
On
-L

in
e S

tra
te

gi
c T

ra
in

in
g 

On-Line Strategic Training:  
Interactive Lessons, Video, Audio, and More

The Internet has opened up whole new possibilities for strategic training. 
Most people retain only 5 percent of what they read. Live training is powerful 
but it doesn't change people's habits. Nothing changes your people’s use of 
strategy like our on-line strategic training courses at StrategySchool.com. 

StrategySchool.com offers the fastest, easiest, and most complete on-line 
training in strategy in the world. Members learn not only the proven strategic 
system of Sun Tzu's The Art of War but how to apply that system to decisions 
they make every day. Our slide shows, audios, and videos are interesting and 
entertaining, and our unique Warrior Class lessons give people the practice 
they need to change their habits and mental reflexes. 

Even if it didn’t teach history’s most successful competitive philosophy, 
StrategySchool.com would still be the most revolutionary training system 
ever invented. It is built on a powerful truth that every other form of education 
ignores: people learn faster from their mistakes. 

In doing years of live training, we have discovered that people learn faster 
when they are free to fail. This is especially true of strategy, where every move is 
an experiment. To be successful in strategy, you must learn how to experiment 
safely and productively. With this in mind, we developed our Warrior Class les-
sons and their unique training methodology.  In real life, people make the same 
mistakes over and over. Our lessons force people to think about problems and 
make choices. We design our lessons so that your people can learn from their 
errors safely in our school rather than within your organization. 

Corporate On-Line Courses (Volume Discount Available)
Full Strategy School Annual Membership ($189.95). 
This annual membership includes access to all three parts of our 300+ 

Warrior Class lessons AND access to all the multimedia training material on 
www.strategyschool.com. This includes hours of video seminars,  audio books,  
MP3 downloads, slide shows covering every aspect of Sun Tzu's The Art of War, 
and exclusive audio and video content not available elsewhere.

Warrior Class Annual Membership ($119.95)
The Warrior Class lesson series covers over 300 strategic topics in over 

2,000 pages of content. The class consists of a series of challenging, interac-
tive on-line lessons that force users to master one level of skill before advanc-
ing to the next. Trainees are certified after completion. 

The Science of Strategy Institute:  
The World’s Leading Authority on Classical Strategy

The Science of Strategy Institute is the world's largest international orga-
nization teaching the science of strategy. We focus specifically on the classic 
principles of Sun Tzu's The Art of War. Our mission is to promote a broader 
understanding of classical strategy. We develop training materials; license 
trainers;  publish books, CDs, and DVDs; and administer on-line training. 

The Institute was founded by Gary Gagliardi. Gary Gagliardi is the best- 
known authority on the science of strategy in the world. As the leading expert 
on Sun Tzu's The Art of War, he has 
codified the principles of strategy 
for use in any competitive arena. 
Gary first became known as the 
founder and CEO of an Inc. 500 
software company. Today he is an 
internationally known speaker, 
award-winning author, and media 
strategy expert, who has appeared 
in hundreds of media interviews. 
His books have been translated 
around the world. 

The Science of Strategy Insti-
tute is an umbrella organization for: 

ScienceOfStrategy.com — Articles on strategy and Sun Tzu
Strategy-Shop.com — Books, CDs, and DVDs on strategy
StrategySchool.com — On-line lessons, videos, audios, and slide shows 
StrategyEvents.com — Live presentations on Sun Tzu's The Art of War
StrategyTrainers.com — Licensing trainers to teach strategy.

The Science of Strategy Institute was established in 1999. 

Contact Information
International:
The Science of Strategy Institute 
Voice: 1-888-786-8987 (USA) 
E-mail: BeckyW@ScienceOfStrategy.com
Fax: 1-206-546-9756 (USA) 
Postal mail: P.O. Box 33772, Seattle, WA 98133, USA

Why the World’s  
Best Organizations Study 
Sun Tzu's The Art of War

The Art of Strategy
The Science of Strategy 
Institute
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 Strategy at the Limits of Planning

Traditional planning has well-defined limits. Planning 
beyond those limits is not only wasteful but dangerous. Clas-
sical strategy is a better decision-making tool in competitive 
situations where information is always limited. The value of 
classical strategy is that its methods work when every move is 
an experiment to discover what works. 

Controlled environments, such a factory, an office, or a sup-
ply chain, consist of well-defined players whose actions can be 
directed. Because actions are directed, information about the 
future is good. Planning in these environments is not only use-
ful but necessary. The better the planning, the more predictable 
the result. Production meets prediction as planned.

 Our small islands of control sit in a vast, chaotic sea of 
competition. The step-by-step planning that works within 
controlled spaces does not work in these contested areas. 
Different plans collide, creating results that no one plans. In 
these murky, dynamic, turbulent environments, the only good 
information is about the past. Planning future actions based 
on the past is like trying to drive a car forward when you can 
only see out the rear window. 

The science of strategy offers a better way. Success in 
competition starts with accepting the limits of our control.  In 
competition, every move is an experiment. Most experiments 
fail. Classical strategy teaches us how to create more success-
ful experiments and, just as importantly, how to fail safely and 
productively. Instead of thinking about the steps in the plan, 
strategy teaches us to think about positioning.

Planning focuses on predictable outcomes, but good strat-
egy focuses on adjusting positions to unpredictable situations. 
The study of strategy arose from the military conflict, where 
Sun Tzu saw that plans never survived the first contact with 
the enemy. The winners were those who knew how to adjust to 
change, explore new territory, probe the opposition, and build 
advantageous positions that took advantage of the environ-
ment. 

Traditional planning defines a clear sequence of steps to-
ward a defined result. Classical strategy analyzes complex, dy-
namic situations to identify opportunities. Instead of a series 
of specific steps, good strategy is a recursive process. It seeks 
openings by probing the relative strengths and weaknesses of 
competitive positions. It moves into openings looking for a 
successful advance or better information about the competitive 
environment. 

Anyone within any organization who works on the compet-
itive frontier needs to master the tools of strategy. Salespeople 
need to develop a strategy not only for their territory, but for 
each account and each client call. 

The Science of Strategy Institute offers the most compre-
hensive training in strategy available in the world.  We offer 
award-winning books, live training for your next meeting, and 
on-line training that your people can access daily from their 
computer. Just winning one new account can pay for this train-
ing a hundred times over. 

Award-Winning Strategy Books

The Science of Strategy Institute started by publishing books for the 
corporate market. Since then, our titles have spread to bookstores and 
gift shops around the world. In the last few years, ten of our titles have 
won award recognition in seven non-fiction categories, including busi-
ness, career, and self-help. 

Below are our key business titles. 

The Art of War for the Sales Warrior, 
192 Pages. Paperback, $17.95. The Art of 
War is on the left-hand pages and the 
sales adaptation on the facing right-hand 
pages. Includes FREE MP3 audio book. 
Case Pack: 40/32

Strategy for Sales Managers, 192 Pages. 
Hardcover, $16.95. Independent Publish-
ers Award Business Finalist. Sun Tzu’s 
principles for managing salespeople. A 
companion to Sales Warrior. Case Pack: 32

The Art of War for the Management 
Warrior, 192 Pages. Paperback, $17.95. 
The Art of War is on the left-hand 
pages and the management adapta-
tion on the facing right-hand pages. 
Includes FREE MP3 audio book. 
Case Pack: 40/32

The Golden Key to Strategy: Everyday 
Strategy for Everyone, 192 Pages.  Hardcover, 
$15.95. 2006 Ben Franklin Award Winner 
in Self-Help. Forty-four fast and fun lessons 

in strategy for everyday life. Case 
Pack: 48 

The Warrior Class: 306 Lessons in 
Strategy, 352 Pages. 6” X 9”. Hard-
cover, $24.95. The book's 306 les-
sons in strategy explore the deeper 
meaning of Sun Tzu’s The Art of War. 
Case Pack: 20

Live Strategic Training:  
Exciting Keynotes, Seminars, and Workshops

Give your salespeople the weapons they need to win customers. Give your 
people the tools to act more competitively. Inspire your customers with a pow-
erful vision of your organization's strategic position. Give your organization an 
unfair advantage using the power of classical strategy.  

Gary Gagliardi began training organizations in strategy over twenty years 
ago. Today, the Science of Strategy Institute has trainers all over the world 
offering his proven programs on the strategic power of The Art of War.  Whether 
you need a “sage on the stage" or a “guide on the side," we offer an array of 
exciting presentations to meet your exact demands. We customize each pre-
sentation to the specific goals of your meeting.  Selecting from the hundreds 
of lessons that we have developed through the years, you get the inspiration 
keynote, educational seminar, or hands-on workshops that you desire. 

Art of War Strategy Keynote Addresses (60–90 minutes): Tailored to provide 
an inspirational, general overview of the power of your strategic position 
and educate the audience on the basics of positioning in Sun Tzu's science of 
strategy.  

Art of War Strategic Analysis Sessions (1 1/2 to 2 1/2 hours): These presenta-
tions are more interactive and educate the people at your event to use the basic 
tools of strategy to see the strengths and weaknesses in their strategic position 
and how to advance their position. 

Art of War Advanced Seminars (half-day): These seminars are for smaller 
groups that want to invest more time in learning how to perform strategic 
analysis and use the basic tools for advancing a position. Seminar strategic 
training runs from 3 to 4 hours. 

Art of War Strategy Workshops (1–4 days): In these sessions, we not only 
train your people but guide them to use their own experience in completing a 
usable strategic map, charting the group's near-term strategic direction toward 
its goals. 

What our customers say: 
“Gary recently addressed a group of our customers and salespeople, dis-

cussing the philosophy of strategic thinking. He hit a chord with the audience, 
providing them with tools to improve their business and personal planning." 
Ty Helms, Senior VP Sales, Hyatt Hotels

“We have heard many favorable comments about Gary's Art of War keynote 
address at our National Conference in San Antonio. In fact, it was the highest-
rated presentation of the entire conference. A great start—and please express 
our appreciation to Gary."  Richard E. Van Deusen, Executive Director, Communications 
Media Management Association 

“It was a great pleasure working with you, and all our people enjoyed the 
session. We will certainly give you a call if we need more help with Sun Tzu's 
strategy and/or the training materials." Evelyn Goh, Events Manager, Nokia 

“I have so many positive reviews from the audience—they really enjoyed 
the presentation.’” Maria “Lu” Pineda, Kraft Foods

“Is able to take...The Art of War and distill [it] into practical leadership meth-
ods that I can use.” Marv Mitchell, Mayo Clinic 

“You can use Nabisco and me personally as a reference anytime." Angela 
Nyugen, Nabisco

“One of the highest-rated speakers ever to come before our membership, 
and we can highly recommend [it] to others interested in helping their audi-
ences think more strategically.” John Clarkson, Boy Scouts of America 

The Institute’s Training Customers Include:

3M
Abbott Labs
ABC Corporate Services
Accenture 
ADP 
Allied Vaughn
American Express
Applied Materials
Boeing
Boy Scouts of America
BTI Canada
Campbell Soup
Cargill
Carlson Wagonlit Travel
Caterpillar
CCRA
Chubb and Sons
Citigroup
Communication  
  Media Managers 
  of America
Coors Brewing
Costco
Cummins
Dell Computer
Dillard's, Inc.
Direct Marketing Assoc.
Dish Network
EDS
Edward Jones and Company
Ernst & Young
Federal Express
Federated Department Stores, Inc.

Fermilab
Ford Motor Company 
Gannet Co.
General Dynamics
George Mason Univ.
Goodyear Tire and Rubber
Hickory Travel
Humana Inc.
Hyatt Hotels
IBM
Idaho Business League
Jardin’s
JC Penney 
John Hancock Financial
Johnson & Johnson 
JPMorgan Chase
KPMG
Kraft Foods
Lockheed Martin
Marriott International
Mayo Clinic
McGraw-Hill
Medtronic
Miller Brewing 
Mine Safety Appliance
Mississippi Power Company
Nabisco
Nationwide Insurance
Nokia
Nordstrom
Old Dominion Univ.
Prudential Financial

Qwest
Radius
RBC Dain Rauscher / Royal
 Bank of Canada
Reader’s Digest Assoc.
Sabre Holdings
Safeway Inc.
SATO Travel
SBC Corporation
SC Johnson and Son
Shell
Smith Travel 
Southern California Edison
Sprint 
Starbucks Coffee Company
State Farm Insurance
Tenent Healthcare
 Corporation
Texas Instruments 
The Limited Brands 
The Northern Trust Company 
The Thomson Corporation
The World Bank
T-Mobile
TQ3 Navigant CWT 
United Health Group
Univ. of Colorado Heath Science
Univ. of Texas
Univ. of Washington
URS
US Census Bureau

History’s
Most Proven

Strategic 
System
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