Newsletter Inserts
#1
Sales compensation plans expire at the end of the fiscal year. Avoid ineffective last minute “tweaks” to pay plans. McGraw Hill announces publication of the 2nd Edition of “Compensating The Sales Force” by David Cichelli, a noted expert in sales force effectiveness. To learn more visit www.compensatingthesalesforce.com.
#2
Just in time for 2011 sales compensation re-design, McGraw Hill releases the 2nd Edition of “Compensating The Sales Force”  by David Cichelli, Senior Vice President of The Alexander Group, a sales effectiveness consulting firm. To learn more visit www.compensatingthesalesforce.com
#3
Get the first and only practical book on sales compensation: “Compensating the Sales Force” by David Cichelli (McGraw Hill). This practical how-to guide provides step-by- step instruction to develop winning sales compensation solutions. David Cichelli is Senior Vice President of The Alexander Group, Inc., a national sales effectiveness consulting company. David is located in Scottsdale, AZ. Visit www.compensatingthesalesforce.com to learn more.
#4.
David Cichelli’s new book, “Compensating The Sales Force” is now available in its 2nd Edition from McGraw Hill. David is a noted expert in sales compensation design. He is the author of several sales compensation courses, and has worked with such clients as Starbucks, Federal Express, Microsoft, and Charles Schwab. David is Senior Vice President of The Alexander Group, Inc., a national sales effectiveness consulting company. Visit www.compensatingthesalesforce.com to learn more.
