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Letter from the Director 

Dear friends and colleagues, 

I am pleased to share an update on the Reynolds and 
Reynolds Sales Leadership Institute as we continue our 
mission to develop ethical, well-trained sales professionals 
and elevate the perception of sales as a distinguished 
career path. 

This past year has been transformative. I’m proud to report 
that we achieved 100% job placement for our sales track 
students, a testament to the quality of our programming 
and the strength of our industry partnerships. Our focus on self-awareness, relationship building, 
problem-solving, and effective communication continues to differentiate our graduates in the marketplace. 

We’ve made significant progress on our healthcare sales initiative, opening new pathways for students 

interested in this dynamic sector. Additionally, our sales lab is nearing completion, and we’re actively securing 
funding and endowment support to ensure its long-term sustainability. 

Our AmplifyU program, developed in partnership with Texas A&M Athletics, continues to help student-athletes 
leverage their unique abilities for business success. We’re exploring ways to expand this programming to 
upperclassmen across campus. Our research program has focused on supporting and promoting faculty 
research, and we have seen record numbers of student participation at many of our events this year. 

We remain committed to serving four core groups: students, academia, industry, and community. Everything 
we do is built on the Aggie Core Values and a platform of service. 

Thank you for your continued support of the Institute. Together, we’re shaping the future of sales leadership. 

Thank you, 

Janet Parish 

Director, Reynolds and Reynolds Sales Leadership Institute 

Mays Business School, Texas A&M University 
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About the Sales Leadership Institute 

The Reynolds and Reynolds Sales Leadership Institute is a collaborative community of faculty, staff, students, 
and industry partners dedicated to delivering transformational education and experiences for Aggies — past, 
present, and future. We equip students with essential life and professional competencies, including effective 
communication, problem-solving, critical thinking, self-awareness, and relationship building. 

Grounded in the Aggie Core Values, the Institute blends experiential learning, industry engagement, academic 
research, and award-winning faculty to bridge the gap between classroom instruction and real-world 
application. Through skill building programs, leadership development initiatives, and hands-on professional 
experiences, we prepare students to succeed in sales and in any career that values professionalism, ethical 
leadership, and strong interpersonal skills. 

As a university-wide resource housed in the Arch H. Aplin III ’80 Department of Marketing at Mays Business 
School, the Institute serves the broader Texas A&M community while maintaining strong academic roots within 
Mays. We remain accessible to students from all majors who seek to develop sales and leadership capabilities 
that translate into lifelong success. 
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Signature Moments from 2025-2026 

Record Sales Career Fairs 

Our fall and spring Sales Career Fairs both set new 
attendance records with over 1,000 students combined! 

10th Anniversary 

We celebrated the Institute’s 10th anniversary in conjunction 
with the 17th Annual Texas A&M Collegiate Sales Competition. 

Doubled Healthcare Sales Event 

Our Healthcare Sales Industry Exploration event doubled in 
both participation and program length with 100 students. 

AmplifyU Growth 

AmplifyU reached 70 students, its highest number of 
participating student-athletes in the fall, with interest 

and engagement still rising. 

Largest Sales Team Ever 

The Collegiate Sales Team reached a record 27 members this 
semester, with participation still growing. 
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WHO ARE WE SERVING? 
Student Representation Across Majors & Class Years 

78 Unique Majors 
Represented 

Students from across Texas A&M University participate in the Reynolds and 
Reynolds Sales Leadership Institute, representing a wide range of academic 
disciplines. This diversity reflects the universal applicability of sales leadership skills 
across all business sectors and career paths. 

Student Participation by Major 

Marketing 539 

Communications 214 

0 100 200 300 400 500 600 

Economics 140 

Finance 113 

Industrial Distribution 88 

Management 88 

Supply Chain 

Agricultural Leadership 64 

Accounting 41 

Other Majors (e.g., PHLT, 
BIMS, PBSI) 

Information Systems 36 

312 

75 

Student Participation by Classification 

828 
U4 Seniors 

Preparing for professional 
sales careers 

508 
U3 Juniors 

Building foundational sales 
competencies 

181 
U2 Sophomores 

Developing early-stage 
sales skills 

33 
U1 Freshmen 

Introducing sales skills and 
opportunities 

111 
MS Students 

7 
Ph.D. Students 

42 
Other Classifications 
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All Programs and Educational Activities 

AggiesCALL 
AggiesCALL engages students in serving nonprofits by making thank-you calls, strengthening communication skills while 
supporting community partners. 

AmplifyU 
AmplifyU, a partnership between Texas A&M Athletics and Mays Business School, equips student-athletes with business 
acumen, networking opportunities, and career readiness beyond their sport. 

Collegiate Sales Team 
The Collegiate Sales Team gains real-world sales experience by competing in role-play competitions at Texas A&M and 
across the country alongside industry professionals. 

Etiquette Events 
Our networking and dining events prepare students with the skills needed to impress recruiters, colleagues, and clients in a 
formal dining environment. 

Healthcare Sales Industry Exploration Event 
This event introduces students to medical device and pharmaceutical sales through panels, networking, and meals with 
industry professionals who demystify healthcare sales careers. 

Professional Distinction in Sales 
The Professional Distinction in Sales recognizes students who complete rigorous, high-impact sales experiences, earning 
points each semester that culminate in a graduation medal. 

Professional Selling Track 
The Professional Selling Track offers a focused curriculum in sales and sales management, preparing students for careers 
where communication, persuasion, and problem-solving are central. 

Sales + Analytics Immersion 
Sales + Analytics Immersion is an multi-day boot camp for engineering students that blends technical sales training, 
company visits, and a case competition focused on data-driven selling. 

Sales Career Fairs 
The fall and spring Sales Career Fairs — open to all Aggies — is the only campus fair dedicated entirely to sales 
opportunities, connecting students with 95+ unique companies offering internships and full-time positions. 
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All Programs and Educational Activities Cont. 

Sales Club 
Sales Club gives Aggies hands-on practice in selling, networking, and professional development while building 
meaningful connections with corporate partners. Open to all Texas A&M and Blinn students. 

Sales Speed Networking 
Sales Speed Networking pairs students with recruiters in fast-paced small-group rotations, giving them a chance to 
practice their pitch and build relationships before the Sales Career Fair. 

Sales Sprint 
Two-day externship where students visit companies in a major Texas city and get the inside scoop on being a sales 
professional in those industries. 

SalesU 
Free 15-25 minute online modules where students can learn about and practice sales process skills like the idea pitch, the 
elevator pitch, and impromptu speaking. 

Solving World Problems Competition  
In this one-day team competition, students apply a structured problem-solving process to real-world challenges and 
pitch their solutions for cash awards and recognition. 

Step Into Business 
Step Into Business partners with local teachers to introduce younger students to business concepts, giving Aggies a 
chance to serve and mentor the next generation. 

Texas A&M Collegiate Sales Competition 
This on-campus role-play competition lets students from any major sell to real recruiters, receive detailed feedback, and 
compete for cash prizes as they advance through multiple rounds. 
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2025 - 2026 
STUDENT INVOLVEMENT 

Representation of Students by Program 

1,710 
Total Student Touchpoints 

1.01K 
Students 

Sales Career Fair 

180 
Students 

AggiesCALL 

171 
Students 

PDIS 

111 
Students 

Etiquette Events 

70 
Students 

AmplifyU 

22 
Students 

Immersion Programs 

20 
Students 

Sales Sprint 

126 
Students 

Speed Networking 
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Spotlight on Winners 

Texas A&M Collegiate Sales Competition 
October 16 - 17, 2025 
1st Place – Quinn Blunston 

2nd Place – Mary Louis Davenport 
3rd Place – Kaylie Cerda 

4th Place – Allison Bowers 

AmplifyU Video Competition Winners 

Fall 2025 and Spring 2026 
Fall 2025 1st Place – Adasyn Kallay 

Fall 2025 2nd Place – Vanessa Borovilos 

Spring 2026 1st Place – Magdalena Rauter 

Spring 2026 2nd Place –  Emery Prentice 

Solving World Problems Competition 

April 17, 2026 
1st Place –  Julia Brown, Logan Chang, Lani Crawford, 
Ella Reeves 

2nd Place – Quinn Blunston, Claire McCusker, Braden Smith, 
Mason Whiddon 

3rd Place – David Lax, Kristina Pham, Alex Sandoval, 
Kyndall Woods 

Sales Cup Winner 

Fall 2025 and Spring 2026 
(Most Professional Distinction in Sales Points for 2025-2026) 

Lani Crawford 
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Spotlight on Winners 

Partner Recognition Award 

Dell Small Business 

Service Excellence Award 

Matt Douglas 

Outstanding Contribution Award 

Dr. Eli Jones 
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OUTCOMES AND 
STUDENT IMPACT 

The Results of Institute Engagement 

100% 
Graduation Placement 

Rate 

$94K $46K 
Average Target First-Year 

Earnings 
Sales 

Scholarships Awarded 

Job placement rate refers to 
Sales Track students only. 

2025 - 2026 Academic Year 

”

”

”Ella Reeves 
May 2026 

”
Levi Rowland 

May 2026 

Lani Crawford 
December 2026 

Molly Erickson 
May 2028 

The Institute taught me that I don’t have to fit the mold to be successful in sales; I 
succeed by embracing what makes me unique. Sales isn’t a one-personality-fits-all 
career, and authenticity is my greatest strength. Through this program, I’ve gained 
lifelong friendships, trusted advisors, and the confidence to advocate for myself 
without fear of rejection. ”

For me, the Reynolds and Reynolds Sales Leadership Institute has been truly 
life-altering, reshaping the direction of my college experience, and accelerating my 
early career by helping me earn a full-time offer from my dream company. Through 
opportunities such as the Collegiate Sales Team, Collegiate Sales Competition, Sales 
Career Fairs, and other signature events, the institute has developed me as a student, 
professional, and leader. Equally impactful has been the individualized mentorship 
from faculty and the leadership guidance that has supported my continued growth 
and success within the Sales Club over the past two years. ”
Being a part of the Reynolds and Reynolds Sales Leadership Institute has changed my 
life. Since my freshman year I have been given a multitude of opportunities to grow 
and practice my sales skills. The Institute gave me a foundation to grow professionally 
and personally. They not only gave me the opportunity to learn, but the opportunity 
to fall in love with sales. I am beyond grateful to be a part of the institute and I will 
never forget the mentors and people who have guided me along the way. ”
Being part of the Sales Leadership Institute has presented me with opportunities I 
would have never been able to come across without the support of the program. I 
have been able to advance my sales knowledge, grow my network, and learn from 
peers and mentors. I’m very grateful to be a part of the Institute and for the people 
it has brought me into contact with. ”
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PARTNER COMPANIES 

Founding Partners 

Other Partner Companies 
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Fiscal Overview 

Because of the generous support of our partners, sponsors, and donors, over the last year we 
allocated $46,000 in scholarships, funded over $200,000 in student programming, and invested more 
than $700,000 for a state-of-the art lab. 

2026-2027 Scholarship Recipients 

The institute is proud to support student success through targeted scholarship opportunities. Students 
are assessed on several criteria, with particular emphasis on their involvement in sales-related activities, 
demonstration of financial need, and clarity of their career goals in the sales field. The following 
scholarships were awarded this year: 

• Reynolds and Reynolds Scholarship  - Kai O’Reilly 

• Mrs. Fern Jones and Dr. Eli Jones ’82 Scholarship  - Kelli Iutzwig, Sarah Seymour 

• Dr. Charles M. Futrell Scholarship – Blaine Bielitz 

• Laine ’81 and Ted Totah ’80 Scholarship – Diane Guercio 

• Jackson Comer ’24 Scholarship – Sophia Peden 

• Sewell Scholars 

Caroline Beach 

Melayna Briskey 

Lani Crawford 

Molly Erickson 

Clara Helmstetler 

Lily Osman 

Alex Sandoval 
Braden Smith 
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Student Spotlight 

Lani Crawford ’27 

Lani Crawford is a senior marketing major from Forney, 
Texas, graduating in December 2026 with a focus on 
professional selling and sales management. A 
first-generation college student and first-generation Aggie, 
she chose Texas A&M and the Reynolds and Reynolds Sales 
Leadership Institute after seeing firsthand how medical 
device and pharmaceutical sales representatives improved 
her mom’s quality of life and deciding she wanted to do the 
same for other families. 

Lani got involved with the Institute in her very first semester, joining Sales Club and quickly becoming active in its 
programs. She placed fourth in the 16th Annual Texas A&M Collegiate Sales Competition, earned a spot on the 
Texas A&M Collegiate Sales Team, and has since represented the Institute and Texas A&M in five national 
competitions. As a student worker, she has supported Sales Club, Sales Team, and the Professional and 
Advanced Selling classes (MKTG 335/435), while holding leadership roles as Sales Club vice president, Sales Team 
captain, AggiesCALL assistant, and student mentor for MKTG 335/435. 

Mentorship has been central to Lani’s journey, particularly the guidance she received from Dr. Andrew Loring, 
which helped her build both her resume and confidence. That growth is reflected in her professional 
experiences: she completed a marketing and sales internship with Gulf States Toyota and will serve as a 
pharmaceutical sales intern at AbbVie. 

When Lani reflects on the Institute’s culture, three words come to mind: opportunity, growth, and people. She 
plans to pursue a career in pharmaceutical sales after graduation, motivated by the chance to help patients in the 
same way her own family was helped, and she hopes to return to Mays one day as a sales professor. Her advice 
to future students is straightforward: “Get involved early with whatever you want to do. Take advantage of the 
opportunities given to you your freshmen year. By the time you’re a senior, you will be exactly where you want 
to be. I try to make myself better by 1% everyday,” she says — a mindset that has shaped her college journey and 
continues to guide what comes next. 
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Meet the Faculty and Staff 

Page 1 

Dr. Janet Parish 

Director 

Janet Turner Parish, Ph.D., is a clinical professor of marketing at Mays Business 
School and director of the Reynolds and Reynolds Sales Leadership Institute. She 
also holds the Melinda ’87 and Guy Grace Lecturer in Business and previously 
served as assistant and associate department head from 2008–2022. 

Her research focuses on relationship and services marketing, service innovation, 
customer satisfaction, and frontline service employees, with publications in 
leading outlets such as Journal of Service Research, MIT Sloan Management 
Review, Journal of Interactive Marketing, and Mayo Clinic Proceedings. Dr. Parish 
teaches principles of marketing, marketing research, and services marketing in 
the undergraduate, honors, and Professional MBA programs, and supports 
sales-related executive and student development through Texas A&M’s Center 
for Executive Development and the Sales Leadership Institute’s Immersion and 
AmplifyU programs. 

Dr. Andrew Loring 

Associate Director 

Andrew Loring, Ph.D., is the associate director of the Reynolds and Reynolds 
Sales Leadership Institute and a clinical associate professor of marketing at 
Mays Business School. He is a nationally recognized sales educator, earning the 
2025 American Marketing Association Sales SIG Excellence in Teaching Award, 
and serves as president of the University Sales Center Alliance, advancing best 
practices in collegiate sales education. 

Drawing on experience at Verizon Wireless and training in marketing and 
human resource development, Dr. Loring focuses on preparing students for 
careers in professional selling while helping companies recruit future sales 
leaders from Texas A&M. As a Gallup-Certified Strengths Coach, he provides 
individualized coaching that helps students understand and apply their 
CliftonStrengths, pairing strengths-based development with experiential 
learning and employer engagement to build sales skills, professional presence, 
and long-term career readiness. 
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Meet the Faculty and Staff 

Dr. Eli Jones 

Strategic Advisor 

Eli Jones, Ph.D., is dean emeritus, professor of marketing, and the Peggy Pitman 
Mays Eminent Scholar Chair at Mays Business School, Texas A&M University, where 
he serves as strategic advisor to the Reynolds and Reynolds Sales Leadership 
Institute. A three time Texas A&M graduate (bachelor of science, master of business 
administration, doctoral), he previously led three nationally ranked flagship business 
schools over 13 years, including Mays from 2015–2021, and earlier founded the 
Sales Excellence Institute and directed the Program for Excellence in Selling at the 
University of Houston. 

Before academia, Dr. Jones held sales and sales management roles at three Fortune 
500 companies, experience that underpins his teaching in strategic selling, advanced 
professional selling, key accounts, sales leadership, and marketing strategy at 
undergraduate, graduate, and executive levels. He has authored more than 50 
publications in leading journals and co-authored influential books such as Selling 
ASAP and Strategic Sales Leadership. 

Dr. Huanhuan Shi 
Research Director 

Huanhuan Shi, Ph.D., is an associate professor of marketing at Mays Business 
School and research director of the Reynolds and Reynolds Sales Leadership 
Institute. Her current research explores salesperson AI capabilities across the B2B 
customer journey and the impact of salesperson-generated content on 
performance outcomes. 

She has published in top journals such as the Journal of Marketing, Journal of 
Marketing Research, Journal of the Academy of Marketing Science, International 
Journal of Research in Marketing, Production and Operations Management, and the 
Journal of International Marketing. Recent projects examine risk absorption in B2B 
relationships, value partitioning of sales contribution, global crisis responses in 
selling, and organizational buying. 

Dr. Shi’s contributions have been recognized with honors including the 2023 MSI 
Young Scholar designation, 2024 ISBM Scholar award, 2024 AMA Sales SIG 
Excellence in Research Award, and the 2025 Journal of Marketing Outstanding 
Reviewer Award. She serves on the editorial review boards of the Journal of 
Marketing and Journal of Marketing Research. 
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Meet the Faculty and Staff 

Don Lewis 

Executive Professor 

Don Lewis is an executive professor of marketing at Mays Business School 
who has spent more than 25 years teaching and mentoring student 
entrepreneurs and sales leaders at Texas A&M University. A two-time Aggie 
with a Bachelor of Business Administration in Management and an MBA in 
Information Technology, he joined the faculty in 1999 after founding and 
running businesses in Europe and Bryan–College Station. 

His work focuses on entrepreneurial and small business marketing and 
creating high-impact, international learning opportunities. He has received 
multiple teaching awards, including the 2025 Flex Online MBA Faculty 
Excellence Award and the Lockheed Martin Aeronautics Excellence in Teaching 
Award. Lewis coaches students in experiential projects such as a South by 
Southwest (SXSW) entrepreneurial pitch team, leads the development of a 
study abroad program in Thailand and Vietnam, and mentors independent 
study students (MKTG 489) exploring applications of artificial intelligence in 
the sales and marketing workforce. 

Johnna Melton 

Program Manager 

Johnna Melton joined the Reynolds and Reynolds Sales Leadership Institute in 
2021 as a program coordinator and was promoted to program manager in 
2022. In this role, she supports and coordinates key initiatives such as Sales 
Career Fairs, AmplifyU, and the Texas A&M Collegiate Sales Competition. She 
has also served as staff advisor for both the Sales Club and the Collegiate Sales 
Team and is a Gallup-Certified Strengths Coach. 

Johnna holds a degree from Texas A&M University, and before her time at 
Mays built early-career experience as a brand ambassador in the food and 
beverage industry and as a sales manager in the hotel sector. These roles 
strengthened her skills in customer relations, sales, and event execution. 
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Meet the Faculty and Staff 

Naomi Rockhold 

Program Manager 

Naomi Rockhold joined the Reynolds and Reynolds Sales Leadership Institute 
in 2021 and has developed multiple programs from design to execution 
during her time at the Institute. As a program manager, she currently 
supervises the student employee team, runs internal initiatives and programs, 
and oversees marketing and communications. She is also a Gallup-Certified 
Strengths Coach. 

Before her time at Mays, Naomi was a public school teacher for eight years. 
She holds a Bachelor of Arts in History from the University of Mary 
Hardin–Baylor and is a certified Texas teacher across multiple grade levels and 
subject areas. 

Ashley Crocker 

Program Coordinator 

Ashley Crocker joined the Reynolds and Reynolds Sales Leadership Institute in 
2025 as a program coordinator where she takes point on large events such as 
the Sales Career Fairs and Speed Networking, supports AmplifyU, and acts as 
a Sales Team and Sales Club advisor. She is a Gallup-Certified Strengths Coach. 

Before coming to Mays, Ashley taught 3rd and 4th grade math and science in 
North Zulch ISD. She holds a Bachelor of Arts in Elementary Education from 
Western Governors University and is currently pursuing a master’s in adult 
education. 
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Meet the Faculty and Staff 

Brooke Diviak Brophy 

Program Coordinator 

Brooke Diviak Brophy is a program coordinator at the Reynolds and Reynolds 
Sales Leadership Institute at Texas A&M University. She coordinates 
AggiesCALL and Healthcare Sales Exploration events and supports the 
Professional Distinction in Sales program, helping deliver high-impact, 
experiential learning opportunities for students. 

A first-generation college graduate from Houston, Brooke earned both her 
bachelor’s (2020) and master’s (2021) degrees in biomedical sciences from 
Texas A&M and is deeply connected to the Aggie community and traditions. 

2025-2026 Student Employees 

Lani Crawford 

Jeneen Hussein 

Sage Martin 

Medhansh Rajdeo 

Ana Salido 

Kimberly Vo 

Anusha Vundecode 
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Looking Ahead 

The Reynolds and Reynolds Sales Leadership Institute is entering its next chapter with a clear focus: deepen impact on 
students, expand our physical and programmatic footprint, and strengthen our position as a leader in sales education. 

Elevating the Learning Environment 
In summer 2026, the Institute will open an experiential lab designed for role-plays, simulations, and data-driven coaching. 
This space will support high-impact practice in professional selling, giving students a setting that mirrors the environments 
where they will one day sell, negotiate, and lead. 

Advancing Student Outcomes 
Building on a strong record of placement and career readiness, the Institute will continue to refine the Professional Selling 
Track, Sales Club, Professional Distinction in Sales, and competitive teams to align with employer and student needs and 
college and department goals. Initiatives including AmplifyU, Solving World Problems Competition, and expanded 
Healthcare Sales programming will provide students with specialized pathways and industry-specific expertise. The priority 
is clear: equip students with the skills, experience, and confidence to secure meaningful roles in sales and sales-adjacent 
careers across industries. 

Innovating Curriculum 
Program development will remain a key focus as the Institute works closely with college and department leadership to align 
with the overall curriculum redesign. This includes exploring content areas such as sales enablement and the evolving role 
of the chief revenue, growth, and commercial officer. The Institute will also explore opportunities for master’s level and 
executive programming to expand our reach and impact. The goal is continuous improvement — expanding access, 
sharpening learning outcomes, and creating new pathways for students from all majors to engage with sales education. 

Advancing Research and Thought Leadership 
Faculty will further advance research in sales management, B2B strategy, and the evolving role of technology and analytics 
in selling. The Institute will prioritize securing research funding, increasing marketing exposure for faculty scholarship, and 
exploring new data access opportunities to support rigorous inquiry. We will also host and sponsor a sales dissertation 
competition to promote emerging scholarship in the field. This work will inform classroom content, guide industry partners, 
and reinforce the Institute’s role as a trusted source of evidence-based insight on the future of professional selling. 

Investing in Staff and Professional Development 
The Institute will continue to invest in staff development to better serve students and partners. Training in areas such as 
etiquette and professional presence, Power BI and data visualization, and CliftonStrengths coaching will further enhance 
the quality of advising, programming, and one-on-one support students receive. 

Together, these priorities position the Reynolds and Reynolds Sales Leadership Institute to deepen its impact on students, 
on the sales profession, and on the broader Texas A&M community in the years ahead. 
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Gratitude and Thanks 

The Reynolds and Reynolds Sales Leadership Institute is grateful for the people and partners who make its 
work possible. Our success is built on the commitment of faculty and staff, the energy and ambition of our 
students, and the generosity of partner companies, donors, and friends who invest in our mission. 

We are especially thankful for the Arch H. Aplin III ’80 Department of Marketing and Mays Business School 
for their continued leadership and support, as well as for the program sponsors and campus partners 
who help create meaningful educational and professional opportunities. Together, these relationships 
strengthen the Institute’s ability to serve students, advance sales education, and extend its impact across 
Texas A&M and beyond. 
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Get Involved 

Students: Contact Naomi Rockhold at nrockhold@mays.tamu.edu 

Industry Professionals: Contact Andrew Loring at aloring@mays.tamu.edu 

Interested in getting involved in our programs? 

Contact Us 

sales@mays.tamu.edu 

tx.ag/RRSalesLinked 

@TAMUSales 

For more information, visit: 
mays.tamu.edu/sales 
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