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Traditional Chinese edition of To Sell is Human: The Surprising Truth about Moving Others by
Daniel Pink, a bestselling book for its evidence based explanations of why we are all in sales
now - whether professionally or personally. Pink is the author of the long running New York
Times bestsellers "Drive" and "A Whole New Mind. In Traditional Chinese. Annotation
copyright Tsai Fong Books, Inc. Distributed by Tsai Fong Books, Inc.
"Fitness, money, and wisdom--here are the tools. Over the last two years ... Tim Ferriss has
collected the routines and tools of world-class performers around the globe. Now, the distilled
notebook of tips and tricks that helped him double his income, flexibility, happiness, and more
is available as Tools of Titans"--Page 4 of cover.
Traditional Chinese edition of GREAT BY CHOICE: Uncertainty, Chaos, and Luck--Why Some
Thrive Despite Them All by Jim Collins and Morten T. Hansen. In Traditional Chinese.
Annotation copyright Tsai Fong Books, Inc. Distributed by Tsai Fong Books, Inc.
This is a revised edition of the Compact Oxford Thesaurus. With over 300,000 synonyms and
antonyms, this is an ideal tool for writing or reference at home, school, or work.
Whether an executive is seeking a position at a microbrewery or SAP software consulting firm,
The Directory of Executive Recruiters has the contacts who can make or break a job search.
Known to insiders since 1971 as the Red Book, the 2003 edition contains detailed information
on over 14,700 recruiters at more than 7,800 offices in North America.
Outlines strategic tools for enabling sales improvements, outlining the author's five-step
program for effective "benchmarking" steps that encourage business executives to rely on datadriven decision making rather than instincts. 15,000 first printing.
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Jo Beckett is a forensic psychiatrist who profiles victims' lives to help solve their deaths.
On a San Francisco street, she is confronted by a scene of pure carnage: four dead
and five injured after a high speed pursuit. In the mangled remains of a BMW lies
prosecutor Callie Harding, dead with the word "dirty" written in lipstick on her thigh. Why
did Harding run from the police? Why did she crash through a bridge railing? Was it an
accident? Suicide? Or murder? Jo is a last resort in difficult cases. But now she's on the
front line, because Callie Harding isn't the first high flyer to go down and take others
with her.
A revised and updated guide to bridging relationship creation with relationship
capitalization Relationship Economics isn't about taking advantage of friends or
coworkers to get ahead. It's about prioritizing and maximizing a unique return on
strategic relationships to fuel unprecedented growth. Based on the author's global
speaking and consulting engagements, Relationship Economics reveals that success
comes from investing in people for extraordinary returns. This revised and updated
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version explains the three major types of relationships—personal, functional, and
strategic—and how to focus each to fuel enterprise growth. It introduces new concepts in
relationship management, including the exchange of Relationship Currency®, the
accumulation of Reputation Capital®, and the building of Professional Net Worth®.
These are the fundamental measures of business relationship, and once you
understand them, you'll be able to turn your contacts into better executions,
performance, and results. "David Nour is the definitive expert on strategic relationships.
He has captured practical, pragmatic, and timely insights in Relationship Economics
and has been a valuable resource to my sales transformation efforts." —RANDY SEIDL,
Senior VP, Enterprise Servers, Storage and Networking, Americas, HP "Although many
understand the importance of relationships, the quantifiable and strategic values of
relationships are often underemphasized. David Nour has done just that
in??Relationship Economics."?? —CRAIG LEMASTERS, President and CEO, Assurant
Solutions "If a man is judged by the company he keeps, David Nour's Relationship
Economics provides a systematic approach to building value in that judgment. The
concepts reach well beyond networking to building lasting and productive
relationships." —DENNIS SADLOWSKI, former president and CEO, Siemens Energy &
Automation, Inc.
Topgrading for SalesWorld-Class Methods to Interview, Hire, and Coach Top
SalesRepresentativesPenguin
Vols. 24-52 include the Proceedings of the American Numismatic Association Convention,
1911-39.
A concise extension of the business classic Topgrading, targeted to sales managers Brad
Smart's Topgrading has sold more than 150,000 copies since 1999, making it the definitive
book for executives who want to hire, coach, and retain top talent. Now Smart has teamed up
with Greg Alexander, who used Topgrading to radically improve his sales force at EMC. In
Topgrading for Sales, they have boiled down the key Topgrading ideas to a pithy 112 pages
while focusing on the unique needs of sales managers and sales directors. Great sales forces
don't just depend on strategies-they depend on hiring the best possible reps. But surveys show
that about half of all hires and promotions put an underqualified person in the wrong job. No
wonder the average tenure for sales managers is only nineteen months. Topgrading for Sales
takes the guesswork out of hiring by teaching readers how to interview systematically for Alevel talent instead of relying on hunches and prejudices. It also shows how to coach B-level
reps to turn them into A-players and how to weed out C-players before they do too much
damage.
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