
 

 

For further Reading 
 
The link to www.amazon.de is there so that you can quickly and easily access a write-up to the book.  
The sample respresent the stand from January 2010. I will of course provide extracts of the literature 
in my seminars for your review.  
 
Should you have any further questions or comments please do not hesitate to contact me under the 
following address:  

Contact: info@scholz-management.de  
 

Your  Carsten Scholz 
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