LLR

20 Business and Leadership Books for CEOs

Private-equity backed CEQOs share the books that have helped them build great businesses. Titles were
collected at LLR Partners' annual CEO Collaborate forum for portfolio company leaders.
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Turn the Ship Around
L. David Marquet

Mastering the Rockefeller Habits 2.0

How a Few Companies
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Verne Harnish

and the team at Gazelles

Scaling Up

Verne Harnish

The Disciplined Pursuit of Less

GREG McKEOWN

Essentialism

Greg McKeown

AM

the FIVE
DYSFUNCTIONS

ofa TEAM

TEAM ASSESSMENT

PATRICK LENCIONI

The Five Dysfunctions
ofaTeam

Patrick Lencioni

COMPETITIVE
STRATEGY

Michael E.

Competitive Strategy
Michael E. Porter

A MEMOIR BY.THE CREATOR OF NIKE
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Shoe Dog
Phil Knight

SCALING UP

EXPANDED EDITION

GET A GRIP ON YOUR BUSINESS

Traction

Gino Wickman
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BLUE OCEAN STRATEGY

BLUE OCEAN

SHIFT

BEYOND COMPETING

PROVEN STEPS TO INSPIRE CONFIDENCE
AND SEIZE NEW GROWTH

M-} "RENEE MAUBORGNE

Blue Ocean Shift

W. Chan Kim | Renée
Mauborgne

WILLIAM ONCKENJR.

Managing Management
Time

William Oncker, Jr.

From Co-Creator of

NETFLIX

Culture Deck

POWERFUL

Building a Culture of
Freedom and Responsibility

Patty McCord

Powerful
Patty McCord

CHOICE

Jim Collins

MortenT.Hansen

Great by Choice

Jim Collins | MortenT.
Hansen

BEN HOROWITZ

The Hard Thing About
Hard Things

Ben Horowitz

NEW YORK TIMES BESTSELLER

SIMON SINEK

START WITH WHY

Leaders Eat Last

Simon Sinek

SITUATION - PROBLEM - IMPLICATION - NEED-PAYOFF
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SELLING

IHE BEST-VALIDATED SALES
METHOD AVAILABLE TODAY.
DEVELOPED FROM RESEARCH
STUDIES OF 35000 SALES
CALLS.USED BY THE TOP
SALES FORCES ACROSS

———THE WORLD.

Spin Selling
Neil Rackham

Good to Great

Jim Collins

GEOFFREY A. MOORE

Author of Crossing the Chasm and Living on the Fault Line

A BusinessWeek Bestseller

Strategies for Developing, Leveraging,
and Surviving Hypergrowth Markets

Inside the Tornado

Geoffrey A. Moore

THE CEO
WANTS YOU
T0 KNOW

HOW YOUR COMPANY
REALLY WORKS

COAUTHOR OF EXECUTION
HE OISCIPLINE OF OETTING THINGS OONE

What the CEO Wants
You to Know

Ram Charan

OVER 2 MILLION COPIES SOLD
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Getting Out of
the Box

ARBINGER -NSTITUTE

Leadership and Self-
Deception

Arbinger Institute

Foreword by
Neil Rackham, author of SPIN Selling
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THE SALES —
ACCELERATION

FORMULA —

Using Data, Technology, and
Inbound Selling to go from
$0 to $100 Million

MARK ROBERGE

The Sales Acceleration
Formula

Mark Roberge

THE LAST

WORD
ON

The Last Word on
Power

Ram Charan



