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Altenscheidt, J./Schmitz, Ch. (2022): Managing Salesperson Turnover: The Role of Salesperson’s
Occupational Employment Level and Organizational Justice Perceptions, in: American Marketing
Association (AMA) Winter Educators 2022 Conference Proceedings, Nevada, Texas, USA.

Hoffmann, C./Nestler, L./Poppelbul3, J./Schmitz, Ch. (2022): Salespeople as Corporate Influencers
in Business-to-Business Markets: A Grounded Theory Study, in: American Marketing Association
(AMA) Winter Educators 2022 Conference Proceedings, Nevada, Texas, USA.

Alavi, S./Guba, J.-H./Schmitz, Ch./Schneider, J.-V./Wieseke, J. (2020): When do forecasts fail and
when not? Contingencies affecting the accuracy of sales managers’ forecast regarding the future
business situation, in: American Marketing Association (AMA) Winter Educators 2020 Conference
Proceedings, San Diego, California, USA.

Alavi, S./Habel, J./Rusche, H./Schéfer, B./Schmitz, Ch. (2020): Status Incentives in Sales: Why
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Reinhold, M./Schmitz, Ch./Reinhold, St. (2010): Exhibitor Satisfaction in Business-to-Business
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Schmitz, Ch./Rader, Ph. (2010): Sales Complexity - Conceptualization and a New Measure of
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Schmitz, Ch./Ahlers, M./Belz, Ch. (2013): Stellhebel im Kleinkundenmanagement, in:
Binckebanck, L./Hdlter, A.-K./Tiffert, A. (eds.): Flihrung von Vertriebsorganisationen: Strategie -
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