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Hacking Marketing

Apply software-inspired management concepts to accelerate modern marketing In many ways, modern 
marketing has more in common with the software profession than it does with classic marketing 
management. As surprising as that may sound, it's the natural result of the world going digital. 
Marketing must move faster, adapt more quickly to market feedback, and manage an increasingly 
complex set of customer experience touchpoints. All of these challenges are shaped by the dynamics 
of software—from the growing number of technologies in our own organizations to the global forces 
of the Internet at large. But you can turn that to your advantage. And you don't need to be technical 
to do it. Hacking Marketing will show you how to conquer those challenges by adapting successful 
management frameworks from the software industry to the practice of marketing for any business in 
a digital world. You'll learn about agile and lean management methodologies, innovation techniques 
used by high-growth technology companies that any organization can apply, pragmatic approaches 
for scaling up marketing in a fragmented and constantly shifting environment, and strategies to 
unleash the full potential of talent in a digital age. Marketing responsibilities and tactics have changed 
dramatically over the past decade. This book now updates marketing management to better serve 
this rapidly evolving discipline. Increase the tempo of marketing's responsiveness without chaos or 
burnout Design "continuous" marketing programs and campaigns that constantly evolve Drive growth 
with more marketing experiments while actually reducing risk Architect marketing capabilities in layers 
to better scale and adapt to change Balance strategic focus with the ability to harness emergent 
opportunities As a marketer and a manager, Hacking Marketing will expand your mental models for 
how to lead marketing in a digital world where everything—including marketing—flows with the speed 
and adaptability of software.

Growth Hacking

Do you have a website that is struggling to gain traction? Do you have no idea how to monetize 
your business or get more subscriber? This book could be the answer you're looking for... The 
emergence of Web and Mobile technologies have revolutionalized the way businesses are conducted. 
Those enterprises that have leveraged these technologies have made tremendous exponential growth. 
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Google, Facebook, Uber, Dropbox, Twitter, Amazon, are just but a few examples of those enterprises 
that leveraged these technologies to reap big rewards. This book is about sharing with you innovative 
marketing tactics to grow faster and smarter. The book does not assume your level of knowledge 
and understanding of what Growth Hacking is all about. Thus, it starts with a beginner's approach 
by introducing you to what growth hacking is all about and builds upon this foundation to guide you 
into a more detailed perspectives. Knowledge without application is redundant. This book gives you 
practical hands-on techniques on how you should apply growth hacking to achieve great success. 
These techniques touch on all stages of your brand's funnel right from customer acquisition, customer 
activation, customer retention, revenue generation and referral. It further provides you with growth 
hacking strategy that you can employ using these techniques to grow faster and smarter. Like any 
business enterprise, having the right people to run it is paramount. Growth hacking is not an exception. 
Yet, building a team for growth hacking require a uniquely different approach than what we are 
accustomed to in the traditional approach. This book not only presents you with different proven models 
of growth team but also helps you to identify the right hackers for your team. In this regard, it provides 
you with tips and qualities to look for in a hacker and the key competencies required. Growth, like 
a vehicle moving on a highway, requires levers (Gears) to be able to move on (be they manual or 
automatic). The most critical elements of growth are its levers. Failure to identify levers simply means 
uncertain growth. This book helps you to identify critical levers for your brand and the relevant drivers 
that can propel it so that you can have a more predictable growth. Attracting customers is a critical 
component of growth hacking. Yet, without a great first impression, this comes to naught. From this 
book, you will be able to learn the best ways to attract customers through a great first impression, 
appropriate acquisition hacks and right engagement. Follow-ups are great. Yet inappropriate follow-ups 
can turn-off your existing and potential customers. You will also learn follow-up hacks that can bring 
forth a great impact on your targets for greater growth. Customer retention is the most prized treasure of 
any marketing endeavor. Without it, you lose your customers faster than a leaking tank loses water. You 
will learn customer retention hacks that help to protect your growth reservoir. Finally, you are running 
a business. You need to make money. This book provides you with proven monetization hacks that 
you can employ to guarantee you exponential income growth that not only rewards you for your smart 
innovation but also assures your business future.

The Agile Marketer

The marketer's guide to modernizing platforms and practices Marketing in the digital era is a whole 
new game: it's fundamentally about competing on the customer experience. Marketers must integrate 
a complex set of technologies to capture the customer's digital body language—and thereby deliver 
the right experiences, at the right times, via the right channels. This approach represents a formidable 
technological and practical challenge that few marketers have experience with. The methods that 
enable marketers to meet this challenge are emerging from an unexpected place: the world of 
software development. The Agile methodologies that once revolutionized software development are 
now revolutionizing marketing. Agile provides the foundation for alignment between the marketing and 
product management sides. It can unleash a whole array of new marketing opportunities for growth 
hacking as well as for "baking" marketing directly into your products or services. Beyond that, as 
a discipline it can serve as a bridge to strategic alignment, positioning the chief marketing officer 
alongside the chief product officer as the two primary drivers of the business. Written by a premier 
practitioner of modern marketing, this book will provide you with: Insights on the evolution of product 
development and management in the organization—and why marketing must partner with them in the 
new era An understanding of Agile methods and their application to marketing A plan for integrating 
Agile with your traditional methods Tactics to drive alignment with product management A pathway 
to becoming the steward of customer experience Rich with examples, case studies, illustrations, and 
exercises drawn from the author's wide-ranging experience (from startups to a top global technology 
company), The Agile Marketer will help you transform marketing in your organization, in spirit and 
practice—and help realize its critical roles in product management and the customer experience.

The Revenue Acceleration Rules

Turn data into revenue in the B2B marketing sphere The Revenue Acceleration Rules is a unique 
guide in the business-to-business space, providing a clear framework for more effective marketing in 
an accounts-based environment. Written by a veteran in the predictive marketing sphere, this book 
explains how strategies typically used on the consumer end can be tailored to drive revenue in B2B 
sales. Industry experts offer advice and best practices, using real-world examples to illustrate the power 



of analytics and on-the-ground implementation of predictive ABM initiatives. Covering the complete 
spectrum from "why?" to "how?\

Encyclopedia of Sport Management

Bringing together preeminent international researchers, emerging scholars and practitioners, Paul M. 
Pedersen presents the comprehensive Encyclopedia of Sport Management, offering detailed entries 
for the critical concepts and topics in the field.

The Six Disciplines of Agile Marketing

Transform your organization using Agile principles with this proven framework The Six Disciplines of 
Agile Marketing provides a proven framework for applying Agile principles and processes to marketing. 
Written by celebrated consultant Jim Ewel, this book provides a concise, approachable, and adaptable 
strategy for the implementation of Agile in virtually any marketing organization. The Six Disciplines 
of Agile Marketing discusses six key areas of practical concern to the marketer who hopes to adopt 
Agile practices in their organization. They include: Aligning the team on common goals Structuring the 
team for greater efficiency Implementing processes like Scrum and Kanban in marketing Validated 
Learning Adapting to Change Creating Remarkable Customer Experiences The Six Disciplines of 
Agile Marketing also discusses four shifts in beliefs and behaviors necessary to achieving an Agile 
transformation in marketing organizations. They include: A shift from a focus on outputs to one 
based on outcomes A shift from a campaign mentality to one based on continuous improvement A 
shift from an internal focus to a customer focus A shift from top-down decisions to de-centralized 
decisions Perfect for anyone in a leadership position at a marketing agency, The Six Disciplines of 
Agile Marketing also belongs on the bookshelf of anyone interested in improving the efficacy and 
efficiency of their own marketing efforts. Full of practical advice and concrete strategies that have been 
successfully implemented at Fortune 500, Silicon Valley, and non-profit organizations alike, this book 
is an indispensable resource to help your organization make the leap to Agile.

Growing Up Fast

Growing Up Fast is a practical book about how to implement an agile marketing process in modern 
business to create the necessary collaboration between marketing and innovation for business suc-
cess. The first half of the book covers the philosophical underpinnings of complementary opposites 
in nature, human interaction, and the workplace. It surveys business management over the last 100 
years and shows how we've come to the "Agile Age," which is not about big ideas Mad Men-style, 
but lots of little ideas to test and try. The second half of the book discusses the mindsets and tools 
required for success in agile work, and examples are given throughout the text in the form of case 
studies on companies like Netflix, 3M, Microsoft, Domino's Pizza, and Dell Computer. The introduction 
and conclusion of the book set up the metaphor of the book's title, to personify the current impasse 
between big regulation government and total free market capitalism. Agile is posed as a third option 
between the Mom and Dad's battle between over-planning and wild speculation, concern for the future 
and obsession with "what worked" in the past-as both occupy our resources without agile process 
or priorities for the innovations we need going forward in society. Agile is portrayed as an inquisitive, 
experimental, brilliant child who still lives above the garage at her parents' house-and it's time for her 
to move out. "There are also plenty, plenty of high-level remarks out there about how businesses need 
to be agile - with very little insight about how. Hey, we should all be rich and good-looking too... But 
there have been few guides that address the gap between the fluffy and the functional. Growing Up 
Fast: How New Agile Practices Can Move Marketing and Innovation Past the Old Business Stalemates 
by Jascha Kaykas-Wolff and Kevin Fann brilliantly spans that chasm." Scott Brinker @chiefmartec

Halkla 0li_kilerin Dijital Kodlar1 Veri Odakl1 ve Çevik 0leti_im

0nsanl1k tarihinin seyrini de�i_tiren en önemli bulu_ internetle birlikte, fiziksel dünyan1n ötesinde yepyeni 
bir ya_am alan1 edinmi_ olduk: hepimizi say1sal kodlarla çevreleyen, birler ve s1f1rlardan olu_an dijital bir 
dünya. Bu dünya, burada ya_ayan milyonlarca bireyin her dakika olu_turdu�u say1s1z veriyle, büyümesini 
ve geli_imini h1zla devam ettirmekte, boyutlar1 büyüdükçe etki alan1n1 artt1rmaktad1r. Dijital evrenin boyutlar1 
geni_ledikçe, bugüne kadar ki tüm ku_aklardan daha h1zl1 üretmekte, daha h1zl1 tüketmekte, daha h1zl1 bir 
de�i_im süreci içinde ya_amaktay1z. Peki, yüzy1l1m1z1n en genç disiplinlerinden olan halkla ili_kiler, ortaya ç1kan 
bu dijital dünya düzeninden nas1l etkilenmektedir? Etkili ileti_imin veri odakl1 parametreleri, geleneksel 
halkla ili_kiler kültüründe farkl1l1klar1 beraberinde getirmi_ midir? Endüstri 4.0, Büyük Veri, nesnelerin 



interneti, yapay zeka, çeviklik kavramlar1 mesle�in s1n1rlar1n1, kapsam1n1 ve gelece�ini nas1l _ekillendirmektedir? 
Daha da önemlisi, halkla ili_kiler elinde bulundurdu�u ileti_im gücünü, dijitalle_menin f1rsatlar1yla birle_tirerek 
toplumsal ya_am kalitesini yükseltecek hangi geli_imleri sergilemelidir? Bu sorular1n yan1tlar1n1 vermek için 
öncelikle, bilgi ve ileti_im teknolojileri ile Endüstri 4.0'1n ortaya ç1kard1�1 gereksinimlere ba�l1 olarak, halkla 
ili_kilerin “veri odakl1” ve “çevik” ileti_im kodlar1n1 irdelememiz laz1m. Elinizdeki bu kitap, halkla ili_kilerin veri 
odakl1 ve çevik ileti_im kodlar1n1 oda�1na alan, literatür taramas1na dayal1 ve uygulamaya yönelik öneriler 
içeren bir geli_tirme çal1_mas1d1r. Her bir bölümde ele al1nan konular, dijitalle_me ve Endüstri 4.0 ekseninde, 
halkla ili_kileri _ekillendiren güncel kavramlar, geli_meler, yakla_1mlar ve öngörüler kapsam1nda birbirlerini 
bütünleyecek bir yakla_1mla de�erlendirilmi_ ve okuyucusuna sunulmu_tur.

Mastering Marketing Agility

The leading authority on agile marketing shows how to build marketing operations that can pivot freely 
and yet remain committed to priorities. As a marketer, are you tired of chasing marketing fads and 
algorithm rumors that seem to change every couple of months? This guide to building the perfect 
marketing department will help you achieve the latest and greatest without having to rebuild your 
operations from scratch every time the wind shifts. Agile strategies have been the accepted modus 
operandi for software development for two decades, and marketing is poised to follow in its footsteps. 
As the audiences we market to become ever more digital, agile frameworks are emerging as the best 
and only way to manage marketing. This book is a signpost showing the way toward the agile future 
of marketing operations, explaining how every role, from social media intern up to chief marketing 
officer, can work in unison, responding to the market's demanding challenges without losing focus on 
the big picture. You will learn what it takes for marketing agility to thrive—customer focus, transparency, 
continuous improvement, adaptability, trust, bias for action, and courage—along with the antipatterns 
that can drag you down. Most important, you will learn how to implement the systems, strategies, and 
practices that will truly transform your marketing operations.

Digital Entrepreneurship

This open access book explores the global challenges and experiences related to digital entrepreneur-
ial activities, using carefully selected examples from leading companies and economies that shape 
world business today and tomorrow. Digital entrepreneurship and the companies steering it have 
an enormous global impact; they promise to transform the business world and change the way we 
communicate with each other. These companies use digitalization and artificial intelligence to enhance 
the quality of decisions and augment their business and customer operations. This book demonstrates 
how cloud services are continuing to evolve; how cryptocurrencies are traded in the banking industry; 
how platforms are created to commercialize business, and how, taken together, these developments 
provide new opportunities in the digitalized era. Further, it discusses a wide range of digital factors 
changing the way businesses operate, including artificial intelligence, chatbots, voice search, augment-
ed and virtual reality, as well as cyber threats and data privacy management. “Digitalization mirrors the 
Industrial Revolution’s impact. This book provides a complement of perspectives on the opportunities 
emanating from such a deep seated change in our economy. It is a comprehensive collection of thought 
leadership mapped into a very useful framework. Scholars, digital entrepreneurs and practitioners will 
benefit from this timely work.” Gina O’Connor, Professor of Innovation Management at Babson College, 
USA “This book defines and delineates the requirements for companies to enable their businesses 
to succeed in a post-COVID19 world. This book deftly examines how to accomplish and achieve 
digital entrepreneurship by leveraging cloud computing, AI, IoT and other critical technologies. This 
is truly a unique “must-read” book because it goes beyond theory and provides practical examples.” 
Charlie Isaacs, CTO of Customer Connection at Salesforce.com, USA "This book provides digital 
entrepreneurs useful guidance identifying, validating and building their venture. The international 
authors developed new perspectives on digital entrepreneurship that can support to create impact 
ventures.” Felix Staeritz, CEO FoundersLane, Member of the World Economic Forum Digital Leaders 
Board and bestselling author of FightBack, Germany

Hacker Culture and the New Rules of Innovation

Fifteen years ago, a company was considered innovative if the CEO and board mandated a steady flow 
of new product ideas through the company’s innovation pipeline. Innovation was a carefully planned 
process, driven from above and tied to key strategic goals. Nowadays, innovation means entrepre-
neurship, self-organizing teams, fast ideas and cheap, customer experiments. Innovation is driven by 



hacking, and the world’s most innovative companies proudly display their hacker credentials. Hacker 
culture grew up on the margins of the computer industry. It entered the business world in the twenty-first 
century through agile software development, design thinking and lean startup method, the pillars of the 
contemporary startup industry. Startup incubators today are filled with hacker entrepreneurs, running 
fast, cheap experiments to push against the limits of the unknown. As corporations, not-for-profits 
and government departments pick up on these practices, seeking to replicate the creative energy of 
the startup industry, hacker culture is changing how we think about leadership, work and innovation. 
This book is for business leaders, entrepreneurs and academics interested in how digital culture is 
reformatting our economies and societies. Shifting between a big picture view on how hacker culture 
is changing the digital economy and a detailed discussion of how to create and lead in-house teams of 
hacker entrepreneurs, it offers an essential introduction to the new rules of innovation and a practical 
guide to building the organizations of the future.

Agile Marketing

Clearly the marketing methods of old will not fulfill all the needs of today's organization. Today, the fast 
moving opportunities afforded by the internet, websites, social networking and data communication 
give those in the know a huge advantage over traditional marketers. The goal of this book is to teach 
you how. Author Michelle Accardi-Petersen has been on both the planning and implementation side of 
the problem. Utilizing methods that may be familiar to those with a software background but without the 
technical baggage, she presents the techniques that will put you way ahead of traditional marketers 
and move your organization to the forefront in their overall marketing operations.

Hacking Growth

'a compelling methodology... to increase market share quickly' -- Eric Ries, bestselling author of THE 
LEAN STARTUP 'a must-read for anyone in business' -- James Currier, managing partner, NFX Guild 
'will teach you how to think like a marketer of tomorrow' -- Josh Elman, partner, Greylock Partners 
Growth is now the first thing that investors, shareholders and market analysts look for in assessing 
and valuing companies. HACKING GROWTH is a highly accessible, practical, method for growth 
that involves cross-functional teams and continuous testing and iteration. Hacking Growth does for 
marketshare growth what THE LEAN STARTUP does for product development and BUSINESS MODEL 
GENERATION does for strategy. HACKING GROWTH focuses on customers - how to attain them, 
retain them, engage them, and monetize them - rather than product. Written by the method's pioneers, 
this book is a comprehensive toolkit or "bible" that any company in any industry can use to implement 
their own Growth Hacking strategy, from how to set up and run growth teams, to how to identify and 
test growth levers, and how to evaluate and act on the results. It is designed for any company or leader 
looking to break out of the ruts of traditional marketing and become more collaborative, less wasteful, 
and achieve more consistent, replicable, and data-driven results.

The Art of Agile Development

For those considering Extreme Programming, this book provides no-nonsense advice on agile plan-
ning, development, delivery, and management taken from the authors' many years of experience. While 
plenty of books address the what and why of agile development, very few offer the information users 
can apply directly.

Building the Agile Business through Digital Transformation

How can businesses transform to achieve competitive advantage in a digital-enabled world? How can 
managers and leaders create a culture that supports lasting change through these transformations? 
Building the Agile Business through Digital Transformation is an in-depth guide for all those needing to 
better understand, implement and lead digital transformation in the workplace. It sets aside traditional 
thinking and outdated strategies to explain what steps need to be taken for an organization to become 
truly agile, embed innovation and develop talent to succeed. This majorly revised second edition of 
Building the Agile Business through Digital Transformation contains new material on the culture and 
mindset challenges of shifting at scale from linear to agile working, and using data effectively in orga-
nizational decision-making. Full of practical advice, examples and real-life insights from organizations 
at the leading edge of digital transformation including AirBnb, Amazon and Google, this book is an 
essential guide to driving success by becoming an agile and digital native business.



Lean Branding

Every day, thousands of passionate developers come up with new startup ideas but lack the branding 
know-how to make them thrive. If you count yourself among them, Lean Branding is here to help. This 
practical toolkit helps you build your own robust, dynamic brands that generate conversion. You’ll find 
over 100 DIY branding tactics and inspiring case studies, and step-by-step instructions for building 
and measuring 25 essential brand strategy ingredients, from logo design to demo-day pitches, using 
The Lean Startup methodology’s Build-Measure-Learn loop. Learn exactly what a brand is—and what 
it isn’t Build a minimal set of brand ingredients that are viable in the marketplace: brand story, brand 
symbols, and brand strategy Measure your brand ingredients by using meaningful metrics to see if 
they meet your conversion goals Pivot your brand ingredients in new directions based on what you’ve 
learned—by optimizing rather than trashing Focus specifically on brand story, symbols, or strategy by 
following the Build-Measure-Learn chapters that apply

Lean Agile Marketing

Learn how to implement Agile marketing and how other marketers adopted Agile, you will develop 
the knowledge, understanding, and confidence required to apply Scrum, Kanban and other Agile 
frameworks. Agile Marketing explains how to apply agile methodologies to marketing. The book 
contains a realistic and actionable guide to starting agile in marketing, including practical examples and 
more detailed case studies of different types of agile marketing teams which illustrate the application of 
agile within marketing teams from start to finish. You will learn how to apply lean and agile principles to 
marketing planning and execution on a very practical level, including how to: 1. Building skills required 
for adaptive marketing planning and execution to reduce campaign cost. 2. Learn and understand 
techniques to deliver your marketing campaigns on time and on budget. Visualise workflow in order to 
limit work-in-progress, decrease burden for the marketing teams and increase task completion rate. 3. 
Learn how to become a successful and collaborative marketing team member. As team leaders and 
managers, you will also learn how to collaborate with your direct reports. Rationalize meetings and 
manage time more effectively. 4. You will learn the mindset of highly successful Agile marketing pro-
fessionals. Set up marketing teams to execute marketing campaigns. 5. Develop marketing campaigns 
based on customer experience and analytics insights. 6.Create self-organizing teams to make the job 
of the CMO and senior managers easier. 7. Reduce micro-management and improve team morale and 
job satisfaction. 8. Change the team's mindset to improve collaboration and communication between 
team members. 9. Eliminate marketing team's time and budget wastage. 10. Understand effective team 
composition and skill requirements to create an agile marketing team that builds on existing team 
members' skill sets. The book's key contribution, however, is that it goes deeper than just the practical 
application of agile in the context of marketing: it introduces insights from psychology which inform how 
marketing teams can increase collaboration, work smarter and more productively, and how this, in turn, 
can improve overall customer experiences.

Sooner Safer Happier

"This is one of the most important Agile books since The Phoenix Project." —Charles Betz, Principle 
Analyst, Forrester Research It's no secret that we are living in the Digital Age. Technology companies 
make up seven of the world's ten largest firms by market capitalization. And the key to their success 
is the key to all modern organizations. Jonathan Smart, business agility practitioner, thought leader, 
and coach, reveals the patterns and antipatterns that will help organizations from every industry 
deliver better value sooner, safer, and happier through high levels of engagement, inclusion, and 
empowerment. Through his decades of experience in the technology world, Smart provides business 
leaders with a blueprint for creating a world-class organization of the future. Through Agile and Lean 
ways of working, business leaders can empower teams to improve production, grow together, and 
create better services for their customers. These better ways of working have overflowed from the IT 
department to every corner of successful organizations, taking root in every industry from aerospace to 
accounting, insurance to shipping. This book is not about software development. It is not a book about 
the computer industry. This book is about applying agility across the entire organization. It's a book that 
will put you at the front of change and ahead of the competition. "A true business-wide perspective on 
Digital Transformation and the need for whole business agility." —Adam Banks, Non Executive Director 
and Former CTIO of AP Moller Maersk **Note from the Authors: Purchases will result in the planting 
of trees and empowerment of women, in countries with the lowest scores on the IUCN's gender and 



environment index. It's not just carbon neutral, purchases in any format will result in, on average, 10x 
greater carbon offset.

Business Model Innovation

This volume examines the organisational dimension of business model innovation. Drawing on organ-
isational theory and empirical observation, the contributors specifically highlight organisational design 
aspects of business model innovation, focusing on how reward systems, power distributions, routines 
and standard operating procedures, the allocation of authority, and other aspects of organisational 
structure and control should be designed to support the business model the firm chooses.

Smart cities

Marketing and sales prioritize AI and machine learning more than any other business department, yet 
often struggle with how to scale and strategize the opportunities they present. AI Strategy for Sales and 
Marketing presents a framework for understanding how AI can boost customer-centricity and sales by 
creating a connected strategy that delivers value today and into the future. Supported by practical tips 
and advice throughout, it covers topics including personalization, upskilling, customer experience for 
both on and offline shopping channels and the importance of using AI responsibly to create consumer 
trust. Featuring original research and interviews with leading practitioners, it also contains global case 
studies from organizations in a range of sectors, including Samsung, PwC, Rolls Royce, Deloitte and 
Hilton, with insights into the various stages of their adoption journeys. Written by a recognized industry 
expert, it is an invaluable resource for those wanting to benefit from using AI strategically in marketing, 
sales and CX.

AI Strategy for Sales and Marketing

The biggest challenge for authors is transitioning from being a writer to being an author, which are 
two totally different occupations. Many authors have the mindset that once they are published, their 
publisher handles all marketing and the sales come in like magic. In today's world, that is not reality, no 
matter how you are published. Written by publisher and author, Terri Ann Leidich, and author marketing 
coach and support, Julie Bromley, this book simplifies marketing by taking the approach of Get Ready, 
Get Set, Succeed, putting marketing tasks into a logical order of what needs to be done and when so 
authors don't have to figure that out for themselves.

Book Marketing for Authors

ALERT: Before you purchase, check with your instructor or review your course syllabus to ensure 
that you select the correct ISBN. Several versions of Pearson's MyLab & Mastering products exist for 
each title, including customized versions for individual schools, and registrations are not transferable. 
In addition, you may need a CourseID, provided by your instructor, to register for and use Pearson's 
MyLab & Mastering products. Packages Access codes for Pearson's MyLab & Mastering products may 
not be included when purchasing or renting from companies other than Pearson; check with the seller 
before completing your purchase. Used or rental books If you rent or purchase a used book with an 
access code, the access code may have been redeemed previously and you may have to purchase 
a new access code. Access codes Access codes that are purchased from sellers other than Pearson 
carry a higher risk of being either the wrong ISBN or a previously redeemed code. Check with the seller 
prior to purchase. -- Examine advertising and promotions through the lens of integrated marketing 
communications. The carefully integrated approach of this text blends advertising, promotions, and 
marketing communications together, providing readers with the information they need to understand 
the process and benefits of successful IMC campaigns. The fifth edition brings the material to life by 
incorporating professional perspectives and real-world campaign stories throughout the text.

Integrated Advertising, Promotion, and Marketing Communications

This book is about how to hack Lean Six Sigma to get better understanding, retention and results in 
hours or days, not months or years.Faced with continuous, accelerating, disruptive change, businesses 
have had to find ways to respond. Surprisingly, they found a faster, better, cheaper path in Information 
Technologies (IT) of all places. Yet Lean Six Sigma is anything but agile. Spending months training 
Black and Green Belts and then waiting months or years for results is no longer acceptable. This 
might have been possible in the last century, but it won't work for 21st Century quality. We need to 



adapt Agile to Lean Six Sigma.Unfortunately, the old trial-and-error, gut-feel approaches to improving 
performance are too slow and error-prone to deliver anything close to perfection. The only hope any 
business has is to adopt the methods and tools of Lean Six Sigma to simplify, streamline and optimize 
performance.Lean Six Sigma can be fast, affordable and flawless, maximizing results while minimizing 
costs. Agile Process Innovation will focus on the Magnificent Seven "Money Belt" Tools necessary 
to achieve stunning, breakthrough results. Training doesn't have to take weeks or months; it can be 
done in a matter of hours. Projects don't have to take months or years to complete; Jay has done 
million-dollar projects in five days or less. The actual analysis can be done in a matter of hours, but 
sometimes implementation can take longer.Companies don't need more Green Belts or Black Belts. 
They need more Money Belts-people who can quickly find ways to save time and money to boost 
productivity and profitability. They can learn how to eliminate the Three Silent Killers of productivity and 
profitability: Delay, Defects and Deviation.Lean Six Sigma needs to pivot to a new way of achieving 
desired results. Integrating Agile into Lean Six Sigma is an easy way to do it. What is Agile? A method 
that "is characterized by the division of tasks into short phrases of work and frequent reassessment and 
adaptation of plans." Agile focuses on speed and adaptability, not rigid adherence to archaic methods.Is 
it possible to accelerate the adoption and use of Lean Six Sigma by hacking how it's implemented? 
Absolutely.

Agile Process Innovation: Hacking Lean Six Sigma to Maximize Results

Are you attracted by the promises of agile methods but put off by the fanaticism of many agile texts? 
Would you like to know which agile techniques work, which ones do not matter much, and which ones 
will harm your projects? Then you need Agile!: the first exhaustive, objective review of agile principles, 
techniques and tools. Agile methods are one of the most important developments in software over 
the past decades, but also a surprising mix of the best and the worst. Until now every project and 
developer had to sort out the good ideas from the bad by themselves. This book spares you the pain. 
It offers both a thorough descriptive presentation of agile techniques and a perceptive analysis of 
their benefits and limitations. Agile! serves first as a primer on agile development: one chapter each 
introduces agile principles, roles, managerial practices, technical practices and artifacts. A separate 
chapter analyzes the four major agile methods: Extreme Programming, Lean Software, Scrum and 
Crystal. The accompanying critical analysis explains what you should retain and discard from agile 
ideas. It is based on Meyer’s thorough understanding of software engineering, and his extensive 
personal experience of programming and project management. He highlights the limitations of agile 
methods as well as their truly brilliant contributions — even those to which their own authors do not do 
full justice. Three important chapters precede the core discussion of agile ideas: an overview, serving 
as a concentrate of the entire book; a dissection of the intellectual devices used by agile authors; and 
a review of classical software engineering techniques, such as requirements analysis and lifecycle 
models, which agile methods criticize. The final chapters describe the precautions that a company 
should take during a transition to agile development and present an overall assessment of agile ideas. 
This is the first book to discuss agile methods, beyond the brouhaha, in the general context of modern 
software engineering. It is a key resource for projects that want to combine the best of established 
results and agile innovations.

Agile!

Diving deep into the world of corporate marketing, this incisive and eye-opening work shows how, in the 
hands of the corporation, business has become manipulative, divisive and disastrously at odds with the 
needs of the natural world. It calls on us to rethink and rebel. The corporate marketing blitz is driven by a 
simple economic truth: profits depend on demand always exceeding supply. A multi-billion-dollar global 
industry has therefore been created with the sole aim of turning us into devout consumers. Gerard 
Hastings invites us to explore alternatives to a system that is threatening our survival. He explores 
what it is to be human, how marketing can be used to do good rather than harm and the potential 
of alternative models that empower us to be citizens, not just consumers. Professionals and students 
in the business, marketing, public health, environmental and political sectors – as well as concerned 
citizens who know that business as usual is not an option – will value this accessible guide to what is 
going wrong with our current business models and how these failings can be addressed.

Hyperconsumption



Bestselling author and New York Times family columnist Bruce Feiler found himself squeezed between 
caring for ageing parents and raising his children. So he set out on a three-year journey to find the 
smartest ideas and the most cutting-edge research about families of all varieties, novel solutions to 
make his own family happier. Instead of the usual psychologists and family 'experts', he sought out the 
most creative minds - from Silicon Valley to the set of Modern Family, from top negotiators to the army 
- and asked them what team-building exercises and problem-solving techniques they use. Feiler then 
tested these ideas with his wife and kids. The result is a fun, completely original look at how families 
can draw closer together. Felier's life-changing discoveries include a radical plan to reshape your family 
in twenty minutes a week, Warren Buffett's guide for setting an allowance, and the Harvard handbook 
for resolving conflict. The Secrets of Happy Families is a timely, counterintuitive book that answers the 
questions countless parents are asking: how do we manage the chaos of our lives? How do we teach 
our kids values? How do we make our family happier? Written in a charming, accessible style, The 
Secrets of Happy Families is smart, funny and fresh, and will forever change how your family lives 
every day.

The Secrets of Happy Families

"The ongoing COVID-19 pandemic marks the most significant, singular global disruption since World 
War II, with health, economic, political, and security implications that will ripple for years to come." 
-Global Trends 2040 (2021) Global Trends 2040-A More Contested World (2021), released by the 
US National Intelligence Council, is the latest report in its series of reports starting in 1997 about 
megatrends and the world's future. This report, strongly influenced by the COVID-19 pandemic, paints 
a bleak picture of the future and describes a contested, fragmented and turbulent world. It specifically 
discusses the four main trends that will shape tomorrow's world: - Demographics-by 2040, 1.4 billion 
people will be added mostly in Africa and South Asia. - Economics-increased government debt and 
concentrated economic power will escalate problems for the poor and middleclass. - Climate-a hotter 
world will increase water, food, and health insecurity. - Technology-the emergence of new technologies 
could both solve and cause problems for human life. Students of trends, policymakers, entrepreneurs, 
academics, journalists and anyone eager for a glimpse into the next decades, will find this report, with 
colored graphs, essential reading.

Global Trends 2040

This book examines exciting advancements in the field of ceramics, including nanotechnology, clean 
energy, and tribology as well as fundamental concepts like defects and structure. It is a comprehensive 
discussion on how today’s ceramics are processed and used in many of today’s critical technologies. It 
discusses current techniques for synthesizing durable and cost-effective ceramic components with bio-
compatibility, complexity, and high precision. This book is a comprehensive reference for researchers, 
engineers, dental clinicians, biologists, academics, and students interested in ceramics.

Advanced Ceramic Materials

'I'm a HUGE fan of Alison Green's "Ask a Manager" column. This book is even better' Robert Sutton, 
author of The No Asshole Rule and The Asshole Survival Guide 'Ask A Manager is the book I wish 
I'd had in my desk drawer when I was starting out (or even, let's be honest, fifteen years in)' - Sarah 
Knight, New York Times bestselling author of The Life-Changing Magic of Not Giving a F*ck A witty, 
practical guide to navigating 200 difficult professional conversations Ten years as a workplace advice 
columnist has taught Alison Green that people avoid awkward conversations in the office because they 
don't know what to say. Thankfully, Alison does. In this incredibly helpful book, she takes on the tough 
discussions you may need to have during your career. You'll learn what to say when: · colleagues push 
their work on you - then take credit for it · you accidentally trash-talk someone in an email and hit 'reply 
all' · you're being micromanaged - or not being managed at all · your boss seems unhappy with your 
work · you got too drunk at the Christmas party With sharp, sage advice and candid letters from real-life 
readers, Ask a Manager will help you successfully navigate the stormy seas of office life.

Ask a Manager

Raising brand awareness, building trust, establishing credibility, and ultimately driving revenue, that's 
what the top of the funnel is all about. It can be a marketer's "Paradise City\

Welcome to the Funnel



Contemporary Consumption, Consumers and Marketing: Cases from Generations Y and Z explores 
current consumer, consumption and marketing cases and issues, posing questions that complement, 
extend and challenge established marketing theory while keeping in mind megatrends such as 
climate crisis, economic inequality and digital connectivity. It also considers how such major changes 
affect consumer societies, cultures and individuals, especially those from Generations Y and Z. Each 
chapter is built around a theme that encapsulates current theoretical and professional debates around 
consumption, consumers and marketing. Examples and up-to-date case studies throughout the book 
explore how brands are adapting to current circumstances across Generations X, Y and Z and 
investigate the state of marketing at a time of flux. This book is essential reading for undergraduates, 
postgraduates and practitioners interested in marketing and consumer behaviour.

Contemporary Consumption, Consumers and Marketing

Now in its sixth edition, the hugely popular Digital Marketing Excellence is a practical guide to creating 
and executing integrated digital marketing plans, combining established approaches to marketing 
planning with the creative use of new digital models and digital tools. Written by two highly experienced 
digital marketing consultants, the book shows you how to: Draw up an outline integrated digital 
marketing plan Evaluate and apply digital marketing principles and models Integrate online and offline 
communications Implement customer-driven digital marketing as part of digital transformation Reduce 
costly trial and error Measure and enhance your digital marketing Learn best practices for reaching 
and engaging your audiences using the key digital marketing platforms. This new edition has been 
streamlined to seamlessly integrate the latest developments in digital analytics, ethics and privacy, 
Predictive Analytics, Machine Learning and Artificial Intelligence. Including new international case 
studies and up-to-date examples throughout, this book cuts through the jargon to show marketers how 
to leverage data and digital technologies to their advantage. Offering a highly structured and accessible 
guide to a critical and far-reaching subject, Digital Marketing Excellence, 6th edition, provides a vital 
reference point for all digital marketing students, and managers involved in digital marketing strategy 
and implementation. Online resources have been fully updated for the new edition and include a new 
set of PowerPoint slides and a full test bank of questions and exercises.

Transformational Products

Every organization makes plans for updating products, technologies, and business processes. But 
that’s not enough anymore for the twenty-first-century company. The race is now on for everyone to 
become a digital enterprise. For those individuals who have been charged with leading their company’s 
technology-driven change, the pressure is intense while the correct path forward unclear. Help has 
arrived! In Driving Digital, author Isaac Sacolick shares the lessons he’s learned over the years as 
he has successfully spearheaded multiple transformations and helped shape digital-business best 
practices. Readers no longer have to blindly trek through the mine field of their company’s digital 
transformation. In this thoroughly researched one-stop manual, learn how to: • Formulate a digital 
strategy • Transform business and IT practices • Align development and operations • Drive culture 
change • Bolster digital talent • Capture and track ROI • Develop innovative digital practices • Pilot 
emerging technologies • And more! Your company cannot avoid the digital disruption heading its way. 
The choice is yours: Will this mean the beginning of the end for your business, or will your digital 
practices be what catapults you into next-level success?

Digital Marketing Excellence

The seventh edition of Spanish banking group BBVA's annual series is dedicated to unveiling the 
new digital business models for twenty-first century companies. Esteemed experts from BBVA, The 
Economist, Harvard University, Columbia Business School, Geoffrey Moore Consulting and more, 
contribute texts in accessible language.

Driving Digital

How well does your organization respond to changing market conditions, customer needs, and 
emerging technologies when building software-based products? This practical guide presents Lean and 
Agile principles and patterns to help you move fast at scale—and demonstrates why and how to apply 
these paradigms throughout your organization, rather than with just one department or team. Through 
case studies, you’ll learn how successful enterprises have rethought everything from governance and 



financial management to systems architecture and organizational culture in the pursuit of radically 
improved performance. Discover how Lean focuses on people and teamwork at every level, in contrast 
to traditional management practices Approach problem-solving experimentally by exploring solutions, 
testing assumptions, and getting feedback from real users Lead and manage large-scale programs in 
a way that empowers employees, increases the speed and quality of delivery, and lowers costs Learn 
how to implement ideas from the DevOps and Lean Startup movements even in complex, regulated 
environments

Reinventing the Company in the Digital Age

You're part of an elite group of builders, creators, and innovators who have accomplished something 
few can claim: you've founded a company. Now the challenge of standing out in the crowd begins-and 
how you differentiate yourself counts. Building a brand and growing a business can be expensive and 
time-consuming. But you have a key advantage and secret strategy, one that will set you apart no matter 
your industry, product, or company size. You have a story, and it's one of your most valuable assets. 
In Founder Brand, marketing expert Dave Gerhardt reveals how to build your brand by positioning 
yourself as the story, heart, and soul of your business. This is a tactical guidebook that first shows you 
how to tell your story, then how to put your story to use as a marketing strategy. You'll learn how social 
media provides a bridge between you and your customers, the platforms that are appropriate for your 
business, and how to measure results to truly determine value. This book is the ultimate resource for 
founders, CEOs, and marketing teams trying to find their company's niche, strategize for the future, 
and create brand awareness that establishes the credibility and trust your products deserve.

Lean Enterprise

How can startups successfully scale customer acquisition and revenue growth with a Lean team? 
Out-of-the-box acquisition solutions from Facebook, Google, and others provide a good start, but the 
companies that can tailor those solutions to meet their specific needs, objectives, and goals will come 
out winners. But that hasn’t been an easy task—until now. With this practical book, author Lomit Patel 
shows you how to use AI and automation to provide an operational layer atop those acquisition solutions 
to deliver amazing results for your company. You’ll learn how to adapt, customize, and personalize 
cross-channel user journeys to help your company attract and retain customers—to usher in the new 
age of Autonomous Marketing. Learn how AI and automation can support the customer acquisition 
efforts of a Lean Startup Dive into Customer Acquisition 3.0, an initiative for gaining and retaining 
customers Explore ways to use AI for marketing purposes Understand the key metrics for determining 
the growth of your startup Determine the right strategy to foster user acquisition in your company 
Manage the increased complexity and risk inherent in AI projects

Founder Brand

The challenges facing today's sales executives and their organizations continue to grow, but so do the 
expectations that they will find ways to overcome them and drive consistent sales growth. There are 
no simple solutions to this situation, but in this thoroughly updated Second Edition of Sales Growth, 
experts from McKinsey & Company build on their practical blueprint for achieving this goal and explore 
what world-class sales executives are doing right now to find growth and capture it—as well as how they 
are creating the capabilities to keep growing in the future. Based on discussions with more than 200 of 
today's most successful global sales leaders from a wide array of organizations and industries, Sales 
Growth puts the experiences of these professionals in perspective and offers real-life examples of how 
they've overcome the challenges encountered in the quest for growth. The book, broken down into five 
overarching strategies for successful sales growth, shares valuable lessons on everything from how to 
beat the competition by looking forward, to turning deep insights into simple messages for the front line. 
Page by page, you'll learn how sales executives are digging deeper than ever to find untapped growth, 
maximizing emerging markets opportunities, and powering growth through digital sales. You'll also 
discover what it takes to find big growth in big data, develop the right "sales DNA" in your organization, 
and improve channel performance. Three new chapters look at why presales deserve more attention, 
how to get the most out of marketing, and how technology and outsourcing could entirely reshape the 
sales function. Twenty new standalone interviews have been added to those from the first edition, so 
there are now in-depth insights from sales leaders at Adidas, Alcoa, Allianz, American Express, BMW, 
Cargill, Caterpillar, Cisco, Coca-Cola Enterprises, Deutsche Bank, EMC, Essent, Google, Grainger, 
Hewlett Packard Enterprise, Intesa Sanpaolo, Itaú Unibanco, Lattice Engines, Mars, Merck, Nissan, 



P&G, Pioneer Hi-Bred, Salesforce, Samsung, Schneider Electric, Siemens, SWIFT, UPS, VimpelCom, 
Vodafone, and Würth. Their stories, as well as numerous case studies, touch on some of the most 
essential elements of sales, from adapting channels to meet changing customer needs to optimizing 
sales operations and technology, developing sales talent and capabilities, and effectively leading the 
way to sales growth. Engaging and informative, this timely book details proven approaches to tangible 
top-line growth and an improved bottom line. Created specifically for sales executives, it will put you in 
a better position to drive sales growth in today's competitive market.

Lean AI

Sales Growth
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