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Lukas P. Forbes

From the Editor

Welcome to the latest issue of the Journal of Selling. With this issue’s release, the
“Home” of this journal switches from Northern Illinois to Western Kentucky University.
NIU has housed this journal for over a decade under the leadership of Rob Peterson in
addition to leading the transition to the new naming of the Journal with the 2016 issue.

Rob’s impact on the sales profession, and this journal specifically, cannot be overstated.
Under his leadership and guidance, we have seen this journal become not only more
impactful in the sales business profession but also gain additional notoriety and presence
within the sales academic world. As Rob moves on to the next phase of his career, well
done, Rob!

Within this journal, you will see four articles focused on a variety of sales topics. It is
our hope as a review team that these articles will spur additional research and thought
in these topic areas. In addition, in an effort to communicate future Journals, the special
issue planned under the previous editorial leadership as Issue 2, 2026 will not occur in

2026 or in the future. Our next issue will be a regular Journal, Issue 1, 2027. We are looking at future special issue
topics, please direct any ideas you might have to me.

If you have read this far, we are always looking for great manuscript submissions and any sales faculty that would like
to assist this journal with the review process. As all of us in the sales profession move along in our sales careers to
bigger and better things, the need to add and replace reviewers has never been higher. Please reach out to me directly

if the latter interests you.

Thank you!
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