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Mark W. Johnston, Greg W. Marshall : Sales Force Management: Leadership, Innovation, Technology  before 
purchasing it in order to gage whether or not it would be worth my time, and all praised Sales Force Management: 
Leadership, Innovation, Technology: 

0 of 0 people found the following review helpful. It is a pretty good bookBy CustomerIt is a pretty good book, but 
KINDLE (or whoever is in charge of this) PLEASE PUT ACTUALLY PAGE NUMBERS. I seriously had 
assignments that were a lot harder just because the teacher listed page numbers. What do I see instead of page 
numbers? 1243325423 of 12342343245646 (WTF).Now for the positive, it was cheap for the amount of time that I 
used it, and I did recommend to my friends who also saved money because of this.Great product, thanks for uploading 
it to Kindle.0 of 0 people found the following review helpful. Someone else must have thought it was great too and so 
they stole itBy durnSimply incredible. I came accross this text some two years ago and had the hard copy shipped to 
Jamaica. Someone else must have thought it was great too and so they stole it. I was preparing for a new sales 
managemet role and needed some insight. I bought tge book for the second time but this time the Kindle version. I find 

http://f3db.com/pub/links.php?id=B01EAHZO9U


to text to be extremely thorough yet practical. The principles can be applied to every possible salesforce regardless of 
product offerings. One of the best investments I have ever made.0 of 0 people found the following review helpful. 
Four StarsBy EricGood book. I liked the mini cases, they made for good classroom discussion.

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 bookrsquo;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. Itrsquo;s 
a contemporary classic, fully updated for modern sales management practice. Pedagogical features include:? Engaging 
breakout questions designed to spark lively discussionLeadership 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 salesRole Plays that enable students 
to learn by doing A selection of comprehensive sales management cases on the companion websiteA companion 
website features an instructorrsquo;s manual, PowerPoints, and other tools to provide additional support for students 
and instructors.

'Finding academic textbooks that reflect the role of sales managers has been difficult. A gap between corporate sales 
management tasks and student learning approaches in the classroom has grown. Johnston and Marshall have filled this 
gap and provided a variety of opportunities to connect student learning, academic requirements, and practitioner 
realities.' Dena H. Hale, Southeast Missouri State University, USA 'This is a comprehensive text that delivers all you 
need to know about B2B selling from a personal selling and a sales management context. It is instructive with 
excellent supporting learning materials invaluable in the classroom. I will use this text in both my undergraduate and 
some postgraduate teaching.' nbsp;Tony Douglas, Edinburgh Napier University, UKAbout the AuthorMark W. 
Johnston is the Alan and Sandra Gerry Professor of Marketing and Ethics at Rollins College, USA. He is the co-
author, with Greg W. Marshall, of Contemporary Selling, 5h edition, published by Routledge and the forthcoming 
Routledge Companion to Selling and Sales Management. Greg W. Marshall is the Charles Harwood Professor of 
Marketing and Strategy at Rollins College, USA. He is the co-editor, with Mark W. Johnston, of Contemporary 
Selling, 5h edition, published by Routledge and the forthcoming Routledge Companion to Selling and Sales 
Management. 


