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Fundamentals of Selling, 13e trains readers on a detailed, yet broad, step-by-
step selling process that is universal in nature. Numerous sales personnel in the
industry today have commented on how this market-leading textbook reflects
what they do on sales calls with prospects and customers. The goal of
Fundamentals of Selling has always been to demonstrate to students the order of
steps within the selling process; provide numerous examples of what should be in
each step; and show how the steps within the selling process interact with one
another. Combined with up-to-date content and a strong ethical focus, the 13th
edition of Fundamentals of Selling teaches sales the way a mentor would: with a
strong, practical focus that puts the customer first.
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universal in nature. Numerous sales personnel in the industry today have commented on how this market-
leading textbook reflects what they do on sales calls with prospects and customers. The goal of
Fundamentals of Selling has always been to demonstrate to students the order of steps within the selling
process; provide numerous examples of what should be in each step; and show how the steps within the
selling process interact with one another. Combined with up-to-date content and a strong ethical focus, the
13th edition of Fundamentals of Selling teaches sales the way a mentor would: with a strong, practical focus
that puts the customer first.
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Editorial Review

About the Author

Charles M. Futrell isthe federated professor of marketing at Texas A& M University in College Station,
Texas. HehasaB.B.A., M.B.A., and Ph.D. in marketing. Dr. Futrell is aformer salesperson turned
professor. Before beginning his academic career, he worked in sales and marketing capacities for eight years
with the Colgate Company, the Upjohn Company, and Ayerst Laboratories. Dr. Futrell serves as a frequent
reviewer for several academic journals. Heis on the editorial advisory board of the Journal of Marketing
Theory and Practice. His research in personal selling, sales management, research methodology, and
marketing management has appeared in numerous national and international journals, such as the Journal of
Marketing and the Journal of Marketing Research. An article in the summer 1991 issue of the Journal of
Personal Selling & Sales Management ranked Charles as one of the top three sales researchersin America.
He was also recognized in Marketing Education, Summer 1997, as one of the top 100 best researchersin the
marketing discipline. Professor Futrell served as the American Marketing Association as Chair of the Sales
and Sales Management Special Interest Group (SIG) for the 1996-97 academic year. He was the first person
elected to this position. Charles was elected Finance Chair for the Sales SIG's 1998-99 term. In 2005, this
AMA group presented Charles with its Lifetime Achievement Award for commitment to excellence and
servicein the area of sales. Mu Kappa Tau, the National Marketing Honor Society, recognized Charles for
exceptional scholarly contributions to the sales profession in 2000. Thisis only the fourth time this
recognition has been bestowed since its creation in 1988. Dr. Futrell has written or cowritten eight successful
books for the college and professional audience. Two of the most popular books are Fundamental s of
Selling: Customersfor Life, Sixth Edition, and ABC's of Relationship Selling through Service, Ninth
Edition, both published by McGraw-Hill Ltd. These books are used in hundreds of U.S. and international
schools. More than 300,000 students worl dwide have benefited from Professor Futrell's books. In 1997 Dr.
Futrell began using his website and group e-mailsin his sales classes, which often have 100 students in each
section. Students sign up for both alecture period and lab time. In each semester's six labs, students are
videotaped in activities such as making ajoint sales call, panel interview, selling oneself on ajob interview,
product sales presentations, and various experiential exercises. TAMU's College of Business Administration
and Graduate School of Businessis one of the largest business programsin the U.S., with more than 6,000
full-time business majors. Approximately 50 percent of the marketing department's 800 magjors arein
Charles's personal selling and/or sales management classes at various times. He has worked with close to
10,000 studentsin sales-related classes. Professor Futrell's books, research, and teaching are based on his
extensive work with sales organizations of all types and sizes. This broad and rich background has resulted
in his being invited to be a frequent speaker, researcher, and consultant to industry.

Users Review
From reader reviews:
Darren Meekins:

In this 21st one hundred year, people become competitive in most way. By being competitive right now,
people have do something to make these people survives, being in the middle of typically the crowded place
and natice simply by surrounding. One thing that oftentimes many people have underestimated it for awhile
isreading. Y ep, by reading a e-book your ability to survive increase then having chance to remain than other
ishigh. To suit your needs who want to start reading the book, we give you this Fundamentals of Selling:
Customersfor Life through Service (Irwin Marketing) book as nice and daily reading book. Why, because
this book is more than just a book.



Debra Jones:

The guide with title Fundamentals of Selling: Customers for Life through Service (Irwin Marketing) has alot
of information that you can understand it. You can get alot of help after read this book. This book exist new
know-how the information that exist in this book represented the condition of the world now. That is
important to yo7u to learn how the improvement of the world. This book will bring you in new era of the
globalization. Y ou can read the e-book with your smart phone, so you can read the item anywhere you want.

Gerald Conway:

Isit an individual who having spare time and then spend it whole day by simply watching television
programs or just resting on the bed? Do you need something new? This Fundamental s of Selling: Customers
for Life through Service (Irwin Marketing) can be the solution, oh how comes? It's a book you know. Y ou
are and so out of date, spending your extratime by reading in this brand new erais common not a geek
activity. So what these books have than the others?

Fredrick Alfred:

As a college student exactly feel bored to help reading. If their teacher questioned them to go to thelibrary in
order to make summary for some reserve, they are complained. Just small students that has reading's soul or
rea their hobby. They just do what the educator want, like asked to the library. They go to generally there
but nothing reading very seriously. Any students feel that looking at is not important, boring and also can't
see colorful photographs on there. Yeah, it isto be complicated. Book is very important in your case. Aswe
know that on this period, many ways to get whatever we want. Likewise word says, ways to reach Chinese's
country. So , this Fundamentals of Selling: Customers for Life through Service (Irwin Marketing) can make
you sense more interested to read.
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