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101 Business Ideas That Will Change The Way You Work takes fascinating findings from world-class business 
research and shows you how to become cannier and more effective at work. 

 

Among other vital findings, discover: 

-   When you should trust your gut instincts 

-   Why being too agreeable could hold back your career progression 

-   How to tell when your CEO is lying 

  

This illuminating book not only tells youwhatyou need to know to stay one step ahead, but why you need it 
and how to do it. 
 
Author Bio 
Antonio E. Weiss is a writer and management consultant.  His previous book, Key Business Solutions, also 
published by Financial Times Press, was shortlisted for the Chartered Management Institute Book of the Year 
Award 2013, featured as a WHSmith Business Bestseller, and has been translated into several languages across 
the globe.  He also writes regularly for publications such as theGuardian and Prospect, presents at conferences 
on economic, business and political issues, and has been featured on international media including ABC Radio 
Australia and BBC Radio 4.  As a consultant, he has advised leading public and private sector bodies on major 
strategy, capability building and performance improvement issues.  Antonio is also a board member of one of 
the largest Further Education colleges in London.  He holds a Bachelor’s degree (First Class) and Master’s 
degree (Distinction) in History from the University of Cambridge. 
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No-one ever tells you what it really feels like to be an entrepreneur. What you actually have to go through when you chase 

ambitions and fortunes. 
 

However, in his new book, Confessions of an Entrepreneur , Chris Robson does. 
 

It’s not a book about business plans and choosing the right business ideas. Those books already exist. This doesn’t. 
 

This is a book about the emotional issues that other business books ignore – the sacrifices you make, the struggle to choose 

and work with the right partner(s), the strain of uncertainty and potential failure, the dizzying and addictive highs of success, 

the challenge of building and motivating a team – everything that you will experience when you start a new business. It’s 

about the journey every single entrepreneur has to take – and it’s this journey, not just the destination, that you have to learn 

to love if you’re going to be a great entrepreneur. 
 

And you don’t just hear from the author alone, you are invited to read the raw, honest stories from some of the most talented 

entrepreneurs on this planet, including Bill Gross of Idealab, Roland Rudd of Finsbury Communications, Jo Fairley of Green & 

Black’s, Nick Wheeler of Charles Twyritt, William Reeve of LoveFilm and many others. For the first time, they’ll tell you what 

they really had to go through to follow their dreams right through to the end – bitter, sweet or both! 
 

Author Bio  

Chris Robson is a CEO and a serial entrepreneur. He has a track record of creating significant growth and profit across a 

range of marketing services, digital and media businesses. In the 80’s Robson cut his teeth with Hanson before becoming the 

youngest Director of advertising agency DMB&B. After completing an MBA at London Business School, he built up and 

floated the Internet services company, Syzygy, on the German Stock Exchange in 2000, raising 55m€ and with a market 

valuation of 240m€. He is a Founding Director of Ink publishing, the world’s largest producer of in-flight media and was CEO 

of Edengene the leading growth and innovation consultancy where he advised companies like Coca-Cola, Unilever, GSK, 

PepsiCo, RBS, Santander, O2 & J&J. More recently he co-founded the You Wish Group, providing innovative Internet services 

to large companies and raising investment for a new service launching in autumn 2010. 

 

Praise for the book 

“Hard hitting, no holds barred, crash course into the world of the entrepreneur.” 

Lord Bilimoria CBE, DL – Founder and Chairman of Cobra Beer 

“More like an outright thriller than a business book. It brings to life the raw excitement and sheer terror of being an 

entrepreneur.” 

Guy Browning, Writer, Broadcaster, Creativity Guru 

“Chris manages to map the DNA of successful entrepreneurs in an entertaining and hugely readable way. A must read for 

anyone who wants a window into the mind of the entrepreneur.” 

Roland Rudd, Founder of Finsbury, International Communications Group 
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With over 650 tips, tactics, techniques and thought provoking business questions, The Financial Times Guide to New Business 

Development is the authoritative, down-to-earth guide to attracting more customers and clients, getting them to pay the prices you 

want and influencing them to recommend others to buy from you as well. 

• What do we have to do to be more successful? 

•  

• How do we attract new customers and clients? 

•  

• How do we work more effectively with the customers or clients we already have? 

•  

• How do we generate more profit? 

By the time you have read and digested the 650+ tips, tools, techniques and strategic questions in this book you will have the 

answers to all of these questions. You will also know what to do to get bigger and better results. 

“I am 100% confident that you will find the book engaging, provocative and informative and that, if you follow the steps, you will 

automatically experience massive improvements in your business development results.” – Ian Cooper 

Shortlisted for the Innovation and Entrepreneurship category in the 2012 Chartered Management Institute's Management 

Book of the Year Awards. 

Author Bio  

Ian Cooper is one of Europe’s most experienced business development consultants, presenters and skills trainers. He is also one of 

the world’s leading advisors specialising in business development within the professional services sector. He has advised and 

helped over 800 organisations of all sizes over 27 years to attract and win huge amounts of business. Ian is also a successful 

entrepreneur in his own right having started, developed and run several business ventures. An experienced author, Ian has written 

and contributed to over 10 books, on a range of topics. 

 

 

  



 
ADVANCE INFORMATION 

 

Pan Macmillan India Rights: Indian Subcontinent 

 

 

REVIEWS 

“The Financial Times Guide to Business Development is inspirational. It is easy to read, hard to put down and there are absolute 

gems on every page. Read it and getfired up.” 

Jonathan Straight, Chief Executive, STRAIGHT plc, former winner of Entrepreneur of the Year Award 

"This is a game changer for any business wishing to grow and develop. Ian Cooper has a phenomenal understanding of the 

importance of delivering world class service to your clients and customers. I will encourage all members of the 360 legal group to 

purchase and treat this as their mantra!" 

Viv Williams, CEO 360 Legal Group 

“We have used Ian Cooper’s considerable skills on many occasions and he has shown us how to increase our conversion rate of 

enquiries to business from 30% to 75%. His new book, The Financial Times Guide To Business Development is almost a pocket book 

guide to his training, providing a real focus on how to get results. It not only explains what to do, but why, in an entertaining, 

pragmatic and anecdotal style”. 

Martyn Morgan, Managing Partner, QualitySolicitors Talbots 

“This simple no nonsense approach to business development and practical advice regarding customer service provides a recipe for 

success for any business regardless of size.” 

Wendy Atkin-Smith, Managing Director, Viking River Cruises UK Limited 

"It is worth getting this book for the 21 common sense business development truths alone. Painfully brutal in places, these truths 

should serve as a much needed wake up call, and I have never met a business that wouldn't benefit from applying them honestly to 

their situation. Ian Cooper has done UK Ltd a great service by spelling them out with such clarity, simplicity and power." 

Steve Pipe FCA, author of "The UK's best accountancy practices" and "Stress proof your business and your life" and former UK 

Entrepreneur of the Year 

"I thought I knew business development inside out. Then I read this witty, informative and practical book, and realised how much I 

didn't know. If you have a business that needs a boost, then it shows how anyone can become a ninja at business development". 

Heather Townsend, Author of 'The Financial Times Guide To Business Networking' 

"The Financial Times Guide To Business Development is thoroughly readable and no nonsense with immediately usable advice on 

every page. It is classic Ian Cooper ... clear, concise and common sense". 

Chris Spencer, General Counsel, EMIS Group plc 

“This book serves as a salient reminder that your business is failing if it doesn’t treat the customer as king in all it does. Packed with 

amusing anecdotes and practical tips, everyone in business would benefit from the lessons it provides. I challenge anyone to read 

this book and not find at least one area they can improve". 

Craig Holt, Chief Executive, QualitySolicitors 
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Go from ordinary to extraordinary with 7 essential soft skills. You need Adaptability, Resilience, Optimism, 
Integrity, Critical thinking, Pro-activity and Empathy to stay one step ahead. 
  

Our world is changing - so fast, so furiously, so ferociously - that to stand out at work you need to change what 
you're doing. And quickly. To get ahead, you need soft skills. To stay ahead you need The Advantage. 
  

Just doing your job won’t get you to the top, but what does it take? Soft skills are your secret weapon. 

These days we’re all working harder and longer, but finding it harder than ever to make an impact and get 
the results we want.  Traditional skills like being a good team player, a solid leader or a brilliant negotiator 
don’t seem to be as effective anymore. To really stand out, you need to be doing something different, 
something better. 

You need The Advantage. 

In this groundbreaking book, we set the scene for seven new skills that will propel you and your career forward. 
Through a combination of scientific research, no-nonsense advice, practical exercises and case studies, this 
book shows you how to understand, develop and use: 

Adaptability - respond effectively to challenges and grab new opportunities 
Resilience - learn from experience and attack the next challenge with equal boldness 
Optimism - be the most positive person you know 
Integrity - trust, values and honesty are the name of the game now as is authenticity 
Critical thinking - challenge assumptions and find solutions 
Pro-activity - thinking and acting ahead 
Empathy - respect and nurture your relationships 
  
STAY AHEAD OF THE COMPETITION. 
 
Author Bio 
Emma Sue-Prince is the Director of Unimenta, a company devoted to developing soft skills and effective 
behaviours in the workplace. She has over 15 years experience in the delivery of soft skills programmes, 
materials and qualifications and teacher training expertise both in the UK and internationally. 
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An idea can change the world... 
  

• How to serve the world's poorest people and make a profit 
• New strategies and tactics for building 

winning businesses in today's emerging markets 
• New bottom of the pyramid trends in technology, healthcare, consumer goods, finance, and beyond 
• Insights from top CEOs succeeding in emerging markets 
• New and updated case studies--from Jaipur Rugs' revolutionary supply chain to Reuters' data services for 

farmers 
Five years ago, C.K. Prahalad'sThe Fortune at the Bottom of the Pyramidshowed companies how they could reignite 
profits and growth by serving the world's five billion poorest people. Hundreds of firms have successfully taken that 
path--building large, profitable businesses that are reducing poverty and eliminating human misery at the same 
time. 
  
Now, Prahalad has updated his extraordinary book to reflect the lessons of the past five years: business-building 
strategies, techniques, and innovations proven to work in emerging markets. The fortune at the bottom of the 
pyramid: doing well by doing good or doing good by doing well! 
  
Inspired by C.K. Prahalad's breakthrough insights in the original edition ofThe Fortune at the Bottom of the Pyramid, 
a wide variety of firms are identifying, building, and profiting from new markets among the world's poorest people--
while at the same time helping eliminate poverty and human misery. Five years after this book's first publication, 
Prahalad's ideas are no longer isolated instances of innovations.  They are proven, widely practiced “reality. 
  
In this 5th Anniversary Edition, Prahalad updates his book to give readers a picture of how this idea is being 
implemented in poor regions around the world. 
  
Prahalad also offers an up-to-the-minute assessment of key questions such as: Is there truly a market? Is there 
scale? Is there profit? Is there innovation? Is this a global opportunity? Five years ago, executives could be hopeful 
that the answers to these questions would be positive. Now, as Prahalad demonstrates, they can be certain of it. 
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• Solving the unique problems faced by bottom of pyramid customers 

How to make a profit by helping people escape poverty and misery 
• Breakthrough forms of innovation for emerging markets 

From rugs to cellphones, finance to energy, supply chains to state-of-the-art technology 
• Building new ecosystems for wealth creation 

You can't do it alone--but you can do it together 
• Scaling up to impact the enterprise--and society 

Beyond “micro-businesses and prototypes: large presence, large wins 
 
Author Bio  
C.K. Prahalad was Paul and Ruth McCracken Distinguished University Professor of Strategy at the Ross School of 
Business, The University of Michigan. He was a globally recognized management thinker. Times of London and 
Suntop Media elected him as the most influential management thinker alive today in 2007. He coauthored 
bestsellers in management such as Competing for the Future, The Future of Competition, and The New Age of 
Innovation. He won the McKinsey Prize for the best article four times and received several honorary doctorates, 
including one from the University of London and the Stevens School of Technology. He worked with CEOs and senior 
management at many of the world’s top companies and was also a member of the Board of NCR Corporation, 
Pearson PLC., Hindustan Unilever Ltd., The World Resources Institute, and The Indus Entrepreneurs (TiE). 
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Clearly structured in 36 short sections, this practical book provides rapid, accessible advice on all the essential management 

challenges. 

 

Focusing on the manager’s key role - managing teams to get things done, this book looks at the essential parts of 

management from unusual perspectives and different angles. 

 

Structured with the busy manager in mind, you can dip into any section of the book and read it as an individual piece of 

advice or read it end-to-end to gain an overall picture of management. 

 
Author Bio 
Richard Newton is a skilled executive with 25 years experience in both line management and consultancy roles, across a 

range of sectors. He has degrees in mechanical engineering and economics and diplomas in software engineering and 

philosophy. Richard founded the company Enixus in 2005 to provide consultancy and interim management services. He has 

worked around the world and has written 7 books to date, including the FT Briefing on Change Management; The 

Management Consultant and The Project Manager’s Book of Checklists. 
 
“It is the kind of book that I wish I had had access to when I was starting my career – it would certainly have saved me a lot of 

time and trouble!” - Sir Anthony Cleaver, MA FBCS CCMI 

 

“Extremely important knowledge presented in a way that it highly readable, instantly digestible and can be put straight into 

action in the workplace – this is the stuff you wish you’d known when you were starting out." - Marian Lauder MBE FCMI, 

Director Alto42 Ltd 

 

“This is one of the most accessible and useful management books that I have come across in twenty years on management 

book reviewing. It is relevant to all levels of managers from those starting out to exceptional practitioners and is highly 

recommended.” - Andrew May, FIC CMC FCMI 
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Struggling to motivate your staff? 

 

Looking for ways to make your meetings more effective? 

 

Battling to get a decision from colleagues? 

 

Every manager, every day, at every level takes on challenges and problems that can be tricky to solve. 

You’re busy and you want quick answers that are guaranteed to work. 

 

The Top 50 Management Dilemmas provides help on the most common hurdles that managers face. It will help 

you understand every situation better so you know exactly what to do, fast. 

 

Whatever your challenge – an individual, your team, external clients, conflict, change or power – you’ll discover 

how to: 

 

• Get things done quicker, better and right – quickly understand what you need to do to get the best 

results 

• Develop stronger relationships – get the best from others, manage your team better and transform 

your dealings with clients 

• Build your problem-solving toolkit – avoid getting stuck and develop a powerful set of skills 

• Boost your reputation - be known as an adaptable, flexible and forward-thinking manager who always 

delivers 

 

This incredibly handy book has been specially written to ensure you can get to the best solution, in the quickest 

time, whatever the scenario. 

 

Author Bio  

Sona Sherratt is an Ashridge faculty member since 2003, teaching tailored executive and qualification 

programmes. She has delivered senior leadership and general management programmes for clients around the 

world. 
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Before becoming Director of the Ashridge Masters in Management and an Associate Professor at Hult 

International Business School, Roger Delves was Programme Director in Cranfield's Centre for Customised 

Executive Education. 

REVIEWS 

 

'A must read for busy managers who want pragmatic, easy to implement solutions to management challenges.' 

Samantha Rockey, Group Leadership Development Executive, SABMiller plc 

'Does what it says on the tin ... clear guidance on what to do and what questions to ask' 

James Percival, Vice President, Operations Finance EMEA, Hilton Worldwide 

'An incredible tool to have at your fingertips' 

Mark Eastham, Multi Channel Director, Carphone Warehouse 

'At last a management book that is full of practical advice not theory!' 

Brian May, Chief Executive, Renew Holdings Plc 

'This extremely practical and easy to read management book is aimed at the busy manager who is able to dip 

into the book to seek advice on particular issues.' 

Ed Goodwyn, Partner, Pinsent Masons LLP 
 


