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Learn the relationship-building secrets that lead to lifelongclients,
repeat customers, and endless referrals  In today's commoditized
marketplace, no matter what product orservice you sell, there's
probably someone somewhere able to offerit cheaper, faster, and
maybe even better. So how do youdifferentiate yourself from your
competitors? The Connectorsshows that the only thing that truly sets
you apart is the qualityof your relationships with your clients and
customers.  Everyone knows that relationships are important in
business. Yetmost people would admit that their relationships could
bebe



UNISA9963924969033162. Record Nr.

Titolo [Manuscript list of sixteen books, including Robert Whittington's 1525
edition of Declinationes nominum [[electronic resource]]

Pubbl/distr/stampa [not before 1526]

Descrizione fisica [4] p

Altri autori (Persone) WhittingtonRobert <d. ca. 1560.>

Soggetti Bibliography - England

Lingua di pubblicazione Inglese

Formato

Livello bibliografico

Note generali Title supplied by cataloger.
Reproduction of original in the British Library.

Sommario/riassunto eebo-0018

Materiale a stampa

Monografia



UNINA99108122834033213. Record Nr.

Titolo Contesting transformation : popular resistance in twenty-first-century
South Africa / / edited by Marcell C. Dawson and Luke Sinwell

Pubbl/distr/stampa London : , : Pluto Press, , 2012
New York : , : Palgrave Macmillan, , [date of distribution not identified]
©2012

ISBN 1-78371-212-0
1-84964-832-8

Descrizione fisica 1 online resource (320 p.)

Disciplina 303.4840968

Soggetti Social movements - South Africa
Social movements - Political aspects - South Africa
South Africa Politics and government 21st century
South Africa Social conditions 21st century

Lingua di pubblicazione Inglese

Formato

Livello bibliografico

Note generali Description based upon print version of record.

Nota di bibliografia Includes bibliographical references and index.

Materiale a stampa

Monografia


