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the	marketing	discipline.Professor	Futrell	served	as	the	American	Marketing	Association	as	Chair	of	the	Sales	and	Sales	Management	Special	Interest	Group	(SIG)	for	the	199697	academic	year.	He	was	the	first	person	elected	to	this	position.	Charles	was	elected	Finance	Chair	for	the	Sales	SIG's	199899	term.	In	2005,	this	AMA	group	presented
Charles	with	its	Lifetime	Achievement	Award	for	commitment	to	excellence	and	service	in	the	area	of	sales.	Mu	Kappa	Tau,	the	National	Marketing	Honor	Society,	recognized	Charles	for	exceptional	scholarly	contributions	to	the	sales	profession	in	2000.	This	is	only	the	fourth	time	this	recognition	has	been	bestowed	since	its	creation	in	1988.Dr.
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worked	with	close	to	10,000	students	in	sales-related	classes.Professor	Futrell's	books,	research,	and	teaching	are	basedon	his	extensive	work	with	sales	organizations	of	all	types	and	sizes.	This	broad	and	rich	background	has	resulted	in	his	being	invited	to	be	a	frequent	speaker,	researcher,	and	consultant	to	industry.	Charles	M.	Futrell	is	the
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in	his	being	invited	to	be	a	frequent	speaker,	researcher,	and	consultant	to	industry.
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