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The original Bid Manager's Handbook continues to provide an invaluable resource in the battle to win new business. Winning
significant business on the right terms is an increasingly complex, challenging and time-consuming task, and a successful bid is a
vital part of any business offering its services or products to another. This book will help you to enhance the probability of success
in winning bids at the desired margins and to set up and run effectively a bid management team. The Handbook is aimed at sales
staff managing multi-disciplinary bid teams, and project and technical managers who find themselves managing a bid to support a
sales campaign. Taking a practical approach and using real-life examples, David Nickson leads the reader through every stage of
planning for, producing and delivering a bid. Crucially it also shows how to save time - the most important commodity in any bid without affecting quality. Now the original Bid Manager's Handbook has been repackaged to include additional material that
expands on the writing and editorial side of the bid, the use of bid management software and the bid review process.
The way an organization manages and disseminates its knowledge is key to informed business decision-making, effectiveness
and competitive edge. Because knowledge management is not a one-size-fits-all method, you need a framework tailored to your
organization and its priorities. The Knowledge Manager's Handbook takes you step by step through the processes needed to
define and embed an effective knowledge management framework within your organization. Knowledge management experts Nick
Milton and Patrick Lambe draw on their practical experience as consultants and project leaders to guide you through each stage of
creating and implementing a knowledge management framework to answer your organization's specific needs. The framework
takes into account the four essential aspects of knowledge management - people, processes, technologies and governance - and
shows how each of these can be optimized to unlock the value of your organization's knowledge. With international case studies
from organizations of all sizes and sectors, and user-friendly templates and checklists to help you implement effective knowledge
management procedures, The Knowledge Manager's Handbook is the end to end guide to making a sustainable change in your
organization's knowledge management culture.
At what stage in the process do commercial projects go wrong? Some of the worst problems (unrealistic objectives, faulty
assumptions, and poorly understood constraints) are 'programmed in' at conception when the bid is written, long before the project
manager is brought on board. If the bid is misconceived, no amount of clever project management is going to recover the situation.
Involving the designated project manager at the bidding stage is becoming the norm in many commercial organizations. Some
make the project manager the bid manager so they can direct all aspects of the project's conception. Getting the bid right is the
essence of planning for project success, and is the main theme of this book. However, many project managers are unfamiliar with
the pitfalls of competitive bidding and don't know how to balance a compelling sales message against a realistic delivery plan. Bid
Writing for Project Managers will guide prospective project managers through the bid-writing lifecycle, providing comprehensive
guidelines and numerous tips on how to craft a winning bid and how to set the project up with the best possible chance of success.
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Outsourcing has increased and developed immensely in scope, sophistication and ambition over the last twenty years - and
continues to evolve. Information technology outsourcing is potentially highly complex and risk-laden, especially for the fast growing
areas of business process and transformational outsourcing, and where whole departments or business areas are outsourced.
Decisions taken by the customer at the outset have long term ramifications: they need to ensure that the processes are flexible
enough to deal with change, maintain necessary levels of security, avoid abandoning management of key resources and prevent
costs spiralling out of control. It is essential to have a good contract to meet such challenges. All these issues and others, such as
intellectual property arrangements, the complexities of transferring staff, property and other assets, tendering procedures and
performance monitoring, must not be ignored and are addressed in the second edition of Rachel Burnett's successful Outsourcing
IT. Whether you are a supplier or a customer, it is vital to have a properly negotiated formal contract if you are entering into an
outsourcing arrangement. A good contract needs careful planning and this book provides a comprehensive guide to the whole
process. Well-planned and well-structured outsourcing arrangements, by well-informed and well-advised customers, are far more
likely to work for both customer and supplier alike and Outsourcing IT - The Legal Aspects: Planning, Contracting, Managing and
the Law is the perfect place to start.
The ability to create and sustain partnerships is a skill and a strategic capacity that utilizes the strengths and offsets the
weaknesses of each actor. Partnerships between the public and private sectors allow each to enjoy the benefits of the other: the
public sector benefits from increased entrepreneurship and the private sector utilizes public authority and processes to achieve
economic and community revitalization. Partnership Governance in Public Management describes what partnership is in the public
sector, as well as how it is managed, measured, and evaluated. Both a theoretical and practical text, this book is a what, why, and
how examination of a key function of public management. Examining governing capacity, community building, downtown
revitalization, and partnership governance through the lens of formalized public-private partnerships – specifically, how these
partnerships are understood and sustained in our society – this book is essential reading for students and practitioners with an
interest in partnership governance and public administration and management more broadly. Chapters explore partnering
technologies as a way to bridge sectors, to produce results and a new sense of public purpose, and to form a stable foundation for
governance to flourish.
Competitive bidding for work is a long-established aspect of business within the professional services and consulting sector. For
many markets, pitching has become a critical element of both attracting and retaining business. Combating clients' demands and
intense competition, firms that want to win and retain business need business development and marketing teams that are experts
in creating compelling proposals. Strategic Tendering for Professional Services offers a masterclass in improving your pitching
skills and processes. Drawing on insights from current pitch and proposal professionals and client-side procurement teams,
Strategic Tendering for Professional Services provides end-to-end best practice guidance. From the crucial decision of which
request-for-proposals (RFPs) to respond to, right through to the all-important face-to-face presentation and post-pitch follow-up,
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this practical handbook leads readers through all stages of the process on best practice and strategies for success. Packed with
practical features to help readers put guidance into practice, Strategic Tendering for Professional Services also supports businesswide improvement with a clear analysis of the processes and systems available to support pitch assembly and reporting. Whether
you are a bid and proposal professional looking for extra tools, a business development or marketing manager providing support
and expertise to partners, or a professional wanting to improve pitching skills, this book will be key to winning opportunities that will
set the firm apart.
This edited volume offers thorough coverage of the business of investment banking, including much inside information based on
the extensive professional experience of the contributors. Comprising 32 chapters, covering every facet of investment banking,
from its historical origins in the U.S. to the current high-dollar activity in mergers and acquisitions. Contributors are noted
businessmen and academics from the U.S., Canada, Europe, and Japan. Chapters fall into eight sections: investment banking
today, raising capital, transactional activities, specialized financial instruments, tax-exempt financing, broker activities, commercial
banks and investment banking, and investment banking outside the United States. Raising capital is traditionally what investment
banking is all about, and the Handbook explains who does it and how it's done.

Tame, Messy and Wicked Risk Leadership introduces the concepts of societal benefit and behavioural risk, and
illustrates why project risk has followed a particular path, developing from the basis of engineering, science and
mathematics. David Hancock argues for, and offers, complimentary models from the worlds of sociology, philosophy and
politics to be added to the risk toolbox, and provides a framework to understand which particular type of problem (tame,
messy, wicked and wicked) may confront you and which tools will provide the greatest potential for successful outcomes.
Finally he introduces the concept of 'risk leadership' to aid professional in delivering projects in a world of uncertainty and
ambiguity.
Design management as a recognised role in the built environmentindustry is relatively new, initially arising from the need
forbetter co-ordination and delivery of design information from designteams to main contractors - particularly important as
procurementroutes involving contractor led design have become much morecommonplace. The advent of design
packages driven by specialistsub-contractors has also increased the need for co-ordination andmanagement of the
design process. With the growing complexity ofconstruction projects, effective design management is increasinglycentral
to project success. BIM, as it gains acceptance across theindustry will undoubtedly have a huge impact on project
deliveryprocess and the role of the Design Manager. The CIOB Design Manager’s Handbook covers subjectssuch as
design process and management tools, the role of the DesignManager, value management and innovation, procurement
routes andimplications, people dynamics, and factors that will affect thedevelopment of the Design Manager’s role in the
future,including BIM. It will ensure Design Managers understand theprocesses, tools and skills that are required to be
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successful inthe role, and will assist them in delivering real value to complexconstruction projects. Written for both the
Design Manager practitioner and students onconstruction related degree courses, anyone interested inconstruction
based design management will also find the bookuseful.
Despite many years of development, risk management remains problematic for the majority of organizations. One
common challenge is the human dimension, in other words, the way people perceive risk and risk management. Risk
management processes and techniques are operated by people, each of whom is a complex individual, influenced by
many different factors. And the problem is compounded by the fact that most risk management involves people working
in groups. This introduces further layers of complexity through relationships and group dynamics. David Hillson's and
Ruth Murray-Webster's Understanding and Managing Risk Attitude will help you understand the human aspects of risk
management and to manage proactively the influence of human behaviour on the risk process. The authors introduce a
range of models, perspectives and examples to define and detail the range of possible risk attitudes; looking both at
individuals and groups. Using leading-edge thinking on self-awareness and emotional literacy, they develop a powerful
approach to address the most common shortfall in current risk management: the failure to manage the human aspects of
the process. All this is presented in a practical and applied framework, rather than as a theoretical or academic treatise,
based on the authors' shared experiences and expertise, rather than empirical research. Anyone involved in
implementing risk management will benefit from this book, including risk practitioners, senior managers and directors
responsible for corporate governance, project managers and their teams. It is also essential reading for HR professionals
and others interested in organizational or behavioural psychology. This second edition is updated to strengthen the
understanding of individual risk attitudes and reinforce what individuals can do to manage those risk attitudes that are
leading them away from their objectives. For people who want to embrace this subject, the book highlights ways forward
that are proven and practical.
"This book provides a comprehensive analysis of IPOs. The chapters cover the latest information on a range of
fundamental questions, including: How are IPOs regulated? How are IPOs valued? How well does an IPO perform in the
short and long run, and what are the drivers of performance"-In Collaborative Business Design – Improving and innovating the design of IT-driven business services, Brian Johnson
and Léon-Paul de Rouw comprehensively explain how to use business service design (BSD) to formulate an effective
SDS that will help business and IT cooperate to create robust, efficient services that support business requirements.
The Financial Times Guide to Investingis the definitive introduction to the art of successful stock market investing.
Beginning with the very basics of why companies need investors and explaining what investors do, Glen Arnold takes
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you through the practicalities of buying and selling shares. He describes different types of investment vehicles and
advises you how you can be successful at picking companies, understanding their accounts, managing a sophisticated
portfolio, measuring performance and risk and setting up an investment club. The second edition of this bestselling
introduction to investing explains how the financial markets operate, shows you what you need to know to be successful
and encourages you to follow and act on your own judgements. Thoroughly updated to help you invest with skill and
confidence, new sections include: Online investing, website information and tools including screenshots and virtual
portfolios as well as computerised counterparty trading Detailed updating of tax rates and legislation, increases in ISA
allowances and revisions to capital gains tax A jargon-busting glossary to help you understand words, phrases and
investing concepts Recent Financial Times articles and tables which illustrate and expand on case studies and examples
Up-to-date statistics on the returns you can expect on shares and bonds Investing can be profitable and fun and The
Financial Times Guide to Investing 2nd edition, explains step-by-step both the essentials of investing as well as
describing how the financial markets really work. It details the practicalities of investing, such as how to go about buying
shares and describes the variety of financial securities you can buy, from bonds and unit trusts through to exchange
traded funds. Exploding the myths that only the wealthy can afford to buy and sell shares and showing you why you can
be just as successful trading on your own as you would be by employing a fund manager, this authoritative guide book
will help you build a profitable personal financial portfolio. What is investment The rewards of investment Understanding
stock markets Using the financial media Buying and selling shares Pooled investments Investing in bonds Futures and
options Financial spreadbetting Analysing companies and industries Mastering company reports and accounts Key
investment ratios and measures Ticks of the accounting trade Managing your portfolio Mergers and takeovers Taxation
and investors Measuring performance Investor protection Investment clubs
Aimed at Project Management Professionals who understand the PMBOK registered] Guide Third Edition processes and
wish to learn how to use Microsoft Office Project to plan and control their projects in a PMBOK registered] environment,
this user guide and training manual helps them discover how to gain the most from the software.
Packed with expert advice, this e-book bundle steers you throughevery step in the PRINCE2 and project management process frominitial planning to risk management and quality control. It alsocovers the techniques of Lean Six Sigma that will help you
achieveyour business goals by improving both the quality and efficiency ofyour projects. PRINCE2 For Dummies is the perfect
guide to using thisproject management method to help ensure its success. It takes youthrough every step of a project - from
planning and establishingroles to closing and reviewing - offering practical andeasy-to-understand advice on using PRINCE2.
Project Management For Dummies shows businessprofessionals what works and what doesn’t by examining thefield’s best
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practices. Readers will learn how to organise,estimate and schedule projects more efficiently. Lean Six Sigma For Dummies
outlines the key concepts ofthis strategy in plain English and explains how you can use it toget the very best out of your business.
Combining the leadingimprovement methods of Six Sigma and Lean, this winning techniquedrives performance to the next level.
Lucas Klöpfer erforscht die Anbieter-Team-Arbeit internationaler First-Tier-Automobilzulieferer, die sich in wettbewerbsartigen
Ausschreibungen um neue Aufträge der Automobilhersteller bewerben und hierfür ressourcenseitig hochgradig in Vorleistung
gehen. Die Forschungsschwerpunkte liegen in der Anbieter-Team-Bildung/-Rollenverteilung für eine strukturierte Anbieter-TeamGestaltung sowie in der operativen Anbieter-Team-Arbeit und der Identifikation von Ressourcenineffizienzen im
anbieterspezifischen Ausschreibungsprozess. Aus diesen beiden Forschungsschwerpunkten werden ganzheitliche
Handlungsempfehlungen für eine ressourceneffiziente Anbieter-Team-Arbeit internationaler Automobilzulieferer abgeleitet.?
The Bid Manager’s HandbookRoutledge
Inside strategies and tips for small businesses seeking government business. This guide takes the small business owner through
the different vehicles of the government procurement process, showing how the government selects a contract winner. It goes stepby-step from registration through the bidding process and beyond. And while the book is weighted to federal contracts, there is
plenty of coverage on winning state and local contracts as well. -- In 2006, small businesses won $77 billion in federal contracts -Slow economy forcing small businesses to procure more contracts, at all levels of government -- Inside strategies and tips: a vast
majority of small business owners know nothing about getting government contracts
This practical handbook offers a comprehensive guide to efficient project management. It pursues a broad, well-structured
approach, suitable for most projects, and allows newcomers, experienced project managers and decision-makers to find valuable
input that matches their specific needs. The Project Management Compass guides readers through various sections of the book;
templates and checklists offer additional support. The handbook’s innovative structure combines concepts from systems
engineering, management psychology, and process dynamics. This international edition will allow to share the authors' experience
gained in many years of project work and over 2,000 project management and leadership seminars conducted for BWI
Management Education in Zurich, Switzerland. This is an excellent handbook for practical project management in today’s world.
Prof. Dr. Heinz Schelle, Honorary Chairman of the GPM (German Project Management Association)The authors’ many years in
practical experience in setting up, implementing and managing projects shines through in this book. The book also reflects the
current trend towards increased social competence. I am therefore pleased to recommend this book as a basis for certification in
project management. Dr. Hans Knöpfel, Honorary President of the SPM (Swiss Project Management Association)
Large organisations can suffer badly when IT procurement goes wrong, but for small to medium-sized enterprises (SMEs), it can
be fatal. David Nickson guides the reader through the entire procurement process. Whether identifying the changing IT
requirements of a business, evaluating potential suppliers or managing them once appointed, this handbook enables the reader to
avoid the pitfalls which have brought down so many SMEs.
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Business Proposals play an extremely vital role in today's competitive Business-2-Business (B2B) sales, as it represents the
supplier's offer and the value that they can provide to the buyer. Many sales organizations spend a lot of money on building strong
Proposal Management practices. For individuals, it is a field that offers an extremely rewarding career. In the real world of Request
for Proposals (RFPs) and their responses, one can see a lot of variations (based on Industry, organization type and other relevant
factors). A one-size-fits-all scenario or format is never seen to exist. However, if fundamentals are understood well, then,
addressing any variation of the RFP is not difficult. This book is a beginner's guide to understand Business Proposal Management,
written in a simple way to help aspiring individuals. If YOU are new to the World of Proposals, and want to understand it, then this
book is JUST RIGHT FOR YOU!
The Winning Bid is an easy-to-read practical guide which will teach the reader how to think like a professional bid manager. It gives essential
advice on, amongst other things: PQQs and bid readiness, GIVE analysis, competitor analysis, grantwriting and funding bids best practice,
freedom of Information as a research and continual improvement tool, a view from the buyer's side - featuring feedback from buyers on their
experiences of being on the receiving end of bids, measuring bid performance over time, virtual team management, sharing bid best practice
with other Bid Managers through APMP membership and accreditation, LinkedIn groups, the new Cabinet Office feedback channel. It will
appeal to anyone engaged in bidding activity, from the bid novice to professional bid managers.
Managing Bids, Tenders and Proposals shows suppliers and vendors how they can gain competitive advantage by being more effective and
productive when pursuing sales opportunities and competing to win new contracts. Suppliers and vendors can also learn how to identify and
reduce delivery risk and commercial risk. Responding to requests-for-tenders (RFTs) and requests-for-proposals (RFPs) is frequently a
challenging time for the supplier and vendor bid teams. Within tight timeframes, they must finalise their win strategy, determine their delivery
plans and create compelling documentation that responds to the customer's questions and requirements. This essential reference work
explores what needs to happen when responding to RFTs and RFPs and explains the essential knowledge needed by the bid teams. In
clearly written and well-structured chapters, Managing Bids, Tenders and Proposals addresses everything a bid manager or bid team
member needs to know. Understanding profit, pricing, value and risk are essential for competitive pricing and profitable business. How
customers manage their procurement programmes drives the lifecycle of a sales opportunity. Sales governance based on objective criteria
identifies the right opportunities to pursue. Knowing what to look for in RFPs and RFTs helps to structure powerful bid responses.
Understanding contracts, finance and business cases protects the commercial position of the supplier or vendor. Mastering these topics
makes bid management a complete discipline that places a premium on leadership and managerial skills. Not only are the fundamentals of
bid management captured simply and concisely, Managing Bids, Tenders and Proposals also explains how to plan and manage a bid
response. Additional chapters define what makes a bid response compelling, as well as how to write and review bid documents to best
position your bid, tender or proposal. Managing Bids, Tenders and Proposals introduces the Bid.Win.Deliver Framework, a new and unique
approach for responding to sales opportunities. In 16 procedural steps, the Bid.Win.Deliver Framework guides bid teams through the
development process from identifying a sales opportunity to developing a compelling and competitive bid response. Any supplier or vendor in
any industry that submits bids, proposals and tenders will benefit from adopting the Bid.Win.Deliver Framework. The framework provides a
clear roadmap for implementing best-practice bid management at suppliers and vendors in any industry or market. The Bid.Win.Deliver
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Framework equips any professional with the skills to lead and manage a bid response. For experienced bid managers, the Bid.Win.Deliver
Framework provides a common reference for discussion, reflection and professional development.
One hundred ways to motivate your sales teams to outsell each other and grow your profits In most retail stores, salespeople arrive at work
with little enthusiasm to sell. The truth is that retail selling can be a little boring. It's up to owners and managers to provide the spark and
motivation that inspires people to excel, even when store traffic is slow. One of the best ways to accomplish that is with selling games and
contests. The Retailer's Complete Book of Selling Games & Contests contains more than one hundred selling games and contests that any
retailer can use to motivate their staff, improve their sales skills, and generate extra sales during slow traffic periods. Geared toward retailers
of all industries and all sizes, from single stores to mega chains, this book will appeal to those with a vested interest in improving the
performance of their salespeople and driving sales higher. Details how to use games to sell specific merchandise, increase add-on sales, and
sell higher priced merchandise and groups of merchandise Outlines how to structure games and contests, when to run them, and for how
long Helps managers build their sales staffs' confidence and abilities through fostering a competitive spirit and rewarding high sellers Harry J.
Friedman is an international retail authority, consultant, and the most heavily attended speaker on retail selling and operational management
in the world today When you inspire your sales team to improve their skills and outsell each other, you'll boost your profits and outdo your
competition
Project Management, Planning and Control, Managing Engineering, Construction and Manufacturing Projects to PMI, APM and BSI
Standards, Seventh Editions an established and widely recommended project management handbook. Building on its clear and detailed
coverage of planning, scheduling and control, this seventh edition includes new advice on information management, including big data,
communication, dispute resolution, project governance, and BIM. Ideal for those studying for Project Management Professional (PMP)
qualifications, the book is aligned with the latest Project Management Body of Knowledge (PMBOK) for both the Project Management
Institute (PMI) and the Association of Project Management (APM), and includes questions and answers to help users test their
understanding. Includes new sections on data collection and use, including big data Contains major updates to sections on governance,
adjudication, BIM, and agile project management Focused on the needs and challenges of project managers in engineering, manufacturing
and construction, and closely aligned to the content of the APM and PMI ‘bodies of knowledge’ Provides project management questions and
answers compiled by a former APM exam assessor
This book is a must-have for anyone producing bids and proposals ranging from short covering letters through to tenders for major corporate
or government procurement. Its contents and practical advice will prove hugely beneficial for sales, marketing, project and technical staff and
for business students at all levels.
This title was first published in 2003. Winning significant business on the right terms is an increasingly complex, challenging and timeconsuming task, and a successful bid is a vital part of any business offering its services or products to another. This book aims to help you to
enhance the probability of success in winning bids at the desired margins and to set-up and run effectively a bid management team. Aimed at
two main groups of readers (sales staff managing multi-disciplinary bid teams and project and technical managers who find themselves
managing a bid to support a sales campaign) it's a resource for the battle to win new business. Taking an extremely practical approach and
using real life examples David Nickson leads the reader through every stage of planning for, producing and delivering a bid: knowing what
needs to be done; knowing how to present the information to the prospective client effectively; gaining the writing and editorial skills needed
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to put a sales case across; identifying the skills that are needed to manage a bid. It also shows how to save time - the most important
commodity in any bid as it is always a scarce resource - without affecting quality.
Going Corporate: A Geek's Guide shows technology workers how to gain the understanding and skills necessary for becoming an effective,
promotable manager or sought-after consultant or freelancer. Technology professionals typically dive deeply into small pieces of
technology—like lines of code or the design of a circuit. As a result, they may have trouble seeing the bigger picture and how their work
supports an organization’s goals. But ignoring or dismissing the business or operational aspects of projects and products can lead to career
stagnation. In fact, understanding the larger business environment is essential for those who want a management job, a consulting gig, or to
one day start a business. It’s also essential for those who have been promoted and find themselves flailing for lack of a business education.
Going Corporate: A Geek's Guide to the rescue! This book is designed to help readers gain management skills, insight, and practical
understanding of essential business and operational topics. Readers will learn to develop project and program management skills, deliver
service efficiently and improve processes, implement governance, analyze financial statements, and much more. After reading this book,
technology professionals will understand such things as enterprise architecture, IT operations management, strategic and financial
management—and how each relates to the others. Detailed case studies help cement an understanding of how an IT organization and its
workers succeed in the 21st century. This book: Illustrates how pieces of the business puzzle fit together to form a robust enterprise Prepares
readers to get promoted into management Explains the key management skills and knowledge required for a successful IT career
Provides information and advice on using the "earned value" method outside of large bureaucratic government projects as a means of
evaluting progress, and offers examples.
Every year the US federal government will spend roughly 100 billion dollars through competitive IDIQ (Indefinite Duration Indefinite Quantity)
contracts. When you add in contracts awarded by State governments and commercial organizations using very similar processes you’re
looking at 700 billion dollars’ worth of business. Getting a slice of that pie depends on how well you manage the contracting project. This is
because IDIQs are essentially empty contract structures which then require a second round of winning task orders. For contracts with the
government, this two-step structure which is specified in law and regulation, has specific pitfalls and opportunities which are rarely the subject
of contract and project management training. Salesky’s coaching style talks you through the specific challenges in the startup, management,
and closing of the IDIQ. This book gives a pragmatic and best-practice description of the entire life cycle of this type of contract offering you
the “inside advisor” you need to help you through the pragmatics issues of clients’, performers’, and bosses’ expectations.
Taking a fresh approach to fantasy sports, this guide covers strategies and techniques both unique to specific sports, and trends applicable to
all sports, while providing tips to help the casual player get the most out of every game.
You are about to learn the true secret of real estate investing real estate options. WHO really makes money in Real Estate? Realtors, sellers,
appraisers, the bank, brokers, mortgage brokers, closing companies, attorneys, taxing authorities, and lastly perhaps you the investor who
takes all the risk and does all the work, while having to evict tenants and clean up their mess after theyâe(tm)ve left. But there is a new,
unique and innovative method of investing in real estate. A Real Estate Option gives you control of a piece of real estate without actually
purchasing it. By having an option on a piece of property, you have the exclusive right to buy that property or not. A real estate option is
simply a contract between the seller and buyer giving you the legal right not obligation to buy the property at a set price for a predetermined
time. When you find a buyer for the property, you cash in your option and deposit a large check. Most real estate investment methods require
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you to sink a lot of your money, time, and effort into your investments. And it is a slow process, usually one property at a time, often part-time.
Using an option instead of purchasing means you do not have to deal with rental property, tenants, maintenance and repairs, taxes, mortgage
payments, commissions, or closing costs. In this new book you will learn how to control a vast real estate portfolio without ever buying the
property. Let the owner keep paying the mortgage, dealing with tenants and all of the costs. You zero in on the profits. Here is an example,
you locate a duplex worth $400,000, you purchase an option to buy it for $340,000 anytime within the next 120 days. On Day 60, you find a
buyer who will pay the full $400,000., you activate the option, pay the seller $340,000, and pocket $60,000. This is a simplified example, but
this new book details how to become a highly successful real estate option buyer, and it demonstrates step-by-step how to get started in this
highly rewarding investment strategy. Atlantic Publishing is a small, independent publishing company based in Ocala, Florida. Founded over
twenty years ago in the company presidentâe(tm)s garage, Atlantic Publishing has grown to become a renowned resource for non-fiction
books. Today, over 450 titles are in print covering subjects such as small business, healthy living, management, finance, careers, and real
estate. Atlantic Publishing prides itself on producing award winning, high-quality manuals that give readers up-to-date, pertinent information,
real-world examples, and case studies with expert advice. Every book has resources, contact information, and web sites of the products or
companies discussed.
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