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What the Dog Saw
by Malcolm Gladwell

Why Barney Likes It: This is the most readable book about products that I've ever
come across. The story about mustard and ketchup is a classic.

The Starbucks Experience
by Joseph A. Michelli

Why Barney Likes It: This book is a manifesto about how to engage customers. |
believe that Starbucks does it as well as anyone else in the country. And being from
Seattle gives it a local flavor that most people can relate to.

The Nordstrom Way
by Robert Spector & Patrick McCarthy

Why Barney Likes It: Another local example of both getting and keeping customer
loyalty. This company really knows how to do it.
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https://www.amazon.com/What-Dog-Saw-Other-Adventures/dp/0316076201/ref=sr_1_1?s=books&ie=UTF8&qid=1480345537&sr=1-1&keywords=what+the+dog+saw
https://www.amazon.com/Starbucks-Experience-Principles-Ordinary-Extraordinary/dp/0071477845/ref=sr_1_1?s=books&ie=UTF8&qid=1480345568&sr=1-1&keywords=the+starbucks+experience
https://www.amazon.com/Nordstrom-Way-Customer-Service-Excellence/dp/1118076672/ref=sr_1_1?s=books&ie=UTF8&qid=1480345588&sr=1-1&keywords=the+nordstrom+way
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Give Your Elevator Speech a Lift!
by Lorraine Howell

Why Barney Likes It: This short guide helps you through the process of developing a
great elevator speech. This book is another great Seattle resource.
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H&E)KED Hooked: How to Build Habit-Forming Products

by Nir Eval & Ryal Hoover
i Why Barney Likes It: This is a new way to look at designing products. It brings
e structure to an area that is not well explored or understood - product development
Habit-Forming Products and design. Eyal introduces the "hook" model - which includes four components - (1)
NIR EYAL trigger, (2) action, (3) variable reward, and (4) investment.

WITH RYAN HOOVER
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https://www.amazon.com/Give-Your-Elevator-Speech-Lift/dp/1887542396/ref=sr_1_1?s=books&ie=UTF8&qid=1480345614&sr=1-1&keywords=give+your+elevator+speech+a+lift
https://www.amazon.com/s/ref=nb_sb_ss_i_2_7?url=search-alias%3Dstripbooks&field-keywords=hooked+how+to+build+habit-forming+products&sprefix=hooked+%2Cstripbooks%2C143&crid=29NSHU6UTIHDL

