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Stockton B. Colt : The Sales Compensation Handbook before purchasing it in order to gage whether or not it
would be worth my time, and all praised The Sales Compensation Handbook:

2 of 2 people found the following review helpful. Excellent resourceBy Magic Mikel am a compensation professional
who has focused mainly on base pay. | am moving into variable pay and needed a refresher on the details of sales
compensation. In this business, it's all about the details. Thisis an excellent guide for anyone interested in the strategic
link between sales and rewards.O of 0 people found the following review helpful. Five StarsBy Charles William
BradshawGreat BookO of 11 people found the following review helpful. Disappointed BuyerBy NicolaM. Rowel was
disappointed with the quaility of the book. There was alot of yellow highlighting throughout the book and pen marks


http://f3db.com/pub/links.php?id=B001UHOWG0

and alot of text was underlined in pen and this was not called out in the comments on the quality of the book. | would
request that the seller call this out when reviewing the condition of the book.

"Now in an updated and expanded edition, The Sales Compensation Handbook provides the information and tools
needed to design and implement top-notch sales compensation programs. This authoritative reference from experts at
Towers Perrin provides guidance on all aspects of compensating salespeople, including cash and non-cash incentives *
base salary, bonus, and commission scales * team-selling roles and implications * linking compensation to company
culture, and much more. Sales managers and compensation professional s alike will find this comprehensive resource a
valuable tool for building sales rep productivity.”
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