Four More Worth a Look

When You Lose Your Job, by Cliff \ Getting New Clients, by Dick Connor
WHEN You Hakim. Berrett-Koehler, 1993, 272 1 J and Jeff Davidson. John Wiley & Sons,
(oSBT HES [ accs, $14.95 (ISBN 1-881052-25-7). ) 1993, 281 pages, $27.95 (ISBN 0-471-
‘ Hakim, a career counselor, takes us on 4 55528-2). This book, for consultants and
a fictional jaunt in which a skilled sen- others offering professional services,
ior manager loses his job in a down- starts at the ground level by giving ad-
sizing. We follow everymanager Mat- ; vice on finding a profitable niche to ex-

thew as he grieves, gets back on his
feet, and hustles for a new job using the
time-tested techniques of the successful
job hunter. A timely book, considering
20 million Americans lost their jobs last
year.

ploit. Then it covers everything you need
to do to get business, from prospecting to
getting your foot in the door to identify-
ing needs to writing proposals. A solid
and comprehensive guide from a couple
of pros.

b . Seiobche & Moo L St TPM for America, by Herbert and Robert W, Bly Keeping Clients Satisfied, by Robert
T M Norma Steinbacher. Productivity Press, EE PI[YG W. Bly. Prentice Hall, 1993, 275 pages,
1993, 147 pages, $19.95 (ISBN 1- $24.95 (ISBN 0-13-514183-4). This
or 56327-044-7). TPM stands for Total CLIEHTS book, also for those offering profes-
AMERICA Productive Maintenance, which is, the sional services, assumes you know
Wha?t krli anlehy
ou t

all quality efforts must sit. Because
maintenance costs are 15-40 percent of
total product costs, they say it’s time to
go beyond corrective maintenance and
embrace preventive and predictive
maintenance. This is a problem/solution
book for managers. not those who get
their hands dirty.

Bly’s goal. he says, is to help you
“keep your clients happier longer,” a
skill that many lost when they were
: turning aside jobs in the 1980s. He

SUCCESSF! covers picking the right prospects, do-

AND ing more than expected to keep them
PROFITABLE coming back, and handling problems.
Another solid book by a pro.

authors say, the foundation upon which SATISFIED your niche and have a client base.
MAKE YOU
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Use the “Additional Titles” lines on the other side to order these or any other books.

Soundview’s Book Ordering Service

Soundview Executive Book Summaries can get you any books you need and deliver them right to your doorstep.
Here are the details:

How: All it takes is a'phone call to 1-800-521-1227 (outside the U.S. and Canada, 802-453-4062). You can also fax
your orders to 1-802-453-5062. '

Have the book’s title, author, and publisher in mind when you call, as well as your credit card number. Sound-
view accepts Visa, MasterCard, American Express, Discover, and Diners Club.

If you'd prefer, mail us your order and pay with a credit card or a check (in U.S. dollars drawn on a U.S. bank).

Payment must accompany all orders.

CHARGES: We charge the book’s current price, plus shipping and handling. In the U.S., that comes to $3.00 for the
first book and $1 for each additional title; in Canada and Mexico, $3.50 and $1.50: in all other countries, $8 per
book. Canadians: please add 7% GST.

How LoNG DoEs IT TAKE? We stock the books we summarize and review. We fill orders immediately after re-
ceiving them, sending them via UPS in the U.S., and fourth-class mail to other countries. If we must get books
from publishers to fill your order, our shipment time is delayed by an average of one week.

We can ship via Federal Express for faster service. Rush orders cost an additional $2 per book plus the exact
shipping charge.

DiscounTs: Order ten or more copies of the same title and we'll give you a discount:
10-24 copies, 10%
25-99 copies, 15%
100+ copies, 20%

For all bulk orders, we add the exact shipping charge plus a $5 handling fee.

Soundview Executive Book Summaries
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