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IF YOU THINK YOU KNOW SALES...YOU DON’T KNOW JACK! “Jack Daly stands above all others. His energy is matched only
by his genius and understanding about what makesthe best sales organizations. It’s not commission strategies, it’s not about
glossy sales materials; it is about people. Jack understands better than most that if you look out for your people and insist that they
look out for your customers, the result is unprecedented growth (and a lot of very happy and inspired employees and customers).“
-Simon Sinek, Optimist and Author of Leaders Eat Last and Start With Why “Winning teams result from strong cultures and
leadership driven systems and processes. In the world of sales, as detailed in Hyper Sales Growth, Jack Daly knows how to lead
and win.” -Pat Williams, Co-Founder, Orlando Magic, Author of Vince Lombardi on Leadership “If you want to play the piano, you
hire a teacher. If you want to run a fast marathon, you hire a coach. Jack Daly is the best Professional Sales Coach in America. He
teaches you what you need to know, how to remember it, and how to practice it every single day. This book will change your life as
a leader and a salesperson, and you will thank Jack Daly every day you make a new sale.” -Willy Walker, Chairman and CEO,
Walker & Dunlop “It’s finally here!! The book all the million fans (that’s literal) of Jack Daly have been wanting – a book that
shares the same time-tested sales management techniques that work to drive growth he’s been teaching in his powerful and
packed workshops. It’s all about getting the sales management piece right; this is the book that shows you the way.” -Verne
Harnish ,CEO of Gazelles Author of Mastering the Rockefeller Habits and The Greatest Business Decisions of All Time “If you
want to get predictable revenue and profitable growth, Jack Daly is your source for the state of the art in sales. Read this book,
buy it for your team, follow his advice and you’ll be unstoppable.” -Christine Comaford , Executive Coach & Presidential Advisor
NY Times Best Selling Author of SmartTribes: How Teams Become Brilliant Together “Jack Daly is a rare gem in the business
world. I have seen him transform several companies, by growing revenue, by upgrading corporate cultures, and by growing
employees’ capacity to produce results. His vast knowledge and experience gives him a perspective unmatched by anyone I’ve
experienced. This book is a must read if you are interested in taking your company to the next level in the most direct way
possible.” -Rick Sapio ,CEO of Mutual Capital Alliance, Inc.
The rapid rise of knowledge-based economies has revolutionized the perceptions and practices of globalized business. Recent
developments in engineering, electronics, and biotechnology have expanded the very definition of entrepreneurship in today’s
international market, weaving discussions of enhanced connectivity and communication, environmental sustainability, and
government policy changes into a complex, multidimensional conversation. The Handbook of Research of Entrepreneurship in the
Contemporary Knowledge-Based Global Economy provides a comprehensive survey of the most recent developments in the field
of entrepreneurship, highlighting their effects on information technology, business networking, knowledge production, distribution,
and organization. This timely publication features extensive coverage of the fast-developing entrepreneurial field, illuminating
recent technological, social, and strategic innovations in language that is accessible for a worldwide audience of business
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educators, researchers, and students. This authoritative text showcases research-based articles on entrepreneurship for
knowledge economies; academic entrepreneurship; women and entrepreneurship; entrepreneurship education; organizational
learning ability; innovations in industry, agriculture, and management; and the evolution of a new, all-inclusive corporate culture.
In this latest edition of Sales Force Management, Mark Johnston and Greg Marshall continue to build on the tradition of excellence
established by Churchill, Ford, and Walker, increasing the book s reputation globally as the leading textbook in the field. The
authors have strengthened the focus on managing the modern tools of selling, such as customer relationship management (CRM),
social media and technology-enabled selling, and sales analytics. It s a contemporary classic, fully updated for modern sales
management practice. Pedagogical features include: Engaging breakout questions designed to spark lively discussion Leadership
challenge assignments and mini-cases to help students understand and apply the principles they have learned in the classroom
Leadership, Innovation, and Technology boxes that simulate real-world challenges faced by salespeople and their managers New
Ethical Moment boxes in each chapter put students on the firing line of making ethical choices in sales Role Plays that enable
students to learn by doing A selection of comprehensive sales management cases on the companion website A companion
website, featuring an instructor s manual, PowerPoints, and other tools to provide additional support for students and instructors,
will be coming soon. Please contact Routledge's sales team for advance access to the materials. "
Revered as the authoritative resource for stage management, this text offers students a practical manual on how to stage manage
in all theater environments. Rich with practical resources — checklists, diagrams, examples, forms and step-by-step directions —
Stage Management eschews excessive discussion of philosophy and gets right to the essential materials and processes of putting
on a production. In addition to sharing his own expertise, Stern has gathered practical advice from working stage managers of
Broadway, off-Broadway, touring companies, regional, community, and 99-seat Equity waiver theaters.
Updated throughout with new vignettes, boxes, cases, and more, this classic text blends the most recent sales management
research with real-life "best practices" of leading sales organizations. The text focuses on the importance of employing different
sales strategies for different consumer groups, and on integrating corporate, business, marketing, and sales strategies. It equips
students with a strong foundation in current trends and issues, and identifies the skill sets needed for the 21st century.
The landmark project management reference, now in a new edition Now in a Tenth Edition, this industry-leading project
management "bible" aligns its streamlined approach to the latest release of the Project Management Institute's Project
Management Body of Knowledge (PMI®'s PMBOK® Guide), the new mandatory source of training for the Project Management
Professional (PMP®) Certificat-ion Exam. This outstanding edition gives students and professionals a profound understanding of
project management with insights from one of the best-known and respected authorities on the subject. From the intricate
framework of organizational behavior and structure that can determine project success to the planning, scheduling, and controlling
processes vital to effective project management, the new edition thoroughly covers every key component of the subject. This
Tenth Edition features: New sections on scope changes, exiting a project, collective belief, and managing virtual teams More than
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twenty-five case studies, including a new case on the Iridium Project covering all aspects of project management 400 discussion
questions More than 125 multiple-choice questions (PMI, PMBOK, PMP, and Project Management Professional are registered
marks of the Project Management Institute, Inc.)
The Oxford Handbook of Strategic Sales and Sales Management is an unrivalled overview by leading academics in the field of
sales and marketing management. Sales theory is experiencing a renaissance driven by a number of factors, including building
profitable relationships, creating/delivering brand value, strategic customer management, sales and marketing relationships, global
selling, and the change from transactional to customer relationship marketing. Escalating sales and selling costs require
organisations to be more focused on results and highlight the shifting of resources from marketing to sales. Further the growth in
customer power now requires a strategic sales response, and not just a tactical one. The positioning of sales within the
organisation, the sales function and sales management are all discussed. The Handbook is not a general sales management text
about managing a sales force, but will fill a gap in the existing literature through consolidating the current academic research in the
sales area. The Handbook is structured around four key topics. The first section explores the strategic positioning of the sales
function within the modern organisation. The second considers sales management and recent developments. The third section
examines the sales relationship with the customer and highlights how sales is responding to the modern environment. Finally, the
fourth section reviews the internal composition of sales within the organisation. The Handbook will provide a comprehensive
introduction to the latest research in sales management, and is suitable for academics, professionals, and those taking
professional qualifications in sales and marketing.
Without a business plan no bank, venture capital house, or corporate parent will consider finance for start up, expansion or venture
funding. The Business Plan Workbook has established itself as the essential guide to all aspects of business planning for
entrepreneurs, senior executives and students alike. Based on methodology developed at Cranfield School of Management and
using successful real-life business plans, The Business Plan Workbook brings together the process and procedures required to
produce that persuasive plan. The case examples have been fully updated and include a cross section of businesses at various
stages in their development, making the book invaluable reading for anyone in business - whatever their background.
Management Information Systems provides comprehensive and integrative coverage of essential new technologies, information
system applications, and their impact on business models and managerial decision-making in an exciting and interactive manner.
The twelfth edition focuses on the major changes that have been made in information technology over the past two years, and
includes new opening, closing, and Interactive Session cases.
Management of a Sales Force is the best selling text in the sales management market, with a reputation for blending leading-edge
research and student-friendly writing better than any other book. The 12th edition has been thoroughly revised to reflect all the
changes that affect the sales manager's role, from the increasing globalization of business to savvier customers who now use the
internet to research their purchasing decisions. All chapters have been updated with current company examples that demonstrate
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how the best sales executives are adapting to these and other new challenges. In addi.
Contributors to this anthology examine how the police go about policing themselves in the real world. Police officers enjoy
considerable autonomy and discretion, which makes strict accountability and close supervision the exception. In the lower ranks,
mutual back-scratching, the code of silence, and the falsified report, can be used to cover up work avoidance, short-cut methods,
illicit violence, and pay-offs. In spite of this, there are clearly constraints on police behavior in the form of both written and unwritten
institutional controls. This book probes the various sources of organizational control, including: formal internal disciplinary
regulations, the norms and values of the occupational culture, external legal constraints, and the overriding need to prevent
scandals. The authors also suggest improving organizational control through managerial reforms to promote not just proficient
bureaucrats, but leaders who possess insight into, and empathy for, the inescapable dilemmas of the men and women on the front
lines.
The 12th Multidisciplinary Academic Conference in Prague 2018
Market-leading ADVERTISING, PROMOTION, AND OTHER ASPECTS OF INTEGRATED MARKETING COMMUNICATIONS,
9th Edition discusses all aspects of marketing communications, from time-honored methods to the newest developments in the
field. Comprehensive treatment of the fundamentals focuses on advertising and promotion, including planning, branding, media
buying, sales, public relations, and much more. Emerging topics get special attention in this edition, such as the enormous
popularity of social media outlets, online and digital practices, viral communications, and personal selling, along with all of their
effects on traditional marketing. Revised to make ADVERTISING, PROMOTION, AND OTHER ASPECTS OF INTEGRATED
MARKETING COMMUNICATIONS, 9th Edition the most current I.M.C. text on the market, chapters address must-know changes
to environmental, regulatory, and ethical issues, as well as Marcom insights, place-based applications, privacy, global marketing,
and of course, memorable advertising campaigns. Important Notice: Media content referenced within the product description or the
product text may not be available in the ebook version.
Management of a Sales Force is the best selling text in the sales management market, with a reputation for blending leading-edge
research and student-friendly writing better than any other book. The 12th edition has been thoroughly revised to reflect all the
changes that affect the sales manager's role, from the increasing globalization of business to savvier customers who now use the
internet to research their purchasing decisions. All chapters have been updated with current company examples that demonstrate
how the best sales executives are adapting to these and other new challenges. In addition, the latest sales management research
studies and reports are presented in a straightforward, easy-to-read manner, making Management of A Sales Force, 12e, by far
the most current sales management textbook on the market.
In this latest edition of Sales Force Management, Mark Johnston and Greg Marshall continue to build on the tradition of excellence
established by Churchill, Ford, and Walker, solidifying the book's position globally as the leading textbook in the field. It's a
contemporary classic, fully updated for modern sales management practice. Including the Churchill, Ford, and Walker approach,
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the new edition also features: A strong focus on leadership, technology, innovation, ethics, and global business New material
integrated throughout the book on multifaceted sales communication approaches, leadership, and the relationship between the
marketing and sales functions Continued partnership with HR Chally, a global sales consultancy that supplies cutting-edge data for
each chapter, allowing students to benefit from understanding and working with real-world applications of current sales force
challenges Enhanced learning features, such as short and long cases to stimulate discussion, leadership challenges to assess
students' ability to make decisions, role plays to allow students to learn by doing, and more Further resources for instructors and
students are available at www.routledge.com/cw/johnston-9780415534628 .
This text combines the market leading writing and presentation skills of Bill Stevenson with integrated, thorough, Excel modeling
from Ceyhun Ozgur. Professor Ozgur teaches Management Science, Operations, and Statistics using Excel, at the undergrad and
MBA levels at Valparaiso University --and Ozgur developed and tested all examples, problems and cases with his students. The
authors have written this text for students who have no significant mathematics training and only the most elementary experience
with Excel.
The process of user-centered innovation: how it can benefit both users and manufacturers and how its emergence will bring
changes in business models and in public policy. Innovation is rapidly becoming democratized. Users, aided by improvements in
computer and communications technology, increasingly can develop their own new products and services. These innovating
users—both individuals and firms—often freely share their innovations with others, creating user-innovation communities and a rich
intellectual commons. In Democratizing Innovation, Eric von Hippel looks closely at this emerging system of user-centered
innovation. He explains why and when users find it profitable to develop new products and services for themselves, and why it
often pays users to reveal their innovations freely for the use of all.The trend toward democratized innovation can be seen in
software and information products—most notably in the free and open-source software movement—but also in physical products.
Von Hippel's many examples of user innovation in action range from surgical equipment to surfboards to software security
features. He shows that product and service development is concentrated among "lead users," who are ahead on marketplace
trends and whose innovations are often commercially attractive. Von Hippel argues that manufacturers should redesign their
innovation processes and that they should systematically seek out innovations developed by users. He points to businesses—the
custom semiconductor industry is one example—that have learned to assist user-innovators by providing them with toolkits for
developing new products. User innovation has a positive impact on social welfare, and von Hippel proposes that government
policies, including R&D subsidies and tax credits, should be realigned to eliminate biases against it. The goal of a democratized
user-centered innovation system, says von Hippel, is well worth striving for. An electronic version of this book is available under a
Creative Commons license.
An introduction to marketing concepts, strategies and practices with a balance of depth of coverage and ease of learning.
Principles of Marketing keeps pace with a rapidly changing field, focussing on the ways brands create and capture consumer
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value. Practical content and linkage are at the heart of this edition. Real local and international examples bring ideas to life and
new feature 'linking the concepts' helps students test and consolidate understanding as they go. The latest edition enhances
understanding with a unique learning design including revised, integrative concept maps at the start of each chapter, end-ofchapter features summarising ideas and themes, a mix of mini and major case studies to illuminate concepts, and critical thinking
exercises for applying skills.
"Includes Online Resource Center"--Cover.
Principles of Management is designed to meet the scope and sequence requirements of the introductory course on management.
This is a traditional approach to management using the leading, planning, organizing, and controlling approach. Management is a
broad business discipline, and the Principles of Management course covers many management areas such as human resource
management and strategic management, as well behavioral areas such as motivation. No one individual can be an expert in all
areas of management, so an additional benefit of this text is that specialists in a variety of areas have authored individual chapters.
This book provides a broad overview of what is needed to run hospitals and other health care facilities effectively and efficiently.
All of the skills and tools required to achieve this aim are elucidated in the book, including business engineering and change
management, strategic planning and the Balanced Scorecard, project management, integrative innovation management, social
and ethical aspects of human resource management, communication and conflict management, staff development and leadership.
The guidance offered is exceptional and applicable in both developed and developing countries. Furthermore, the relevant
theoretical background is outlined and instructive case reports are included. Each chapter finishes with a summary and five
reflective questions. Excellence can only be achieved when health care professionals show in addition to their medical skills a high
level of managerial competence. High performance in Hospital Management assists managers of health care providers as well as
doctors and nurses to engage in the successful management of a health care facility.
A devastating, play-by-play account of the federal government's leading role in bringing about today's climate crisis. In 2015, a
group of twenty-one young people sued the federal government for violating their constitutional rights by promoting the climate
catastrophe, depriving them of life, liberty, and property without due process of law. They Knew offers evidence for their claims,
presenting a devastating, play-by-play account of the federal government's role in bringing about today's climate crisis. James
Speth, tapped by the plaintiffs as an expert on climate, documents how administrations from Carter to Trump--despite having
information about climate change and the connection to fossil fuels--continued aggressive support of a fossil fuel based energy
system. What did the federal government know and when did it know it? Speth asks, echoing another famous cover up. What did
the federal government do and what did it not do? They Knew (an updated version of the Expert Report Speth prepared for the
lawsuit) presents the most compelling indictment yet of the government's role in the climate crisis, showing a forty-year failure to
take action. Since Juliana v. United States was filed, the federal government has repeatedly delayed the case. Yet even in legal
limbo, it has helped inspire a generation of youthful climate activists. An Our Children’s Trust Book
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For courses in sales management. Sales Management, 1/e is the only book on the market that prepares students to become
effective sales managers in today's hyper-competitive, global economy-by integrating current technology, research, and strategic
thinking activities.
MANAGEMENT, 12E includes several innovative pedagogical features to help students understand their management capabilities
and learn what it's like to manage in an organization today. Each of the 19 chapters begins with an opening questionnaire that
engages the reader's interest, directly connects to the topic of the chapter, and enables students to see how they respond to
situations and challenges that real-life managers typically face. A New Manager Self-Test in each chapter provides students with
further insight into how they would function in the real world of management. The Remember This bullet-point summaries at the
end of each major chapter section give students a snapshot of the key points and concepts covered in that section. The end-ofchapter questions have been carefully revised to encourage critical thinking and application of chapter concepts, and Small Group
Breakout exercises give students the opportunity to apply concepts while building teamwork skills. Ethical dilemmas, all-new endof-chapter cases, and a fully updated set of On the Job video cases help students sharpen their diagnostic skills for management
problem solving. The chapter sequence in MANAGEMENT is organized around the management functions of planning, organizing,
leading, and controlling. These four functions effectively encompass management research and the characteristics of the
manager's job. Important Notice: Media content referenced within the product description or the product text may not be available
in the ebook version.
This unique Advanced Introduction offers an insight into how sales leaders seek and maintain a sustainable competitive advantage
for both organizations and customers. Lawrence B. Chonko explores how sales leaders take professional selling to the next level
by focusing on serving the customer. Discussing the key skills of sales leaders - technological proficiency, managing change, and
harnessing and using knowledge - Chonko analyzes how sales leaders are distinguished from other sales professionals.
A comprehensive account of how energy has shaped society throughout history, from pre-agricultural foraging societies through
today's fossil fuel–driven civilization. "I wait for new Smil books the way some people wait for the next 'Star Wars' movie. In his
latest book, Energy and Civilization: A History, he goes deep and broad to explain how innovations in humans' ability to turn
energy into heat, light, and motion have been a driving force behind our cultural and economic progress over the past 10,000
years. —Bill Gates, Gates Notes, Best Books of the Year Energy is the only universal currency; it is necessary for getting anything
done. The conversion of energy on Earth ranges from terra-forming forces of plate tectonics to cumulative erosive effects of
raindrops. Life on Earth depends on the photosynthetic conversion of solar energy into plant biomass. Humans have come to rely
on many more energy flows—ranging from fossil fuels to photovoltaic generation of electricity—for their civilized existence. In this
monumental history, Vaclav Smil provides a comprehensive account of how energy has shaped society, from pre-agricultural
foraging societies through today's fossil fuel–driven civilization. Humans are the only species that can systematically harness
energies outside their bodies, using the power of their intellect and an enormous variety of artifacts—from the simplest tools to
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internal combustion engines and nuclear reactors. The epochal transition to fossil fuels affected everything: agriculture, industry,
transportation, weapons, communication, economics, urbanization, quality of life, politics, and the environment. Smil describes
humanity's energy eras in panoramic and interdisciplinary fashion, offering readers a magisterial overview. This book is an
extensively updated and expanded version of Smil's Energy in World History (1994). Smil has incorporated an enormous amount
of new material, reflecting the dramatic developments in energy studies over the last two decades and his own research over that
time.
Contemporary Selling is the only book on the market that combines full coverage of 21st century personal selling processes with a
basic look at sales management practices in a way that students want to learn and instructors want to teach. The overarching
theme of the book is enabling salespeople to build relationships successfully and to create value with customers. Johnston and
Marshall have created a comprehensive, holistic source of information about the selling function in modern organizations that links
the process of selling (what salespeople do) with the process of managing salespeople (what sales managers do). A strong focus
on the modern tools of selling, such as customer relationship management (CRM), social media and technology-enabled selling,
and sales analytics, means the book continues to set the standard for the most up-to-date and student-friendly selling book on the
market today. Pedagogical features include: Mini-cases to help students understand and apply the principles they have learned in
the classroom Ethical Dilemma and Global Connection boxes that simulate real-world challenges faced by salespeople and their
managers Role Plays that enable students to learn by doing A companion website includes an instructor’s manual, PowerPoints,
and other tools to provide additional support for students and instructors.
SALES MANAGEMENT: BUILDING CUSTOMER RELATIONSHIPS AND PARTNERSHIPS, International Edition is designed to
cover all of the basic topics in sales management while emphasizing customer loyalty, customer relationship management, and
the effects of technology on the sales function. Because of advances in telecommunications technology, the traditional role of
sales managers is evolving toward managing sales people across multiple channels that contact and service customers through a
variety of methods. The text reflects current trends and is designed to prepare students for the additional management
responsibilities they are likely to encounter in the real world.

THE MCGRAW-HILL EXECUTIVE MBA SERIES "Executive education is suddenly every CEO's favorite strategic
weapon." --BusinessWeek Now repackaged in easily transportable paperback editions, these informative titles--written by
frontline executive education professors and modeled after the programs of the nation's top business schools--will find
new popularity with today's on-the-go, every-second-counts executive.
As competitors strive to win the war for talent, effective human resource management is necessary to gain true
competitive advantage in the marketplace. Three challenges companies face are sustainability, technology, and
globalization. Human Resource Management 5th Edition brings these challenges to life by highlighting real-world
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examples pertaining to these issues and relating it to the concepts within the chapter. This best-selling McGraw-Hill/Irwin
Human Resource Management title provides students with the technical background needed to be a knowledgeable
consumer of human resource (HR) products and services, to manage HR effectively, or to be a successful HR
professional. While clearly strategic in nature, the text also emphasizes how managers can more effectively acquire,
develop, compensate, and manage the internal and external environment that relates to the management of human
resources.
In this latest edition of Sales Force Management, Mark Johnston and Greg Marshall continue to build on the tradition of
excellence established by Churchill, Ford, and Walker, increasing the book’s reputation globally as the leading textbook
in the field. The authors have strengthened the focus on managing the modern tools of selling, such as customer
relationship management (CRM), social media and technology-enabled selling, and sales analytics. It’s a contemporary
classic, fully updated for modern sales management practice. Pedagogical features include: Engaging breakout
questions designed to spark lively discussion Leadership challenge assignments and mini-cases to help students
understand and apply the principles they have learned in the classroom Leadership, Innovation, and Technology boxes
that simulate real-world challenges faced by salespeople and their managers New Ethical Moment boxes in each chapter
put students on the firing line of making ethical choices in sales Role Plays that enable students to learn by doing A
selection of comprehensive sales management cases on the companion website A companion website features an
instructor’s manual, PowerPoints, and other tools to provide additional support for students and instructors.
The Revolutionary Sales Approach Scientifically Proven to Dramatically Improve Your Sales and Business Success
Blending cutting-edge research in social psychology, neuroscience, and behavioral economics, The Science of Selling
shows you how to align the way you sell with how our brains naturally form buying decisions, dramatically increasing your
ability to earn more sales. Unlike other sales books, which primarily rely on anecdotal evidence and unproven advice,
Hoffeld’s evidence-based approach connects the dots between science and situations salespeople and business leaders
face every day to help you consistently succeed, including proven ways to: - Engage buyers’ emotions to increase their
receptiveness to you and your ideas - Ask questions that line up with how the brain discloses information - Lock in the
incremental commitments that lead to a sale - Create positive influence and reduce the sway of competitors - Discover
the underlying causes of objections and neutralize them - Guide buyers through the necessary mental steps to make
purchasing decisions Packed with advice and anecdotes, The Science of Selling is an essential resource for anyone
looking to succeed in today's cutthroat selling environment, advance their business goals, or boost their ability to
influence others. **Named one of The 20 Most Highly-Rated Sales Books of All Time by HubSpot
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A new edition of the most popular book of project management case studies, expanded to include more than 100 cases
plus a "super case" on the Iridium Project Case studies are an important part of project management education and
training. This Fourth Edition of Harold Kerzner's Project Management Case Studies features a number of new cases
covering value measurement in project management. Also included is the well-received "super case," which covers all
aspects of project management and may be used as a capstone for a course. This new edition: Contains 100-plus case
studies drawn from real companies to illustrate both successful and poor implementation of project management
Represents a wide range of industries, including medical and pharmaceutical, aerospace, manufacturing, automotive,
finance and banking, and telecommunications Covers cutting-edge areas of construction and international project
management plus a "super case" on the Iridium Project, covering all aspects of project management Follows and
supports preparation for the Project Management Professional (PMP®) Certification Exam Project Management Case
Studies, Fourth Edition is a valuable resource for students, as well as practicing engineers and managers, and can be
used on its own or with the new Eleventh Edition of Harold Kerzner's landmark reference, Project Management: A
Systems Approach to Planning, Scheduling, and Controlling. (PMP and Project Management Professional are registered
marks of the Project Management Institute, Inc.)
The revised 13th edition of the essential reference for the prescribing of drugs for patients with mental health disorders
The revised and updated 13th edition of The Maudsley Prescribing Guidelines in Psychiatry provides up-to-date
information, expert guidance on prescribing practice in mental health, including drug choice, treatment of adverse effects
and how to augment or switch medications. The text covers a wide range of topics including pharmacological
interventions for schizophrenia, bipolar disorder, depression and anxiety, and many other less common conditions. There
is advice on prescribing in children and adolescents, in substance misuse and in special patient groups. This worldrenowned guide has been written in concise terms by an expert team of psychiatrists and specialist pharmacists. The
Guidelines help with complex prescribing problems and include information on prescribing psychotropic medications
outside their licensed indications as well as potential interactions with other medications and substances such as alcohol,
tobacco and caffeine. In addition, each of the book’s 165 sections features a full reference list so that evidence on which
guidance is based can be readily accessed. This important text: Is the world’s leading clinical resource for evidencebased prescribing in day-to-day clinical practice and for formulating prescribing policy Includes referenced information on
topics such as transferring from one medication to another, prescribing psychotropic medications during pregnancy or
breastfeeding, and treating patients with comorbid physical conditions, including impaired renal or hepatic function.
Presents guidance on complex clinical problems that may not be encountered routinely Written for psychiatrists,
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neuropharmacologists, pharmacists and clinical psychologists as well as nurses and medical trainees, The Maudsley
Prescribing Guidelines in Psychiatry are the established reference source for ensuring the safe and effective use of
medications for patients presenting with mental health problems.
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