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Creating New Knowledge in Management rediscovers lost sources in
the work of Mary Parker Follett and Chester Barnard, providing a
foundation for management as a unique and coherent discipline. This
book begins by explaining that research universities, and the
management field in particular, have splintered into smaller and less
related parts. It then recovers a lost tradition of integrating
management and the humanities, exploring ways of building on this
convention to advance the unique art and science of business. By way
of Follett and Barnard's work, author Ellen S. O'Connor demonstrates
how the shared values, purposes, and customs of management and the
humanities can be used to build an enterprise that will help to meet the
challenges of business today. Igniting approaches to management that
build on humanistic traditions is the ultimate goal of this book.
Therefore, the text ends with two experiments—one in the classroom
and one with a business executive—that take up this call and offer a
perspective on where management must go next.
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See your offering through the buyer's eyes for more effective marketing
Buyer Personas is the marketer's actionable guide to learning what your
buyer wants and how they make decisions. Written by the world's
leading authority on buyer personas, this book provides comprehensive
coverage of a compelling new way to conduct buyer studies, plus
practical advice on adopting the buyer persona approach to measurably
improve marketing outcomes. Readers will learn how to segment their
customer base, investigate each customer type, and apply a radically
more relevant process of message selection, conte


