
 
Gabe.Trahan@ncpanet.org Twitter: @NCPAGabe   ©2014 NCPA 

 
 

Gabe’s Book Recommendations 
 

Here are five books I recommend you read to become an expert merchandiser and marketer: 
 

 The Wizard of Ads: Turning Words into Magic and Dreamers into Millionaires    
By Roy H. Williams (Bard Press, 1998)     
 
This book is my favorite, and a must read for anyone looking to understand how our minds interpret 
marketing and presentation.  It is an easy read, too; most chapters are no more than two pages long, 
and every chapter is a gem.  It’s my favorite gift to send to my friends.  Make sure to read Chapter 39, 
“Idiots Are Out To Get Me.”  I know of no one who teaches better than Mr. Williams. 

 

 The Passion for Excellence: The Leadership Difference 
By Nancy Austin & Thomas Peters (Grand Central Publishing, 1989) 
 
This book was first published on January 4, 1989, but is still relevant today and guaranteed to inspire!  
This is a must read for anyone in management.  Read how unique, independent business people turned 
their passions into success stories.  I still have my copy by my bedside.   

 

 The Tipping Point: How Little Things Can Make a Big Difference 
By Malcolm Gladwell (Back Bay Books, 2000) 
 
Before you can be an effective merchandiser or a compelling marketer, you must first understand how 
trends are started, how ideas are implemented, and how social behavior drives sales.  This is the only 
book that I have ever read twice back to back.  I’m ready to read it again.  Mr. Gladwell is a genius.  
Learn from him.  

 

 Why We Buy: The Science of Shopping 
By Paco Underhill (Simon & Schuster, 2008 revised edition)  
 
After I read Why We Buy, I implemented a handful of the 
ideas that I had taken from book.  I was quickly promoted and 
given a very nice increase in salary.  The book was first 
published in 2007 and is possibly more relevant today than it 
ever was before.  This book is crammed with a wealth of retail 
insight.  Don’t lend this book to anyone because they will not 
return it.  By the way, if you have my copy, I would like it back. 

 

 Good to Great: Why Some Companies Make the 
Leap…and Others Don’t 
By Jim Collins (HarperBusiness, 2001) 
 
Chapter One: “Good is the Enemy of Great.”  Just the title of the chapter is a lesson in itself.  The section 
on leadership needs to be placed in everyone’s memory banks.   
 

 
-- Gabe Trahan, Senior Director of Store Operations and Marketing 


