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Value Based Fees How To Charge
And Get What Youre Worth
A REVOLUTIONARY NEW PERSPECTIVE ON HOW
PRICING REALLY WORKS “Contextual Pricing delivers
a knock-out punch to complacent and low-return pricing
approaches. . . . This book is full of intriguing, fresh
insights which will expand your perspective on what is
possible in maximizing revenue from your company’s
products and services.” —Mark Greatrex, Chief Marketing
Officer, Cox Communications, and former SVP, Global
Still Beverages, The Coca Cola Company “To effectively
price, managers must understand market context—the
frame of reference for buyers. Context is far more
important than the usual measures of price variation. I
strongly recommend this readable and useful book to
any business leader who suspects his or her company is
falling short of achievable revenues.” —Dave Calhoun,
Chairman and CEO, Nielsen Company, and former Vice
Chairman, General Electric Company About the Book: A
few leading companies have jettisoned ideas about
pricing that other companies believe are indispensible.
The result has been superior performance against
competitors who persist in a simplistic 1990s belief in
“value.” Contextual Pricing describes how buyers are
influenced by comparison points and contextual
messages more than by actual price levels. Identical
products can sell at radically different prices to the same
target customer—if context is strategically managed. This
fact is how Procter & Gamble, GE, Coca-Cola Company,
Amazon, Google, Microsoft, and others make sure they
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get the best possible price. The use of context is
changing the way companies price and sell in the new
global economy. This readable and market-tested book
describes the contextual pricing perspective, how it is
being used in B2B and B2C markets, and how you can
make the shift to contextual pricing in your own business.
Whether you’re a CEO, P&L manager marketing
director, sales manager, or entrepreneur, Contextual
Pricing shows you how to: Understand how your
customer will make buying decisions and the role of
pricing in those decisions Establish better, more intuitive
prices using context Develop contextual pricing
strategies that defeat competitor pricing—how contextual
pricing can be the antidote to destructive price wars
Harmonize your pricing with branding, product
development and channel strategies Increase your
profits with proven pricing tools, such as scientific
bundling, tiering, branding, upsell “hooks” and more
Through its illuminating case-by-case studies, Contextual
Pricing delivers a wide range of pricing techniques and
customer insights that you won’t find anywhere else.
You’ll learn how to avoid common pitfalls when raising
or lowering prices and discover how you can compete in
traditional or emerging digital marketplaces—and beat the
competition through superior tactics, not through lower
margins. When you know the secrets of Contextual
Pricing, you can name your price, drive your sales,
increase your profits, and own your success.
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
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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 longterm 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.
Tourism as an activity is increasingly being criticised for
its exploitative and extractive industrial approaches to
business. Yet, it has the power to transform and to
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regenerate societies, cultures and the environment. The
desire to explore the world around us is deeply
embedded in many people's psyche, but it comes at a
cost to the environment and often to the residents of the
visited communities. Much of tourism education has
been closely linked to preparing students for future
professional practice, but the challenges and
opportunities linked to its consumption require that its
future leaders must exhibit very different values and
understandings to tackle ever more complex and wicked
problems from which tourism cannot dissociate itself.
This teaching guide brings together a compilation of
values-based learning experiences that can be adapted
to suit the needs and disposition of individual instructors.
It aims not only to engage students in the subject matter
but also deepen their understanding of its complexity and
interconnectivity and help them become global citizens
that lead lives of consequence. Academics and
practitioners in higher education institutions around the
world in many different disciplines will find the thoughtprovoking conversation starters and activities of help in
encouraging students to take a multi- or post-disciplinary
approach to explore tourism from a values perspective.
Consultants and academics engaging community
stakeholders in capacity building will value its practical,
accessible information.
Join the technological revolution that’s taking the
financial world by storm. Mastering Bitcoin is your guide
through the seemingly complex world of bitcoin,
providing the knowledge you need to participate in the
internet of money. Whether you’re building the next killer
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app, investing in a startup, or simply curious about the
technology, this revised and expanded second edition
provides essential detail to get you started. Bitcoin, the
first successful decentralized digital currency, is still in its
early stages and yet it’s already spawned a multi-billiondollar global economy open to anyone with the
knowledge and passion to participate. Mastering Bitcoin
provides the knowledge. You simply supply the passion.
The second edition includes: A broad introduction of
bitcoin and its underlying blockchain—ideal for nontechnical users, investors, and business executives An
explanation of the technical foundations of bitcoin and
cryptographic currencies for developers, engineers, and
software and systems architects Details of the bitcoin
decentralized network, peer-to-peer architecture,
transaction lifecycle, and security principles New
developments such as Segregated Witness, Payment
Channels, and Lightning Network A deep dive into
blockchain applications, including how to combine the
building blocks offered by this platform into higher-level
applications User stories, analogies, examples, and code
snippets illustrating key technical concepts
How to Price Effectively
Million Dollar Consulting
A Revised Framework
Price Setting and Price Regulation in Health Care
Work is Theatre & Every Business a Stage
Sell on Amazon
A Guide to Amazon's Marketplace, Seller Central, and
Fulfillment by Amazon Programs
In this thoroughly revised edition of his
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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.
The Long-Awaited Update for Building a
Thriving Consultancy Completely updated
for today’s busier-than-ever consultants,
this classic guide covers the ins and outs
for competing and winning in this
ultracompetitive field. You’ll find stepby-step advice on how to raise capital,
attract clients, create a marketing plan,
and grow your business into a $1 millionper-year firm, plus brand-new material on:
Blogging and social networking Global
consulting Delegating labor Profiting in a
troubled market Retainer business Internet
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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
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
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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,
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
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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 costeffective 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
How can you take your skills and expertise
and package and present it to become a
successful consultant? There are proven
time-tested 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
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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
Comparable Evidence in Property Valuation
Contextual Pricing: The Death of List
Price and the New Market Reality
How Smart Companies Design the Product
Around the Price
A Guide to the Project Management Body of
Knowledge (PMBOK® Guide) – Seventh Edition
and The Standard for Project Management
(RUSSIAN)
Pivot to the Future
How to Charge - and Get - What You're
Worth
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 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
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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.
Value-Based FeesHow to Charge - and Get - What
You're WorthJohn Wiley & Sons
This book will complement the author's book on the
future of Management Consultancy. While that book
examined the structure and trends in the industry
this book tackles the more micro questions about
how consultants understand what clients value and
create value for clients. The author is a leading
expert on management consulting and this book will
help management consultants to do their jobs
successfully.
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).
Creative Truth
Inside the Buyer's Brain
Programming the Open Blockchain
Getting Started in Consulting
Value-based Fees
The Price Advantage
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International Student Edition

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-and-materials pricing
models are outdated and inadequate and how
to convert existing clients to your new valuebased 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
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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.
Disruption by digital technologies? That's not
a new story. But what is new is the "wise
pivot," a replicable strategy for harnessing
disruption to survive, grow, and be relevant
to the future. It's a strategy for perpetual
reinvention across the old, now, and new
elements of any business. Rapid recent
advances in technology are forcing leaders in
every business to rethink long-held beliefs
about how to adapt to emerging technologies
and new markets. What has become
abundantly clear: in the digital age,
conventional wisdom about business
transformation no longer works, if it ever did.
Based on Accenture's own experience of
reinventing itself in the face of disruption,
the company's real world client work, and a
rigorous two-year study of thousands of
businesses across 30 industries, Pivot to the
Future reveals methodical and bold moves for
finding and releasing new sources of trapped
value-unlocked by bridging the gap between
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what is technologically possible and how
technologies are being used. The freed value
enables companies to simultaneously
reinvent their legacy, and current and new
businesses. Pivot to the Future is for leaders
who seek to turn the existential threats of
today and tomorrow into sustainable growth,
with the courage to understand that a wise
pivot strategy is not a one-time event, but a
commitment to a future of perpetual
reinvention, where one pivot is followed by
the next and the next.
Creative Truth is your playbook for starting,
building, and enjoying a profitable design
business. Whether you’re a solo freelancer
working from home or a small group of
creative entrepreneurs ready to get to the
next level, this is your roadmap to success.
You’re the CEO, CFO, CTO, Secretary, Janitor,
Office Manager, and everything in between.
Finding a balance between running the
business and doing great creative work is a
constant struggle. From learning how to price
your work and manage your time, to setting
up your business and defining your market,
Brad Weaver covers everything designers
need to know to run a studio without losing
heart. Highlights: • Real numbers, real tools,
and best practices in a toolkit that you can
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start using immediately in your business. • A
companion website that offers up-to-date
resources, articles, tools, and discussions,
allowing readers to continue learning as they
grow. • Practical tips for getting clients,
being more profitable, building your network,
managing your operations, getting things
done, hiring help, managing contractors, and
finding joy along the way.
Dramatically grow your client base following
pragmatic and insightful advice by
bestselling author Doug Fletcher How to Win
Client Business When You Don't Know Where
to Start: A Rainmaking Guide for Consulting
and Professional Services serves as an
invaluable and indispensable guide for
everyone in the business of selling
professional and consulting services. Author
Doug Fletcher dives deeply into the five skills
required to "make it rain": Create Your
Personal Brand Identity Demonstrate Your
Professional Expertise Build Your
Professional Ecosystem Develop Trust-Based
Relationships Practice Everyday Success
Habits How to Win Client Business When You
Don't Know Where to Start provides a
masterclass in teaching the practical
techniques and concrete strategies that
professional services providers were never
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taught in school or on the job. Pragmatic
lessons take the place of the vaguely defined
principles found in competing books to turn
readers from sales novices into rainmakers.
Written by the same celebrated author who
brought readers the best-selling book How
Clients Buy, How to Win Client Business When
You Don't Know Where to Start is perfect for
any professional services provider or
consultant who seeks to dramatically
increase their book of business.
The Marketing Agency Blueprint
Million Dollar Consulting Proposals
Consulting Success
The Little Book That Still Beats the Market
The Strategy and Tactics of Pricing
The Experience Economy
The Irresistible Consultant's Guide to Winning
Clients
This new edition incorporates revised guidance from
H.M Treasury which is designed to promote efficient
policy development and resource allocation across
government through the use of a thorough, long-term
and analytically robust approach to the appraisal and
evaluation of public service projects before significant
funds are committed. It is the first edition to have
been aided by a consultation process in order to
ensure the guidance is clearer and more closely
tailored to suit the needs of users.
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Future economic growth lies in the value of
experiences and transformations--good and services
are no longer enough. We are on the threshold, say
authors Pine and Gilmore, of the Experience
Economy, a new economic era in which all
businesses must orchestrate memorable events for
their customers. The Experience Economy offers a
creative, highly original, and yet eminently practical
strategy for companies to script and stage the
experiences that will transform the value of what they
produce. From America Online to Walt Disney, the
authors draw from a rich and varied mix of examples
that showcase businesses in the midst of creating
personal experiences for both consumers and
businesses. The authors urge managers to look
beyond traditional pricing factors like time and cost,
and consider charging for the value of the
transformation that an experience offers. Goods and
services, say Pine and Gilmore, are no longer
enough. Experiences and transformations are the
basis for future economic growth, and The
Experience Economy is the script from which
managers can begin to direct their own
transformations.
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 timePage 17/28
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consuming 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.
If you are in business to sell consumer goods - or you
want to be - you should be on Amazon.com. More
than 90 million customers shop at Amazon. As its
global business booms, Amazon is inviting all sorts of
independent sellers - large and small businesses,
individuals, and mom-and-pop shops - to sell their
merchandise right on Amazon. Whether you're just
starting or already in business, you can boost your
sales and profits by showing your wares on Amazon,
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the world's biggest store. Everything you need to start
converting your items into cash is in this book by
Steve Weber, one of the most successful and highly
rated sellers in Amazon history: - How to set up shop
on Amazon and generate worldwide sales volume
with no up-front cost, risk or advertising. - Run your
Amazon store from home, a warehouse or a walk-in
store-or outsource everything to Amazon's fulfillment
center. - Find bargain inventory; target niche markets
for big profits. - Get tax deductions and write-offs for
business use of your home. - Use Amazon as a standalone business or a lead generator for an existing
business. - Pay lower sales commissions on
Amazon. - Sell your inventions, crafts or intellectual
property on Amazon. - Guard against scammers and
rip-off artists. - Automate your business with easy-touse tools.
Remaking Law Firms
Best Practices for High Value Executive Consultation
How to Win Client Business When You Don't Know
Where to Start
Discovering Value and Creating Growth in a
Disrupted World
Why and How
A Guide for Managers & Entrepreneurs
Pushing Back the Ocean
This short journey begins along a wintry and desolate Cape
Cod beach where you'll discover how to push back the ocean
by discovering the magic of goals. Next you'll learn how to
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think like a champion and help others find their own passion.
Finally, you'll realize how easy - and necessary, it is to
change a piece of the world.
In 2005, Joel Greenblatt published a book that is already
considered one of the classics of finance literature. In The
Little Book that Beats the Market—a New York Times
bestseller with 300,000 copies in print—Greenblatt explained
how investors can outperform the popular market averages
by simply and systematically applying a formula that seeks
out good businesses when they are available at bargain
prices. Now, with a new Introduction and Afterword for 2010,
The Little Book that Still Beats the Market updates and
expands upon the research findings from the original book.
Included are data and analysis covering the recent financial
crisis and model performance through the end of 2009. In a
straightforward and accessible style, the book explores the
basic principles of successful stock market investing and then
reveals the author’s time-tested formula that makes buying
above average companies at below average prices
automatic. Though the formula has been extensively tested
and is a breakthrough in the academic and professional
world, Greenblatt explains it using 6th grade math, plain
language and humor. He shows how to use his method to
beat both the market and professional managers by a wide
margin. You’ll also learn why success eludes almost all
individual and professional investors, and why the formula will
continue to work even after everyone “knows” it. While the
formula may be simple, understanding why the formula works
is the true key to success for investors. The book will take
readers on a step-by-step journey so that they can learn the
principles of value investing in a way that will provide them
with a long term strategy that they can understand and stick
with through both good and bad periods for the stock market.
As the Wall Street Journal stated about the original edition,
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“Mr. Greenblatt…says his goal was to provide advice that,
while sophisticated, could be understood and followed by his
five children, ages 6 to 15. They are in luck. His ‘Little Book’
is one of the best, clearest guides to value investing out
there.”
"The book explains how most companies get sidetracked by
Product-Driven Thinking and how to innovate by starting with
the price customers will pay, and creating the product for that
price. It will present a process that Simon-Kucher & Partners
has used to help dozens of others avoid innovation failure by
making pricing and marketing their guiding light throughout
the product development process"-Legal clients are responding to today's unprecedented
financial pressures by demanding better predictability, costeffectiveness and communication from their outside legal
service providers. They give their business to those who can
manage legal work efficiently—and take it away from those
who can't or won't. Legal Project Management in One Hour
for Lawyers provides any attorney with practical skills and
methods for improving efficiency, keeping budgets under
control, building strong working relationships with clients, and
maximizing profitability.
Innovative, Values-Based Learning Experiences for
Transformative Practices
The Modern Trusted Advisor
How to Write a Proposal That's Accepted Every Time
The Win Without Pitching Manifesto
The Handbook for Building Hybrid PR, SEO, Content,
Advertising, and Web Firms
Monetizing Innovation
Value-Based Fees: How to Charge-and Get-What You're
Worth: A Guide for Consultants, Second Edition
PMBOK& Guide is the go-to resource for project
management practitioners. The project management
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profession has significantly evolved due to emerging
technology, new approaches and rapid market changes.
Reflecting this evolution, The Standard for Project
Management enumerates 12 principles of project
management and the PMBOK& Guide &– Seventh
Edition is structured around eight project performance
domains.This edition is designed to address
practitioners' current and future needs and to help them
be more proactive, innovative and nimble in enabling
desired project outcomes.This edition of the
PMBOK& Guide:•Reflects the full range of
development approaches (predictive, adaptive, hybrid,
etc.);•Provides an entire section devoted to tailoring
the development approach and processes;•Includes an
expanded list of models, methods, and
artifacts;•Focuses on not just delivering project
outputs but also enabling outcomes; and• Integrates
with PMIstandards+™ for information and standards
application content based on project type, development
approach, and industry sector.
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
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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.
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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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.
How to Launch and Grow a Seven-Figure Consulting
Business
How to Charge What You're Worth and Get What You
Charge
The Proven Guide to Start, Run and Grow a Successful
Consulting Business
The Consulting Bible
The Green Book
International Convergence of Capital Measurement and
Capital Standards
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Legal Project Management in One Hour for Lawyers
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-bystep, 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, teleconsulting 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
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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.
Discover and create a dynamic new model for growing
your business by connecting with customers outside
your usual field of view Do you think you know your
ideal customer? Think again. Many businesses create
an ideal consumer profile—aiming all their sales and
marketing efforts towards this single type of
person—and end up missing out on endless
opportunities to sell their services or products. Awardwinning business coach, speaker and author Pamela
Slim has helped thousands of entrepreneurs around
the world start, sustain, and scale their businesses. In
The Widest Net, she explains how to build strong
diverse relationships, identify and connect with new
partners, expand markets, generate leads, and find
new customers in places you may never have
considered. Social media is a valuable business tool,
but it can often create a comfortable cocoon for
entrepreneurs, marketers, and leaders who all need
to understand the entirety of the marketplace, not
just their own social graph. With this book as a guide,
you’ll learn how to connect with potential clients and
customers using the true breadth of the marketplace,
which she calls an ecosystem of living connections.
The Widest Net shows how to: Search outside your
own lens/bias/routine/history to target ideal
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customers. Attract the interest and attention of new
leads by learning more about them authentically.
Develop products and services suited to these
customers. Sell through a trusted reciprocity
framework where your customers become part of your
ecosystem and you each help the other grow. Build
and sustain loyalty and trust with new customers.
Nurture a diverse and resilient customer base by
identifying and adjusting to the ideal customer target
over time.
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.
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
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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.
Value-Based Consulting
The Widest Net: Unlock Untapped Markets and
Discover New Customers Right in Front of You
Basis of Assets
6 Steps to Unlimited Clients & Financial Freedom
How to Charge--and Get--what You're Worth :
Powerful Techniques for the Successful Practitioner
A Radical Business Model for Professional Firms
Start & Build a Profitable Design Business
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