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Crime Mapping Case Studies: From Research to Practice provides a
series of key examples from practice and research that demonstrate
applications of crime mapping and its effect in many areas of policing
and crime reduction. This book brings together case studies that show
how crime mapping can be used for analysis, intelligence development,
monitoring performance, and crime detection and is written by
practitioners for practitioners.  Leading researchers in the field describe
how crime mapping is developing and exposing analytical
methodologies and critiquing current practices. Incl
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If You Understand Brain Basics, You'll Sell More As much as 95% of our
decisions are made by the subconscious mind. As a result, the world's
largest and most sophisticated companies are applying the latest
advances in neuroscience to create brands, products, package designs,
marketing campaigns, store environments, and much more, that are
designed to appeal directly and powerfully to our brains.  The Buying
Brain offers an in-depth exploration of how cutting-edge neuroscience
is having an impact on how we make, buy, sell, and enjoy everything,
and also probes deeper questions on


