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This comprehensive handbook empowers commercial managers and directors with essential strate-
gies, best practices, and actionable insights to excel in their roles. Discover how to navigate complex 
commercial landscapes, drive business growth, and achieve superior commercial performance with 
this definitive guide for commercial professionals.
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The Commercial Manager

The Commercial Manager is the complete handbook for practitioners across all sectors of commerce 
and industry and covers every aspect of this multi-faceted role. Commercial management covers a 
large range of different and crucial functions including contract negotiation, procurement, financial 
management, risk management, project management--and yet until now the subject has rarely if 
ever been treated as a single discipline. This book fills that important gap. Written by authors with 
wide practical experience, The Commercial Manager offers expert, accessible and practical guidance 
on all the British legal, commercial and planning aspects of this crucial management role. It will 
serve as an indispensable handbook for managers in both the private and public sectors. Part One 
covers commercial awareness and relationships, the contract and negotiation techniques. Part Two 
explores techniques of risk management and Part Three provides expert advice on planning and project 
management.

The Commercial Manager

The complete handbook for practitioners across all sectors of commerce and industry - covering every 
aspect of this multi-faceted role.

Commercial Management

Commercial Management: theory and practice defines the role of commercial management within 
project-oriented organisations, providing a framework for and helping to develop a critical understand-
ing of the factors that influence commercial management practice. It also identifies generic aspects 
of this practice and provides a theoretical foundation to these activities, by reference to existing and 
emergent theories and concepts, as well as to relevant management best practice. The book is struc-
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tured into four parts: Part 1 Introduction – Commercial Management in Project Environments explores 
the nature of commercial practice within project-oriented organisations at the buyer-seller interface. 
It presents a Commercial Management framework, which illustrates the multiple interactions and 
connections between the purchaser‘s procurement cycle and a supplier‘s bidding and implementation 
cycles. Additionally, it outlines the principle activities undertaken by the commercial function, identifies 
the skills and abilities that support these activities and reviews the theories and concepts that underpin 
commercial practice. Finally, it identifies areas of commonality of practice with other functions found 
within project-oriented organisations, plus sources of potential conflict and misunderstanding. Part 2 
– Elements of Commercial Theory and Practice covers commercial leadership; exploring strategy; risk 
and uncertainty management; financial decision-making; and key legal issues. Part 3 – Approaches to 
Commercial Practice addresses best practice management; and commercial and contracting strategies 
and tactics. Finally, Part 4 – Case Studies offers two extended case studies: Football Stadia (the 
Millennium Stadium, Cardiff; the Emirates Stadium, Islington; and Wembley Stadium, London); and 
Heathrow Terminal 5. The book provides a one-stop-shop to the many topics that underpin commercial 
management practice from both a demand (buy-side) and a supply (sell-side) perspective. It will help 
develop an understanding of the issues influencing commercial management: leadership, strategy, risk, 
financial, legal, best practice management and commercial and contracting strategy and tactics. This 
book’s companion website is at www.wiley.com/go/lowecommercialmanagement and offers invaluable 
resources for both students and lecturers: • PowerPoint slides for lecturers on each chapter • Sample 
exam questions for students to practice • Weblinks to key journals and relevant professional bodies

Contract and Commercial Management - The Operational Guide

Almost 80% of CEOs say that their organization must get better at managing external relationships. Ac-
cording to The Economist, one of the major reasons why so many relationships end in disappointment 
is that most organizations 'are not very good at contracting'. This ground-breaking title from leading 
authority IACCM (International Association for Contract and Commercial Management) represents the 
collective wisdom and experience of Contract, Legal and Commercial experts from some of the world 
s leading companies to define how to partner for performance. This practical guidance is designed 
to support practitioners through the contract lifecycle and to give both supply and buy perspectives, 
leading to a more consistent approach and language that supports greater efficiency and effectiveness. 
Within the five phases described in this book (Initiate, Bid, Development, Negotiate and Manage), 
readers will find invaluable guidance on the whole lifecycle with insights to finance, law and negotiation, 
together with dispute resolution, change control and risk management. This title is the official IACCM 
operational guidance and fully supports and aligns with the course modules for Certification.

Commercial Management

Commercial Management: theory and practice defines the role of commercial management within 
project-oriented organisations, providing a framework for and helping to develop a critical understand-
ing of the factors that influence commercial management practice. It also identifies generic aspects 
of this practice and provides a theoretical foundation to these activities, by reference to existing and 
emergent theories and concepts, as well as to relevant management best practice. The book is struc-
tured into four parts: Part 1 Introduction – Commercial Management in Project Environments explores 
the nature of commercial practice within project-oriented organisations at the buyer-seller interface. 
It presents a Commercial Management framework, which illustrates the multiple interactions and 
connections between the purchaser‘s procurement cycle and a supplier‘s bidding and implementation 
cycles. Additionally, it outlines the principle activities undertaken by the commercial function, identifies 
the skills and abilities that support these activities and reviews the theories and concepts that underpin 
commercial practice. Finally, it identifies areas of commonality of practice with other functions found 
within project-oriented organisations, plus sources of potential conflict and misunderstanding. Part 2 
– Elements of Commercial Theory and Practice covers commercial leadership; exploring strategy; risk 
and uncertainty management; financial decision-making; and key legal issues. Part 3 – Approaches to 
Commercial Practice addresses best practice management; and commercial and contracting strategies 
and tactics. Finally, Part 4 – Case Studies offers two extended case studies: Football Stadia (the 
Millennium Stadium, Cardiff; the Emirates Stadium, Islington; and Wembley Stadium, London); and 
Heathrow Terminal 5. The book provides a one-stop-shop to the many topics that underpin commercial 
management practice from both a demand (buy-side) and a supply (sell-side) perspective. It will help 
develop an understanding of the issues influencing commercial management: leadership, strategy, risk, 
financial, legal, best practice management and commercial and contracting strategy and tactics. This 



book’s companion website is at www.wiley.com/go/lowecommercialmanagement and offers invaluable 
resources for both students and lecturers: • PowerPoint slides for lecturers on each chapter • Sample 
exam questions for students to practice • Weblinks to key journals and relevant professional bodies

Commercial Management in Construction

This handbook covers all the practices and procedures the quantity surveyor working in a contractor's 
office needs to know - from budgets and forecasts to cost-value comparisons and partnering. By 
giving a thorough account of the commercial aspects of the work of the contractor's QS, the book 
offers a useful insight into their day-to-day work, with plenty of sample documents, worked examples 
and extracts from the standard contracts. This is a practical manual but it also helps develop an 
understanding of the theory underpinning current practice. As the QS role becomes more complex, 
commercial managers wanting to maximise profitability will find the sound advice given here invaluable 
as it: ? demonstrates tried-and-tested best practice through practical examples ? provides a good 
grounding in financial management and cost analysis ? describes the need for benchmarking, the 
benefits of setting targets and the use of key performance indicators (KPI's) as a means of increasing 
project and company performance ? highlights the benefits of teamworking.

Fundamentals of Contract and Commercial Management

This ground-breaking title from the world’s leading authority on contemporary contracting best prac-
tices, the IACCM (International Association for Contract and Commercial Management) delivers a lively 
and practical complete insight into the contracting process which is useful in both business and personal 
life. Contracts are the language of business, and this book gives readers the essentials that can make a 
difference to any deal, no matter how big or small. Designed for the non-contract business professional, 
this book takes project managers and other professionals through the basic process and gives them 
a road map to improved results, increased value, and successful outcomes In this book you’ll find 
sensible guidance and approaches to ensure business success. Case studies showing you what can 
go wrong – and what can go right -- bring theory into the real world. Checklists give confidence and 
enable you to be certain that you have asked and answered the right questions as you go through any 
deal. This real-world approach demonstrates the value of effective contracting. This is not dry, academic 
prose. It is compelling and dynamic advice and tools to manage business relationships for both buyers 
and sellers.

The Marketing Director's Handbook

The Marketing Director's Handbook is the definitive practical guide for anyone managing or aspiring to 
manage a marketing function at board level. It is truly unique. In 30 chapters it is structured to help you 
undertake key marketing activities and solve marketing problems. It is jam-packed with insights, ideas 
to ensure business and personal success. Orders from www.the.marketingdirectors.co.uk qualify for a 
free copy of Chapter 31, Managing Digital Marketing. This is only available in pdf form so we can keep 
it as up-to-date as possible with latest developments.

The Oxford Handbook of Management

This handbook analyses and explores the evolution of management; the core functions and how they 
may have changed; its position in the culture of modern society; the institutions and ideologies that 
support it; and likely challenges and changes in the future.

Commercial Management

What prevents me from making the changes I know will make me a more effective Commercial 
management leader? Are there any easy-to-implement alternatives to Commercial management? 
Sometimes other solutions are available that do not require the cost implications of a full-blown project? 
How would one define Commercial management leadership? Will team members perform Commercial 
management work when assigned and in a timely fashion? How do we ensure that implementations 
of Commercial management products are done in a way that ensures safety? This breakthrough 
Commercial management self-assessment will make you the reliable Commercial management do-
main leader by revealing just what you need to know to be fluent and ready for any Commercial 
management challenge. How do I reduce the effort in the Commercial management work to be done 
to get problems solved? How can I ensure that plans of action include every Commercial management 



task and that every Commercial management outcome is in place? How will I save time investigating 
strategic and tactical options and ensuring Commercial management opportunity costs are low? How 
can I deliver tailored Commercial management advise instantly with structured going-forward plans? 
There's no better guide through these mind-expanding questions than acclaimed best-selling author 
Gerard Blokdyk. Blokdyk ensures all Commercial management essentials are covered, from every 
angle: the Commercial management self-assessment shows succinctly and clearly that what needs to 
be clarified to organize the business/project activities and processes so that Commercial management 
outcomes are achieved. Contains extensive criteria grounded in past and current successful projects 
and activities by experienced Commercial management practitioners. Their mastery, combined with 
the uncommon elegance of the self-assessment, provides its superior value to you in knowing how 
to ensure the outcome of any efforts in Commercial management are maximized with professional 
results. Your purchase includes access to the $249 value Commercial management self-assessment 
dashboard download which gives you your dynamically prioritized projects-ready tool and shows your 
organization exactly what to do next. Your exclusive instant access details can be found in your book.

Financial Management in Construction Contracting

This authoritative text provides a detailed insight into how construction companies manage their 
finances at both corporate and project level. It will guide students and practitioners through the 
complexities of the financial reporting of construction projects within the constraints of accepted 
accounting practice. The book is written for non-accountants and from a contractor’s perspective and is 
equally relevant to subcontractors and main contractors. The authors examine the relationship between 
the external annual accounts and the internal cost-value reconciliation process. CVR is covered in 
depth and the authors consider issues such as interim payments, subcontract accounts, contractual 
claims, final accounts, cash flow management and the reporting of the physical and financial progress 
of contracts. A broad perspective of all the financial aspects of contracting is taken along with related 
legal issues and the authors explain how things operate in the ‘real world’. They describe good practice 
in financial control while at the same time being honest about some of the more questionable practices 
that can - and do - happen. The approach taken is unique as the financial management of construction 
projects is considered from the perspective of the contractor’s quantity surveyor. The book deals with 
the real issues that surveyors have to address when using their judgment to report turnover, profitability, 
cash flow, and work in progress on projects and the financial problems faced by subcontractors are 
frankly and pragmatically explored. The payment and notice requirements of the Construction Act 
are explained in detail and relevant provisions of JCT2011, NEC3, ICC, DOM/1 and other standard 
contracts and subcontracts are also covered. Financial Management in Construction Contracting 
addresses the wide variety of external factors that influence how construction companies operate, 
including government policy, banking covenants and the financial aspects of supply chain management. 
Cost reporting systems are described and real-life examples are used to illustrate cost reports, accrual 
systems and how computerised systems can be employed to provide the QS with information that 
can be audited. Examples drawn from practice demonstrate how work-in-progress (WIP) is reported in 
contracting. Cost value reconciliation reports are featured and the book demonstrates how adjustments 
are made for overmeasure, undermeasure, subcontract liabilities and WIP as well as explaining the 
processes that contractors use when analysing external valuations. This is the ideal core text for 
final year degree and post-graduate level modules on Quantity Surveying, Commercial Management, 
Construction Management and Project Management courses and will provide an invaluable source 
of reference for quantity surveyors and others who may be engaged in the financial management of 
construction projects. The book’s companion website at www.wiley.com/go/rossfinancialmanagement 
offers invaluable resources for students and lecturers as well as for practising construction managers: 
end-of-chapter exercises + outline answers PowerPoint slides for each chapter ideas for discussion 
topics links to useful websites

The Complete Film Production Handbook

This book is for working film/TV professionals and students alike. If you're a line producer, production 
manager, production supervisor, assistant director or production coordinator--the book has everything 
you'll need (including all the forms, contracts, releases and checklists) to set up and run a produc-
tion--from finding a production office to turning over delivery elements. Even if you know what you're 
doing, you will be thrilled to find everything you need in one place. If you're not already working in 
film production, but think you'd like to be, read the book -- and then decide. If you choose to pursue 
this career path, you'll know what to expect, you'll be prepared, and you'll be ten steps ahead of 



everyone else just starting out. New topics and information in the fourth edition include: * Low-budget 
independent films, including documentaries and shorts * Information specific to television production 
and commercials * The industry's commitment to go green and how to do it * Coverage of new travel and 
shipping regulations * Updated information on scheduling, budgeting, deal memos, music clearances, 
communications, digital production, and new forms throughout

Commercial Management

"Jenny Rogers' advice is simple, memorable, deeply pragmatic, and always focused on results. If 
only more managers would take it!" Tim Brooks, CEO, BMJ Group "This pragmatic book will stim-
ulate managers to drive higher performance and get the best out of people. In such a challenging 
environment, this can only be good for business!" Carolyn McCall, CEO, Easy Jet "A must-read for 
any manager working to foster the right culture. Belief in excellence and the ability to enable people 
to perform at their best is fundamental for generating and sustaining high performance." Johanna 
Friedl-Naderer,Region Vice President, Biogen Idec "I believe this common-sense, simple approach 
would motivate both managers and individuals to change and empower them to improve their own 
performance." Michael Parr, CEO, British Arab Commercial Bank It's a tough job being a manager. 
How do you manage performance? If you come across as too directive you may get a reputation for 
harshness. If you are too nice you risk being known as a gullible and easily outmanoeuvred. Neither 
approach works. 'Employee engagement' is the magical ingredient: it makes staff genuinely committed, 
creating excellent work. Few organizations actually achieve it, though all say they want it. Coaching is 
the most reliable a way of producing it. In Manager as Coach, Jenny Rogers challenges many of the 
traditional assumptions about what works in management and shows you, step by step, how to be a 
brilliant manager and get fantastic results: Reduce your stress Develop employees' key skills Create 
a culture of engagement Improve bottom line results Jenny Rogers is one of the leading executive 
coaches in the UK with more than 20 years of experience. Her clients are typically chief executives 
and directors of large organizations. She writes extensively about coaching and leadership and has 
trained many hundreds of managers in coaching skills in the UK and internationally. Karen Whittleworth 
is an acclaimed trainer, coach and coach supervisor, and the founding director of Worth Consulting 
Ltd. Andrew Gilbert is an internationally known as a speaker, trainer and executive coach. He is the 
co-director of Worth Consulting Ltd.

Manager As Coach: The New Way To Get Results

This is the first book to establish a theoretical framework forcommercial management. It argues that 
managing the contractual andcommercial issues of projects – from project inception tocompletion 
– is vital in linking operations at the projectlevel and the multiple projects (portfolios/ programmes) 
level tothe corporate core of a company. The book focuses on commercial management within the 
context ofproject oriented organisations, for example: aerospace,construction, IT, pharmaceutical and 
telecommunications – inthe private and public sectors. By bringing together contributionsfrom leading 
researchers and practitioners in commercialmanagement, it presents the state-of-the-art in com-
mercialmanagement covering both current research and best practice. Commercial Management of 
Projects: defining thediscipline covers the external milieu (competition,culture, procurement systems); 
the corporate milieu(corporate governance, strategy, marketing, trust, outsourcing);the projects milieu 
(management of uncertainty, conflictmanagement and dispute resolution, performance measurement, 
valuemanagement); and the project milieu (project governance,contract management, bidding, pur-
chasing, logistics and supply,cost value reconciliation). Collectively the chapters constitute a step 
towards the creationof a body of knowledge and a research agenda for commercialmanagement.

Commercial Management of Projects

Take the mumbo jumbo out of contract law and ace your contracts course Contract law deals with 
the promises and agreements that law will enforce. Understanding contract law is vital for all aspiring 
lawyers and paralegals, and contracts courses are foundational courses within all law schools. Contract 
Law For Dummies tracks to a typical contracts course and assists you in understanding the foundational 
legal rules controlling voluntary agreements people enter into while conducting their personal and 
business affairs. Suitable as a supplement to introductory and advanced courses in contract law, 
Contract Law For Dummies gives you plain-English explanations of confusing terminology and aids 
in the reading and analysis of cases and statutes. Contract Law For Dummies gives you coverage of 
everything you need to know to score your highest in a typical contracts course. You'll get coverage of 



contract formation; contract defenses; contract theory and legality; agreement, consideration, restitu-
tion, and promissory estoppel; fraud and remedies; performance and breach; electronic contracts and 
signatures; and much more. Tracks to a typical contracts course Plain-English explanations demystify 
intimidating information Clear, practical information helps you interpret and understand cases and 
statutes If you're enrolled in a contracts course or work in a profession that requires you to be 
up-to-speed on the subject, Contract Law For Dummies has you covered.

Contract Law For Dummies

Build a more effective board with insight from the forefront of corporate governance The Handbook of 
Board Governance provides comprehensive, expert-led coverage of all aspects of corporate gover-
nance for public, nonprofit, and private boards. Written by collaboration among subject matter experts, 
this book combines academic rigor and practitioner experience to provide thorough guidance and 
deep insight. From diversity, effectiveness, and responsibilities, to compensation, succession planning, 
and financial literacy, the topics are at once broad-ranging and highly relevant to current and aspiring 
directors. The coverage applies to governance at public companies, private and small or medium 
companies, state-owned enterprises, family owned organizations, and more, to ensure complete and 
clear guidance on a diverse range of issues. An all-star contributor list including Ram Charan, Bob 
Monks, Nell Minow, and Mark Nadler, among others, gives you the insight of thought leaders in 
the areas relevant to your organization. A well-functioning board is essential to an organization’s 
achievement. Whether the goal is furthering a mission or dominating a market, the board’s composition, 
strategy, and practices are a determining factor in the organization’s ultimate success. This guide 
provides the information essential to building a board that works. Delve into the board’s strategic role in 
value creation Gain useful insight into compensation, risk, accountability, legal obligations Understand 
the many competencies required of an effective director Get up to speed on blind spots, trendspotting, 
and social media in the board room The board is responsible for a vast and varied collection of duties, 
but the singular mission is to push the organization forward. Poor organization, one-sided composition, 
inefficient practices, and ineffective oversight detract from that mission, but all can be avoided. The 
Handbook of Board Governance provides practical guidance and expert insight relevant to board 
members across the spectrum.

The Handbook of Board Governance

Soccer is the world’s most valuable sport, generating bigger revenues, as well as being watched and 
played by more people, than any other. It is virtually impossible to understand the business of sport 
without understanding the football industry. This book surveys contemporary football in unparalleled 
breadth and depth. Presenting critical insights from world-leading football scholars and introducing 
football’s key organisations, leagues and emerging nations, it explores key themes from governance 
and law to strategy and finance, as well as cutting edge topics such as analytics, digital media and 
the women’s game. This is essential reading for all students, researchers and practitioners working in 
football, sport business, sport management or mainstream business and management.

Routledge Handbook of Football Business and Management

A complete on-the-job reference tool written by an experienced insider.

Production Management for TV and Film

Weaving together theoretical, historical, and legal approaches, this book offers a fresh perspective on 
the modern revival of the concept of allegiance, identifying and contextualising its evolving association 
with theories of citizenship.

Research Handbook on Contract Design

The practical approach that Colin Dobie prescribes is as applicable to the experienced project manager 
as it is anyone entering the field.' Ernest J. Nielsen, Brigham Young University, USA A no-nonsense 
approach to project management. Essential reading for all project managers and project team mem-
bers.' Peter Dechaineux, Inaugural Chairman, Australian Institute of Project Management, Australia 
Excellent coverage of all the material required in easy to follow steps. It places activities in logical 
context. Essential reading for China's many project managers.' Professor Yuan, Chairman, Asia-Pacific 
Federation of Project Management.' Colin Dobie has very comprehensively detailed out the intricacies 



needed to manage projects. Well done.' Adesh Jain, President, PM Guru Inc. and President, IPMA 
Whether you are creating a new product or building a power station, you need to know how to manage 
the myriad elements in a project to ensure it is completed on time, on budget and to a high standard. 
A Handbook of Project Management is a practical and comprehensive guide for project managers 
working on small and large projects in any field. Colin Dobie systematically maps the four phases in 
the project lifecycle: initiation, planning, implementation and finalisation. He outlines the processes 
and techniques of the nine functions of project management, and how they are applied during the 
project lifecycle. He also explains what a project manager is expected to deliver, and the roles of 
team leaders and team members. Drawing on international standards and bodies of knowledge, as 
well as Colin Dobie's extensive industry and training experience in several countries, A Handbook of 
Project Management is an indispensable guide for anyone who wants to develop their skills in project 
management. It is extensively illustrated with examples, templates, exercises and checklists, making it 
valuable resource for experienced project managers.

Handbook of Project Management

Are you looking to take the next step in your career? Can you manage yourself with ease, but 
need more confidence when managing others? Achieving excellence as a manager requires a broad 
skillset, and The Essential Manager's Handbook provides easy-to-follow and engaging advice on the 
6 key areas. Nurture your confidence with managing people, leadership, achieving high performance, 
effective communication, presenting, and negotiating. With key quotes, bright visuals, and breakdowns 
by subject, this book is accessible and easy-to-use. Interactive tips and checklists will encourage you to 
note down your thoughts, examining past and present workplace experiences that you can learn from. 
Expert insights from management professionals and step-by-step instructions will help you understand 
how to deal with challenges and gain valuable management skills for life. This accessible and clear 
guide is packed with practical, no-nonsense information covering everything you need to know about 
acquiring and developing management skills. Pick up The Essential Manager's Handbook for quick 
reference when you're in need of guidance or work through each section at your own pace to become 
the best manager you can be.

The Essential Managers Handbook

Joining a board of directors is a great honour, but it involves responsibilities and risks; where regulation 
and litigation are concerned, ignorance is no excuse. The New Directors Handbook is a practical guide 
that addresses the mindset, skills and identity challenges faced by real directors and includes practical 
tools to help you in your career.

The New Directors Handbook

Offers advice, for both professional and amateur stage managers, on putting on a show, discussing its 
three phases, and includes information on the organizational structure of theaters and how to manage 
human behavior

The Stage Management Handbook

Banks are a vital part of the global economy, and the essence of banking is asset-liability man-
agement (ALM). This book is a comprehensive treatment of an important financial market discipline. 
A reference text for all those involved in banking and the debt capital markets, it describes the 
techniques, products and art of ALM. Subjects covered include bank capital, money market trading, 
risk management, regulatory capital and yield curve analysis. Highlights of the book include detailed 
coverage of: Liquidity, gap and funding risk management Hedging using interest-rate derivatives and 
credit derivatives Impact of Basel II Securitisation and balance sheet management Structured finance 
products including asset-backed commercial paper, mortgage-backed securities, collateralised debt 
obligations and structured investment vehicles, and their role in ALM Treasury operations and group 
transfer pricing. Concepts and techniques are illustrated with case studies and worked examples. 
Written in accessible style, this book is essential reading for market practitioners, bank regulators, and 
graduate students in banking and finance. Companion website features online access to software on 
applications described in the book, including a yield curve model, cubic spline spreadsheet calculator 
and CDO waterfall model.

Bank Asset and Liability Management



A smart, small book for any manager’s pocket. In every manager’s career there are moments where 
decisions need to be made in order to achieve success and this smart, nicely packaged little book 
can be there to help each time. The trick to succeeding in these moments is to identify each of these 
situations ahead of time and understand how to act and what to do to reduce the chances of failure. 
That is exactly what The Little Black Book for Managers has done. The authors have listed a whole host 
of situations most managers face, based on thousands of personal experiences, and have mapped 
out how to deal with each situation. The book contains specific examples of words and phrases that 
can be used as well as illustrations and exercises to analyse your current performance. It is short on 
waffle and high on practical wisdom. It is designed to be dipped in and out of – reached for whenever a 
situation arises. This is a practical support tool for managers at all levels, from shop-floor supervisor to 
main board director. The Little Black Book for Managers explains how to deal with scenarios such as; 
Having a lack of confidence to deal with other people in the way that is needed Times when you have to 
assert your authority more Allocating critical work. Who to choose? Needing to get extra effort from the 
team when under pressure Incentivising Delegation Having to deal with under-performers Personality 
clashes between work colleagues Managing a meeting with senior leaders

The Little Black Book for Managers

Corporate governance remains a central area of concern to business and society, and this Handbook 
constitutes the definitive source of academic research on this topic, synthesizing international studies 
from economics, strategy, international business, organizational behavior, entrepreneurship, business 
ethics, accounting, finance, and law.

The Oxford Handbook of Corporate Governance

"This book is crammed with distilled, practical wisdom for key account managers and their directors. 
Organizations claiming to practise key account management should equip everyone involved with a 
copy, so they really understand what they are supposed to be doing. Anything less is just old-fashioned 
selling." Developing successful business-to-business relationships with more customers in highly 
competitive markets requires processes and skills that go beyond traditional selling activity. The very 
best state-of-the-art strategies are set out clearly in this book by intentionally known authors who 
have worked at the highest levels with more key and strategic account managers worldwide than 
probably any other leading advisors. Based on the hugely influential KEY CUSTOMERS it looks 
at: Why has account management become so critical to commercial success? What are the key 
challenges and how do successful companies respond? What part does key account management 
play in strategic planning? How do companies build profitable relationships with their customers? How 
does key account management actually work? What does a successful key account manager look like 
and what skills does he/she need? How should key account managers be evaluated and rewarded? 
How do companies achieve key account management? By addressing these key questions Woodburn 
and McDonald provide tools and processes for success honed by tough consultancy projects with 
the boards of some of the world's leading companies. The book stresses the elements that really 
matter - from developing a customer categorization system that really works and analyzing the needs 
of key accounts; to understanding the new skills required by key account managers and ensuring 
that key account plans are implemented. The 'real world' approach is backed by tested principles and 
the latest research from the renowned Cranfield School of Management. Key Account Management 
comes from authors who have taught leading companies how to approach their most powerful and 
demanding customers and still make money. It is essential reading for all senior management with 
strategic responsibility, for key or strategic account directors, and for marketing and sales executives. 
The clear and authoritative approach also makes it an outstanding text for the serious MBA and 
executive student as well as business-to-business company directors and key account managers.

Key Account Management

The essential resource for becoming more effective in the highly competitive architectural marketplace 
Handbook for the Architectural Manager offers architects a comprehensive resource that brings togeth-
er critical information on four interlinked areas: managing the architectural office, projects, stakeholders, 
and learning. Unlike other books on the topic that only stress management of the business or the 
management of projects, this book offers a guiding framework that encompasses the architectural 
manager's role in developing the practice’s competitive strategies and overseeing the project portfolio. 
Written by noted experts in the field, Handbook for the Architectural Manager is grounded in current 



research in which, for the first time, the components of architectural management have been analyzed 
systematically, tested, and developed for practical application. Designed to explore typical architectural 
management issues, the book provides clear and concise direction with practical step-by-step guidance 
as well as helpful checklists, templates and scenarios, and case studies to illustrate best practice. This 
essential resource: Offers a groundbreaking handbook that contains a comprehensive management 
framework for architectural practice Contains new insights and guidance based on solid research on 
managing the architectural practice Brings together in one book the best management techniques 
of the office, projects, stakeholders, and learning Includes a well-grounded critical review of the 
existing literature on the topic Designed for professionals in the field but written in accessible language 
suitable for students Handbook for the Architectural Manager offers a practical guide for overseeing the 
development of architectural designs and associated activities and ensuring all work is consistent (i.e. 
adheres to current standards, legislation, client specifications, and office protocols) and completed on 
time as well as information on staff development and learning.

Handbook for the Architectural Manager

'I'm a HUGE fan of Alison Green's "Ask a Manager" column. This book is even better' Robert Sutton, 
author of The No Asshole Rule and The Asshole Survival Guide 'Ask A Manager is the book I wish 
I'd had in my desk drawer when I was starting out (or even, let's be honest, fifteen years in)' - Sarah 
Knight, New York Times bestselling author of The Life-Changing Magic of Not Giving a F*ck A witty, 
practical guide to navigating 200 difficult professional conversations Ten years as a workplace advice 
columnist has taught Alison Green that people avoid awkward conversations in the office because they 
don't know what to say. Thankfully, Alison does. In this incredibly helpful book, she takes on the tough 
discussions you may need to have during your career. You'll learn what to say when: · colleagues push 
their work on you - then take credit for it · you accidentally trash-talk someone in an email and hit 'reply 
all' · you're being micromanaged - or not being managed at all · your boss seems unhappy with your 
work · you got too drunk at the Christmas party With sharp, sage advice and candid letters from real-life 
readers, Ask a Manager will help you successfully navigate the stormy seas of office life.

Ask a Manager

Designed for students, young managers and seasoned practitioners alike, this handbook explains the 
nuts and bolts of the modern logistics and distribution world in plain language. Illustrated throughout, 
this second edition includes new chapters on areas previously not covered, such as: intermodal 
transport; benchmarking; environmental matters; and vehicle and depot security.

The Handbook of Logistics and Distribution Management

This title looks at becoming a director and doing it well. It is not just a list of rules but is a practical guide 
- giving directors the wherewithal and the confidence to do their job.

Becoming a Director

In this volume, first published in 1974, the author provides an introduction to the historical development 
of management in business. This book will be of special value to business and commercial students, 
as well as to the general reader who is interested in the problems of modern industry.

Bosses in British Business

How do firms become Client-centric? Effective Client Management in Professional Services is about 
putting the Client first, everywhere, in the activities of professional services firms. The book introduces 
The Client Management Model to enable firms to assess their level of Client orientation and relationship 
development. It also features The Client Management Index which enables firms to benchmark their 
result against their peers. Many firms are still developing and improving their commercial structures 
and approaches to attract, develop and retain Clients. Characteristically, professional services firms 
tend to lag their consumer goods and service industry counterparts in overall commerciality. Only 
recently have they discovered the value of having a strong brand promise with the associated employee 
engagement. In many firms achievement of Client satisfaction is not a strategic objective; this may need 
to be reviewed. This book provides a comprehensive, pragmatic guide to the Client relationship journey, 
from identifying potential Clients to their engagement, care, retention, development, loyalty and beyond. 
The handbook format has exercises and tools which can help to establish which Clients are likely to 



be the most lucrative and thus provide the desired financial returns. The book also includes insights 
from top practitioners, anecdotes, case studies, charts and useful exercises and checklists. Readers 
can also determine their own level of effectiveness using the end of chapter reviews and a diagnostic 
tool to produce a Client Management Profile.

Effective Client Management in Professional Services

“An absolutely indispensable theater lover’s guide to how Broadway works.” —Peter Marks, chief 
theater critic, Washington Post “Highly recommended for those considering theater as a career and 
for those who love theater and want to know more about what goes on before the curtain goes up 
and after.” —Library Journal Broadway General Manager is a fascinating, insightful, and entertaining 
glimpse into the normally closed world of theatrical general management. Penned by veteran Broadway 
insider Peter Bogyo, readers will gain an appreciation and understanding of what the business half 
of show business is all about. For the first time ever, gain backstage access to the fast-paced and 
glamorous world of Broadway. Broadway General Manager is an invaluable resource that examines 
actual production and operating budgets for a Broadway show and shares contracts for award-winning 
actors, directors, and designers, all of which are analyzed extensively. Also included are in-depth 
discussions on such topics as: How to get started as a general manager Negotiating contracts How the 
producing entity functions Programming the box office The issues related to hiring employees Binding 
insurance Financial overview Maintaining the run of a show What to do when sales start to slump 
Closing a show And much more Laced with humorous insights and personal anecdotes, Broadway 
General Manager will delight both the average theater lover as well as individuals with a serious interest 
in commercial arts management.

Commercial Management A Complete Guide - 2020 Edition

The Handbook of International Financial Management brings together a wide range of topical expertise 
on issues of immediate relevance to finance directors, bankers, advisers and consultants with the 
support of a powerful editorial board representing international financial institutions. The book is divided 
into 6 parts. The first looks at the world scene in which international finance is operated, the second at 
capital structures and financing, part 3, insurance and compensation trading. Part 4 covers investment 
appraisal and corporate financial policies, followed by an assessment of risks involved in part 5. The 
final section deals with international tax planning.

Broadway General Manager

Warehouses are an integral link in the modern supply chain, ensuring that the correct product is 
delivered in the right quantity, in good condition, at the required time, and at minimal cost: in effect, the 
perfect order. The effective management of warehouses is vital in minimizing costs and ensuring the 
efficient operation of any supply chain. Warehouse Management is a complete guide to best practice 
in warehouse operations. Covering everything from the latest technological advances to current 
environmental issues, this book provides an indispensable companion to the modern warehouse. 
Supported by case studies, the text considers many aspects of warehouse management, including: 
cost reduction productivity people management warehouse operations With helpful tools, hints and 
up-to-date information, Warehouse Management provides an invaluable resource for anyone looking 
to reduce costs and boost productivity.

Handbook of International Financial Management

A convergence of lean management and quality management thinking has taken place in organizations 
across many industries, including construction. Practices in procurement, design management and 
construction management are all evolving constantly and understanding these changes and how 
to react is essential to successful management. This book provides valuable insights for owners, 
designers and constructors in the construction sector. Starting by introducing the language of total 
quality, lean and operational excellence, this book takes the reader right up to the latest industry practice 
in this sector, and demonstrates the best way to manage change. Written by two of the world's leading 
experts, Total Construction Management: Lean quality in construction project delivery offers a clearly 
structured introduction to the most important management concepts and practices used in the global 
construction industry today. This authoritative book covers issues such as procurement, BIM, all forms 
of waste, construction safety, and design and construction management, all explained with international 



case studies. It is a perfect guide for managers in all parts of the industry, and ideal for those preparing 
to enter the industry.

Occupational Outlook Handbook, 1976-77 Edition

Warehouse Management
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