based on the value you deliver to each client you serve. The author walks you through the many reasons that time-andmaterials pricing models are outdated and inadequate and how to convert existing clients to your new value-based fee model. He
also discusses fundamental new developments in consulting, including the remote delivery of services, the waning market power
of the consulting giants, economic globalization, and the shift from project work to advisory work. Among the step-by-step
techniques and strategies provided in the book, you’ll find: How to establish value-based fees, including determining your unique
value and creating a “good deal” dynamic How to create, capitalize on, and market to trusted advisor relationships How to
implement fee increases immediately, prevent and rebut fee objections, create consulting products, and explore lucrative new
fields Perfect for newcomers to the consulting field as well as time-tested veterans, Value-Based Fees is an indispensable guide
for every solo consultant, entrepreneur, and small consulting firm.
Thinking of consulting? Want to earn more from your clients? Discover how to set your consulting fees and get more money from
every contract. Influence the way existing and potential clients view you and your consulting business by analyzing your market
and using your fees as a marketing tool. Calculate your rate using consulting fee models. Navigate sticky situations - like requests
to cut your fees, negotiate your quotes or work for free. Andrea Coutu's Consulting Fees helps consultants calculate consulting
fees that they can ask for with confidence.
How can you take your skills and expertise and package and present it to become a successful consultant? There are proven timetested principles, strategies, tactics and best-practices the most successful consultants use to start, run and grow their consulting
business. Consulting Success teaches you what they are. In this book you'll learn: - How to position yourself as a leading expert
and authority in your marketplace - Effective marketing and branding materials that get the attention of your ideal clients Strategies to increase your fees and earn more with every project - The proposal template that has generated millions of dollars in
consulting engagements - How to develop a pipeline of business and attract ideal clients - Productivity secrets for consultants
including how to get more done in one week than most people do in a month - And much, much more
For over 30 years Alan Weiss has consulted, coached, and advised everyone from Fortune 500 executives, state governors, nonprofit directors, and entrepreneurs to athletes, entertainers, and beauty pageant contestants. That’s quite an assortment of
people, and they run into the thousands. Most of them have had what we euphemistically call "means," and some of them have
had a lot more than that. Others have been aspiring and with more ends in sight than means on hand. Alan Weiss states: I’ve
dealt with esteem (low), narcissism (high), family problems, leadership dysfunctions, insecurities, addictions, and ethical
quandaries. And I’ve talked with them through the coronavirus crisis. But don’t get the wrong idea. About 95% of these people
have been well-meaning, honest (to the best of their knowledge), and interested in becoming a better person and better
professional. Otherwise, they wouldn’t be talking to me. I found the equivalent of the "runner’s wall" in their journeys, where they
must break through the pain and the obstacles and then can keep going with renewed energy and spirit. But runners know how far
they must go after the breakthrough, be it another half lap or another five miles. There is a finish line. I’ve found that people in all
positions, even after the "breakthrough," don’t know where they are in the race, let alone where the finish line is. They do not
know what meaning is for them. They may have money in the bank, good relationships, the admiration of others, and the love of
their dogs. But they have no metrics for "What now?" They believe that at the end of life there is a tallying, some metaphysical
accountant who totals up their contributions, deducts their bad acts, and creates the (hopefully positive) difference. That
difference, they believe, is their "legacy." But the thought that legacy arrives at the end of life is as ridiculous as someone who
decides to sell a business and tries to increase its valuation the day prior. Legacy is now. Legacy is daily. Every day we create the
next page in our lives, but the question becomes who is writing it and what’s being written. Is someone else creating our legacy?
Or are we, ourselves, simply writing the same page repeatedly? Or do we leave it blank? Our organic, living legacy is marred and
squeezed by huge normative pressures. There is a "threshold" point, at which one’s beliefs and values are overridden by
immense peer pressure. Our metrics are forced to change. In an age of social media, biased press, and bullying, we’ve come to a
point where our legacy, ironically, is almost out of our hands. Yet our "meaning" — our creation of meaning and not a search for
some illusive alchemy — creates worth and impact for us and all those with whom we interact.
A USA Today bestseller! Companies like Netflix, Spotify, and Salesforce are just the tip of the iceberg for the subscription model.
The real transformation--and the real opportunity--is just beginning. Subscription companies are growing nine times faster than the
S&P 500. Why? Because unlike product companies, subscription companies know their customers. A happy subscriber base is
the ultimate economic moat. Today's consumers prefer the advantages of access over the hassles of maintenance, from
transportation (Uber, Surf Air), to clothing (Stitch Fix, Eleven James), to razor blades and makeup (Dollar Shave Club, Birchbox).
Companies are similarly demanding easier, long-term solutions, trading their server rooms for cloud storage solutions like Box.
Simply put, the world is shifting from products to services. But how do you turn customers into subscribers? As the CEO of the
world's largest subscription management platform, Tien Tzuo has helped hundreds of companies transition from relying on
individual sales to building customer-centric, recurring-revenue businesses. His core message in Subscribed is simple: Ready or
not, excited or terrified, you need to adapt to the Subscription Economy -- or risk being left behind. Tzuo shows how to use
subscriptions to build lucrative, ongoing one-on-one relationships with your customers. This may require reinventing substantial
parts of your company, from your accounting practices to your entire IT architecture, but the payoff can be enormous. Just look at
the case studies: * Adobe transitions from selling enterprise software licenses to offering cloud-based solutions for a flat monthly
fee, and quadruples its valuation. * Fender evolves from selling guitars one at a time to creating lifelong musicians by teaching
beginners to play, and keeping them inspired for life. * Caterpillar uses subscriptions to help solve problems -- it's not about how
many tractors you can rent, but how much dirt you need to move. In Subscribed, you'll learn how these companies made the shift,
and how you can transform your own product into a valuable service with a practical, step-by-step framework. Find out how how
you can prepare and prosper now, rather than trying to catch up later.
The best and the brightest use advisors and experts. In fact, one could say that they are the best and the brightest because they
utilized trusted advisors throughout their careers. Whether in business, sports, entertainment, academia, or politics, expert help is
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a fundamental enabler of success. That means that the demand for expert advice will grow and the competition will increase for
such help. This isn’t a matter of “certificates” and “universities,” it’s a matter of specific skill and behavioral sets that create a
trusting bond and reliance. Trusted advisors are beyond coaches—they are comprehensive resources and supporters. The Modern
Trusted Advisor employs important mastery traits, such as subordinating ego, applying shared experiences, and managing
emotional, mental, and intellectual health. We are entering a world of “no normal” today and leaders must inspire others daily.
This is the book that prepares you to inspire those leaders.
In this thoroughly revised edition of his classic book, Alan Weiss shows how consulting fees are dependent on only two things:
value provided in the perception of the buyer and the intent of the buyer and the consultant to act ethically. Many consultants,
however, fail to understand that perceived value is the basis of the fee, or that they must translate the importance of their advice
into long-term gains for the client in the client's perception. Still others fail to have the courage and the belief system that support
the high value delivered to clients, thereby reducing fees to a level commensurate with the consultant's own low self-esteem.
Ultimately, says Weiss, consultants, not clients, are the main cause of low consulting fees.
This book offers novel methods for developing Value-based marketing strategies aimed at increasing revenue and profits. The
Value concept relates all the benefits offered by a product with its price and the effort required to obtain it. Global competition
requires managing Value rather than individual products or brands. This fosters customer loyalty, and provides a solid basis for
relationship marketing. The book takes a practical, step-by-step approach to explain: • How the forces of supply and demand
interact with customer Value; • The relationships between benefits, quantities, prices and costs; • How to develop effective
competitive strategies; • How to manage inventory and product mix efficiently; • How to apply the Value model to increase
profitability, and solve major marketing problems. The book sets forth several new approaches for marketing and pricing decisionmaking: • The concept of Value integrates marketing, finance, economics and accounting, in order to link Value-based pricing with
relationship marketing. • The law of supply and demand is restated with quantity as a function of Value instead of price; this makes
it a more realistic and practical tool for understanding today´s highly competitive business environment. • The confrontation and
complementation concepts provide useful tools for guiding marketers into new segments, and pricing products accordingly. They
play a key role for devising win-win strategies, not only with customers, but also with competitors. • The Value Matrix is a practical
tool for understanding the product´s positioning, analyzing its competition, setting prices and developing strategy. It aims at
achieving an optimal balance between customer loyalty and product mix profitability. • The Value Life Cycle illustrates how Value
acts as a force that constantly changes revenue, providing insight for developing strategies in each phase of the product´s life
cycle. • Analogies with physics illustrate how policy constraints create resistance to sales velocity, thereby determining the rate at
which a firm advances towards its financial and marketing goals. • The strategy for pricing business services applies Value to
balance supply with demand; this leads to increased revenue. • The marketing approach set forth unifies product portfolio and
inventory management with Value-based pricing for maximizing income. Clear explanations and accessible language make this
book ideal for marketing professionals and non-specialists. Advanced readers may refer to the appendices, where the subjects are
analyzed further and the mathematical foundations are laid out; numerous solved problems of pricing and costs are included.
The world’s foremost expert on pricing strategy shows how this mysterious process works and how to maximize value through
pricing to company and customer. In all walks of life, we constantly make decisions about whether something is worth our money
or our time, or try to convince others to part with their money or their time. Price is the place where value and money meet. From
the global release of the latest electronic gadget to the bewildering gyrations of oil futures to markdowns at the bargain store, price
is the most powerful and pervasive economic force in our day-to-day lives and one of the least understood. The recipe for
successful pricing often sounds like an exotic cocktail, with equal parts psychology, economics, strategy, tools and incentives
stirred up together, usually with just enough math to sour the taste. That leads managers to water down the drink with hunches
and rules of thumb, or leave out the parts with which they don’t feel comfortable. While this makes for a sweeter drink, it often
lacks the punch to have an impact on the customer or on the business. It doesn’t have to be that way, though, as Hermann Simon
illustrates through dozens of stories collected over four decades in the trenches and behind the scenes. A world-renowned
speaker on pricing and a trusted advisor to Fortune 500 executives, Simon’s lifelong journey has taken him from rural farmers’
markets, to a distinguished academic career, to a long second career as an entrepreneur and management consultant to
companies large and small throughout the world. Along the way, he has learned from Nobel Prize winners and leading
management gurus, and helped countless managers and executives use pricing as a way to create new markets, grow their
businesses and gain a sustained competitive advantage. He also learned some tough personal lessons about value, how people
perceive it, and how people profit from it. In this engaging and practical narrative, Simon leaves nothing out of the pricing cocktail,
but still makes it go down smoothly and leaves you wanting to learn more and do more—as a consumer or as a business person.
You will never look at pricing the same way again.
Everything you need to know about building a successful, world-class consulting practice Whether you are a veteran consultant or
new to the industry, an entrepreneur or the principal of a small firm, The Consulting Bible tells you absolutely everything you need
to know to create and expand a seven-figure independent or boutique consulting practice. Expert author Alan Weiss, who coaches
consultants globally and has written more books on solo consulting than anyone in history, shares his expertise comprehensively.
Learn and appreciate the origins and evolution of the consulting profession Launch your practice or firm and propel it to top
performance Implement your consulting strategies in public and private organizations, large or small, global or domestic Select
from the widest variety of consulting methodologies Achieve lasting success in your professional career and personal goals The
author is recognized as "one of the most highly regarded independent consultants in America" by the New York Post and "a
worldwide expert in executive education" by Success Magazine Whether you're just starting out or looking for the latest trends in
modern practice, The Consulting Bible gives you an unparalleled toolset to build a thriving consultancy.
The objectives of this study are to describe experiences in price setting and how pricing has been used to attain better coverage,
quality, financial protection, and health outcomes. It builds on newly commissioned case studies and lessons learned in calculating
prices, negotiating with providers, and monitoring changes. Recognising that no single model is applicable to all settings, the study
aimed to generate best practices and identify areas for future research, particularly in low- and middle-income settings. The report
and the case studies were jointly developed by the OECD and the WHO Centre for Health Development in Kobe (Japan).
Build a million-dollar business in one of today's hottest professions! Bestselling business author Alan Weiss provides the inside
advice you need to build or expand your coaching business--from developing a common language and shared protocol to
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providing effective and supportive feedback at every level. Million Dollar Coaching is packed with tips, checklists, resources, and
scores of helpful examples, making this the most valuable one-stop tool available for entering the world of professional coaching.
Million Dollar Coaching helps you: Develop trust and assess performance and progress Provide useful, candid feedback Use the
media to raise your profile Build long-term client relationships Create value-based and retainer fees Develop and promote a strong
record of success Replete with all the information and advice you need, Million Dollar Coaching is the first step to making a million
in the competitive field of coaching.
WINNER OF THE 2019 MADAME DE STAËL PRIZE AND THE 2018 LEONTIEF PRIZE FOR ADVANCING THE FRONTIERS OF
ECONOMIC THOUGHT SHORTLISTED FOR THE FT & MCKINSEY BUSINESS BOOK OF THE YEAR 2018 Who really creates
wealth in our world? And how do we decide the value of what they do? At the heart of today's financial and economic crisis is a
problem hiding in plain sight. In modern capitalism, value-extraction is rewarded more highly than value-creation: the productive
process that drives a healthy economy and society. From companies driven solely to maximize shareholder value to
astronomically high prices of medicines justified through big pharma's 'value pricing', we misidentify taking with making, and have
lost sight of what value really means. Once a central plank of economic thought, this concept of value - what it is, why it matters to
us - is simply no longer discussed. Yet, argues Mariana Mazzucato in this penetrating and passionate new book, if we are to
reform capitalism - radically to transform an increasingly sick system rather than continue feeding it - we urgently need to rethink
where wealth comes from. Which activities create it, which extract it, which destroy it? Answers to these questions are key if we
want to replace the current parasitic system with a type of capitalism that is more sustainable, more symbiotic - that works for us
all. The Value of Everything reigniteS a long-needed debate about the kind of world we really want to live in.
The Unbeatable, Updated, Comprehensive Guidebook For First-Time Consultants Getting Started In Consulting More people than
ever are making the jump from corporate offices to home offices, taking control of their futures, being their own bosses, and
starting their own consultancies. Consulting is a bigger business than ever and growing every day. For almost a decade, Alan
Weiss's Getting Started in Consulting has been an indispensable resource for anyone who wants to strike out on his own and start
a new consulting business. It provides a rich source of expert advice and practical guidance, and it shows you how you can
combine low overhead and a high degree of organization to add up to a six- or even seven-figure income. You'll learn everything
you need to know about financing your business, marketing your services, writing winning proposals, meeting legal requirements,
setting fees, keeping the books, and much more. This new Third Edition of Getting Started in Consulting is more comprehensive,
up to date, and practical than ever. In addition to the nuts-and-bolts basics, you'll also get a wealth of new information and
resources: How to leverage new technologies to lower your business costs and increase your profits A budget sampler that shows
you how best to maximize an initial start-up investment of $5,000, $10,000, or $20,000 Free downloadable tools and forms to help
you design and start your business quickly and easily New interviews with consultants who achieved rapid success, including their
personal stories and most effective techniques Brand-new references, examples, and appendices If your dream in life is to get out
of the office and out on your own, consulting is a great way to make it happen. Make sure you do it right—and do it profitably—with
Getting Started in Consulting, Third Edition.
What does it take to become a well-known expert in your field - someone other practitioners and the media seek out for leadership
and insight? We call these stars Visible Experts . And becoming one is easier than it looks. In this research-based book, you will
learn how you or your colleagues can become Visible Experts and leverage this status to drive significant new growth and profits
for your firm. You will discover which tools and techniques you need to build your reputation and ascend to prominence. And you
will hear from real experts from across the professional services who have climbed from obscurity to the peak of their profession.
The Visible Expert is the essential manual for any individual or firm that is ready to take their expertise to the highest level. Based
on interviews with over 1,000 experts and buyers of their services, this book will take you higher, faster."
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 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-to-pay and the employee's willingness-to-sell 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, Simpler Strategy explains
how these two key measures enable firms to gauge and improve their strategies and operations. Based on the author's soughtafter strategy course, this book is your must-have guide for making better strategic decisions.
A Groundbreaking Pricing Model for the New Business Landscape Why would any customer choose Brand X over Brand Y, regardless of
price? In a word: Value. When customers feel they are getting good value from your product or service, they are more than happy to pay
more—which is good news for you and your business. Even in today’s global market—with its aggressive competitors, low-cost commodities,
savvy consumers, and intangible digital offerings—you can outsell and outperform the rest using Value-Based Pricing. Done correctly, this
method of pricing and selling helps you: Understand your customers’ wants and needs Focus on what makes your company different
Quantify your differences and build a value-based strategy Communicate your value directly to your customers Now more than ever, it is
essential for you to reexamine the reality of the value you offer customers—and this step-by-step program shows you how. Developed by
global consultants Harry Macdivitt and Mike Wilkinson, Value-Based Pricing identifies three basic elements of the Value Triad: revenue gain,
cost reduction, and emotional contribution. By delivering these core values to your customers—through marketing, selling, negotiation, and
pricing—you can expect an increase in profits, productivity, and consumer goodwill. These are the same value-based strategies used by major
companies such as Philips, Alstom, Siemens, and Virgin Mobile. And when it comes to today’s more intangible markets—such as consulting
services or digital properties like e-books and music files—these value-based strategies are more important than ever. So forget about your
old pricing methods based on costs and competition. Once you know your own value—and how to communicate it to others—everybody profits.
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Make your move into, or improve your position in, the powerful world of professional speaking If you think you have what it takes to speak
professionally, or you've already been doing so with insufficient reward, now is the time to make your move. Bestselling business author and
Professional Speaking Hall of Fame member Alan Weiss offers the inside advice you need to turn your talent into a high-paying career—from
honing your delivery skills to building a business. In Million Dollar Speaking, you’ll learn the critical skills of Dealing with difficult crowds
Creating powerful speeches Targeting high-potential markets Creating a "star" reputation Setting fees that reflect your outstanding value
Perfecting platform skills—making ¬them the best in the business Expanding your business through diversification Weiss has packed the
guide with tips, resources, helpful examples, and checklists that make it easy for you to keep a record of your progress. Whether you're a
trainer, workshop leader, or consultant, Million Dollar Speaking has what you need to get on the paid public-speaking circuit in no time.
Great things don't happen in a vacuum. But creating an environment for creative thinking and innovation can be a daunting challenge. How
can you make it happen at your company? The answer may surprise you: gamestorming. This book includes more than 80 games to help you
break down barriers, communicate better, and generate new ideas, insights, and strategies. The authors have identified tools and techniques
from some of the world's most innovative professionals, whose teams collaborate and make great things happen. This book is the result: a
unique collection of games that encourage engagement and creativity while bringing more structure and clarity to the workplace. Find out why
-- and how -- with Gamestorming. Overcome conflict and increase engagement with team-oriented games Improve collaboration and
communication in cross-disciplinary teams with visual-thinking techniques Improve understanding by role-playing customer and user
experiences Generate better ideas and more of them, faster than ever before Shorten meetings and make them more productive Simulate
and explore complex systems, interactions, and dynamics Identify a problem's root cause, and find the paths that point toward a solution
When it comes to how to succeed as an entrepreneur, we are besotted with advice. According to bestselling author Alan Weiss, success is a
combination of opportunism, very disciplined work, luck, timing, and ignoring most advice. In other words, it means striking out on your own,
original path to success. In Million Dollar Maverick, he explains that entrepreneurs don't take advice, they create value and then monetize it.
They do what they love and are great at and find a way to sell it to people. They do not--contrary to "conventional wisdom"--chase money.
They attract money. And most of all they think differently, act decisively--and, if talent and timing are with them, succeed quickly. Drawing on
over thirty years of experience as a consultant, speaker, and global expert, Weiss shares his story and "Million Dollar Tips," not found in any
of his other books, to help entrepreneurs gain influence, build confidence, and develop the critical thinking skills they need to discover the
inside track to rapid success
A New York Times bestseller/Washington Post Notable Book of 2017/NPR Best Books of 2017/Wall Street Journal Best Books of 2017 "This
book will serve as the definitive guide to the past and future of health care in America.”—Siddhartha Mukherjee, Pulitzer Prize-winning author
of The Emperor of All Maladies and The Gene At a moment of drastic political upheaval, An American Sickness is a shocking investigation
into our dysfunctional healthcare system - and offers practical solutions to its myriad problems. In these troubled times, perhaps no institution
has unraveled more quickly and more completely than American medicine. In only a few decades, the medical system has been overrun by
organizations seeking to exploit for profit the trust that vulnerable and sick Americans place in their healthcare. Our politicians have proven
themselves either unwilling or incapable of reining in the increasingly outrageous costs faced by patients, and market-based solutions only
seem to funnel larger and larger sums of our money into the hands of corporations. Impossibly high insurance premiums and inexplicably
large bills have become facts of life; fatalism has set in. Very quickly Americans have been made to accept paying more for less. How did
things get so bad so fast? Breaking down this monolithic business into the individual industries—the hospitals, doctors, insurance companies,
and drug manufacturers—that together constitute our healthcare system, Rosenthal exposes the recent evolution of American medicine as
never before. How did healthcare, the caring endeavor, become healthcare, the highly profitable industry? Hospital systems, which are
managed by business executives, behave like predatory lenders, hounding patients and seizing their homes. Research charities are in bed
with big pharmaceutical companies, which surreptitiously profit from the donations made by working people. Patients receive bills in code,
from entrepreneurial doctors they never even saw. The system is in tatters, but we can fight back. Dr. Elisabeth Rosenthal doesn't just
explain the symptoms, she diagnoses and treats the disease itself. In clear and practical terms, she spells out exactly how to decode medical
doublespeak, avoid the pitfalls of the pharmaceuticals racket, and get the care you and your family deserve. She takes you inside the doctorpatient relationship and to hospital C-suites, explaining step-by-step the workings of a system badly lacking transparency. This is about what
we can do, as individual patients, both to navigate the maze that is American healthcare and also to demand far-reaching reform. An
American Sickness is the frontline defense against a healthcare system that no longer has our well-being at heart.
The hidden brain is the voice in our ear when we make the most important decisions in our lives—but we’re never aware of it. The hidden
brain decides whom we fall in love with and whom we hate. It tells us to vote for the white candidate and convict the dark-skinned defendant,
to hire the thin woman but pay her less than the man doing the same job. It can direct us to safety when disaster strikes and move us to
extraordinary acts of altruism. But it can also be manipulated to turn an ordinary person into a suicide terrorist or a group of bystanders into a
mob. In a series of compulsively readable narratives, Shankar Vedantam journeys through the latest discoveries in neuroscience,
psychology, and behavioral science to uncover the darkest corner of our minds and its decisive impact on the choices we make as individuals
and as a society. Filled with fascinating characters, dramatic storytelling, and cutting-edge science, this is an engrossing exploration of the
secrets our brains keep from us—and how they are revealed.
A rigorous, compelling and balanced examination of the British public school system and the inequalities it entrenches. Private schools are
institutions that children who are already privileged attend and have those privileges further entrenched, almost certainly for life, through a
high-quality, richly-resourced education. The Engines of Privilege contends that in a society that mouths the virtues of equality of opportunity,
of fairness and of social cohesion, the continuation of this educational apartheid amounts to an act of national self-harm that does all of us
serious damage. Intrinsic to any vision of the future of Britain has to be the nature of our educational system. Yet the quality of conversation
on the issue of private education remains surprisingly sterile, patchy and highly subjective. Accessible, evidence-based and inclusive,
Engines of Privilege aims to kick-start a long overdue national debate. Clear, vigorous prose is combined with forensic analysis to compelling
effect, illuminating the painful contrast between the importance of private schools in British society and the near-absence of serious, policymaking debate, above all on the left.
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,
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accountants, and consultants charge based on the value they provide, rather than the effort it takes. Implementing Value Pricing is a
manifesto that 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

The Model Rules of Professional Conduct provides an up-to-date resource for information on legal ethics. Federal, state
and local courts in all jurisdictions look to the Rules for guidance in solving lawyer malpractice cases, disciplinary actions,
disqualification issues, sanctions questions and much more. In this volume, black-letter Rules of Professional Conduct
are followed by numbered Comments that explain each Rule's purpose and provide suggestions for its practical
application. The Rules will help you identify proper conduct in a variety of given situations, review those instances where
discretionary action is possible, and define the nature of the relationship between you and your clients, colleagues and
the courts.
Pricing decisions are among the most important and impactful business decisions that a manager can make. How to
Price Effectively: A Guide for Managers and Entrepreneurs introduces the value pricing framework, a structured,
versatile, and comprehensive method for making good pricing decisions and executing them. The framework weaves
together the latest thinking from academic research journals, proven best practices from the leading pricing experts, and
ideas from other fields such as medical decision making, consumer behavior, and organizational psychology. The book
discusses what a good pricing decision is, which factors you should consider when making one, the role played by each
factor-costs, customer value, reference prices, and the value proposition- and how they work together, the importance of
price execution, and how to evaluate the success of pricing decisions. You will also be introduced to a set of useful and
straightforward tools to implement the value pricing framework, and study many examples and company case studies
that illustrate its nuances. The purpose of How to Price Effectively: A Guide for Managers and Entrepreneurs is to provide
you with a comprehensive, practical guide to making, executing, and evaluating pricing decisions.
Value-Based FeesHow to Charge - and Get - What You're WorthJohn Wiley & Sons
This book provides examples of innovative and successful business models from remade law firms to inspire change that
goes beyond thinking and planning, and leads straight to implementing change and better client service.
The expert guide to effective internal consulting This book guides internal consultants through the steps necessary to
bolster their credibility, build relationships within the organization, develop internal marketing abilities, and apply proper
methodologies to their work. Alan Weiss, an experienced consultant, provides practical techniques the internal
consultant, internal human resources practitioner, and any other internal change agent can use to excel at work, advance
their careers, and become valued assets to their organizations. Some of the major subjects covered include setting up
the proper environment for success and establishing peer-level interactions. Alan Weiss, PhD (East Greenwich, CT), has
consulted with hundreds of organizations around the world, including Mercedes-Benz, Hewlett-Packard, Merck, and
Chase. He lectures widely and appears regularly on radio and television to discuss productivity and performance. He is
the author of twelve books, including Getting Started in Consulting (Wiley: 0-471-38455-0), The Ultimate Consultant
(Jossey-Bass: 0-7879-5508-6), How to Acquire Clients (Jossey-Bass: 0-7879-5514-0), and Process Consulting (JosseyBass: 0-7879-5512-4).
Bestselling author of Million Dollar Consulting sharesthe secrets of writing winning proposals Intended for consultants,
speakers, and other professionalservices providers, Million Dollar Consulting®Proposals ends forever the timeconsuming and often frustratingprocess of writing a consulting proposal. It begins with thebasics—defining these
proposals and why they arenecessary—and coaches you through the entire proposalprocess. In this book, you'll learn
how to establish outcome-basedbusiness objectives and maximize your success and commensuratefees. From
bestselling author Alan Weiss, Million Dollar ConsultingProposals delivers step-by-step guidance on the essentialelement
in creating a million dollar consultancy. Outlines the nine key components to a Million Dollar Consultingproposal structure
Presents a dozen Golden Rules for presenting proposals Offers online samples, forms, and templates to maximize
theeffectiveness of these tools The New York Post calls bestselling author Alan Weiss"one of the most highly regarded
independent consultants inAmerica." Alan Weiss's expert guidance can lead your consulting businessto unprecedented
success, and it all starts with a million dollarproposal.
Build a disruptive marketing agency for the modern age The marketing services industry is on the cusp of a truly
transformational period. The old guard, rooted in tradition and resistant to change, will fall and new leaders will emerge.
Hybrid marketing agencies that are more nimble, tech savvy, and collaborative will redefine the industry. Digital services
will be engrained into the DNA and blended with traditional methods for integrated campaigns. The depth, versatility, and
drive of their talent will be the cornerstones of organizations that pursue a higher purpose. The Marketing Agency
Blueprint is a practical and candid guide that presents ten rules for building such a hybrid agency. The new marketing
agency model will create and nurture diverse recurring revenue streams through a mix of services, consulting, training,
education, publishing, and software sales. It will use efficiency and productivity, not billable hours, as the essential drivers
of profitability. Its value and success will be measured by outcomes, not outputs. Its strength and stability will depend on
a willingness to be in a perpetual state of change, and an ability to execute and adapt faster than competitors. The
Marketing Agency Blueprint demonstrates how to: Generate more qualified leads, win clients with set pricing and service
packages, and secure more long-term retainers Develop highly efficient management systems and more effective
account teams Deliver greater results and value to clients This is the future of the marketing services industry. A future
defined and led by underdogs and innovators. You have the opportunity to be at the forefront of the transformation.
The Long-Awaited Update for Building a Thriving Consultancy Completely updated for today’s busier-than-ever
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consultants, this classic guide covers the ins and outs for competing and winning in this ultracompetitive field. You’ll find
step-by-step advice on how to raise capital, attract clients, create a marketing plan, and grow your business into a $1
million-per-year firm, plus brand-new material on: Blogging and social networking Global consulting Delegating labor
Profiting in a troubled market Retainer business Internet marketing Praise for the previous editions of Million Dollar
Consulting: “If you’re interested in becoming a rich consultant, this book is a must read.” Robert F. Mager, founder and
president, Mager Associates, and member of the Training & Development Hall of Fame “Blast out of the per diem trap
and into value billing.” Jim Kennedy, founder, publisher, and editor, Consultants News “The advice on developing price
structure alone is worth a hundred times the price of the book.” William C. Byham, Ph.D., author of Zapp! “Must reading
for those who are beginning a practice or seeking to upgrade an existing practice.” Victor H. Vroom, John G. Searle
Professor, School of Management, Yale University
The new edition of bestselling real-world guide to consultancy success, from the “Rock Star of Consulting” Alan Weiss The second edition of
The Consulting Bible: Everything You Need to Know to Create and Expand a Seven-Figure Consulting Practice remains the most
comprehensive and practical guide to the consulting profession, from launch to high growth, from marketing to implementation. Legendary
consultant, speaker, and bestselling author Alan Weiss shows you how to create an independent or boutique consulting practice and take it to
seven-figure success. Step-by-step, this invaluable resource guides you through attracting clients, maximizing your value, and achieving your
career goals. In the decade since the first publication of The Consulting Bible, an array of significant developments has dramatically impacted
the consulting profession: shifts in social consciousness, the Covid-19 pandemic, tele-consulting and virtual meetings, the globalization of the
economy, the growth of social media, and many more. This exhaustively revised new edition provides specific approaches and techniques for
mastering the new consulting environment and turning volatility and disruption into unlimited opportunities. Designed to help you become the
authority and expert that organizations turn to again and again, this book is your one-stop resource for: Building a strong global brand that
draws people to you Marketing remotely to reduce costs and allow for higher fees Mastering the latest implementation techniques Forging
strong relationships with the buyers of a new generation Selecting the consulting methodology that best fits your requirements Writing
proposals and creating testimonials and references Using advanced technology to sell and deliver your services Written for newcomers and
veterans alike, The Consulting Bible: Everything You Need to Know to Create and Expand a Seven-Figure Consulting Practice, Second
Edition, is essential reading for every solo consultant, entrepreneur, and principal of a small consulting firm.
Sharing the essentials of sales, marketing, negotiation, strategy, and much more, the creator of PersonalMBA.com shows readers how to
master the fundamentals, hone their business instincts, and save a fortune in tuition.
Though it's a potentially lucrative enterprise, the reality of independent consulting seldom matches the dream. Most solo consultants and
boutique consulting firms are perpetually within six months of bankruptcy due to the sputtering unreliability of their new business engines. The
problem, according to international consulting expert David A. Fields, is twofold: 1) lack of a consistent, proven plan, and 2) fundamental
misunderstanding about what clients want in a consultant. Fields, who has helped hundreds of consultants and boutique firms worldwide build
lucrative, sustainable practices, replaces the typical consultant's mindset of emphasizing expertise and differentiated processes with a focus
on building relationships, engendering trust, and solving clients’ existing problems. In The Irresistible Consultant’s Guide to Winning Clients:
Six Steps to Unlimited Clients and Financial Freedom, Fields synthesizes his decades of experience into a step-by-step approach to winning
more projects from more clients at higher fees. From nuts-and-bolts business advice and tactics to a deeply insightful breakdown of the
human side of a very human profession, Fields delivers a comprehensive guidebook that is at once highly approachable and satisfyingly
detailed.
The Price Advantage by three preeminent experts at McKinsey & Company is the most pragmatic and insightful book on pricing available.
Based on in-depth, first-hand experience with hundreds of companies, this book is designed to provide managers with comprehensive
guidance through the maze of pricing issues. The authors demonstrate why pricing excellence is critical to corporate success and profitability,
then explain state-of-the-art approaches to analyzing and improving your own pricing strategy for any product or service. Their advice is
critical for readers who need to develop pricing strategies that work in both good economic times and bad.
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