SECOND EDITION

FULLY REVISED AND EXPANDED

COMPENSATING

NOW AVAILABLE IN 2ND EDITION

The classic guide to raising your bottom line
with the perfect sales compensation strategy

THE has been fully revised and updated.
The best-selling book now features over
R 40 winning sales compensation formulas.
Includes New Chapters:
A Practical Guide to * Global Sales Compensation

« Difficult to Compensate Sales Jobs ¢
 Compensating the Complex Sales Organization e

Designing Winning
Sales Reward Programs

David Cichelli is a Senior Vice President of The Alexander

* Over 40 Sample Plans - ‘ ' Group, Inc., a leading sales effectiveness consulting firm.
- Proven Formulas - David is a noted authority in sales compensation design,

- Tools for Global Sales Teams - : and an author and instructor for several sales compensation

- Rewards for Complex Sales Organizations - classes. He is a frequent speaker at national conferences.
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For more than 10 years, sales leaders have turned to Compensating the
Sales Force to help them identify problems in their sales compensation
program and how to create a sales compensation program that works for
their company. This 2nd edition will bring you up-to-date on setting target
pay, selecting the right performance measures and establishing quotas.

What others are saying about Compensating the Sales Force:
“Best book in sales compensation...”
“Practical...shows how to do it.”
“David’s vast experience is found in this book...”
“Profit from its advice...”

“A ‘must-have’ book for sales management, marketing,
finance, HR/compensation and sales operations...”

The For bookseller links, please visit:
Alexander www.compensatingthesalesforce.com
Group, Inc?®

Contact David at: davidcichelli@alexandergroupinc.com
SALES GROWTH CONSULTANTS




