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This business book is different. Unlike every other book you'll read with titles like "How To Craft The Perfect Business Plan in 89 Incredibly
Simple Steps", this book is different. It's a simple "How To" guide for creating a Business Plan that's right for you and your business and also
an easy to follow workbook. The workbook will guide you through the process you need to follow. It tells you the questions that you need to
consider, the numbers you need (and how to get them), and supporting documents you need to gather. The main purpose of a business plan
is to aid YOU in running YOUR business. So the workbook has been designed for you to write the information in and refer back to as needed.
If you need to supply your Business Plan to another party, such as a bank if you're looking for finance, then it's simple to type up the various
sections for a professional document. Running your own business is both a challenging and daunting prospect. With a well-thought-out
business plan in place (anticipating the challenges you'll face AND the solutions) it will be much less daunting and much more exciting. Good
luck! Molly
From Amos Schwartzfarb, serial entrepreneur and veteran Managing Director of Techstars Austin comes the elemental, essential, and
effective strategy that will help any startup identify, build, and grow their customers from day 1 Most startups fail because they can’t grow
revenue early or quickly enough. Startup CEOs will tell you their early missteps can be attributed to not finding their product market fit early
enough, or at all. Founders overspend time and money trying to find product-market fit and make false starts, follow the wrong signals, and
struggle to generate enough revenue to scale and raise funding. And all the while they never really knew who their customers were, what
product they really needed, and why they needed it. But it doesn’t have to be this way, and founders don’t need to face it alone. Through
expert guidance and experienced mentorship, every startup can avoid these pitfalls. The ultimate guide for building and scaling any startup
sales organization, Sell More Faster shares the proven systems, methods, and lessons from Managing Director of Techstars Austin and sales
expert Amos Schwartzfarb. Hear from founders of multi-million-dollar companies and CEOs who learned firsthand with Techstars, the leading
mentorship-driven startup accelerator and venture capital firm that has invested in and mentored thousands of companies, collectively
representing billions of dollars in funding and market cap. Schwartzfarb, and the Techstars Worldwide Network of more than 10,000 mentors
do one thing better than anyone: help startup entrepreneurs succeed. They know how to sell, how to hire people who know how to sell, and
how to use sales to gain venture funding—and now you can, too. Sell More Faster delivers the critical strategies and guidance necessary to
avoid and manage the hazards all startups face and beat the odds. This valuable resource delivers: A comprehensive playbook to identify
product market direction and product market fit Expert advice on building a diverse sales team and how to identify, recruit, and train the kinds
of team members you need Models and best practices for sales funnels, pricing, compensation, and scaling A roadmap to create a
repeatable and measurable path to find product-market fit Aggregated knowledge from Techstars leaders and industry experts Sell More
Faster is an indispensable guide for entrepreneurs seeking product-market fit, building their sales team, developing a growth strategy, and
chasing accelerated, sustained selling success.
The world’s most trusted guide for leaders in transition Transitions are a critical time for leaders. In fact, most agree that moving into a new
role is the biggest challenge a manager will face. While transitions offer a chance to start fresh and make needed changes in an organization,
they also place leaders in a position of acute vulnerability. Missteps made during the crucial first three months in a new role can jeopardize or
even derail your success. In this updated and expanded version of the international bestseller The First 90 Days, Michael D. Watkins offers
proven strategies for conquering the challenges of transitions—no matter where you are in your career. Watkins, a noted expert on leadership
transitions and adviser to senior leaders in all types of organizations, also addresses today’s increasingly demanding professional landscape,
where managers face not only more frequent transitions but also steeper expectations once they step into their new jobs. By walking you
through every aspect of the transition scenario, Watkins identifies the most common pitfalls new leaders encounter and provides the tools and
strategies you need to avoid them. You'll learn how to secure critical early wins, an important first step in establishing yourself in your new
role. Each chapter also includes checklists, practical tools, and self-assessments to help you assimilate key lessons and apply them to your
own situation. Whether you're starting a new job, being promoted from within, embarking on an overseas assignment, or being tapped as
CEO, how you manage your transition will determine whether you succeed or fail. Use this book as your trusted guide.
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 reps
across multiple industries and 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.
This is the no B.S. guide to presenting software like a pro. If you're a SaaS startup founder or sales rep, you'll learn to: Ensure prospects
attend your demos Discover why your demos fail to close the deal Better differentiate yourself from competitors Customize your demo to your
prospects’' needs Improve your demo-win rates Deal with questions and objections during the demo Expertly handle bugs and demo fails
Giving successful product demos is not rocket science. Anybody can do it-if you've got the right blueprint.
Comprehensive preparation for the final MCSA exam, updated for Windows Server 2016 MCSA Windows Server 2016 Study Guide: Exam
70-742 is the ultimate preparation resource for the third and final MCSA exam. Tightly focused and highly relevant, this guide provides
everything you need to go into the exam fully prepared; expert coverage of all exam objectives helps ensure comprehensive understanding,
and hundreds of practice questions help you track your progress and prioritize areas most in need of review. Access to online study aids
allows you to study on the go, with electronic flashcards, practice tests, and a glossary to help you get the most out of your preparation plan.
Hands-on exercises test your practical skills, while real-world scenarios give you a preview of how MCSA skills and concepts are applied in
the workplace. Bestselling author and four-time Microsoft MVP, William Panek, covers server deployment, maintenance, and management;
file and print server configuration; network services and access; Active Directory; Group Policy; server infrastructure and more, this book is
your comprehensive companion for the latest exam. Study 100 percent of Exam 70-742 objectives, updated for Windows Server 2016
Practice your skills with real-world hands-on exercises Review from anywhere with access to online study aids Assess your readiness with
challenging practice exams Windows Server 2016 includes enhancements to Hyper-V, Storage Spaces, and Active Directory, along with
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many brand new and updated features—all of which are reflected in the latest exam. To ensure complete readiness and avoid exam-day
surprises, it is critical that your study resources be up-to-date and comprehensive in scope; MCSA Windows Server 2016 Study Guide: Exam
70-742 covers everything you need to know, with a practical approach that promotes true understanding.

A playbook that empowers sales managers to think like CEOs and act like entrepreneurs At Salesforce.com, Elay Cohen created and
executed the sales productivity programs that accelerated the company’s growth to a $3 billion—plus enterprise. The innovation delivered
over these years by Elay and his team resulted in unprecedented sales productivity excellence. Based on that experience, Elay embarked on
a journey to help every company in the world grow like Salesforce.com. After working with many organizations and further reflecting on his
time at Salesforce.com, it became apparent that one key player was best positioned to accelerate growth in organizations: the first-line sales
manager. Empowering sales managers to own and execute their own sales programs, as entrepreneurs would, became the focus of this
book and his technology company. First-line sales managers are the backbone of every sales organization. They make it happen. They're
where the rubber meets the road in pipeline generation, revenue growth, and customer success. These sales managers serve as the voice of
salespeople to organizations, and as the organizational voice back to salespeople. In this accessible guide, Cohen shares how sales
managers can build an inspired, engaged team, equipping them with the tools they need to drive up sales productivity and grow the business.
He reveals, among many other lessons, how you can nurture a winning sales culture; build world-class training programs that encourage
salespeople to learn from each other; and execute sales processes, playbooks, and deals in a way that gives your salespeople the winning
edge.

A step by step guide to forming your business and the basics on pressure washing. The guide discusses pricing, equipment,
washing techniques, mix ratios, sales, marketing, and has checklists. Also linked in this guide are sales washing templates, wood
cleaning guides, equipment lists with the links to purchase individual items, terms and conditions template for use with your own
company.

Master Windows Server installation and configuration withhands-on practice and interactive study aids for the MCSA:
WindowsServer 2012 R2 exam 70-410 MCSA: Windows Server 2012 R2 Installation and ConfigurationStudy Guide: Exam 70-410
provides complete preparationfor exam 70-410: Installing and Configuring Windows Server 2012 R2.With comprehensive
coverage of all exam topics and plenty ofhands-on practice, this self-paced guide is the ideal resource forthose preparing for the
MCSA on Windows Server 2012 R2. Real-worldscenarios demonstrate how the lessons are applied in everydaysettings. Readers
also get access to the interactive practicetests, electronic flashcards, and video demonstration of the moredifficult tasks, which
help readers fully understand the scope ofprinciples at work. Exam 70-410 is one of three exams MCSA candidates must take
toobtain their MCSA: Windows Server 2012 R2. The test is aligned withthe 2012 update to the Windows server operating system,
and so isthe book. This study guide contains everything users need to knowfor the exam, including the 2012 update's changes to
Hyper-V andActive Directory. Avoid surprises on exam day, and master thematerial while learning to: Install and configure
Windows Server 2012 R2 Configure Hyper-V and server roles and features Install and administer Active Directory Manage Group
Policy Exam prep is about more than passing the test—it helps yougain hands-on experience performing more complex operations,
givingyou the confidence you need to successfully apply what you'velearned in a work environment. If you're looking to triumph
overthe MCSA exam 70-410, MCSA: Windows Server 2012 R2 Installationand Configuration Study Guide: Exam 70-410 provides
theinformation and practice you need.

True or false? In selling high-value products or services: ‘closing’ increases your chance of success; it is essential to describe the
benefits of your product or service to the customer; objection handling is an important skill; open questions are more effective than
closed questions. All false, says this provocative book. Neil Rackham and his team studied more than 35,000 sales calls made by
10,000 sales people in 23 countries over 12 years. Their findings revealed that many of the methods developed for selling low-
value goods just don‘t work for major sales. Rackham went on to introduce his SPIN-Selling method. SPIN describes the whole
selling process: Situation questions Problem questions Implication questions Need-payoff questions SPIN-Selling provides you
with a set of simple and practical techniques which have been tried in many of today's leading companies with dramatic
improvements to their sales performance.

Become a LinkedIn power user and harness the potential of social selling With the impact of COVID, remote working has become
big, and so has the use of digital/virtual sales tools. More sales teams want and need to understand how to use social media
platforms like LinkedIn to sell, and most do not use it properly. The Ultimate LinkedIn Sales Guide is the go-to book and guide for
utilizing LinkedIn to sell. It covers all aspects of social and digital selling, including building the ultimate LinkedIn profile, using the
searching functions to find customers, sending effective LinkedIn messages (written, audio & video), creating great content that
generates sales, and all the latest tips and tricks, strategies and tools. With the right LinkedIn knowledge, you can attract
customers and generate leads, improving your sales numbers from the comfort and safety of your computer. No matter what you
are selling, LinkedIn can connect you to buyers. If you're savvy, you can stay in touch with clients and generate more repeat
sales, build trust, and create engaging content that will spread by word-of-mouth—the most powerful sales strategy around. This
book will teach you how to do all that and more. In The Ultimate LinkedIn Sales Guide you will learn how to: Use the proven 4
Pillars of Social Selling Success to improve your existing LinkedIn activities or get started on a firm footing Create the Ultimate
LinkedIn Profile, complete with a strong personal brand that could catapult you to industry leader status Generate leads using
LinkedIn, then build and manage relationships with connected accounts to turn those leads into customers Utilize little-known
LinkedIn “power tools” to grow your network, send effective messages, and write successful LinkedIn articles And so much more!
The Ultimate LinkedIn Sales Guide is a must read for anyone wishing to utilise LinkedIn to improve sales.

Presenting the first book that provides HR professionals with a context for understanding the importance of doing a proper job
analysis together with a step-by-step guide to conducting such an analysis. This unique guide contains a series of eight ready-to-
use templates that provide the basis for conducting job analyses for eight different levels of job families, from the entry-level to the
senior manager/executive.

Author Dan Driscoll’'s passion has always been business with a focus on sales, which—in his opinion—determines success or
failure in business. But when sales becomes your life, it can sometimes shift from an enjoyable living to one filled with anxiety and
pressure. The Sales Burnout Survival Guide is designed to help you feel good about selling again. So much of life is work, and
very few people understand what makes work rewarding. Dan has taken wisdom he has gained in the last twenty years of his
sales experience and condensed it into an easy-to-ready manual. Sales knowledge is essential in all professions in today’s ever-
changing world, but it can be fun and rewarding as well. Dan can teach you the skills you need for sales in this new social

environment. This guide to building a successful and positive career in sales demonstrates how gaining a few simple, learnable
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skills can protect your income and transform your work life.

This guide from New York Times bestselling author Donald Miller, is a must-have for any marketing professional or small business
owner who wants grow their business. It will teach you how to create and implement a sales funnel that will increase traffic and
drive sales. Every day, your company is losing sales simply because you do not have a clear path to attract new customers.
You’re not alone. Based on proven principles from Building a StoryBrand , this 5-part checklist is the ultimate resource for
marketing professionals and business owners as they cultivate a sales funnel that flows across key customer touchpoints to
effectively develop, strengthen, and communicate their brand’s story to the marketplace. In this book, you will learn: The three
stages of customer relationships. How to create and implement the one marketing plan you will never regret. How to develop a
sales funnel that attracts the right customers to your business. The power of email and how to create campaigns that result in
customer traffic and a growth in brand awareness. The keys to wireframing a website that commands attention and generates
conversions. The inability to attract and convert new customers is costing business owners valuable opportunities to grow their
brand. This prevents companies, both big and small, from making the sales that are crucial to their survival. With Marketing Made
Simple, you will learn everything you need to know to take your business to the next level.

QuickBooks 2008 Solutions Guide for Business Owners and Accountants contains a wealth of information useful to both
the business owner and the accountant who services such businesses. To make finding the right information easier, the
book is organized into chapters specific to each accounting module in QuickBooks. The author has worked many years
with businesses that use QuickBooks to manage their financials and knows that every company has its own unique
needs, yet all share one common goal-to more accurately track how the business is performing financially. The goal of
this book is to provide easy-to-read and easy-to-follow QuickBooks “consulting” advice that business owners,
bookkeepers, or accountants can use. After reading the chapters in this book, business owners and accountants will be
able to efficiently troubleshoot a QuickBooks data file and make needed corrections, so they can accurately report how
the business is performing financially. This book helps you o Get started with a QuickBooks data file and learn how to
modify the file you already have o Analyze your data and troubleshoot reports o0 Review and correct any data errors in
your balance sheet accounts such as Banking, A/R, Undeposited Funds, Employee Advances, Inventory, A/P, Sales Tax,
and Open Bal Equity Account o Use the tools in QuickBooks to properly review your payroll data and avoid costly
mistakes o Efficiently share your business data with your accountant o Make the most of the QuickBooks reporting tools
Laura Madeira graduated from Florida Atlantic University with a major in accounting and is a certified trainer for Intuit’s
Certified Trainer Network. As a member of this select group, she provides training to accountants and consultants each
fall when the new version of QuickBooks is released. She also is a guest instructor for Intuit at many trade shows
throughout the year, and she writes published QuickBooks technical documentation and presentations for Intuit. Laura
owns a software and accounting firm that has for more than 20 years helped a large variety of businesses manage their
financials using Intuit’'s QuickBooks software (Intuit's Quicken in those early years). In fact, she has been training users
on QuickBooks since the very first version was released many years ago. Category Business Finance Covers
QuickBooks 2008 User Level Intermediate—Advanced Front cover quote: “Laura Madeira has created an extremly
valuable QuickBooks resource that belongs on every business and accountant’s bookshelf” —Rich Walker, CPA, Intuit
Accountant Relations

bull; bull;Thorough instruction and plenty of hands-on experiences designed to help readers pass the 70-293 exam.
bull;A complete practice exam and answer key with explanations included in the book. bull;A great reference book with
plenty of step-by-step instructions to keep for real-world use. bull;The famous "Fast Facts" tool used for last minute
"cramming" and study.

This book is specifically targeted for founders who find themselves at the point where they need to transition into a selling
role. Specifically founders who are leading organizations that have a B2B, direct sales model that involves sales
professionals engaging in verbal, commercial conversations with buyers. Moreover, many examples in this book will be
targeted specifically to the realm of B2B SAAS software, and specifically as regards new, potentially innovative or
disruptive offerings that are being brought to market for the first time. In short, direct sales of the sort a B2B SAAS
software startup would engage in. With that said, if you are looking to be a first time salesperson, transitioning in from
another type of role, or fresh out of school, in an organization that meets those characteristics above, you will get value
out of this book. Similarly, if you are a first time sales manager, either of the founder type, or a sales individual contributor
who is transitioning into that role, again, in an organization who meets the criteria above, you will also get value from this
book.

Shares examples and anecdotes and offers a framework to successfully develop new business.

Prepare for the MCSA Windows Server 2012 exams with this Sybex study guide Microsoft's new version of the MCSA
certification for Windows Server 2012 requires passing three exams. This value-priced study guide includes more than
1,000 pages of quality exam-prep content, covering 100 percent of the objective domains of all three exams (as well as
the Upgrade exam, 70-417). Also includes more than 500 practice questions. You also have access to three bonus
exams, electronic flashcards, and videos showing how to perform the more difficult tasks. Both first-time MCSA
candidates and those wishing to upgrade from Server 2008 certification will benefit from this complete test-prep guide.
Provides a comprehensive study guide for all three MCSA Windows Server 2012 exams: 70-410, 70-411, and 70-412, as
well as the Upgrade exam: 70-417 Covers installing and configuring Windows Server 2012; deploying and configuring
DNS service; administering Active Directory; creating and managing Group Policy Objects; and configuring server roles
and features, Hyper-V, and core networking services Explains basic networking concepts, DHCP, deploying and
maintaining servers, configuring a network policy server infrastructure and high availability in Windows Server 2012, and
much more Features real-world scenarios, hands-on exercises, practice exams, electronic flashcards, and over an hour

of video demonstrations Covers all exam objectives MCPSA3>éVindows Server 2012 Complete Study Guide arms you with
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all the information you must master to achieve MCSA certification on Windows Server 2012.

Success in Selling: Developing a World-Class Sales Ecosystem presents timely research on key trends reshaping
today’s sales profession and introduces the new ATD World-Class Sales Competency Model. An indispensable
reference for assembling a world-class sales force, Success in Selling offers a significant revision of the 2008 ATD World-
Class Competency Model. It is a comprehensive sales tool essential for all sales professionals—from those on the front
line of selling, to those managing and developing sales talent, to those creating other sales enablement solutions. It
provides guidance for customizing the model's key competencies for both organizations and individual sales
professionals and features case studies, job aids, templates, and other tools critical for personal and organizational
success. Success in Selling: offers key analysis of trends shaping today’s sales ecosystem presents detailed
descriptions of sales competencies that drive success describes how organizations and individuals can customize the
new model to their own needs.

In this book, Microsoft Program Manager Zac Woodall shows developers and IT pros how to use the new template
architecture in Access 2007 to deliver rich data-centric tracking applications. He explains what Access templates are,
how they are used, and how to create them. His discussion of template design and customization includes details that
every template designer should know, such as design guidelines, best practices, and advice for overcoming technical
hurdles. Advanced topics include personalization,designing for SharePoint, template security, enterprise deployment, and
a detailed breakdown of the template (.accdt) file format. In only 256 pages, this book helps the reader to: Design Access
2007 Templates Build Enterprise Templates for Access 2007 Implement Secure Access 2007 Templates This book
comes with a bonus chapter "Customizing the Field Templates Task Pane" and five bonus sample templates, which
readers can use in their own projects (Access Add-In, Access Ribbon XML, Contacts Modified, Table Creator, and
Template Maker). These valuable bonus materials are available as a web site download.

"AICPA PCPS (Private Companies Practices Section)"

Here's the book you need to prepare for Exam 70-290, Managing and Maintaining a Microsoft Windows Server 2003 Environment.
This Study Guide provides: In-depth coverage of every exam objective Practical information on managing and maintaining a
Windows Server 2003 environment Hundreds of challenging practice questions, in the book and on the CD Leading-edge exam
preparation software, including a testing engine, electronic flashcards, and simulation software Authoritative coverage of all exam
objectives, including: Managing and maintaining physical and logical devices Managing users, computers, and groups Managing
and maintaining access to resources Managing and maintaining a server environment Managing and implementing disaster
recovery Note: CD-ROM/DVD and other supplementary materials are not included as part of eBook file.

A practical guide for developing a marketing plan for your small business. Marketing Plan Template: Writing Marketing Plans for
Small Business helps small business owners develop a marketing plan to promote their business. Marketing Plan Template
includes an outline and discussion of the major parts of any good marketing plan including completing the research, developing a
marketing strategy, and converting the strategy into action plans. It includes a sample marketing plan for use with your business.
Whether you need to know how to develop a marketing plan for a home business or a high tech government contracting venture;
this book will show you how because the basic parts of developing marketing plans are the same. Forget the theory and
management jargon. If you want to know how to develop a plan to start promoting your small business in the real world, this book
Is for you! Take your idea, develop your marketing strategy and put it into use using the system developed by Chris and Felica.
Get in business and get sales, quick!

Stop wasting money, sending traffic to a webpage that doesn't convert. Stop paying expensive copywriters who may or may not
have any idea what they're doing. Stop staring at a blank screen, frustrated and clueless when it comes to writing your own sales
page. In the past, these were your only options. All of that's about to change. My name's Nathan Fraser and I'm a direct response
copywriter. That means | write sales letters and advertisements with a focus on persuading people to buy. As more and more
business moves to the internet, it means I'm also writing a lot more sales pages. Over the years, I've developed a formula for
laying out sales pages that seems to work every time. "The 12-Step Sales Page Template" is that formula. I've used this template
to bring in hundreds of thousands of dollars in sales for myself and my clients. It's worked for selling software, services, products,
online courses and anything else you can imagine. I've taken lessons passed on from the masters of copywriting and applied it to
how things get sold on the internet; namely, sales pages. This easy-to-follow guide breaks down how a sales page should
function, step-by-step. In it, you'll discover: - How to grab attention with your headlines - How to keep people reading with your
hooks- Why orange tennis balls are easier to sell than green ones (and how to use that information to make more sales of your
own)- 10 different ways to write bullets that people can't ignore- Where the exact perfect place to put your "Buy Now" button is- A
list of deal-killing words you never want to include on your sales page- 3 ways to increase the perceived value of your offer by
adding a little bit fo scarcity- How to make complete strangers feel comfortable with handing you their money- And a whole lot
more This is the guide | wish I'd had when [ first started selling things on the internet. If you've got an online business or an online
store, this template will help you start pulling in more sales. Read it. Implement it. Start living the life of an online entrepreneur,
today.

Anyone can open an online curriculum store, but how many know how to do it effectively and in a way that maximizes earning
potential? Based on years of experience, research, pitfalls, and triumphs, this essential guidebook supports the World Language
teacher-author in navigating the exciting world of selling curriculum on an online platform. With this guide, there is no more sifting
through boring content, trying to figure out how it translates to your content area, as the World Language-specific examples in
Section 1 (Opening Your Store), Section 2 (Filling Your Store), and Section 3 (Growing a Successful Store) cut to the chase with
real-world examples for language teachers. Each section provides critical tips, all designed to boost sales. The guided workspace
pages organize planning and content strategies and serve as markers for your store’s growth. Whether you are just starting out or
already have a store established, this guide is the #1 tool to "level up" your online curriculum store. If you are a World Language
teacher who enjoys making money while you sleep, this is for you!

Loved by students for the visual and flexible way to build computer skills, the lllustrated Course Guides are ideal for learning

Microsoft Excel 2013 regardless of your experience level. Each two-page spread focuses on a single skill, making information
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easy to follow and absorb. The lllustrated Course Guides split Microsoft Excel 2013 concepts and skills into three manageable
levels - Basic, Intermediate, and Advanced - perfect for workshops or accelerated courses. Important Notice: Media content
referenced within the product description or the product text may not be available in the ebook version.

Prepare for the MCSA Windows Server 2012 R2 Exams Microsoft's new version of the MCSA certification for Windows Server
2012 R2 requires passing three exams (or one Upgrade exam if you have your MCSA or MCITP in Windows Server 2008). This
value-priced study guide includes more than 1,000 pages of quality exam-prep content, covering 100% of the objective domains of
all three exams (as well as the Upgrade exam, 70-417). In addition, you get access to an interactive practice test environment with
more than 500 questions, electronic flashcards, and videos showing how to perform the more difficult tasks. Both first-time MCSA
candidates and those wishing to upgrade from Server 2008 certification will benefit from this complete test-prep guide. Completely
updated to cover the Windows Server 2012 R2 Exams Provides a comprehensive study guide for all three MCSA Windows Server
2012 R2 exams: 70-410, 70-411, and 70-412, as well as the Upgrade exam: 70-417 Covers installing and configuring Windows
Server 2012; deploying and configuring DNS service; administering Active Directory; creating and managing Group Policy Objects;
and configuring server roles and features, Hyper-V, and core networking services Explains basic networking concepts, DHCP,
deploying and maintaining servers, configuring a network policy server infrastructure and high availability in Windows Server 2012,
and much more Features real-world scenarios, hands-on exercises, practice exam questions, electronic flashcards, and over an
hour of video demonstrations Covers all exam objectives MCSA Windows Server 2012 R2 Complete Study Guide arms you with
all the information you must master to achieve MCSA certification on Windows Server 2012 R2.

The must-have study guide for all three Windows Server 2008 R2 MCTS exams Network administrators boost their value to their employers
with certification, and Microsoft?s three Windows Server 2008 exams offer certification specialties in configuring Active Directory, Network
Infrastructure, and Applications Infrastructure. With complete coverage to prepare you for all three exams, this comprehensive study guide
has three times the value. Real-world scenarios and hands-on exercises supplement the information to facilitate learning. The three Windows
Server 2008 R2 exams (70-640, 70-642, and 70-643) are the first step in achieving Microsoft Certified Technology Specialist status; this
complete study guide covers all three Includes information on installing and configuring Microsoft exchange servers; monitoring and reporting;
configuring recipient and public folders, exchange infrastructure, disaster recovery, addressing and services, name resolution, network
access, and remote desktop services; monitoring and managing network infrastructure; and deploying servers Supplemented with plenty of
hands-on exercises and real-world scenarios to prepare you for the exam and the work beyond Anyone planning to take exam 70-640,
70-642, or 70-643 will be better prepared with MCTS: Windows Server 2008 R2 Complete Study Guide.

The difference between helping and selling is just two letters If you're wondering how to make your products seem more exciting online,
you're asking the wrong question. You're not competing for attention only against other similar products. You're competing against your
customers' friends and family and viral videos and cute puppies. To win attention these days you must ask a different question: "How can we
help?" Jay Baer's Youtility offers a new approach that cuts through the clutter: marketing that is truly, inherently useful. If you sell something,
you make a customer today, but if you genuinely help someone, you create a customer for life.

Here's the book you need to prepare for Exams 70-292 and 70-296. This Study Guide provides: In-depth coverage of every exam objective
Practical information on planning, implementing, and maintaining a Windows Server 2003 Environment Hundreds of challenging practice
guestions Leading-edge exam preparation software, including a test engine, electronic flashcards, and simulation software Authoritative
coverage of all exam objectives: Exam 70-292: Managing and Maintaining a Microsoft Windows Server 2003 Environment for an MCSA
Certified on Windows 2000 Managing users, computers, and groups Managing and maintaining access to resources Managing and
maintaining a server environment Managing and implementing disaster recovery Implementing, managing, and maintaining name resolution
Implementing, managing, and maintaining network security Exam 70-296: Planning, Implementing, and Maintaining a Microsoft Windows
Server 2003 Environment for an MCSE Certified on Windows 2000 Planning and implementing server roles and server security Planning,
implementing, and maintaining a network infrastructure Planning, implementing, and maintaining server availability Planning and maintaining
network security Planning, implementing, and maintaining security infrastructure Planning and implementing an active directory infrastructure
Managing and maintaining an active directory infrastructure Planning and implementing user, computer, and group strategies Planning and
implementing group policy Managing and maintaining group policy Note:CD-ROM/DVD and other supplementary materials are not included
as part of eBook file.
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