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k Paper IF Citations

94 ProvenancebMevolutionbMandMtransitionMofMpersonalMsellingMandMsalesMmanagementMtoMstrategicM
marketingMchannelMmanagementdMJournalloflMarketinglChannelsbM2020bMhlbMhncjh 0.4 4

93 NegotiatingMwithMManagersMfromMIranM2019bMhjgchlk 1

92 wllocationMofMSalespeopleUsMresourcesMforMgeneratingMnewMsalesMopportunitiesMacrossMfourMtypesMofM
customersdMIndustriallMarketinglManagementbM2018bMlnbMggjcgig 6.9 11

91 Indiaâ��sMlonelyMandMisolatedMconsumersMshoppingMforManMincstoreMsocialMexperiencedMMarketingl
IntelligencelandlPlanningbM2018bMilbMmhhcmil 3.2 11

90 LonelyMconsumersMandMtheirMfriendMtheMretailMsalespersondMJournalloflBusinesslResearchbM2018bMohbMgigcgjg8.7 14

89 TrustMmebMIUmMaMphysicianMusingMsalesMskillspM’nhancingMphysiciancpatientMcommunicationMthroughMtheM
personalMsellingMprocessdMHealthlMarketinglQuarterlybM2018bMikbMhjkchlk 1.1 1

88 Workâ��familyMconflictMinMtheMsalesMforceMreduxpMwMcompendiumMofMinfluencersdMJournalloflMarketingl
ChannelsbM2018bMhkbMgfgcggl 0.4

87 yonsumersâ��MdesireMtoMinteractMwithMaMsalespersonMduringMecshoppingpMdevelopmentMofMaMscaledM
InternationallJournalloflRetaillandlDistributionlManagementbM2017bMjkbMhfcio 3.5 14

86 KeyMculturalMvaluesMunderlyingMconsumersâ��MbuyingMbehaviourpMaMstudyMinManMIranianMcontextdMJournall
oflIslamiclMarketingbM2017bMnbMhnocifn 2.4 5

85 UnderMtheMswayMofMaMmobileMdeviceMduringManMincstoreMshoppingMexperiencedMPsychologylandl
MarketingbM2017bMijbMmiicmkh 3.9 37

84
SellingMinManMasymmetricMretailMworldpMperspectivesMfromMIndiabMRussiabMandMtheMUSMonMbuyerâ��sellerM
informationMdifferentialbMperceivedMadaptiveMsellingbMandMpurchaseMintentiondMJournalloflPersonall
SellinglandlSaleslManagementbM2016bMilbMijjcilh

3.4 10

83 KnowledgeMSharingbMSocialMRelationshipsbMandMyontextualMPerformancedMJournalloflOrganizationall
andlEndlUserlComputingbM2015bMhmbMkncmi 6.2 10

82 InfluenceMofMreligiosityMonMretailMsalespeopleUsMethicalMperceptionspMtheMcaseMinMIrandMJournalloflIslamicl
MarketingbM2014bMkbMgjjcgmh 2.4 21

81 ’xaminationMofMSelectedMPrecursorsMandMOutcomesMofMSalesMManagerMxehaviorsdMInternationall
BusinesslResearchbM2014bMmbM 2 1

80 TheMImpactMofMGuanxiMonM’thicalMPerceptionspMTheMyaseMofMTaiwaneseMSalespeopledMJournallofl
BusinessztozBusinesslMarketingbM2014bMhgbMgcgm 2.3 10

79 zeterminantsMofMtelemarketerMmissellingMinMlifeMinsuranceMservicesdMJournalloflServiceslMarketingbM
2012bMhlbMjficjgn 4 26

78 ImpartingMnegativeMnewsMtoMsalespeopledMPsychologylandlMarketingbM2011bMhnbMnficnhj 3.9 3
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77 ManagingMyhannelMPartnerMRelationshipspMwMyrosscNationalMStudydMJournalloflGloballMarketingbM2011
bMhjbMgfkcghj 2.4 2

76 ManagingMInternationalMzistributionMyhannelMPartnerspMwMyrosscyulturalMwpproachdMJournallofl
MarketinglChannelsbM2010bMgmbMnocggm 0.4 7

75 HowMdoesMsalesMforceMautomationMinfluenceMrelationshipMqualityMandMperformanceuMTheMmediatingM
rolesMofMlearningMandMsellingMbehaviorsdMIndustriallMarketinglManagementbM2010bMiobMgghncggin 6.9 49

74 OrganizationalMJusticeMinMtheMSalesM–orcepMwMLiteratureMReviewMwithMPropositionsdMJournallofl
BusinessztozBusinesslMarketingbM2005bMghbMikcmg 2.3 20

73 TheMtheoryMofMplannedMbehaviorMinMeccommercepMMakingMaMcaseMforMinterdependenciesMbetweenM
salientMbeliefsdMPsychologylandlMarketingbM2005bMhhbMniicnkk 3.9 81

72 RelationshipMSellingMinMtheMMeetingMPlannereHotelMSalespersonMzyaddMJournalloflHospitalitylandl
TourismlResearchbM2005bMhobMjhmcjjm 3.3 8

71 TheMInfluenceMofMMoralMPhilosophyMonMRetailMSalespeopleUsM’thicalMPerceptionsdMJournalloflConsumerl
AffairsbM2004bMinbMhomcigo 2 34

70 ’ffectMofMbrandMnameMonMconsumersUMriskMperceptionsMofMonlineMshoppingdMJournalloflConsumerl
BehaviourbM2004bMjbMjfckf 3 105

69 yonsumersUMperceptionsMofMecshoppingMcharacteristicspManMexpectancycvalueMapproachdMJournallofl
ServiceslMarketingbM2004bMgnbMkffckgi 4 100

68 wMconceptualMmodelMofMperceivedMcustomerMvalueMinMeccommercepMwMpreliminaryMinvestigationdM
PsychologylandlMarketingbM2003bMhfbMihicijm 3.9 513

67 WillMtheMrealMchannelMmanagerMpleaseMstandMupudMBusinesslHorizonsbM2003bMjlbMlgcln 10.1 2

66 OrganizationalMandMindividualMlearningMinMtheMsalesMforcepManMagendaMforMsalesMresearchdMJournallofl
BusinesslResearchbM2003bMklbMoikcojl 8.7 36

65 MarketingMchannelMmanagementMandMtheMsalesMmanagerdMIndustriallMarketinglManagementbM2002bM
igbMjhocjio 6.9 33

64 GoingMtheMextraMmilepMwntecedentsMofMsalespeopleUsMdiscretionaryMeffortdMIndustriallMarketingl
ManagementbM2002bMigbMknockon 6.9 30

63 zevelopmentMofMaMRelationshipMSellingMMindsetpMOrganizationalMInfluencersdMJournallofl
BusinessztozBusinesslMarketingbM2002bMgfbMgcif 2.3 12

62 xyMgoshMIMthinkMsheâ��sMgotMitMâ��MwellbMnotMyetdMEqualityylDiversitylandlInclusionbM2002bMhgbMgichj 1

61 SalespersonM–ailurepMwMyaseMofMSalesMManagerMRiskMandMResponsibilitydMRisklManagementbM2001bMibMgmchn 2.5 4

60 SatisfactionMwithMsalesMmanagerMtrainingMcMzesignMandMimplementationMissuesdMEuropeanlJournallofl
MarketingbM2001bMikbMhmckf 4.4 16

(2001-2011)
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59 TheMperceivedMimportanceMofMsalesMmanagersâ��MrewardspMaMcareerMstageMperspectivedMJournallofl
BusinesslandlIndustriallMarketingbM2000bMgkbMkfmckhj 3 30

58 ImportanceMofMwlternativeMRewardspMImpactMOfMManagerialMLeveldMIndustriallMarketinglManagementbM
2000bMhobMjhmcjjf 6.9 7

57 SelectionbMTrainingbMandMPerformanceM’valuationMofMSalesMManagerspMwnM’mpiricalMInvestigationdM
JournalloflBusinessztozBusinesslMarketingbM1999bMlbMimclo 2.3 8

56 SalespersonM–ailuredMIndustriallMarketinglManagementbM1999bMhnbMmcgm 6.9 35

55 SalesMmanagerspMMarketingUsMbestMexampleMofMtheMpeterMprincipleudMBusinesslHorizonsbM1999bMjhbMgochl 10.1 70

54 TransformationalMandMcontingentMrewardMleadershippMIndividualbMdyadbMandMgroupMlevelsMofManalysisdM
LeadershiplQuarterlybM1998bMobMhmckj 6.3 96

53 TheMintegrationMofMmarketcscanningMactivitiespMeffectsMofMmarketMdistancedMJournalloflBusinesslandl
IndustriallMarketingbM1998bMgibMgllcgnk 3 4

52 ImpactMofMPersonalityMonMSalesMManagerMLeadershipMStyledMJournalloflBusinessztozBusinesslMarketingbM
1997bMibMhmcki 2.3 4

51 TheMimpactMofMvaluesMonMsalespeopleUsMjobMresponsespMwMcrosscnationalMinvestigationdMJournallofl
BusinesslResearchbM1997bMiobMgokchfn 8.7 30

50 HowMshouldMwomenMsalesMmanagersMleadMtheirMsalesMpersonneludMJournalloflBusinesslandlIndustriall
MarketingbM1996bMggbMjmcko 3 10

49 TheMeffectsMofMorganizationalMformalizationMonMorganizationalMcommitmentMandMworkMalienationMinM
USbMJapaneseMandMKoreanMindustrialMsalesforcesdMEuropeanlJournalloflMarketingbM1996bMifbMnchj 4.4 673

48 wnM’mpiricalMInvestigationMofMyomponentsMofMIndustrialMxuyerMMotivationdMJournallofl
BusinessztozBusinesslMarketingbM1995bMhbMkcik 2.3 6

47 –actorsMrelatedMtoMinformationMacquisitionMinMexportingMorganizationsdMJournalloflBusinesslResearchbM
1995bMiibMgcgg 8.7 48

46 wnMexaminationMofMlinkagesMbetweenMpersonalMcharacteristicsMandMdimensionsMofMtransformationalM
leadershipdMJournalloflBusinesslandlPsychologybM1995bMobMigkciik 4.9 63

45 TRwNS–ORMwTIONwLML’wz’RSHIPMTH’ORYpMUSINGML’V’LSMO–MwNwLYSISMTOMz’T’RMIN’M
xOUNzwRYMyONzITIONSdMPersonnellPsychologybM1994bMjmbMmnmcngg 4 164

44 ylosenessMofMsupervisionMandMsalespersonMworkMoutcomespMwnMalternateMperspectivedMJournallofl
BusinesslResearchbM1994bMhobMhhkchim 8.7 16

43 zifferencesMinMmotivationalMperceptionsMamongMUdSdbMJapanesebMandMKoreanMsalesMpersonneldMJournall
oflBusinesslResearchbM1994bMifbMgmkcgnk 8.7 16

42 WhatMMarketersMyanMLearnMfromMtheMTinMMandMJournalloflServiceslMarketingbM1994bMnbMilcjk 4 26
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41 ’ffectsMofMOrganizationalM–airnessMonMJapaneseMSalesMPersonneldMJournalloflInternationallMarketingbM
1993bMgbMkchj 3.9 2

40 InfluenceMofMRoleMStressMonMIndustrialMSalespeopleUsMWorkMOutcomesMinMtheMUnitedMStatesbMJapanMandM
KoreadMJournalloflInternationallBusinesslStudiesbM1992bMhibMmmcoo 8.5 57

39 PerceptionsMofMOrganizationalM–airnesspMwMyrosscnationalMPerspectivedMInternationallMarketingl
ReviewbM1992bMobM 4.4 12

38 SuperiorcSubordinateMRelationshipspMwMMultipleMLevelsMofMwnalysisMwpproachdMHumanlRelationsbM1992
bMjkbMkmkclff 4.3 72

37 wMyrosscNationalMInvestigationMofMIndustrialMSalespeopleUsM’thicalMPerceptionsdMJournallofl
InternationallBusinesslStudiesbM1991bMhhbMlkgclmf 8.5 79

36 SalespersonMPerformanceMandMManageriallyMyontrollableM–actorspMwnMInvestigationMofMIndividualMandM
WorkMGroupM’ffectsdMJournalloflManagementbM1990bMglbMnmcgfl 8.8 54

35 LeadershipMsubstitutesMasMmoderatorsMofMsalesMsupervisoryMbehaviordMJournalloflBusinesslResearchbM
1990bMhgbMilicinh 8.7 32

34 wnalyzingMethicalMdecisionMmakingMinMmarketingdMJournalloflBusinesslResearchbM1989bMgobMnicgfm 8.7 271

33 InfluenceMofM–ormalizationMonMtheMOrganizationalMyommitmentMandMWorkMwlienationMofMSalespeopleM
andMIndustrialMxuyersdMJournalloflMarketinglResearchbM1988bMhkbMiml 5.2 107

32 OrganizationalMdimensionsMofMmarketingcresearchMethicsdMJournalloflBusinesslResearchbM1988bMglbMhfochhi8.7 19

31 ImpactMofMSalesMSupervisorMLeadershipMxehaviorMonMInsuranceMwgentMwttitudesMandMPerformancedM
JournalloflRisklandlInsurancebM1988bMkkbMgih 1.3 4

30 TheMInfluenceMofMyareerMStagesMonMyomponentsMofMSalespersonMMotivationdMJournalloflMarketingbM
1988bMkhbMmn 11 53

29 wMPsychometricMwssessmentMofMaMScaleMtoMMeasureMOrganizationalM–airnessdMPsychologicallReportsbM
1988bMlibMhggchhj 1.6 6

28 TheMInfluenceMofMyareerMStagesMonMyomponentsMofMSalespersonMMotivationdMJournalloflMarketingbM
1988bMkhbMmncoh 11 71

27 InfluenceMofM–ormalizationMonMtheMOrganizationalMyommitmentMandMWorkMwlienationMofMSalespeopleM
andMIndustrialMxuyersdMJournalloflMarketinglResearchbM1988bMhkbMimlcini 5.2 158

26 wnMapproachMforMassessingMindividualMversusMgroupMeffectsMinMperformanceMevaluationsdMJournallofl
OccupationallPsychologybM1987bMlfbMgkmcglm 20

25 OnMJobMSatisfactionpMItUsMtheMRelationshipsMThatMyountNdMJournalloflRisklandlInsurancebM1987bMkjbMnfj 1.3 2

24 wMpathcanalyticMstudyMofMaMmodelMofMsalespersonMperformancedMJournalloflthelAcademyloflMarketingl
SciencebM1986bMgjbMilcjl 12.4 92

(1986-1993)
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23 wMmodelMofMsalesMsupervisorMleadershipMbehaviorMandMretailMsalespeopleâ��sMjobcrelatedMoutcomesdM
JournalloflthelAcademyloflMarketinglSciencebM1986bMgjbMiicji 12.4 66

22 SalesforceMSocializationdMJournalloflMarketingbM1986bMkfbMgoh 11 158

21 wntecedentsMofMretailMsalespersonMperformancepMwMpathcanalyticMperspectivedMJournalloflBusinessl
ResearchbM1986bMgjbMhkichln 8.7 30

20 SalesforceMSocializationdMJournalloflMarketingbM1986bMkfbMgohchfm 11 197

19 xoundaryMSpannersMandMSelfcMonitoringpMwnM’xtendedMViewdMPsychologicallReportsbM1985bMkmbMhnmchoj 1.6 8

18 ’thicsMinMretailingpMPerceptionsMofMretailMsalespeopledMJournalloflthelAcademyloflMarketinglSciencebM
1985bMgibMgcgl 12.4 75

17 ’thicsMinMindustrialMsellingpMHowMproductMandMserviceMsalespeopleMcomparedMJournalloflthelAcademyl
oflMarketinglSciencebM1985bMgibMglfcgmf 12.4 20

16 JobcRelatedMResponsesMofMInsuranceMwgentspMwMMultic–irmMInvestigationdMJournalloflRisklandl
InsurancebM1985bMkhbMkfg 1.3 4

15 wMportfolioMapproachMtoMaccountMprofitabilitydMIndustriallMarketinglManagementbM1984bMgibMiicjg 6.9 33

14 yorrelatesMofMsalespeopleUsMethicalMconflictpMwnMexploratoryMinvestigationdMJournalloflBusinesslEthicsbM
1984bMibMijiciki 4.3 106

13 zifferentialMImpactMofMRoleMyonflictMandMwmbiguityMonMSelectedMyorrelatespMwMTwocSampleMTestdM
PsychologicallReportsbM1984bMkkbMloocmfm 1.6 10

12 –ROMMS’LLINGMTOMSwL’SMMwNwG’M’NTpMwMz’V’LOPM’NTwLMMOz’LdMJournalloflConsumerl
MarketingbM1984bMgbMjickh 2 4

11 ImpactMofMhumorMonMsurveyMresponsesdMIndustriallMarketinglManagementbM1983bMghbMgiocgji 6.9 5

10 ImprovingMMarketingMProductivitypMTheMnfehfMPrincipleMRevisiteddMCalifornialManagementlReviewbM
1982bMhkbMolcgfk 13.2 9

9 wMsurveyMofMsalesMmanagementMpracticesdMIndustriallMarketinglManagementbM1982bMggbMgiicgjg 6.9 55

8 TheMSalescwdvertisingMInterfaceMinMPromotionMPlanningdMJournalloflAdvertisingbM1981bMgfbMikcjg 4.4 4

7 xusinessM’thicspMxuyersMandMSellersdMJournalloflPurchasinglandlMaterialslManagementbM1981bMgmbMocgl 63

6 TheMSalesM–orceMManagementMwuditdMCalifornialManagementlReviewbM1981bMhjbMnlcok 13.2 17
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5 PerceptionsMofMtheMsalesMjobpMHowMstudentsMcompareMwithMindustrialMsalespeopledMJournalloflthel
AcademyloflMarketinglSciencebM1981bMobMikhcilm 12.4 26

4 PerceptionsMofMtheMsalesMjobpMHowMstudentsMcompareMwithMindustrialMsalespeopleM1981bMobMikh 9

3 TechniquesMthatMreduceMsalesforceMfrustrationdMIndustriallMarketinglManagementbM1980bMobMgkocgll 6.9 3

2 RecruitingMcollegeMstudentsMforMtheMsalesforcedMIndustriallMarketinglManagementbM1980bMobMimcjk 6.9 25

1 ManagingMfrustrationMinMtheMsalesMforcedMIndustriallMarketinglManagementbM1979bMnbMhffchfl 6.9 7
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