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The story of Emma and Carl Jung's highly unconventional marriage,
their relationship with Freud, and their part in the early years of
Psychoanalysis.Emma Jung was clever, ambitious and immensely
wealthy, one of the richest heiresses in Switzerland when, aged
seventeen, she met and fell in love with Carl Jung, a handsome,
penniless medical student. Determined to share his adventurous life,
and to continue her own studies, she was too young to understand
Carl's complex personality or conceive the dramas that lay ahead.
Labyrinths tells the story of the Jungs' unconventional marriage, their
friendship and, following publication of Jung's The Psychology of the
Unconscious, subsequent rift with Freud. It traces Jung's development
of word association, notions of the archetype, the collective
unconscious, the concepts of extraversion and introversion and the role
played by both Carl and Emma in the early development of the
scandalous new Psychoanalysis movement.In its many twists and turns,
the Jung marriage was indeed labyrinthine and Emma was forced to
fight with everything she had to come to terms with Carl's brilliant,
complex character and to keep her husband close to her. His belief in
polygamy led to many extra-marital affairs including a menage a trois
with a former patient Toni Wolff that lasted some thirty years. But the
marriage endured and Emma realised her ambition to become a noted
analyst in her own right.
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PRICING WITH CONFIDENCE: 10 WAYS TO STOP LEAVING MONEY ON
THE TABLE; CONTENTS; ACKNOWLEDGMENTS; INTRODUCTION: WHY
PRICING IS SO HARD AND WHY MOST COMPANIES MESS IT UP; Rule One:
Replace the Discounting Habit with a Little Arrogance; Rule Two:
Understand the Value You Offer to Your Customer; Rule Three: Apply

One of Three Simple Pricing Strategies; Rule Four: Play Better Poker with
Customers; Rule Five: Price to Increase Profits; Rule Six: Add New
Products and Services that Give You Negotiating Flexibility and Growth;
Rule Seven: Force Your Competitor to React to Your Pricing

Rule Eight: Build Your Selling BackboneRule Nine: Take Simple Steps to
Move from Cost-Plus to Value-Based Pricing; Rule Ten: Price with
Confidence: Remember Who You Are; INDEX

Bad pricing is a great way to destroy your company's value, revenue,
and profits. With ten simple rules, this book shows you how to deliver
both healthy profit margins and robust revenue growth while kicking

the dreaded discounting habit. The authors destroy the conventional
wisdom that you have to trade margins for revenues and show you how
to fully exploit the value your company offers customers. This is a
proven plan for increasing sales without sacrificing profits.



