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Synopsis

For courses in Sales and Personal Selling. Extensive, real-world applications, carefully
integrated with current personal selling concepts. A;  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 & celearn by doinga « 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. A; MyMarketingLab for Selling Today is a total learning
package. MyMarketingLab is an online homework, tutorial, and assessment program that truly
engages students in learning. It helps students better prepare for class, quizzes, and

examsa "resulting in better performance in the coursea "and provides educators a dynamic set of
tools for gauging individual and class progress. A; This program will provide a better teaching and
learning experiencea “for you and your students. Hered ™s how: Improve Results with
MyMarketingLab: MyMarketingLab delivers proven results in helping students succeed and provides
engaging experiences that personalize learning. Help Students Apply Concepts: The Reality Selling
Today Videosé "which feature eleven role-play scenariosa "allow students to assume the role of a
salesperson in selling scenarios that are relevant in todaya ™s competitive environment.

Encourage Critical Thinking: Participation in an exciting business entitled Gra Issues provides
students with an introduction to a range of real-life ethical dilemmas, and it stimulates in-depth
thinking about the ethical consequences of their decisions and actions. Keep Your Course Current
and Relevant: A highly interactive simulated website has been added to this edition. Note: You are
purchasing a standalone product; MyMarketingLab does not come packaged with this content. If
you would like to purchase both the physical text and MyMarketingLab search for ISBN-10:
0133763501/ISBN-13: 9780133763508. That package includes ISBN-10: 0133543382/ISBN-13:
9780133543384 and ISBN-10: 0133766608/ISBN-13: 9780133766608. A; MyMarketingLab is not

a self-paced technology and should only be purchased when required by an instructor.
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Customer Reviews

ABOUT THE AUTHORS: Dr. Barry L. Reece, Virginia Polytechnic Institute and State University Dr.
Reece has devoted more than three decades to teaching, researching, consulting, and to the
development of training programs in the areas of sales, leadership, human relations, and
management. He has conducted over 600 seminars and workshops for public and private sector
organizations. He has written extensively in the areas of sales, supervision, communications, and
management. Dr. Reece was named "Trainer of the Year" by the Valleys of Virginia Chapter of the
American Society for Training and Development and was awarded the "Excellence in Teaching
Award" by the College of Human Sciences and Education at Virginia Polytechnic Institute and State
University. Dr. Reece has contributed to numerous journals and is author or co-author of thirty
books including "Business, Human Relations"--"Principles and Practices, Supervision and
Leadership in Action, "and "Effective Human Relations"--"Personal and Organizational Applications.
"He has served as a consultant to Lowe’s Companies, Inc., Wachovia, WLR Foods, Kinney Shoe
Corporation, Carilion Health System, and numerous other profit and not-for-profit organizations.
Gerald L. Manning, Des Moines Area Community College Mr. Manning served as chair of the
Marketing/Management Department for more than 30 years. In addition to his administrative duties,
he has served as lead instructor in sales and sales management. The classroom has provided him
with an opportunity to study the merits of various experimental learning approaches such as
role-plays, simulations, games, and interactive demonstrations. "Partnership Selling: A
Role-Play/Simulation for SellingToday, "included in the ninth edition, was developed and tested in
the classroom by Mr. Manning. He has also applied numerous personal selling principles and
practices in the real world as owner of a real estate development and management company. Mr.
Manning has served as a sales and marketing consultant to senior management and owners of over
500 businesses, including several national companies. He appears regularly as a speaker at

national sales conferences. Mr. Manning has received the "Outstanding Instructor of the Year"



award given annually by his college. Keeping Current in a Changing World: Throughout the past
decade, Professors Manning and Reece have relied on three strategies to keep current in the
dynamic field of personal selling. First, both are actively involved in sales training and consulting.
Frequent interaction with salespeople and sales managers provides valuable insight regarding
contemporary issues and developments in the field of personal selling. A second major strategy
involves extensive research and development activities. The major focus of these activities has
been factors that contribute to high-performance salespeople. The third major strategy involves
completion of training and development programs offered by America’s most respected sales
training companies. Professors Manning and Reece have completed seminars and workshops
offered by Wilson Learning Corporation, Forum Corporation, Franklin Covey, Sedona Training
Associates, Association for Humanistic Psychology, and several other organizations.Barry L. Reece
is professor emeritus at Virginia Polytechnic Institute and State University. Prior to this, he was on
the faculty at the University of Northern lowa. He received his Ed.D. from the University of
Nebraska. Dr. Reece has been actively involved in teaching, research, consulting, and designing
training programs throughout his career. He has conducted more than 500 workshops and seminars
devoted to leadership, human relations, communications, sales, customer service, and small
business operations. He received the Excellence in Teaching Award for classroom teaching at
Virginia Tech and the Trainer of the Year Award presented by the Valleys of Virginia Chapter of the
American Society for Training and Development. Dr. Reece has contributed to numerous journals
and is author or co-author of six college textbooks that have been through a total of 41 editions. He
has served as a consultant to Lowe’s Companies, Inc., Wachovia Corporation, WLR Foods, Kinney
Shoe Corporation, and numerous other profit and not-for-profit organizations. --This text refers to an

out of print or unavailable edition of this title.

Did it’s job.

Bought this for class, had the digital key so all’s good.

Brand new book. Exactly the same as the non-global edition.

Beautiful design and layout, written in very easy to understand language, nice flow when strategies

and processes are described.



| really enjoyed this Book, it helped me out so much with my class. It came shipped in perfect

condition

it was the needed text for the course and | will pass

Amazing price and brand new book! Great deal!

This book has met my needs for the college course | am enrolled in.
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