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Despite its importance in the history of Ancient science, Menelaus’
Spherics is still by and large unknown. This treatise, which lies at the
foundation of spherical geometry, is lost in Greek but has been
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preserved in its Arabic versions. The reader will find here, for the first
time edited and translated into English, the essentials of this tradition,
namely: a fragment of an early Arabic translation and the first Arabic
redaction of the Spherics composed by al-Mhn /al-Haraw, together
with a historical and mathematical study of Menelaus’ treatise. With this
book, a new and important part of the Greek and Arabic legacy to the
history of mathematics comes to light. This book will be an
indispensable acquisition for any reader interested in the history of
Ancient geometry and science and, more generally, in Greek and Arabic
science and culture.
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Use the power of questions to accelerate your sales process and gain
client commitment.  Skillfully build rapport. Establish your credibility.
Uncover a client's issues. Determine if your prospect is really ready to
buy. Get commitment to a next step.  Power Questions to Win the Sale
provides specific strategies and techniques to help you successfully
manage the most common challenges in sales. For each step in the
sales process, it gives you a series of thoughtful questions that will
help you rapidly turn a contact into a client.    Drawing on the author's
bestselling


