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Competing in the Age of Al

When facing a difficult management challenge, wouldn't it be great if you could
turn to a panel of experts to help guide you to the right decision? Now you can,
with books from the Judgment Calls series. Drawn from the pages of Harvard
Business Review, these interactive, solutions-oriented guides allow readers to
access the wisdom of leading experts as they tackle familiar and perplexing
business situations. These engagingly written books will help managers improve
problem-solving skills and make better judgment calls under fire.A preface
provides an overview and sets the context for using these provocative case studies
as learning tools in corporate classrooms. A relevant chapter from an HBE volume
introduces the topic as a refresher course. Finally, an appendix of resources such
as executive summaries, guiding questions, and a list of further reading rounds out
the book. Judgment Calls provide insight into a variety of real world difficulties and
offer solutions that managers will find both sound and practical. Our ideal reader is
the business traveler who's thinking about this very issue, sees the book in the
airport, and throws it in his or her briefcase to read on the plane.This volume,
tentatively titled "Bob's Meltdown and Other Stories from the Frontines of
Management" looks at the most common issue in workplaces--employee behavior.
What should you do when a star employee loses his temper in public? Worse yet,
what if your protege seems to be coming unglued? All this and more!
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The Innovator's Guide to Growth

The guide all MBAs and exec ed students need. If you're enrolled in an MBA or
executive education program, you've probably encountered a powerful learning
tool: the business case. But if you're like many people, you may find interpreting
and writing about cases mystifying and time-consuming. In The Case Study
Handbook, Revised Edition, William Ellet presents a potent new approach for
efficiently analyzing, discussing, and writing about cases. Early chapters show how
to classify cases according to the analytical task they require (making a decision,
performing an evaluation, or diagnosing a problem) and quickly establish a base of
knowledge about a case. Strategies and templates, in addition to several sample
Harvard Business School cases, help you apply the author's framework. Later in the
book, Ellet shows how to write persuasive case-analytical essays based on the
process laid out earlier. Examples of effective writing further reinforce the
methods. The book also includes a chapter on how to talk about cases more
effectively in class. Any current or prospective MBA or executive education student
needs this guide.

Talk, Inc.

Gain practical skills in machine learning for finance, healthcare, and retail. This
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book uses a hands-on approach by providing case studies from each of these
domains: you'll see examples that demonstrate how to use machine learning as a
tool for business enhancement. As a domain expert, you will not only discover how
machine learning is used in finance, healthcare, and retail, but also work through
practical case studies where machine learning has been implemented. Machine
Learning Applications Using Python is divided into three sections, one for each of
the domains (healthcare, finance, and retail). Each section starts with an overview
of machine learning and key technological advancements in that domain. You'll
then learn more by using case studies on how organizations are changing the
game in their chosen markets. This book has practical case studies with Python
code and domain-specific innovative ideas for monetizing machine learning. What
You Will Learn Discover applied machine learning processes and principles
Implement machine learning in areas of healthcare, finance, and retail Avoid the
pitfalls of implementing applied machine learning Build Python machine learning
examples in the three subject areas Who This Book Is For Data scientists and
machine learning professionals.

Teaching and the Case Method

An innovation classic. From Steve Jobs to Jeff Bezos, Clay Christensen’s work
continues to underpin today’s most innovative leaders and organizations. A

seminal work on disruption—for everyong confronting the growth paradox. For
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readers of the bestselling The Innovator’s Dilemma—and beyond—this definitive
work will help anyone trying to transform their business right now. In The
Innovator’s Solution, Clayton Christensen and Michael Raynor expand on the idea
of disruption, explaining how companies can and should become disruptors
themselves. This classic work shows just how timely and relevant these ideas
continue to be in today’s hyper-accelerated business environment. Christensen
and Raynor give advice on the business decisions crucial to achieving truly
disruptive growth and propose guidelines for developing your own disruptive
growth engine. The authors identify the forces that cause managers to make bad
decisions as they package and shape new ideas—and offer new frameworks to
help create the right conditions, at the right time, for a disruption to succeed. This
is @ must-read for all senior managers and business leaders responsible for
innovation and growth, as well as members of their teams. Based on in-depth
research and theories tested in hundreds of companies across many industries,
The Innovator’s Solution is a necessary addition to any innovation library—and an
essential read for entrepreneurs and business builders worldwide.

You're It

"a provocative new book" -- The New York Times Al-centric organizations exhibit a
new operating architecture, redefining how they create, capture, share, and deliver

value. Marco lansiti and Karim R. Lakhan/isshow how reinventing the firm around
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data, analytics, and Al removes traditional constraints on scale, scope, and
learning that have restricted business growth for hundreds of years. From Airbnb
to Ant Financial, Microsoft to Amazon, research shows how Al-driven processes are
vastly more scalable than traditional processes, allow massive scope increase,
enabling companies to straddle industry boundaries, and create powerful
opportunities for learning--to drive ever more accurate, complex, and sophisticated
predictions. When traditional operating constraints are removed, strategy becomes
a whole new game, one whose rules and likely outcomes this book will make clear.
lansiti and Lakhani: Present a framework for rethinking business and operating
models Explain how "collisions" between Al-driven/digital and traditional/analog
firms are reshaping competition, altering the structure of our economy, and forcing
traditional companies to rearchitect their operating models Explain the
opportunities and risks created by digital firms Describe the new challenges and
responsibilities for the leaders of both digital and traditional firms Packed with
examples--including many from the most powerful and innovative global, Al-driven
competitors--and based on research in hundreds of firms across many sectors, this
is your essential guide for rethinking how your firm competes and operates in the
era of Al.

The Case Study Handbook

Describes a method of negotiation tfgat ei}/ssolates problems, focuses on interests,
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creates new options, and uses objective criteria to help two parties reach an
agreement

The Innovator's Solution
Captures the stories of established entrepreneurs to help those who want to learn.

Innovation to the Core

Our political system in America is broken, right? Wrong. The truth is, the American
political system is working exactly how it is designed to work, and it isn't designed
or optimized today to work for us—for ordinary citizens. Most people believe that
our political system is a public institution with high-minded principles and impartial
rules derived from the Constitution. In reality, it has become a private industry
dominated by a textbook duopoly—the Democrats and the Republicans—and
plagued and perverted by unhealthy competition between the players. Tragically,
it has therefore become incapable of delivering solutions to America's key
economic and social challenges. In fact, there's virtually no connection between
our political leaders solving problems and getting reelected. In The Politics
Industry, business leader and path-breaking political innovator Katherine Gehl and
world-renowned business strategist Michael Porter take a radical new approach.
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They ingeniously apply the tools of business analysis—and Porter's distinctive Five
Forces framework—to show how the political system functions just as every other
competitive industry does, and how the duopoly has led to the devastating
outcomes we see today. Using this competition lens, Gehl and Porter identify the
most powerful lever for change—a strategy comprised of a clear set of choices in
two key areas: how our elections work and how we make our laws. Their bracing
assessment and practical recommendations cut through the endless debate about
various proposed fixes, such as term limits and campaign finance reform. The
result: true political innovation. The Politics Industry is an original and completely
nonpartisan guide that will open your eyes to the true dynamics and profound
challenges of the American political system and provide real solutions for
reshaping the system for the benefit of all. THE INSTITUTE FOR POLITICAL
INNOVATION The authors will donate all royalties from the sale of this book to the
Institute for Political Innovation.

Keeping Strategy on Track
Cites successful examples of community-based policing

Transforming Government Supply Chain Management
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While the commercial sector has been rapidly adopting modern, information-based
supply chain systems--in order to remain competitive in the worldwide
marketplace--the shift to such systems in the public sector has met with significant
resistance and has moved far more slowly. Transforming Government Supply Chain
Management provides the insights and expertise to overcoming this inertia. In the
first half of the book, the editors provide a primer on supply chain management, an
overview of innovative practices and tools, and a blueprint for government-wide
transformation. The second half consists of 10 case studies of public and private
sector "success stories."

Disrupted

Digital transformation is no longer news--it's a necessity. Despite the widespread
threat of disruption, many large companies in traditional industries have
succeeded at digitizing their businesses in truly transformative ways. The New York
Times, formerly a bastion of traditional media, has created a thriving digital
product behind a carefully designed paywall. Best Buy has transformed its
business in the face of Amazon's threat. John Deere has formed a data-analysis
arm to complement its farm-equipment business. And Goldman Sachs and many
others are using digital technologies to reimagine their businesses. In Driving
Digital Strategy, Harvard Business School professor Sunil Gupta provides an

actionable framework for following tpeirg/lseiad. For over a decade, Gupta has studied
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digital transformation at Fortune 500 companies. He knows what works and what
doesn't. Merely dabbling in digital or launching a small independent unit, which
many companies do, will not bring success. Instead you need to fundamentally
change the core of your business and ensure that your digital strategy touches all
aspects of your organization: your business model, value chain, customer
relationships, and company culture. Gupta covers each aspect in vivid detail while
providing navigation tips and best practices along the way. Filled with rich and
illuminating case studies of companies at the forefront of digital transformation,
Driving Digital Strategy is the comprehensive guide you need to take full
advantage of the limitless opportunities the digital age provides.

Aligning Strategy and Sales

What's the secret to sales success? If you're like most business leaders, you'd say
it's fundamentally about relationships-and you'd be wrong. The best salespeople
don't just build relationships with customers. They challenge them. The need to
understand what top-performing reps are doing that their average performing
colleagues are not drove Matthew Dixon, Brent Adamson, and their colleagues at
Corporate Executive Board to investigate the skills, behaviors, knowledge, and
attitudes that matter most for high performance. And what they discovered may be
the biggest shock to conventional sales wisdom in decades. Based on an

exhaustive study of thousands of sales re/ s across multiple industries and
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geographies, The Challenger Sale argues that classic relationship building is a
losing approach, especially when it comes to selling complex, large-scale business-
to-business solutions. The authors' study found that every sales rep in the world
falls into one of five distinct profiles, and while all of these types of reps can deliver
average sales performance, only one-the Challenger- delivers consistently high
performance. Instead of bludgeoning customers with endless facts and features
about their company and products, Challengers approach customers with unique
insights about how they can save or make money. They tailor their sales message
to the customer's specific needs and objectives. Rather than acquiescing to the
customer's every demand or objection, they are assertive, pushing back when
necessary and taking control of the sale. The things that make Challengers unique
are replicable and teachable to the average sales rep. Once you understand how to
identify the Challengers in your organization, you can model their approach and
embed it throughout your sales force. The authors explain how almost any average-
performing rep, once equipped with the right tools, can successfully reframe
customers' expectations and deliver a distinctive purchase experience that drives
higher levels of customer loyalty and, ultimately, greater growth.

The Case Study Handbook, Revised Edition

Case method teaching immerses students in realistic business situations--which

include incomplete information, time con/straints, and conflicting goals. The class
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discussion inherent in case teaching is well known for stimulating the development
of students' critical thinking skills, yet instructors often need guidance on
managing that class discussion to maximize learning. Teaching with Cases focuses
on practical advice for instructors that can be easily implemented. It covers how to
plan a course, how to teach it, and how to evaluate it. The book is organized by the
three elements required for a great case-based course: 1) advance planning by the
instructor, including implementation of a student contract; 2) how to make leading
a vibrant case discussion easier and more systematic; and 3) planning for student
evaluation after the course is complete. Teaching with Cases is ideal for anyone
interested in case teaching, whether basing an entire course on cases, using cases
as a supplement, or simply using discussion facilitation techniques. To learn more
about the book, and to see resources available, visit
teachingwithcases.hbsp.harvard.edu.

Solutions to Four Harvard Business Review (HBR) Case Studies

China and India are home to one-third of the world's population. And they're
undergoing social and economic revolutions that are capturing the best minds--and
money--of Western business. In Billions of Entrepreneurs, Tarun Khanna examines
the entrepreneurial forces driving China's and India's trajectories of development.
He shows where these trajectories overlap and complement one another--and

where they diverge and compete. He alsg reveals how Western companies can
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participate in this development. Through intriguing comparisons, the author probes
important differences between China and India in areas such as information and
transparency, the roles of capital markets and talent, public and private property
rights, social constraints on market forces, attitudes toward expatriates abroad and
foreigners at home, entrepreneurial and corporate opportunities, and the
importance of urban and rural communities. He explains how these differences will
influence China's and India's future development, what the two countries can learn
from each other, and how they will ultimately reshape business, politics, and
society in the world around them. Engaging and incisive, this book is a critical
resource for anyone working in China or India or planning to do business in these
two countries.

Solutions to Four Harvard Business Review (HBR) Case Studies

Become a better crisis leader while equipping yourself with the tools for every day
transformative leadership Today, in an instant, leaders can find themselves face-to-
face with crisis. An active shooter. A media controversy. A data breach. In You're It,
the faculty of the National Preparedness Leadership Initiative at Harvard University
takes you to the front lines of some of the toughest decisions facing our nation's
leaders-from how to mobilize during a hurricane or in the aftermath of a bombing
to halting a raging pandemic. They also take readers through the tough decision-

making inside the world's largest corPnpalg/;les, hottest startups, and leading
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nonprofits. The authors introduce readers to the pragmatic model and methods of
Meta-Leadership. They show you how to understand what is happening during a
moment of crisis and change, what to do about it, and how to hone these skills to
lead high-performing teams. Then, when crisis hits, you can pivot to be the leader
people follow when it matters most. A book for turbulent times, You're It is
essential reading for anyone preparing to lead an adaptive team through crisis and
change.

Making Change Stick

Based on research presented at The Harvard Business School’s first-ever
conference on business approaches to poverty alleviation, Business Solutions for
the Global Poor brings together perspectives from leading academics and
corporate, non-profit and public sector managers. The contributors draw on
practical and dynamic how-to insights from leading BOP ventures from more than
twenty countries world-wide. This important volume reflects poverty’'s multi-
faceted nature and a broad range of actors—multinational and local businesses,
entrepreneurs, civil society organizations and governments—that play a role in its
alleviation.

E-Business Managerial Aspects, Solutions and Case Studies
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What people get out of social media—and how businesses can get more out of it
Almost no one had heard of social media a decade ago, but today websites such as
Facebook, Twitter, and LinkedIn have more than 1 billion users and account for
almost 25 percent of Internet use. Practically overnight, social media seems
indispensable to our lives—from friendship and dating to news and business. What
makes social media so different from traditional media? Answering that question is
the key to making social media work for any business, argues Miko?aj Piskorski,
one of the world's leading experts on the business of social media. In A Social
Strategy, he provides the most convincing answer yet, one backed by original
research, data, and case studies from companies such as Nike and American
Express. Drawing on his analysis of proprietary data from social media sites,
Piskorski argues that the secret of successful ones is that they allow people to
fulfill social needs that either can’'t be met offline or can be met only at much
greater cost. This insight provides the key to how companies can leverage social
platforms to create a sustainable competitive advantage. Companies need to help
people interact with each other before they will promote products to their friends
or help companies in other ways. Done right, a company’s social media should
benefit customers and the firm. Piskorski calls this "a social strategy," and he
describes how companies such as Yelp and Zynga have done it. Groundbreaking
and important, A Social Strategy provides not only a story- and data-driven
explanation for the explosion of social media but also an invaluable, concrete road

map for any company that wants to tap the marketing potential of this remarkable
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phenomenon.

The Solution Revolution

This third edition of Teaching and the Case Method is a further response to
increased national and international interest in teaching, teachers, and learning, as
well as the pressing need to enhance instructional effectiveness in the widest
possible variety of settings. Like its predecessors, this edition celebrates the joys of
teaching and learning at their best and emphasizes the reciprocal exchange of
wisdom that teachers and students can experience. It is based on the belief that
teaching is not purely a matter of inborn talent. On the contrary, the knowledge,
skills, and attitudes that make for excellence in teaching can be analyzed,
abstracted, and learned. One key premise of Teaching and the Case Method is that
all teaching and learning involve a core of universally applicable principles that can
be discerned and absorbed through the study and discussion of cases.

The Three-Box Solution

When facing a difficult management challenge, wouldn't it be great if you could
turn to a panel of experts to help guide you to the right decision? Now you can,
with books from the Judgment Calls series. Drawn from the pages of Harvard
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Business Review, these interactive, solutions-oriented guides allow readers to
access the wisdom of leading experts as they tackle familiar and perplexing
business situations. These engagingly written books will help managers improve
problem-solving skills and make better judgment calls under fire.A preface
provides an overview and sets the context for using these provocative case studies
as learning tools in corporate classrooms. A relevant chapter from an HBE volume
introduces the topic as a refresher course. Finally, an appendix of resources such
as executive summaries, guiding questions, and a list of further reading rounds out
the book. Judgment Calls provide insight into a variety of real world difficulties and
offer solutions that managers will find both sound and practical. Our ideal reader is
the business traveler who's thinking about this very issue, sees the book in the
airport, and throws it in his or her briefcase to read on the plane.This volume,
tentatively titled "Growing for Broke and Other Stories From the Frontines of
Management" looks at growth strategy. How do you grow your business without
sending it flying off the rails? When should you stick to your core? All this and
more!

Machine Learning Applications Using Python

Conversation-powered leadership How can leaders make their big or growing
companies feel small again? How can they recapture the “magic”—the tight

strategic alignment, the high level 01F’>err117|1/)3lé?yee engagement—that drove and
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animated their organization when it was a start-up? As more and more executives
have discovered in recent years, the answer to this conundrum lies in the power of
conversation. In Talk, Inc., Boris Groysberg and Michael Slind show how trusted
and effective leaders are adapting the principles of face-to-face conversation in
order to pursue a new form of organizational conversation. They explore the
promise of conversation-powered leadership—from the time-tested practice of
talking straight (and listening well) to the thoughtful adoption of social media
technology. And they offer guidance on how to balance the benefits of open-ended
talk with the realities of strategic execution. Drawing on the experience of leaders
at diverse companies from around the world, Talk, Inc., offers provocative insights
and user-friendly tips on how to make organizational culture more intimate, more
interactive, more inclusive, and more intentional—in short, more conversational.

What Works

How to Innovate and Execute Leaders already know that innovation calls for a
different set of activities, skills, methods, metrics, mind-sets, and leadership
approaches. And it is well understood that creating a new business and optimizing
an already existing one are two fundamentally different management challenges.
The real problem for leaders is doing both, simultaneously. How do you meet the
performance requirements of the existing business—one that is still thriving—while

dramatically reinventing it? How do you e;nvision a change in your current business
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model before a crisis forces you to abandon it? Innovation guru Vijay Govindarajan
expands the leader’s innovation tool kit with a simple and proven method for
allocating the organization’s energy, time, and resources—in balanced
measure—across what he calls “the three boxes”: « Box 1: The present—Manage
the core business at peak profitability « Box 2: The past—Abandon ideas, practices,
and attitudes that could inhibit innovation ¢ Box 3: The future—Convert
breakthrough ideas into new products and businesses The three-box framework
makes leading innovation easier because it gives leaders a simple vocabulary and
set of tools for managing and measuring these different sets of behaviors and
activities across all levels of the organization. Supported with rich company
examples—GE, Mahindra & Mahindra, Hasbro, IBM, United Rentals, and Tata
Consultancy Services—and testimonies of leaders who have successfully used this
framework, this book solves once and for all the practical dilemma of how to align
an organization on the critical but competing demands of innovation.

Driving Digital Strategy

Designed to give students and public relations professionals the knowledge and
skills they need to become successful crisis managers, Applied Crisis
Communication and Crisis Management: Cases and Exercises by W. Timothy
Coombs, includes a wide range of cases that explore crisis communication and

management in action using a practipcallg/sp‘lproach. In the first two chapters, the
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author introduces key theories and principles in crisis communication, which
students apply by analyzing 17 cases drawn from recent headlines. Cases are
explored from pre-crisis, mid-crisis, and post-crisis communication perspectives,
and include a range of predominant crisis scenarios from product recalls to
lawsuits to environmental disasters.

Business Solutions for the Global Poor

"The best sales book of the year" — strategy+business magazine That gap
between your company’s sales efforts and strategy? It's real—and a huge
vulnerability. Addressing that gap, actionably and with attention to relevant
research, is the focus of this book. In Aligning Strategy and Sales, Harvard Business
School professor Frank Cespedes equips you to link your go-to-market initiatives
with strategic goals. Cespedes offers a road map to articulate strategy in ways that
people in the field can understand and that will fuel the behaviors required for
profitable growth. Without that alignment, leaders will press for better execution
when they need a better strategy, or change strategic direction with great cost and
turmoil when they should focus on the basics of sales execution. With thoughtful,
clear, and engaging examples, Aligning Strategy and Sales provides a framework
for diagnosing and managing the core levers available for effective selling in any
organization. It will give you the know-how and tools to move from ideas to action

and build a sales effort linked to your firrr/w’s unique goals, not a generic selling
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formula. Cespedes shows how sales efforts affect all elements of value creation in
a business, whether you're a start-up seeking to scale or an established firm
looking to jump-start new growth. The book provides key insights to optimize your
firm’s customer management activities and so improve selling and strategy.

The Politics Industry

Dr. Ruddell makes the case for why faith applies to business; indeed why it must
apply. Throughout, he encourages the reader to identify and apply his/her own
belief, but then articulates his christian view as an example of how faith works with
work. Along the way, Dr. Ruddell gives the foundations for an entire business
ethics program for people of all nationalities that will prove useful to businesses,
non-profits, students, and professors.

HBR's 10 Must Reads on Platforms and Ecosystems (with bonus
article by "Why Some Platforms Thrive and Others Don't" By
Feng Zhu and Marco lansiti)

From the Universities to the Marketplace: The Business Ethics Journey arose from

the awareness of the slow progression of academic theory into market practice.

The contributions in this volume reflect a diversity of disciplines and approaches to
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research, study and teaching business ethics, such as philosophy, accounting,
theology, marketing, management and finance. The contributors represent a wide
variety of professional and geographical backgrounds, creating a fruitful discussion
of a large number of issues related to implementation and measurement of
business ethics, and feedback from all parties involved.

Integrating E-Business Models for Government Solutions:
Citizen-Centric Service Oriented Methodologies and Processes

Script from the year 2017 in the subject Business economics - Miscellaneous,
grade: 1,0, , language: English, abstract: During the university, you have to finish
several case studies. Within this text the Harvard Business Review case studies
Boise Automation, ENSR International, Medical Equipment Inc. and Heidi Roizen are
covered. Not only solved by myself, but also supported by lecturer notes and the
results of the in-class discussion. Each of the solutions mentioned in here are
graded with full points.

Developing a Business Case

"This book provides a discussion of the managerial aspects, solutions and case
studies related to e-business, disseminating current achievements and practical

Page 22/34



solutions and applications"--Provided by publisher.
Getting to Yes

"The objective of this book is to examine issues and promote research initiatives in
the area of effectiveness in e-government by suggesting integrated e-business
models for government solutions, through citizen-centric service oriented
methodologies and processes"--Provided by publisher.

Teaching with Cases

Government Alone Can’t Solve Society’s Biggest Problems World hunger. Climate
change. Crumbling infrastructure. It's clear that in today’s era of fiscal constraints
and political gridlock, we can no longer turn to government alone to tackle these
and other towering social problems. What's required is a new, more collaborative
and productive economic system. The Solution Revolution brings hope—revealing
just such a burgeoning new economy where players from across the spectrum of
business, government, philanthropy, and social enterprise converge to solve big
problems and create public value. By erasing public-private sector boundaries, the
solution economy is unlocking trillions of dollars in social benefit and commercial
value. Where tough societal problems persist, new problem solvers are
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crowdfunding, ridesharing, app-developing, or impact-investing to design
innovative new solutions for seemingly intractable problems. Providing low-cost
health care, fighting poverty, creating renewable energy, and preventing obesity
are just a few of the tough challenges that also represent tremendous
opportunities for those at the vanguard of this movement. They create markets for
social good and trade solutions instead of dollars to fill the gap between what
government can provide and what citizens need. So what drives the solution
economy? Who are these new players and how are their roles changing? How can
we grow the movement? And how can we participate? Deloitte’s William D. Eggers
and Paul Macmillan answer these questions and more, and they introduce us to the
people and organizations driving the revolution—from edgy social enterprises
growing at a clip of 15 percent a year, to megafoundations, to Fortune 500
companies delivering social good on the path to profit. Recyclebank, RelayRides,
and LivingGoods are just a few of the innovative organizations you’ll read about in
this book. Government cannot handle alone the huge challenges facing our global
society—and it shouldn’t. We need a different economic paradigm that can flexibly
draw on resources, combine efforts, and create value, while improving the lives of
citizens. The Solution Revolution shows the way.

Billions of Entrepreneurs

Gender equality is a moral and a busines/s imperative. But unconscious bias holds
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us back and de-biasing minds has proven to be difficult and expensive. Behavioral
design offers a new solution. Iris Bohnet shows that by de-biasing organizations
instead of individuals, we can make smart changes that have big impacts—often at
low cost and high speed.

Human + Machine

Help your company adapt to the new rules of competition. If you read nothing else
on creating value with business platforms and ecosystems, read these 10 articles.
We've combed through hundreds of Harvard Business Review articles and selected
the most important ones to help you reap the rewards of multisided platforms
(MSPs)—or defend your company against these formidable opponents. This book
will inspire you to: Assess the threat of disruption from platforms in your industry
Decide whether and how to play with increasingly powerful platform businesses
Choose the right strategy for transforming your product into a platform Harness
network effects to maximize value for the partners in your ecosystem Shift from
managing products to managing interactions Learn when moving first and growing
fast will work—and when it won’t Manage winner-take-all dynamics This collection
of articles includes "Pipelines, Platforms, and the New Rules of Strategy," by
Marshall W. Van Alstyne, Geoffrey G. Parker, and Sangeet Paul Choudary;
"Strategies for Two-Sided Markets," Thomas R. Eisenmann, Geoffrey Parker, and

Marshall W. Van Alstyne; "Finding thg PIZaSB:Lorm in Your Product," by Andrei Hagiu
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and Elizabeth Altman; "What's Your Google Strategy?," by Andrei Hagiu and David
B. Yoffie; "In the Ecosystem Economy, What's Your Strategy?," by Michael G.
Jacobides; "Right Tech, Wrong Time," by Ron Adner and Rahul Kapoor; "Managing
Our Hub Economy," by Marco lansiti and Karim R. Lakhani; "Why Some Platforms
Thrive and Others Don't," by Feng Zhu and Marco lansiti; "Spontaneous
Deregulation," by Benjamin Edelman and Damien Geradin; "Alibaba and the Future
of Business," by Ming Zeng; and "Fixing Discrimination in Online Marketplaces," by
Ray Fisman and Michael Luca. HBR's 10 Must Reads paperback series is the
definitive collection of books for new and experienced leaders alike. Leaders
looking for the inspiration that big ideas provide, both to accelerate their own
growth and that of their companies, should look no further. HBR's 10 Must Reads
series focuses on the core topics that every ambitious manager needs to know:
leadership, strategy, change, managing people, and managing yourself. Harvard
Business Review has sorted through hundreds of articles and selected only the
most essential reading on each topic. Each title includes timeless advice that will
be relevant regardless of an ever-changing business environment.

The Innovator's Solution

Al is radically transforming business. Are you ready? Look around you. Artificial
intelligence is no longer just a futuristic notion. It's here right now--in software that

senses what we need, supply chainspthazté/;}hink" in real time, and robots that
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respond to changes in their environment. Twenty-first-century pioneer companies
are already using Al to innovate and grow fast. The bottom line is this: Businesses
that understand how to harness Al can surge ahead. Those that neglect it will fall
behind. Which side are you on? In Human + Machine, Accenture leaders Paul R.
Daugherty and H. James (Jim) Wilson show that the essence of the Al paradigm
shift is the transformation of all business processes within an
organization--whether related to breakthrough innovation, everyday customer
service, or personal productivity habits. As humans and smart machines
collaborate ever more closely, work processes become more fluid and adaptive,
enabling companies to change them on the fly--or to completely reimagine them.
Al is changing all the rules of how companies operate. Based on the authors'
experience and research with 1,500 organizations, the book reveals how
companies are using the new rules of Al to leap ahead on innovation and
profitability, as well as what you can do to achieve similar results. It describes six
entirely new types of hybrid human + machine roles that every company must
develop, and it includes a "leader’s guide" with the five crucial principles required
to become an Al-fueled business. Human + Machine provides the missing and
much-needed management playbook for success in our new age of Al. BOOK
PROCEEDS FOR THE Al GENERATION The authors' goal in publishing Human +
Machine is to help executives, workers, students and others navigate the changes
that Al is making to business and the economy. They believe Al will bring

innovations that truly improve the way the world works and lives. However, Al will
Page 27/34



cause disruption, and many people will need education, training and support to
prepare for the newly created jobs. To support this need, the authors are donating
the royalties received from the sale of this book to fund education and retraining
programs focused on developing fusion skills for the age of artificial intelligence.

From the Universities to the Marketplace: The Business Ethics
Journey

More than a decade ago, Clayton Christensen's breakthrough book The Innovator's
Dilemma illustrated how disruptive innovations drive industry transformation and
market creation. Christensen's research demonstrated how growth-seeking
incumbents must develop the capability to deflect disruptive attacks and seize
disruptive opportunities. In The Innovator's Guide to Growth, Scott Anthony, Mark
Johnson, Joseph Sinfield, and Elizabeth Altman take the subject to the next level:
implementation. The authors explain how to create this crucial capability for
unlocking disruption's transformational power. With a foreword by Christensen, this
book provides a set of market-proven tools and approaches to innovation that have
been honed through fieldwork with innovative companies like Procter & Gamble,
Johnson & Johnson, Pepsi, Intel, Motorola, SAP, and Cisco Systems. The book shows
you how to: Follow a market-proven process -- so your company can reliably create
blockbuster businesses Create structures, systems, and metrics -- so the disruptive
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innovations that will power your firm's future growth receive the funding and
personnel needed to succeed Create a common language of disruptive innovation
-- SO managers can reach consensus around counterintuitive courses of action
Incisive and practical, this book helps your company take the steps necessary to
benefit from disruption -- instead of being eclipsed by it.

A Social Strategy

HBR Guide to Building Your Business Case

An innovation classic. From Steve Jobs to Jeff Bezos, Clay Christensen’s work
continues to underpin today’s most innovative leaders and organizations. A
seminal work on disruption—for everyone confronting the growth paradox. For
readers of the bestselling The Innovator’'s Dilemma—and beyond—this definitive
work will help anyone trying to transform their business right now. In The
Innovator’s Solution, Clayton Christensen and Michael Raynor expand on the idea
of disruption, explaining how companies can and should become disruptors
themselves. This classic work shows just how timely and relevant these ideas
continue to be in today’s hyper-accelerated business environment. Christensen
and Raynor give advice on the business decisions crucial to achieving truly
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disruptive growth and propose guidelines for developing your own disruptive
growth engine. The authors identify the forces that cause managers to make bad
decisions as they package and shape new ideas—and offer new frameworks to
help create the right conditions, at the right time, for a disruption to succeed. This
is @ must-read for all senior managers and business leaders responsible for
innovation and growth, as well as members of their teams. Based on in-depth
research and theories tested in hundreds of companies across many industries,
The Innovator’s Solution is a necessary addition to any innovation library—and an
essential read for entrepreneurs and business builders worldwide.

Entrepreneur Journeys

Building on the work of strategy guru Gary Hamel, this guide shows organizations
how to move innovation from a buzz word to a core competency. Skarzynski, a
consultant on international growth and strategy, and Gibson, a global business
strategist, draw on a wealth of examples from real companies including GE, Procter
& Gamble, Nokia, and IBM. They provide frameworks, step-by-step action lists, and
other practical tools for improving an organization's capacity for innovation by
mobilizing the imagination of employees, customers, and business partners.

Fixing Broken Windows
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An instant New York Times bestseller, Dan Lyons' "hysterical" (Recode) memoair,
hailed by the Los Angeles Times as "the best book about Silicon Valley," takes
readers inside the maddening world of fad-chasing venture capitalists, sales bros,
social climbers, and sociopaths at today's tech startups. For twenty-five years Dan
Lyons was a magazine writer at the top of his profession--until one Friday morning
when he received a phone call: Poof. His job no longer existed. "l think they just
want to hire younger people,” his boss at Newsweek told him. Fifty years old and
with a wife and two young kids, Dan was, in a word, screwed. Then an idea hit. Dan
had long reported on Silicon Valley and the tech explosion. Why not join it?
HubSpot, a Boston start-up, was flush with $100 million in venture capital. They
offered Dan a pile of stock options for the vague role of "marketing fellow." What
could go wrong? HubSpotters were true believers: They were making the world a
better place by selling email spam. The office vibe was frat house meets cult
compound: The party began at four thirty on Friday and lasted well into the night;
"shower pods" became hook-up dens; a push-up club met at noon in the lobby,
while nearby, in the "content factory," Nerf gun fights raged. Groups went on
"walking meetings," and Dan's absentee boss sent cryptic emails about employees
who had "graduated" (read: been fired). In the middle of all this was Dan, exactly
twice the age of the average HubSpot employee, and literally old enough to be the
father of most of his co-workers, sitting at his desk on his bouncy-ball "chair."

The Challenger Sale
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If you're enrolled in an executive education or MBA program, you've probably
encountered a powerful learning tool: the business case. But if you're like many
people, you may find interpreting and writing about cases mystifying, challenging,
or downright frustrating. In "The Case Study Handbook", William Ellet presents a
potent new approach for analyzing, discussing, and writing about cases. Early
chapters show how to classify cases according to the analytical task they require
(solving a problem, making a decision, or forming an evaluation) and quickly
establish a base of knowledge about a case. Strategies and templates, in addition
to several sample Harvard Business School cases, help you apply the author's
framework. Later in the book, Ellet shows how to write persuasive case-analytical
essays based on the process laid out earlier. Extensive examples of effective and
ineffective writing further reinforce your learning. The book also includes a chapter
on how to talk about cases more effectively in class. Any current or prospective
MBA or executive education student needs to read this book.

Applied Crisis Communication and Crisis Management

"You've got a great idea that will increase revenue or productivity--but how do you
get approval to make it happen? By building a business case that clearly shows its
value. Maybe you struggle to win support for projects because you're not sure what
kind of data your stakeholders will trust, or naysayers always seem to shoot your
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ideas down at the last minute. Or perhaps you're intimidated by analysis and
number crunching, so you just take a stab at estimating costs and benefits, with
little confidence in your accuracy. To get any idea off the ground at your company
you'll have to make a strong case for it. This guide gives you the tools to do that"--

Business Ethics, Faith that Works

How do you decide on the best course of action for your company to take
advantage of new opportunities? By building a business case. This book provides a
framework for building a business case. You'll learn how to: Clearly define the
opportunity you'll want to address in your business case Identify and analyze a
range of alternatives Recommend one option and assess its risks Create a high-
level implementation plan for your proposed alternative Communicate your case to
key stakeholders
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