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investigation into the relationship between marketing influence and managers' market intelligence
dissemination, in: International Journal of Research in Marketing, 32 (2), 179-186.

Schmitz, Ch./Ganesan, S. (2014): Managing Customer and Organizational Complexity in Sales
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25. Schmitz, Ch./Lee, Y.-Ch./Lilien, G. L. (2014): Cross-Selling Performance in Complex Selling
Contexts: An Examination of Supervisory- and Compensation-Based Controls, in: Journal of
Marketing, 78 (3), 1-19.

** Lead article.

26. Schmitz, Ch. (2013): Group Influences of Selling Teams on Industrial Salespeople’s Cross-Selling
Behavior, in: Journal of the Academy of Marketing Science, 41 (1), 55-72.

27. Malms, O./Schmitz, Ch. (2011): Cross-Divisional Orientation: Antecedents and Effects on Cross-
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30. Schmitz, Ch. (2009): Zufriedenheit industrieller Vertriebspartner: Wirkungen auf
Vertriebsbeziehungen Schweizer Hersteller, in: Die Unternehmung, 63 (3), 283-306.

31. Jenewein, W./Schmitz, Ch. (2008): Creating a High Performance Team through Transformational
Leadership: The Case of Alinghi, in: Business Case Journal, 15 (1), 26-53.

32. Schmitz, Ch./Biermann, Ph. (2007): Beschaffungsprozesse mittelstdndischer Unternehmen - Eine
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KMU und Entrepreneurship (previous called: Zeitschrift fiir Klein- und Mittelunternehmen), 55
(4), 243-265.

33. Schmitz, Ch./Wagner, T. (2007): Satisfaction in International Marketing Channels: A Local
Channel Member Perspective, in: Journal of Marketing Channels, 14 (4), 5-39.

B Monographs and Edited books

34. Evers, D./ Schrank, R./ Boos, W./ Rief, M./ Schmitz, Chr./ Spatzier, T./ Wieseke, J. (2024): Vom
Produkt- zum Losungsanbieter — Die Transformation zum Solution-Seller meistern, Aachen: FIR
e. V. an der RWTH Aachen.

35. Schifer, B./ Schmitz, Ch. (2023): Schitzung von Kaufpotenzialen zur Integration im CRM von
Business-to-Business Unternehmen, Digitalisierung im Vertrieb: Strategien zum Einsatz neuer
Technologien in Vertriebsorganisationen (pp. 791-816), Wiesbaden: Springer Fachmedien
Wiesbaden.

36. Kassemeier, R./ Alavi, S./ Habel, J./ Schmitz, Ch./ Wieseke, J. (2023): Guest Editorial: “Value-
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37. Westphal, J./ Gorne, J./ Schmitz, Ch. (2022): Sales Enablement als Fundament des
Vertriebserfolgs: Innovative Ansétze aus Theorie und Praxis zur Gestaltung erfolgreicher
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38. Hildebrand, Ch./ Schmitz, Ch./Weibel, M. (2020): Guest Editorial ,,Sales Automation”, Marketing
Review St. Gallen (previous called: Thexis), Issue 5, Wiesbaden: Springer Professional.
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39. Schmitz, Ch./Wieseke, J./Schiirmann, J./Mustaghni, B. (2017): Next Generation Sales: Key insights
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48. Schmitz, Ch.  (2006): Internationales  Vertriecbsmanagement fiir  Industriegiiter,
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Language to Predict B2B Customer Buying Potential, in: American Marketing Association
(AMA) Winter Academic 2026 Conference Proceedings, Madrid, Spain.
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and On-site Sales Calls in B2B Markets, in: American Marketing Association (AMA) Winter
Academic 2024 Conference Proceedings, St. Petes Beach, Florida, USA.
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Altenscheidt, J./Frie3, M./Schmitz, Ch. (2022): When Do Sales Representatives Truly Resign?
Unveiling and Understanding Performance Dips Before Departure, in: American Marketing
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Association (AMA) Winter Educators 2020 Conference Proceedings, San Diego, California, USA.
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Effective in Industrial Service Selling?, in: American Marketing Association (AMA) Winter
Educators 2019 Conference Proceedings, Austin, Texas, USA.
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Texas, USA.
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Sipil, J./Alavi, S./Edinger-Schons, L. M./Dérfer, S./Schmitz, Ch. (2019): The double-edged sword
of corporate social responsibility in the luxury context, in: American Marketing Association (AMA)
Winter Educators 2019 Conference Proceedings, Austin, Texas, USA.
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Endres, H./Helm, R./Schmitz, C./Nowak, C. (2018): Customer Attitudinal Adoption of Industrial
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Proceedings, New Orleans, Louisiana, USA.

Friess, M./Schmitz, Ch./Alavi, S./Habel, J. /Wieseke, J. (2018): Is There a Good Side of Divorce?
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Association (AMA) Winter Educators 2018 Conference Proceedings, New Orleans, Louisiana,
USA.
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Schmitz, Ch./Steinbacher, E./Ganesan, S./Dax, M. (2018): The Role of Relationships in
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Association (AMA) Winter Educators 2018 Conference Proceedings, Poster Presentation, New
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Schneider, J.-V./Schmitz, Ch./Wieseke, J. (2018): The Sales Barometer: Using Knowledge from the
Sales Funnel for Economic Forecast, Special Session “Sales, Leadership, and Human Resources”,
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Orleans, Louisiana, USA.

Wieseke, J./Alavi, S./Habel, J./Schmitz, Ch./Briiggemann, F. (2016): The ambivalent role of
variable compensation in industrial servitization, in: 45" European Marketing Academy (EMAC)
Conference, Oslo, Norway.

Wieseke, J./Alavi, S./Habel, J./Schmitz, Ch./Briiggemann, F. (2016): The role of sales in hybrid
offerings, in: 45" European Marketing Academy (EMAC) Conference, Oslo, Norway.

Schmidt, M./Hattula, J./Schmitz, Ch./Reinecke, S. (2013): How Does Marketing Department's
Influence Affect the Dissemination of Market Intelligence Across the Firm? Evidence for an
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42" European Marketing Academy (EMAC), Istanbul, Turkey.

Schmidt, M./Hattula, J./Schmitz, Ch./Reinecke, S. (2013): Marketing Department’s Influence and
Information Dissemination Within in a Firm: Evidence for an Inverted U-Shaped Relationship, in:
AMS Marketing World Congress, Melbourne, Australia.

Schagen, A./Oral, C./Belz, Ch./Schégel, M./Schmitz, Ch./Gnoth, J. (2012): Inbound Center Quality:
Typology and Experimental Results, in: 415 European Marketing Academy (EMAC) Conference,
Lisbon, Portugal.

Schmitz, Ch./Ganesan, S. (2012): Managing Complexity in Sales Organizations, in: Thought
Leadership on the Sales Profession Conference on June 5" and 6" 2012, Harvard Business School,
Boston, Massachusetts, USA.

Steinbacher, E. K./Schmitz, Ch./Zupancic, D. (2012): Personal Selling - An Out-Dated Sales
Concept? The Effects of Salespeople Engagement in Competitive Tenders, in: 41% European
Marketing Academy (EMAC) Conference 2012, Lisbon, Portugal.
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Steinbacher, E. K./Schmitz, Ch./Zupancic, D. (2012): Ready to pitch? How Salespeople
Engagement in Tenders Affects Vendors' Relational and Transactional Attractiveness, in: American
Marketing Association (AMA) Summer Educators Conference Proceedings, Chicago, Illinois,
USA.

Schmitz, Ch. (2011): Exploiting Customer Potential: Dysfunctional Effects of Team and Supervisor,
in: 42" European Marketing Academy (EMAC) Conference 2011, Ljubljana, Slovenia.

Schogel, M./Herhausen, D./Schmitz, Ch. (2011): Toward a broader Understanding of Marketing
Capabilities: Developing the Market Together: Scale Development and Performance Implications
of Co-Marketing Capability, in: American Marketing Association (AMA) Summer Educators' 2011
Conference Proceedings, San Francisco, California, USA.

Helm, R./Schmitz, Ch./Kreiter, S./Dowling, M. (2010): Environmental Uncertainty and Marketing
Control in International HQs-Subsidiary Relationships, in: AOM Academy of Management 2010
Annual Meeting Proceedings, Montreal, Canada.

Malms, O./Schmitz, Ch. (2010): A Salesperson's Cross-Functional Orientation: Antecedents and
Effects on Cross-Selling Success, in: American Marketing Association (AMA) Winter Educators
2010 Conference Proceedings, New Orleans, Louisiana, USA.

Reinhold, M./Schmitz, Ch./Reinhold, St. (2010): Exhibitor Satisfaction in Business-to-Business
Trade Shows - Understanding Performance Patterns from Vavra’s Importance Grid Perspective, in:
Proceedings 39" European Marketing Academy (EMAC) Conference 2010, Copenhagen, Denmark.

Schmitz, Ch./Rader, Ph. (2010): Sales Complexity - Conceptualization and a New Measure of
Complexity in the Selling Function, in: American Marketing Association (AMA) Winter Educators
2010 Conference Proceedings, New Orleans, Louisiana, USA.

Blawath, S./Schmitz, Ch. (2009): Strategies of Intraorganizational Knowledge Acquisition and
Sales Person Performance, in: 38" European Marketing Academy (EMAC) Conference, Conference
Proceedings, Nantes, France.

Malms, O./Schmitz, Ch. (2009): Antecedents of a Cross-Functional Orientation and the Effect on
Cross-Selling Success, in: 38" European Marketing Academy (EMAC) Conference 2009,
Conference Proceedings, Nantes, France.

Blawath, S./Schmitz, Ch. (2008): Direct and Moderating Effects of Occupational Stress on Job
Satisfaction: Rival Models on Linear and Non-Linear Relationships, in: 37" European Marketing
Academy (EMAC) Conference 2008, Conference Proceedings, Brighton, Great Britain.

Schmitz, Ch./Lis, B. (2007): The Impact of Centralization on Channel Member Satisfaction in
Different Environmental Settings, in: 36™ European Marketing Academy (EMAC) Conference
2007, Conference Proceedings, Reykjavik, Iceland.

Wagner, T./Schmitz, Ch. (2007): Satisfaction in International Channel Relationships: A Local
Channel Member Perspective, in: American Marketing Association (AMA) Winter Educators 2007
Conference Proceedings, San Diego, California, USA.

** Best Paper Award, AMA Winter Educators 2007.

Schmitz, Ch./Zupancic, D. (2006): Sales Complexity - The Measurement, Evaluation and
Management of a Recent Challenge for the Sales Persons’ Performance, in: Proceedings of the
ISBM - Institute of the Studies of Business Markets Conference 2006, Chicago, Illinois, USA.

Zupancic, D./Schmitz, Ch. (2006): Customer Satisfaction in Business-to-Business Relations - A
Tool for Measurement and Improvement, in: Proceedings of the ISBM - Institute of the Studies of
Business Markets Conference 2006, Chicago, Illinois, USA.
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92. Reinhold, M./Reinhold, St./Schmitz, Ch. (2017): Understanding Exhibitor Satisfaction in Trade
Shows and Consumer Fairs, in: Kirchgeorg, M./Dornscheidt, W./Stoeck, N. (eds.): Handbuch
Messemanagement, 2nd Ed., Gabler.

93. Schmitz, Ch. (2013): Akzente und Suchfelder in der Zusammenarbeit mit Christian Belz, in:
Reinecke, S./Annen, E./Belz, O./Betz, M./Reinhold, M./Schmitz, Ch./Schogel, M./Tomczak,
T./Zupancic, D. (eds.): Marketing-Kaleidoskop (Festschrift zum 60. Geburtstag von Christian Belz),
St. Gallen: Thexis, p. 191-197.

94. Schmitz, Ch./Ahlers, M.Belz, Ch. (2013): Stellhebel im Kleinkundenmanagement, in:
Binckebanck, L./Holter, A.-K./Tiffert, A. (eds.): Fiihrung von Vertriebsorganisationen: Strategie -
Koordination - Umsetzung, Wiesbaden: Springer Fachmedien, p. 171-188.

95. Belz, Ch./Schmitz, Ch. (2012): Verkaufskomplexitit: Phdnomen, Auswirkungen und Gestaltung,
in: Keuper, F./Mehl, R. (eds.): Customer Management: Vertriebs- und Servicekonzepte der Zukunft,
Berlin: Logos-Verlag, p. 391-402.

96. Schmitz, Ch. (2012): Briider Christian und Otto Belz - Die Marketing-Briider aus St. Gallen, in:
Reinecke, S./Belz, Ch./Ténner, U. (eds.): Marketeers: Macher, Manager und Magnaten: Wie
erfolgreiche Personlichkeiten Mérkte und Marketing entwickeln und gestalten, St. Gallen: Thexis,
p. 45-55.

97. Schmitz, Ch. (2012): Management der Zusammenarbeit mit internationalen Vertriebspartnern, in:
Binckebanck, L./Belz, Ch. (eds.): Internationaler Vertrieb, Wiesbaden: Springer Gabler, p. 475-488.

98. Schmitz, Ch./Ahlers, M. (2012): Soziale Medien im Business-to-Business-Geschift: ein
Praxisbericht, in: Schulten, M. /Mertens, A./Horx, A. (eds.): Social Branding: Strategien -
Praxisbeispiele — Perspektiven, Wiesbaden: Springer Gabler, p. 307-327.

99. Belz, Ch./Schmitz, Ch. (2011): Verkaufskomplexitit: Leistungsfahigkeit des Unternehmens in die
Interaktion mit dem Kunden {iibertragen, in: Homburg, Ch./Wieseke, J. (eds.): Handbuch
Vertriebsmanagement, Wiesbaden: Gabler Verlag, 179-206.

100.  Belz, Ch./Schmitz, Ch. (2008): Smart Account Management, in: Interaktives Marketing, in:
Belz, Ch./Schogel, M./Arndt,O./Walter,V. (eds.) Wiesbaden: Gabler, 2008, p. 198-204.

101.  Belz, Ch./Schmitz, Ch. (2008): Verkaufskomplexitit: Grosse Aufgaben mit kleinen Ressourcen,
in: Kohler, R. (eds.): Marketing 2009, 19. Jahrgang, St. Gallen: KiinzlerBachmann Medien AG, p.
176-179.

102.  Biermann, Ph./Schmitz, Ch. (2007): Praxisbeispiel: StepStone Deutschland AG, in: Belz,
Ch./Bieger, Th. (eds.): Customer Value, Kundenvorteile schaffen Unternehmensvorteile, Frankfurt:
Verlag moderne Industrie, p. 223-228.

103.  Belz, Ch./Schmitz, Ch./Brexendorf, T. (2005): Internationales internes Marketing - Konsequenz
einer internationalen kundenorientierten Unternehmensfiihrung, in: Stauss, B./Bruhn, M. (eds.):
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