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“A major breakthrough in the way goods and services [are] sold. When Mack Hanan speaks, we should all listen—really
listen.” – Selling Magazine Do you sell products or services? It doesn’t matter: What you’re really selling is customer
profit. You help your customers and clients make profitable business decisions, and you are both rewarded with the fruits
of a long-term business relationship. For 40 years, Mack Hanan’s Consultative Selling has empowered countless sales
professionals to reap maximum success, and the Eighth Edition is here to take them—and you—to the next level, with
brand new sections on: Creating a two-tiered sales model to separate consultative sales from commodity sales • Building
and using consultative databases for value propositions and proof of performance • Studying your customers’ cash flows
to win proposals • Using consultative selling strategies on the Web • Coping with—and reversing—the inevitable “no”
Consultative Selling is packed with new partnering strategies, cost/benefit analysis templates, detailed monetized value
proposition models, outcome-based branding approaches, and powerful consulting tactics that will make your customers’
competition—and your own rivals—irrelevant.
La 4è de couv. indique : "Marketing An Introduction introduces students at all levels, undergraduate, postgraduate and
professional courses, to marketing concepts. It focuses on how to build profitable customer relationships by encouraging
students to apply concepts to real commercial practice through numerous case studies from around the world. Now
updated with the last ideas in digital marketing such as big data, analytics and social marketing as well as up-to-date
case studies from a range of consumer and industrial brands including Netflix, Aldi, Spotify, Phillips, Renault and Airbus
380, this fourth edition combines the clarity and authority of the Kotler brand within the context of European marketing
practice. Marketing An Introduction makes learning and teaching marketing more effective, easier and more enjoyable.
The text's approachable style and design are well suited to cater to the enormous variety of students taking introductory
marketing classes."
In this latest edition of Sales Force Management, Mark Johnston and Greg Marshall continue to build on the tradition of
excellence established by Churchill, Ford, and Walker, solidifying the book's position globally as the leading textbook in
the field. It's a contemporary classic, fully updated for modern sales management practice. Including the Churchill, Ford,
and Walker approach, the new edition also features: A strong focus on leadership, technology, innovation, ethics, and
global business New material integrated throughout the book on multifaceted sales communication approaches,
leadership, and the relationship between the marketing and sales functions Continued partnership with HR Chally, a
global sales consultancy that supplies cutting-edge data for each chapter, allowing students to benefit from
understanding and working with real-world applications of current sales force challenges Enhanced learning features,
such as short and long cases to stimulate discussion, leadership challenges to assess students' ability to make
decisions, role plays to allow students to learn by doing, and more Further resources for instructors and students are
available at www.routledge.com/cw/johnston-9780415534628 .
The 7th Edition of Global Marketing Management prepares students to become effective managers overseeing global
marketing activities in an increasingly competitive environment. The text’s guiding principle, as laid out concisely and
methodically by authors Kotabe and Helsen, is that the realities of international marketing are more “multilateral.”
Suitable for all business majors, the text encourages students to learn how marketing managers work across business
functions for effective corporate performance on a global basis and achievement of overall corporate goals. Global
Marketing Management brings timely coverage in various economic and financial as well as marketing issues that arise
from the acutely recessionary market environment.
For courses in Sales and Personal Selling. Extensive, real-world applications, carefully integrated with current personal
selling concepts. Selling Today: Partnering to Create Value helps students understand the value of developing their
personal selling skills by exposing them to a careful integration of personal selling academic theory and real-world
applications. And with the largest number of “learn by doing” materials available in any personal selling text,
Manning/Ahearne/Reece offers instructors a variety of teaching tools to strengthen the learning process. As the
developed nations of the world transition from a production focus to a sales-and-service focus, this cutting-edge new
edition prepares students to succeed as members of a new generation of businesspeople. For courses in Sales and
Personal Selling. Extensive, real-world applications, carefully integrated with current personal selling concepts. Selling
Today: Partnering to Create Value helps students understand the value of developing their personal selling skills by
exposing them to a careful integration of personal selling academic theory and real-world applications. And with the
largest number of “learn by doing” materials available in any personal selling text, Manning/Ahearne/Reece offers
instructors a variety of teaching tools to strengthen the learning process. As the developed nations of the world transition
from a production focus to a sales-and-service focus, this cutting-edge new edition prepares students to succeed as
members of a new generation of businesspeople.
Don’t fall for the trap--there is no single “secret” to finding untold sales success. If there were, with the countless
number of salespeople who have trekked their way through the intimidating jungle of sales across dozens of industries
over the years, at least one of them would’ve spilled the beans and everyone in sales would be enjoying ridiculous
amounts of success. So no, there is no secret to sales.But there is a set of consistently successful selling techniques that
most companies don’t teach their salespeople, and which most entrepreneurs and independent sales pros think they
don't have time to learn. But some things in life are too important to not take the time to learn, and this is certainly one of
them! In Unlimited Sales Success, readers will discover practical, time-tested principles that can be learned and utilized
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by anyone, including:• The psychology of selling: your own mindset is just as important as your customer’s • Personal
sales planning and time management: whether you work for yourself or someone else, great planning equals great
success • Prospecting power: get more and better appointments • Consultative and relationship selling: position yourself
as a partner with the account • Identifying needs accurately: you’ll know how to arouse their interest and overcome
objections • Influencing customer behavior: learn what triggers quick buying decisions • Closing the sale: the five best
methods ever discovered • And moreLoaded with eye-popping facts, extremely beneficial exercises, and exhilarating
stories of great selling techniques in action, Unlimited Sales Success will provide for you a use-it-now approach that will
set you up for becoming a top sales professional in your industry today.
This book comprehensively examines the entire legal process of the international sale of goods, beginning with the
creation of the contract and continuing through to either the fulfilment of the sale, or the termination of the contract. Every
day goods are globally traded between sellers and buyers in different countries and different jurisdictions. The distances
between the parties involved in such transactions, and the relative risks related to that, are a key issue in international
commercial sales. Sales of goods carried by sea, thus, differ quite drastically from domestic sales; the goods will be
normally shipped at a port very distant from the buyer, preventing his physical presence at the port of loading. Further,
the goods will travel in the custody of a carrier, a party normally quite independent from either trader. Finally, transactions
concluded on shipment terms are normally irreversible, in the sense that shipping the goods back to the seller represents
an unlikely option for the buyer. Traders around the world very frequently choose English law to govern their contracts,
with disputes to be resolved through London arbitration or litigation. The basis of that law is to be found in the English
Sale of Goods Act 1979, and the book consequently also includes an examination of the fundamental principles of that
Act, as well as considering use of the Vienna Convention on the International Sale of Goods. This book will be an
invaluable reference point for legal practitioners specialising in the sale of goods, as well as postgraduate students and
academic researchers working in sales of goods and the international trade sector.
Development and role of selling in marketing -- Sales strategies -- Consumer and organisational buyer behaviour -- Sales
settings -- International selling -- Law and ethical issues -- Sales responsibilities and preparation -- Personal selling skills
-- Key account management -- Relationship selling -- Direct marketing -- Internet and IT applications in selling and sales
management -- Recruitment and selection -- Motivation and training -- Organisation and control -- Sales forecasting and
budgeting -- Salesforce evaluation.
The Oxford Handbook of Strategic Sales and Sales Management is an unrivalled overview by leading academics in the
field of sales and marketing management. Sales theory is experiencing a renaissance driven by a number of factors,
including building profitable relationships, creating/delivering brand value, strategic customer management, sales and
marketing relationships, global selling, and the change from transactional to customer relationship marketing. Escalating
sales and selling costs require organisations to be more focused on results and highlight the shifting of resources from
marketing to sales. Further the growth in customer power now requires a strategic sales response, and not just a tactical
one. The positioning of sales within the organisation, the sales function and sales management are all discussed. The
Handbook is not a general sales management text about managing a sales force, but will fill a gap in the existing
literature through consolidating the current academic research in the sales area. The Handbook is structured around four
key topics. The first section explores the strategic positioning of the sales function within the modern organisation. The
second considers sales management and recent developments. The third section examines the sales relationship with
the customer and highlights how sales is responding to the modern environment. Finally, the fourth section reviews the
internal composition of sales within the organisation. The Handbook will provide a comprehensive introduction to the
latest research in sales management, and is suitable for academics, professionals, and those taking professional
qualifications in sales and marketing.
Services Marketing: People, Technology, Strategy is the ninth edition of the globally leading textbook for Services
Marketing by Jochen Wirtz and Christopher Lovelock, extensively updated to feature the latest academic research,
industry trends, and technology, social media, and case examples.This book takes on a strong managerial approach
presented through a coherent and progressive pedagogical framework rooted in solid academic research. It features
cases and examples from all over the world and is suitable for students who want to gain a wider managerial
view.Supplementary Material Resources:Resources are available to instructors who adopt this textbook for their courses.
These include: (1) Instructor's Manual, (2) Case Teaching Notes, (3) PowerPoint deck, and (4) Test Bank. Please contact
sales@wspc.com.Key Features:
This book is designed to be of value to anyone who is studying marketing, whether as a subject in its own right or as a
module forming part of any business-related degree or diploma.However, it provides complete coverage of the topics
listed in the Edexcel Guidelines for Units 18 (Advertising and Promotion in Business) and 20 (Sales Planning and
Operations), of the BTEC Higher Nationals in Business (revised 2010). The book contains these sections: * Advertising
and Promotion * Sales Planning and OperationsFeatures include summary diagrams, worked examples and illustrations,
activities, discussion topics, chapter summaries and quick quizzes, all presented in a user friendly format that helps to
bring the subject to life.
The overall success of an organization is dependent on how marketing is able to inform strategy and maintain an
operational focus on market needs. With an array of examples and case studies from around the world, Lancaster and
Massingham offer an alternative to the traditional American focused teaching materials currently available. Topics
covered include: consumer and organizational buyer behaviour product and innovation strategies direct marketing emarketing Designed and written for undergraduate, MBA and masters students in marketing management classes, The
Essentials of Marketing Management builds on successful earlier editions to provide a solid foundation to understanding
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this core topic. An extensive companion website, featuring a vast and rich array of supporting materials, including
extended cases and multiple choice questions is available at: http://cw.routledge.com/textbooks/9780415553476/
In this latest edition of Sales Force Management, Mark Johnston and Greg Marshall continue to build on the tradition of
excellence established by Churchill, Ford, and Walker, increasing the book’s reputation globally as the leading textbook
in the field. The authors have strengthened the focus on managing the modern tools of selling, such as customer
relationship management (CRM), social media and technology-enabled selling, and sales analytics. It’s a contemporary
classic, fully updated for modern sales management practice. Pedagogical features include: Engaging breakout
questions designed to spark lively discussion Leadership challenge assignments and mini-cases to help students
understand and apply the principles they have learned in the classroom Leadership, Innovation, and Technology boxes
that simulate real-world challenges faced by salespeople and their managers New Ethical Moment boxes in each chapter
put students on the firing line of making ethical choices in sales Role Plays that enable students to learn by doing A
selection of comprehensive sales management cases on the companion website A companion website features an
instructor’s manual, PowerPoints, and other tools to provide additional support for students and instructors.
Making the leap into sales management means meeting a whole new set of challenges. As a manager, you’re going to
have to quickly develop the skills that allow you to build and supervise a sales team, communicate effectively, set goals,
be a mentor, and much, much more. Now that you’ve been handed these unfamiliar responsibilities, you’re going to
have to think on your feet -- or face the possibility of not living up to expectations.Easy-to-understand and filled with
realistic examples and immediately usable strategies, Fundamentals of Sales Management for the Newly Appointed
Sales Manager helps you understand what it takes to be a great sales manager, allowing you to avoid many of the
common first-time sales management mistakes, and be successful right out of the gate. Dispensing with dry theory, the
book helps you understand your new role in the organization, and how to thrive simultaneously as both a member of the
management team, and as a team leader. You’ll learn how to:• Make a smooth transition into management.• Build a
superior, high-functioning sales team.• Set objectives and plan performance.• Delegate responsibilities.• Recruit new
employees.• Improve productivity and effectiveness.Based on the bestselling American Management Association
seminar, the book supplies you with indispensable, need-to-know information on communicating with your team, your
bosses, your peers, and your customers; developing a sales plan and understanding the relationship between corporate,
department, and individual plans; applying crucial time management skills to your new role; managing a sales territory;
interviewing and hiring the right people; building a motivational environment; compensating your people; and
understanding the difference between training, coaching, and counseling—and knowing how to excel at each.You can’t
make the leap into sales management successfully without the proper tools and information under your belt.
Fundamentals of Sales Management for the Newly Appointed Sales Manager gives you everything you need to win the
respect of your peers and colleagues, and immediately excel at your challenging new responsibilities.
A comprehensive book on project management, covering all principles and methods with fully worked examples, this
book includes both hard and soft skills for the engineering, manufacturing and construction industries. Ideal for
engineering project managers considering obtaining a Project Management Professional (PMP) qualification, this book
covers in theory and practice, the complete body of knowledge for both the Project Management Institute (PMI) and the
Association of Project Management (APM). Fully aligned with the latest 2005 updates to the exam syllabi, complete with
online sample Q&A, and updated to include the latest revision of BS 6079 (British Standards Institute Guide to Project
Management in the Construction Industry), this book is a complete and valuable reference for anyone serious about
project management. â€¢The complete body of knowledge for project management professionals in the engineering,
manufacturing and construction sectors â€¢Covers all hard and soft topics in both theory and practice for the newly
revised PMP and APMP qualification exams, along with the latest revision of BS 6079 standard on project management
in the construction industry â€¢Written by a qualified PMP exam accreditor and accompanied by online Q&A resources
for self-testing
Big Data is the biggest game-changing opportunity for marketing and sales since the Internet went mainstream almost 20
years ago. The data big bang has unleashed torrents of terabytes about everything from customer behaviors to weather
patterns to demographic consumer shifts in emerging markets. This collection of articles, videos, interviews, and
slideshares highlights the most important lessons for companies looking to turn data into above-market growth: Using
analytics to identify valuable business opportunities from the data to drive decisions and improve marketing return on
investment (MROI) Turning those insights into well-designed products and offers that delight customers Delivering those
products and offers effectively to the marketplace.The goldmine of data represents a pivot-point moment for marketing
and sales leaders. Companies that inject big data and analytics into their operations show productivity rates and
profitability that are 5 percent to 6 percent higher than those of their peers. That's an advantage no company can afford
to ignore.
In the present book, How to Win Friends and Influence People, Dale Carnegie says, “You can make someone want to do what
you want them to do by seeing the situation from the other person’s point of view and arousing in the other person an eager
want.” You learn how to make people like you, win people over to your way of thinking, and change people without causing
offense or arousing resentment. For instance, “let the other person feel that the idea is his or hers” and “talk about your own
mistakes before criticizing the other person.” This book is all about building relationships. With good relationships, personal and
business successes are easy and swift to achieve. Twelve Ways to Win People to Your Way of Thinking 1. The only way to get the
best of an argument is to avoid it. 2. Show respect for the other person's opinions. Never say "You're wrong." 3. If you're wrong,
admit it quickly and emphatically. 4. Begin in a friendly way. 5. Start with questions to which the other person will answer yes. 6.
Let the other person do a great deal of the talking. 7. Let the other person feel the idea is his or hers. 8. Try honestly to see things
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from the other person's point of view. 9. Be sympathetic with the other person's ideas and desires. 10. Appeal to the nobler
motives. 11. Dramatize your ideas. 12.Throw down a challenge.
Strategic Marketing Management (5th edition) offers a comprehensive framework for strategic planning and outlines a structured
approach to identifying, understanding, and solving marketing problems. For business students, the theory advanced in this book
is an essential tool for understanding the logic and the key aspects of the marketing process. For managers and consultants, this
book presents a conceptual framework that will help develop an overarching strategy for day-to-day decisions involving product
and service design, branding, pricing, promotions, and distribution. For senior executives, the book provides a big-picture
approach for developing new marketing campaigns and evaluating the success of ongoing marketing programs.
"This book provides a comprehensive collection of research on current technological developments and organizational
perspectives on the scale of small and medium enterprises"--Provided by publisher.
When you think of marketing you may think of the adverts that pop up at the side of your screen or the billboards you see when
you're out - all those moments in the day when somebody is trying to grab your attention and sell you something! Marketing is
about advertising and communications in part, but it's also about many other things which all aim to create value for customers,
from product research and innovation to after-care service and maintaining relationships. It's a rich and fascinating area of
management waiting to be explored - so welcome to Marketing! Jim Blythe's Principles and Practice of Marketing will ease you into
the complexities of Marketing to help you achieve success in your studies and get the best grade. It provides plenty of engaging
real-life examples, including brands you know such as Netflix and PayPal - marketing is not just about products, but services too.
Marketing changes as the world changes, and this textbook is here to help, keeping you up to speed on key topics such as digital
technologies, globalization and being green. The companion website offers a wealth of resources for both students and lecturers
and is available at www.sagepub.co.uk/blythe3e. An electronic inspection copy is also available for instructors.
Resourcing and Talent Management provides broad and accessible coverage of key topics such as employment markets,
flexibility, fairness, diversity, human resource planning, recruitment, employer branding, retention and retirement. Including indepth discussion of dismissals and redundancy, this textbook is the essential companion for the CIPD Level 7 Advanced
Resourcing and Talent Management module. This fully updated 7th edition of Resourcing and Talent Management includes new
information on social media and e-recruitment, additional discussion of flexible working and a brand new chapter on global
resourcing. Including new international examples and case studies throughout this is essential reading for all students studying a
resourcing, recruitment, selection or talent management module on HR or business masters degree. Online supporting resources
for lecturers include an instructor's manual, lecture slides and feedback on exercises included in the book. There are also brand
new student resources including multiple choice questions, reflective questions and further reading.
Far-Out! follows the life of four best friends; Nick, Jason, Franklin and Yumi, as they face their toughest challenge yet, the 8th
Grade!
This introductory textbook describes the basics of supply chain management, manufacturing planning and control systems,
purchasing, and physical distribution. The fourth edition makes additions in kanban, supply chain concepts, system selection,
theory of constraints and drum-buffer-rope, and need f
The New Conceptual Selling has turned conventional sales thinking on its head by offering powerful, practical lessons that break
down the boundaries of traditional product pitch selling. Based on the world-renowned Miller Heiman sales training programme,
which has been adopted by some of the world's top companies, it is a thoroughly validated systematic process that has been
shown to produce immediate, significant and reliable sales increases. Through listening to the customer and identifying their
'concept', it will teach sales directors, managers and executives how to identify customers' real needs, tailor every sale to one
specific client, and earn and maintain credibility.

An introduction to marketing concepts, strategies and practices with a balance of depth of coverage and ease of learning.
Principles of Marketing keeps pace with a rapidly changing field, focussing on the ways brands create and capture
consumer value. Practical content and linkage are at the heart of this edition. Real local and international examples bring
ideas to life and new feature 'linking the concepts' helps students test and consolidate understanding as they go. The
latest edition enhances understanding with a unique learning design including revised, integrative concept maps at the
start of each chapter, end-of-chapter features summarising ideas and themes, a mix of mini and major case studies to
illuminate concepts, and critical thinking exercises for applying skills.
The landmark project management reference, now in a new edition Now in a Tenth Edition, this industry-leading project
management "bible" aligns its streamlined approach to the latest release of the Project Management Institute's Project
Management Body of Knowledge (PMI®'s PMBOK® Guide), the new mandatory source of training for the Project
Management Professional (PMP®) Certificat-ion Exam. This outstanding edition gives students and professionals a
profound understanding of project management with insights from one of the best-known and respected authorities on
the subject. From the intricate framework of organizational behavior and structure that can determine project success to
the planning, scheduling, and controlling processes vital to effective project management, the new edition thoroughly
covers every key component of the subject. This Tenth Edition features: New sections on scope changes, exiting a
project, collective belief, and managing virtual teams More than twenty-five case studies, including a new case on the
Iridium Project covering all aspects of project management 400 discussion questions More than 125 multiple-choice
questions (PMI, PMBOK, PMP, and Project Management Professional are registered marks of the Project Management
Institute, Inc.)
In systems analysis, programming, development, or operations, improving productivity and service - doing more with less
- is the major challenge. Regardless of your management level, the Handbook gives you the advice and support you
need to survive and prosper in the competitive environment. It is the only comprehensive and timely source of technical
and managerial guidance, providing expert information on the latest IT management techniques from top IS experts. This
edition explains state-of-the-art technologies, innovative management strategies, and practical step-by-step solutions for
surviving and thriving in today's demanding business environment. The IS Management Handbook outlines how to
effectively manage, adapt and integrate new technology wisely, providing guidance from 70 leading IS management
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experts in every important area. This reference enables its readers to ensure quality, contain costs, improve end-user
support, speed up systems development time, and solve rapidly changing business problems with today's IS technology.
Updated throughout with new vignettes, boxes, cases, and more, this classic text blends the most recent sales
management research with real-life "best practices" of leading sales organizations. The text focuses on the importance of
employing different sales strategies for different consumer groups, and on integrating corporate, business, marketing,
and sales strategies. It equips students with a strong foundation in current trends and issues, and identifies the skill sets
needed for the 21st century.
Selling and Sales ManagementPearson Education
Principles of Management is designed to meet the scope and sequence requirements of the introductory course on
management. This is a traditional approach to management using the leading, planning, organizing, and controlling
approach. Management is a broad business discipline, and the Principles of Management course covers many
management areas such as human resource management and strategic management, as well behavioral areas such as
motivation. No one individual can be an expert in all areas of management, so an additional benefit of this text is that
specialists in a variety of areas have authored individual chapters.
This four-volume set introduces, on the management side, principles and procedures of economics, budgeting and
finance; leadership; governance; communication; business law and ethics; and human resources practices; all in the
sports context. On the marketing side this reference resource explores two broad streams: marketing of sport and of
sport-related products (promoting a particular team or selling team- and sport-related merchandise, for example), and
using sports as a platform for marketing non-sports products, such as celebrity endorsements of a particular brand of
watch or the corporate sponsorship of a tennis tournament. Together, these four volumes offer a comprehensive and
authoritative overview of the state of sports management and marketing today, providing an invaluable print or online
resource for student researchers.
In order to increase the economic opportunities available, enterprise development plays a crucial role in the progression
of socio-economic development for small and medium enterprises. Enterprise Development in SMEs and Entrepreneurial
Firms: Dynamic Processes explores the process of enterprise development and its reconstruction of entrepreneurial
identities, critical competencies as well as market turnaround for SMEs. This book aims to be a critical resource in the
understanding of enterprise strategies adopted and lessons learned for management development. It is a successful
resource for students, researchers and professionals interested in the growth SMEs.
As type 2 diabetes continues its rise in prevalence worldwide, there is an increasing need to study it and describe
successful treatments. There are several options for treatment, including oral medications, diet and lifestyle modification,
and insulin therapy. Knowing which method to select and how to apply it relies on several clinical guidelines that are
updated every year by the American Diabetes Association. This new edition of Medical Management of Type 2 Diabetes
provides care providers with the answers to their questions about implementing care. All of the contributors are experts in
their fields, and they define the disease, including the progressive nature of type 2 diabetes; cardiovascular,
microvascular, and neurological complications; care methodologies for special situations; and behavior change. All
guidelines and standards have been updated with the latest developments in research, advances in medications and
medical devices, and new understandings of how to effectively work with the patient.
A fully revised and updated 8th edition of the highly renowned international bestseller The 8th edition of this highly
acclaimed bestseller is thoroughly revised with every chapter having been updated with special attention to the latest
developments in marketing. Marketing Plans is designed as a tool and a user–friendly learning resource. Every point
illustrated by powerful practical examples and made actionable through simple, step–by–step templates and exercises.
The book is established as essential reading for all serious professional marketers and students of marketing, from
undergraduate and postgraduate to professional courses for bodies such as CIM. Above all it provides a practical,
hands–on guide to implementing every single concept included in the text. New chapters and content include: A ‘Does it
Work’ feature throughout demonstrating examples of real successes using the processes in the book More substantial
coverage of consumer behaviour to balance the book’s focus with B2B planning Digital techniques and practices brought
fully up to date Also includes a comprehensive online Tutors’ Guide and Market2Win Simulator for those who teach
marketing strategy
In a fast-moving era of increased international competition, frontier markets must devise innovative ways to meet
demanding sales targets and maintain profitability. These efforts will only succeed when local businesses abandon the
concept of sales as a checklist of persuasive arguments that lead a customer to make a purchase and accept that
building enduring customer relationships is the key to achieving sales goals. To understand what it means to sell
successfully, sales representatives must develop a solid foundation in selling skills and an understanding of the critical
elements needed to achieve sales goals. By delving into the foundational concepts related to leveraging sales as a tool
for organisational profit, the authors give readers important insights into the critical elements of the sales process,
including consultative selling, sales force management, qualities of effective leadership in sales, and the use of
technological tools such as Customer Relationship Management (CRM) and Sales Force Automation (SFA) systems.
This book includes insightful contributions from leading sales and marketing practitioners across the continent of Africa
on characteristics of successful salespeople and how to recruit them, the crucial role of sales leadership, sales team
training methods and strategies for developing customer relationship management programs. Case studies tie theory to
practice and short quizzes help readers test their understanding of the material. Written in an accessible and readerfriendly format, this book is primarily aimed at undergraduate students with a secondary audience comprised of
postgraduate students and business practitioners. ENDORSEMENTS: "Successful corporate marketing strategies are
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formulated around the delivery of value to consumers while maintaining a competitive advantage. Sales Management: A
Primer for Emerging Markets offers innovative ways to locate, nurture, and develop long-term win-win relationships with
key stakeholders. Readers will be rewarded with achievable concepts that will lay the foundation for developing a pattern
of profitable sales. Highly recommended for undergraduate and graduate students as a well-crafted textbook drawing on
real-world experience, for academicians as a reliable teaching tool, and for practitioners in the world of business seeking
tested guidelines for marketing success." ~ Amon Chizema, Professor of Corporate Governance & Strategy; Birmingham
Business School; University of Birmingham, UK "Sales Management: A Primer for Frontier Markets is a “must read” for
future and current managers seeking innovative strategies for ensuring long-term repeat business with customers and
consumers while maintaining a sustainable competitive advantage. Discussions on consultative selling, the role of ethics
in sales, and the stages of the personal selling process have been specifically detailed and grounded in peer-reviewed
case-study findings. A highly recommended read for undergraduate and graduate students, academicians, and business
managers pursuing up-to-date insights into selling, customer service, marketing management, small business
management, and retailing." ~ Patrick Awotwi, Commercial Director; The Coca-Cola Bottling Company of Ghana and
Author of “Consider it Sold: A Seller’s Point of View”
Exchange Behavior in Selling and Sales Management presents a pragmatic and easy-to-implement framework for the
successful operation of selling and sales management. Focused specifically on the value-exchange behavior of buyers
and sellers, the book is composed of eight fundamental building blocks, which provide: * A revolutionary framework to
describe the dynamics of consumer and organizational buying processes * A scientific, analytical approach to the
personal elements in selling * A much needed insight into the personal interactions between buyers and sellers, both the
implicit and explicit * A new and unique structure which integrates psychographic data mining and modeling techniques in
a sales context, for the first time Exchange Behavior in Selling and Sales Management reflects selling and sales
management practices within the field, based upon the extensive experience of the authors and other contributors. It is
essential reading for advanced students, practitioners and researchers in sales and marketing.
MARKETING STRATEGY, 6e, International Edition edition emphasizes teaching students to think and act like marketers.
It presents strategy from a perspective that guides strategic marketing management in the social, economic, and
technological arenas in which businesses function today--helping students develop a customer-oriented market strategy
and market plan. Its practical approach to analyzing, planning, and implementing marketing strategies is based on the
creative process involved in applying marketing concepts to the development and implementation of marketing strategy.
An emphasis on critical thinking enables students to understand the essence of how marketing decisions fit together to
create a coherent strategy. Well-grounded in developing and executing a marketing plan, the text offers a complete
planning framework, thorough marketing plan worksheets, and a comprehensive marketing plan example for students to
follow.
"There are few professions as competitive and cutthroat as sales. Faced with daily rejections and the pressure of
impending quotas, successful salespeople are those who have the proper strength,grit, and knowledgeable strategies to
rise above the competition."-Copyright: 8ef99c2f8bf0ef0ec9c53fa8b25437cc
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