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The De Gruyter Business Playbook Series consists of books that help the reader
master a specific business process. In an easily accessible and visually appealing
way, they offer practical concepts for improving business performance. Each book
in this series includes strong visual images and concise descriptive text designed
to help the reader learn and remember information. These books offer practical
solutions, tools and methods that can be used with colleagues and clients.

De Gruyter Business Playbooks are applicable in numerous areas of business,
from marketing to innovation management to product development.
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WHAT IS A PLAYBOOK?

A business playbook offers guidance, practical solutions and examples to any reader
who needs to improve their understanding of a particular business process.
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orders@degruyter.com
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Walter De Gruyter, Inc. c/o TrilLiteral, LLC
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THE SCALING VALUE
PLAYBOOK

lan Gray, John Bessant

SEP 2023

29.95 32.99 27.50

Pb

978-3-11-078947-8

THE FUTURE OF
LEARNING PLAYBOOK
John Bessant, Olga Kokshagina,
Kyriaki Papageorgiou

SEP 2023
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Tyers Book Sales Ltd
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Africa Connection
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