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Revised throughout, this classic text blends the most current sales management
research with real-life 'best practices of leading sales organizations. The authors
teach sales management, and interact with sales management professionals on a
regular basis. Their text focuses on the importance of employing different sales
strategies for different consumer groups, aswell as integrating corporate,
business, marketing, and sales strategies. The seventh edition of "Sales
Management" includes current coverage of the trends and issuesin sales
management, and equips students with a strong foundation and skills necessary
for the 21st century.All-new opening vignettes introduce each chapter; the
economical 10 chapter paperback format of the previous edition has been
maintained. All the 'Sales Management in the 21st Century' boxes have been
revised, and new sales executives have been added to the Sales Executive Panel.
To reflect the most recent thought and practice, the chapter on personal selling
has been completely revised. All chapters have been revised to include important
new topics and new company examples. To address important and contemporary
sales management issues, the section of long case studies has been updated to
include two new cases. Role-play exercises for ethical dilemmas and short cases
areincluded at the end of each chapter. An Instructor's Manual with learning
objectives, atest bank, PowerPoint presentation materials, and more is available
free asa CD or online to instructors who adopt the text.
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Revised throughout, this classic text blends the most current sales management research with real-life 'best
practices of leading sales organizations. The authors teach sales management, and interact with sales
management professionals on aregular basis. Their text focuses on the importance of employing different
sales strategies for different consumer groups, as well as integrating corporate, business, marketing, and sales
strategies.The seventh edition of "Sales Management" includes current coverage of the trends and issuesin
sales management, and equips students with a strong foundation and skills necessary for the 21st
century.All-new opening vignettes introduce each chapter; the economical 10 chapter paperback format of
the previous edition has been maintained. All the 'Sales Management in the 21st Century' boxes have been
revised, and new sales executives have been added to the Sales Executive Panel. To reflect the most recent
thought and practice, the chapter on personal selling has been completely revised. All chapters have been
revised to include important new topics and new company examples. To address important and
contemporary sales management issues, the section of long case studies has been updated to include two new
cases. Role-play exercises for ethical dilemmas and short cases are included at the end of each chapter. An
Instructor's Manual with learning objectives, atest bank, PowerPoint presentation materials, and moreis
available free as a CD or online to instructors who adopt the text.
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Editorial Review

About the Author

Thomas N. Ingram (Ph.D., Georgia State University) is department chair and professor of marketing at
Colorado State University. Before commencing his academic career, he worked in sales, product
management, and sales management with Exxon and Mobil. Tom is arecipient of the Marketing Educator of
the year award given by Sales and Marketing Executives International (SMEI). He was honored as the first
recipient of the Mu Kappa Tau National Marketing Honor Society recognition award for Outstanding
Scholarly Contributions to the Sales Discipline. On several occasions, he has been recognized at the
university level for outstanding teaching. Tom has served as the editor of Journal of Personal Selling and
Sales Management, chair of the SMEI Accreditation Institute, and as a member of the Board of Directors of
SMEI. Heisthe editor of Journal of Marketing Theory and Practice. Tom's primary research isin personal
selling and sales management. Hiswork has appeared in the Journal of Marketing, Journal of Marketing
Research, Journal of Personal Selling and Sales Management, and Journal of the Academy of Marketing
Science, among others. He is the co-author of The Professional Selling Skills Workbook and Marketing
Principles a Perspectives, and co-editor of Emerging Trends in Sales Thought and Practice.

Users Review
From reader reviews:
Stacy Perry:

In this 21st centuries, people become competitive in most way. By being competitive today, people have do
something to make them survives, being in the middle of often the crowded place and notice by means of
surrounding. One thing that occasionally many people have underestimated this for awhile isreading. Yes,
by reading a book your ability to survive boost then having chance to stay than other is high. For you who
want to start reading a book, we give you this particular Sales Management: Analysis and Decision Making
book as nice and daily reading guide. Why, because this book is more than just a book.

Jack Scala;

Do you one among people who can't read satisfying if the sentence chained inside straightway, hold on guys
this specific aren't like that. This Sales Management: Analysis and Decision Making book is readable
through you who hate the straight word style. Y ou will find the info here are arrange for enjoyable studying
experience without leaving possibly decrease the knowledge that want to deliver to you. The writer involving
Sales Management: Analysis and Decision Making content conveys the thought easily to understand by alot
of people. The printed and e-book are not different in the written content but it just different by means of it.
S0, do you nonethel ess thinking Sales Management: Analysis and Decision Making is not loveable to be
your top list reading book?



Barbara Kelley:

Areyou kind of active person, only have 10 or even 15 minute in your moment to upgrading your mind
talent or thinking skill perhaps analytical thinking? Then you are having problem with the book when
compared with can satisfy your short space of timeto read it because al of thistime you only find book that
need more time to be examine. Sales Management: Analysis and Decision Making can be your answer since
it can be read by anyone who have those short extra time problems.

Jennifer Stanley:

Do you like reading a e-book? Confuse to looking for your selected book? Or your book seemed to be rare?
Why so many problem for the book? But just about any people fed that they enjoy to get reading. Some
people likes examining, not only science book but also novel and Sales Management: Analysis and Decision
Making or even others sources were given expertise for you. After you know how the good a book, you feel
would like to read more and more. Science publication was created for teacher as well as students especialy.
Those ebooks are helping them to increase their knowledge. In other case, beside science publication, any
other book likes Sales Management: Analysis and Decision Making to make your spare time considerably
more colorful. Many types of book like here.
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