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With The Firm, financial journalist Duff McDonald pulled back the curtain on consulting
giant McKinsey & Company. In The Golden Passport, he reveals the inner works of a
singular nexus of power, ambition, and influence: Harvard Business School. Harvard
University still occupies a unique place in the public’s imagination, but the Harvard
Business School eclipsed its parent in terms of influence on modern society long ago. A
Harvard degree guarantees respect. But a Harvard MBA near-guarantees entrance into
Western capitalism’s most powerful realm—the corner office. And because the School
shapes the way its powerful graduates think, its influence extends well beyond their
own lives. It affects the organizations they command, the economy they dominate, and
society itself. Decisions and priorities at HBS touch every single one of us. Most people
have a vague knowledge of the power of the HBS network, but few understand the
dynamics that have made HBS an indestructible and dominant force for almost a
century. Graduates of HBS share more than just an alma mater. They also share a way
of thinking about how the world should work, and they have successfully molded the
world to that vision—that is what truly binds them together. In addition to teasing out the
essence of this exclusive, if not necessarily “secret” club, McDonald explores two
important questions: Has the school failed at reaching the goal it set for itself—“the
multiplication of men who will handle their current business problems in socially
constructive ways?” Is HBS complicit in the moral failings of Western capitalism? At a
time of soaring economic inequality and growing political unrest, this hard-hitting yet fair
portrait offers a much-needed look at an institution that has had a profound influence
not just in the world of business but on the shape of our society—and on all our lives.
Twenty leading scholars provide a visionary look at the future of business, propelling
past damaging industrial-age values to uncover the potential for humanistic,
ecologically sustainable, and intergenerational prosperity. This edited collection,
featuring contributions by some of the world's most prominent thinkers on the future of
business, is an interdisciplinary and international collaborative project to articulate a
new 21st century theory of business. This book will be our greatest aid in meeting the
organizational opportunities and ecological challenges of the future. Through the
exploration of robust cases and stories packed with deep insight and vital science,
twenty of the world's leading thinkers explore how we can adapt our current notions of
value, markets, models of cooperation and collective action, and intergenerational
concern to create a world where economies and businesses can excel, all people can
thrive, and nature can flourish for future generations. This book is not dispassionate but
rather designed to galvanize change and unite a global community of inquiry. It
expounds on the conceptual cornerstones of the new kind of business practice that will
enable the ascent to better prosperity.
Two years in the cauldron of capitalism-"horrifying and very funny" (The Wall Street
Journal) In this candid and entertaining insider's look at the most influential school in
global business, Philip Delves Broughton draws on his crack reporting skills to describe
his madcap years at Harvard Business School. Ahead of the Curve recounts the most
edifying and surprising lessons learned in the quest for an MBA, from the ingenious
chicanery of leveraging and the unlikely pleasures of accounting, to the antics of the
"booze luge" and other, less savory trappings of student culture. Published during the
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one hundredth anniversary of Harvard Business School, this is the unflinching truth
about life in the trenches of an iconic American institution.
How do you decide on the best course of action for your company to take advantage of
new opportunities? By building a business case. This book provides a framework for
building a business case. You'll learn how to: Clearly define the opportunity you'll want
to address in your business case Identify and analyze a range of alternatives
Recommend one option and assess its risks Create a high-level implementation plan
for your proposed alternative Communicate your case to key stakeholders
Are you looking for an alternative to a career path at a big firm? Does founding your
own start-up seem too risky? There is a radical third path open to you: You can buy a
small business and run it as CEO. Purchasing a small company offers significant
financial rewards—as well as personal and professional fulfillment. Leading a firm means
you can be your own boss, put your executive skills to work, fashion a company
environment that meets your own needs, and profit directly from your success. But
finding the right business to buy and closing the deal isn't always easy. In the HBR
Guide to Buying a Small Business, Harvard Business School professors Richard
Ruback and Royce Yudkoff help you: Determine if this path is right for you Raise capital
for your acquisition Find and evaluate the right prospects Avoid the pitfalls that could
derail your search Understand why a "dull" business might be the best investment
Negotiate a potential deal with the seller Avoid deals that fall through at the last minute
Historian David Moss adapts the case study method made famous by Harvard
Business School to revitalize our conversations about governance and democracy and
show how the United States has often thrived on political conflict. These 19 cases ask
us to weigh choices and consequences, wrestle with momentous decisions, and come
to our own conclusions.
This compilation of summaries of Working Papers released during July-December 1993
is being issued as a part of the Working Paper series. It is designed to provide the
reader with an overview of the research work performed by the staff during the period.
Authors of Working Papers are normally staff members of the Fund or consultants,
although on occasion outside authors may collaborate with a staff member in writing a
paper. The views expressed in the Working Papers or their summaries are, however,
those of the authors and should not necessarily be interpreted as representing the
views of the Fund. Copies of individual Working Papers and information on
subscriptions to the annual series of Working Papers may be obtained from IMF
Publication Services, International Monetary Fund, 700 19th Street N.W., Washington,
D.C. 20431. Telephone: (202) 623-7430 Telefax: (202) 623-7201
When facing a difficult management challenge, wouldn't it be great if you could turn to a
panel of experts to help guide you to the right decision? Now you can, with books from
the Judgment Calls series. Drawn from the pages of Harvard Business Review, these
interactive, solutions-oriented guides allow readers to access the wisdom of leading
experts as they tackle familiar and perplexing business situations. These engagingly
written books will help managers improve problem-solving skills and make better
judgment calls under fire.A preface provides an overview and sets the context for using
these provocative case studies as learning tools in corporate classrooms. A relevant
chapter from an HBE volume introduces the topic as a refresher course. Finally, an
appendix of resources such as executive summaries, guiding questions, and a list of
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further reading rounds out the book. Judgment Calls provide insight into a variety of real
world difficulties and offer solutions that managers will find both sound and practical.
Our ideal reader is the business traveler who's thinking about this very issue, sees the
book in the airport, and throws it in his or her briefcase to read on the plane.This
volume, tentatively titled "Growing for Broke and Other Stories From the Frontines of
Management" looks at growth strategy. How do you grow your business without
sending it flying off the rails? When should you stick to your core? All this and more!

The essential guide to standing up for your values at work. Protect your integrity
by committing to The Conscience Code. A fast-track colleague elbowing their
way up the corporate ladder in your organization is faking their sales reports.
Your entrepreneur boss asks you to lie to would-be investors. The team leader is
a serial sexual harasser. What should you do? Nobody prepared you for this part
of professional life. You face a gut-wrenching choice: “go along to get along” or
risk your job by speaking up for what you know is right. At the Wharton School of
Business, MBA students have shared all these stories, and many more, with
award-winning Professor G. Richard Shell. They want to stay true to themselves
but fear the consequences of speaking up—for their families, office relationships
and, ultimately, their careers. They are not alone. Surveys show that more than
40% of employees report seeing ethical misconduct at work, and most fail to
report it—killing office morale and allowing the wrong people to set the example.
Shell created The Conscience Code to point to a better path: recognize that
these conflicts are coming, learn to spot them, then follow a research-based, stepby-step approach for resolving them skillfully. By committing to the Code, you can
replace regret with long-term career success as a leader of conscience. The
Conscience Code: Solves a crucial problem faced by professionals everywhere:
What should they do when they are asked to compromise their core values to
achieve organizational goals? Teaches readers to recognize and overcome the
five organizational forces that push people toward actions they later regret. Lays
out a systematic, values-to-action process that people at all levels can follow to
maintain their integrity while achieving true success in their lives and careers.
Driven by dramatic, real-world examples from Shell’s classroom, today’s
headlines, and classic cases of corporate wrongdoing, The Conscience Code
shows how to create value-based workplaces where everyone can thrive.
How do you lead frightened people forward to success despite overwhelming
odds? Ernest Shackleton should have gone down in history as a failed leader
when his 1912 expedition to Antarctica took a dangerous turn. But despite a
series of setbacks that left him and his men in life-threatening circumstances, he
managed to keep his team moving forward so that they returned home safely. His
story is a lesson in staying motivated and reassessing your goals in the wake of
failure. In Forged in Crisis, Harvard Business School professor and historian
Nancy Koehn looks at the lives of five exceptional leaders and reveals how they
made the tough choices that allowed them to persevere. She examines the
inspiring stories of Ernest Shackleton, Abraham Lincoln, environmentalist Rachel
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Carson, former slave and abolitionist Frederick Douglass, and German
Resistance activist Dietrich Bonhoeffer. These extraordinary leaders displayed
stunning abilities to exert lasting influence despite turbulence, disruption, and
personalities that may have masked their abilities. By examining their individual
values, strategies, and trade-offs, she extracts powerful lessons in what it takes
to lead and triumph in the face of a crisis.
This book presents complete, well-organized coverage of the broad expanse of
Texas real estate law, with its many special features and complexities. Jacobus
discusses what the law has been in the past, before moving to what it is in the
present--all with a perfect balance of principle and practice. The Seventh Edition
reflects many major changes in and additions to the law throughout recent times.
Bestselling education expert Tony Wagner's groundbreaking manifesto on how to
reform our schools and educate our children for the twenty-first century global
economy In The Global Achievement Gap, education expert Tony Wagner
situates our school problems in the larger context of the demands of the global
knowledge economy. He illustrates that even in our best schools, we don't teach
or test the skills that matter most for the twenty-first century. Uncovering what
motivates today's generation to excel in school and the workplace, Wagner
explores new models of schools that are inspiring students to solve tough
problems and communicate at high levels. An education manifesto for the 21st
century, The Global Achievement Gap is a must-read for anyone interested in
seeing our young people achieve their full potential, while contributing to a strong
economy and vibrant democracy.
Provides an approach for analyzing, discussing, and writing about cases. This
book shows how to classify cases according to analytical task they require
(solving a problem, making a decision, or forming an evaluation) and establish a
base of knowledge about a case. It shows how to talk about cases in class.
This book is about using business intelligence as a management information
system for supporting managerial decision making. It concentrates primarily on
practical business issues and demonstrates how to apply data warehousing and
data analytics to support business decision making. This book progresses
through a logical sequence, starting with data model infrastructure, then data
preparation, followed by data analysis, integration, knowledge discovery, and
finally the actual use of discovered knowledge. All examples are based on the
most recent achievements in business intelligence. Finally this book outlines an
overview of a methodology that takes into account the complexity of developing
applications in an integrated business intelligence environment. This book is
written for managers, business consultants, and undergraduate and
postgraduates students in business administration.
This business classic features straight-talking advice you’ll never hear in school.
Featuring a new foreword by Ariel Emanuel and Patrick Whitesell Mark H.
McCormack, one of the most successful entrepreneurs in American business, is
widely credited as the founder of the modern-day sports marketing industry. On a
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handshake with Arnold Palmer and less than a thousand dollars, he started
International Management Group and, over a four-decade period, built the
company into a multimillion-dollar enterprise with offices in more than forty
countries. To this day, McCormack’s business classic remains a must-read for
executives and managers at every level. Relating his proven method of “applied
people sense” in key chapters on sales, negotiation, reading others and yourself,
and executive time management, McCormack presents powerful real-world
guidance on • the secret life of a deal • management philosophies that don’t
work (and one that does) • the key to running a meeting—and how to attend one •
the positive use of negative reinforcement • proven ways to observe aggressively
and take the edge • and much more Praise for What They Don’t Teach You at
Harvard Business School “Incisive, intelligent, and witty, What They Don’t Teach
You at Harvard Business School is a sure winner—like the author himself.
Reading it has taught me a lot.”—Rupert Murdoch, executive chairman, News
Corp, chairman and CEO, 21st Century Fox “Clear, concise, and informative . . .
Like a good mentor, this book will be a valuable aid throughout your business
career.”—Herbert J. Siegel, chairman, Chris-Craft Industries, Inc. “Mark
McCormack describes the approach I have personally seen him adopt, which has
not only contributed to the growth of his business, but mine as well.”—Arnold
Palmer “There have been what we love to call dynasties in every sport. IMG has
been different. What this one brilliant man, Mark McCormack, created is the only
dynasty ever over all sport.”—Frank Deford, senior contributing writer, Sports
Illustrated
This book provides examples of innovative and successful business models from
remade law firms to inspire change that goes beyond thinking and planning, and
leads straight to implementing change and better client service.
Why the future of popular culture will revolve around ever bigger bets on
entertainment products, by one of Harvard Business School's most popular
professors What's behind the phenomenal success of entertainment businesses
such as Warner Bros., Marvel Entertainment, and the NFL—along with such stars
as Jay-Z, Lady Gaga, and LeBron James? Which strategies give leaders in film,
television, music, publishing, and sports an edge over their rivals? Anita Elberse,
Harvard Business School's expert on the entertainment industry, has done
pioneering research on the worlds of media and sports for more than a decade.
Now, in this groundbreaking book, she explains a powerful truth about the fiercely
competitive world of entertainment: building a business around blockbuster
products—the movies, television shows, songs, and books that are hugely
expensive to produce and market—is the surest path to long-term success. Along
the way, she reveals why entertainment executives often spend outrageous
amounts of money in search of the next blockbuster, why superstars are paid
unimaginable sums, and how digital technologies are transforming the
entertainment landscape. Full of inside stories emerging from Elberse's
unprecedented access to some of the world's most successful entertainment
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brands, Blockbusters is destined to become required reading for anyone seeking
to understand how the entertainment industry really works—and how to navigate
today's high-stakes business world at large.
With the enormous growth of the internet and social media sites, digital marketing
is now worth more per annum than TV advertising in the UK. Social network
advertising spending is expected to increase to a staggering $4.3 billion in 2011
in a bid to attract today's media-savvy consumer. The Best Digital Marketing
Campaigns in the World brings together an international collection of the most
successful digital marketing campaigns of our time, assessing what they
achieved and the business lessons learnt. This practical and insightful book
explores how businesses large and small have harnessed social media, blogs,
forums, online video and email to boost their brand and attract customers.
Damian Ryan and Calvin Jones present a selection of hand-picked case studies,
sharing the knowledge and skill of the world's top creative minds. Covering
everything from household names such as Pizza Hut and Pepsi to Obama's 2008
presidential election campaign, this book is the must-read guide for all marketers
looking to embrace the new digital landscape.
"The best sales book of the year" — strategy+business magazine That gap
between your company’s sales efforts and strategy? It’s real—and a huge
vulnerability. Addressing that gap, actionably and with attention to relevant
research, is the focus of this book. In Aligning Strategy and Sales, Harvard
Business School professor Frank Cespedes equips you to link your go-to-market
initiatives with strategic goals. Cespedes offers a road map to articulate strategy
in ways that people in the field can understand and that will fuel the behaviors
required for profitable growth. Without that alignment, leaders will press for better
execution when they need a better strategy, or change strategic direction with
great cost and turmoil when they should focus on the basics of sales execution.
With thoughtful, clear, and engaging examples, Aligning Strategy and Sales
provides a framework for diagnosing and managing the core levers available for
effective selling in any organization. It will give you the know-how and tools to
move from ideas to action and build a sales effort linked to your firm’s unique
goals, not a generic selling formula. Cespedes shows how sales efforts affect all
elements of value creation in a business, whether you’re a start-up seeking to
scale or an established firm looking to jump-start new growth. The book provides
key insights to optimize your firm’s customer management activities and so
improve selling and strategy.
Revised and Updated, Featuring a New Case Study How do successful
companies create products people can’t put down? Why do some products
capture widespread attention while others flop? What makes us engage with
certain products out of sheer habit? Is there a pattern underlying how
technologies hook us? Nir Eyal answers these questions (and many more) by
explaining the Hook Model—a four-step process embedded into the products of
many successful companies to subtly encourage customer behavior. Through
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consecutive “hook cycles,” these products reach their ultimate goal of bringing
users back again and again without depending on costly advertising or
aggressive messaging. Hooked is based on Eyal’s years of research, consulting,
and practical experience. He wrote the book he wished had been available to him
as a start-up founder—not abstract theory, but a how-to guide for building better
products. Hooked is written for product managers, designers, marketers, start-up
founders, and anyone who seeks to understand how products influence our
behavior. Eyal provides readers with: • Practical insights to create user habits
that stick. • Actionable steps for building products people love. • Fascinating
examples from the iPhone to Twitter, Pinterest to the Bible App, and many other
habit-forming products.
In this pathbreaking book, world-renowned Harvard Business School service firm
experts James L. Heskett, W. Earl Sasser, Jr. and Leonard A. Schlesinger reveal
that leading companies stay on top by managing the service profit chain. Why are
a select few service firms better at what they do -- year in and year out -- than
their competitors? For most senior managers, the profusion of anecdotal "service
excellence" books fails to address this key question. Based on five years of
painstaking research, the authors show how managers at American Express,
Southwest Airlines, Banc One, Waste Management, USAA, MBNA, Intuit, British
Airways, Taco Bell, Fairfield Inns, Ritz-Carlton Hotel, and the Merry Maids
subsidiary of ServiceMaster employ a quantifiable set of relationships that directly
links profit and growth to not only customer loyalty and satisfaction, but to
employee loyalty, satisfaction, and productivity. The strongest relationships the
authors discovered are those between (1) profit and customer loyalty; (2)
employee loyalty and customer loyalty; and (3) employee satisfaction and
customer satisfaction. Moreover, these relationships are mutually reinforcing; that
is, satisfied customers contribute to employee satisfaction and vice versa. Here,
finally, is the foundation for a powerful strategic service vision, a model on which
any manager can build more focused operations and marketing capabilities. For
example, the authors demonstrate how, in Banc One's operating divisions, a
direct relationship between customer loyalty measured by the "depth" of a
relationship, the number of banking services a customer utilizes, and profitability
led the bank to encourage existing customers to further extend the bank services
they use. Taco Bell has found that their stores in the top quadrant of customer
satisfaction ratings outperform their other stores on all measures. At American
Express Travel Services, offices that ticket quickly and accurately are more
profitable than those which don't. With hundreds of examples like these, the
authors show how to manage the customer-employee "satisfaction mirror" and
the customer value equation to achieve a "customer's eye view" of goods and
services. They describe how companies in any service industry can (1) measure
service profit chain relationships across operating units; (2) communicate the
resulting self-appraisal; (3) develop a "balanced scorecard" of performance; (4)
develop a recognitions and rewards system tied to established measures; (5)
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communicate results company-wide; (6) develop an internal "best practice"
information exchange; and (7) improve overall service profit chain performance.
What difference can service profit chain management make? A lot. Between
1986 and 1995, the common stock prices of the companies studied by the
authors increased 147%, nearly twice as fast as the price of the stocks of their
closest competitors. The proven success and high-yielding results from these
high-achieving companies will make The Service Profit Chain required reading
for senior, division, and business unit managers in all service companies, as well
as for students of service management.
“YOU HAVE CHANGED MY LIFE” is a common refrain in the emails Walter
Lewin receives daily from fans who have been enthralled by his world-famous
video lectures about the wonders of physics. “I walk with a new spring in my step
and I look at life through physics-colored eyes,” wrote one such fan. When
Lewin’s lectures were made available online, he became an instant YouTube
celebrity, and The New York Times declared, “Walter Lewin delivers his lectures
with the panache of Julia Child bringing French cooking to amateurs and the
zany theatricality of YouTube’s greatest hits.” For more than thirty years as a
beloved professor at the Massachusetts Institute of Technology, Lewin honed his
singular craft of making physics not only accessible but truly fun, whether putting
his head in the path of a wrecking ball, supercharging himself with three hundred
thousand volts of electricity, or demonstrating why the sky is blue and why clouds
are white. Now, as Carl Sagan did for astronomy and Brian Green did for
cosmology, Lewin takes readers on a marvelous journey in For the Love of
Physics, opening our eyes as never before to the amazing beauty and power with
which physics can reveal the hidden workings of the world all around us. “I
introduce people to their own world,” writes Lewin, “the world they live in and are
familiar with but don’t approach like a physicist—yet.” Could it be true that we are
shorter standing up than lying down? Why can we snorkel no deeper than about
one foot below the surface? Why are the colors of a rainbow always in the same
order, and would it be possible to put our hand out and touch one? Whether
introducing why the air smells so fresh after a lightning storm, why we briefly lose
(and gain) weight when we ride in an elevator, or what the big bang would have
sounded like had anyone existed to hear it, Lewin never ceases to surprise and
delight with the extraordinary ability of physics to answer even the most elusive
questions. Recounting his own exciting discoveries as a pioneer in the field of Xray astronomy—arriving at MIT right at the start of an astonishing revolution in
astronomy—he also brings to life the power of physics to reach into the vastness
of space and unveil exotic uncharted territories, from the marvels of a supernova
explosion in the Large Magellanic Cloud to the unseeable depths of black holes.
“For me,” Lewin writes, “physics is a way of seeing—the spectacular and the
mundane, the immense and the minute—as a beautiful, thrillingly interwoven
whole.” His wonderfully inventive and vivid ways of introducing us to the
revelations of physics impart to us a new appreciation of the remarkable beauty
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and intricate harmonies of the forces that govern our lives.
China and India are home to one-third of the world's population. And they're
undergoing social and economic revolutions that are capturing the best
minds--and money--of Western business. In Billions of Entrepreneurs, Tarun
Khanna examines the entrepreneurial forces driving China's and India's
trajectories of development. He shows where these trajectories overlap and
complement one another--and where they diverge and compete. He also reveals
how Western companies can participate in this development. Through intriguing
comparisons, the author probes important differences between China and India
in areas such as information and transparency, the roles of capital markets and
talent, public and private property rights, social constraints on market forces,
attitudes toward expatriates abroad and foreigners at home, entrepreneurial and
corporate opportunities, and the importance of urban and rural communities. He
explains how these differences will influence China's and India's future
development, what the two countries can learn from each other, and how they
will ultimately reshape business, politics, and society in the world around them.
Engaging and incisive, this book is a critical resource for anyone working in
China or India or planning to do business in these two countries.
The Case Study Handbook, Revised EditionA Student's GuideHarvard Business
Press
In the spring of 2010, Harvard Business School’s graduating class asked HBS
professor Clay Christensen to address them—but not on how to apply his principles and
thinking to their post-HBS careers. The students wanted to know how to apply his
wisdom to their personal lives. He shared with them a set of guidelines that have
helped him find meaning in his own life, which led to this now-classic article. Although
Christensen’s thinking is rooted in his deep religious faith, these are strategies anyone
can use. Since 1922, Harvard Business Review has been a leading source of
breakthrough ideas in management practice. The Harvard Business Review Classics
series now offers you the opportunity to make these seminal pieces a part of your
permanent management library. Each highly readable volume contains a
groundbreaking idea that continues to shape best practices and inspire countless
managers around the world.
A behind-the-scenes view of America's most prestigious business school examines the
Harvard Business School's strategies and theories of teaching business and profiles
some of the school's leading graduates and their careers
Contending that today's high-quality marketplace has created an era of impossible
competition, an award-winning Harvard Business School professor makes
recommendations for how companies can retain market shares without losing status to
copycat competitors.
"You've got a great idea that will increase revenue or productivity--but how do you get
approval to make it happen? By building a business case that clearly shows its value.
Maybe you struggle to win support for projects because you're not sure what kind of
data your stakeholders will trust, or naysayers always seem to shoot your ideas down
at the last minute. Or perhaps you're intimidated by analysis and number crunching, so
you just take a stab at estimating costs and benefits, with little confidence in your
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accuracy. To get any idea off the ground at your company you'll have to make a strong
case for it. This guide gives you the tools to do that"-This third edition of Teaching and the Case Method is a further response to increased
national and international interest in teaching, teachers, and learning, as well as the
pressing need to enhance instructional effectiveness in the widest possible variety of
settings. Like its predecessors, this edition celebrates the joys of teaching and learning
at their best and emphasizes the reciprocal exchange of wisdom that teachers and
students can experience. It is based on the belief that teaching is not purely a matter of
inborn talent. On the contrary, the knowledge, skills, and attitudes that make for
excellence in teaching can be analyzed, abstracted, and learned. One key premise of
Teaching and the Case Method is that all teaching and learning involve a core of
universally applicable principles that can be discerned and absorbed through the study
and discussion of cases.
Case method teaching immerses students in realistic business situations--which include
incomplete information, time constraints, and conflicting goals. The class discussion
inherent in case teaching is well known for stimulating the development of students'
critical thinking skills, yet instructors often need guidance on managing that class
discussion to maximize learning. Teaching with Cases focuses on practical advice for
instructors that can be easily implemented. It covers how to plan a course, how to teach
it, and how to evaluate it. The book is organized by the three elements required for a
great case-based course: 1) advance planning by the instructor, including
implementation of a student contract; 2) how to make leading a vibrant case discussion
easier and more systematic; and 3) planning for student evaluation after the course is
complete. Teaching with Cases is ideal for anyone interested in case teaching, whether
basing an entire course on cases, using cases as a supplement, or simply using
discussion facilitation techniques. To learn more about the book, and to see resources
available, visit teachingwithcases.hbsp.harvard.edu.
This open access book explores the concept of Industry 4.0, which presents a
considerable challenge for the production and service sectors. While digitization
initiatives are usually integrated into the central corporate strategy of larger companies,
smaller firms often have problems putting Industry 4.0 paradigms into practice. Small
and medium-sized enterprises (SMEs) possess neither the human nor financial
resources to systematically investigate the potential and risks of introducing Industry
4.0. Addressing this obstacle, the international team of authors focuses on the
development of smart manufacturing concepts, logistics solutions and managerial
models specifically for SMEs. Aiming to provide methodological frameworks and pilot
solutions for SMEs during their digital transformation, this innovative and timely book
will be of great use to scholars researching technology management, digitization and
small business, as well as practitioners within manufacturing companies.
This is a book about how to have fun and stop worrying about your kids. How? Use the
world-renowned Harvard case method in its bare bones. Parenting Problems Do you
worry about your child's future? Do you want practical ideas for everyday parenting? Do
you need help in dealing with tantrums, tensions, and tears? Have you read parenting
books but often feel at a loss? Do you prefer the simplest, proven methods? Do you
believe in teaching your child to think for himself? Do you want to bond with your child?
The Help Hi! I am Anne, the author. If you answered a YES to any of the ten questions,
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this book might help on your parenting journey. I answered YES to ALL of those
questions. I was searching for a simple, universal, and easy-to-apply parenting
approach for everyday use. The solution I describe in my parenting book has been
around for 2500 years. It's just that nobody has explained how to use it with children, in
everyday parenting. This parenting tool is no secret, many of us have used the
approach in some form or another, not even knowing we were parenting with the case
method! The Proven Method The Case Method Miracle is not about the Harvard case
method in the traditional sense, and you do not have to be a Harvard graduate to use
the case method in the parenting setting. In fact, if you think you have to have a degree
from Harvard to parent successfully, then my parenting book is not for you. I am sharing
my parenting experience as a mom to mom, not as a parenting expert. The teaching
and parenting expertise and the proof to this parenting approach come from Socrates,
the father of teaching from ancient Greece over 2,500 years ago. In fact, this parenting
book is as much for fathers as for mothers, for caregivers and teachers. The Simplified
Method Over the two years I studied at Harvard Business School, I analyzed and
discussed over 500 case studies. They follow a certain structure. I took that structure
and stripped it to its core elements. They include the main character, the situation
description, and the question. Instead of twenty-page descriptions of business
situations, the cases in my book are one-minute stories with a simple question. Benefits
Children; the case method parenting approach benefits: Children stay out of trouble
because they learn to think for themselves, own their decisions, and take pride in them.
Children grow self-confidence because they learn they can face what life brings, with
confidence. Children develop mental grit, the ability to stand firm under peer pressure,
something that becomes more and more important as the children grow up. Children
develop early literacy by hearing and being heard, a crucial aspect to literacy
development. Parents; the case method parenting approach benefits: Parents learn
how to use a proven method in its simplest form for a best parenting tool. Parents can
provide a safe environment for discussions with their child--even difficult ones--because
the stories are in third person. Parents bond with their child, because they are sharing
with their child from the child's perspective, communicating not just with love and logic,
but with love and care, favorites for every child.

The guide all MBAs and exec ed students need. If you're enrolled in an MBA or
executive education program, you've probably encountered a powerful learning
tool: the business case. But if you're like many people, you may find interpreting
and writing about cases mystifying and time-consuming. In The Case Study
Handbook, Revised Edition, William Ellet presents a potent new approach for
efficiently analyzing, discussing, and writing about cases. Early chapters show
how to classify cases according to the analytical task they require (making a
decision, performing an evaluation, or diagnosing a problem) and quickly
establish a base of knowledge about a case. Strategies and templates, in
addition to several sample Harvard Business School cases, help you apply the
author's framework. Later in the book, Ellet shows how to write persuasive caseanalytical essays based on the process laid out earlier. Examples of effective
writing further reinforce the methods. The book also includes a chapter on how to
talk about cases more effectively in class. Any current or prospective MBA or
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executive education student needs this guide.
When facing a difficult management challenge, wouldn't it be great if you could
turn to a panel of experts to help guide you to the right decision? Now you can,
with books from the Judgment Calls series. Drawn from the pages of Harvard
Business Review, these interactive, solutions-oriented guides allow readers to
access the wisdom of leading experts as they tackle familiar and perplexing
business situations. These engagingly written books will help managers improve
problem-solving skills and make better judgment calls under fire.A preface
provides an overview and sets the context for using these provocative case
studies as learning tools in corporate classrooms. A relevant chapter from an
HBE volume introduces the topic as a refresher course. Finally, an appendix of
resources such as executive summaries, guiding questions, and a list of further
reading rounds out the book. Judgment Calls provide insight into a variety of real
world difficulties and offer solutions that managers will find both sound and
practical. Our ideal reader is the business traveler who's thinking about this very
issue, sees the book in the airport, and throws it in his or her briefcase to read on
the plane.This volume, tentatively titled "Bob's Meltdown and Other Stories from
the Frontines of Management" looks at the most common issue in
workplaces--employee behavior. What should you do when a star employee
loses his temper in public? Worse yet, what if your protege seems to be coming
unglued? All this and more!
“In this groundbreaking book, Francesca Gino shows us how to spark creativity,
excel at work, and become happier: By learning to rebel.” — Charles Duhigg, New
York Times bestselling author of The Power of Habit and Smarter Faster Better
Do you want to follow a script — or write your own story? Award-winning Harvard
Business School professor Francesca Gino shows us why the most successful
among us break the rules, and how rebellion brings joy and meaning into our
lives. Rebels have a bad reputation. We think of them as troublemakers,
outcasts, contrarians: those colleagues, friends, and family members who
complicate seemingly straightforward decisions, create chaos, and disagree
when everyone else is in agreement. But in truth, rebels are also those among us
who change the world for the better with their unconventional outlooks. Instead of
clinging to what is safe and familiar, and falling back on routines and tradition,
rebels defy the status quo. They are masters of innovation and reinvention, and
they have a lot to teach us. Francesca Gino, a behavioral scientist and professor
at Harvard Business School, has spent more than a decade studying rebels at
organizations around the world, from high-end boutiques in Italy’s fashion
capital, to the World’s Best Restaurant, to a thriving fast food chain, to an awardwinning computer animation studio. In her work, she has identified leaders and
employees who exemplify “rebel talent,” and whose examples we can all learn to
embrace. Gino argues that the future belongs to the rebel — and that there’s a
rebel in each of us. We live in turbulent times, when competition is fierce,
reputations are easily tarnished on social media, and the world is more divided
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than ever before. In this cutthroat environment, cultivating rebel talent is what
allows businesses to evolve and to prosper. And rebellion has an added benefit
beyond the workplace: it leads to a more vital, engaged, and fulfilling life.
Whether you want to inspire others to action, build a business, or build more
meaningful relationships, Rebel Talent will show you how to succeed — by
breaking all the rules.
WITH NEW ANALYSIS OF HBS AND THE FINANCIAL CRISIS When Philip
Delves Broughton abandoned his career as a successful journalist and enrolled
in Harvard Business School's prestigious MBA course, he joined 900 other wouldbe tycoons in a cauldron of capitalism. Two years of Excel shortcuts and five
hundred of HBS's notorious business case studies lay ahead of him, but he
couldn't have told you what OCRA was, other than a vegetable, or whether
discount department stores make more money than airlines. He did, however,
know that HBS's alumni appeared to be taking over the world. The US president,
the president of the World Bank, the US treasury secretary, the CEOs of General
Electric, Goldman Sachs and Proctor & Gamble - all were bringing HBS
experience to the way they ran their banks, businesses and even countries. And
with the prospect of economic enlightenment before him, he decided to see for
himself exactly what they teach you at Harvard Business School. Philip Delves
Broughton's hilarious and enlightening account of his experiences within Harvard
Business School's hallowed walls provides an extraordinary glimpse into a world
of case study conundrums, guest lectures, Apprentice-style tasks, booze luging,
burn-outs and high flyers. And with HBS alumni heading the very global
governments, financial institutions and FTSE 500 companies whose reckless
love of deregulation and debt got us into so much trouble, he discovers where
HBS really adds value - and where it falls disturbingly short.
A healthy building does more than conserve resources: it improves the health
and productivity of the people inside. Joseph Allen and John Macomber look at
everything from the air we breathe to the water we drink to how light, sound, and
materials impact our performance and wellbeing and drive business profit.
What people get out of social media—and how businesses can get more out of it
Almost no one had heard of social media a decade ago, but today websites such
as Facebook, Twitter, and LinkedIn have more than 1 billion users and account
for almost 25 percent of Internet use. Practically overnight, social media seems
indispensable to our lives—from friendship and dating to news and business.
What makes social media so different from traditional media? Answering that
question is the key to making social media work for any business, argues Miko?aj
Piskorski, one of the world's leading experts on the business of social media. In A
Social Strategy, he provides the most convincing answer yet, one backed by
original research, data, and case studies from companies such as Nike and
American Express. Drawing on his analysis of proprietary data from social media
sites, Piskorski argues that the secret of successful ones is that they allow people
to fulfill social needs that either can’t be met offline or can be met only at much
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greater cost. This insight provides the key to how companies can leverage social
platforms to create a sustainable competitive advantage. Companies need to
help people interact with each other before they will promote products to their
friends or help companies in other ways. Done right, a company’s social media
should benefit customers and the firm. Piskorski calls this "a social strategy," and
he describes how companies such as Yelp and Zynga have done it.
Groundbreaking and important, A Social Strategy provides not only a story- and
data-driven explanation for the explosion of social media but also an invaluable,
concrete road map for any company that wants to tap the marketing potential of
this remarkable phenomenon.
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