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Personal Finance / Investing

Wise man Yogi Berra once said, “When you get to the 
fork in the road, take it.” But, the question remains, 

which road should one take at that fork? Luckily, Ken Fisher 
is a roads scholar. No, not the kind of Rhodes Scholar who 
studies at Oxford, but the kind who knows the many roads  
to wealth and success. 

In The Ten Roads to Riches, Ken Fisher shows readers how 
to succeed on the road to wealth. Sprinkled with marvel-
ous anecdotes from Fisher’s three decades as a money 
manager, the book leads readers down each road and 
answers fundamental questions along the way: what does 
it take to start a business? Can a person save their way 
to wealth? What have others done to amass riches? With 
the right answers, readers will find the road that best suits 
their dreams and desires and learn what they need to do to 
follow that road to success. With guideposts and warning 
signs along the way, The Ten Roads to Riches helps keep 
readers on their chosen road to wealth.

Fisher has worked closely with 25,000 of America’s 
wealthiest people and has seen every way imaginable to 
earn big bucks. As a result of this work, he has amassed 
a unique and deep understanding of the various roads 
taken to attain wealth. With this book, readers will get 
the chance to try various paths and pick the one that 
works for them. 

The roads to riches are open to all. For anyone who has  
a dream, the journey begins here. 

The Ten Roads to Riches
Ken Fisher
with Lara Hoffmans

You've never needed an investment road map more than 
you do right now

Ken Fisher (Woodside, CA) is best known for his 
prestigious “Portfolio Strategy” column in Forbes 
magazine, where his 24-year tenure of high-profile 
calls makes him the fourth longest-running colum-
nist in Forbes’ 90-year history. Ken is the founder, 
Chairman, and CEO of Fisher Investments, and has 
appeared in most major American finance or busi-
ness periodicals. He is also the author of the New 
York Times bestselling investment book, The Only 
Three Questions That Count (978-0-470-29267-9), 
from Wiley.

Wiley is pleased to announce the launch of Fisher Investments Press. This new publish-
ing imprint will draw on the expertise of Fisher Investments and bestselling author Ken 
Fisher to offer investing advice and education for a full spectrum of investors, from nov-
ices to professionals.
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Marketing Campaign

•  Marketing Budget of More 
Than $1 Million

•  National Print Advertising, 
Including the Wall Street 
Journal, USA Today, 
BusinessWeek, and More

•  Online Advertising, Including 
Google, Forbes.com, Yahoo 
Finance, and More

•  Direct Mail to More Than  
30 Million

•  Featured in Fisher Investments 
Infomercial

•  National Publicity Campaign

•  Companion Web Site:       
www.TenRoadstoRiches.com

Also available in CD  
and downloadable formats  
from HarperAudio

Hardcover • 978-0-470-28536-7

$24.95 US • $26.95 CAN

256 pages • 6 x 9 • 30 books per carton

All Rights

PerSonal Finance

ocToBer / In stores October 20
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Now in Paperback • New York Times bestseller!

The Only Three Questions 
That Count
Investing by Knowing What Others Don’t

Ken Fisher 

with Jennifer Chou and Lara Hoffmans 

Foreword by James J. Cramer  

from CNBC’s Mad Money and TheStreet.com

Challenging the conventional myths of investing

Ken Fisher questions authority. He challenges the con-
ventional wisdom of investing, overturns glib theories 

with hard facts, and blows up complacent beliefs about 
money and markets. But the authority he challenges most of 
all is his own—because challenging yourself, Fisher says, is 
the key to successful investing. In The Only Three Questions 
That Count, this renowned adviser takes readers on a tour 
of their own investing beliefs. He reveals where they have 
signed on to widely held “truths” that just aren’t so, adopted 
the mistaken views of so-called experts, or substituted 
wishful thinking for real analysis. And he shows how this 
unflinching questioning of investment ideas leads to a power-
ful money advantage: a real and unique knowledge of what’s 
going on in the market. This knowledge, above all, is the 
most powerful tool for investing success.

Readers will be challenged, and richly rewarded, by The Only 
Three Questions That Count as they begin to ask:

• What do I believe is true that’s actually wrong?

• What can I fathom that others find unfathomable?

• What the heck is my brain doing to blindside me now?

Ken Fisher (Woodside, CA). For biographical information, see page 2.

Marketing Campaign

• National Advertising Campaign

• National Publicity

• Online Promotion

Paper • 978-0-470-29267-9

$16.95 US • $18.95 CAN

480 pages • 6 x 9 • 16 books per carton

All Rights

Hardcover Edition: 978-0-470-07499-2

inVeSTinG / PerSonal Finance

ocToBer / In stores October 24
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Now in Paperback

Mean Markets and Lizard Brains
How to Profit from the New Science of Irrationality
Revised  and Updated

Terry Burnham

An in-depth look at the innovative approach known as behavioral finance

In contrast to old-school assumptions of cool-headed rationality, the new 
behavioral school embraces hot-blooded human irrationality as a core fea-
ture of both individuals and financial markets. In Mean Markets and Lizard 
Brains, Terry Burnham—an economist who has a proven ability to translate 
complex topics into everyday language—reveals the biological causes of 
irrationality. He notes that while this “lizard brain” may have helped our 
ancestors eat and reproduce, it has wreaked havoc with our finances. Going 
far beyond cataloging our financial foibles, Dr. Burnham applies this novel 
approach to all of today’s most important financial topics, including the stock 
market, the economy, real estate, bonds, mortgages, inflation, and savings.

Terry Burnham, PhD (Cambridge, MA), is a leader in the application of biology to economics and 
finance. He was an economics professor at Harvard for many years, and has been an active and 
extremely successful participant in the financial markets for over 20 years. Dr. Burnham has a PhD 
in business economics from Harvard University, a masters in finance from MIT, an MS in computer 
science from San Diego State University, and a BS in biophysics from the University of Michigan.

An Introduction to Foreign Exchange
Mark Mobius

The Mobius guide to foreign exchange and money markets

Mark Mobius Master Class books introduce readers to the theory and practice 
of modern, global financial markets. An Introduction to Foreign Exchange gives 
investors a thorough understanding of the core concepts in forex trading and 
money markets with clear definitions, worked examples, summaries and over-
views, quiz questions, Mobius’ own stories, and a wealth of other resources.

Mark Mobius (Washington, DC) is President of Templeton Emerging Markets and manager of 
Templeton’s emerging markets portfolio, with more than $5 billion under his supervision.

Paper • 978-0-470-34376-0
$16.95 US • $18.95 CAN

320 pages • 6 x 9 • 26 books per carton
All Rights

Hardcover Edition 2005: 978-0-471-60245-3
inVeSTinG

ocToBer / In stores September 26

Hardcover • 978-0-470-82145-9
$34.95 US • $37.99 CAN

250 pages • 7 x 10 • 21 books per carton
All Rights

inVeSTinG
JUly / In stores June 27
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The Little Book That Saves Your Assets
What the Rich Do to Stay Wealthy in Up and Down Markets

David M. Darst

The latest title in the Little Book series reveals the profitable  
principles behind today’s best asset allocation strategies

While it’s difficult to outperform the market year in and 
year out, some people continue to earn substantial 

market-beating returns from their portfolios. How do they 
do it? With the help of savvy asset allocation strategies, such 
as those developed by author David Darst, one of the world’s 
leading thinkers in the field of asset allocation. Now, with 
The Little Book That Saves Your Assets, Darst discusses how 
readers can invest like the rich by implementing this proven 
approach in their everyday investment endeavors. Based on 
brilliant thinking and innovative research, this book is crisp, 
clear, and down-to-earth. It explores both the art and science 
of asset allocation and makes this crucial method accessible 
to anyone—investors and professionals alike—all of whom 
can benefit from asset allocation strategies. Along the way, 
Darst details the importance of spreading assets among 
uncorrelated classes, and building a portfolio that can beat 
the market at best, and match it at worst. Page by page, he 
describes the principles behind this process and stresses the 
substantial investment returns that the right mix of stocks, 
bonds, cash, real estate, gold, commodities, and other assets 
can bring to the average portfolio. Wealthy individuals and 
financial institutions have successfully used this strategy to 
achieve excellent returns in a variety of markets. And with 
The Little Book That Saves Your Assets, these same strate-
gies can now be understood and used by anyone.

David M. Darst (New York, NY) is a Managing 
Director at Morgan Stanley and serves as Chief 
Investment Strategist of the firm’s Global Wealth 
Management Group, as well as Chairman of the 
Asset Allocation Committee. He was the founding 
president of the Morgan Stanley Investment Group. 
He earned his MBA from Harvard Business School 
and received a BA in economics from  
Yale University. He is a CFA charterholder.

Hardcover • 978-0-471-73306-5

$19.95 US • $21.99 CAN 

Hardcover • 978-0-470-05589-2

$19.95 US • $21.99 CAN 

Little Books . . . Big Profits! 
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Marketing Campaign

• $150,000 Marketing Campaign

• National Publicity

• Wall Street Journal Advertising

• Author Speaking Events

• Blog Campaign

Hardcover • 978-0-470-25004-4

$19.95 US • $21.95 CAN

224 pages • 5 x 7 • 42 books per carton

All Rights

inVeSTinG

aUGUST / In stores August 1

Hardcover • 978-0-470-10210-7

$19.95 US • $21.99 CAN 

Hardcover • 978-0-470-13772-7

$19.95 US • $21.99 CAN 

More Than 500,000 Sold! 

Hardcover • 978-0-470-22651-3

$19.95 US • $21.99 CAN
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The Little Book of Bull Moves in Bear Markets
How to Keep Your Portfolio Up When the Market Is Down

Peter D. Schiff

The Little Book that helps investors avoid  
big losses in an economic downturn

In the wake of falling stock and real estate prices, the 
American economy is poised for a decade-long bear mar-

ket, so says Peter Schiff. After he accurately predicted the 
current market turmoil, savvy investors should pay atten-
tion—and start protecting their assets now, before the mar-
kets take their toll. The Little Book of Bull Moves in Bear 
Markets shows investors how to stay safe and stay liquid dur-
ing economic downturns.

Using economic history as a guide, Schiff looks at the bear 
markets that followed the bull markets of the 1920s and 1960s 
to predict what the American economy will look like after it 
corrects for the tech and real estate bubbles of the 1990s and 
early 2000s. Combining financial, economic, and political 
perspectives, Schiff looks at what worked in those earlier bear 
markets and predicts what strategies are most likely to work 
over the next ten years. In the end, Schiff argues that the next 
decade will most closely resemble the 1970s, complete with 
inflation, rising interest rates, and soaring commodity prices. 
This reversal of trends will make past investment strategies 
obsolete and pose a challenge for investors trying to build and 
protect their wealth. Smart investing will always pay off; the 
key lies in using the best strategies for the market at hand. For 
investors who see the writing on the wall but don’t know what 
to do about it, The Little Book of Bull Moves in Bear Markets 
offers a timely, critical answer.

Peter D. Schiff (Darien, CT) is President of Euro 
Pacific Capital, Inc., and one of the few non-biased 
investment advisors to have predicted the current 
bear market and positioned his clients accordingly. 
He appears twice a week on the FOX Business 
News network and has been quoted in such pub-
lications as the Wall Street Journal, Barron’s, the 
Financial Times, and the New York Times. He is also 
the author of Crash Proof (978-0-470-04360-8),  
from Wiley.
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Marketing Campaign

• $150,000 Marketing Campaign

• National Publicity

• Wall Street Journal Advertising

• Author Speaking Events

• Blog Campaign

Hardcover • 978-0-470-38378-0  

$19.95 US • $21.99 CAN

224 pages • 5 x 7 • 44 books per carton

All Rights

inVeSTinG

ocToBer / In stores October 10
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The MoneyTrack Method
A Step-by-Step Guide to Investing Like the Pros

Pam Krueger

Real stories about ordinary people who became successful investors—and 
how others can follow in their footsteps

The MoneyTrack Method is an entertaining, step-by-step guide on how to get 
started investing and building wealth just like the pros. It features real stories 
of successful investors as well as advice from some of the best-known invest-
ing experts in the world, including Warren Buffett, John Bogle, and Ben Stein. 
Examples of inspirational and instructional investment stories fill these pages—
including those of a parking lot attendant who never made more than $12 an hour, 
yet became a millionaire simply by investing wisely; and a 14-year-old whiz kid 
who turned a passion for Air Jordan athletic shoes into an investment portfolio 
now worth over $50,000. This book will also include tales of caution, such as the 
rapid success and decline of one real estate speculator who bought eight houses in 
just eight months with no money down, but now finds himself in a great deal of 
debt. Full of practical advice for the beginning investor, The MoneyTrack Method 
will teach readers how to build wealth by buying one share of stock at a time, cal-
culate how much money will be needed for the future, create a legal will to layout 
their financial wishes, and much more.

Pam Krueger (Tiberon, CA) is Executive Producer, coanchor, and creator of the national public tele-
vision MoneyTrack series.

From the Boiler Room to the Living Room
The Financial Services Revolution and What It Means to You and Your Clients

Mitch Anthony 
Foreword by Richard Wagner

Leading financial industry consultant Mitch Anthony shows readers how  
to position themselves to prosper during the coming financial revolution

For more than a decade, Mitch Anthony has shown advisors how building authen-
tic, genuine relationships can serve clients’ best interests and build healthy—and 
financially successful—practices at the same time. In From the Boiler Room to  
the Living Room, he examines where the financial services industry has failed in 
the past, and what it needs to do to restore trust at both the individual and indus-
try levels. Anthony teaches readers how to better understand the emotional sig-
nificance of the money that clients entrust to their advisors and the struggles  
they face as they attempt to get “more life for their money.” The book also dis-
cusses why venture philosophy, funding single moments, and rethinking one’s 
purpose in life is more important to clients than net worth or asset allocation. 
From the Boiler Room to the Living Room is a must-have guide for financial  
advisors who want to adjust their practices to the changing times and forge  
meaningful, long-term connections with their clients.

Mitch anthony (Rochester, MN) is the founder and President of Advisor Insights Inc. He is also the author 
of several books for advisors and consumers, including (with Scott West) Storyselling for Financial Advisors 
(978-0-79313-6643) and The New Retirementality (978-0-470-25508-7), both from Wiley.

Hardcover • 978-0-470-37232-6
$24.95 US • $26.95 CAN
256 pages • 6 x 9 • 30 books per carton
All Rights
inVeSTinG
ocToBer / In stores October 10

Hardcover • 978-0-470-25509-4
$49.95 US • $54.95 CAN
224 pages • 6 x 9 • 40 books per carton
All Rights except Audio
PerSonal Finance
aUGUST / In stores August 22
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Cleaning Up
Investing in Winning Green Stocks

John Rubino

A comprehensive guide that addresses green 
investing from several important angles

Between global warming and overflowing landfills, the 
environment is constantly in the news. And while these 

problems persist, their solution can create vast opportuni-
ties. Because solving any of the half-dozen or so looming 
environmental crises is worth billions, a torrent of capital is 
flowing into this field, funding new energy sources, benign 
techniques for managing various waste streams, and even 
new agricultural methods. Cleaning Up will show investors 
how to capitalize on this ever-increasing flow of capital to 
clean technologies. It will provide an overview of the most 
promising new technologies and commonsense investment 
advice on separating winners from losers and building a 
portfolio of tomorrow’s most promising “green-tech” stocks. 
Along the way, readers will discover the new lease on life 
that clean technologies offer modern industrial economies, 
and of course, the fortunes to be made by investors who find 
the right green investments.

John rubino (Moscow, ID) runs the financial Web sites DollarCollapse.com and 
GreenStockInvesting.com. His previous books include The Collapse of the 
Dollar and How to Profit from It (978-0-385-51224-4) and How to Profit from 
the Coming Real Estate Bust (978-1-57954-870-4). He currently writes for a 
number of financial magazines including CFA and Fidelity. He earned an MBA 
from New York University and worked as a Wall Street analyst before turning 
to writing.

Marketing Campaign

• National Publicity 

• Promotion on Author Web Site 

• Online Campaign

Hardcover • 978-0-470-28356-1

$26.95 US • $29.95 CAN

224 pages • 6 x 9 • 50 books per carton

All Rights except Audio

inVeSTinG

DeceMBer / In stores December 2



12  /  Wiley Business

Personal Finance / Investing

Peter L. Bernstein’s Finance Classics
with new Forewords by Paul A. Samuelson, Paul A. Volcker, and Arthur Levitt Jr.

One of the foremost financial writers of his genera-
tion, Peter Bernstein has the unique ability to 

synthesize intellectual history and economics with the 
theory and practice of investment management. Now, 
with these classic titles from a longer time horizon—
including new introductions by the author and forewords 
by financial luminaries—readers will be able to enjoy 
some of the best Bernstein has to offer.

First published in 1962, The Price of Prosperity remains rele-
vant in today’s uncertain economic times. Bernstein discusses 
the future of an economy during difficult times and how gov-
ernment could potentially influence the ultimate outcome. 
He speaks to the same arguments that exist today: How much 
government control is too much? How is government spend-
ing linked to my own pocket? 

In many ways, Bernstein’s A Primer on Money, Banking, and 
Gold can be seen as an invaluable introduction to his bestsell-
er The Power of Gold. He reveals and discusses the link that 
still exists between money and gold and explores both the his-
tory and business of banking, particularly the role the Federal 
Reserve plays in regulating the supply of money. He includes 
two classic case studies at the end of this invaluable guide, one 
detailing the financial playing field between 1938 and 1945 
and the other detailing the economy after World War II.

Bernstein’s Economist on Wall Street is based on his observa-
tions of the world around us over a period of 15 years, from 
1955 to 1970. However, the observations Bernstein made then 
have significant relevance for today. He discusses in detail the 
issues of institutional investment, risk, and the unexpected facts 
regarding fixed-income securities versus stocks. In another sec-
tion, he addresses the idea of trying to beat the market through 
research and forecasting—and how often this can fail us. In the 
final chapter, he talks to socially conscious investors who strug-
gle between doing what is right and doing what is profitable. As 
relevant as ever, we still struggle with these issues today.

Peter l. Bernstein (New York, NY) is the author of 
ten books, including the bestselling Against the Gods: 
The Remarkable Story of Risk (978-0-471-29563-1), 
Capital Ideas (978-0-471-73174-0), The Power of  
Gold: The History of an Obsession (978-0-471-00378-6), 
and Capital Ideas Evolving (978-0-471-73173-3), all 
from Wiley. He is also founder and President of Peter 
L. Bernstein, Inc., an investment consulting firm he 
established in 1973, which serves institutional inves-
tors and corporations around the world.
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Marketing Campaign

• National Publicity

• Online Promotion

The Price of Prosperity

A Realistic Appraisal of the Future  

of Our National Economy

Peter l. Bernstein

Foreword by Paul a. Samuelson

Paper • 978-0-470-28757-6

176 pages • 5 1⁄ 2 x 8 1⁄ 2 • 56 books per carton

a Primer on Money, Banking, and Gold

Peter l. Bernstein

Foreword by Paul a. Volcker

Paper • 978-0-470-28758-3

192 pages • 5 1⁄ 2 x 8 1⁄ 2 • 56 books per carton

economist on Wall Street

Notes on the Sanctity of Gold, the Value  

of Money, the Security of Investments,  

and Other Delusions

Peter l. Bernstein

Foreword by arthur levitt Jr.

epilogue by lawrence Summers

Paper • 978-0-470-28759-0

304 pages • 5 1⁄ 2 x 8 1⁄ 2 • 26 books per carton

All books:

$19.95 US • $21.95 CAN

All Rights

inVeSTinG

ocToBer / In stores October 3
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The New Financial Advisor
Strategies for Successful Family Wealth Management

G. Scott Budge, PhD

How a more personal approach to managing client relationships can help 
today’s financial advisor excel

As financial products become more commoditized, the new competitive fron-
tier for many advisors is centered on managing relationships. Hence the need 
for The New Financial Advisor—an innovative guide that will help advisors 
meet the demands of their expanded role in the lives of their clients. In this 
practical book, author Scott Budge frames new challenges and opportunities 
financial advisors will face with their clients and provides concepts for them 
to step confidently and ethically into an arena where one needs more than 
technical knowledge to prosper. Drawing on existing research and interviews 
with leading advisors, this reliable resource brings together the issues, tools, 
and techniques advisors can use to grow their businesses in a satisfying and 
responsible way. Today’s financial advisors are drawn inexorably into a com-
plex web of family entanglements that make training in equity markets and 
financial engineering seem like child’s play. Understanding the new nature of 
this business is important, and with The New Financial Advisor, readers will 
discover exactly what it takes to make it in this field.

G. Scott Budge, PhD (Bryn Mawr, PA), is a Managing Director with Greenwich, Connecticut–based 
RayLign Advisory, LLC.

The Living Trust Advisor
Everything You Need to Know About Your Living Trust

Jeffrey L. Condon, Esq.

A living trust coach walks readers through everything they need to know 
about their living trusts . . . from setup to distribution

The living trust is the primary tool for the after-death transfer of assets to spouses, 
children, grandchildren, and other heirs. The Living Trust Advisor shares the 
secrets of how to distribute wealth to future generations and protect that wealth 
once it’s in their hands. Bestselling author Jeffrey Condon is a second-genera-
tion expert on living trusts, having coauthored with his father, Gerald Condon, 
Beyond the Grave: The Right Way and the Wrong Way of Leaving Money to Your 
Children (and Others) (978-0-060-93631-0), acclaimed by the Wall Street Journal 
as “the best estate planning book in America.” In crisp, clear language, The Living 
Trust Advisor reveals how money should be held and managed in a living trust 
and distributed to beneficiaries, and covers important issues in the inheritance 
arena such as protecting the inheritance from the children’s risk of loss, treating 
children and grandchildren differently, disinheriting children, leaving property to 
children, protecting a surviving spouse whose children are grasping for an early 
inheritance, and much more.

Jeffrey l. condon (Santa Monica, CA) is a bestselling author and an attorney, who has practiced 
family inheritance law for 20 years.

Hardcover • 978-0-470-27530-6
$49.95 US • $54.95 CAN
224 pages • 6 x 9 • 30 books per carton
All Rights
PerSonal Finance
ocToBer / In stores September 26

Hardcover • 978-0-470-26118-7
$39.95 US • $43.95 CAN
288 pages • 6 x 9 • 30 books per carton
All Rights
PerSonal Finance
ocToBer / In stores October 3
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The Gone Fishin’ Portfolio
Get Wise, Get Wealthy . . . and Get  
on With Your Life

Alexander Green

A timeless investment guide that reveals how to 
consistently earn market-beating returns—year 
after year—while also reducing risk

We live in an uncertain financial world. Economists 
have a hard time predicting growth, interest rates, and 

inflation. And Wall Street “experts” are about as reliable as 
tossing a dart when forecasting the stock or bond markets. 
Today’s investor, therefore, faces a difficult dilemma: “Since 
no one can tell with any certainty how the economy will 
perform, what inflation will be, where interest rates will go, 
or what the stock market will do, how should we manage our 
investments?” This sounds like a confession of ignorance, 
but in reality it is the beginning of investment wisdom. What 
every investor needs is a battle-tested strategy that embraces 
the uncertainty of financial markets—and life in general, 
one that will yield market-beating portfolio returns in both 
good times and bad. The Gone Fishin’ Portfolio shows read-
ers what that strategy is, how it works, and why they should 
begin using it immediately. The innovative approach out-
lined throughout these pages will help investors enjoy a 
notably high probability of success by using an investment 
approach that has garnered recognition from the Nobel Prize 
Committee and is being used—in similar fashion—by some 
of the world’s largest financial institutions. It’s an invest-
ment philosophy based on the notion that nobody knows 
what the market is likely to do next, which, in effect, allows 
investors to capitalize on uncertainty. And it takes less than 
20 minutes to implement.

alexander Green (Orlando, FL) is the Investment Director of The Oxford Club 
(a part of Agora Publishing, Inc.)—a private financial organization dedicated 
to building and preserving the wealth of its members, independent of Wall 
Street’s dubious influence. Green is also Chairman of Investment U, an 
Internet-based research service with over 300,000 readers. He currently 
writes and directs The Oxford Club Communiqué, the Oxford Insight e-letter 
and the Spiritual Wealth e-letter.

Marketing Campaign

• National Publicity

• E-mail Campaign

• Online Promotion

Hardcover • 978-0-470-11267-0

$27.95 US • $30.95 CAN

288 pages • 6 x 9 • 30 books per carton

All Rights

inVeSTinG

ocToBer / In stores September 26
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Stock Trader’s Almanac 2009
Jeffrey A. Hirsch and Yale Hirsch, Hirsch Organization

Commodity Trader’s Almanac 2009
Jeffrey A. Hirsch and John L. Person

Proven guides for those looking for greater profits 
in the stock and commodities markets

Published every year since 1968, the Stock Trader’s 
Almanac is a practical investment tool with a wealth of 

information organized in calendar format. It contains essen-
tial historical price information on the stock market, alerts 
readers to little-known market patterns and tendencies, pro-
vides monthly and daily reminders, and highlights seasonal 
trading opportunities and dangers. This 2009 edition includes 
Post-Election Year information, revealing crucial market 
tendencies in the year after Presidential Elections—when 
the “piper tends to get paid”—and detailing market behavior 
under different political alignments, what to expect when a 
new administration moves into the White House, and a new 
long-term trading strategy that creams the market.

In the 2009 edition of the Commodity Trader’s Almanac, 
Jeffrey Hirsch has teamed up with veteran supertrader John 
Person to help readers understand the complex and excit-
ing world of commodities and foreign currencies. Designed 
in the same vein as its sister publication, the Stock Trader’s 
Almanac, this comprehensive guide features monthly strate-
gies, patterns, trends, and trading techniques geared towards 
the major commodities and currencies. It also contains in-
depth informational articles presenting various topics of 
interest to the active trader and investing public, as well as 
market highlights that cover key supply, demand, and sea-
sonal tendencies on markets including crude oil, ethanol, and 
precious metals; critical agricultural products such as corn, 
wheat, and cattle; and foreign currencies like the British 
pound and the Euro.

yale Hirsch (Nyack, NY) a trading industry veteran, 
had the vision to provide recurring market patterns 
to investors in a calendar format. He first published 
the Stock Trader’s Almanac in 1968. 

Jeffrey a. Hirsch (Nyack, NY) is President of 
the Hirsch Organization and Editor of the Hirsch 
Organization flagship newsletter, the Almanac 
Investor.

The Hirsch organization (Nyack, NY) first published 
the Stock Trader’s Almanac in 1968, and fulfilled Yale 
Hirsch’s vision of providing historical information to 
investors. Published continuously for 42 years, the 
Almanac has become one of the most respected  
and widely referenced investment resources.

John l. Person, cTa, (Palm Beach, FL) is President of 
Nationalfutures.com, a professional advisory service. 
He is the author of A Complete Guide to Technical 
Trading Tactics (978-0-471-58455-1), Candlestick  
and Pivot Point Trading Triggers (978-0-471-98022-3) 
and Forex Conquered (978-0-470-09779-3), all from 
Wiley.

Above: Yale & Jeffrey A. Hirsch 

Right: John L. Person
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Marketing Campaign

• National Publicity

• E-mail Campaign

• Direct Mail Promotion

Stock Trader’s almanac 2009

Hardcover • 978-0-470-22902-6

$39.95 US • $43.95 CAN

192 pages • 5 7⁄ 8 x 9 • 47 books per carton

All Rights

Prior Edition: 978-0-470-10985-4

inVeSTinG

ocToBer / In stores October 10

commodity Trader’s almanac 2009

Hardcover • 978-0-470-23061-9

$39.95 US • $43.95 CAN

192 pages • 5 7⁄ 8 x 9 • 47 books per carton

All Rights

Prior Edition: 978-0-470-10986-1

inVeSTinG

noVeMBer / In stores November 7
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An Almanac Investor Book

Double Your Money in America’s Finest Companies®

The Money Making Power of Rising Dividends

Bill Staton 
Foreword by Jeffrey A. Hirsch

A detailed guide to investing in America’s Finest Companies®

Bill Staton has helped thousands of investors increase their wealth with a com-
monsense approach to investing. It’s simple, and it works: Invest in well-run, 
profitable companies with long histories of rising annual earnings and dividends. 
Now, in Double Your Money in America’s Finest Companies®, Staton shows 
readers how to achieve this goal. He reveals how to screen public companies, 
scrutinize their earnings history, and invest in those that consistently pay higher 
yearly cash dividends. Staton’s longstanding method of investing allows readers 
to take charge of their financial future by following an approach that has proven 
itself time and again.

Bill Staton, cFa (Charlotte, NC), began his investment career as an analyst with Interstate Securities 
in 1971. In 1986, Staton founded The Staton Institute, helping thousands increase their wealth with 
a commonsense approach to investing.

Nerds on Wall Street
Trading and Investing in Markets Ruled by Robots and Computers

David Leinweber

An intriguing look at how technology is changing financial markets, from  
an innovator on the frontlines of this revolution

Nerds on Wall Street tells the tale of the ongoing technological transformation of 
the world’s financial markets. The impact of technology on investing is profound, 
and author David Leinweber provides readers with an overview of where we were 
just a few short years ago, and where we are going. Being a successful investor today 
and tomorrow—individual or institutional—involves more than stock picking, asset 
allocation, or market timing: it involves technology. And Leinweber helps readers go 
beyond the numbers to see exactly how this technology has become more respon-
sible for managing modern markets. In essence, the financial game has changed and 
will continue to change due entirely to technology. The new “players,” human or 
otherwise, offer investors opportunities and dangers. With this intriguing and enter-
taining book, Leinweber shows where technology on Wall Street has been, what it 
has meant, and how it will impact the markets of tomorrow.

David leinweber, PhD (Pasadena, CA), is Haas Fellow in Finance at the Haas School of Business at 
UC Berkeley, and founder of the Center for Innovative Financial Technology at Haas. He is the founder 
of two pioneering financial technology firms and has consulted, published, and lectured widely on the 
use of advanced technology, artificial intelligence, and intelligence amplification in finance.

Hardcover • 978-0-470-33604-5
$39.95 US • $43.95 CAN
256 pages • 6 x 9 • 30 books per carton
All Rights
inVeSTinG
noVeMBer / In stores November 7

Hardcover • 978-0-471-36946-2
$29.95 US • $32.95 CAN
256 pages • 6 x 9 • 30 books per carton
All Rights
inVeSTinG
ocToBer / In stores October 3
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Rich Is a Religion
Breaking the Timeless Code to Wealth

Mark Stevens

An unprecedented and detailed look at the time-
less secrets to building and maintaining wealth

What’s the secret to building and maintaining wealth?  
It’s a philosophy and behavior that comes before 

picking out a stock or fund. It is, in bestselling author Mark 
Stevens’s words, “A means of thinking and behaving . . . a 
financial religion.”

Both a revelation and a guide, Rich Is a Religion provides read-
ers with a dramatically different view of how wealth is created 
and preserved by that enviable breed of people—famous and 
obscure—who truly have it. These individuals have a different 
way of seeing the world, in which their philosophy, principles, 
and belief system allows them to leverage opportunities that 
many others tend to miss. Rich Is a Religion illuminates this 
previously untold approach and reveals why it works. Along 
the way, it provides insights into the dynamics of getting and 
staying rich and how this process can make all the difference 
between doing well financially and creating true wealth. Rich 
Is a Religion also examines how the wealthy use money as an 
instrument of independence, confidence, stability, and endur-
ing value as opposed to simply the temporal rewards of luxury. 
Filled with engaging anecdotes and advice from real million-
aires, Rich Is a Religion will provide readers with a powerful 
new way of thinking and living. Its accessible style will help 
people change their mindset and thought process as they pre-
pare to become and remain wealthy—and live a rich and inde-
pendent life.

Mark Stevens (Bedford, NY), a multimillionaire himself, is CEO of MSCO, Inc. 
a results-driven management and marketing firm. His blog, Unconventional 
Thinking, has been rated among the most popular worldwide. He has written 
several bestselling titles, including Your Marketing Sucks (978-1-4000-8169-1), 
Your Management Sucks (978-1-4000-5493-0), and God Is a Salesman (978-1-
59995-690-9). As CEO of MSCO, Inc., Stevens and his team of experts special-
ize in formulating strategic solutions and creating marketing tools designed to 
generate increased revenue and a high return on investment.

Marketing Campaign

• National Publicity

• Tie-in to Author’s Speaking Schedule

Hardcover • 978-0-470-25287-1

$24.95 US • $26.95 CAN

208 pages • 5 1⁄ 2 x 8 1⁄ 2 • 38 books per carton

All Rights

PerSonal Finance

ocToBer / In stores October 3
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The Art of the Trade
What I Learned (and Lost) Trading the Chicago Commodity Markets
Jason Alan Jankovsky

An eye-opening account of the commodity brokerage industry and how to 
survive and thrive within it
The Art of the Trade is a searing portrait of the futures and options brokerage indus-
try as seen through the eyes of someone who has participated within this arena for 
over 20 years. On one level, it’s a brutally honest, no-punches-pulled rebuke of how 
the brokerage industry deceives the general public with the idea that they can make 
big money trading. On another level, The Art of the Trade is an intensely personal 
story of the triumphs and failures of author Jason Alan Jankovsky as he battles the 
markets, the brokerage industry, and his own penchant for self-destruction.

Jason alan Jankovsky (Chicago, IL) provides daily commentary on the markets for Core Financial 
Group, Inc. (www.myforexbriefings.com) and is the featured speaker on a daily Internet broadcast,  
The Morning FOREX Briefing. He is also the author of the Wiley title Trading Rules that Work  
(978-0-471-79216-1).

The Commodity Connection
Living in a Material World
Kevin Morrison

An inside look at the commodities market boom—from the beginning  
to the current bubble
This book provides an insider’s perspective on the shadowy world of commod-
ity traders, the people who buy and sell oil, gas, copper, cocoa, and orange juice 
futures. The Commodity Connection explains the reasons behind the com-
modities boom and offers a complete picture of the relationship between finite 
resources and consumer demand, so that readers will understand how and why 
the price of consumables fluctuates. Investors will discover answers to all their 
major questions on commodities.

Kevin Morrison (London, UK) is the commodities correspondent at the Financial Times.

Getting Started in Investment Analysis
Warren Brussee

A straightforward and accessible guide to the discipline of investment analysis
Getting Started in Investment Analysis is an approachable introduction to this 
important topic. It quickly teaches readers how to make overall judgments 
on investment data without having to do complicated statistical analysis. By 
getting a general feel for this approach, investors will be able to differentiate 
“good” stocks from “bad” and make wiser investment decisions. Once readers 
discover how to choose stocks for savings and retirement, they’ll learn how to 
glean insights from valid investment data by examining graphs and seeking cor-
relations. For those looking to go a step further in their investment endeavors, 
Getting Started in Investment Analysis shows how to perform a more detailed 
statistical analysis using Excel and high-school-level math skills.

Warren Brussee (Columbia, SC) is a Six Sigma expert who spent 33 years at GE as an engineer, 
plant manager, and engineering manager. His responsibilities encompassed manufacturing plants in 
the United States, Hungary, and China. Brussee earned his engineering degree from Cleveland State 
University and attended Kent State University towards his EMBA.

Hardcover • 978-0-470-13899-1
$29.95 US • $32.95 CAN
240 pages • 6 x 9 • 32 books per carton
All Rights
inVeSTinG
ocToBer / In stores October 3

Hardcover • 978-0-470-51891-5
$34.95 US • $37.95 CAN
248 pages • 6 x 9
All Rights
inVeSTinG
aUGUST / In stores August 15

Paper • 978-0-470-28384-4
$19.95 US • $21.95 CAN
256 pages • 6 1⁄ 8 x 9 1⁄ 4 • 34 books per carton
All Rights
inVeSTinG
noVeMBer / In stores November 7
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The Demise of the Dollar . . .
And Why It’s Even Better for Your Investments
Fully Revised and Updated
Addison Wiggin

A detailed look at the investment opportunities associated with a declining 
U.S. dollar

Just when you thought the dollar couldn’t sink any further, it continues on a down-
ward spiral. And now, with this fully revised and updated edition of The Demise of 
the Dollar, Addison Wiggin returns to reveal the many ways investors can capital-
ize on this opportunity. Picking up where the bestselling original edition left off, 
this engaging and entertaining book examines the many reasons behind the dollar’s 
ongoing decline—including its structural flaws, the growing trade deficit, and the 
Euro—and discusses the proper approaches to profiting from such a dynamic event. 
Along the way, readers will also discover how the dollar’s slide will inevitably affect 
both world economies and their personal portfolio. As the dollar continues to weak-
en, it has become clear that the impact is going to be significant as well as far reach-
ing. The Demise of the Dollar . . . And Why It’s Even Better for Your Investments 
will put this situation in perspective and provide readers with the information 
needed to financially survive and thrive during the years ahead.

addison Wiggin (Baltimore, MD) is the Executive Publisher of Agora Financial, an investment 
research firm based in Baltimore, Maryland.

PricewaterhouseCoopers 2009 Guide  
to Tax and Financial Planning
Including Analysis of the 2008 Tax Law Changes

Michael B. Kennedy, MBA, CPA, PFS, Mark T. Nash, CPA, CFP, PFS, 
and Britney B. Saks, MST, CPA, PFS

A detailed guide that covers some of today’s most important tax and  
financial planning issues

To understand new tax rules and plan for their financial future, read-
ers need clear explanations—not complicated tax jargon that only an 
accountant could understand. In straightforward and accessible language, 
PricewaterhouseCoopers 2009 Guide to Tax and Financial Planning explains 
the most recent tax law changes, answers common questions about tricky tax 
issues, and outlines the best ways to invest money, organize a small business, 
and plan for retirement under these new tax rules. Filled with valuable advice 
from a proven authority in the field, this guide will help readers feel confident 
and comfortable with important year-end tax planning.

Pricewaterhousecoopers (www.pwc.com) provides industry-focused assurance, tax, and advisory 
services for public and private clients. More than 120,000 people in 139 countries connect  
their thinking, experience, and solutions to build public trust and enhance value for clients  
and their stakeholders.

Paper • 978-0-470-28724-8
$19.95 US • $21.99 CAN

208 pages • 6 x 9 • 57 books per carton
All Rights

Prior Edition: 978-0-471-74601-0
inVeSTinG
aVailaBle

Paper • 978-0-470-28498-8
$18.95 US • $20.95 CAN

272 pages • 6 x 9 • 32 books per carton
All Rights

Prior Edition: 978-0-470-13970-7
PerSonal Finance

noVeMBer / In stores November 7
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Wealth Creation By Design
The Next Wave in Wealth Management

Goldman Sachs Asset Management 
Foreword by James McNamara, Managing Director, Goldman Sachs Asset Manaagement

A leader in investment and wealth management shares its extensive expertise

The first in a two-book series geared toward wealth management, Wealth Creation 
By Design is written for financial advisors looking to expand value for their clients 
and growth and efficiency for their practices. Written by Goldman Sachs Asset 
Management’s institutional money managers and distribution professionals, this 
book contains advice on prospecting, dealing with conflicts of interest, and identify-
ing top challenges and opportunities for wealth managers. Personal insights and 
anecdotes from industry leaders are also included, as well as a go-to list of resources 
such as Web sites and contact information. Goldman Sachs Asset Management is 
a leader in investment management. These are the definitive resources for today’s 
wealth managers.

The Architecture of Wealth
Building Your Practice and Designing Outcome-Oriented Portfolios

Goldman Sachs Asset Management 
Foreword by James McNamara, Managing Director, Goldman Sachs Asset Manaagement

A leader in investment and wealth management shares its extensive expertise

The second in a two-book series geared toward wealth management, The Architecture 
of Wealth, written by chief investment officers, investment strategists, and wealth 
management experts, is for wealth managers looking to build and maintain strong 
portfolios for their clients in an age of outcome orientation and learn from the direct, 
hands-on, experiences of other leading financial advisors and wealth managers. This 
book provides the best ways to define the culture of a practice and segment clients 
accordingly; it helps advisors in developing customized client solutions that consider 
taxes and other constraints; and offers tips on how to avoid “The Top 10 Advisor 
Pitfalls.” It also offers additional personal insights and anecdotes from industry  
leaders, as well as a go-to list of resources such as Web sites and contact information.

Goldman Sachs asset Management (New York, NY) is the asset management arm of The Goldman Sachs 
Group, Inc. (NYSE: GS). Goldman Sachs Asset Management has been providing discretionary investment advi-
sory services since 1989 and has investment professionals in all major financial centers around the world. 
The company offers investment strategies across a broad range of asset classes to institutional and individual 
clients globally. Founded in 1869, Goldman Sachs is a leading global investment banking, securities, and  
investment management firm.

Hardcover • 978-0-470-28948-8
$49.95 US • $54.95 CAN
208 pages • 5 1⁄ 2 x 8 1⁄ 2 • 38 books per carton
All Rights
inVeSTinG
SePTeMBer / In stores September 19

Hardcover • 978-0-470-28950-1
$49.95 US • $54.95 CAN
208 pages • 5 1⁄ 2 x 8 1⁄ 2 • 38 books per carton
All Rights
inVeSTinG
SePTeMBer / In stores September 19

Over the past 50 years, there has been tremendous progress made in the theory and practice of investment man-
agement, and today Goldman Sachs Asset Management is a leader within this industry. With these new guides, 
Goldman Sachs has created a definitive resource that wealth managers and other financial professionals can use 
to improve their performance in today’s competitive business environment.

The Reinvented Wealth Manager™ Series
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Changing the Channel
How to Get Rich with Multi-Channel 
Marketing

Michael Masterson and MaryEllen Tribby

An all-encompassing guide to creating, maintain-
ing, and profiting from multi-channel marketing 
campaigns that accelerate your business growth

Given the multitude of avenues that a business owner or 
marketer can use to access today’s customers, the days 

when one could rely on a single channel to bring in great 
results and big profits are gone. Today’s most successful cam-
paigns take advantage of multi-channel marketing by offering 
customers multiple ways to buy. In Changing the Channel, 
authors Michael Masterson and MaryEllen Tribby provide 
readers with a detailed overview of multi-channel market-
ing and explain its benefits, pitfalls, and great potential for 
profits. They also offer advice on how readers can launch 
their own campaigns and make the best use of the results 
that each channel brings in. Multi-channel marketing is the 
most effective way to reach and retain customers. In target-
ing the same customers via direct mail, e-mail, Web banners, 
pay-per-click advertising, print ads, TV, radio, and more, busi-
ness owners and marketers can both increase their number 
of sales and create more loyal customers. With this book as 
their guide, readers will quickly discover the power and profit 
potential of multi-channel marketing.

Michael Masterson (Delray Beach, FL) has developed a loyal following of 
more than 300,000 subscribers with Early to Rise (www.EarlyToRise.com), 
an e-newsletter published by Agora, Inc. Throughout his remarkably success-
ful business career, Masterson has been a partner in two businesses that 
grew beyond $100 million, two more that exceeded $50 million, and at least 
a dozen that surpassed the $10 million mark. He is the author of New York 
Times, Wall Street Journal, and Amazon.com bestsellers Ready, Fire, Aim  
(978-0-470-18202-4), Seven Years to Seven Figures (978-0-471-78675-7), 
Automatic Wealth (978-0-471-71027-1), and Automatic Wealth for Grads . . . and 
Anyone Else Just Starting Out (978-0-471-78676-4), all from Wiley. Maryellen Tribby 
(Boca Raton, FL) is currently CEO and Publisher of Early to Rise. She is also 
the founder and Executive Publisher of Investor’s Daily Edge and Total Health 
Breakthroughs, ETR’s sister publications.

Marketing Campaign

• National Publicity

• E-mail Campaign

• Online Promotion

• Tie-in to Authors’ Speaking Schedule

Hardcover • 978-0-470-37502-0

$24.95 US • $26.95 CAN

256 pages • 6 x 9 • 30 books per carton

All Rights

BUSineSS

noVeMBer / In stores November 7
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The J.K. Lasser Institute is the publisher of a wide range of tax, financial, and business books and newsletters. 
Today the J.K. Lasser Institute continues that tradition in partnership with John Wiley & Sons, the leading glob-
al business publisher.

Navigating the ever-changing tax landscape is no easy task. That’s why readers need the invaluable insights of 
J.K. Lasser. For more than 70 years, Lasser has provided essential tax advice on a variety of important issues. 

J.K. Lasser’s  
Your Income Tax 2009
For Preparing Your 2008 Tax Return

J.K. Lasser Institute™

J.K. Lasser’s Your Income Tax 2009—the nation’s all-time 
top-selling tax guide—is a proven, accessible resource with 
important strategies, useful recommendations and of course, 
all the latest tax law changes. With over 39 million copies 
sold, Your Income Tax 2009 is the #1 choice for taxpayers 
around the country. As an added value, readers can gain 
access to dozens of bonuses on JKLasser.com, including:

• Thousands of tax-planning and filing articles

• Up-to-the-minute tax law changes

• Small business help

• Tools and calculators including the interactive 1040

• Life-planning advice

• Sign-up for J.K. Lasser e-mail alerts

• Links to the latest tax forms from the IRS

Also available:
J.K. Lasser’s Your Income Tax 2009  
Professional Edition

Hardcover • 978-0-470-28497-1

$85.00 US • $94.00 CAN

1,024 pages • 8 3⁄ 8 x 10 7⁄ 8 • 8 books per carton

All Rights

Prior Edition: 978-0-470-13756-7

TaX

JanUary / In stores January 8

Marketing Campaign

•  $150,000 Marketing Campaign

•  National Publicity

•  Online Promotions, Including Display 
Advertising and Search Engine Marketing

•  jklasser.com

Paper • 978-0-470-28002-7

$18.95 US • $20.95 CAN

848 pages • 8 3⁄ 8 x 10 7⁄ 8 • 10 books per carton

All Rights

Prior Edition: 978-0-470-13754-3

TaX

noVeMBer / In stores October 31

The #1 Bestseller in Tax

Personal Finance / Investing
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J.K. Lasser’s 1001 Deductions and Tax Breaks 2009
Your Complete Guide to Everything Deductible

Barbara Weltman

J.K. Lasser’s 1001 Deductions and Tax Breaks 2009 is a well-rounded guide that 
provides readers with the information they need to take advantage of every tax 
break and deduction they may be entitled to—without running afoul of the IRS. 
With this book as their guide, readers will find deductions and tax breaks for:

• Individuals and families 

• Homes and cars

• Jobs and businesses

• Investments and retirement savings

• Medical and dental expenses

• Health savings accounts

• Education costs

• Charitable giving

• Casualty and theft losses

J.K. Lasser’s Small Business Taxes 2009
Your Complete Guide to a Better Bottom Line

Barbara Weltman

J.K. Lasser’s Small Business Taxes 2009 contains a complete overview of  
small business tax planning, and outlines the tax facts and approaches needed 
to maximize deductions and reduce payments to the IRS on 2008 returns  
and beyond.

Small Business Taxes 2009 is divided into four parts:

• Organization

• Business income and losses

• Business deductions and credits

• Tax planning for small businesses

Barbara Weltman (Millwood, NY), an attorney, is a nationally recognized expert in taxation for 
small businesses and is the top-selling author of books on tax and finance. Weltman is also an 
experienced writer and has been featured in many media outlets, including the Wall Street Journal, 
Inc.com, Bloomberg TV, CNN, and CNBC, and is co-host of Build Your Business Radio.

Paper • 978-0-470-38689-7
$18.95 US • $20.95 CAN

448 pages • 6 1⁄ 8 x 9 1⁄ 4 • 36 books per carton
All Rights

Prior Edition: 978-0-470-15264-5
TaX

noVeMBer / In stores November 21

Paper • 978-0-470-28499-5
$18.95 US • $20.95 CAN

576 pages • 6 1⁄ 8 x 9 1⁄ 4 • 16 books per carton
All Rights

Prior Edition: 978-0-470-15265-2
TaX

noVeMBer / In stores November 21
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J.K. Lasser Institute™
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The Three Big Questions  
for a Frantic Family
A Leadership Fable About Restoring Sanity to 
the Most Important Organization in Your Life

Patrick Lencioni

Managing family life successfully—without losing 
the joy and spontaneity

In this unique book, Patrick Lencioni brings his popular fable 
format to a new field: the family. After years of talking to col-

leagues and clients, Lencioni learned that while most people 
considered family to be the most important part of their lives, 
many of them found their home lives to be stressful and, at 
times, out of control. In fact, people who skillfully and effi-
ciently ran entire companies had no clue how to manage their 
own families! In The Three Big Questions for a Frantic Family, 
Lencioni shows that some simple and practical tools, without 
a major increase in time commitment, can help readers bring 
more purpose, clarity, and joy to their family lives.

Patrick lencioni (Lafayette, CA) is founder and President of The Table Group,  
a management consulting firm specializing in executive team development and 
organizational health. As a consultant and keynote speaker, he has worked 
with thousands of senior executives in organizations ranging from Fortune 
500s and high-tech start-ups to universities and nonprofits. His clients include 
AT&T, Bechtel, Boeing, Cisco, Sam’s Club, Microsoft, Mitsubishi, Allstate, Visa, 
FedEx, New York Life, Sprint, Novell, Sybase, The Make-A-Wish Foundation, and 
the U.S. Military Academy at West Point. He is the author of six bestselling books, 
including the original The Five Dysfunctions of a Team (978-0-7879-6075-9) and 
The Three Signs of a Miserable Job (978-0-7879-9531-7).

Marketing Campaign

•  National Advertising

•  National Broadcast and Print Publicity

•  Online Publicity, Promotion, 
and Advertising

•  National TV Satellite Tour

•  Tie-in to Author’s Speaking Schedule

•  Advance Reading Copies

Hardcover • 978-0-7879-9532-4

$24.95 US • $26.95 CAN

208 pages • 5 1⁄ 2 x 8 1⁄ 4  • 45 books per carton

All Rights

ParenTinG

SePTeMBer / September 19 Hardcover • 978-0-7879-6075-9

$24.95 US • $26.99 CAN

Hardcover • 978-0-7879-7638-5

$24.95 US • $26.99 CAN

Hardcover • 978-0-7879-9531-7
$24.95 US • $26.99 CAN

More Leadership from Patrick Lencioni More Than 1,500,000 Sold!
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Paperback Original

The Five Dysfunctions  
of a Team, Manga Edition
An Illustrated Leadership Fable

Patrick Lencioni 
Illustrated by Kensuke Okabayashi

The blockbuster bestseller now in a manga  
edition—fully illustrated and fun to read!

Beautifully illustrated by Kensuke Okabayashi, this enthrall-
ing edition of Patrick Lencioni’s massive bestseller gives 

readers a new format in which to understand the fascinating, 
complex world of teams. Kathryn Petersen, Decision Tech’s 
CEO, faces the ultimate leadership crisis: Uniting a team in such 
disarray that it threatens to bring down the entire company. Will 
she succeed? Will she be fired? Will the company fail? Lencioni’s 
gripping tale serves as a timeless reminder that leadership 
requires as much courage as it does insight.

Throughout the story, Lencioni reveals the five dysfunctions 
that go to the heart of why teams—even the best ones—often 
struggle. He outlines a powerful model and actionable steps 
that can be used to overcome these common hurdles and build 
a cohesive, effective team. This is a compelling fable with a 
powerful, yet deceptively simple message for all those who 
strive to be exceptional leaders.

Kensuke okabayashi (Jersey City, NJ) is a working illustrator, a graduate of 
the School of Visual Arts, and an instructor at the Educational Alliance Art 
School in New York City.

Marketing Campaign

• National Print Campaign

• Online Publicity and Promotion

Paper • 978-0-470-82338-5

$17.95 US • $19.95 CAN

250 pages • 5½ x 8½ • 30 books per carton

All Rights

leaDerSHiP

noVeMBer / In stores October 31 
Hardcover • 978-0-7879-6805-2

$24.95 US • $26.99 CAN

Hardcover • 978-0-7879-5403-1

$24.95 US • $26.99 CAN

Hardcover • 978-0-470-26758-5

$24.95 US • $26.99 CAN

More Leadership from Patrick Lencioni More Than 1,500,000 Sold!
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Now in Paperback

The Leadership Challenge
Fourth Edition

James M. Kouzes and Barry Z. Posner

The most trusted resource on becoming a leader—
fully updated and revised for a new generation

With over 1.5 million copies sold, The Leadership 
Challenge has become one of the bestselling leader-

ship books of all time. With its straightforward model built 
around The Five Practices of Exemplary Leadership, it can 
form a backdrop to leadership development in any industry 
or career. Extensively updated with new cases and applica-
tions, the Fourth Edition features more international and 
business examples of real people achieving extraordinary 
results and has already won accolades worldwide.

“ Leadership books are a dime a dozen, and most don’t last a 
week, let alone years. The Leadership Challenge has lasted 
because it is research-based, it is practical, and it has heart! 
Believe me, Jim and Barry have hard evidence for what we 
usually think of as a soft topic.”

—Tom Peters, management guru, founder, and Chairman, 
Tom Peters Company, and author of In Search of Excellence

“ For all who lead others or aspire to lead others, The 
Leadership Challenge is the indispensable guidebook. Its 
vision and message inspire, engage, and motivate leaders 
of the future to lead the organization of the future, into 
a future no one can yet describe. Once again Kouzes and 
Posner provide the leadership resource exactly right for the 
challenges of our turbulent times.”
—Frances Hesselbein, Chairman, Leader to Leader Institute; 

former CEO, Girl Scouts of the USA

James M. Kouzes (Orinda, CA) is the Dean’s Executive Professor of 
Leadership, Leavey School of Business, Santa Clara University, and a widely 
sought-after and highly regarded leadership speaker and seminar facilitator. 
Barry Z. Posner (Santa Clara, CA) is Dean of the Leavey School of Business, 
Santa Clara University, and Professor of Leadership.

Marketing Campaign

•  Tie-in to Authors’ Speaking Schedule

•  Ongoing Franchise Promotion  
and Advertising

•  Ongoing Promotion on Leadership 
Challenge Web Site and Blogs

Paper • 978-0-7879-8492-2

$21.95 US • $23.95 CAN

420 pages • 6 x 9 • 24 books per carton
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Leadership and the Sexes
Using Gender Science  
to Create Success in Business

Michael Gurian with Barbara Annis

The bottom-line value of gender diversity revealed

This groundbreaking book links the actual science of 
male/female brain differences to every aspect of busi-

ness. Bestselling author Michael Gurian weaves his trade-
mark use of brain science in gender studies together with 
real-life examples of what is currently happening in busi-
ness leadership to provide a new vision of gender diversity. 
Leadership and the Sexes offers useful, practical applications, 
helping women and men in the workplace become more 
effective and fulfilled, and ultimately helping businesses and 
business leaders realize increased profits. Using examples and 
case studies from companies like Kodak, Nike, Nintendo, 
Home Depot, Procter & Gamble, Avon, and Disney, the 
book shows readers how ignoring gender diversity actually 
impedes the true potential of any business.

Michael Gurian (Spokane, WA) is the New York Times bestselling author of 
21 books, including The Wonder of Girls (978-0-7434-1702-0), Boys and Girls 
Learn Differently! (978-0-7879-6117-6), The Wonder of Boys (978-1-58542-528-
0), and The Minds of Boys (978-0-7879-9528-7). The cofounder of the Gurian 
Institute, he has spearheaded a national effort to provide communities 
and corporations with training in brain-based gender issues. Gurian’s work 
has been featured in the national media, including the New York Times, the 
Washington Post, USA Today, Time, Newsweek, Good Housekeeping, Parenting, 
as well as the Today show, Good Morning America, CNN, PBS and National 
Public Radio. Barbara annis (New York, NY) is a thought-leader, corporate 
keynoter, and CEO of Barbara Annis & Associates, with over 20 years as a 
specialist in gender issues in the workplace. Her client list includes IBM, 
Xerox, PricewaterhouseCoopers, Deloitte & Touche, HSBC, and Goldman 
Sachs. Barbara has designed and delivered programs on authentic leadership 
for women at Harvard Business School, where she serves on the Women’s 
Leadership Board.

Marketing Campaign

•  National Broadcast and Print Publicity

•  Online Publicity and Promotion

•  Tie-in to Authors’ Speaking Schedule

•  Promotion to Authors’ Client List
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The Leadership Summit
What the World’s Most Forbidding Peaks  
Teach Us About Success

Christopher Warner and Donald Schmincke

Leadership lessons from the world’s most difficult 
expeditions

This new approach to leadership development is based 
on groundbreaking scientific research, has been field-

tested under the most brutal conditions on the most difficult 
summits, and has been successfully applied in the training of 
executives, management teams, and entrepreneurs through-
out the world. Each chapter of The Leadership Summit takes 
one core lesson and approaches it from three points of view. 
First, the authors introduce a key leadership risk learned 
from expeditions in the Himalayas and Andes. Then they 
bring these lessons to the world of business, with examples 
from their experiences in coaching entrepreneurs and busi-
ness management teams. Finally, the authors look at the 
science behind these winning strategies, exploring these 
principles at their fundamental level. Each chapter concludes 
with a workbook-style summary, laying out the chapter’s key 
points as a summarized, plan-of-attack blueprint. The proven 
advice in The Leadership Summit will help the reader master 
the courage and skill to approach leadership from a practical 
perspective, overcome persistent barriers to performance, 
understand the source of dysfunctional behaviors that plague 
organizations and learn how to redirect them into productive 
results, understand why chronic management problems exist 
and what to do about them, and ultimately enrich profits, 
markets, and organizational culture.

chris Warner (Columbia, MD) is one of the most recognized names in moun-
tain climbing and a successful entrepreneur. Chris is founder of Earth Treks 
Inc., which operates three full-service climbing centers and is partnered with 
the Wharton Leadership Ventures Program. Donald Schmincke (Towson, MD) 
has been a pioneer in leadership development and organizational dynam-
ics for the past 25 years. His 1997 book, The Code of the CEO, was an 
800CEORead.com top ten bestseller in 2005.

Marketing Campaign

•  National Print and Broadcast Publicity

•  Online Publicity and Promotion

•  Tie-in to Authors’ Speaking Schedule

•  Promotion with the Wharton School of 
the University of Pennsylvania

•  E-mail Campaign 

•  Promotion to Authors’ Client List
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Getting It Right
Notre Dame on Leadership and Judgment  
in Business

Viva Bartkus and Ed Conlon

How anyone can improve their problem-solving skills

Using Notre Dame’s core values of uncompromising 
value, clarity of thought, and tenacity in action, Bartkus 

and Conlon show that business is really about performance, 
performance is about judgment, and judgment rests on values. 
Yet problem-solving has become an underrated leadership 
skill, and the critical role of well-examined values in problem-
solving has been underemphasized. To be a successful business 
leader, executives need to make values-based problem solving 
a habit of mind, argue Viva Bartkus and Ed Conlon. In Getting 
It Right, the authors draw on insights from consulting, man-
agement, and academia to deliver a powerful message: one 
can work through the most staggering challenges in a calm 
and confident way. The authors divide their problem-solving 
framework into three themes: solving the problem; moving 
from analysis to action; and driving solutions through the 
organization. Combining theory and practice, they illustrate 
every aspect of the integrated framework with case studies. 
Along the way, leading executives from General Electric, 
Google, McKinsey, Hewlett-Packard, Baxter, Lilly, and others 
narrate their own unique insights on their toughest problem.

Viva Bartkus, PhD (Notre Dame, IN), is an Associate Professor of 
Management at the University of Notre Dame. Prior to joining the faculty at the 
University of Notre Dame, Dr. Bartkus spent ten years at the global manage-
ment consulting firm of McKinsey & Company, and the last four years as a 
partner. ed conlon, PhD (Notre Dame, IN), joined the faculty of Notre Dame 
in 1992, served as chair of the Management Department until 1998, and as 
Associate Dean for Graduate Programs since 2003. In addition to teaching in 
the Executive MBA program at Notre Dame, he has conducted executive devel-
opment workshops with leading organizations.

Marketing Campaign

•  National Publicity

•  Promotion to Notre Dame Alumni 
Database of More Than 100,000

•  Notre Dame E-mail Blasts, Conferences, 
Events, and Book Signings

•  Tie-in to Authors’ Speaking Schedule
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The Integrity Dividend
How to Lead by Keeping Your Word

Tony Simons 
Foreword by Jim Kouzes

Understanding the bottom-line value of integrity

For the first time, a leadership expert has been able to quantify the bottom-
line value of keeping your word. Tony Simon shows that companies with high 
measures of integrity outperform all companies by at least 2.5% and exhibit 
deeper employee commitment, lower turnover, superior customer service, and 
higher profitability. Based on hundreds of interviews in dozens of workplaces, 
he reverses the usual maxim into “Talk the Walk” and reveals that it is bet-
ter to be honest about what can and can't be done rather than make promises 
that can't be kept. Using real-world insight and feedback, Simons offers a new 
model for organizational integrity.

Tony Simons (Ithaca, NY) is Associate Professor in organizational management at Cornell 
University. He has worked with a wide range of corporations, including Aramark, Holiday Inn, 
Starwood, and Westmark.

Now in Paperback

A Year Without “Made in China”
One Family’s True Life Adventure in the Global Economy

Sara Bongiorni

All about China’s relentless path to world manufacturing dominance—as 
told through the frustrations of one American family

A Year Without “Made in China” is the thought-provoking and thoroughly enter-
taining account of the difficulties one American family faces when they attempt 
to live an entire year without Chinese-produced goods. It does a remarkable job 
of taking a decidedly big-picture issue—China’s fast-changing status in the global 
economy—and communicating its impact on the daily life of the average consumer. 
Drawing on her years as an award-winning journalist, Sara Bongiorni fills this book 
with fascinating stories and anecdotes, from battles to keep her husband and children 
in line to an impromptu investigation of Wal-Mart’s reluctance to admit just how 
many Chinese goods it stocks on its shelves. Hard-hitting, fast-paced, and humor-
ous, A Year Without “Made in China” reveals exactly how much the world relies on 
China when it comes to the ordinary products a majority of us take for granted.

Sara Bongiorni (Baton Rouge, LA) is an experienced journalist who has worked at daily newspapers 
and regional business publications in California and Louisiana for the past decade. She has won 
local, state, and national awards for her articles, including a 2002 Best in Business award from the 
Society of American Business Editors and Writers for a series on the impact of out-migration on the 
Louisiana economy.

Hardcover • 978-0-470-18566-7
$27.95 US • $30.95 CAN
256 pages • 6 x 9 • 44 books per carton
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In the summer of 2007, the subprime empire that Wall 
Street had built all came crashing down. Banks like 

Countrywide Financial and dozens of non-bank institu-
tions—many financed and owned by such Wall Street giants 
as Bear Stearns, Merrill Lynch, and Lehman Brothers—were 
in danger of closing, or actually failing. On average, 50 lend-
ers a month were going bust. Chain of Blame chronicles 
this incredible disaster, with a specific focus on the play-
ers who participated in such a fundamentally flawed fiasco. 
Throughout these pages, authors Paul Muolo and Mathew 
Padilla, well-regarded journalists for National Mortgage 
News and The Orange County Register respectively, reveal 
how this crisis occurred, what individuals and institutions—
from lenders and brokers to some of the biggest investment 
banks in the world—were doing during this critical time, and 
who is ultimately responsible for what happened. Step by 
step, Muolo and Padilla uncover the truth behind America’s 
housing and mortgage bubbles—the biggest financial scandal 
to hit the U.S. since the S&L debacle. Intriguing and informa-
tive, Chain of Blame is a compelling story of greed and ava-
rice, one in which many are responsible, but few are willing 
to admit their mistakes.

Paul Muolo (Silver Spring, MD) is Executive Editor of National Mortgage 
News—which won a Polk Award in 1990 for its reporting on the S&L crisis—
and is also coauthor of Inside Job: The Looting of America’s Savings and Loans 
(978-0-070-50230-7), which spent five weeks on the New York Times bestseller 
list. His freelance work has appeared in the New York Times, the Washington 
Post, and Barron’s. Muolo has been a guest financial expert on numerous 
media outlets, including CNN, CNBC, and ABC. Mathew Padilla (Huntington 
Beach, CA) is a business reporter for the Orange County Register. His work, 
and that of two other colleagues, on the implosion of the Southern California 
subprime industry was selected by the paper’s editors as a submission for  
the Pulitzer Prize.

Chain of Blame
How Wall Street Caused America’s Housing  
and Mortgage Bubbles

Paul Muolo and Mathew Padilla

Two well-regarded financial journalists uncover 
the truth behind America’s housing and  
mortgage bubbles

Marketing Campaign

• $100,000 Marketing Campaign

• National Publicity

• Online Promotion
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Sony vs. Samsung
The Inside Story of the Electronics Giants’ Battle for Global Supremacy

Sea-Jin Chang

A fascinating look at the battle for dominance in the global  
electronics market

This insightful book looks at key strategic decisions by Sony and Samsung 
with respect to technology, marketing, and globalization over the last decade 
and analyzes how those decisions were reached. It highlights the two com-
panies’ strategic content and processes in light of their performances in the 
industry and their rivalry with each other. This analysis provides context  
for the blood-and-guts rivalry between the two companies and examines the  
challenges Samsung faces, despite its remarkable recent performance, and 
evaluates Sony’s long-term potential, despite its current struggles.

Sea-Jin chang (Seoul, South Korea) is Kumho Asiana Group’s Endowed Chair Professor of 
Business Administration at Korea University. He is also a former faculty member at the  
Stern School of Business at New York University.

Asia’s Banking CEOs
The Future of Finance in the Asia Pacific

Peter Hoflich and The Asian Banker

Fascinating insights into the future of Asia’s financial industry

Asia’s banks stand on the edge of a new era. However, challenges from both 
outside and inside the industry are affecting how they engage this potential. A 
new breed of banking leader is rising out of this environment, which has seen a 
series of shocks over the last ten years. As the developing markets emerge and 
open their markets to outside competition, global banks like Citigroup, Bank 
of America, and the Royal Bank of Scotland are vying with local and regional 
banks for top spots in Asia’s dynamic economies. This book examines the char-
acters and leadership qualities of the CEOs leading these banks, and defines 
what it is that makes their banks significant as they gear up for the exciting 
growth years ahead.

Peter Hoflich (Singapore) is Senior Writer at The Asian Banker, which provides information  
and analysis on strategic developments in the financial services industry.

Paper • 978-0-470-82371-2
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All Rights
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The Mary Kay Way
Timeless Principles from America’s Greatest 
Woman Entrepreneur

Mary Kay Ash

An updated and revised new edition of Mary Kay 
Ash's New York Times bestseller

Originally published in 1984, this legendary guide to the 
leadership wisdom of Mary Kay Ash has been revised, 

updated, and expanded for the modern business environment 
and today’s entrepreneur.

It was Mary Kay’s goal in 1963 to build an organization that 
was guided by The Golden Rule and dedicated to giving 
women unlimited opportunities for success. She considered 
caring and kindness to be the building blocks of a highly 
motivated workforce—and the 45-year success story that is 
Mary Kay Inc. has proven her right. Packed with timeless 
and proven principles, this new edition includes inspiring 
insights from some of the company’s top independent sales-
people worldwide and a new Foreword by Mary Kay’s grand-
son, also a company executive. For entrepreneurs, The Mary 
Kay Way offers unlimited inspiration. For anyone at all who 
wants to succeed in business, The Mary Kay Way presents 
real, effective, proven success principles that are equally  
effective in life.

Mary Kay ash (1918–2001) was founder and chairman of Mary Kay Inc., one 
of the world’s largest and most successful direct selling organizations. Industry 
rankings consistently place Mary Kay®among the top U.S. brands. In an academic 
study by Baylor University, she was named the greatest woman entrepreneur in 
American history. Both The Wharton School and PBS have deemed her among the 
most influential business leaders of modern times, and she was among the first 
women from the business discipline to be named a Horatio Alger distinguished 
American citizen.

Marketing Campaign

•  E-mail Promotion to Mary Kay’s  
1.8 Million Sales Reps Worldwide

•  Full-Page Print Ads in Mary Kay’s 
Corporate Magazine

•  Book Launch at Annual  
Mary Kay Convention

•  Promotion on MaryKay.com 
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M&A Titans
How the Pioneers of Wall Street’s Mergers and Acquisitions Industry 
Shaped the Corporate World

Brett Cole

An intriguing look at the pioneers of M&A and how they transformed 
Wall Street and corporate America

M&A Titans offers a rare look into the world of mergers and acquisitions by 
deconstructing some of Wall Street’s most important M&A bankers—what 
made them and drove them, how they won deals, lost others, and battled to 
overcome insurmountable odds. This very human history of the industry also 
explores the modern development of M&A by focusing on the rise of conglom-
erates such as Harold Geneen and ITT. It quickly moves on to discuss how take-
over attorneys began to wield more power and what private equity firms like 
Thomas Lee and Fortsmann Little did to change the nature of the M&A arena. 
Each step of the way, readers will become familiar with the individuals and 
strategies that shaped this dynamic industry over the last 50 years.

Brett cole (Seoul, Korea) is a writer for The Economist in South Korea. Between 2003 and 2007, 
he reported on Wall Street while working for Bloomberg News in New York. Prior to this, he worked 
for the news agency in Tokyo, Taipei, and Sydney.

Keynes and the Market
How the World’s Greatest Economist Overturned Conventional Wisdom 
and Made a Fortune on the Stock Market

Justyn Walsh

New insights into the life and times of the original value investor
John Maynard Keynes—acclaimed economist, statesman, and writer—was 
one of the few men to master the financial markets in practice as well as in 
theory. His six key investment principles, refined over decades of investing, 
represent a straightforward and time-tested system for exploiting the periodic 
irrationality of stock markets. Keynes and the Market examines the secrets 
behind Keynes’s incredible stock market success. In this entertaining and 
informative book, author Justyn Walsh reveals how the everyday investor 
can profit from the stock market techniques of one of the greatest thinkers of 
the twentieth century. In this era of day traders, delta ratios, and dot-coms, 
John Maynard Keynes’s observations on stock market behavior are more rel-
evant than ever. Having comprehensively overthrown many of the confident 
conclusions of classical economics, Keynes’s heretical views on financial 
markets—supported by insights from the emerging discipline of behavioral 
finance—now provide the basis for a new Keynesian revolution.

Justyn Walsh (London, UK) is a Director at investment bank Renaissance Capital, based in 
London. Prior to his career in investment banking, Justyn also worked as a corporate lawyer  
and financial journalist.
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The Orange Code
How ING Direct Succeeded  
by Being a Rebel with a Cause

Arkadi Kuhlmann and Bruce Philp

How championing consumers led to ING Direct's 
revolutionary rise in the banking industry

Since 1996, ING Direct has grown from a mere concept to 
an ocean-spanning global enterprise, with over 20 million 

customers and more than $300 billion in assets. From the 
time this Internet-based direct bank first launched in Canada, 
it focused on serving ordinary people who felt abandoned by 
today’s money hungry financial institutions and provided its 
customers with products they actually wanted—like savings 
accounts with high interest rates. This revolutionary idea 
was startling in its simplicity. The Orange Code recounts 
ING Direct’s intriguing story, explaining the philosophy of its 
founder, Arkadi Kuhlmann, the “bad boy of banking,” who 
fervently believes in the power of individuals to control their 
financial destiny, and his 12-year partnership with Bruce 
Philp, the branding consultant who helped Kuhlmann make 
ING Direct a cause to its own people and a household name 
across North America. In entertaining and inspiring style, 
Kuhlmann and Philp discuss the unconventional approach 
to business strategy, leadership, and management that built 
ING Direct. From refusing to promote credit cards to col-
lege students to pointing out frivolous expenses, Kuhlmann 
and Philp not only address the practical principles that have 
propelled ING Direct to the top, but they also help readers 
understand how making a cause of personal financial empow-
erment made everyone a winner in the ING Direct story. 
Engaging and informative, The Orange Code offers readers a 
rare look at this company and provides them with invaluable 
insights into making more inspired leadership decisions.

arkadi Kuhlmann (Wilmington, DE) is the founder and CEO of ING Direct USA. 
Bruce Philp (Toronto, ON, Canada) is the founder and CEO of GWP Brand 
Engineering, ING Direct’s branding agency of record since its beginning.

Marketing Campaign

•  National Publicity

•  E-mail Campaign

•  Promotion at ING Direct Cafes 
Nationwide

•  Tie-in to Authors’ Speaking Schedule

•  Online Promotion
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Where Am I Wearing?
A Global Tour to the Countries, Factories,  
and People That Make Our Clothes

Kelsey Timmerman

A journalist travels to Bangladesh, China, Cambodia, Honduras, and back 
to the U.S. to trace the origins of our clothes

Globalization makes it difficult for anyone to know very much about the ori-
gin of the products they buy. When journalist and traveler Kelsey Timmerman 
wanted to know where his clothes came from and who made them, he began 
a journey that would take him from Honduras to Bangladesh to Cambodia to 
China and back again. On the way, he discovered as much about people as he 
did about clothes and globalization. Bouncing between two worlds—that of 
impoverished garment workers and his own luxurious Western lifestyle—he 
puts a personal face on the controversial issues of globalization and outsourc-
ing. Whether bowling with workers in Cambodia or riding a roller coaster 
with workers in Bangladesh, Timmerman bridges the gap between impersonal 
economic forces and the people most directly affected by them.

Kelsey Timmerman (Muncie, IN) is a freelance journalist who travels regularly and maintains a 
travel blog called Where Am I Wearing? His writing has appeared in the Christian Science Monitor 
and the Indianapolis Star, among other publications.

Undress for Success
The Naked Truth About Making Money at Home

Kate Lister and Tom Harnish

A realistic, practical guide for those who want to work from home

This book is for the bummed-out, burned-out, and stressed-out professional, 
stay-at-home parent, or retiring boomer who dreams of a home-based job 
or business but doesn’t know how to make that dream a reality. Unlike the 
many “change your life” books that promise much and deliver little—Undress 
for Success provides expert, practical advice on what home-based jobs are 
available, what talents they require, what they pay, who’s hiring, and how to 
land one; how to use the Web to search for work-at-home jobs and business 
opportunities without being scammed; how to turn professional talents into 
a freelance business; and how to convince an employer to adopt a telecom-
muting program. Based on interviews with dozens of employers, home-based 
employees, successful freelancers, and leading telework researchers, this book 
shows readers the way home.

Kate lister (San Diego, CA) is an Inc. magazine Entrepreneur of the Year finalist, former banker, 
venture capital advisor, and business consultant. For the last 25 years, she has owned and oper-
ated three successful home-based businesses. Tom Harnish (San Diego, CA) has led new busi-
ness development efforts for large corporations as well as venture-backed start-ups, and he has 
founded several home-based businesses. Over the last 17 years, he and Kate built their start-up 
company into one of the nation’s largest—from home.
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The Trophy Kids Grow Up
How the Millennial Generation Is Shaking Up 
the Workplace

Ronald Alsop

An overview of America’s workforce of the future

The first wave of the Millennial Generation—born 
between the early 1980s and 2002—is just graduating 

from college and entering the work force.  Employers, mean-
time, are bracing for one of the biggest management chal-
lenges they’ve ever faced: integrating the most demanding 
and most protected generation in history into a workplace 
shaped by the driven baby-boom generation. Like them or 
not, Millennials are America’s future work force. Based on 
research of the Millennial generation conducted exclusively 
for the author by the international market-research firm 
Harris Interactive, Ron Alsop reveals that the Millennials are 
a complex group—although they’re hard-working achievers, 
most Millennials don’t excel at leadership and independent 
problem solving. They want the freedom and flexibility of a 
virtual office, but they also want rules and responsibilities to 
be spelled out explicitly. Alsop takes readers on a sociological 
tour through the lives of these fascinating Millennials, as seen 
through their own eyes, of course, but also through the per-
spective of their parents, educators, psychologists, recruiters 
and corporate managers, demographers, and marketers.

ronald alsop (Summit, NJ) has worked at the Wall Street Journal as a col-
umnist, news editor, and senior writer for 20 years. He is the editor of The 
Wall Street Journal Guide to the Top Business Schools 2004 (978-0-375-
72098-7), published by Wall Street Journal Books/Free Press. He also is the 
author of the book The 18 Immutable Laws of Corporate Reputation: Creating, 
Protecting, and Repairing Your Most Valuable Asset (978-0-7432-3670-6). He 
is a frequent speaker at international conferences on corporate reputation, 
branding, and trends in business schools.

Marketing Campaign

•  National Publicity

•  Print and Online Advertising through  
Wall Street Journal

•  Online Marketing Campaign

•  Tie-in to Author Speaking Schedule
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General Business

Trump University Branding 101
How to Build the Most Valuable Asset  
of Any Business

Don Sexton

The Trump University guide to building brand 
value for long-term business success

Whether a business is large or small, its brand is probably 
its most important and valuable asset. How a brand 

is managed has tremendous impact on an organization’s abil-
ity to attract and hold customers, achieve high revenue and 
profits, and ensure future success. The most powerful brands 
are worth billions of dollars, but to build a powerful brand at 
any level requires time, effort, discipline, and understanding the 
way brands work. In Trump University Branding 101, Columbia 
University marketing professor Don Sexton explains all that any 
manager needs to know to build and maintain powerful brands 
that appeal to customers and increase the value of any business, 
large or small.

Don Sexton, PhD (New York, NY), is Professor of Business at Columbia University 
and President of The Arrow Group, Ltd®. He is a recipient of Columbia Business 
School’s Distinguished Teaching Award and has worked with numerous well-known 
companies. His articles on branding and marketing have appeared in such publi-
cations as the Harvard Business Review and the Journal of Marketing, and he  
is frequently quoted in media such as the New York Times and BusinessWeek.  
He is also the author of Trump University Marketing 101 (978-0-471-91690-1), 
from Wiley.

Marketing Campaign

•  Trump University E-mail Blast

•  Print Ads in Advantage, the Trump 
University Magazine
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Trump University Commercial 
Real Estate Investing 101
How Small Investors Can Get Started  
and Make It Big

David Lindahl

A first-timer’s guide to making their first commercial 
real estate deal

Investing in commercial properties can be a big, scary 
leap for most real estate investors. But the money-mak-

ing potential in commercial investing is too big to ignore. In 
Trump University Commercial Real Estate Investing 101, 
millionaire investor David Lindahl shows readers how to get 
into the game with less risk and more profit. This easy-to-
understand, step-by-step system is based on proven investing 
principles and shows readers how to make money on their 
first deal, build wealth on a part-time basis, find an endless 
supply of investment capital, make the leap from part-time 
to full-time investing, and much more.

David lindahl (Rockland, MA) is an accomplished real estate investor who 
has been involved in over 520 deals and controls more than $140 million 
in real estate. He’s the top real estate speaker at The Learning Annex and 
the principal owner of The Lindahl Group, a real estate investment company 
that acquires properties in emerging markets across the nation. He also 
operates RE Mentor (www.rementor.com), a publishing and seminar company 
that trains investors to profit from all forms of real estate investing. David is 
a popular speaker and trainer at real estate investment clubs, conventions,  
and seminars throughout the country.

Marketing Campaign

•  Trump University E-mail Blast

•  Print Ads in Advantage, the Trump 
University Magazine

• Promotion on TrumpUniversity.com
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Relationship Economics
Transform Your Most Valuable Business Contacts Into Personal  
and Professional Success

David Nour 
Foreword by Alan Weiss, PhD, author of Million Dollar Consulting

A proven plan for turning valuable business relationships into real profit 

Relationship Economics takes a unique long-term, strategic, and quantifi-
able view of business relationships that goes far beyond networking-oriented 
books. Nowadays, many companies believe that networking is the key to suc-
cess. Relationship Economics shows that this notion is a mere fallacy. The 
book teaches the reader that success comes from learning how to invest in 
people for an extraordinary return, exchange “relationship currency,” accumu-
late “reputation capital,” and build “professional net worth.” Through under-
standing and developing the three types of relationships—personal, functional, 
and strategic—readers will learn to identify opportunities and turn relation-
ships into execution, performance, and results.

David nour (Atlanta, GA) is a social networking strategist and one of the foremost thought lead-
ers on the quantifiable value of business relationships. As CEO of BeOne Now, he consults with 
Fortune 500 clients on Strategic Relationship Planning. An international speaker for corporate 
association and academic forums, he has been featured in a variety of publications, including  
the Wall Street Journal, the New York Times, and the Atlanta Journal and Constitution.

Political Dilemmas at Work
How to Maintain Your Integrity and Further Your Career

Gary Ranker, Colin Gautrey, and Mike Phipps 
Foreword by Marshall Goldsmith

A practical, comprehensive guide to dealing with the complexities  
of politics in the workplace

Political Dilemmas at Work gives managers and leaders a comprehensive 
playbook for dealing with politics in the workplace. Ideal for anyone who 
works in a modern organization, particularly managers and leaders, the book 
shows individuals how to deal with political situations in constructive, 
healthy, and assertive ways. The situations in this book will be instantly 
recognizable to most experienced managers, but the solutions readers will 
find here are fresh, powerful, and effective. Based on the authors’ experience 
coaching managers and directors, they offer practical tools and real-world tips 
for turning dilemmas into opportunities. Required reading for ambitious pro-
fessionals in any industry, this is a practical and effective guide to surviving 
negative political situations at work with integrity and tact.

Gary ranker (New York, NY) has coached senior executives in corporate politics for almost 20 
years. Forbes named him one of the top five executive coaches in the country. colin Gautrey 
(London, UK) has coached and mentored executives in global organizations for over 15 years and 
is cofounder of Politics at Work™. Mike Phipps (London, UK) is cofounder of Politics at Work™  
and has been coaching and training executives since 1990.
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S.K.I.R.T.S. in the Boardroom equips professional women 
with the strategies necessary to combine confidence and 

compassion, style and substance, and beauty and brains for 
professional success. A guidebook for helping professional 
women navigate the male-dominated corporate world, the 
book offers deep and inspiring advice for any woman who 
finds herself unmotivated, unhappy, or unsatisfied with her 
career. A must-have for all women who want to maximize 
their professional potential, S.K.I.R.T.S. in the Boardroom 
presents refreshing advice that is sensible, straightforward, 
and long overdue.

Marshawn Evans (Atlanta, GA) is an entertainment attorney and founder 
of Marshawn Evans Unlimited, a corporate life-enrichment consulting firm 
focused on peak performance, diversity, workplace readiness, and dynamic 
leadership strategies for women. She is also President of EDGE 3M Sports & 
Entertainment, a national brand management and marketing agency connect-
ing companies and causes with sports figures and entertainers.

S.K.I.R.T.S. in the Boardroom
A Woman’s Survival Guide to Success  
in Business and Life

Marshawn Evans

Inspiring, savvy business advice for professional 
women on the fast track to success

Marketing Campaign

• Tie-in to Author’s Speaking Schedule

• Promotion on MarshawnEvans.com

• Promotion in Author’s E-Newsletter
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Paperback Original

Point, Click & Wow!
The Techniques and Habits of Successful Presenters
Third Edition

Claudyne Wilder

How to create more persuasive presentations and proposals

The only book written specifically for the mobile presenter, this new edition 
of Point, Click & Wow! has been completely reorganized and revised with 
many new features, updated designs, and, for the first time, stories and lessons 
from the presentation pros. As useful for the one-time or occasional presenter 
as it is for the seasoned sales rep, it covers the entire presentation process 
from concept to finished product. All-new chapters include advice on timing 
and rehearsing the presentation; tips, tricks, and techniques to create presen-
tations in a hurry; and guidelines for designing mini-presentations with pow-
erful openings, closings, and executive summaries.

claudyne Wilder (Boston, MA), a recognized authority on the art of presentations, has worked with 
executives, entrepreneurs, and professionals in dozens of global companies.

The Innovator’s Toolkit
50+ Techniques for Predictable and Sustainable Innovation

David Silverstein, Philip Samuel, and Neil DeCarlo

An innovation guide for business leaders, managers, and new product developers

The Innovator’s Toolkit explains all the fundamental tools and concepts anyone 
involved in innovation should be familiar with—especially methods and strategies 
for improving products and services and developing new ones. This book is written 
in an easy-to-use reference format that helps readers understand why, when, and 
how to apply each tool. The tools and techniques in this book are organized around 
a four-step innovation methodology—define, discover, develop, and demonstrate—
that takes readers through problem identification, then flows into idea generation, 
idea selection, and, finally, idea implementation. Constant innovation is a necessity 
for business success today; The Innovator’s Toolkit presents an effective plan for 
achieving it.

David Silverstein (Longmont, CO) is founder and CEO of Breakthrough Management Group, an interna-
tional consultancy and training organization focused on innovation, Six Sigma, and business excellence. 
A successful public speaker and executive coach, his articles have appeared in the Wall Street Journal, 
Worth, Investor's Business Daily, and BusinessWeek, among others. Philip Samuel (Lafayette, CO) is Chief 
Innovation Officer at Breakthrough Management Group, a frequent public speaker, and an executive coach 
on innovation, Six Sigma, and lean practices. He is a coauthor of Design for Lean Six Sigma (April 2008: 
978-0-470-00751-8) from Wiley. neil Decarlo (Fountain Hills, AZ) is coauthor of several books and more 
than 200 articles and papers on performance excellence. His other books include Six Sigma For Dummies 
(978-0-7645-6798-8).
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The Equation
Applying the Four Indisputable Components of Business Success

Omar Tyree

A four-component plan for improving productivity, creating a healthy  
corporate culture, and increasing profits

More than just another business self-help book, Omar Tyree’s The Equation 
presents a groundbreaking formula that looks at how all business is art. It 
helps businesspeople rethink the way they manage their art and helps busi-
nesses accelerate their productivity by creating a corporate culture driven by 
the same sort of passion and zeal with which artists create great works. The 
Equation reveals a foolproof plan that will improve the lives of profession-
als and increase the growth and profitability of their businesses. Readers will 
learn that success comes from loving what they do, becoming highly skilled at 
it, developing effective promotional and marketing tools, and adding up all the 
parts of the equation to build a growing, successful business.

omar Tyree (Philadelphia, PA) is an entrepreneur, author, journalist, screenwriter, and public 
speaker. He is the author of 15 bestselling books, and his articles have been published in the 
Washington Post, Essence, Upscale, Black Collegian, the Washington Times, and Black Issues  
Book Review.

The 12 Factors of Business Success
Discover, Develop, and Leverage Your Strengths

Kevin Hogan, Dave Lakhani, and Mollie Marti

A 12-step plan for developing personal and organizational strengths

One of the most profitable trends in business right now is the “strengths revo-
lution.” Businesses are shifting from a strategy that bolsters their weaknesses 
to a strategy that plays to their strengths, but many companies and their lead-
ers lack a true understanding of how to do this. In The 12 Factors of Business 
Success, the authors give business leaders a self-assessment test for identify-
ing the factors that determine success and achievement. Readers will learn 
how to identify their business’s strengths, develop those strengths to their full 
potential, and leverage them for instant benefit.

Kevin Hogan (Burnsville, MN) is a public speaker and corporate trainer on the subjects of influence, 
body language, emotional intelligence, communication, and motivation. He is also the author of The 
Science of Influence (978-0-471-67051-3) and Covert Persuasion (978-0-470-05141-2), both from 
Wiley. Dave lakhani (Meridian, ID) is an in-demand public speaker and corporate trainer on the top-
ics of marketing, sales, persuasion, influence, rapid ideation, and business acceleration strategy. 
He is currently President of Bold Approach, Inc., a business acceleration strategy firm. He is also 
the author of Persuasion (978-0-471-73044-6), The Power of an Hour (978-0-471-78093-9), and 
Subliminal Persuasion (978-0-470-24336-7), all from Wiley. Mollie Marti (Mount Vernon, IA) is a 
trainer, speaker, and the President of Performance Sciences, Inc., a ten-year-old life and business 
training and coaching organization. She is also Adjunct Assistant Professor of Psychology at the 
University of Iowa.
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Winners in the Second Half
A Guide for Executives at the Top of Their Game

Julie Perigo

Solutions, tips, and tools for executives in the twilight of their careers

Organizations devote a large amount of time and energy to the development of 
new and younger staff. The change in demographics (people living longer and 
more active lives) reveals a gap in organizations’ consciousness about a talent 
pool that has the potential to significantly improve the bottom line—people 
in their later career. This is a practical leadership guide for anyone in manage-
ment concerned with what their life, career, and leadership capabilities will 
look like once they approach and enter what used to be the traditional retire-
ment age and move into the second half of the game.

Julie Perigo (San Francisco, CA) has been consulting to corporations on strategic development, 
performance, and knowledge management for 20 years. She speaks regularly on the subject of 
extended careers.

New Asian Emperors
The Overseas Chinese, Their Strategies, and Competitive Advantage 
Revised Edition

George T. Haley, Usha C.V. Haley, and Chin Tiong Tan

An in-depth look at how and why overseas Chinese companies are  
dominating the Asia Pacific

The first edition of New Asian Emperors was widely acclaimed for its remark-
able insights into the global reach of the Overseas Chinese. This revised 
edition draws on the culture, history, philosophies, and environments that 
have dominated the lives of the overseas Chinese to help readers understand 
their business culture. The authors compare Western and Chinese strategic 
thinking to develop the relative competitive advantages and competitive dis-
advantages of each. New Asian Emperors offers valuable insight into Chinese 
culture and how it will affect the business future.

George T. Haley (New Haven, CT) is Professor of Industrial Marketing at the University of New 
Haven. He is also the founding Director of the Center for International Industry Competitiveness. 
Usha c.V. Haley (New Haven, CT) is Professor of International Business, with a focus on inter-
national strategic management, at the University of New Haven. chin Tiong Tan (Singapore) is 
Provost and Deputy President of the Singapore Management University. 
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The Attractor Factor
5 Easy Steps for Creating Wealth  
(or Anything Else) from the Inside Out 
Expanded New Second Edition

Joe Vitale

An expanded edition of the successful guide  
to wealth creation, now with new worksheets  
and other resources

Now in an exciting, expanded new paperback second edi-
tion, the bestselling The Attractor Factor reveals how 

those who try hard and fail need to remake their inner beings 
in order to easily attract success, wealth, and happiness. Many 
people do the right things but get the wrong results—it’s not 
so much what they do, but what they are inside. The problem 
for most people is self-sabotage. In five easy steps, Vitale shows 
anyone how to become happier and more successful by doing 
a few simple things differently every day. Part wealth-creation 
guide, part spiritual road map, part autobiography, The Attractor 
Factor, Second Edition offers inspiring, effective solutions for 
anyone who wants to feel better, be happier, get wealthier, and 
get ahead in life. Now with new resources, suggestions, stories, 
Q&A, and even an Attractor Factor IQ Test, all in a larger-for-
mat trim size, this is a powerful, motivational, and enlightening 
guide for anyone who wants to succeed in every aspect of life. It’s 
a fun, fast, and life-changing read.

Joe Vitale (Wimberley, TX) is President of Hypnotic Marketing, Inc., a marketing 
consulting firm. He is one of the stars of the hit movie The Secret. He has been 
called “The Buddha of the Internet” for his combination of spirituality and mar-
keting acumen. He is also the author of the Wiley titles Life’s Missing Instruction 
Manual, The E-Code (978-0-471-71855-0), There’s a Customer Born Every Minute 
(978-0-471-78462-3), Zero Limits (978-0-470-10147-6), and The Key.

Marketing Campaign
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• National Advertising

• Author E-mail Blast
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Yours for the Asking
An Indispensable Guide to Fundraising  
and Management

Reynold Levy

“ Reynold Levy is a master at persuading people to 
give money—lots of money—to worthy causes. 
Now he shares his wisdom with us all—and at  
a bargain price!”       —Tom Brokaw

From one of today’s most notable fundraisers,  
a how-to guide on the art of asking

A how-to guide for anyone with a need to raise funds but 
who has fears, qualms, or hesitancies to do so, Yours for 

the Asking contains case studies, sample letters, and materi-
als illustrating the triumphs, defeats, and extraordinary suc-
cesses of one of today’s most notable fundraisers.

Written for fundraising professionals, board members, fund-
raising consultants, and nonprofit executives and directors, 
this easy-to-understand book explains how to reach wealthy 
people face to face, in writing, in large groups, at special 
events, and over the Internet, and reveals the most important 
part—how to bring home the bacon once a potential donor’s 
attention has been gained. It demonstrates how many ways  
there are to tap the resources of donors—large and small—for 
nonprofit institutions.

Dr. reynold levy (New York, NY) is the President of Lincoln Center for the 
Performing Arts. In a distinguished career of public service he has served 
as the CEO of the International Rescue Committee, the AT&T Foundation, 
and the 92nd Street Y, among other assignments. He has taught at many 
universities, most recently the Harvard Busines School. Dr. Levy has writ-
ten extensively and spoken widely about philanthropy, the performing arts, 
humanitarian causes and issues, and the leadership and management of 
nonprofit institutions.

Marketing Campaign
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• Online Promotion 
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The Personal Efficiency Program
How to Stop Feeling Overwhelmed and Win Back Control of Your Work!
Fourth Edition

Kerry Gleeson

A practical guide to getting organized, beating procrastination, and  
working more efficiently

The Fourth Edition of The Personal Efficiency Program continues the book’s 
long tradition of helping overwhelmed professionals get their work lives orga-
nized to become more effective and efficient. Readers will learn how to stop 
procrastinating, stop feeling overwhelmed, and start feeling good about their 
work lives. This new edition contains new chapters on e-mail and meetings, 
as well as new content on portable communications and how best to utilize 
tools like cell phones and Blackberries®. As always, this edition features Kerry 
Gleeson’s proven, effective program for helping anyone get organized and 
become far more productive.

Kerry Gleeson (Boca Raton, FL) is founder and CEO of the Institute for Business Technology 
(IBT) International, which has offices in 25 countries on five continents, and has worked with 
many Fortune 500 companies, as well as thousands of other companies around the world. 
An expert on white-collar productivity, he has advised executives from such corporations as 
PricewaterhouseCoopers, Unilever, IBM, and Ernst & Young, among others.

Getting a Job in Private Equity
Behind the Scenes Insight into How Private Equity Funds Hire

Brian Korb with Aaron Finkel

An inside look at how to navigate the difficult private equity hiring path 
from the experts at Glocap Search 
Landing a job in the private equity arena isn’t easy. Competition is tough, 
and the standards are very high. With Getting a Job in Private Equity as their 
guide, readers—whether they’re undergrads, pre-MBAs, current MBAs, or 
those with several years of experience—will discover what it takes to get their 
foot in the door. This reliable resource offers a unique perspective into how 
the private equity hiring process works and provides valuable insights into 
the skills and degrees demanded by hiring firms, what they ask in interviews, 
and the best path to take to build a long-term career. In addition to Glocap’s 
own guidance, there are more than two dozen case studies of actual job candi-
dates who successfully secured positions in private equity. In these firsthand 
accounts, candidates describe their backgrounds, what worked for them, what 
didn’t, and how they prepared for interviews. Sample resumes and advice from 
senior private equity executives are also presented.

Brian Korb (New York, NY) helped cofound Glocap Search and is currently Head of the Private 
Equity Practice. aaron Finkel (New York, NY) is Vice President and Head of Publications at Glocap. 
He coauthored Glocap’s Getting a Job in Hedge Funds (978-0-470-22648-3), from Wiley.
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The Myth of Multitasking
How “Doing It All” Gets Nothing Done

Dave Crenshaw

Why multitasking is really a lie that costs time and money

“ We live in an ADHD world. And I’m glad we do. But as Dave understands, 
the secret is to do one important thing at a time, with focus. If you can’t  
take the time to focus on his message, you’ll be glad you did.”

—Seth Godin, author, Meatball Sundae

This simple, yet powerful fable takes a fresh look at multitasking and confronts 
the idea that multitasking is not as efficient and time-saving as previously 
thought. In fact, multitaskers are really switching between various tasks, costing 
businesses significant levels of time and money, as well as damaging productiv-
ity and relationships, both at work and at home. The Myth of Multitasking offers 
clear solutions for dealing with today’s information saturated, electronic world; 
controlling and protecting personal time time; dealing with interruptions; listen-
ing to others; and focusing on the task at hand.

Dave crenshaw (Eagle Mountain, UT) coaches and trains CEOs and management teams world-
wide. A frequent keynote speaker, he is a graduate of Brigham Young University’s Marriott School  
of Management.

Exiting Your Business, Protecting Your Wealth
A Strategic Guide for Owners and Their Advisors

John M. Leonetti

Step-by-step guidance for business owners and their advisors on how to 
create a successful business exit strategy

With private business representing more than half the U.S. economy, the 
aging of the Baby Boomer generation and their retirement goals represents an 
important topic. As this generation prepares to leave the business arena, many 
will need guidance on how to successfully exit their business and protect as 
much wealth as possible. Exiting Your Business, Protecting Your Wealth pro-
vides this guidance. Providing proven direction with which business owners 
can measure their financial and mental readiness to exit their business, this 
timely book presents various exit options and provides guidance on achieving 
the exiting owner’s long-term goals.

John M. leonetti, cFP, cM&aa (Boston, MA), is the owner of Pinnacle Equity Solutions, which 
provides exit strategy design and execution services to financial advisors and owners of privately 
held businesses. In addition, he is the owner of Beacon Hill Equity Group, which provides compre-
hensive planning and investment advisory services to high-net-worth households. He has been 
a financial consultant with Smith Barney; a financial advisor with Merrill Lynch Pierce Fenner & 
Smith; and a mergers and acquisitions associate with Trudeau & Trudeau Associates.

Hardcover • 978-0-470-37225-8
$19.95 US • $21.95 CAN
128 pages • 5 x 7 • 68 books per carton
All Rights
BUSineSS
aUGUST / In stores August 15

Hardcover • 978-0-470-37618-8
$49.95 US • $54.95 CAN
256 pages • 6 x 9 • 34 books per carton
All Rights
SMall BUSineSS
ocToBer / In stores October 3

50  /  Wiley Business



 Small Business

The Small Business Bible
Everything You Need to Know to Succeed in Your Small Business
Second Edition

Steven D. Strauss

An updated and expanded edition of the definitive guide to small business success

The Small Business Bible, Second Edition is a comprehensive, easy-to-read, A-to-Z 
library of everything a small business owner might need to start and succeed in busi-
ness. Packed with information and resources that first-time entrepreneurs can’t do 
without, the book also helps experienced entrepreneurs keep up with the best and 
most effective new small business practices. This new edition is massively expanded 
with 15 entirely new chapters, including chapters on green business, technology 
tips, online advertising, online marketing, developing new channels and multiple 
profit centers, and e-commerce. As with the previous edition, The Small Business 
Bible, Second Edition covers all the basics of small business success, from finance 
to marketing and advertising and everything in between. Entrepreneurs will learn 
everything they need to know to start a business and earn a bundle.

Steven D. Strauss is an internationally recognized lawyer, business columnist (USATODAY.com), and 
speaker. One of the world’s leading small business experts, he has been featured on CNN, CNBC, 
Bloomberg TV, MSNBC, Court TV, the BBC, and ABC News, among others. He owns The Strauss 
Group, a web of interconnected enterprises that disseminates the most unique, usable, cutting-edge 
small business ideas and information in the most entertaining, informative, useful ways possible.

How to Raise All the Money You Need for Any Business
101 Quick Ways to Acquire Money for Any Business Project 
in 30 Days or Less

Tyler G. Hicks

An accessible guide to securing financing for any size business

The biggest challenge faced by both beginning wealth builders (BWB, for short) and 
experienced wealth builders (EWB) is raising the money they need to start, buy, or 
expand their business activities. This guide shows entrepreneurs how, and where, to 
get the money needed for their business moneymaking enterprises. Even if the BWB 
or EWB has poor credit, a history of bankruptcy, or other financial troubles, this book 
shows how to get the loan, venture capital, public (or private) money, or grant they 
need. Since businesses vary widely in the amount of money needed, this book covers 
funding from just a few thousand dollars to millions. Businesses that can benefit from 
the advice within these pages range from the small mom-and-pop type to the success-
ful firm with over 500 employees. The hands-on strategies found here are essential to 
surviving in today’s competitive business environment.

Tyler G. Hicks (Rockville Centre, NY) is an experienced business advisor and director of a large 
New York lending organization. He is also the author of several books, including 209 Fast Spare-
Time Ways to Build Zero Cash into 7 Figures a Year in Real Estate (978-0-471-46499-0) and How to 
Acquire $1 Million in Income Real Estate in One Year Using Borrowed Money in Your Free Time  
(978-0-471-75169-4), both from Wiley.
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Paper • 978-0-470-06736-9

$16.95 US • $18.99 CAN

Hardcover • 978-0-470-22307-9

$29.95 US • $32.99 CAN 

Paper • 978-0-470-22277-5

$19.95 US • $21.99 CAN 
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Hardcover • 978-0-470-05589-2

$19.95 US • $21.99 CAN 

Hardcover • 978-0-470-10210-7

$19.95 US • $21.99 CAN 

Hardcover • 978-0-470-13772-7

$19.95 US • $21.99 CAN 
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The New Rules of Marketing and PR
How to Use News Releases, Blogs, Podcasting, Viral Marketing,  
and Online Media to Reach Buyers Directly

David Meerman Scott 
Foreword by Robert Scoble of scobleizer.com, coauthor of Naked Conversations

A revised and updated paperback edition with new case studies

Before the Internet, companies could only communicate through the filter 
of expensive advertising and media ink placed by a PR firm. Today, the rules 
have changed entirely. The New Rules of Marketing and PR shows readers 
how to leverage the potential that Web-based communication offers busi-
nesses. Finally, companies can speak directly to customers and buyers, estab-
lishing a personal link with those who make a business work. Rather than 
bombard people with advertising they’ll likely ignore, this book shows read-
ers how to focus on getting the right message to the right people at the right 
time. This one-of-a-kind guide to the future of marketing includes a step-by-
step action plan for harnessing the power of the Internet, identifying target 
audiences, creating compelling messages, getting those messages to the right 
people, and leading customers into the buying process. 

David Meerman Scott (Lexington, MA) is an award-winning marketer, writer, consultant, conference 
speaker, and seminar leader who has presented at industry conferences and events in more than 
20 countries on four continents.

The Social Media Playbook
Listen, Look, Join, and Lead

Chris Heuer and Giovanni Rodriguez

The first step-by-step guide to show how to use the technologies that can 
build social networking sites

The term “social media” encompasses the various technologies (text, images, 
audio, and video) and Web properties that are used to create social networking 
sites such as Technorati, Facebook, MySpace, and many others. It presents a 
new approach to doing business by letting businesses leverage the networking 
power of social media to encourage genuine conversations via message boards, 
forums, podcasts, bookmarks, communities, wikis, and Weblogs with the intent 
to build trust and create value. This unique book explores these many influen-
tial aspects of social media and how it will affect the future of business.

chris Heuer (San Francisco, CA) is cofounder of The Conversation Group, a cofounder of Social 
Media Club, serves as the Executive Director of the nonprofit BrainJams, Inc., and delivers web-
casts and presents at conferences on developing social media strategies. Giovanni rodriguez 
(San Francisco, CA) is a noted consultant, author, and speaker on corporate communications and 
is the cofounder of The Conversation Group. A popular speaker on the social media circuit, he has 
been featured in PRWeek, Brandweek, BusinessWeek, and Forbes. He is a research fellow at the 
Society for New Communications Research.

Paper • 978-0-470-37928-8
$16.95 US • $18.95 CAN
304 pages • 5 1⁄ 2 x 8 1⁄ 2 • 30 books per carton
All Rights 
Hardcover Edition 2007: 978-0-470-11345-5
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$29.99 US • $32.99 CAN
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The Contrarian Effect
Why It Pays (Big) to Take Typical Sales Advice 
and Do the Opposite

Michael Port and Elizabeth Marshall

Why going against the grain leads to big-time  
sales success

Sales is the most vital function in any business, yet tradi-
tional sales methods are outdated, failing, and in need of a 

serious makeover. The Contrarian Effect offers a counterintui-
tive approach to sales that’s more than just a novel idea—it 
really works. Michael Port explains how doing the exact 
opposite of the traditional sales wisdom, when done right, 
leads to better relationships and more sales. He debunks the 
traditional wisdom step by step and offers specific, actionable 
strategies and principles that help salespeople close more sales 
every day. The Contrarian Effect shows readers how to lever-
age the power of collaboration, build credibility through hon-
est conversations, relate and listen to customers rather than 
just sell to them, realize that customers are smarter than most 
salespeople give them credit for, and attract them through 
“enthusiastic buying.” For anyone who wants to discover 
a new way to sell—and do it successfully—The Contrarian 
Effect is the first step in a new direction.

Michael Port (Furlong, PA) is the author of Book Yourself Solid and Beyond 
Booked Solid. He is the creator of ThinkBigRevolution.com, an online resource 
for service professionals. He has been called a “marketing guru” by the Wall 
Street Journal. elizabeth Marshall (Dallas, TX) is the Director of Sales for Book 
Yourself Solid. While working at the nationally recognized Merritt, Hawkins and 
Associates, she was awarded Research Recruiter of the Month five times. She 
is also the founder of AuthorTeleseminars.com, an online community that hosts 
interviews with top business authors such as Seth Godin.

Marketing Campaign

• Tie-in to Author’s Speaking Schedule

• Author E-mail Blast

• Promotion on MichaelPort.com

• Promotion in Author’s E-Newsletter

Hardcover • 978-0-470-23790-8

$19.95 US • $21.95 CAN

126 pages • 5 x 7 • 74 books per carton

All Rights except Audio

SaleS

SePTeMBer / In stores September 8Paper • 978-0-470-28190-1
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$24.95 US • $26.99 CAN

Also by Michael Port



56  /  Wiley Business

Sales & Marketing

Silver Bullet Selling
Six Critical Steps to Opening More Relationships and Closing More Sales

G.A. Bartick and Paul Bartick

Introducing a proven six-step process for closing more sales

Based on ten years of extensive research and interviews with top sales per-
formers in a variety of industries, Silver Bullet Selling reveals the secret all 
great closers have in common. Evidence proves that it’s not what salespeople 
say that determines their success, but how they manage and execute the sales 
process. This book explains how salespeople can take the consultative sell-
ing theory and apply it to every interaction for more sales. More than theory, 
Silver Bullet Selling offers step-by-step training, as well as practical examples, 
call-planning worksheets, exercises, tips, and templates.

G.a. Bartick (San Diego, CA) is President of OutSell, which trains 25,000 salespeople each year. 
He was formerly an executive at Nordstrom, one of the country’s leading sales and customer ser-
vice companies. Paul Bartick (South Orange, NJ) is a Director at OutSell and has written dozens 
of articles and created content for hundreds of consultative sales programs and clients such as 
Bank of America, Morgan Stanley, the National Basketball Association, and AT&T.

Walk Like a Giant, Sell Like a Madman
America’s #1 Salesman Shows You How to Sell Anything! 
Second Edition

Ralph R. Roberts

Top real estate salesman Ralph Roberts shares the secrets of unlimited 
sales success

In a single year, Ralph Roberts sold more than 600 residential properties—50 
times more than the average competitor! How did he do it? And how can the 
average salesperson achieve the same type of incredible sales success? Walk 
Like a Giant, Sell Like a Madman, Second Edition explains Roberts’ trans-
formation from ordinary salesperson to extraordinary top producer and leads 
readers down the same path to excellence. This updated edition shows readers 
how to achieve the necessary positive attitude, reinvent themselves as entre-
preneurial salespeople, invest in their own success, bring in more and better 
referrals, outsource time-consuming activities, and hone their people skills.

ralph r. roberts (Washington, MI) is one of the nation’s top real estate salesmen, a recognized 
authority on real estate and mortgage fraud prevention, and an award-winning speaker and author. 
He is the author of several books, including Advanced Selling For Dummies (978-0-470-17467-8) 
with Joe Kraynak and Mortgage Myths (978-0-470-19587-1) with Chip Cummings, both from Wiley.

Hardcover • 978-0-470-37300-2
$24.95 US • $26.95 CAN
256 pages • 6 x 9 • 34 books per carton
All Rights except Audio
SaleS
aUGUST / In stores August 22

Hardcover • 978-0-470-37281-4
$24.95 US • $26.95 CAN
256 pages • 6 x 9 • 34 books per carton
All Rights 
Prior Edition: 088-7-30930-5
SaleS
SePTeMBer / In stores September 19
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In Search of the Obvious
The Antidote for Today’s Marketing Mess

Jack Trout

One of the world’s most famous marketers  
presents powerful, simple marketing strategies

Effective marketing is both difficult and extremely simple. 
Sometimes, it’s so simple that professional marketers 

overlook the most obvious and effective ideas entirely in an 
attempt to be clever or creative. Based on renowned marketer 
Jack Trout’s bimonthly columns on Forbes.com, In Search 
of the Obvious explains how to cut through the marketing 
rigmarole to find the “obvious” positioning strategy based 
on a few fundamental principles. Readers will learn to use 
those principles to uncover the best strategic option based on 
what’s simplest, most obvious to non-marketers, most likely 
to stick in people’s minds, and whether or not the timing is 
right. In Search of the Obvious proves that for the best, most 
effective marketing efforts, sometimes simpler is better.

Jack Trout (Greenwich, CT) is President of Trout Partners, one of the most 
prestigious marketing firms in the United States, with offices in 13 countries. 
His client list includes Southwest Airlines, IBM, Merrill Lynch, Sears, and the 
U.S. State Department. He is the author of several marketing classics, includ-
ing Differentiate Or Die, Second Edition (978-0-470-22339-0), from Wiley. 

Marketing Campaign

• Tie-in to Author’s Speaking Schedule

• Promotion in Author Byline in Monthly 
Forbes.com Column 

• E-mail Blast to College and University 
Marketing Professors

Hardcover • 978-0-470-28859-7

$27.95 US • $30.95 CAN

256 pages • 6 x 9 • 34 books per carton

All Rights

MarKeTinG

ocToBer / In stores October 10
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Eating the Big Fish
How Challenger Brands Can Compete Against Brand Leaders
Second Edition
Adam Morgan

A revised and updated version of the classic book on what it takes for small 
brands to eat the big tuna
Since Wiley first published Eating the Big Fish in 1999, the concept of the chal-
lenger brand has become a mainstream idea among marketers and advertisers. But 
Adam Morgan’s classic is still the best and most definitive study of the way chal-
lenger brands take on and defeat bigger competitors, and this 50,000-copy best-
seller has been tremendously influential in the marketing and advertising arenas. 
For this new edition the author has interviewed 30 fresh challengers,  
and explores today’s radically different marketing environment.

adam Morgan (United Kingdom) is founder of eatbigfish, an international brand and marketing strategy 
consultancy with offices in the UK, US, and New Zealand. He runs workshops for companies of challenger 
brands and has appeared on CNNfn and Sky Business News as the industry expert on challenger brands.

How to Be a Sales Superstar
Break All the Rules and Succeed While Doing It
Mark Tewart

A handy guide that every sales professional or business person can use to 
become a sales superstar
These days, making the sale is tougher than ever. That’s why sales professionals 
and business owners who want to be the best they can be need more than just 
smooth talk to make it in the business. Selling is a job that requires an updated 
toolkit for real, lasting success. How to Be a Sales Superstar teaches salespeople 
all the specialized skills they need to be a superstar and shows them how to 
implement those skills immediately. Readers will master: the people skills neces-
sary to relate to prospects and read their meaning; the life skills needed to be suc-
cessful at any endeavor; the marketing skills to draw in new customers and keep 
the old ones; and the sales skills to eliminate objections and close the deal.

Mark Tewart (Lebanon, OH) is an internationally recognized sales expert with more than 25 years of 
experience. The president and founder of three successful companies, he was one of the youngest 
executive managers in the country at the age of 27.

Prove It Before You Promote It
How to Take the Guesswork Out of Marketing
Steve Cuno

How a scientific approach to marketing consistently beats gut intuition
Combining hard science and marketing practice, Prove It Before You Promote It draws 
on marketing case studies and scientific evidence to help marketers eliminate bias, 
emotion, and common cognitive errors in order to make better, evidence-based mar-
keting decisions. This new and engaging approach explodes the popular, costly mar-
keting myth of the power and importance of intuition; challenges accepted marketing 
wisdom; and offers rational, workable solutions for marketing problems. Drawing on 
real-world market tests as well as neurology, biology, psychology, cognitive science, 
probability, and evolutionary psychology, the book reveals how people behave in the 
marketplace and how marketers can best use that science to their advantage.

Steve cuno (Salt Lake City, UT) is founder and Chairman of RESPONSE Prospecting & Loyalty 
Strategies, a national direct response marketing firm. He is a nationally recognized expert in branding 
and measurable marketing, and a popular speaker at national conventions, seminars, and colleges  
and universities.

Hardcover • 978-0-470-23827-1
$29.95 US • $32.95 CAN
304 pages • 6 x 9 • 30 books per carton
Prior Edition: 978-0-471-24209-3
All Rights
MarKeTinG
ocToBer / In stores October 24

Hardcover • 978-0-470-30096-1
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240 pages • 6 x 9 • 55 books per carton
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Companies today face a dilemma in marketing. The tried-
and-true formulas to create sales and market share behind 

brands are becoming irrelevant and losing traction with consum-
ers. In this book, Gerzema and LeBar offer credible evidence—
drawn from a detailed analysis of a decade’s worth of brand and 
financial data using Y&R’s Brand Asset Valuator (BAV), the larg-
est database of brands in the world—that business is riding on 
yet another bubble that is ready to burst—a brand bubble. While 
most managers still see metrics like trust and awareness as the 
backbone of how brands are built, Gerzema asserts they’re dead 
wrong—these metrics do not add to increased asset value. In 
fact, by following them, they actually hasten the declining  
value of their brands.

Using a five-stage model, The Brand Bubble reveals how today’s 
successful brands—and tomorrow’s—have an insatiable appe-
tite for creativity and change. These brands offer consumers a 
palpable sense of movement and direction thanks to a powerful 
“energized differentiation.” Gerzema reveals how brands with 
energized differentiation achieve better financial performance 
than traditional brands have. Plus, Gerzema helps readers 
develop energized differentiation in their own brands, creating 
consumer-centric and sustainable organizations.

John Gerzema (New York, NY) is Chief Strategy Officer for Young & Rubicam 
Brands. He joined Y&R from Fallon Worldwide, where he created that firm’s 
global expansion strategy. A member of The Council of Foreign Relations, 
he is the recipient of more than a half-dozen industry awards and has 
appeared frequently on/in CNBC, Newsweek, the New York Times, the Wall 
Street Journal, and various industry publications. ed lebar (New York, NY) 
is the CEO of BrandAsset® Consulting Group for Young & Rubicam Brands. 
He oversees the implementation of BrandAsset® Valuator, consulting across 
all lines of business, global accounts, and joint ventures. He founded 
StrategiConnections Inc., a firm specializing in brand positioning. He  
began his career at Y&R 32 years ago and has held the position of  
professor of economics at CCNY and Finch College.

The Brand Bubble
How to Build Value from the Brand Up

John Gerzema and Edward LeBar

How to use brands to gain and sustain competitive 
advantage

Marketing Campaign

•  International Publicity Campaign and 
Young & Rubicam Launch Events

•  Companion Web Site

•  E-mail Campaign

•  Tie-in to Author’s Speaking Schedule

•  Promotion to Author’s Client List

•  Promotion Partnership with Advertising 
Education Foundation
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Content Nation
Surviving and Thriving As Social Media Technology  
Changes Our Lives and Our Future

John Blossom

A gripping look at the key principles of how social media works and  
why it is integral to success

Social media describes the technologies and Web properties that are used to 
create an end product that can take many different forms, including text, 
images, audio, and video. This fascinating book analyzes the nature of the way 
social media communications are changing the content-provider industry. A 
wiki-collaborated work, the book both covers social media while being created 
by it. It includes helpful examples of what works and what doesn’t in social 
media in arenas such as internal and external business communications, polit-
ical communications, and personal communications. Finally, it also provides 
an in-depth look at how social media is changing the way businesses market 
their products and services and how they organize themselves for success.

John Blossom (Westport, CT) is the founder of Shore Communications, Inc., a content provider 
and consumer consulting firm. His social media portal, Contentnation.com, on which he and other 
social media enthusiasts post content related to trends in social media, is considered tops in its 
field. He has been frequently interviewed by such media outlets as the Wall Street Journal, the 
Financial Times, and USA Today.

The Marketing Accountability Imperative
A Guide to More Effective Marketing Spending

Michael Dunn 
Foreword by David Aaker, Vice Chairman of Prophet

How to make accountable marketing decisions to improve the efficiency  
of spending

In this practical guide, Prophet CEO Michael Dunn helps marketing managers 
and CMOs make better marketing spending decisions and better evaluate the 
success or failure of these decisions. They show how to sort through the clut-
ter of metrics, measurement, and analytic options, and provide the practical 
information needed to help establish the marketing accountability impera-
tive—highlighting the critical need for more effective stewardship of market-
ing spending.

Michael Dunn (San Francisco, CA) is CEO and Chairman of Prophet Brand Strategy, the world’s  
premier brand and marketing management consultancy. He is coauthor, with Scott Davis and  
David Aaker, of Building the Brand Driven Business (978-0-7879-6255-5).
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Sales 2.0
Improve Business Results Using Technology and Innovative Sales Practices 

Anneke Seley and Brent Holloway

Two Silicon Valley insiders reveal the emerging Sales 2.0 trend and how 
companies can profit from it

Sales 2.0 explores the emerging Sales 2.0 phenomenon, how it is character-
ized, why it is imperative for a company’s long-term success, and how anyone 
can get started with this new approach to generating revenue. Driven by an 
explosion of online products and changing customer buying preferences, Sales 
2.0 is the marriage of Web 2.0 technologies with innovative sales processes. 
The book shows readers how to redeploy their sales teams for greater bottom-
line results and reveals all the differences between Sales 2.0 and traditional 
selling. Through real-world case studies, readers will learn how industry lead-
ers achieved phenomenal results and a competitive advantage. Applicable to 
sales teams in any industry, Sales 2.0 presents the future of sales today.

anneke Seley (San Francisco, CA) was the twelfth employee at Oracle and the designer of the 
company’s revolutionary direct sales system. Brent Holloway (San Carlos, CA) is a practicing  
sales manager with more than a decade of experience at high-tech companies.

Greentailing and Other Revolutions in Retail
Hot Ideas That Are Grabbing Customers’ Attention and Driving Sales

Neil Z. Stern and Willard N. Ander

An introduction to greentailing and the six other biggest trends in the 
retail business

With the environment such an important topic around the world, retailers are 
learning to capitalize on the growing demand for organic, sustainable, and well-
ness-related products. Retailers are making commitments to corporate social 
responsibility as consumers become more eco-conscious. It’s called “greentailing” 
and it’s the biggest trend in the retail industry, forcing suppliers and retailers in 
every category to take notice. Leading-edge greentailers are growing and innovat-
ing much faster than traditional retailers; this book explains why and how. It also 
explains six other trends in retail, including: how changing customer profiles are 
driving new format development; the growth of experiential retailing; the growth 
of non-store retailing; selling services, not just products; and brands going retail. 
Providing a wealth of real examples, the authors explain how any retailer  
or manufacturer can implement these ideas to raise profits and increase sales.

neil Z. Stern (La Grange, IL) is Senior Partner at McMillan|Doolittle, one of America’s leading retail 
consultancies, and an authority on retail trends. He has developed retail strategies for such compa-
nies as McDonald’s, T-Mobile, and Coca-Cola. Willard n. ander (Crystal Lake, IL) is Senior Partner 
at McMillan|Doolittle. He focuses on retail concept development and assessment, and is a frequent 
speaker at retailing seminars and conferences. Will has worked with such clients as Procter & Gamble, 
Best Buy, and DuPont.
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The Cool Factor
Building Your Brand’s Image Through Partnership Marketing

Del Breckenfeld

An inside look at how companies develop the cool factor—and cash  
in on it

Cool is a mysterious substance few can predict. It’s difficult to identify, 
impossible to measure, and usually appears spontaneously. But there is one 
thing every marketer knows about cool—nothing increases sales like cool 
does. In The Cool Factor, Del Breckenfeld, a long-time marketer at Fender 
Musical Instruments Corp., presents an inside look at how Fender became  
the coolest name in musical instruments and how marketers at Fender part-
nered with cool products, musicians, and events to up their “cool factor” even 
more. Based on firsthand examples from inside Fender, The Cool Factor offers 
lessons for every marketer in any industry.

Del Breckenfeld (Corona, CA) is Director of Entertainment Marketing at Fender Musical 
Instruments Corp., the biggest name in electric guitars and amplifiers.

Shiny Objects Marketing
Using Simple Human Instincts to Make Your Brand Irresistible

David LaBonte

An effective way to appeal to the intrinsic needs of consumers and create 
brands that can’t be ignored

Shiny objects are those things we can’t help but be interested in. Some things 
simply demand the attention of consumers. Shiny Objects Marketing takes 
this principle to heart and uses it to turn regular brands into irresistible shiny 
objects. The book explains to readers what makes a shiny object—it grabs atten-
tion, drives curiosity, demands to be touched, and ultimately demands to be 
bought—and then shows them how to adapt these principles to their product or 
service. Shiny Objects Marketing shows readers how to turn their products and 
services into their customers’ shiny objects and uses simple models, case stud-
ies, and examples, as well as interviews with marketers, to show how to put the 
technique to work in the real world.

David laBonte (Irvine, CA) has more than 30 years of experience in marketing, advertising,  
and branding. He is President and Partner of Ad Matrix, a California–based marketing and  
advertising agency.
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The Peebles Path  
to Real Estate Wealth
How to Make Money in Any Market

R. Donahue Peebles

Real estate mogul R. Donahue Peebles provides a 
comprehensive primer for small real estate inves-
tors—including how to create wealth in the  
current down market

Drawing from the classic lessons of economics, his per-
sonal experience in profiting during bear real estate 

markets, case studies from across the nation, and the latest 
information on programs and data available to the public, 
R. Donahue Peebles presents his latest treatise on building 
wealth in America. With foreclosures skyrocketing, there is 
plenty of money to be made in real estate investing—as long 
as investors know how to tap into it. In The Peebles Path to 
Real Estate Wealth, Peebles explains the current crisis and 
what readers can expect to happen to the real estate market. 
Then, he shows investors how to benchmark real value in 
housing and use those metrics to find great deals. With the 
skills and tactics they’ll find here, readers will have all the 
tools they need to profit in any market—even during the cur-
rent downturn.

r. Donahue Peebles (Miami, FL) is Chairman and CEO of The Peebles 
Corporation, one of the nation’s most successful real estate investment firms 
A leading developer and entrepreneur, Peebles’ portfolio includes four-star 
hotels and residential and commercial properties in Las Vegas, San Francisco, 
Washington D.C., and Miami Beach. His current projects include the $2.6 
billion Las Palmas Resort and Casino in Las Vegas and an 80-acre coastal 
commercial center just south of San Francisco; past projects include historic 
Marriott Courtyard Hotel in Washington, D.C., as well as the Royal Palm Hotel 
and the Bath Club, both on Miami Beach. Mr. Peebles was formerly the chair-
man of the Greater Miami Convention and Visitors Bureau. He and his projects 
have been featured in the New York Times, the Washington Post, Forbes, Inc., 
USA Today, and the Wall Street Journal, and he has been profiled on CNBC, the 
CNBC High Net Worth Show, and CNN Financial Network. He is also the author 
of The Peebles Principles (978-0-470-09930-8), from Wiley.

Marketing Campaign

• National Publicity

• Online Advertising

• Promotion on PeeblesCorp.com
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Short-Sale Pre-Foreclosure Investing
How to Buy “No-Equity” Properties Directly from the Bank— 
at Huge Discounts

Dwan Bent-Twyford and Sharon Restrepo

The master of foreclosure investing offers moneymaking tips and  
inside advice

Short-Sale Pre-Foreclosure Investing shows investors how to take advantage 
of the big moneymaking opportunities in the foreclosure market. Based on 
their years of experience in foreclosure investing, Dwan Bent-Twyford and 
Sharon Restrepo show readers how to buy properties at half price, negotiate 
with banks, buy low and sell high, and stay ahead of the real estate market for  
continuous profits. 

Dwan Bent-Twyford (Bailey, CO) is called “The Queen of Short Sales” and is the country's leading 
guru on buying foreclosure properties directly from lenders. She also operates boot camps for real 
estate investors. Sharon restrepo (Delray Beach, FL), along with Bent-Twyford, is coauthor of sev-
eral real estate home study courses and cofounder of four real estate companies. 

Selling Real Estate Services
Third Level Secrets of Top Producers

Robert A. Potter

A comprehensive guide to winning and retaining real estate services clients

Elite real estate service providers—the top 5%—do well in good and bad mar-
kets. That’s because they engage clients at a deeper personal and professional 
level: a Third Level. Where most real estate professionals are wasting time 
trying to force clients to recognize and value increasingly nuanced differences 
in their capabilities, elite Third Level service providers win in competition by 
finding and aligning to what is unique about the client, the property, client 
preferences, and each client’s decision process. Selling Real Estate Services is 
the first comprehensive guide to helping real estate service providers compete 
and win with Third Level service. 

robert a. Potter (San Anselmo, CA) is a commercial real estate sales and strategy speaker, train-
er, and consultant. His clients include some of the best-known real estate service firms, including 
Colliers, Cushman & Wakefield, Grubb & Ellis, GE, and Wells Fargo.
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Real Estate

How to Sell a House Fast  
in a Slow Real Estate Market
A 30-Day Plan for Motivated Sellers

William Bronchick and Ray Cooper

Tactics and strategies for getting the best price  
in a stagnant market

With a slowing real estate market combined with a pos-
sible recession, selling a home can be difficult. Many 

homeowners owe more than the value of their homes but 
can’t afford their mortgages. In this challenging real estate 
environment, it’s not enough to simply list a home and wait; 
motivated sellers actually have to sell their homes. Through 
aggressive marketing techniques, advertising, strategic repairs 
and upgrades, home staging, and many other creative and 
effective tactics, homeowners can finally stop whining about 
the market and do something different—like finally sell their 
home. For struggling homeowners who have the guts to do it 
right and do it themselves, this is the ultimate guide to getting 
the best price as fast as possible.

William Bronchick (Aurora, CO) is CEO of Legalwiz Publications, as well as an 
attorney, entrepreneur, speaker, and coauthor, with Robert Dahlstrom, of the 
bestselling book, Flipping Properties: How to Generate Instant Cash Profits in 
Real Estate (978-1-4195-3551-2). He is also cofounder and President of the 
Colorado Association of Real Estate Investors.

Marketing Campaign

• National Publicity

• Tie-in to Author’s Speaking Schedule

• Promotion in Author’s E-Newsletter
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Real Estate

Foreclosure Myths
77 Secrets to Saving Thousands  
on Distressed Properties

Ralph R. Roberts and Chip Cummings

Inside advice, tips, and tactics for making big money 
in foreclosures

In Foreclosure Myths, bestselling REALTOR® Ralph 
Roberts and Certified Mortgage Consultant Chip 

Cummings debunk 77 persistent myths that prevent would-be 
homeowners and real estate investors from taking advantage  
of the profit to be had in foreclosures. Those myths include: 

•  Foreclosure properties always need a lot of repairs 
•  Buying doesn’t make sense while foreclosure rates  

are rising and more homes are on the market 
•  Real estate agents always have first pick at the  

good deals 
•  Buyers can’t get pre-approved for a loan on a foreclosure 
•  Buyers can’t do anything to help out distressed owners 

Roberts and Cummings show readers how to find, evaluate, 
and buy foreclosure properties at a discount and how inves-
tors can use other people’s money to finance their invest-
ments. In addition, the book features quotes and firsthand 
stories from top industry professionals and handy resources 
like national and state foreclosure guidelines, sample forms, 
checklists, and all the other tools everyday investors need to 
earn a profit buying, fixing up, and selling or renting out fore-
closure properties. 

ralph r. roberts (Washington, MI) is one of the nation’s top real estate sales-
men and an award-winning speaker and author. He is the author of several books, 
including Advanced Selling For Dummies (978-0-470-17467-8) with Joe Kraynak 
and Walk Like a Giant, Sell Like a Madman (978-0-470-37281-4), both from Wiley. 
chip cummings (Grand Rapids, MI) has originated more than $1 billion in home 
loans as a broker, banker, and president of two mortgage companies. 

Marketing Campaign

• National Publicity

• Online Advertising

• Tie-in to Author’s Speaking Schedule

• Promotion on RalphRoberts.com/blog
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Selling Your Business For Dummies
Lisa Holton

A hands-on tool for conducting the successful, profitable sale of a business

As business owners gray, trends have shown that they start thinking of cashing out. Selling 
Your Business For Dummies gives readers expert tips on every aspect of selling a business, 
from establishing a realistic value to putting their business on the market to closing the deal. 
It helps them create sound exit plans, find and qualify, find and qualify a buyer, conduct a sale 
negotiation, and successfully transition the business to a new owner. The accompanying CD 
is packed with useful questionnaires, worksheets, and forms for prospective sellers, as well 
as a blueprint for customizing and assembling information into business sale presentation 
materials sale presentation materials —including snapshots of revenue and profit history, 
financial condition, market conditions, brand value, competitive arena, growth potential, con-
fidentiality agreements, and other information that supports the sale price.

Taxes 2009 For Dummies
Eric Tyson, MBA, Margaret A. Munro, EA, and David J. Silverman, EA

The one-stop tax guide for the first-time or last-minute filer

Updated and revised for the 2008 tax year, Taxes 2009 For Dummies is the only tax guide 
on the market that walks readers through the major tax forms line by line, including the 
1040 Schedules A through E. Filled with helpful tips and strategies for filing income tax 
returns accurately and on time, this book is aimed at individuals who want to do their 
own taxes without hiring a preparer. Financial expert Eric Tyson teams up with tax experts 
Margaret Munro and David Silverman to answer the most frequently asked tax questions 
in plain English.

eric Tyson, MBa, is a financial counselor and the author of bestselling For Dummies books on 
personal finance, investing, and small business. Margaret a. Munro, ea (Montpelier, VT), is an 
enrolled agent with decades of experience in handling tax cases. David J. Silverman, ea (New 
York, NY), is also an enrolled agent with more than 30 years of experience as a tax preparer.
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Market Timing For Dummies
Joe Duarte, MD
Easy-to-use tools for applying timing methods to an investment strategy
Market timing is a trading strategy in which the investor attempts to predict future price 
movements through the use of various fundamental and technical analysis tools. Market 
Timing For Dummies provides readers with a thorough introduction to this trading mecha-
nism, as well as proven methods for accurately predicting market trends. It discusses the vari-
ous strategies that are used in timing the markets and shows investors how to incorporate 
these trend-tracking techniques into their own investment strategy  
to increase their returns.

Joe Duarte, MD (Dallas, TX) is a leading independent analyst focusing on intelligence, energy, and geo-
politics and their effect on the financial markets. One of CNBS's original "Market Mavens," Dr. Duarte 
has been writing about the financial markets since 1990.

Business Valuation For Dummies
Lisa Holton
Expert, step-by-step guidance on determining the value of a business
Essential for anyone buying a business, selling a business, participating in a merger or acquisi-
tion, or evaluating for tax, loan, or credit purposes, Business Valuation For Dummies provides 
readers with the information they need to successfully and accurately place a value on any 
business. Filled with practical, real-world examples that business owners, managers, investors, 
and students can use, it contains a solid framework for valuation, including advice on analyz-
ing historical performance, evaluating assets and income value, understanding a company’s 
financial statements, estimating the cost of capital, creating business valuation models, and 
applying those models to different types of businesses.

lisa Holton (Evanston, IL) is a former business editor and reporter for the Chicago Sun-Times and a 
former editor with the Thomson Corporation.

Mergers & Acquisitions For Dummies

A hands-on guide to taking advantage of these high-power deals
Mergers & Acquisitions For Dummies is for business owners and investors/venture capitalists 
along with those in private equity firms who are looking to grow their business or invest in 
a business by getting involved in a merger with or acquisition of another company. Going 
beyond the case studies of other books, this practical guide provides step-by-step techniques 
and real-world advice for making such a business transaction happen. It discusses the entire 
M&A process step by step—from the different types of transactions and structures and 
choosing the best option to raising funds and partnering, identifying targets, conducting 
business valuations, doing due diligence, and closing the purchase agreement. In order to 
insure the transaction's success, there's an extended section on transition and integration.
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Swing Trading For Dummies
Omar Bassal, CFA
A plain-English guide to this risky but profitable investing strategy
Swing trading is named after the strategy of taking advantage of brief price swings in strong-
ly trending stocks and riding the momentum in the trend’s direction—buying if the trend is 
up or selling short if the trend is down. Swing Trading For Dummies gives readers expert advice 
on how to increase their profits and limit their risks by using this popular trading method. It 
helps them determine the best time to use a swing trading strategy, providing sample trad-
ing plans and real-world examples of swing trading successes. Swing trader wannabes will 
discover how to understand the markets, manage risk, use leverage, trade with fundamentals, 
and comprehend technical analysis.

omar Bassal, cFa (Arlington, VA), is a portfolio manager at an asset management firm. He holds the 
CFA Charter and has an MBA with honors from the Wharton School of Business.

Mortgages For Dummies, Third Edition
Eric Tyson, MBA and Ray Brown
Now updated! The proven guide to negotiating the best mortgage terms—
and surviving today’s lending crisis
In today’s hostile real estate market, homebuyers and owners are daunted by the prospect 
of securing a mortgage. In Mortgages For Dummies, Third Edition, bestselling personal finance 
authors Eric Tyson and Ray Brown give borrowers timely solutions, whether they need a loan 
to buy their first home, want to refinance their existing mortgage in the face of escalating 
payments, or tap into the equity they’ve built up. This revised edition features up-to-the-min-
ute information on subprime and adjustable-rate mortgages, as well as updated worksheets 
and tools for calculating the costs and payments associated with a mortgage. Tyson and 
Brown decipher the jargon and point out all the fiscal pitfalls that borrowers need to know, 
showing them how to determine their borrowing power, select the right loan, find the best 
lender and options, and fill out all the paperwork correctly. This no-nonsense, comprehen-
sive resource is a must for every homeowner or  homeowner-to-be. 

For eric Tyson's biography, see page 67.

Property Management Kit For Dummies, Second Edition
Robert S. Griswold, MBA
Now updated with more tools for making property management even  
easier—and a bonus CD
Property managers have to wear different hats in their business—host, handyman, advertiser, 
bookkeeper, and even counselor. Property Management Kit For Dummies, Second Edition helps 
readers keep their sense of humor as well as their sanity as they establish and maintain rental 
properties. This practical guide provides expert tips and advice on everything from finding and 
insuring properties, moving tenants in and out, and understanding taxes to keeping properties in 
good order and assembling a team of professionals to help. It also offers tools and resources for 
landlords who are in charge of commercial and multi-resident properties. The bonus CD, new  
for this edition, features sample rental contracts, financial worksheets, marketing templates,  
and other valuable tools that simplify the day-to-day operations of a property manager.

robert S. Griswold, MBa (San Diego, CA), is a successful real estate investor and hands-on  
property manager. He is coauthor of Real Estate Investing For Dummies (978-0-7645-2565-0).
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Guerrilla Marketing For Dummies
Jonathan Margolis

Timely advice on using hip, irreverent methods to connect with consumers
Guerrilla Marketing For Dummies provides entrepreneurs and small to mid-size businesses 
with cutting-edge, unconventional marketing solutions that achieve maximum results from 
minimal resources. Using a hands-on approach, this savvy guide covers such hot trends as 
buzz marketing, product placement, viral marketing, grassroots marketing, and experiential 
marketing. It shows readers how, using equal parts hard work and imagination, they can cut 
through the constant marketing clamor to get the consumer’s attention where he or she 
lives, works, and plays. Also addressed are new online media options and blogs as avenues for 
reaching the target market and differentiating products and brands from the competition.

Jonathan Margolis (New York, NY) is the cofounder of the Michael Alan Group, a recognized leader in 
nontraditional guerrilla marketing. Jonathan and the Michael Alan Group specialize in innovative grass-
roots, street-level, viral, stunt, event, word-of-mouth, experiential, and buzz marketing.

Cross-Cultural Selling For Dummies

The fun and easy way® to grow a business with multicultural customers
Even though today’s marketplace has gone global, traditional entrepreneurial salespeople 
tend to market and sell to those who are just like them—thereby limiting both their exposure 
and their potential. Cross-Cultural Selling For Dummies tears down the race and ethnic barri-
ers that hold salespeople back, offering expert advice and tools for communicating with and 
selling to customers with diverse backgrounds. This practical guide examines some of the 
common conflicts that arise between cultures in the business world, showing readers how to 
effectively reach out to different cultures with marketing and cultural-specific business prac-
tices. It also shows people how to achieve success by respecting cultural differences, covering 
everything from acceptable ways to greet customers and correct distances to stand from 
clients to strategies for customizing sales presentations and products and services.

Social Media Marketing For Dummies
Gary E. Haffer

The first-ever practical guide to marketing through Facebook, MySpace, 
and other social networking and Web 2.0 sites
Social media marketing is the next big thing in online marketing—an inexpensive yet highly 
effective way to reach targeted audiences. This handy guide helps people select the right 
social media outlets for a campaign, set up compelling pages for a product or service, and 
optimize them to attract clicks and clients. Topics covered include transforming marketing 
materials into effective content, building effective landing pages, establishing links that pull 
visitors, setting up analytics to assess a campaign, updating a campaign to maintain effective-
ness, and search engine optimization for social networking pages. This is an indispensable 
resource for small businesses and start-ups looking for low-cost online marketing strategies, 
as well as for marketers at larger companies who want to add a social media component.

Gary e. Haffer (Belmont, MA) is Director of Sales and Marketing for SpiderSplat Consulting, a firm that 
specializes in search engine and social media marketing.
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Investing For Dummies, Fifth Edition
Eric Tyson, MBA

Now updated! The bestselling guide to smart, successful investing
Revised and updated to keep pace with the ever-evolving world of investing, Investing For 
Dummies, Fifth Edition provides novice investors with Eric Tyson’s time-tested investment 
advice along with updates to his investing recommendations and strategies that reflect 
changing market conditions. This authoritative, no-nonsense guide shows readers how to be 
their own investment expert—even in a down market—with timely coverage of all aspects 
of investing so they can make informed financial decisions. Tyson provides updated and 
expanded information on investing resources, tax laws, investment options (including the 
popular exchange-traded funds), and the real estate market. He helps readers learn how to 
spot good and bad investments, diversify their portfolio, maximize investments for college 
and retirement, and even open a small business. As always, Tyson also addresses the latest in 
technology and online trading, making Investing For Dummies, Fifth Edition the time-tested 
resource that no investor can afford to be without.

For eric Tyson's biography, see page 67.

Index Investing For Dummies
Russell Wild, MBA

A recommended, proven way to broaden portfolios and profits

Recommended by finance experts and used extensively by institutional investors, index funds 
and exchange-traded funds (ETFs) provide unmanaged, diversified exposure to a variety of 
asset classes. Index Investing For Dummies shows active investors how to add index invest-
ments to their portfolios and make the most of their money, while protecting their assets. It 
features plain-English information on the different types of index funds and their advantage 
over other funds, getting started in index investing, using index funds for asset allocation, 
understanding returns and risk, diversifying among fund holdings, and applying winning 
strategies for maximum profit.

russell Wild, MBa (Allentown, PA), has a graduate certificate in personal financial planning and is a 
NAPFA-registered financial advisor, registered with the Pennsylvania Securities Commission. His firm, 
Global Portfolios, specializes in providing retirement planning and global portfolio diversification  
through the use of fund management. He is the author of Exchange-Traded Funds For Dummies  
(978-0-470-04580-0) and Bond Investing For Dummies (978-0-470-13459-7).

Managing Your Money All-in-One For Dummies 

A big, smart, user-friendly guide to managing money in today’s  
uncertain market
Combining expert money management and personal finance tips from our top business and 
personal finance books, Managing Your Money All-in-One For Dummies is a valuable one-stop 
resource for readers looking to get a handle on their finances. This hands-on guide covers 
everything from getting the best mortgage, paying off debt, and saving for the future, to scal-
ing back on expenses, repairing or improving a credit rating, planning an estate, and banking 
online. Readers will discover how to protect themselves from bankruptcy and foreclosure, 
retire comfortably, choose a college savings plan, obtain the right insurance, and much more.
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Estate & Trust Administration For Dummies
Margaret Atkins Munro, EA, and Kathryn A. Murphy, Esq.

An easy-to-follow guide to executing an estate or trust

Settling an estate and administering a trust can be complicated, messy, and time- 
consuming for individuals named as executor or trustee—most of whom have no previ-
ous experience with such matters. Estate & Trust Administration For Dummies provides all 
the information the reader needs to confidently and correctly execute the assets, debt, 
and property according to the deceased’s wishes and the law. This practical, authoritative 
guide contains advice for handling estates and trusts large or small, offering solid advice 
on reading and interpreting documents and helping one’s heirs avoid paying too much 
(or too little). It also shows readers how to take care of a loved one’s estate in the event 
that a will or trust was never created.

Margaret atkins Munro, ea (Essex Junction, VT), is a tax advisor and writer with more than 30 
years’ experience in various areas of taxation and finance. Her practice is concentrated in the 
areas of trusts, estates, family tax, and small business. She is coauthor of Taxes For Dummies 
2008 (978-0-470-17567-5). Kathryn a. Murphy, esq. (Wayland, MA), is an attorney with over 20 
years' experience in estate planning and administration. She has extensive experience in the 
administration of estates both large and small, trust administration, and the preparation of estate 
and gift tax returns. Margaret and Kathryn are the only author team on the market consisting of an 
estate and trust tax professional and an attorney.

Medicare Prescription Drug Coverage  
For Dummies
Patricia Barry

The fun and easy way® to understand the Medicare Part D program

Medicare Prescription Drug Coverage for Dummies helps readers in different circumstances 
identify their best options under the Medicare Part D prescription drug program. This 
friendly, easy-to-read guide unravels the complexities of Part D and is an essential tool 
for consumers making critical decisions about their drug coverage—whether they’re 
new to Medicare or already in the program. It explains how to find the best deal among a 
bewildering variety of choices, how Part D works with other kinds of drug coverage, how 
to troubleshoot problems and avoid pitfalls and scams. It is a valuable resource for both 
people on Medicare and caregivers trying to help them. 

Patricia Barry (Chevy Chase, MD), a senior editor of the AARP Bulletin, is a recognized expert on 
Medicare Part D.
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Retail Business Kit For Dummies
Second Edition

Rick Segel

Now updated with key tools for competing against the big chains

In the last five years, independent retailing has gone from a period of struggle and  
survival-of-the-fittest to ultimately rebounding into what experts believe is the most 
lucrative time for independents to succeed in recorded history. Retail Business Kit For 
Dummies, Second Edition shows retail entrepreneurs how to launch and grow a success-
ful independent retail business in today’s marketplace, focusing on the two key fac-
tors that have leveled the playing field—e-commerce and the importance of creating 
positive “shopping experiences.” This revised and updated guide helps both novices 
and seasoned retail professionals with every aspect of the business, from inventory 
management to establishing a connection with consumers. It offers expert advice on 
establishing an e-commerce site that attracts visitors and increases sales, both on the 
Web and at a brick-and-mortar shop. The bonus CD features forms, templates, and 
worksheets that help retail business owners simplify everything from inventory  
management and invoices, to store layout and online development.

rick Segel (Poinciana, FL) is a retail consultant for Microsoft and is the Online Retail Marketing expert  
for Staples. He has more than 25 years of retail business experience.

eBay Business All-in-One Desk Reference  
For Dummies
Second Edition

Marsha Collier

One-stop shopping on the latest features of eBay and how to make the most of 
them

Targeted at both would-be and existing eBay sellers looking to generate a steady income 
from the site, this new edition of a bestseller is now updated to get readers caught up 
with all the changes that have occurred with eBay since the previous edition. More than 
40 percent revised and updated content covers the eBay interface, tools, and services, and 
discusses new ways to effectively find, list, and market items.

Marsha collier (Los Angeles, CA) is a highly respected eBay expert noted for eBay titles in the For 
Dummies series as well as her seminar teaching. With multiple editions of the bestselling eBay 
For Dummies (978-0-470-04529-9) and Starting an eBay Business For Dummies (978-0-470-14924-9) 
under her belt, her books have sold more than 1 million copies. She teaches at the yearly eBay Live 
conference and is a go-to expert on all things eBay in the media, having appeared on NBC’s Today 
show and ABC’s The View. She maintains a popular eBay help site at coolebaytools.com, a blog at 
mcollier.blogspot.com, and sends out an e-mail newsletter to more than 15,000 subscribers.
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Successful Time Management For Dummies
Dirk Zeller
The fun and easy way® to make more time for the good things in life

Millions of Americans don’t have the time to experience the best things in life—time with 
family, vacations, healthy exercise, even sex! Thankfully, Successful Time Management For 
Dummies shows stressed-out employees from administrative assistants to CEOs how to 
get rid of the time-wasters and distractions that eat up too much time while offering real, 
practical solutions for working better and faster. And that means less time in the office 
and more free time with family, friends, or even just ourselves.

Dirk Zeller (Bend, OR) is CEO of two nationally known companies and the author of Success as  
a Real Estate Agent For Dummies (978-0-471-79955-9) and Telephone Sales For Dummies  
(978-0-470-16836-3).

The Art of Small Talk For Dummies

A savvy guide to always knowing what to say—and when to say it

Small talk is more than just a conversation technique—it’s a skill. Individuals who are 
good at small talk are often more persuasive, more influential, more appreciated, and 
more respected. The Art of Small Talk For Dummies gives readers all the tools they need to 
make better first impressions, communicate more effectively, and build a social network. 
It also helps them walk that fine line between leaving a good impression and carrying 
small talk too far. Readers discover how to establish an easy rapport with almost anybody, 
develop more self-confidence, and ensure productive and rewarding relationships in all 
areas of their lives, from home and work to school and all types of social situations.

Paper • 978-0-470-29034-7
$19.99 US • $21.99 CAN
384 pages • 7 3⁄ 8 x 9 1⁄ 4 • 20 books per carton
All Rights
BUSineSS / TiMe ManaGeMenT
DeceMBer / In stores December 10

Paper • 978-0-470-39662-9
$19.99 US • $21.99 CAN
360 pages • 7 3⁄ 8 x 9 1⁄ 4 • 20 books per carton
All Rights
BUSineSS SelF-HelP
DeceMBer / In stores December 10
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Enterprise Risk Management
A Methodology for Achieving Strategic Objectives

Gregory Monahan

Essential guidance on discovering the risks involved with corporate  
strategic plans

Examining operational risk management in particular strategic plans as well as 
a proven methodology—Strategic Objectives At Risk (SOAR)—Enterprise Risk 
Management prescribes a process for measurement of risk associated with the 
achievement of strategic objectives. Written for CFOs, risk managers, and chief 
strategy officers, this book enables readers to gain a better understanding of the 
factors that influence the outcomes of their actions relating to the management 
of strategic objectives. Part of the Wiley/SAS Business Series, Enterprise Risk 
Management covers essential topics including defining enterprise risk man-
agement, strategic objectives, the at-risk concept, strategic objectives at risk 
(SOAR)—the methodology, set metrics for defined strategic objectives, SOAR 
dashboard, and existing enterprise risk management approaches.

Greg Monahan (New South Wales, Australia) is a consultant and the former head of the Risk 
Practice for SAS Australia. His consulting clients include SAS and the University of New South Wales. 
While at SAS Australia he helped define and execute the marketing strategy for risk management 
products. As a consultant, Greg teaches and advises clients on risk management techniques.

Tactical Transparency
An Executive’s Guide to Preparing and Implementing  
a Transparency Strategy

Shel Holtz and John C. Havens

How to create a transparency strategy that keeps organizations competitive

Based on interviews with leaders and communicators in companies that have 
achieved measurable success though the implementation of transparency 
strategies, Tactical Transparency helps organizations determine the steps 
organizations need to take to execute their strategy. The authors explain the 
business rationale for transparency and show how a company can effectively 
communicate its transparency, particularly through blogs and other new 
media, always using appropriate "netiquette.".

Shel Holtz, aBc (Accredited Business Communicator) (Concord, CA), is Principal of Holtz 
Communication + Technology. His clients have included Intel, Sears, PepsiCo, Aetna, The World 
Bank, Disney, and FedEx among others. John c. Havens (Maplewood, NJ) is currently Vice 
President of Business Development for BlogTalkRadio.com.

Hardcover • 978-0-470-37233-3
$65.00 US • $72.00 CAN
224 pages • 6 x 9 • 56 books per carton
All Rights
ManaGeMenT
ocToBer / In stores September 26

Hardcover • 978-0-470-29370-6
$34.95 US • $37.95 CAN
288 pages • 6 x 9 • 44 books per carton
All Rights
ManaGeMenT
noVeMBer / In stores November 7
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Drive Business Performance
Enabling a Culture of Intelligent Execution

Bruno Aziza and Joey Fitts 
Foreword by Robert S, Kaplan and David P. Norton

A pragmatic guide for world-class decision making

Today’s executives are expected to drive results faster than 
ever before. In Drive Business Performance: Enabling a 

Culture of Intelligent Execution, performance management 
thought leaders Bruno Aziza and Joey Fitts share their consider-
able knowledge and experience to provide explicit steps that will 
guide readers in improving performance management within 
their own organizations.

Starting with a Foreword by Dr. Robert S. Kaplan and Dr. David 
P. Norton, creators of the revolutionary Balanced Scorecard 
approach, Drive Business Performance reveals how to effectively 
align performance with technology, creating a best-in-class infor-
mation management system and amplifying individual employee 
impact.

This groundbreaking guide provides a deep understanding of how 
to achieve enterprise performance management objectives, backed 
up by firsthand accounts from Fortune 500 companies who are 
winning by building accountability, intelligence, and informed 
decision making into their organizational DNA. Drive Business 
Performance explains the competitive advantage experienced by 
organizations that create and manage a “Culture of Performance.”

Filling a gap in the literature on managing performance, Drive 
Business Performance demystifies performance management with 
detailed guidance for organizations to replicate top performers’ 
results, including the recommended skills and assets needed to suc-
cessfully compete in today’s business environment.

Bruno aziza (Seattle, WA) has led marketing, sales, and operations teams at 
various technology firms, including Apple, Business Objects, and Decathlon. He 
currently works on Microsoft’s Global Business Intelligence strategy. Joey Fitts 
(Seattle, WA) currently works on Microsoft’s Global Business Intelligence Partner 
strategy and has consulted over 25 of the Fortune 500, guest-lectured Harvard 
Executive Education programs, and raised over $16 million in venture capital.

Marketing Campaign

• National Publicity

• Tie-In to Authors' Speaking Schedule

• Promotion at Microsoft Events

• Online Promotions

Hardcover • 978-0-470-25955-9

$39.95 US • $43.99 CAN

320 pages • 6 x 9 • 28 books per carton

All Rights

ManaGeMenT

aVailaBle

Microsoft Executive Leadership Series
New to the Microsoft Executive Leadership Series—thought leadership and best practice insights for business 
decision makers and information systems executives in the global marketplace.
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Answering the Ultimate Question
How Net Promoter Can Transform Your Business

Richard Owen and Laura Brooks

A more effective way of measuring customer satisfaction

“Would you recommend this company to your friends and colleagues?” That 
question, based on Fred Reichheld’s The Ultimate Question, challenged the 
conventional wisdom of customer satisfaction surveys and pointed to a faster, 
more accurate way of gauging customers’ real feelings about a company. It 
also provided a quantitative measure for establishing a baseline and effectively 
tracking changes going forward—The Net Promoter Score (NPS). Based on 
numerous case studies and findings from more than 80 companies, Answering 
the Ultimate Question shows readers how to use NPS to install and embed 
Net Promoter discipline in organizations of all types.  

richard owen (Foster City, CA) is CEO of Satmetrix and Dr. laura Brooks (Foster City, CA) is vice 
president of research and consulting. Satmetrix is the codeveloper of Net Promoter™ and the 
leading global provider of on-demand software applications and consulting services to measurably 
improve customer loyalty.

From Assets to Profits
Competing for IP Value and Return
Second Edition

Bruce Berman

Industry-leading managers and investors show how to incorporate the best 
intellectual property rights into the latest business models

The information age is opening new doors. Intellectual property rights such 
as patents, copyrights, and trademarks are among companies’ most valuable 
assets. Today, managers, executives, and investors must understand the funda-
mentals of IP to be in a position to make informed business decisions. Edited 
by industry expert Bruce Berman and with contributions from the top names in 
IP management, investment, and consulting, From Assets to Profits provides a 
detailed look at how intellectual property assets work and what professionals 
need to know about them to succeed in today’s competitive business environ-
ment. From Assets to Profits, explores how recent developments are forcing 
businesses to reexamine their approach to innovation and performance, and 
explains how to recognize IP assets and deploy them for the best return.

Bruce Berman is CEO of Brody Berman Associates, Inc. in New York, the leading communications 
and consulting firm for intellectual property managers, owners, and investors. He is the editor  
of the Wiley anthologies Making Innovation Pay (978-0-471-73337-9) and From Ideas to Assets 
(978-0-471-40068-4). He is on the editorial board of Patent Strategy & Management and writes  
a regular column for IAM magazine “IP Investor.”

Hardcover • 978-0-470-26069-2
$29.95 US • $32.95 CAN
280 pages • 6 x 9 • 44 books per carton
All Rights
ManaGeMenT
ocToBer / In stores October 24

Hardcover • 978-0-470-22538-7
$45.00 US • $50.00 CAN
320 pages • 7 x 10 • 30 books per carton
All Rights
Prior Edition: 978-0-471-40068-4
ManaGeMenT
DeceMBer / In stores December  2
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The Right Leader
Selecting Executives Who Fit

Nat Stoddard with Claire Wyckoff

A trailblazing approach to choosing executives who both match the needs 
and fit the cultures of the organizations they will lead

Leadership failures damage or even destroy companies every day. To reduce the 
costs of leadership failure, the author has developed a revolutionary process for 
selecting executives based on his years of consulting for some of America’s larg-
est corporations. The Right Leader details this new approach and how it elimi-
nates the leadership failures that plague so many companies around the world 
today. When executives don’t address the right needs, or can’t lead the organi-
zation because of a poor fit with the corporation’s cultures, the company loses 
competitive advantage, talented people, and momentum. The Right Leader 
introduces the revolutionary Match-Fit Model and explains how it reduces the 
risks and costs of executive failure by changing the factors that are considered 
and by taking into account the cultural dynamics at play in any organization. 

nat Stoddard (New York, NY) is Chairman of Crenshaw Associates, a New York–based consulting 
firm specializing in career and transition management for senior executives. claire Wyckoff (New 
York, NY) is an accomplished writer and editor, who has held executive positions in both the  
corporate and nonprofit sectors.

SwitchPoints
Culture Change on the Fast Track to Business Success

Judy Johnson, Les Dakens, Peter Edwards, and Edward (Ned) Morse

A compelling story of culture’s role in transforming business results,  
from the experts who achieved it

CN (Canadian National Railway Company and its subsidiaries) went from 
worst to first in a few short years, rising to become the top-performing North 
American railroad, and a favorite among customers and investors alike. 
SwitchPoints tracks the way in which a company-wide culture change trans-
formed this transportation giant into an even stronger, more profitable compa-
ny. Through this book, two CN executives share their story with the help of the 
Continuous Learning Group (CLG) consultants who aided them in the culture 
change process. Some of the important issues addressed include recognizing 
when a company is in disarray; using the “Five Guiding Principles” of service, 
cost control, asset utilization, safety, and people to outperform the competition; 
and focusing on Q4 Leadership to achieve sustainable results. Changing the 
culture of a company can be difficult, but with the information and practical 
advice found in SwitchPoints, leaders can improve the performance and profit-
ability of any organization.

Judy Johnson, PhD (Pittsburgh, PA), is a Partner with CLG. les Dakens (Toronto, Ontario) is Senior 
Vice President of People for CN. Peter edwards (Montreal, Quebec) is Vice President of Human 
Resources for CN. edward (ned) Morse (Atlanta, GA) is a Senior Partner with CLG.

Hardcover • 978-0-470-34450-7
$29.95 US • $32.95 CAN

256 pages • 6 x 9 • 34 books per carton
All Rights

ManaGeMenT
DeceMBer / In stores December 9

Hardcover • 978-0-470-28383-7
$29.95 US • $32.95 CAN

256 pages • 6 x 9 • 30 books per carton
All Rights

ManaGeMenT
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Paperback Original

Strategic Communications for Nonprofits
A Step-by-Step Guide to Working with the Media 
Second Edition

Kathy Bonk, Emily Tynes, Henry Griggs, and Phil Sparks

Tools for getting your nonprofit’s message out in a strategic way

This practical book, part of the new Jossey-Bass Nonprofit Guidebook Series, 
helps nonprofits align their communications strategy with their mission by 
tailoring best practices from the business world specifically for the social sec-
tor. It offers a unique combination of step-by-step guidance on effective media 
relations and assistance in constructing and developing an overall communi-
cations strategy aimed at creating social or policy change.

Kathy Bonk (Washington, DC) is a cofounder and the Executive Director of the Communications 
Consortium Media Center (CCMC). emily Tynes (Washington, DC) is a cofounder and Vice President 
of CCMC. Henry Griggs (New York, NY) and Phil Sparks (Alexandria, VA) are cofounders of CCMC.

The Charismatic Organization
Eight Ways to Grow a Nonprofit that Builds Buzz, Delights Donors,  
and Energizes Employees

Shirley Sagawa and Deborah Jospin

Shifting the paradigm to become a more effective nonprofit

This book shows how nonprofits can become more effective in everything they 
do by shifting their focus from just concentrating on the necessary functions—
like traditional fundraising, volunteer and staff recruitment, client outreach, 
and advocacy—to focusing on building a charismatic organization that naturally 
attracts and maintains the support needed to sustain all of these practices. The 
authors reveal how building charisma helps even a small organization grow a 
network of fundraisers and recruiters, energize staff, and attract publicity, advo-
cates, and other champions who will provide the support needed for any non-
profit to be sustainable.

Shirley Sagawa (Chevy Chase, MD) and Deborah Jospin (Chevy Chase, MD) run a successful  
nonprofit management consulting practice, working with dozens of clients, from large national  
nonprofits to small start-ups and local groups.

Paper • 978-0-470-18154-6
$37.95 US • $41.95 CAN
224 pages • 8 1⁄ 2 x 11 • 22 books per carton
All Rights 
Prior Edition: 978-0-7879-4373-8
nonProFiT
ocToBer / In stores September 26

Hardcover • 978-0-470-19546-8 
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ocToBer / In stores October 17
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CauseWired
Plugging In, Getting Involved, Changing the World

Tom Watson

An eye-opening guide to the massive societal impact of online social networks

For today’s super-wired, always-on, live-life-in-public young Americans, the causes 
they support define who they are. Societal aspirations have so permeated the “net 
native” population that causes have become like musical tastes. CauseWired illus-
trates wired causes in action, bringing real-world stories to readers.

The first book to track the massive societal impact on causes of online social net-
works—from blogs, to video, to the rise of social networks, CauseWired reveals 
the extraordinary influence of online social networks—in raising money for char-
ity, in changing the political climate and electing candidates, and in raising con-
sciousness for causes. 

From Facebook causes and campaigns on MySpace, to a raft of new startups and 
innovative projects, and political movements like the Obama campaign and Save 
Darfur, this immensely relevant book delivers actionable research and recommen-
dations to help readers launch their own successful wired social campaigns. 

Tom Watson (Mount Vernon, NY) is the publisher of onPhilanthropy.com and founder of newcritics.
com, an online journal of culture. A contributing writer to the Huffington Post with a 25-year profes-
sional career that includes the founding of two companies and several popular online publications, 
he is Chief Strategy Officer of Changing Our World Inc., a national philanthropic services company.

Working Across Generations
Defining the Future of Nonprofit Leadership

Frances Kunreuther, Helen Kim, and Robby Rodriguez

Making a smooth transition for leadership in the new millennium

This comprehensive look at the leadership transition and generational shift 
that the nonprofit sector faces gives readers practical advice on how they can 
prepare for this inevitable change in healthy ways. The authors present ideas 
on how to approach generational shifts in leadership so that the contributions 
of long-time leaders are valued, new and younger leaders’ talents are recog-
nized, and groups are better prepared to work across generational divides.

Frances Kunreuther (New York, NY) is the Director and Founder of the Building Movement Project, 
housed at the Hauser Center for Nonprofit Organizations at Harvard University. Helen S. Kim 
(Oakland, CA) is a consultant with experience in community organizing and fundraising. robby 
rodriguez (Albuquerque, NM) is the Executive Director of SouthWest Organizing Project (SWOP).

Hardcover • 978-0-470-37504-4
$27.95 US • $30.95 CAN

256 pages • 6 x 9 • 34 books per carton
All Rights

nonProFiT
noVeMBer / In stores November 14
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Wiley CPA Exam Review 2009
O. Ray Whittington and Patrick R. Delaney

Completely revised for 2009 and the new  
computerized CPA Exam

Published annually, this comprehensive, four-volume study 
guide for the Certified Public Accountants (CPA) Exam 
arms readers with detailed outlines and study guidelines, 
plus skill-building problems and solutions that help them 
identify, focus on, and master the specific topics that need 
the most work. Many of the practice questions are taken 
from previous exams, and care is taken to ensure that they 
cover all the information candidates need to pass the CPA 
Exam. Broken into four volumes—Regulation, Auditing 
and Attestation, Financial Accounting and Reporting, and 
Business Environment and Concepts—these top CPA Exam 
review study guides provide:

• More than 2,700 practice questions

• Complete information on the new simulation questions

• A unique modular structure that divides content into self-
contained study modules

• AICPA content requirements and three times as many 
examples as other study guides

o. ray Whittington, PhD, cPa, cMa, cia (Chicago, IL), is the Dean of the 
College of Commerce at DePaul University. He is also the author of Audit 
Sampling: An Introduction, Fifth Edition (978-0-471-37590-6), from Wiley. 
Patrick r. Delaney, PhD, cPa, was the department chair at Northern Illinois 
University. He spent nearly three decades as a respected colleague of John 
Wiley & Sons and was author of the Wiley CPA Exam Review and coauthor  
of Wiley GAAP: Interpretation and Application of Generally Accepted  
Accounting Principles.

Volume 1
auditing and attestation
Paper • 978-0-470-28601-2
$55.00 US • $61.00 CAN
672 pages • 12 books per carton
Prior Edition: 978-0-470-13521-1

Volume 2
Business environment and concepts
Paper • 978-0-470-28602-9
$55.00 US • $61.00 CAN
408 pages • 14 books per carton
Prior Edition: 978-0-470-13522-8

Volume 3
Financial accounting and reporting
Paper • 978-0-470-28603-6
$55.00 US • $61.00 CAN
1,032 pages • 10 books per carton
Prior Edition: 978-0-470-13523-5

Volume 4
regulation
Paper • 978-0-470-28604-3
$55.00 US • $61.00 CAN
744 pages • 12 books per carton
Prior Edition: 978-0-470-13524-2

4-Volume Set
Paper • 978-0-470-28605-0
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2,808 pages • 1 book per carton
Prior Edition: 978-0-470-13525-9
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Wiley GAAP 2009
Interpretation and Application of Generally Accepted  
Accounting Principles

Barry J. Epstein, Ralph Nach, and Steven M. Bragg

The most practical, authoritative guide to GAAP

Wiley GAAP 2009 is a thorough study and analysis of all generally accepted 
accounting principles (GAAP) set forth in the pronouncements of the FASB 
(Financial Accounting Standards Board) and its predecessor agencies. This use-
ful guide contains AICPA Accounting Standards Executive Committee (ASEC) 
Statements of position, with all pronouncements explained, using relevant 
terminology and practice-oriented real-world examples.

Delivering the most recent professional standards developments, in addition to 
detailed analysis of all GAAP, Wiley GAAP 2009 explains the original, highly 
technical pronouncements in easy-to-understand terms through a host of com-
pletely updated examples.

Barry J. epstein (Chicago, IL) is a partner with Russell Novak & Company, LLP, where he specializ-
es in technical consultation, litigation consulting, and corporate governance. ralph nach (Chicago, 
IL) is a Vice President of AuditWatch for which he writes, teaches, and consults on a wide range 
of accounting, auditing, and financial reporting matters. Steven M. Bragg (Centennial, CO) has 
been the Chief Financial Officer or Controller of four companies, as well as a consulting manager 
at Ernst & Young.

Wiley Practitioner’s Guide to GAAS 2009
Covering all SASs, SSAEs, SSARSs, and Interpretations

Michael J. Ramos

Easy-to-use coverage of auditing standards, practices, and procedures

Written by a leading author of auditing literature, Wiley Practitioner’s Guide 
to GAAS 2009 offers the most authoritative coverage of the auditing stan-
dards, practices, and procedures used today. Readers will find clear explana-
tions and interpretations organized in the same way practitioners use the 
Statements on Auditing Standards.

The only reference that offers the most comprehensive coverage of the audit-
ing standards, practices, and procedures in clear, easy-to-understand language, 
this practical resource includes explanations, practice notes, practical illus-
trations, checklists, and questionnaires to guide readers through the auditing 
process. Presenting statements one by one and explaining how the standards 
are related, this material is regularly updated on a companion Web site.

Michael J. ramos (Denver, CO), a former auditor with KPMG, now works as an author and 
consultant. He is the author of How to Comply with Sarbanes-Oxley Section 404: Assessing the 
Effectiveness of Internal Control (978-0-470-16930-8), from Wiley. He has created several success-
ful products, including nonauthoritative practice aids, implementation guides, and authoritative 
AICPA Audit and Accounting Guides.

Paper/cD-roM • 978-0-470-28606-7
$95.00 US • $105.00 CAN

1,344 pages • 7 1⁄ 2 x 9 1⁄ 4 • 12 books per carton
All Rights
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The latest investment research and cutting-edge strategies from leading professionals.

Private Wealth
Advances in Wealth Management Practices

Edited by Stephen Horan, CFA

An in-depth examination of today’s most important 
wealth management issues

Managing the assets of high-net-worth individuals 
has become a core business specialty for invest-

ment and financial advisors worldwide. Keeping abreast of 
the latest research in this field is paramount. That’s why 
Private Wealth, the inaugural offering in the CFA Institute 
Investment Perspectives series has been created. As a sister 
series to the globally successful CFA Institute Investment 
Series, CFA Institute and John Wiley are proud to offer this 
new collection. Private Wealth presents the latest informa-
tion on lifecycle modeling, asset allocation, investment 
management for taxable private investors, and much more. 
Researched and written by leading academics and practi-
tioners, including Roger Ibbotson of Yale University and 
Zvi Bodie of Boston University, this volume covers human 
capital and mortality risk in life cycle stages and proposes a 
life-cycle model for life transitions. It also addresses complex 
tax matters and provides details on customizing investment 
theory applications to the taxable investor. Finally, this reli-
able resource analyzes the use of tax-deferred investment 
accounts as a means for wealth accumulation and presents a 
useful framework for various tax environments.

Stephen Horan, cFa (Charlottesville, VA), has served CFA Institute as both associ-
ate editor and abstractor for CFA Digest, and ad-hoc review for Financial Analysts 
Journal. Mr. Horan manages private wealth content as it relates to education and 
professional development for CFA Institute members. Prior to joining CFA Institute, 
he was a professor of finance at St. Bonaventure University, principal of Alesco 
Advisors LLC, and a financial analyst and forensic economist in private practice, 
providing expert witness testimony and preparing economic impact studies. Mr. 
Horan also served as account manager with Manning & Napier Advisors, Inc. and 
as stockbroker with Quick and Reilly, Inc. The research Foundation of the cFa 
institute (Charlottesville, VA) is the informational arm of the CFA Institute, a global 
association for investment professionals representing investment industry ethics, 
integrity, and excellence of practice.

Marketing Campaign

• E-mail Campaign 

• Direct Mail Promotion

Hardcover • 978-0-470-38113-7

$95.00 US • $104.99 CAN

496 pages • 7 x 10 • 20 books per carton

All Rights

Finance

DeceMBer / In stores December 9
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Clear, example-driven coverage of core investment topics for finance professionals  
and students globally.

CFA Institute Investment Series

Wiley Finance

International Financial Statement Analysis
Thomas R. Robinson, CFA, Hennie van Greuning, CFA, Elaine Henry, CFA,  
and Michael A. Broihahn, CFA

Professional quality information on international financial statement analysis

International Financial Statement Analysis provides an in-depth understanding  
of the discipline. It helps readers understand the mechanics of the accounting pro-
cess; comprehend the differences and similarities in income statements, balance 
sheets, and cash flow statements; assess the implications for securities valuation 
of any financial statement element or transaction; and become familiar with dif-
ferent financial analysis techniques that provide valuable insight into a company’s 
operations, risk characteristics, and valuation beyond what is readily apparent 
from the raw data. Highly esteemed authors cover this discipline comprehensively 
and with an eye to ensuring the reader’s success at all levels in the complex 
world of financial statement analysis.

Thomas r. robinson, cFa (Charlottesville, VA), is head of Educational Content in the Education 
Division of CFA Institute. Hennie van Greuning, cFa (Washington, DC), is a Senior Advisor at the 
World Bank. elaine Henry, cFa (Miami, FL), is an Assistant Professor of Accounting at the University 
of Miami. Michael a. Broihahn, cFa (Miami, FL), is an Associate Professor of Accounting and the 
Director of Graduate Programs at Barry University in Miami, Florida.

Equity Asset Valuation Workbook
John D. Stowe, CFA, Thomas R. Robinson, CFA, Jerald E. Pinto, CFA,  
and Dennis W. McLeavey, CFA

A comprehensive companion workbook for Equity Asset Valuation

This workbook offers a wealth of practical exercises that will help further the read-
er’s understanding of equity asset valuation, as well as test their knowledge of the 
ideas that were discussed in the actual text. This hands-on companion to Equity 
Asset Valuation reviews a wide range of issues, from discounted dividend valua-
tion and free cash flow valuation to residual income valuation.

John D. Stowe, cFa (Charlottesville, VA), is head of CFA Program Content at CFA Institute. Thomas 
r. robinson, cFa (Charlottesville, VA), is head of Educational Content in the Education Division of 
CFA Institute. Jerald e. Pinto, cFa (Charlottesville, VA), is Director of Curriculum Projects at CFA 
Institute. Dennis W. Mcleavey, cFa (London, UK), is head of Education EMEA at CFA Institute

Main Title available now:
equity asset Valuation
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Strategic Asset Allocation in Fixed Income Markets
A Matlab®-based User’s Guide
Ken Nyholm

A comprehensive introduction to using Matlab® to implement  
financial models
This handy guide enables readers to implement financial and econometric models 
in Matlab® with detailed descriptions of the programming steps needed to com-
plete every project. Supported by a Web site with a wealth of online resources, 
readers will find all the tools and advice they need to master financial models.

Ken nyholm (Frankfurt am Main, Germany) is an economist in the risk management division of the 
European Central Bank, where he develops quantitative models and financial techniques.

Stochastic Simulation and Applications  
in Finance with Matlab® Programs
Huu Tue Huynh, Van Son Lai, and Issouf Soumaré

A comprehensive guide to the theory and practice of stochastic processes  
in financial engineering
This book provides an in-depth, rigorous explanation of how to apply stochastic 
simulations to financial engineering problems. It begins by covering the basics of 
probability and statistics, which are essential to understanding the later chapters 
on random processes and computational simulation techniques, and then goes on 
to discuss Monte Carlo simulations. In addition to the most commonly used tech-
niques, the authors also cover the latest developments such as Markov Chain Monte 
Carlo and importance sampling methods, which are not discussed in other texts.

Huu Tue Huynh (Quebec, ON) is Professor in Laval University’s department of electrical and computer 
engineering. Van Son lai (Quebec, ON) is Professor in Laval University’s department of finance and 
insurance. issouf Soumaré (Quebec, ON) is Assistant Professor of finance at Laval University.

New Issues in Islamic Finance and Economics
Zamir Iqbal, Abbas Mirakhor, and Hossein Askari

Diverse views on the future of Islamic finance from leading experts
Islamic Finance: Progress and Challenges provides a review of the main issues 
and challenges facing Islamic finance. The application of Islamic finance is cur-
rently limited to banking. This book starts with an overview of the factors and 
motives behind the development of Islamic finance. The authors provide a criti-
cal review of issues facing the industry and detailed analysis of the areas where 
further attention is required.

Zamir iqbal (Washington, DC) is Principal Financial Officer at the World Bank in Washington. abbas 
Mirakhor is Executive Director at the International Monetary Fund (IMF) where he represents 
Afghanistan, Algeria, Ghana, Iran, Morocco, Pakistan, and Tunisia on the executive board. Hossein 
askari is Iran Professor of International Business and Professor of International Affairs at George 
Washington University.
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Structured Finance and Collateralized Debt Obligations
New Developments in Cash and Synthetic Securitization, Second Edition

Janet Tavakoli

An up-to-date look at the exploding CDO and structured credit  
products market

In this fully updated Second Edition, financial expert Janet Tavakoli provides 
readers with a comprehensive look at the CDO and structured credit products 
market amid recent developments. In addition to a detailed overview of the mar-
ket, this book presents key issues in valuing structured financial products and 
important quality control issues. Tavakoli shares her experiences in this field, as 
she examines important securitization topics, including the huge increase in CDO 
arbitrage created by synthetics, the tranches most at risk from new technology, 
dumping securitizations on bank balance sheets, the abuse of offshore vehicles 
by companies, the role of hedge funds, critical issues with subprime, Alt-A, and 
prime mortgage securitizations, and securitizations made possible by new securi-
tization techniques and the Euro. While providing an overview of the market and 
its dynamic growth, Tavakoli takes the time to explore the types of products now 
offered, new hedging techniques, and valuation and risk/return issues associated 
with investment in CDOs and synthetic CDOs.

Janet Tavakoli, MBa (Chicago, IL), is the President of Tavakoli Structured Finance. She is also the 
author of Collateralized Debt Obligations and Structured Finance (978-0-471-46220-0) and Credit 
Derivatives and Synthetic Structures (978-0-471-41266-3), both from WIley.

Managing Credit Portfolios
Tools and Techniques to Manage Portfolios of Loans, Bonds,  
and Other Credit Assets

Charles W. Smithson

An up-to-date guide to credit risk measurement and credit portfolio  
management

Managing Credit Portfolios is a fully revised and updated edition of author 
Charles Smithson’s 2003 title, Credit Portfolio Management. This new book 
focuses more on the implementation aspects of credit risk, paying special atten-
tion to both performance and active management. Smithson takes the time to 
discuss the implementation, performance measurement, and management of 
credit risks associated with a variety of loans and off-balance sheet products, 
such as credit defaults swaps, total return swaps, first-to-default baskets, and 
credit spread options. He also addresses on-balance sheet customized structure 
products, including credit-linked notes, repackaged notes, and synthetic col-
lateralized debt obligations (CDOs). Throughout the book, he has included 
descriptions of the 2007-2008 subprime credit crisis and highlighted the lessons 
learned. Filled with in-depth insights and expert advice, this book is a must-read 
reference for those interested in credit derivatives and credit markets.

charles W. Smithson, PhD (New York, NY), is the Founding Partner of Rutter Associates. He is the 
author of five books, including the Wiley title Credit Portfolio Management (978-0-471-32415-7).
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Hedge Fund Operational Due Diligence
Understanding the Risks

Jason A. Scharfman

How to diagnose and monitor key hedge fund operational risks

With the various scandals taking place with hedge funds, now more than 
ever, both financial and operational risks must be examined. Revealing how 
to effectively detect and evaluate often-overlooked operational risk factors 
in hedge funds, such as multi-jurisdictional regulatory coordination, orga-
nizational nesting, and vaporware, Hedge Fund Operational Due Diligence 
includes real-world examples drawn from the author’s experiences dealing 
with the operational risks of a global platform of over 80 hedge funds, funds  
of hedge funds, private equity, and real estate managers.

Jason a. Scharfman (Jersey City, NJ) is a Director of Operational Risk with Graystone Research, 
a unit of Morgan Stanley. His responsibilities include analyzing and reporting on the operational 
risks of alternative investments considered for investment by ultra-high-net-worth individuals.

Frontiers in Quantitative Finance
Volatility and Credit Risk Modeling

Rama Cont

Some of the best minds in quantitative finance share their insights on 
important financial modeling issues

Quantitative research in finance has spurred innovation in derivatives mar-
kets during the last decade—especially when it comes to volatility model-
ing and credit risk. Frontiers in Quantitative Finance develops these ideas 
through the contributions of numerous experts in this field. Divided into two 
informative parts, this comprehensive guide deals with advances in volatil-
ity modeling in the context of equity and index derivatives, and covers recent 
advances in pricing models for CDOs and portfolio credit derivatives. Topics 
covered include: behavior of implied volatility for large strikes and small 
maturities; top-down models for portfolio credit derivatives; factor models for 
CDO pricing; Bergomi’s model for variance swap dynamics; and much more.

Dr. rama cont (New York, NY) is Associate Professor at Columbia University and Director of the 
Columbia Center for Financial Engineering.
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Selling the Intangible Company
How to Negotiate and Capture the Value of a Growth Firm

Thomas Metz Jr.

An essential read for business professionals and technology CEOs  
who need to understand the nuances of selling a company with  
intangible value

The value of many modern companies is intangible. It is based on their 
software, technology, and know-how, not on the companies’ earnings. With 
more firms falling into this category, negotiating deals can be difficult, but 
not impossible. In Selling the Intangible Company, author Thomas Metz 
puts things in perspective by taking a market-oriented approach to the sale 
process, which focuses on issues that many professionals tend to overlook. 
This detailed guide debunks the myths surrounding value and the merger and 
acquisition process and addresses the reasons why so many deals fail. Along 
the way, Metz also exposes certain roadblocks that can kill deals, including 
the loss of customers, technology obsolescence, and shareholder and manage-
ment difficulties.

Thomas Metz Jr. (Seattle, WA) has been a boutique investment banker for more than 25 years. He 
founded T.V. Metz & Co., LLC in 1983.

Reverse Engineering Deals on Wall Street  
with Microsoft Excel + CD
A Step-by-Step Guide

Keith A. Allman

A serious source of information for those looking to reverse engineer  
business deals

How does Wall Street keep track of the competition? They reverse engineer 
deals by taking a prospectus or term sheet and recreating a model from it. 
The skills involved in this task are sophisticated, but are important to under-
stand—especially in today’s dynamic business environment. In this practical 
resource, financial professional Keith Allman demystifies the process by inter-
preting complicated legal terminology and clearly showing how it can be orga-
nized into a dynamic model. Step by step, Allman walks the reader through 
this endeavor with textual excerpts from the prospectus and discussions on 
how it directly transfers to a model. Each chapter begins with a discussion  
of concepts with exact references to an example prospectus, followed by a  
section called “Model Builder,” in which Allman translates the theory into  
a fully functioning model for the example deal. 

Keith a. allman (New York, NY) is a structured finance professional with a specialization in analyt-
ics and modeling, and the author of Modeling Structured Finance Cash Flows with Microsoft Excel 
(978-0-470-04290-8), from Wiley.
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Commodity Modeling and Pricing
Methods for Analyzing Resource Market Behavior
Peter Schaeffer

An industry leader reveals how to effectively analyze, model, and forecast 
today’s commodity markets
Commodity Modeling and Pricing provides extensions and applications of state-
of-the-art methods for analyzing resource commodity behavior. Applications of 
these methods cover the modeling of the dynamic behavior of resource markets 
and their prices, as well as their interaction with the environment. This book 
first considers the way in which commodity prices exhibit nonlinear, cyclical, or 
chaotic fluctuations over time. It then moves on to emphasize how market dis-
equilibrium reflected in inventory adjustments affects this price behavior. Filled 
with in-depth insights and expert advice, Commodity Modeling and Pricing con-
tains the information readers need to excel in this demanding environment.

Peter Schaeffer (Morgantown, WV) is Professor of Economic Policy at West Virginia University and 
served as a director of the Division of Resource Management from 1993 to 2006.

Credit Derivatives and Structured Credit Trading
Revised Edition
Vinod Kothari

A guide to credit derivatives and synthetic securitization
Credit derivatives have grown greatly as a financial tool and become an important 
part of the global financial sector. In this comprehensive guide, Vinod Kothari, one 
of the world’s foremost experts in credit derivatives, explains the subject using 
easy-to-understand terms, presenting it in a logical structure, and demystifying 
the technical jargon to present complete, expert coverage. This revised edition 
includes new credit derivatives definitions, new features of the synthetic CDO 
market, case studies of leading transactions, and coverage of the Basel II rules.

Vinod Kothari (Calcutta, India) is an international trainer and expert on securitization, asset-based 
finance, credit derivatives, and derivatives accounting.

Structured Products in Wealth Management
Steffen Tolle, Boris Hutter, Patrik Rüthemann, and Hanspeter Wohlwend

Top European experts reveal the important role structured products play in 
asset management
Structured products have undergone a rapid rise in popularity within the field of 
asset management. This book discusses the characteristics and practical applica-
tions of structured products and how they are playing an increasingly important 
role in asset management, particularly since the turbulent stock market years at 
the start of the new millennium. Structured Products in Wealth Management 
goes beyond mere product descriptions to focus on practical applications and 
show how structured products can generate added value as part of an integrated  
investment process.

Steffen Tolle, Boris Hutter, Patrik rüthemann, and Hanspeter Wohlwend are associates at Wegelin 
& Co. Private Bankers.
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An Introductory Guide to the Investment Industry 
for IT Practitioners
Andrew Bradford

Detailed coverage of major topics IT practitioners need to understand

This guide offers practitioners a clear understanding of a wide range of finan-
cial instruments, such as equities, bonds, currencies, listed derivatives, 
and OTC derivatives. It explains transactions in those instruments and the 
requirements of business systems that process them. All major types of trans-
actions are covered, as well as the basic principles of good IT management in 
the investment industry, giving professionals a rounded and comprehensive 
grounding in the investment industry.

andrew Bradford (Cheshunt, UK) is a consultant and an Associate at the UK–based Securities  
and Investment Institute.

Credit Crises
From Tainted Loans to a Global Economic Meltdown

Jochen Felsenheimer and Philip Gisdakis

An in-depth examination of credit crises—why they happen, who is 
responsible, and how to survive them

Based on the current subprime crisis, the authors analyze the mechanisms of 
a financial market crisis, uncovering the relevant players and strategies, and 
explaining the principles of the financial instruments that were involved in 
the crisis. They cover the basic ways that bubbles emerge, how they burst, 
and what the economic impact of them will be. This is a comprehensive guide 
to credit crises that is vital to credit specialists, bank managers, and anyone 
else with risk exposure.

Jochen Felsenheimer is Head of the Credit Strategy and Structured Credit Team  
at Unicredit. Philip Gisdakis is a Senior Quantitative Credit Strategist at Unicredit.
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The Rating Agencies and Their Credit Ratings
What They Are, How They Work, and Why They are Relevant
Herwig Langohr

A critical analysis of ratings agencies and their role in the  
capital markets
Credit rating agencies play a critical role in capital markets, guiding the asset 
allocation of institutional investors as private capital moves freely around the 
world in search of the best trade-off between risk and return. However, they have 
also been strongly criticized for failing to spot the Asian crisis in the early 1990s, 
as well as the Enron, WorldCom, and Parmalat collapses. This book provides 
an objective critical analysis of the business of rating and serves as a practical 
resource for anyone who deals with the rating industry in a professional capacity.

Herwig M. langhor is Professor of Finance and Banking at INSEAD.

Property Derivatives
Pricing, Hedging, and Applications
Juerg Syz

The first book dedicated entirely to the increasingly popular property  
derivatives sector
With the growth of property derivatives as an investment vehicle, there is a gap 
in knowledge between those who understand the markets and those who under-
stand real estate. This book closes that gap by covering all the theoretical and 
practical aspects of the topic. It offers a comprehensive introduction to these new 
instruments and provides an overview of the property derivatives market and the 
property indices.

Juerg Syz (Zurich, Switzerland) is head of product development at Zurich Cantonal Bank.

Modelling Operational and Reputational Risks
Aldo Soprano, Bert Crielaard, Fabio Piacenza, and Daniele Ruspantini

How to apply operational risk theory to real-life banking data
Modelling Operational and Reputational Risks shows practitioners the best 
models to use in a given situation according to the type of risk an organization is 
facing. Based on extensive applied research on operational risk models using real 
bank datasets, it offers a wide range of various testing models and fitting tech-
niques for financial practitioners. With this book, professionals will have a foun-
dation for measuring and predicting these important intangibles.

aldo Soprano (Madrid, Spain) is Group Head of Operational Risk Management at UniCredit Group.
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Financial Modelling in Practice
Michael Rees

A practical, comprehensive guide to financial modeling

Financial Modelling in Practice covers the full range of topics that are truly 
relevant in financial modeling, from issues in model design, Excel functionality, 
VBA coding, and risk analysis, to real options modeling. The book teaches read-
ers how to build and operate a range of financial models, includes unique hints 
and tips, and also takes a look at real options as an extension of risk modeling.

Michael rees (London, UK) is an independent financial modeling consultant and trainer who 
works for a wide range of clients, including large corporations, private equity firms, fund managers, 
strategy consultants, and risk management consultants.

Energy Commodity Hedge Funds
A Practitioner’s Guide

John P. Thompson and Erik Serrano

A practical, definitive guide to energy commodity hedge funds

This book is the first book to examine the practical aspects of setting up and 
operating funds trading in the energy commodity markets, and scrutinizes the 
due diligence process to be undertaken when evaluating and investing in such 
funds. In addition, it comprehensively reviews and discusses the opportunities 
and risks of all energy commodity markets as hedge fund investments. Fund 
managers and investors will find in-depth chapters on strategy and planning, 
as well as detailed coverage of the particular market characteristics.

John P. Thompson (Frankfurt, Germany) is cofounder and Principal of Energy Alpha Strategies Ltd., 
a hedge fund based on the Cayman Islands. erik Serrano (London, UK) is also cofounder and 
Principal of Energy Alpha.
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Trade Like a Pro
15 High-Profit, Low-Risk Strategies Using the Futures,  
Options, and Spot Markets
Noble DraKoln

Practical trading strategies that incorporate the use of futures, options,  
and spot markets
Filled with in-depth insights and expert advice, Trade Like a Pro will show read-
ers how to: construct trades that carefully incorporate spot, futures, and options 
together; choose one of 15 strategies that can diminish risk and maximize profit 
potential; and determine the risk/reward profile of staying in a trade, or if a trade 
can be salvaged, using any one of the 15 strategies to rescue the position. Each 
strategy is broken down into three components: “why you should use it,” “when 
you should use it,” and “what market environments are most conductive” to 
using it. Included among the strategies are: using options as a stop or as a risk 
management tool and using straddles and strangles to trade news events.

noble DraKoln (Long Beach, CA) is President of Liverpool Group Inc. and author of the Wiley title 
Winning the Trading Game (978-0-470-16995-7).

High Probability Trading Strategies + CD
Entry to Exit Tactics for the Forex, Futures, and Stock Markets
Robert Miner

A market master details his proven and profitable approach to trading
High Probability Trading Strategies teaches traders step by step a unique and 
practical approach to analyzing market behavior, identifying profitable trade set-
ups, and executing and managing trades from entry to exit in a way that both pre-
serves and grows one’s capital. In it, well-known trading educator Robert Miner 
draws on the theories of legendary trading gurus W.D. Gann and R.N. Elliott to 
teach his own practical and easy-to-learn high probability trade strategies devel-
oped over the past 20 years. A companion CD includes many examples and  
illustrates bar-by-bar setups from the book.

robert Miner (Steamboat Springs, CO) has been a leading trading educator for more than 20 years 
and publishes daily reports on the Forex, stock, and futures markets. He speaks around the world on 
trading and has written for a wide variety of trading publications.

The Forex Options Course
A Self-Study Guide to Trading Currency Options
Abe Cofnas

A pioneer in currency trading highlights how certain options strategies  
can be profitably employed in today’s forex market
The Forex Options Course is a practical, hands-on guide to mastering forex options. 
This book focuses on spot forex options, but also covers more traditional exchange-
traded options. Organized as a course, this reliable resource is designed to build 
a trader’s knowledge base in a step-by-step manner—with each major section 
followed by review questions and assignments. The author discusses how to use 
forex options to profit from long-term fundamental trends and sudden geo-political 
events that usually disrupt markets. The book also provides a unique introduction 
to binary options and how to use them to enhance forex trading success.

abe cofnas (Orlando, FL) has been the forex trading columnist for Futures magazine since 2001.  
He formed Learn4x.com in 2001 and manages a global forex trading team and call room at  
www.fxdimensions.com.
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Option Strategies
Profit-Making Techniques for Stock, Stock Index, and Commodity 
Options, Third Edition
Courtney Smith

A comprehensive guide to key options trading strategies—now in its  
Third Edition
Written in clear, nontechnical language, this comprehensive guide makes the com-
plex world of options easier to grasp. In this revised and expanded Third Edition, 
options expert Courtney Smith details the ins and outs of this lucrative financial 
instrument. New chapters provide thorough coverage on predicting the direction 
of implied volatility, with emphasis on reversion, skew, and kurtosis, and include 
option valuation models with Web links to access models digitally. Filled with 
accessible examples, charts, and graphs, this book is the only guide traders and 
investors will need to stay on top of the high-risk, high-profit game of options.

courtney Smith (Santa Monica, CA) is Chairman of the Investment Mentoring Institute. He is also  
the author Wiley's two previous editions of Option Strategies (First Edition: 978-0-471-84367-2,  
Second Edition: 978-0-471-11555-7).

Trade to Win
Proven Strategies to Make Money
Thomas L. Busby with Patsy Busby Dow

A detailed guide to successfully trading modern markets
Trade to Win provides readers with a variety of strategies to profit in today’s 
stock, futures, and options markets. Written by veteran trader Tom Busby, this 
book describes repetitive market behaviors that can be used to trade profitably. 
The strategies outlined here include day trading the DAX, the German stock 
index; taking advantage of time-of-day patterns in the S&P 500; making quick 
profits based on earnings announcements; creating a short-term stock portfolio 
utilizing Wiley's Stock Trader’s Almanac (978-0-470-22902-6); and profiting  
when rolling over an option position.

Thomas Busby (Mobile, AL) has been a professional trader and broker for over 25 years and is the 
author (with Patsy Busby Dow) of Winning the Day Trading Game (978-0-471-73823-7) and The Markets 
Never Sleep (978-0-470-04946-4), both from Wiley.  Patsy Busby Dow (Mobile, AL) is an attorney, 
trader, and former educator. She is currently employed by the Day Trading Institute as a staff writer.

Quantitative Trading
How to Build Your Own Algorithmic Trading Business
Ernest P. Chan

An innovative guide to understanding and implementing highly effective 
algorithmic trading techniques
The business of algorithmic trading was an activity once reserved for only traders 
at hedge funds or the proprietary trading operations of financial institutions. Not 
so anymore says author Ernie Chan, a proprietary trader and blogger who runs the 
quantitative trading blog site, epchan.blogspot.com. In Quantitative Trading, Chan 
shows investors how to use Excel and MATLAB® to build their own algorithmic 
trading tools using a budget even a home day trader can afford. He then reveals how 
to conduct quantitative research and analysis, and discusses what it takes to turn 
quantitative trading strategies into profits using stocks, ETFs, and other financial 
instruments. Chan also provides downloadable spreadsheets and MATLAB pro-
grams that tie into material covered throughout this book.

ernest P. chan, PhD (New York, NY), is a quantitative trader and consultant who advises clients on 
how to implement automated, statistical trading strategies.
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Currency Trading and Intermarket Analysis
How to Profit from the Shifting Currents in Global Markets
Ashraf Laidi

A high-profile currency analyst outlines a profitable way to trade this  
dynamic market
This book skillfully explains how global financial markets interact and provides 
currency traders with methods to spot changing trends and long-term trading 
opportunities. It explores how interest rates and central bank policies impact 
currency values and how foreign exchange rates relate to the bond, commodity, 
and equity markets. It offers in-depth insights into the underlying forces that con-
tinue to impact currencies and reveals why the relationship between short-term 
and long-term interest rates is the key to understanding long-term trends in the 
economy, the stock market, and the dollar. Currency Trading and Intermarket 
Analysis consistently demonstrates how intermarket analysis can enable traders 
to forecast changing trends and locate profitable trading opportunities.

ashraf laidi (New York, NY) is the head FX Strategist at CMC Markets.

Trading Without Gambling
A Game Plan for Ultimate Trading Success
Marcel Link

A practical, easy-to-understand blueprint to becoming a successful trader
Trading Without Gambling will help readers become better traders by showing 
them how to make and follow a successful game plan. Author Marcel Link dis-
cusses how trading decisions should be made while the market is closed—outlining 
what needs to be done before the next trading day begins—and how precise entry 
and exit strategies should be developed to enhance profitability. He also examines 
why traders should create scenarios for how the market might move and how they 
will respond to those moves. With this book as their guide, readers will discover 
what it takes to make the right trades and learn how money management, trading 
rules, and position management can play a big role in this process.

Marcel link, MBa (New York, NY), has been involved in trading for more than 20 years and for the last 
several years has been a successful independent trader of futures and stocks.

Small Stocks for Big Profits
Generate Spectacular Returns by Investing  
in Up-and-Coming Companies
George Angell

A detailed guide to profiting from the potential of emerging companies
Small Stocks for Big Profits provides investors with proven strategies for finding up-
and-coming companies that could become the Googles, Microsofts, or Dells of tomor-
row. With this book, author George Angell documents the historical performance 
of small stocks and offers the insights investors need to uncover gems that have the 
potential for huge returns. He shows how investors can discover small stocks that are 
on the verge of explosive growth through a combination of technical and fundamental 
analysis and by monitoring insider-buying activity. More importantly, he advises read-
ers to pay attention to stocks traded overseas, and provides precise timing methods for 
entering trades and determining the best point to take profits.

George angell (Key West, FL) is the author of eight books on trading, including Sniper Trading  
(978-0-471-39422-8), from Wiley. He spent ten years as a floor trader in Chicago.
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Wiley Trading

The Complete Guide to Option Strategies
Advanced and Basic Strategies on Stocks, ETFs, Indexes,  
and Stock Index Futures
Michael D. Mullaney

Important insights into effective option strategies
In The Complete Guide to Option Strategies, top-performing commodity trad-
ing advisor Michael Mullaney explains how to successfully employ a variety of 
option strategies, from the most risky—selling naked puts and calls—to more 
conservative strategies using covered positions. The author covers everything 
from options on stocks, exchange-traded funds, stock indexes, and stock index 
futures to essential information on risk management, option “Greeks,” and order 
placement. The book provides numerous tables and graphs to benefit beginning 
and experienced traders. Written by a CTA who has successfully employed vari-
ous options strategies to generate market-beating returns, The Complete Guide 
to Option Strategies will be an important addition to any trader’s library.

Michael D. Mullaney (Jacksonville, FL) is a high-ranking commodity trading advisor who specializes  
in option selling strategies.

Enhanced Indexing Strategies
Utilizing Futures and Options to Achieve Higher Performance
Tristan Yates

Efficient and innovative investment strategies that apply the power of 
futures and options to the long-term performance of the index
Leveraged index investments, including index futures, options, and ETFs, are one 
of the fastest growing products in finance, as both retail and institutional inves-
tors are attracted to their long-term returns and capital efficiency. With Enhanced 
Indexing Strategies, author Tristan Yates reveals how readers can create and 
build high-performance indexing strategies using derivatives that can potentially 
generate much higher returns than conventional index investing. In addition, 
Enhanced Indexing Strategies introduces six innovative long-term indexing strat-
egies using futures and options, each with its own advantages and applications.

Tristan yates (Bethesda, MD) researches and writes about global index investing, leveraged portfolio 
management, and derivative strategies for many prominent publications.

Day Trading and Swing Trading the Currency Market
Technical and Fundamental Strategies to Profit from Market Moves
Second Edition
Kathy Lien

An updated look at how to excel in the most actively traded market in the world
In Day Trading and Swing Trading the Currency Market, Second Edition, Kathy 
Lien—chief strategist of the number one online currency broker in the world—
returns to reveal the most recent data, trends, and events in the fast-moving 
foreign exchange markets. In addition to containing a number of new strategies 
that day traders and swing traders can use in their everyday investment endeav-
ors, this guide describes everything a trader needs to know to make the most out 
of this market—from time-tested technical strategies that individual traders can 
use to ride short-term trends to a host of more fundamentally oriented strategies 
involving intermarket relationships, interest rate differentials, option volatility, 
news events, and central bank intervention.

Kathy lien (New York, NY) is the Chief Currency Strategist at Forex Capital Markets, LLC and author of 
the first edition of this book, as well as Millionaire Traders (978-0-470-04947-1), both from Wiley.
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Tel: 0-11-44-1243-770-646 
e-mail: jmcouat@wiley.co.uk 
U.K. Book Club, Serial, Audio 

Global Rights

Charles Regan 
Sales Manager 
Tel: (201) 748-6553 
e-mail: cregan@wiley.com

Athena Michael 
Academic Libraries 
705 Woodland Avenue 
Winchester, VA 22601 
Tel: (540) 722-0523 
e-mail: amichael@wiley.com

Trudy Lindsey 
Public Libraries 
401 Glenn Drive 
Urbana, IL 61802 
Tel: (217) 344-0458 
e-mail: tlindsey@wiley.com

Anne Marie Fritzky 
Library Marketing &  
Sales Representative 
Tel: (201) 748-7642 
e-mail: afritzky@wiley.com 

Laurie Rubin 
Regional Manager 
Tel: (201) 748-6464 
Fax: (201) 748-8641 
e-mail: lrubin@wiley.com

Robert Blake 
Apartado Postal 10-708 
Mexico, D.F. 11000 
Mexico 
Tel: 011-525-55-585-1298 
Fax: 011-525-55-425-0669 
e-mail: blake1208@aol.com 
Mexico & Central America

Ledy Martinez 
Rua Boa Vista, 263 
Granja Viana-Cotia 
06708-331 Sao Paulo, Brazil 
Tel/Fax: 55-11-5531-8742 
e-mail: ledy@terra.com.br 
South America

Phillip Bowie 
1 Seaview Avenue, Suite 18 
Kingston 10 
Jamaica 
Tel: (876) 978-3546 
Fax: (876) 927-1925 
e-mail: bowaz@hotmail.com 
Caribbean

Latin American Sales

Custom Sales
Lisa Coleman 
Tel: (317) 572-3205 
Fax: (317) 572-4205 
e-mail: lcoleman@wiley.com

Education, Training & Government 
Rick Skewes 
Tel: (415) 782-3220 
e-mail: specialsales@wiley.com

Library Sales

Cynthia Shannon 
Associate Publicist 
111 River Street 
Hoboken, NJ 07030 
Tel: (201) 748-6017 
e-mail: cshannon@wiley.com

Publicity 
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Discount & Ordering  
Information
For discount and ordering information, see your Wiley 
representative or contact:

John Wiley & Sons, Inc.
111 River Street
Hoboken, New Jersey 07030
Tel: 1-800-225-5945
Fax: 1-800-649-5962

Note: Terms and conditions of sale apply only to orders  
originating in the United States. All returns should be  
accompanied by a copy of the invoice and will be accepted  
as long as the book is in print. 

Out-of-print titles will be accepted up to 90 days from 
publisher’s out-of-print declaration.

Returns Policy
Period of eligibility

•  As long as the title is in print and saleable or up to 180  
days from the publisher’s Out-of-Print declaration.

Credit Allowed

•  100% if saleable as long as return is accompanied by  
invoice information.

•  Without invoice information, credit will be at the lowest 
price within the last 12 months at the following discounts:

   – Wiley General Interest titles (discount T)—47%
   –  Wiley Computer Titles/Branded Titles & Travel titles 

(discount CT)—49%
   – Cliffs Notes/Test Prep titles (discount CLN)—52%
   – Professional Titles (discounts P, CB, PT, MX, R)—32%
•  Additional adjustments will be made as appropriate for  

accounts earning additional discount for electronic ordering, 
retail distribution center or retail flow-through.  Refer to 
the Wiley Retail Discount Schedule for those details.

dAmAged And defeCtive

•  Damaged and defective books may be returned for  
replacement or credit within 30 days of receipt of  
original shipment.

All returns should be shipped to the following address: 

John Wiley & Sons, Inc.
Heller Park Center
360 Mill Road
Edison, NJ 08817

Direct line service 
for booksellers:
To place an order, check status, or  
receive customer or credit assistance, 
call 1-800-225-5945.

When calling, please have account 
number (or SAN), ISBN, and invoice  
or purchase order available.

John Wiley & Sons, Inc. is a Pubnet 
Publisher.

Send all orders to:
John Wiley & Sons, Inc.
Order Processing Department
1 Wiley Drive
Somerset, NJ 08875
Tel: (800) 225-5945
Fax: (732) 302-2300

Special Sales (Non-Bookstore Accounts) 
Customers call: 
Tel: (201) 748-6143
Fax: (201) 748-6142

Note: All prices in this catalog are trade 
discounted unless otherwise noted as 
professional editions. 

Prices subject to change without notice. 

Months represent publication month.

For the latest on what’s happening at 
John Wiley & Sons, Inc., check out our 
Web site at www.wiley.com

Printed in the U.S.A.
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