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"This book assembles novel developments in organic corrosion
inhibitors and their applications. It covers all aspects of organic
corrosion inhibitors including green corrosion inhibitors and
mechanism of corrosion inhibitors. The book also provides a
fundamental, interdisciplinary approach as well as acts as primary
reading literature for researchers. Along with anticorrosive effects of
organic compounds the book also covers the latest developments in
the area of corrosion inhibition, future opportunities, challenges during
manufacturing, and advanced organic corrosion inhibitors in industry."
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Until recently, sales managers received no specific training for their
jobs. However, selling has become more complex with the emergence
of regulations and more sophisticated customers. Sales managers need
to inspire and achieve sales results by managing teams of professionals
and other resources. To do so, they need guidance on dealing with
issues that arise in these broader aspects of their role. This concise
guide for sales managers is based on a well-known sales management
technique called the 'customer portfolio matrix'. Beth Rogers weaves



her version of this throughout, enabling sales



