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Other Books by Alfred 1ack

) 1000 WAYS TO INCREASE YOUR SALES

15/~ net

A Demy Octavo
\ H.vrun- vear 1§00 sales exccutives and salesmen are p:ngt‘:all:.:
trained in salesmanship by Alfred Tack, At the beginning of eacl
course they are told ; * We are passing on to you all that we lmfl-u:
learned in thirty years of selling and concrolling a large :=._::Ji:.~. argani-
cation”  Alfred Tack huy now put all these sales ideas into a book,
This is not & book of impossible theorics which no ordinary person
can put into practice; it contins the practical experiences of men
who arc in the field sclling for a livifges.

Compiled and edited by Alfrad Tack
PROFESSIONAL SALESMANSHIP

Demy Octavo 15/- met

In order to help raise the standard of salesmanship in this country,
thiry-five of Drita’s forcmost sales exccutives have contributed
articles to this boolk on what they consider to be the most important
and vital aspect of selling roday.

“ A most valoable manual which cannot fail to help cven the most
dic-hard salesman . . . rich in wisdom and practical experience . . . a
book that does great service to the selling profession.”

Bulletin of the Brittsh Soles Promotion Association

Compiled and edited by Alfred Tack
SUCCESSFUL SALES MANAGEMENT
Dremy Ocrava Hlustraged 30/~ net
To be published sarly in 1955

This J:-nu:!k 15 a must for all those concerned with safes promotion
of every kind, No matter how many years of experience a sales
manager may have, there is always something he can learn from
others ; and in this book is the combined knowledge of twenty-two of

the % ; 1 i
CouUniry’s most successful sales CRecutives—specialists in selling

| such varied commodities ag cheese, air-conditioning plant, petrol, and

air-freight services, to mention only a few. SUCCESSFUL SALES

MANAGEMENT provid : : 3
of selling. provides a mass of information covering all aspects:
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