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Why use

?

It’s a fair question and we’re glad you asked. Book behemoths such as Amazon,
Barnes & Noble, and even Wal–Mart throw a vast shadow, so it’s not always easy
to see the value of using a specialty book retailer like 800-CEO-READ. But we
offer great benefits and even better service to our authors and other partners.

Customer Service
Perhaps the single most important thing we do is manage your orders personally:
Any questions? Just call. We’ll get your books where they need to be, when and
how you need them. {See Roy Normington and Meg Bacik on page 26. No one
else has facilitated the movement of more books from place to place over the
last 15 years.}

Logistics
We excel at managing high-touch orders of over 10 books. You may need 100
books to arrive by a certain date. Or you may need 1,000 books to arrive at
multiple locations over the course of two months. Or you may want to send
a copy of your book to 200 individual recipients. No problem.

Pricing
We often offer deep discounts on non-returnable bulk orders on a case by
case basis. Just ask.

Recognition
To help get books noticed and the sales accurately tracked, we report our sales
to The New York Times and Nielsen Bookscan every week. We also report our
own monthly bestseller list is syndicated through the McClatchy-Tribune News
Service that distributes to media sources across the country. {We’ve published
our yearly list here on page 27.}

We
believe
in
books.
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As we all continue to feel business
and economics intimately affect our
lives, and see how we as individuals
and communities can affect business
in return, the realm of the business
book continues to expand.
It’s odd to feel the urge to defend books, to stand up for their
worth in society. As a book retailer, it sometimes feels like a desperate act, as if we’re doing it for our own survival rather than
based on the merits.
Maybe it’s because we began life as the nerdy younger sister to a
hip, literary sister bookstore. Perhaps it is because, at one of our
recent author events, an attendee walked right past the free book
we were offering, gruffly saying “nobody reads books anymore.”
Mind you, this was at an author event he was attending, so he
thought the ideas being presented were valuable—just apparently
not in book form.
But the merits of the book are so clearly there to
defend. Robert J. Shiller put it succinctly in the introduction to his book Finance and the Good Society:
“I am a big believer in achieving understanding
through books, not just scholarly articles in professional journals, since I believe that the more comprehensive

discussion of a topic that books permit ultimately leads to a
broader understanding of any subject. […] I believe it is impor-
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tant for all readers, including my professional colleagues, to spend
time with whole, readable books on broad topics rather than just
the specialized scholarly literature. I do not think of these books

as popularizers, but as synthesizers, originators, provokers,
and inducers.”
This is exactly what good business books can do. And as the
business genre continues to grow beyond self-help, industry
books, how-to guides, and fables to include pop psychology, cognitive science, creativity and innovation, current events, and
almost everything else under the sun, more and more people are
picking up and embracing business books for that very reason.
We are not going to suggest that all of the approximately 12,263
business books published last year (as estimated by Bowker) are
worth the time it takes to read them. The great majority probably
are not. But there are so many that are, and if you find the right
one it can change your life. If you write the right one, it can change
the world. That sounds hyperbolic, but we’ve seen it happen over
and over again. Consider just three authors—Stephen Covey, Roger
Fisher, and Zig Ziglar. Sadly, each of these authors passed away
in 2012. But, before they left us, each of them wrote books we
featured in our book, The 100 Best Business Books of All Time.
Roger Fisher’s Getting to Yes: Negotiating Agreement Without Giving In has sold millions of copies
and been translated into 36 languages, touching
lives all over the world, and his efforts extend
beyond even that. His ideas and efforts changed
the trajectory of the Cold War and many other
conflicts around the world.
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In 1979, Secretary of State Cyrus Vance
sought his counsel before the Camp David
meetings between Jimmy Carter, Egyptian President Anwar El Sadat, and Israeli
Prime Minister Menachem Begin. Fisher’s
suggestion of “a single negotiating text”
method would eventually lead to a lasting peace agreement between Egypt and Israel—the first and only of its kind.
In 1985, he helped convince President
Reagan’s staff members that getting Soviet
leader Mikhail Gorbachev and Reagan in
the same room to build relations was more
important than pushing a specific agenda,
leading to their historic summit meeting in 1986 and the INF
Treaty in 1987.
And, in 1991, Fisher and some of his former students led workshops with both the Afrikaner cabinet and the African National
Congress negotiating committee in South Africa that would eventually lead to the talks that ended apartheid.
Zig Ziglar’s many books and tapes on sales have been translated
into over thirty-eight languages, and he has taught generations
of salespeople how to be more effective in their jobs. His most
famous book, Secrets of Closing the Sale, may well be the best guide
to the subject ever written.
He once said “People often say that motivation doesn’t last. Well,
neither does bathing—that’s why we recommend it daily.” And
he logged over five million miles roaming the world’s surface to
deliver that motivation, touching millions of lives along the way.

Stephen Covey’s seminal book, The Seven Habits of Highly
Effective People, changed the business book landscape forever.
It was a book that introduced us to the concept of paradigm shifts in our lives, and it shifted the paradigm
of the entire industry. It has been translated into
almost 40 languages and sold more than 25 million
copies worldwide.
Our founder and president Jack Covert sent the entire office an
email when news of his death came over the wires. The subject
line read, “This is a big deal.” And it was, and is, a big deal, but his
wisdom and work will resonate long after him. A lot of business
books can improve your career or help you change your business.
Covey’s, like Fisher’s and Ziglar’s books, will change your life.
These three individuals passing from the world leaves us with
three less men of character, but their existence helped build the
character and careers of millions of others. Each of them, though
they’re probably not household names, have changed the world
individual reader by individual reader. And judging by the outpouring of tributes on social media and elsewhere, those readers
are vast and diverse and committed.
The pithy attendee who refused the free book at our event was
wrong. People do still read books. More people than ever before
are writing books, and there are more business books being published each and every year.

We know books can change lives. The
trick is in finding the right one for you.
And we’re here to help.
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Of the thousands of books published in 2012, we think
these 40 lead the way as “synthesizers, originators,
provokers, and inducers” of business thought and action.
8 THE 800-CEO-READ BUSINESS BOOK
		 OF THE YEAR
		 BEST IN CATEGORY WINNERS:
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General Business
Leadership
Management
Marketing & Sales
Entrepreneurship & Small Business
Personal Development
Innovation & Creativity
Finance & Economics
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BOOK
AWARDS 2012

The 800-CEO-READ

BUSINESS BOOK
of the YEAR

GENERAL
BUSINESS

“If its revenue were counted as strictly as gross domestic product, the corporation
would rank as the twenty-first largest nation-state in the world. […]
As Lee Raymond told his colleagues, ‘If we haven’t gotten to “economy of scale,”
we’re never going to find it.’ He was optimistic. Oil prices were rising again.
‘It’s a great time to be ExxonMobil,’ he declared.”
Private Empire, page 66
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BEST LEADERSHIP BOOK

RUNNERS UP

The Advantage
Patrick Lencioni

Private Empire: Exxon Mobil and American Power
Steve Coll

Jossey-Bass, ISBN 9780470941522

The Penguin Press, ISBN 9781594203350

Outside In: The Power of Putting Customers
at the Center of Your Business
Harley Manning & Kerry Bodine

Patrick Lencioni is one of the big hitters in business books, so it’s
not surprising that he would eventually write the best business book
of the year. What may surprise many is that it wouldn’t be a fable.
His previous books have all used fictional premises to drive home his
business lessons. The Advantage is a more straight-forward book,
well-stocked with advice on getting things right in your organization
before they become wrong. Because if, or rather when, things do go
wrong, the organization’s health will be strong enough to withstand
and endure the assault. Therein lies The Advantage, and why we chose
this book as our 2012 Book of the Year.

Steve Coll’s case study detailing the extraordinary operation of
ExxonMobil is an impartial peek into a world that, for most, is
and always will be as opaque as the dense black matter they deal
in. Readers are privy to a wealth of insider stories, and along
the way Coll’s narrative manages to impart some of the worldly
wisdom that helps the corporation stay so successful. There’s
nothing small about Private Empire: big money, big oil, big drama,
700 pages. Coll’s austere narrative is the most modest element
present. But the publication of Private Empire could not be
timelier; one can’t resist wondering how the most consistently
profitable corporation in the U.S. will transform and be transformed by the changing energy market.

New Harvest, ISBN 9780547913988

The Pirate Organization: Lessons
from the Fringes of Capitalism
Rodolphe Durand & Jean-Philippe Vergne
Harvard Business Review Press, ISBN 9781422183182

Platform: Get Noticed in a Noisy World
Michael Hyatt
Thomas Nelson, ISBN 9781595555038

Plutocrats: The Rise of the New Global
Super-Rich and the Fall of Everyone Else
Chrystia Freeland
The Penguin Press, ISBN 9781594204098
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LEADERSHIP

MANAGEMENT

“The chaos we think we feel is actually a laughing, singing, dancing, and remarkable
order of its own. If we can only find a way to embrace this, the businesses we
build would be the kind that feed the heart and soul of everyone who comes into
contact with them. This is real-life strategy, this is joyful culture, this is a committed
customer, and this is the essence of a business that’s truly alive.”

“The single greatest advantage any company can achieve
is organizational health. Yet it is ignored by most
leaders even though it is simple, free, and available
to anyone who wants it.”
The Advantage, page 1

The Commitment Engine, page 1

BEST LEADERSHIP BOOK

RUNNERS UP

BEST MANAGEMENT BOOK

RUNNERS UP

The Commitment Engine: Making Work Worth It
John Jantsch

The Pause Principle: Step Back
to Lead Forward
Kevin Cashman

The Advantage: Why Organizational Health
Trumps Everything Else in Business
Patrick Lencioni

All In: How the Best Managers
Create a Culture of Belief
and Drive Big Results
Adrian Gostick & Chester Elton

Portfolio, ISBN 9781591844877

Small business guru John Jantsch knows the importance
of personal commitment, but from owning his own business
and studying others, he knows that it’s just as important
to generate commitment to your business, to your ideas and
values, your story, your products and services, in others—
particularly in your employees and customers, but also in the
businesses you partner with. If you can set a clear purpose
and build a business that generates commitment to it in others,
then you can let go of the controls and watch as your business
seemingly runs itself.

Berret-Koehler, ISBN 9781609945329

Talk, Inc.: How Trusted Leaders
Use Conversation to
Power Their Organizations
Boris Groysberg & Michael Slind
Harvard Business Review Press, ISBN 9781422173336

Turn the Ship Around:
How to Create Leadership
at Every Level
L. David Marquet
Greenleaf Book Group, ISBN 9781608323746

Vital Voices: The Power
of Women Leading Change
Around the World
Alyse Nelson
Jossey-Bass, ISBN 9781118184776

Jossey-Bass, ISBN 9780470941522

Free Press, ISBN 9781451659825

Dropping his usual parable style of writing, Lencioni unleashes
a direct, non-fiction book that cuts through the important yet
rarely addressed issue of interpersonal barriers within organizations. By deconstructing these barriers (and Lencioni shows us
how), we can reach organizational health, which, according to the
book, trumps everything else in business. We agree.

Judgment on the Front Line:
How Smart Companies Win
by Trusting Their People
Chistopher DeRose & Noel Tichy
Portfolio, ISBN 9781591843887

The Reinventors: How
Extraordinary Companies Pursue
Radical Continuous Change
Jason Jennings
Portfolio, ISBN 9781591844235

Uncommon Service: How to
Win by Putting Customers
at the Core of Your Business
Frences Frei & Anne Morriss
Harvard Business School Press, ISBN 9781422133316
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MARKETING
& SALES

ENTREPRENEURSHIP
& SMALL BUSINESS

“Some of you, no doubt, are selling in the literal sense—convincing existing
customers and fresh prospects to buy casualty insurance or consulting services or
homemade pies at the farmers’ market. But all of you are likely spending more
time than you realize selling in a broader sense—pitching colleagues, persuading
funders, cajoling kids. Like it or not, we’re all in sales now.”
To Sell is Human, page 2

“If you have a group of interested people but nothing to sell, you don’t
have a business. If you have something to sell but no one willing to buy it,
you don’t have a business. In both cases, without a clear and easy way for
customers to pay for what you offer, you don’t have a business. Put the three
together, and congratulations—you’re an entrepreneur.”
The $100 Startup, page 18

BEST MARKETING & SALES BOOK

RUNNERS UP

BEST ENTREPRENEURSHIP & SMALL BUSINESS BOOK

RUNNERS UP

To Sell Is Human: The Surprising Truth About Moving Others
Daniel H. Pink

The Art of the Sale: Learning from the
Master About the Business of Life
Philip Delves Broughton

The $100 Startup: Reinvent the Way You Make a Living,
Do What You Love, and Create a New Future
Chris Guillebeau

The 20% Doctrine: How Tinkering,
Goofing Off, and Breaking the Rules
at Work Drive Success in Business
Ryan Tate

Riverhead Books, ISBN 9781594487156

With the emergence of sites such as Amazon, YELP, Expedia, and
Groupon, people think that we no longer need to sell or be sold
to—that these electronic resources can help us find everything
that we are looking for on our own. In To Sell is Human, Dan Pink
not only demonstrates just how wrong this view is, but shows us
that there is a new approach to moving people that involves three
very human qualities and three surprising skills. Pink’s in-depth
study offers a fresh, perceptive, and—most importantly—practical
look at the art and science of selling, and his insightful observations on sales will transform how you think about what you do at
work, at school, and at home.
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The Penguin Press, ISBN 9781594203329

The Face-To-Face Book: Why Real
Relationships Rule in a Digital Marketplace
Ed Keller & Brad Fay
Free Press, ISBN 9781451640069

Likeonomics: The Unexpected Truth
Behind Earning Trust, Influencing
Behavior, and Inspiring Action
Rohit Bhargava
John Wiley & Sons, ISBN 9781118137536

Winning the Story Wars: Why Those
Who Tell—And Live—The Best Stories
Will Rule the Future
Jonah Sachs
Harvard Business Review Press, ISBN 9781422143568

Crown Business, ISBN 9780307951526

This book is not about getting rich, and it’s not about being
on the “leading edge.” It’s just a very well written guide to
independence via entrepreneurship. Guillebeau offers insights
on how to break away from the conventional workforce, but
he augments his guidance with very relatable anecdotes and
case studies that entertain, excite, and educate. The $100
Startup does offer cases in which people have made quite
a bit of money, but the goal of the book is always to teach
readers how to be self-supporting. This is the everyman’s
guide to entrepreneurship.

HarperBusiness, ISBN 9780062003232

The Good Food Revolution: Growing
Healthy Food, People, and Communities
Will Allen with Charles Wilson
Gotham Books, ISBN 9781592407101

Just Start: Take Action, Embrace
Uncertainty, Create the Future
Leonard A. Schlesinger & Charles F. Kiefer
with Paul B. Brown
Harvard Business Review Press, ISBN 9781422143612

The Launch Pad: Inside Y Combinator,
Silicon Valley's Most Exclusive
School for Startups
Randall Stross
Portfolio, ISBN 9781591845294
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PERSONAL
DEVELOPMENT

INNOVATION
& CREATIVITY

“The passion hypothesis is not just wrong, it’s also dangerous.
Telling someone to ‘follow their passion’ is not just an
act of innocent optimism, but potentially the foundation for
a career riddled with confusion and angst.”
So Good They Can’t Ignore You, page 1

“Entrepreneurship, customer service, invention, technology,
connection, leadership, and a dozen others. These are
the new performing arts, the valuable visual arts, the essential
personal arts.”
The Icarus Deception, page 12

BEST PERSONAL DEVELOPMENT BOOK

RUNNERS UP

BEST INNOVATION & CREATIVITY BOOK

RUNNERS UP

So Good They Can’t Ignore You: Why Skills Trump Passion
in the Quest for Work You Love
Cal Newport

Daring Greatly: How the Courage
to Be Vulnerable Transforms the Way
We Live, Love, Parent, and Lead
Brené Brown

The Icarus Deception: How High Will You Fly?
Seth Godin

Future Perfect: The Case for Progress
in a Networked Age
Steven Johnson

Gotham Books, ISBN 9781592407330

The term “creative” often gets applied to a specific type of
person. Godin shows us why that is wrong, how each of us can
better understand what we are capable of, and what a huge
resource of innovation that understanding can offer. Before
addressing any challenge, we first must address ourselves.
Godin shows us the way.

Business Plus, ISBN 9781455509126

Career advice of the “Do what you love” variety is usually followed
up with a “bust out of your cubicle, sacrifice all, and follow your
passion” anecdote of success. It’s the kind of advice that gets people
who aren’t excited about their work to get excited about, well, doing
anything but what they are doing. Cal Newport takes a different
angle to finding fulfilling work, advising instead that passion is an
unreliable advisor, and people actually long for and are fulfilled
by becoming really, really good at something. Newport’s advocacy
of “using the craftsman mindset to generate fantastic livelihoods”
offers a refreshing alternative route to finding work you love.
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Extreme Productivity: Boost Your
Results, Reduce Your Hours
Robert C. Pozen
Harper, ISBN 9780062188533

The (Honest) Truth About Dishonesty:
How We Lie to Everyone—Especially
Ourselves
Dan Ariely
Harper, ISBN 9780062183590

The Willpower Instinct: How Self-Control
Works, Why It Matters, and What You
Can Do to Get More of It
Kelly McGonigal

Portfolio, ISBN 9781591846079

Riverhead Books, ISBN 9781594488207

Resilience: Why Things Bounce Back
Andrew Zolli & Ann Marie Healy
Free Press, ISBN 9781451683806

The Signal and the Noise: Why So Many
Predictions Fail—But Some Don’t
Nate Silver
The Penguin Press, ISBN 9781594204111

Situations Matter: Understanding
How Context Transforms Your World
Sam Sommers
Riverhead Books, ISBN 9781594488184

Avery, ISBN 9781583334386
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FINANCE &
ECONOMICS

“At its broadest level, finance is the science of goal architecture—of the
structuring of the economic arrangements necessary to achieve a set of goals
and of the stewardship of assets needed for that achievement. The goals
may be those of households, small businesses, corporations, civic institutions,
governments, and of society itself.”
Finance and the Good Society, page 6

BEST FINANCE & ECONOMICS BOOK

RUNNERS UP

Finance and the Good Society
Robert J. Shiller

All the Money In the World:
What the Happiest People Know
about Getting and Spending
Laura Vanderkam

Princeton University Press, ISBN 9780691154886

Financial Capitalism has a rather well deserved black eye coming
out of a global economic crisis largely of its creation. Robert J.
Shiller makes no apologies for the industry or those in it, but takes
a longer view showing how financial innovation has advanced
human goals and agency throughout history and can still be a force
of good in society. He very adeptly and academically lays out the
roles and responsibilities of the individuals within finance, and
the role of finance within the larger society. Shiller shows how,
instead of demonizing finance, we could be doing our best to
democratize it. Rather than a more profound anger, he provides
a deeper understanding and defines solutions to the current
problems in the system.
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Portfolio, ISBN 9781591844570

Bull by the Horns: Fighting to
Save Main Street from Wall Street
and Wall Street from Itself
Sheila Bair

Why would you want to listen to the people of 800-CEO-READ?

Who are we to
recommend the
year’s best
business books?

Free Press, ISBN 9781451672480

Hour Between Dog and Wolf:
Risk Taking, Gut Feelings and the
Biology of Boom and Bust
John Coates
The Penguin Press, ISBN 9781594203381

Why Nations Fail: The Origins of
Power, Prosperity, and Poverty
Daron Acemoglu & James A Robinson
Crown Business, ISBN 9780307719218
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If you don’t know
800-CEO-READ,
you don’t know
Jack.

JACK COVERT

Our Founder and President

“And David said to me, ‘This is your store. You will
buy and you will sell. And you will make mistakes.
And I will never tell you you are wrong.’”
This is the creation story of our company, as
told by our founder and president Jack Covert to
Inc. Magazine in January of 1995. The “store”
that A. David Schwartz is referring to in the story
was the business book section of the Harry W.
Schwartz bookshop in downtown Milwaukee.
But, to Jack, the store was always bigger than that.
He knew there were people out there that just
didn’t realize yet that they were his customers.
So, he set out to find them. The story continues:
“Covert used to fill his car trunk with business
books and make cold calls on local businesses.
He phoned companies listed in the Hoover Handbook, a compendium of more than 500 major
corporations. As he grew his business he fought
for resources to handle growing demand.”
Then there was the exodus; a movement of
ideas contained in bound books, spreading
all over the world from our unassuming offices.
“Reaching his faraway customers in Hong
Kong and Egypt via fax, EDI, or on-line communiqué, Covert and his staff of ten employees ...
offer delivery of any book anywhere overnight.”

There are twelve of us now, the store in which
we were founded eventually closed up shop, but
we’re still here and can still get any book—great
quantities of them, in fact—anywhere, overnight.
… ‘Jack is not simply a bookseller—
he’s a tracker and a prophet,’
says Doubleday/Currency editor
Harriet Rubin.
And, like every good creation tale, this one
has its prophet:
“Covert himself is known in the world of
business-book publishing. His championship
of obscure works has helped turn such books
as The Goal into national best-sellers, and his
monthly top-15 list is a frequently cited standard.
He publishes a 20-page glossy quarterly newsletter touting new picks to an audience of 60,000
book buyers, and the publishers themselves
heed his suggestions. ‘Jack is not simply a bookseller—he’s a tracker and a prophet,’ says
Doubleday/Currency editor Harriet Rubin.”
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We’ve been retelling this story to friends of the
company ever since. Last year, 17 years after that
initial story, Jack told a slightly different version
of the story to Andrew Hill of the Financial Times:
“Jack Covert remembers the moment he became
aware of a publishing phenomenon. [...] ‘I’d see
someone come in and spend three hours going
through [fiction titles]. Eventually he’d pick
one, pay for it and walk out. And then, one lunch
hour, I saw some guy in a suit come in, grab
five copies of In Search of Excellence, go straight
to the desk and pay, and I thought, “Whoa—
there’s my market.”’
Eventually, Jack left the physical store behind
altogether. It started when an author on book
tour told him that he was having a hard time
getting his books in bulk to events in the right
numbers and on time. Jack took a risk, buying
all the copies of the book he could find, and
told the author to just call him when he needed
books somewhere.
It was a risk that might not have panned out.
David may have come very close to telling
Jack that he was, in fact, wrong on this one.
But the author trusted him, and began calling
when he needed books delivered around the
country. Jack, of course, delivered.
Since then, Jack has steered the company
through the rise and partial fall of big-box
bookstores, the rise of the Internet and its most
dominant retailer, Amazon (who as it happened
brought people to its online store with the
allure of books), and numerous downturns in
the economy. We’re now seeing what might
be the most dramatic change to the industry
yet—the digitization of books. But of all the
things Jack did to build the company now known
as 800-CEO-READ, the single most important
thing he did was to make it a company devoted
to the service of those he worked with, and
to those that work for him. The character of
the company is deeply rooted in that.
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He built a company that has the quality that
the best book of the year, The Advantage by
Patrick Lencioni, argues is most important in
a company—organizational health. Of the 13
people who earn their living from their work
here at 800-CEO-READ, seven have been here
for more than a decade. We know each other,
ourselves, and our jobs well. More importantly,
with our combined experience, we know the
industry as well as anyone.
And like Jack, we always believe there are
customers out there that just don’t realize that
they’re our customers yet.
… of all the things Jack did to build
the company now known as
800-CEO-READ, the single most
important thing he did was to
make it a company devoted to the
service of those he worked with,
and to those that work for him.
The character of the company is
deeply rooted in that.
Carol Grossmeyer’s story runs parallel to Jack’s.
She was somewhat surprised to wake up one
morning and find herself owner and CEO of
800-CEO-READ. After 30 years of bookselling
alongside the late David Schwartz (including
a bookshop romance, marriage and many great
bottles of Bordeaux) Carol found herself working
alongside Jack as she carried the Harry W.
Schwartz Bookshops to their sad end and oversaw
the transition of 800-CEO-READ to the standalone organization it is today.
We call her the Sheriff, and while she says
spending her days communicating with banks,
accountants, and attorneys can be stimulating in
it’s own way, she is first and foremost the keeper
of our culture, and committed to sustain and
grow 800-CEO-READ as a truly good company.

CAROL GROSSMEYER

Owner , CEO and The Sheriff;
the keeper of our culture

LeaveSmarter
LeaveSmarter is our author series here in Milwaukee,
sponsored and supported by M&I Bank and Whyte,
Hirschboeck, Dudek. Over the years, we’ve brought in
Marshall Goldsmith, Dan Roam, Charles Fishman,
Dan and Chip Heath, Jonathan Byrnes, Daniel Burrus,
David Kord Murray, Carol Roth, Erika Andersen,
Jeanne Bliss and many, many more.
In 2012, we hosted:

Pow Wow

Mel Koenig
Events & Accounting

The 800-CEO-READ Author Pow Wow is an annual
gathering of our friends in publishing, industry
experts, and new, established, and aspiring authors
to discuss where the industry is, where it’s headed,
and how to best navigate the ever-evolving labyrinth
and constantly changing beast that is the modern
publishing world.

As our events coordinator, Mel is
the woman behind our LeaveSmarter
Series. She is also our money
collector and dispenser, and co-op
coordinator. She can help you with
questions involving moving money
from our pile to yours, from your pile
to ours, or what color napkins to use.
MEL@800CEOREAD.COM

“Why go to the Pow Wow? Simply put:
there’s no other event like it. Where else
can you talk book strategy with other
authors, receive direct input from publishers,
and meet the folks who run the world’s
best business book distributorship?
The gang in Milwaukee puts on a good
show... make the time to attend!”

Martha Rogers, co-author of Extreme Trust:
Honesty as a Competitive Advantage
Frank and Paul Magnone, authors of Drinking
from the Fire Hose: Making Smarter Decisions
Without Drowning in Information

Shawn Quinn
Accounting

Stephen Shapiro, author of Best Practices are
Stupid: 40 Ways to Out-Innovate the Competition

Shawn Quinn started with the
company when it opened in 1927.
Well, it sometimes seems that
way... It was actually 1989. At the
time, the company that would
become 800-CEO-READ was
known as the “Business Desk,”
because it was just one long desk
that you stood at with multiple
phones. (It was a real big deal to
get a fax machine a couple years
later.) Shawn later went back to
school for a second degree and
started doing the accounting
for 800-CEO-READ in 1998—
a position he still holds.
SHAWN@800CEOREAD.COM
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Jon Mueller
General Manager

Jon acts as curator for the Pow Wow.
He also oversees day-to-day activity,
business development, and general
hanging out with the people of
800-CEO-READ. As a composer
and musician, and the former owner
of an independent record label, he
knows idea generation and distribution, and intimately understands
the work of authors and publishers.
That along with an MBA gives him
a special blend of creative talent.
If you need a partner to make something happen, Jon has the experience,
understanding of process, and
creativity to make it happen.
Contact him if you have a big idea:
JON@800CEOREAD.COM

Chris Guillebeau, author of The Art of Non-Conformity and The $100 Startup

“My first year attending the Pow Wow,
I met the agents who changed the course
of my career. The next year, I met the
team who helped me launch and promote
my next book. Last year, I gained specific
insights that are helping to catapult my
business in new ways. This event isn’t just
about authoring business books—this is
the must-attend conference for anyone
dedicated to big ideas, high expectations,
and long-lasting results.”
Sally Hogshead author of Fascinate
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Author Services

Customization

Being a business book author is not easy. The composition
of 50,000 words. Editing, re-reading , re-working. Disputes
over the title and cover art. It’s hard work and that’s just the
beginning. When the book is published, there’s even more.
The speaking events, book signings, consulting and whatever
else an author (or their PR person) can dream up. The last
thing you need is something else to worry about.
We can help. We’ve been providing the logistical support to move
books all over the world for almost thirty years. We’re independent
and flexible to fit individual author’s needs, and can work with
you on any project large or small. If you can think of a way to
customize a sale, chances are we can do it—and have done it before.
Or, if you just want to chat about the best way to handle book
sales and navigate the sometimes muddy waters of publishing,
we’re just a phone call (or email) away.

Aaron Schleicher
Author Services

If you can’t come to the Pow Wow,
the next best thing you can do
is to give Aaron Schleicher a call.
For the past 8 years, he has been
the one-man sales force and
author services specialist at 8CR.
You can usually find him hidden
under a baseball cap, with his feet
kicked up on his desk, talking with
authors, publishers, and businesses
about how 8CR can help get
their books in the hands of people
around the globe. If you want
to talk publishing and move books,
contact Aaron:
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We have been customizing books for businesses,
authors, and individuals for years now. It’s
become such a big part of what we do that in 2012
we hired our newest employee and devoted him
to oversee these projects. Whether it’s book plates
signed by the author, a tipped-in page to personalize the book’s message, or a belly-band around
the book to let the audience know who provided
it, we have you (and the book) covered.

Michael Jantz
Special Projects

Michael oversees our growing work
on custom projects. His marketing
and multimedia experience provides
an interesting background. The
English degree nagging quietly from
the bottom of his file drawer has
also led him to get more involved
with reviewing books and posting
regularly on our daily blog. If you
want your discuss customizing books
(or if you just want to order a bunch
of them), you should contact him.
MICHAEL@800CEOREAD.COM
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Books in Bulk

Meg Bacik
Customer Service
Meg has always been what we
call “the dropship queen,” moving
vast quantities of books around
the world for author and company
events, business schools, and
publishers. No one knows the
logistics of bulk book sales better.
MEG@800CEOREAD.COM

“When people ask me the fastest, easiest way
to get books in bulk, I always send them
to the nice folks at 800-CEO-READ. I know
I’m in trouble, though, when they ask me
what their phone number is.” Seth Godin
When you need books for your special events, company
meetings, or speaking engagements, we’re your go-to
place. We’re set up ideally to fulfill bulk orders, and have
experienced staff ready to take personal care of, and
responsibility for, your order. So take a load off, let us
do the heavy lifting; we’ll get your books where they
need to be, exactly when they need to be there.

BUSINESS BOOK
BESTSELLER LIST 2012

The 800-CEO-READ
1 From Values to Action: The Four
Principles of Values-Based Leadership
Harry M. Jansen Kraemer
Jossey-Bass, ISBN 9780470881255

2 What Got You Here Won’t Get You
There: How Successful People Become
Even More Successful
Marshall Goldsmith with Mark Reiter
Hyperion, ISBN 9781401301309

3 The New Power Base Selling: Master
the Politics, Create Unexpected
Value and Higher Margins, and Outsmart
the Competition
Jim Holden & Ryan Kubacki
John Wiley & Sons, ISBN 9781118206676

4 Uncommon Service: How to Win
by Putting Customers at the Core
of Your Business
Frances Frei & Anne Morriss

Roy Normington
Customer Service

Harvard Business Review Press, ISBN 9781422133316

Roy started out handling orders for
various corporate libraries, including
Eli Lilly and Northwestern Mutual,
and has also done sales and book
reviews. His sparkling personality,
calm demeanor, and attention to
detail help customers get orders
of all sizes where they need to
be, when they need to be there.
ROY @800CEOREAD.COM

5 The End of Business as Usual: Rewire
the Way You Work to Succeed in the
Consumer Revolution
Brian Solis
John Wiley & Sons, ISBN 9781118077559

6 The Advantage: Why Organizational
Health Trumps Everything Else in Business
Patrick Lencioni
Jossey-Bass, ISBN 9780470941522

7 Taking People with You: The Only Way
to Make Big Things Happen
David Novak
Portfolio, ISBN 9781591844549

8 Stewardship: Lessons Learned from
the Lost Culture of Wall Street
John Taft
John Wiley & Sons, ISBN 9781118190197

9 Relationship Economics: Transform
Your Most Valuable Business Contacts Into
Personal and Professional Success
David Nour
John Wiley & Sons, ISBN 9781118057124

17 Engagement Marketing: How Small
Business Wins in a Socially Connected World
Gail F. Goodman
John Wiley & Sons, ISBN 9781118101025

10 Strengths Finder 2.0
Tom Rath

18 The Go-Giver: A Little Story about
a Powerful Business Idea
Bob Burg & John David Mann

Gallup Press, ISBN 9781595620156

Portfolio, ISBN 9781591842002

11 The 4 Disciplines of Execution:
Achieving Your Wildly Important Goals
Chris McChesney, Sean Covey, & Jim Huling

19 Great by Choice: Uncertainty,
Chaos, and Luck—Why Some Thrive
Despite Them All
Jim Collins & Morten T. Hansen

Free Press, ISBN 9781451627053

12 Conversations That Win the Complex
Sale: Using POWER MESSAGING to
Create More Opportunities, Differentiate
Your Solutions, and Close More Deals
Erik Peterson & Timothy Riesterer
McGraw-Hill, ISBN 9780071750905

13 Own Your Success: The Power to Choose
Greatness and Make Every Day Victorious
Ben Newman
John Wiley & Sons, ISBN 9781118370162

14 The Business of Being the Best:
Inside the World of Go-Getters and
Game Changers
Molly Fletcher with Justin Spizman
Jossey-Bass, ISBN 9781118060100

15 The $10 Trillion Prize: Captivating
the Newly Affluent in China and India
Michael J. Silverstein, Abheek Singhi,
Carol Liao, & David Michael
Harvard Business Review Press, ISBN 9781422187050

16 The Energy Bus: 10 Rules to Fuel Your
Life, Work, and Team with Positive Energy
Jon Gordon
John Wiley & Sons, ISBN 9780470100288

HarperBusiness, ISBN 9780062120991

20 Grow: How Ideals Power Growth and
Profit at the World’s Greatest Companies
Jim Stengel
Crown Business, ISBN 9780307720351

21 The Quest: Energy, Security,
and the Remaking of the Modern World
Daniel Yergin
The Penguin Press, ISBN 9781594202834

22 The Behavior Gap: Simple Ways to
Stop Doing Dumb Things with Money
Carl Richards
Portfolio, ISBN 9781591844648

23 How We Lead Matters: Reflections
on a Life of Leadership
Marilyn Carlson Nelson with Deborah Cundy
McGraw-Hill, ISBN 9780071600170

24 Inside Apple: How America’s
Most Admired—and Secretive—Company
Really Works
Adam Lashinsky
Business Plus, ISBN 9780071600170

25 How: Why How We Do Anything
Means Everything
Dov Seidman
John Wiley & Sons, ISBN 9781118106372

Todd Lazarski
Shipper/Receiver
If you have placed an order with us
since 2007, Todd has personally
packaged it with care. When he’s
not counting boxes or moving
pallets, he is pursuing a freelance
writing career and honing his Ping
Pong skills on the company table.
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Knowledge
Blocks
KnowledgeBlocks is a site we built to give
business book readers what they want most:
quick and easy access to ideas, authors
and thought leaders, curated content and
daily motivation built around those ideas,
and a place to store and explore it all.

Sally Haldorson
Creative
Sally has worked at 8CR for 14 years,
in just about every position in the
company. For the past 6 years, she
has put her degrees in Creative
Writing to use writing for The Daily
Blog and Jack Covert Selects,
helping Jack and Todd (Sattersten,
our former president) craft The
100 Best Business Books of All Time,
and acting as general futzer of
anything written. She is also the
editor of our monthly newsletter,
The Keen Thinker, and the curator
of KnowledgeBlocks.

 Receive daily blocks of information from

the latest business books.
 Create and share your own stacks of treasured

thoughts on business.
 Sign up for our free monthly book giveaways.
 Join our KnowledgeBOX quarterly book club

to receive new books and other surprises
in the mail, then join the discussion online.

SALLY@800CEOREAD.COM

READ SHARE
DAILY BLOCKS OF INSPIRATION FROM

YOUR OWN STACKS OF TREASURED THOUGHTS

THE LATEST BUSINESS BOOKS

ON BUSINESS AND WORK
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Zach Karpinski
Developer
Zach has worked with us since 2005
and has been a full time employee
since September of 2008. Besides
being the big brain behind the
build of our many websites, when
things go wrong with those sites
or our computers, it is his job to fix
it. That is why he has several bottles
of bourbon on his desk.
ZACH@800CEOREAD.COM

LEARN
SOMETHING NEW EVERYDAY TO BUILD
YOUR BUSINESS KNOWLEDGE
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ChangeThis

Dylan Schleicher
Creative

ChangeThis is a site dedicated to spreading ideas from all
walks of life (but being powered by 800-CEO-READ,
mostly related to business) in manifesto form. Started by
Seth Godin and a merry band of interns, it was handed
over to 800-CEO-READ in the summer of 2005,
and we published its 100th issue in November of 2012.

Dylan was hired as 8CR’s shipper/
receiver in January of 2003. He snuck
out of that job and into customer
service before moving into the
nebulous position he now occupies.
Besides writing regularly for the
company’s Daily Blog and editing
Jack Covert Selects (page 42),
he is our in-house designer, resident
illustrator, and the managing editor
of ChangeThis.
DYLAN@800CEOREAD.COM

ChangeThis manifestos published in 2012: Leapfrogging to Breakthroughs by Soren Kaplan You. According to Them: Why
Your Blind Spot May Be Your (And Those You Lead) Biggest Hurdle To Success by Sara Canaday Forget Today: Start at the
End by Dave Lavinsky Why It Pays to Be Likeable by Dave Kerpen Service Failure by Jeff Toister Overemphasis on Profit
Erodes Your Bottom Line: Why Purpose-Driven Salespeople Wildly Outperform Their Quota-Driven Counterparts
by Lisa Earle McLeod Death Blues: The Celebration and Opportunity of Each Moment by Jon Mueller The Snowflake
Moment: Presenting the Future Today by Scott Schwertly How to be an Idea Guru: U.S. Department of Innovation, April 1,
2018 by Bryan Mattimore The Paradox of Skill: Why Greater Skill Leads to More Luck by Michael Mauboussin The Creative
Instinct: How Big Ideas Happen by Nikos Acuna How to Tell a Story: 10 Simple Strategies by Jonah Sachs The Personal MBA,
Updated & Expanded: Mastering Business Without Spending a Fortune by Josh Kaufman Taking Higher Education Higher:
How to Cut College Costs and Increase Degree Value by Sharla Berry El Sistema Comes to the USA: Playing the Mambo
and Other Transformations by Jamie Bernstein How “Helpful” Systems Extinguish Career Development (and What You
Can Do to Reignite It) by Beverly Kaye & Julie Winkle Giulioni 8 Tips for Managing Your Personal Brand by Rodger Dean Duncan The How Manifesto: Why How Business Gets Done Around the World is the New Competitive Advantage, and New
Metrics for a New Reality by Dov Seidman The Finch Effect: How Adaptability Will Save Your Career (and Happiness) by
Nacie Carson The Art of Not Knowing by Craig Coggle The Failure to Engage: Understanding the Mechanism that
Determines Employee Engagement and Micro-Innovation by John Bernard How Perceptions Shape Realities By Baldev
Seekri Cure the (Self-Inflicted) Chaos First by Karen Martin The Secret to Self-Discipline by Rory Vaden The Collaborative
Organization by Jacob Morgan How to Spread Ideas: Think Like an Entrepreneur, Not Like a Crusader by John Vespasian Can
You Call It a Business If It Isn’t Making Sales? Why So Many Business Owners Find Selling Difficult and What To Do
About It by Jenan Mujkic How to Get Ahead: Three Steps to Take Your Career to the Next Level by Joel A. Garfinkle The Way
of Identity by Larry Ackerman How to Make Change Stick: Kill the Company by Lisa Bodell A Three Trillion Dollar Reason
to Work Together: Public-Private Partnerships Are Here to Stay by Mary Scott Nabers The ROE Manifesto: How
to Maximize Your Return On Energy by R. Michael Rose Selling, Art or Science? by Jim Holden The Struggle by Nate St.
Pierre Why Companies Must Reduce Complexity by Neil Smith Unleashing the Creative Reservoir: The Rise of the Creative
Class, Revisited by Richard Florida Build This: Your Culturematic Laboratory by Grant McCracken The Shattering: How We
Get From Where We Are to What and Who We Need to Be—A Non-Illustrated Guide to Becoming Honest by Erika Napoletano Let’s Make Leadership Real Again by Mike Figliuolo The Face-to-Face Manifesto: Back to the Future by Ed Keller &
Brad Fay Rebooting America's Innovation Engine: Using Jugaad to Innovate Faster, Better, and Cheaper by Navi Radjou
Nine Things I Learned from Alan Mulally by Bryce G. Hoffman Stop Selling and Start Storytelling by Jason L. Baptiste How
to Avoid Becoming China’s Bitch: A Radical Centrist Manifesto for Fixing What’s Broken by Peter D. Kiernan We Say We
Want a Revolution: How to Activate the Activist and Surf the Tidal Wave of Radical Change by Gina Amaro Rudan The Unasked Question: How Do You Run a Company? by Dick Cross Five Rules for Pricing Excellence: Getting the Most for Your
Services by Patrick Lefler How Habits Work (and How They Change) by Charles Duhigg Laughing at the Joneses by Laura
Vanderkam Twelve Gentle Rules: How a Couple Can Live Together Peacefully When One of Them Is an Entrepreneur by Meg
Cadoux Hirshberg Lead Differently by Mark Miller Inspire and Influence with the Power of Presence by Kristi Hedges How to
Change Medicine by Eric Topol, M.D. The Substitution Economy: How Small Changes in Our Day-To-Day Spending Can
Shake the World by James Marshall Reilly From Dropouts to Fully Functioning Adults: What’s Missing in Our Efforts to
Fix America’s Public Educational System by Steve Rothschild Strategy for Personal Success: Discovering Your Purpose by
Rich Horwath Generating Repeat Business by Richard Shapiro Changing the Way We Change by Eric Haseltine GROW: How
to Change the Narrative of Business by Jim Stengel Transcendent Leadership: How to Lead Anyone, Anywhere, Anytime by
Les McKeown Shift & Reset by Brian Reich It Really is As Simple As ABC: What Leaders Can Learn from Masterful Orators
of the Past by Matt Eventoff Make Social Media Sell—Now by Jeff Molander and the following manifesto by Seth Godin

➻
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FROM THE 100TH ISSUE OF CHANGETHIS, PUBLISHED IN NOVEMBER, 2011

WE ARE
ALL
ARTISTS
NOW
SETH GODIN

ChangeThis

ChangeThis

They told you to get your résumé in order, to punch your ticket, to fit in,
and to follow instructions. They told you to swallow your pride, not to
follow your dream. They promised trinkets and prizes and possibly riches
if you would just suck it up and be part of the system, if you would merely
do what you were told and conform.
They sold you debt and self-storage and reality TV shows. They sold your
daughters and sons, too. All in exchange for what would happen later,
when it was your turn.
It’s your turn.
YOU ARE NOT YOUR CAREER
Your ability to follow instructions is not the
secret to your success.
You are hiding your best work, your best
insight, and your best self from us every day.
We know how much you care, and it’s a
shame that the system works overtime to push
you away from the people and the projects
you care about.
The world does not owe you a living, but just
when you needed it, it has opened the door
for you to make a difference.
It’s too bad that so much time has been wasted,
but it would be unforgivable to wait any longer.
You have the ability to contribute so much.
We need you, now.
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“DOES ANYONE HAVE ANY SUGGESTIONS?”
We’ve all heard this request at the end of a
meeting. Sometimes the moderator even means
it. Sometimes the moderator, the boss, the
person with a problem, actually wants to know
if the group has an untried concept or an insight
to share.
And the response is always the same. Silence.
Sidelong glances, perhaps some shuffling of
papers, but still, silence.
Really?
All these highly trained, well-paid, and
respected people in a room and not one person
has something to contribute? I doubt it.
Stick around for a few minutes, and if the
moderator has earned any trust at all, someone

WHY MAKE ART?
Because you must. The new connected
economy demands it and will reward you for
nothing else.
Because you can. Art is what it is to be human.
THE ICARUS DECEPTION
Just south of the Greek island of Samos lies
the Icarian Sea. Legend has it that this is where
Icarus died—a victim of his hubris.
His father, Daedalus, was a master craftsman.
Banished to prison for sabotaging the work
of King Minos (captor of the Minotaur), Daedalus

Photo from the Wikimedia Commons

HOW LONG A RE YOU
GOING TO WA IT?

speaks up. And if that person isn’t summarily
executed, someone else speaks up.
And then more people. Until finally, the room
is filled with energy, a buzz that you can feel.
Finally, we’re permitted to be human, to end
the silence, to share our best work.
Amazingly, everyone in the room is capable
of seeing and analyzing and solving. Everyone
in the room is capable of passion. Everyone
in the room can care enough to do something—
if they can overthrow the self-induced,
systemically amplified censor that keeps them
in line.
Why didn’t anyone speak up earlier? Why
did we have to wait until the meeting was over?
Where does the strained silence come from?
This isn’t a manifesto for other people. This
is a manifesto for you. It’s a manifesto for
anyone who has been overlooked or brainwashed
or seduced into being invisible.
A revolution is here, our revolution, and it is
shining a light on what we’ve known deep down
for a long time—you are capable of making a
difference, of being bold, and of changing more
than you are willing to admit. You are capable
of making art.

The Lament for Icarus by H. J. Draper

created a brilliant escape plot, described in the
myth that we were told as children.
He fashioned a set of wings for himself and
his son. After affixing the wings with wax,
they set out to escape. Daedalus warned Icarus
not to fly too close to the sun. Entranced by
his magical ability to fly, Icarus disobeyed and
flew too high. We all know what happened
next: The wax melted, and Icarus, the beloved
son, lost his wings, tumbled into the sea,
and died.
The lesson of this myth: Don’t disobey the
king. Don’t disobey your dad. Don’t imagine
that you’re better than you are, and most of
all, don’t ever believe that you have the ability
to do what a god might do. The part of the
myth you weren’t told: In addition to telling
Icarus not to fly too high, Daedalus instructed
his son not to fly too low, too close to the
sea, because the water would ruin the lift
in his wings.
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Society has altered the myth, encouraging us
to forget the part about the sea, and created a
culture where we constantly remind one another
about the dangers of standing up, standing out,
and making a ruckus. Industrialists have made
hubris a cardinal sin but conveniently ignored
a far more common failing: settling for too little.
But it’s far more dangerous to fly too low than
too high, because it feels safe to fly low. We settle
for low expectations and small dreams and
guarantee ourselves less than we are capable of.
By flying too low, we shortchange not only
ourselves but also those who depend on us or
might benefit from our work. We’re so obsessed
about the risk of shining brightly that we’ve
traded in everything that matters to avoid it.
The world does not owe you a
living, but just when you needed it,
it has opened the door
for you to make a difference.
The path that’s available to each of us is neither
reckless stupidity nor mindless compliance.
No, the path that’s available to us is to be human,
to do art, and to fly far higher than we’ve been
taught is possible. We’ve built a world where
it’s possible to fly higher than ever, and the
tragedy is that we’ve been seduced into believing that we ought to fly ever lower instead.
YOUR COMFORT ZONE
(VERSUS YOUR SAFETY ZONE)
For a long time, the two were one and the same.
The mountain climber who knows when
she’s outside of her safety zone feels uncomfortable about it and stops—and lives to climb
another day.
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Your entire life has been about coordinating
your comfort zone and your safety zone.
Learning when to push and when to back off,
understanding how it feels when you’re about
to hit a danger zone. Like the fox, we’ve been
trained to stay inside the fence, because inside
the fence is where it’s safe—until it’s too late.
We don’t have time to reevaluate the safety
zone every time we make a decision, so over time,
we begin to forget about the safety zone and
merely pay attention to its twin sister, the
comfort zone. We assume that what makes us
comfortable also makes us safe.
The fence holding us back is no longer there,
but we still feel comfortable with the old
boundaries. Now that a revolution has hit, now
that the economy is upside down and the
rules have changed, we have to confront an
obvious truth: The safety zone has changed,
but your comfort zone has not. Those places
that felt safe—the corner office, the famous
college, the secure job— aren’t. You’re holding
back, betting on a return to normal, but in
the new normal, your resistance to change is
no longer helpful.
We made a mistake. We settled for a safety
zone that wasn’t bold enough, that embraced
authority and compliance. We built our comfort
zone around being obedient and invisible,
and as a result, we’re far too close to the waves.
You can go to as many meetings, read as
many books, and attend as many seminars as
you like, but if you don’t figure out how to
realign your comfort zone with today’s new safety
zone, all the strategy in the world isn’t going
to help you.
It’s simple. There’s still a safety zone, but it’s
not in a place that feels comfortable to you.
The new safety zone is the place where art and
innovation and destruction and rebirth happen.
The new safety zone is the never-ending
creation of ever-deeper personal connection.

Successful people align their comfort zone
with the behavior that keeps them safe.
But what happens when the place of safety
moves… and you don’t?
Moving to a new safety zone is a little like
learning to swim. It’s clearly better to have
the ability to survive (and even have fun) in the
water, but for a long time it’s not comfortable.
Recognizing that the safety zone has moved
Why Make Art?
Because you must. …
Because you can.
Art is what it is to be human.
might be the prompt you need to reevaluate
your comfort zone.
If you become someone who is uncomfortable
unless she is creating change, restless if things
are standing still, and disappointed if you
haven’t failed recently, you’ve figured out how
to become comfortable with the behaviors
most likely to make you safe going forward.
ART IS THE NEW SAFETY ZONE
Creating ideas that spread and connecting the
disconnected are the two pillars of our new
society, and both of them require the posture
of the artist. Doing these two things regularly
and with abandon is where the new safety
zone lies.
Maintaining the status quo and fighting
to fit in no longer work, because our economy
and our culture have changed.
The bad news is this: Artists are never
invulnerable. This safety zone isn’t as comfortable as the last one was. It took a hundred
years for us to be brainwashed into accepting
the industrial system as normal and safe.
It is neither, not for long.

FORGET SALVADOR DALÍ
When you hear the word “artist,” do you picture
the slightly crazed Dalí or the selfdestructive
Jackson Pollock? Perhaps you’ve been trained to
imagine that you need to be someone like Johnny
Depp or Amanda F. Palmer in order to make art.
This notion is both dangerous and wrong.
Oscar Wilde wrote that art is “new, complex,
and vital.” Art isn’t something that’s made by
artists. Artists are people who make art.
Art is not a gene or a specific talent. Art is
an attitude, culturally driven and available to
anyone who chooses to adopt it. Art isn’t
something sold in a gallery or performed on
a stage. Art is the unique work of a human
being, work that touches another. Most painters,
it turns out, aren’t artists at all—they are
safety-seeking copycats.
Seizing new ground, making connections
between people or ideas, working without a
map—these are works of art, and if you do them,
you are an artist, regardless of whether you
wear a smock, use a computer, or work with
others all day long.
Speaking up when there’s no obvious right
answer, making yourself vulnerable when
it’s possible to put up shields, and caring about
both the process and the outcome—these are
works of art that our society embraces and
the economy demands.
TACTICS ARE NO REPLACEMENT FOR ART
Understanding cutting-edge business concepts
like the Long Tail and the Tipping Point and
Purple Cow and GTD and the rest is worthless
if you don’t commit. Commit to the frightening
work of flying blind, of taking a stand, and
of making something new, complex, and vital—
or nothing much happens.
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These cutting-edge strategies and tactics seem
to promise a pain-free way to achieve your
goals. You can read about a new strategy, find a
guaranteed, impersonal way to achieve, point
the industrial machine at a new market niche
or a new sort of note-taking technique or
buzzword and, presto, results without pain.
Ideaviruses will be unleashed, points will
be tipped, and tails will get longer.
Alas, there isn’t a pain-free way to achieve
your goals.
I’ve read these books. I’ve written some of
them. And I love them all, but the ideas are not
enough without commitment. They’re not
enough because strategy is empty without change,
empty without passion, and empty without
people willing to confront the void.
I’ve seen the frightened looks in the eyes of
an audience of music industry execs as they
contemplate the death of their industry (and the
possibilities that lie in its rebirth). I’ve heard
the ennui in the voice of yet another manager
at yet another endless meeting. And I’ve witnessed countless opportunities squandered by
people who could have taken action but didn’t.
Not because they couldn’t figure out what to do
but because they weren’t willing to do it.
Microsoft and Sony Records and the local
freelancer have all squandered clear and obvious
opportunities—not through ignorance of what
was on offer but because it was easier to avoid
committing to a new way of thinking.
Strategy and tactics live on the outside, in the
cold world of consultants and spreadsheets.
They are things we do without changing the way
we think. Art, on the other hand, is personal,
built on attitude and vision and commitment.
This manifesto is about committing to do work
that is personal, that requires guts, and that
has the potential to change everything. Art is the
act of a human being doing generous work,
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creating something for the first time, touching
another person.
This manifesto is is about why each of us
should make art. Why it’s worth the price. And
why we can’t wait.
The world is filled with ordinary people doing
extraordinary things.

When you were rewarded for compliance,
you were compliant.
When you were rewarded for competence,
you were competent.
Now that society finally values art, it’s time
to make art.

The new, third kind of scarcity is the emotional
labor of art. The risk involved in digging deep
to connect and surprise, the patience required
to build trust, the guts necessary to say, “I
made this”—these are all scarce and valuable.
And they scale.

QUALITY IS ASSUMED

HERE COME THE NOISEMAKERS

We assume that you will make something to spec.
We assume that the lights will go on when we
flip the switch.
We assume that the answer is in Wikipedia.
All we’re willing to pay you extra for is
what we don’t assume, what we can’t get easily
and regularly and for free. We need you to
provide the things that are unexpected, scarce,
and valuable.
Scarcity and abundance have been flipped.
High-quality work is no longer scarce.
Competence is no longer scarce, either.
We have too many good choices—there’s an
abundance of things to buy and people to hire.
What’s scarce is trust, connection, and
surprise. These are three elements in the work
of a successful artist.

You are chaos, and there is nothing to keep
you out.
When network engineers think about the
security of the network, they begin with a firewall. The firewall is designed to keep unwanted
information and viruses out of the system.
The Internet doesn’t have a firewall. We’re
all able to connect. We each represent the
ghost in the machine, the noise, the one who
might change everything.

ART IS FRIGHTENING
Art isn’t pretty. Art isn’t painting. Art isn’t
something you hang on the wall.
Art is what we do when we’re truly alive.
If you’ve already decided that you’re not an
artist, it’s worth considering why you made that
decision and what it might take to unmake it.
If you’ve announced that you have no talent
(in anything!), then you’re hiding.
Art might scare you.
Art might bust you.
But art is who we are and what we do and what
we need.
An artist is someone who uses bravery, insight,
creativity, and boldness to challenge the status
quo. And an artist takes it (all of it, the work,
the process, the feedback from those we seek to
connect with) personally.
Art isn’t a result; it’s a journey. The challenge
of our time is to find a journey worthy of your
heart and your soul.
NOT AN ARTIST?
That’s the easy answer. Artists are other people.
They don’t dress or act or do work like we do.
They’re not required to go to meetings, they’re
full of themselves, they have tattoos, and they
have talent.
But of course, this is nonsense.
When you were rewarded for obedience,
you were obedient.

THE NEW SCARCITY
One kind of scarcity involves effort. You can put
in only so many hours, sweat only so much.
The employer pays for effort, because he can’t
get effort he can count on for free. And the
eager-beaver employee expends extra effort to
make a mark but soon learns that it doesn’t scale.
Another kind of scarcity involves physical
resources. Resources keep getting more scarce,
because we’re running out of them.
Paradoxically, we’re also running out of places
in our houses to store our junk and running
out of room in our bodies to store what we eat.

We made a mistake. We settled
for a safety zone that wasn’t
bold enough, that embraced authority
and compliance.

What you feed the network changes what you
get back. The network connects people to one
another, people to organizations, and best of all,
people to ideas.
This new network celebrates art, enables
connections, helps tribes to form, amplifies
weirdness, and spreads ideas. What it cannot
abide is boredom.
If you want to write, here’s a blog. Write. Today,
writers like Xeni Jardin and Danielle LaPorte
reach millions without the blessing of big media.
If you want to sing or make videos, well, sure,
YouTube will happily show your work to the
masses. Judson Laipply has already entertained
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more than a hundred million people with his
short film—a video that cost exactly zero to film.
If you want to share an invention or fund
a project or topple a government, the connected
economy makes it easier to do that than
ever before.
Can you imagine it getting less open? This
is just the beginning.
Revolutions bring total chaos. That’s what
makes them revolutionary.
A NONHIERARCHY OF ARTISTS
The painter in front of a blank canvas. The
architect changing the rules of construction.
The playwright who makes us cry. The doctor
who cares enough to call. The detective who
cracks a cold case. The diva with a new interpretation of a classic. The customer service rep
who, despite the distance and the rush, makes
an honest connection. The entrepreneur who
dares to start without permission or authority.
The middle manager who transforms the key
meeting with a single comment.
You?
WELCOME TO THE CONNECTION
ECONOMY
The value we create is directly related to how
much valuable information we can produce,
how much trust we can earn, and how often we
innovate.
In the industrial economy, the stuff we made
(literally stuff—widgets, devices, and Orings)
comprised the best assets we could build.
Fortunes belonged to men who built railroads,
lightbulbs, and buildings. Today we’re seeking
something a revolution apart from that sort
of productivity.
The connection economy rewards the leader,
the initiator, and the rebel.
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The Internet wasn’t built to make it easy for you
to watch Lady Gaga videos. The Internet is a
connection machine, and anyone with a laptop
or a smartphone is now connected to just
about everyone else. And it turns out that those
connections are changing the world.
If your factory burns down but you have loyal
customers, you’ll be fine. On the other hand,
if you lose your customers, even your factory isn’t
going to help you—Detroit is filled with empty
factories.
If your team is filled with people who work
for the company, you’ll soon be defeated by tribes
of people who work for a cause.
If you use your money to buy advertising to
promote the average products you produce
for average people, soon you’ll run out of money.
But if you use your money to make exceptional
products and services, you won’t need to spend it
on advertising, because your customers will
connect to one another and bring you more.
What’s scarce is trust, connection,
and surprise. These are three elements
in the work of a successful artist.
The connection economy has changed how
you get a job and what you do when you get to that
job. It has changed how we make and listen to
music, write and read books, and discover where
to eat, what to eat, and whom to eat with. It has
destroyed the mediocre middle of average products for average people who have few choices,
and it has enabled the weird edges, where people
who care find others who care and they all end
up caring about something even more than they
did before they met.
The connection economy enables endless
choice and endless shelf space and puts a
premium on attention and on trust, neither
of which is endless.

Most of all, the connection economy has made
competence not particularly valuable and has
replaced it with an insatiable desire for things
that are new, real, and important.
START YOUR JOURNEY BEFORE
YOU SEE THE END
The resistance wants to be reassured. It wants
a testable plan. It wants to know that before
it endures the pain, it is guaranteed the prize
at the end.
“Give me more case studies, more examples,
more reassurance. Give me proof!”
The lizard brain has succeeded in making
you stuck. The best art is made by artists who
don’t know how it’s going to work out in the end.
The rest of the world is stuck with the brainwashed culture that the industrialists gave us,
the culture of fear and compliance.
But culture is a choice. You don’t have to accept
a culture of fear or a culture of failure.
Right now, just down the hall or just up the
street, is another artist, someone filled with hope
and excitement, someone choosing a different
culture, even though he’s in the same town, the
same industry, and the same economy you are.
Others have always done that art, always
chosen that culture of hope, but you haven’t
done it enough (“too risky,” the lizard says),
because you’ve been held back by a need for
proof, by a reliance on assurance, and by the
fear of humiliation.
Art is a project; it is not a place. You will build
your dream house and it will burn down.
You will start your business and it will succeed,
until it doesn’t, and then you’ll move on.
You will stand onstage and speak from the
heart, and some people in the audience (perhaps
just one person in the audience) won’t get you,
won’t accept you, won’t embrace you.
That’s what art is.

Art is a leap into the void, a chance to give
birth to your genius and to make magic where
there was no magic before.
You are capable of this. You’ve done it before
and you’re going to do it again. The very fact
that it might not work is precisely why you should
and must do this. What a gift that there isn’t a
sure thing, a guarantee, and a net.
It’s entirely possible that there won’t be a
standing ovation at the end of your journey.
That’s okay.
At least you lived.
DON’T WASTE THIS PLATFORM
As I’m writing this, I’m drinking tea (made
with leaves shipped through a supply chain more
than three thousand miles long) out of a glass
bottle (smelted at a temperature unobtainable
by humans not long ago), and I’m working on
a computer that would have cost a million dollars
ten years ago, except you couldn’t buy one at
any price, and the computer is connected to the
Internet via Wi-Fi (it’s all a miracle).
We’re living in a moment of time, the first
moment of time, when a billion people are
connected, when your work is judged (more than
ever before) based on what you do rather than
who you are, and when credentials, access to
capital, and raw power have been dwarfed by the
simple question “Do I care about what you do?”
We built this world for you. Not so you would
watch more online videos, keep up on your feeds,
and LOL with your high school friends. We
built it so you could do what you’re capable of.
Without apology and without excuse.
Go.

Seth Godin is a bestselling author, entrepreneur and agent
of change. Godin is author of multiple books that have
been bestsellers around the world and changed the way
people think about marketing, change and work.
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Jack Covert Selects
JCS is an ongoing and nuanced conversation with our
customers about good books that differentiates our
selected titles from the algorithmic, “you might also
like” suggestions of other book purveyors.
Writing these reviews (referred to simply as “JCS”
around the office) was the first step in branding
our company as the arbitrator of good business books,
and Jack’s reviews have become the cornerstone
of the wide-range of information we offer to
avid business book readers, and a coveted review
for business book authors.
Through the years, we have reviewed hundreds
of books. The following four pages contain
our choices from 2012.
Find more at 800ceoread.com/jack_covert_selects
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Emotional Equations:
Simple Truths for Creating
Happiness + Success
Chip Conley

Inside Apple: How America’s
Most Admired—and Secretive—
Company Really Works
Adam Lashinsky

The Power of Habit:
Why We Do What We Do In
Life and Business
Charles Duhigg

The Coming Prosperity: How
Entrepreneurs Are Transforming
the Global Economy
Philip Auerswald

The Reinventors: How
Extraordinary Companies Pursue
Radical Continuous Change
Jason Jennings

Free Press, ISBN 9781451607253

Business Plus, ISBN 9781455512157

Publisher, ISBN 9781400069286

Oxford University Press, ISBN 9780199795178

Portfolio, ISBN 9781591844235

Wait: The Art and Science
of Delay
Frank Partnoy
PublicAffairs, ISBN 9781610390040

Chip Conley bares his soul in his second book,
Emotional Equations, and in doing so helps us
understand our own. It is painful at times, as he
recounts his own doubts and darker moments in life
and business, tells us of four friends that took their
own lives in one economically depressed summer,
and relates the story of when his own heart literally
stopped after a business presentation, landing him
in the hospital.
But, as Conley discovered, what doesn’t kill us
does indeed make us stronger.
“As Winston Churchill advised during World War
II, ‘If you’re going through hell, keep going.’ Today,
too, we all need to come to understand that we
can use our seasons of darkness as a means to find
new reservoirs of strength—strength we didn’t
know we had.”
One man who went through hell during WWII
and made his way through it was psychologist
Viktor Frankl, who made it through a Nazi concentration camp and would go on to write Man’s
Search for Meaning, a work that greatly influenced
Conley and this book. It is from Frankl’s work
that Conley distilled the equation that began
the journey that resulted in this project: Despair =
Suffering – Meaning.
There are six parts of this book, on such issues
as Dealing With Difficult Times, Getting the Most
Out of Your Work Life, Defining Who You Are,
and Finding Contentment. Within those sections
are chapters broken up into individual emotional
equations, such as Disappointment = Expectations – Reality, Calling = Pleasure/Pain, and Joy =
Love – Fear. What the author does in the process is
take us beyond the sometimes touchy/feely world
of emotional literacy and into a simple emotional
mathematics you can flip through like flashcards
when your emotions begin to get the best of
you. At the end of the book, he even guides you
through how to create and use your own equations.
Daniel Goleman’s Emotional Intelligence, a book
we named as one of The 100 Business Books of All
Time, showed that emotional intelligence (EQ)
accounts for two-thirds of the success of business
executives.
This book, the equations it provides, and the
ability it gives you to develop your own shorthand
will help a great deal toward that end.

Apple, one of the most iconic companies of this We all have habits. In fact, our lives are filled with
century, has created many life-changing products habits we might not even recognize, and those
(products we mostly didn’t know we wanted until habits often dictate the course of our lives. Charles
they made them, and now can’t live without), yet Duhigg, in The Power of Habit, gives us the lowwe know little about the inner workings of this orga- down on how habits are formed, how habits can be
nization… other than what Apple wants us to know. used against us, and how habits can be broken.
An award-winning investigative reporter with The
This company, with over $108 billion in revenue,
and 30 years of business, can fit their entire prod- New York Times, Duhigg takes us on visits to labouct line on an average-sized conference room table. ratories where the brain is studied. We meet the
Their marketing and communications team contin- typical mice with electrodes attached, but we also
ually simplifies their corporate message. These are meet Eugene, a man who has experienced traumatlessons in simplicity we all can learn and use in our ic brain trauma and lost even his short term memory.
own organizations, from limiting our product line Yet, this man with no memory still learns habits.
to crafting our elevator pitch.
He was able to create “habit loops” that included
Adam Lashinky’s Inside Apple follows through on a cue, then a routine, and a reward—no memory
its promised internal view of this unique company, required. Experiments demonstrated that Eugene
and is particularly intriguing now due to the loss of had the ability to form new habits, even when they
Steve Jobs, Tim Cook’s new position at the helm, involved tasks or objects he couldn’t remember for
the criticisms of its current manufacturing system, more than a few seconds, which explained how
and the dominance of i-everything instead of the Eugene managed to go for a walk every morning.
Mac computer. What will Apple do next? Lashinsky The cues—certain trees on corners or the placemakes it clear that even Apple doesn’t know.
ment of particular mailboxes—were consistent ev“Apple is a company of paradoxes. Its people and ery time, so though he couldn’t recognize his house,
institutional bearing are off-the-charts arrogant, his habits always guided him back to his front door.
yet at the same time they are genuinely fearful of
Understanding how habits are created leads to a
what would happen if their big bets go bad. The better understanding of how habits can be broken.
creative side of the business … is made up of lif- “The evidence is clear: If you want to change a habit,
ers or near lifers who value only an Apple way of find an alternative routine, and your odds of sucdoing things—hardly the typical creative mind-set. cess go up dramatically when you commit to changThe operations side of Apple runs like any company ing as part of a group.”
in America, but better, and is led by a cadre of exBelief is also key. AA’s twelve-step program isn’t
IBMers, the cultural antithesis of Apple. Apple has for everyone, but its lesson of success is important:
an entrepreneurial flair yet keeps its people in a “AA trains people in how to believe in something
tightly controlled box, following time-tested pro- until they believe in the program and themselves.
cedures. Its public image, at least seen through its It lets people practice believing that things will
advertising, is whimsical and fun, yet its internal de- eventually get better, until they actually do.”
meanor is cheerless and nose-to-the-grindstone.”
The application to business is significant. Duhigg
Lashinsky is the senior editor at large for Fortune includes a section on “The Habits of Successful
and as such is uniquely qualified “to hack into Organizations,” and within it examples of how
Apple’s closed world and to decode its secret sys- Paul O’Neill transformed ALCOA into being the
tems so that aspiring entrepreneurs, curious middle top performer in the Dow Jones by establishing
managers, envious rival CEOs, and creatives who Keystone habits, how Starbucks teaches willpower,
dream of turning insights into inventions can under- how Target uses data to divine customers’ habits,
stand the company’s processes and customs.”
and how “good leaders seize crises to remake orgaHe is also a compelling storyteller whose prose nizational habits.” In sum, this book is an important
moves quickly and is never dragged down by exclu- for any businessperson who wants or needs to learn
sivity or jargon. At a time when books about Apple more about the habits of themselves and others,
are flooding the market, this is the one to read.
and how they can change them for the better.

With so much of the conversation in America today
about the decline, decay, and descent of our power,
the rise of others’, and the coming competition that
that dynamic will create, Philip Auerswald’s new
book, The Coming Prosperity, reminds us that life on
Earth is not a zero-sum game.
The first part of the book tackles the larger picture,
the “macro-story line of the coming prosperity” in
which an insurgency of entrepreneurs challenges
scarcity and creates prosperity all over the world:
"[T]he vast majority of alleged threats to humanity
are, in fact, dwarfed by the magnitude of opportunities that exist in the twenty-first century."
Auerswald doesn’t sugarcoat the problems we
face as a nation or a planet—pandemics, climate
change, and water scarcity among them. In fact, he
describes them in more detail and color than many
of the doom-and-gloom books that are solely devoted to them. But he shows us a way forward, a
way for each of us to contribute and get involved, a
way “to think of the three billion people who will
join the global economy in the next quarter century as partners rather than competitors, as sources
rather than sinks.”
In the second section of the book, the humanscale part of the narrative, Auerswald brilliantly
charts the economic subtext of the twentieth
century, “the rise and partial fall of large scale,
centralized production” that got us to where we
are today, and explores the prospects for an everbrighter future. You will meet individuals like Karim
Khoja, who brought cell phone service to Afghanistan, and get unexpected management advice
from folks like C.P. McCormick, who saved a spice
company from oblivion at the height of the Great
Depression by increasing wages across the board
and cutting working hours from fifty-six to fortyfive per week. You will see the genesis of people
moving through economies being built, big ideas
becoming simple reality, the sweeping arc of history in his writing. Auerswald is an economist, and
he thinks like one, but he does not write like one.
For example, one of the finest insights in the
book comes from Auerswald’s young daughter. Reacting to his frustration over rush-hour traffic, she
piped up from the backseat: “There’s no reason to
get angry about the traffic, Daddy, because we’re
part of the traffic.”

The once vibrant Main Streets of America are all but
out of business, boarded up or filled with antique
stores shopping the delights and detritus of another
era. Jason Jennings visits the main street of his own
abandoned hometown at the beginning of The
Reinventors to use it as a metaphor for “what will
happen to you, your job, and your business unless
you become a reinventor completely committed to
constant radical change and growth.”
Jennings’ previous books, Less is More, Think Big,
Act Small, It’s Not the Big That Eat the Small … It’s
the Fast that Eat the Slow, and Hit the Ground Running all made a case for business agility in one way or
another. This book does so as well, and takes it one
step further by stressing the need for business model
agility. According to a 2010 IBM Global Study:
“It turns out that 67 percent of worldwide leaders
think their current business model is only sustainable for another three years, while another 31 percent believe their current model might have as long
as five years.”
So The Reinventors should find a home on many
executives’ desks, as the time is now to begin the
process of serially reinventing your business, to
highlight companies that are good at it, and to
teach other leaders how to master the skill. The
history of business has always been one of churn,
of quick rises and dramatic falls, and smart leaders
know that they are but temporary stewards in that
history and must transition their companies through
that change.
“Your job as you know it and your business as it
is currently run will eventually change. The only
chance any of us have for prosperity is to constantly
reimagine, rethink, and reinvent everything we do
and how we do it in order to remain relevant. We
must all become reinventors, and we’d better do
it quickly.”
If you made it though the recession with your
job or business intact, everything may seem more
stable now that you are on the other side of it. But
remember that the world under your business is still
silently shifting, and you are going to have to shift
with it. Jennings is not going to give you a new business model to do that with in this book, but he will
teach you how to figure it out for yourself, how to
be more aggressively innovative, how to become a
serial reinventor.

Frank Partnoy won the Biographies & Narratives
section of our 2009 Business Book Awards for his
outstanding bio of Ivar Krueger, The Match King.
Partnoy’s new book, Wait, is just as well written.
It can be read as a narrative of latency, of how our
brains have evolved and what it means for us in our
present moment.
Partnoy explains the powerful force delay can
have on our decision-making using examples from
sports: “Professional tennis and baseball players
follow the same two-step approach to good decision-making that we should follow in our longerterm personal and business decisions. First, they
figure out roughly how much time they will have
available to respond. Second, they delay their response as long as they possibly can within that time
period. If you watch Albert Pujols hit a baseball
in really slow motion, he looks just like Warren
Buffett buying a stock: study the pitcher, watch
the ball carefully, and don’t respond to any opportunity until you have taken the time to decide if it
is a good one.”
Chapter Three, “High-Frequency Trading, Fast
and Slow,” is particularly fascinating in its implications for how we manage the world. He begins
the chapter by telling the story of UNX, a highfrequency trade firm that had become a leader in
the market. When they moved their black box computers from the West Coast to NYC to speed up
their transaction time, believing it would increase
their yield, they found that their trades were actually getting worse. After manually delaying the transactions back to the speed it had taken to travel the
continent—mere milliseconds—they returned to
their former profitability.
Many high-frequency trading firms are now building latency into their systems and putting pauses in
their algorithms, “[O]ptimizing delay—buying and
selling only a few shares during the first few milliseconds, like the initial feint of a fencing duel, to
test how other traders respond.”
Regardless of whether we’re talking about markets, sports, or warfare, the optimal instruction,
according to Partnoy, is to wait—not to delay
action, but to delay your decision on how to act. If
you are quick enough in your execution, you can
give yourself more time to make the all-important
decision to act, and that can make all the difference.

OTHER JANUARY REVIEWS:

OTHER FEBRUARY REVIEWS:

OTHER MARCH REVIEWS:

OTHER APRIL REVIEWS:

OTHER MAY REVIEWS:

OTHER JUNE REVIEWS:

Running the Gauntlet: Essential
Business Lessons to Lead, Drive Change,
and Grow Profits
Jeffrey Hayzlett with Jim Eber

Uncommon Service: How to Win by Putting
Customers at the Core of Your Business
Frances Frei & Anne Morriss

American Icon: Alan Mulally and the
Fight to Save Ford Motor Company
Bryce G. Hoffman

The Art of the Sale: Learning from the
Masters About the Business of Life
Philip Delves Broughton

The Good Food Revolution: Growing
Healthy Food, People, and Communities
Will Allen

The Honest Truth about Dishonesty: How
We Lie to Everyone—Especially Ourselves
Dan Ariely

Harvard Business Review Press, ISBN 9781422133316

Crown Business, ISBN 9780307886057

The Penguin Press, ISBN 9781594203329

Gotham Books, ISBN 9781592407101

Harper, ISBN 9780062183590

The Wide Lens: A New Strategy
for Innovation
Ron Adner

The Idea Factory: Bell Labs and the
Great Age of American Innovation
Jon Gertner

The Advantage: Why Organizational Health
Trumps Everything Else in Business
Patrick Lencioni

How Will You Measure Your Life?
Clayton Christensen, James Allworth
& Karen Dillon

Portfolio, ISBN 9781591844600

The Penguin Press, ISBN 9781594203282

Jossey-Bass, ISBN 9780470941522

Harper Business, ISBN 9780062102416

The Hour Between the Dog and Wolf:
Risk Taking, Gut Feelings and the Biology
of Boom and Bust
John Coates

McGraw-Hill, ISBN 9780071784092

Hannibal and Me: What History’s
Greatest Military Strategist Can Teach
Us About Success and Failure
Andreas Kluth

The Penguin Press, ISBN 9781594203381

Riverhead Books, ISBN 9781594488122
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JULY

AUGUST

Resilience: Why Things
Bounce Back
Andrew Zolli & Ann Marie Healy
Free Press, ISBN 9781451683806

SEPTEMBER

Winning the Story Wars: Why
Those Who Tell—and Live—the
Best Stories will Rule the Future
Jonah Sachs
Harvard Business Review Press, ISBN 9781422143568

OCTOBER

NOVEMBER

DECEMBER

The Pause Principle:
Step Back to Leap Forward
Kevin Cashman

Makers: The New Industrial
Revolution
Chris Anderson

Producing Prosperity: Why America
Needs a Manufacturing Renaissance
Gary P. Pisano & Willy C. Shih

Berrett-Koehler Publishers,
ISBN 9781609945329

Crown Business, ISBN 9780307720955

Harvard Business Review Press,
ISBN 9781422162682

APE: How to Publish a Book
Guy Kawasaki & Shawn Welch
Nononina Press, ISBN 9780988523111

Choosing an eBook for a Jack Covert Selects review is unprecedented, and to recommend a book
about self-publishing is odd considering we make
our livelihood selling books with paper pages and
highly designed covers and a traditional publisher
behind them. But, this is no ordinary ebook. APE—
which stands for Author, Publisher, Entrepreneur—
is the brainchild of the formidable Guy Kawasaki
and co-creator Shawn Welch, and it is over 300
pages of how authors who forgo the traditional
publisher route can put out a book they can be
proud of and gets noticed.
In the first section (think A is for Author), Kawasaki and Welch present the predicament of publishing a book: Lots of people want to write one, but it
isn’t easy to get picked up by traditional publishers.
The other route, self-publishing, tends to produce
sub-standard books because authors shy away from
the extra costs of editors, copywriters, and designers. But if you adopt the “artisanal” approach that
Kawasaki and Welch recommend, you can avoid
the pitfalls of most self-published books and be
the sole owner/controller of the results.
The second section (P for Publishing), tackles
how the author turns words into an actual book.
This is Guy and Shawn’s favorite stage:
“The editing process is my favorite stage of a book
because it’s like a sculptor removing excess stone
to bring out the art. You’ll learn that the key to a
great book is editing—grinding, buffing, and polishing—not writing.”
They then dig into technical issues of financing,
editing, designing (both formatting and cover),
distributing, selling, and promoting.
The final section (E for Entrepreneur), centers
around how the author/publisher now needs to become the primary promoter of the book by developing a platform, an online following, and basically
doing continual legwork both literal and digital.
The strength of APE is the potential for practical
application by thousands of striving writers with
singularly good ideas, and the truly balanced pro/
con nature of the advice, but what “sells” the
ebook is Guy and Shawn’s friendly and informal
voice. Kawasaki is a true superstar in the business
book and social media world, but throughout
APE they never make you feel as if you can’t do
what he has done.

People are becoming more resilient. We’re living
longer, overcoming more challenges, taking on
more work, thinking and doing, and generally rolling with the punches like never before.
Andrew Zolli and Ann Marie Healy have covered
this research in a new book called Resilience: Why
Things Bounce Back. From psychology and organizational leadership to businesses and societies,
the book is full of stories about how people are
becoming more resilient.
But, of course, that’s not always the case. Some
systems, people, and communities still easily
crumble in the face of disruption. Zolli and Healy
reveal how to change this using a metaphor widely
used in resilience research:
“Imagine for a moment you are overlooking a vast
landscape of imaginary hills and valleys, stretching
out in every direction. Like something from a Borges fantasy, each valley in this panorama presents a
significant variation on your present circumstance,
an alternative reality with its own unique characteristics, opportunities, resources, and dangers. […]
To improve your resilience is to enhance your ability to resist being pushed from your preferred valley,
while expanding the range of alternatives that you
can embrace if you need to. This is what resilience
researchers call preserving adaptive capacity—the
ability to adapt to changed circumstances while
fulfilling one’s core purpose—and it’s an essential skill in an age of unforeseeable disruption and
volatility.”
Some of the research in the book may surprise
readers. For instance, after uncovering a mathematical model that shows how organisms scale
up in a predictable way—a mouse has a faster metabolism and shorter life span than we do, we have
a faster metabolism and shorter lifespan than a
whale or an elephant, etc., and it’s all very predictable within the model developed—some began to
wonder if the same were true of social organizations such as cities and companies. “Is New York
City really just a big whale? Is Google an elephant?”
the authors ask. I’ll leave you the delight of discovering those answers in the book.
And I highly recommend you do. The world is not
going to become less harsh, to either organizations
or individuals. The only question is whether you
can become more resilient.

Business and current affairs writers love to produce
works that investigate and expose the ways marketers manipulate consumers. And there is cause
for concern. Is all our activity on the internet truly
tracked, stored, and sold as we fear? Do stores like
Target know what we’re going to buy even before we
do as a result of intense data collection? Are there
wizards behind each and every curtain who weave
stories so magical and persuasive that we no longer
act of our own free will?
On first glance, Jonah Sachs’ Winning the Story
Wars appears to be that very type of book. The
cover art and interior illustrations are apocalyptic.
The Table of Contents portends doom with chapter
titles like “The Five Deadly Sins,” “The Myth Gap,”
and “Marketing’s Dark Art.” But Winning the Story
Wars is actually a very optimistic book. Sachs, the
co-creator of such viral videos as The Meatrix, The
Grocery Store Wars, and the multi-armed Story of
Stuff Project, believes that truthful stories are the
stories that will ultimately win the story wars.
Sachs didn’t set out to write a book about storytelling. He was interested in finding out the answer
of a very common question that his storytelling success had garnered: How had he done it? Because
he didn’t know the answer—“Instinct!” seemed an
inadequate response—he began to investigate and
discovered:
“So many of the stories that have really stuck, that
have shaped culture, are about one thing: people
reaching for their highest potential and struggling
to create a better world. … It turns out that a small
group of storytellers have known or at least sensed
this all along, building wildly successful brands,
entertainment, and political messages that burst
through the media din and become legendary …
They are practicing an art that has evolved into a quiet but powerful counterforce to the much-decried
practice of influencing audiences through fear and
insecurity that dominates our media marketplace.
These storytellers are creating a practice of marketing that can be a powerful force for good.
His investigation unveiled a process to help others
create winning stories that he shares with great
depth and charm in this book. Winning stories are
truthful stories, told by those who also live truthfully
(even organizations). And winning stories, Sachs assures us, can change the world for the better.

Kevin Cashman’s classic Leadership From the Inside
Out has been a consistent presence around here
since he first published it nearly 15 years ago, so we
were excited to see he is sharing his knowledge in a
new book, The Pause Principle. Especially one with
this paradoxical message: “Pause powers purposeful performance.” Cashman explains:
“What sleep is to the mind and body, pause is to
leadership and innovation. Pause transforms management into leadership and the status quote into
new realities. Pause, the natural capability to step
back in order to move forward with greater clarity,
momentum, and impact, holds the creative power
to reframe and refresh how we see ourselves and
our relationships,…our organizations and missions
within a larger context.”
Most of us feel an acute pressure to act, to react,
to respond immediately. Fast thinkers are regarded
more highly than deliberate thinkers. People who
process and communicate decisions are often seen
as being more intelligent and are then rewarded for
their speed. But Cashman wants to set the record
straight.
“As leaders, too often we step forward with action
to deal with complexity without first stepping back
for the clarity we need. Our impulse to speed up
and take action is driven by our intention to achieve,
but our go-to approach—action and transaction—
is often futile….Unknowingly, our dedication to
speed and action can be counterproductive.”
And throughout this slim book, Cashman offers a
good balance of research, case studies and personal anecdotes to effectively advocate for the power
of pause to “Grow Personal Leadership,” “Grow
Others,” and “Grow Cultures of Innovation.”
What resonates most after reading The Pause
Principle is a feeling of relief, a reassurance that if
we stop, take a breath, give ourselves space and
time to think and reflect, we can be more potent
leaders, not lesser people. After all, “Great thinkers, scientists, artists, and leaders move the world
forward by stepping back; the higher the quality of
pause, the greater the creative possibility.”

The Industrial Revolution provided an increasingly Business leaders and economists have argued for
stable economy for almost 300 years. Innovations almost two decades now that we’re entering a postin mining, transportation, agriculture, manufactur- industrial society, that we’re really in the business of
ing, and technology provided jobs and contributed R&D, software, and services, and that “the decline
toward a better quality of life around the world. of manufacturing in the United States is a natural
Now, many are questioning whether or not that and healthy evolution toward a more knowledgeeconomic engine has finally quit, but Chris Ander- based economy focused on services and innovation.”
son—author of The Long Tail and Free, sees another
Gary Pisano and Willy Shih present a more comrevolution occurring.
plex view in their new book, Producing Prosperity:
In Anderson’s latest book, Makers: The New Why America Needs a Manufacturing Renaissance.
Industrial Revolution, he describes a movement They believe that we are indeed an innovation and
in which the manufacturing process has a greatly knowledge-based economy, but that manufacturreduced time and cost of production. If a product ing still plays an essential and integral role in the
needs to be changed or improved, it’s simply rede- process. And they believe this is why maintaining an
signed on a desktop computer, and manufactured “industrial commons” is so important.
with a 3D printer. The cost of these machines con- “[U]nderlying every industry are sets of technitinues to decline, the use of the design software cal and operational capabilities, some of which
is increasingly simple, and the online support and are shared across firms and even across industries.
discussion communities are growing, making this These shared capabilities form what we call the inmovement revolutionary, indeed.
dustrial commons. The commons is embedded in
Did you even know that there are machines that suppliers, customers, partners, skilled workers, and
can “print” edible burritos, “print” wearable swim- local institutions such as universities. Commons are
suits, “print” useable products in almost every cat- sources of competitiveness for industries that draw
egory? If not, you’re not alone, but in Anderson’s from the shared capabilities.”
opinion, that will change. Similar to innovations
The continued decline of our industrial commons
in desktop publishing, the Makers movement will will make it much harder to compete in emerging
soon see consumers thinking up, designing, and industries, the authors contend, because the inmanufacturing their own products in every cat- frastructure and know-how have moved overseas.
egory. Within the next 10 to 15 years, Anderson Although they are writing from an American perestimates that these machines will be so affordable spective, they make the case not because it’s good
that most people will have them in their homes. for the country, but because it’s good for business:
“Ours is not an appeal to economic patriotism or
In Anderson’s words:
“Today we are seeing a return to a new sort of corporate social responsibility. We argue that comcottage industry. Once again, new technology panies should be investing in the local industrial
is giving individuals the power over the means of commons because it can be a source of competiproduction, allowing for bottom-up entrepreneur- tive advantage.”
And, of course, we can all use any advantage we
ship and distributed innovation. Just as the Web’s
democratization of the means of production in ev- can find—or build.
The authors also challenge our assumptions that
erything from software to music made it possible
to create an empire in a dorm room or a hit album the industrial worker is an unskilled laborer, and
in a bedroom, so the new democratized tools of that the factory is but a belching behemoth of an
digital manufacturing will be tomorrow’s spinning old economy and outdated mindset rather than the
jennies. And the guilds they may break may be the site of great innovative potential. “In most factories
very factory model that grew up in Manchester and we have visited,” they write, “we have seen a lot
more brain than brawn at work. Manufacturing has
dominated the past three centuries.”
Look out. If Anderson is right, it will be an inter- become knowledge work.”
esting time for entrepreneurs, large manufacturers,
and consumers alike.
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