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SALES FORCE MANAGEMENT

Sales Force Management, 9e remains the most definitive text in the field today.
Mark Johnston and Greg Marshall team up to maintain the quality and integrity
of earlier editions while aso breaking new ground with relevant new content for
the changing field. The familiar framework of thistext — from which instructors
love to teach — remains the same while relevant, real-world student learning tools
and up-to-date sales management theory and application have been added. The
framework has been developed to portray sales managers' activities as three
interrelated, sequential processes, each of which influences the various
determinants of salesperson performance. The three interrelated parts of the
framework, formulation of a sales program, implementation of the sales program,
and evaluation and control of the sales program, remain consistent and highly
relevant in the Sth edition. This edition integrates new, innovative learning tools
and the latest in sales management theory and practice.
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Sales Force Management, 9e remains the most definitive text in the field today. Mark Johnston and Greg
Marshall team up to maintain the quality and integrity of earlier editions while also breaking new ground
with relevant new content for the changing field. The familiar framework of this text — from which
instructors love to teach — remains the same while relevant, real-world student learning tools and up-to-date
sales management theory and application have been added. The framework has been developed to portray
sales managers activities as three interrelated, sequential processes, each of which influences the various
determinants of salesperson performance. The three interrelated parts of the framework, formulation of a
sales program, implementation of the sales program, and evaluation and control of the sales program, remain
consistent and highly relevant in the 9th edition. This edition integrates new, innovative learning tools and
the latest in sales management theory and practice.
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Editorial Review

About the Author

Mark W. Johnston is the Alan and Sandra Gerry Professor of Marketing and Ethicsin the Roy E. Crummer
Graduate School of Business at Rollins College in Winter Park, Florida. He earned his Ph.D. in Marketing in
1986 from Texas A&M University. Prior to receiving his doctorate, he worked in industry as a sales
representative for a leading distributor of photographic equipment. His research has been published in a
number of professional journalsincluding Journal of Marketing Research, Journal of Applied Psychology,
Journal of Business Ethics, Journal of Marketing Education, Journal of Personal Selling & Sales
Management and many others. Mark is also an active member in the American Marketing Association and
Academy of Marketing Science. Mark has been retained as a consultant for firmsin a number of industries
including personal health care, chemical, transportation, hospitality, and telecommunications. He has
consulted on awide range of issuesinvolving strategic business devel opment, sales force structure and
performance, international market opportunities, and ethical decision-making. Mark also works with MBA
students on consulting projects around the world for companies such as Tupperware, Disney, and Johnson &
Johnson. He has conducted seminars globally on arange of topicsincluding the strategic role of selling in the
organization, developing an ethical framework for decision-making, improving business unit performance,
and structuring an effective international marketing department. Mark continues to provide specialized
seminars to top managers on strategic marketing issues. For more than two decades Mark has taught
Marketing Management working with thousands of students. His hands-on, real world approach to marketing
management has earned him a number of teaching awards.

Greg W. Marshall isthe Charles Harwood Professor of Marketing and Strategy in the Roy E. Crummer
Graduate School of Business at Rollins College in Winter Park, Florida. He also serves as Vice President for
Strategic Marketing for Rollins College. He earned his Ph.D. in Business Administration from Oklahoma
State University, taking a marketing major and management minor, and holds aBSBA in marketing and
MBA from the University of Tulsa. Prior to joining Rollins, Greg was on the faculty at the University of
South Florida, Texas Christian University, and Oklahoma State University. Prior to returning to school for
his doctorate, Greg’'s managerial industry experience included thirteen years in consumer packaged goods
and retailing with companies such as Warner Lambert, Mennen, and Target Corporation. He also has
considerable experience as a consultant and trainer for a variety of organizations in industries such as
hospitality, financial services/insurance, defense contracting, consumer products, information technology,
government, and not-for-profit. Greg has been heavily involved in teaching Marketing Management at
multiple universities to both MBA and undergraduate students and has been the recipient of several teaching
awards both within his schools and within the marketing discipline. He is Editor of the Journal of Marketing
Theory and Practice and from 2002-05 was Editor of the Journal of Persona Selling & Sales Management.
Greg serves on the editoria review boards of the Journal of the Academy of Marketing Science, Industria
Marketing Management, and Journal of Business Research, among others. Greg's published research focuses
on the areas of decision making by marketing managers, intraorganizational relationships, and sales force
performance issues. Greg is Past President of the American Marketing Association Academic Division and
also was afounder and served for five years on its Strategic Planning Group. He is a Fellow and Past-
President of the Society for Marketing Advances, presently serves as President-Elect for the Academy of
Marketing Science, and is amember of the board of directors of the Direct Selling Education Foundation.

Users Review

From reader reviews:



Maria Gomez;

Reading a e-book can be one of alot of activity that everyone in the world likes. Do you like reading book
thus. There are alot of reasons why people enjoyed. First reading a publication will give you alot of new
data. When you read areserve you will get new information since book is one of several waysto share the
information or maybe their idea. Second, studying a book will make a person more imaginative. When you
reading through a book especialy fiction book the author will bring you to imagine the story how the
personas do it anything. Third, you are able to share your knowledge to some others. When you read this
Sales Force Management, you are able to tells your family, friends along with soon about yours guide. Y our
knowledge can inspire the others, make them reading a book.

Brenda Burrows:

This Sales Force Management is completely new way for you who has interest to look for some information
asit relief your hunger details. Getting deeper you in it getting knowledge more you know or perhaps you
who still having little digest in reading this Sales Force Management can be the light food for you because
the information inside this book is easy to get simply by anyone. These books produce itself in the form that
is reachable by anyone, yes | mean in the e-book type. People who think that in reserve form make them feel
tired even dizzy this reserve is the answer. So there isn't any in reading a e-book especially thisone. You can
find what you are looking for. It should be here for you. So, don't missit! Just read this e-book sort for your
better life as well as knowledge.

Margaret Thompson:

A lot of guide has printed but it is unique. Y ou can get it by web on social media. Y ou can choose the most
effective book for you, science, comedy, novel, or whatever by searching fromit. It isidentified as of book
Sales Force Management. You'll be able to your knowledge by it. Without leaving behind the printed book, it
could possibly add your knowledge and make you happier to read. It is most essentia that, you must aware
about guide. It can bring you from one destination to other place.

Carl Harber:

Some individuals said that they feel fed up when they reading a e-book. They are directly felt this when they
get ahalf areas of the book. Y ou can choose the book Sales Force Management to make your own personal
reading isinteresting. Y our current skill of reading expertise is devel oping when you such as reading. Try to
choose basic book to make you enjoy to study it and mingle the impression about book and reading
especially. Itisto beinitial opinion for you to like to available a book and study it. Beside that the guide
Sales Force Management can to be your new friend when you're sense alone and confuse in doing what must
you're doing of thistime.
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