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Frank R. Horvath, Julie A. Vincent : 151 Quick Ideasto Motivate Your Sales Force before purchasing it in order
to gage whether or not it would be worth my time, and al praised 151 Quick Ideasto Motivate Y our Sales Force:

0 of 0 people found the following review helpful. Three StarsBy tathorneProduct arrived in the time promised as was
exactly as the description statedO of O people found the following review helpful. Nothing newBy Javier Mintilde;o
AndradeNothing new and nothing in dephth enough to be worth. It is not a bad read, maybe if you are new to the
salesforce world it could help you.0 of 0 people found the following review helpful. Praise for 151 Quick Ideasto


http://f3db.com/pub/links.php?id=B001N2MUVG

Motivate Y our Sales ForceBy Thomas Nightingalel found this book to be a fast-paced collection of pragmatic
techniques that would do more that motivate a sales force, it isagreat checklist of to-do's for most sales managers.
While some of the techniques will seem obvious to seasoned sales |eaders, there are dozens of useful tidbits buried
throughout the book. It's aworthwhile investment of time and money.

Traditional ways of mativating a sales force have included money, incentives, contests and even turnover (regardless
of performance). While it's true being a sales professional is not for everyone, thereis away to identify, build and
retain a top-notch motivated sales force. The trick isto build and keep a sales team that delivers sustainable results. The
insights included in this book are designed to shift your thinking about traditional ways of motivating sales
professionals you manage. It categorizes key sales-motivating management skills, tools and techniques while
incorporating the art and science of sales management, leadership and the human dynamic. In this book you'll learn:*
Coaching and Development* Sales force Processes and Systems* Keysto Sales force Leadership* Reward,
Recognition and IncentivesSales managers that learn, know and impement a next-in-class approach to motivating their
sales professionals will reap high rewards and beat their competition.



