SALES INGENTIVE
MISTAKES TO AVOID ~*

Sales less than they should be? Businesses frequently take a do-it-yourself approach to increasing
the bottom line. Discover the nine pitfalls that can plague a homegrown sales incentive.
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is the industry's only patented incentive solution and platform. It has demonstrated
results for over 600 programs and 700,000 salespeople. To see how easy it is to run a GoalQuest
program for your sales force or channel partners, visit
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