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2. The Journal of Selling has 3 categories of manuscripts:

Academic
goal is to add to the body of knowledge that is supported by rigorous research methods.
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content/approach and contain empirical support. The importance of teaching and researching in this domain 
is vital to help educators and trainers remain on the cutting edge of sales instruction. Case studies are now 
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3. Articles in excess of 6000 words will not normally be accepted. The Editor does welcome shorter articles and case 
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Diagrams / text boxes / tables - should be submitted without shading although a copy of how the authors 
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where it should appear.
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literature citations. Wherever possible, full bibliographic details (e.g., volume number issue number or date, 
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5. Any article or other contribution submitted must be the original unpublished work of the author(s) not submitted 
for publication elsewhere.

6. Manuscripts should be formatted on 8 1/2” x 11” paper with all margins of 1” and double-spaced. Font style 
should be Times New Roman in 12 pitch.

7. An address for correspondence (including Email address) should be supplied as well as a telephone and fax 
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8. Authors undertake the responsibility to check that the manuscript should be free of grammatical, syntax or 
spelling errors. The Editor reserves the right not to accept any manuscript in which excess alterations or corrections 
need to be made.
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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.

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 

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!

Lukas P. Forbes, Ph.D.
Professor of Marketing
Director, WKU Sales Program
Editor, Journal of Selling
Western Kentucky University

Lukas P. Forbes


