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Refereed Conference Proceedings and Presentations (selected) 
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Contributions to Textbooks 

 
1. Homburg, C. (Ed.). Marketingmanagement: Strategie – Instrumente – Umsetzung – Un-

ternehmensführung (7th Edition.). Role: Contributing author. Contributions: Chapters on 
B2B marketing theory, market research in the context of machine learning, and sales 
management.  
 

2. Homburg, C. (Ed.). Marketing Management – Übungsbuch (2nd Edition).  
Role: Contributing author. Contributions: Development of exercises and cases aligned 
with updates in the textbook and recent developments in marketing and sales. 

 


