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CALENDAR DESCRI PTI ON

Sal esmanshi p MKT 104-4
Course Name Cour se Nunmber

PH LQSCPHY/ GOALS:

To develop the essential traits of a salesman; consumer classification, the
art of prospecting, handling objections and closing the sale successfully.
Students will be expected to participate 1n sales denonstrations and case
st udi es.

METHOD OF ASSESSMENT ( GRADI NG METHQD) :

Test # 1 " end of week 3 - Chapters 1, 2, 3, 4, 5 &6 25%
Test # 2 - end of week 7 - Chapters 7, 8, 9 & 10 25%
Test # 3 - end of week 11 - Chapters 11, 12, 13, 14 & 15 25%
Test # 4 - end of week 15 - Chapters 16, 17, 18 25%

Turo

For the mpjority of students these tests will be sufficient to assign a term
mark. Sone students may wish to inprove their grade and may do so by
witing a comprehensive final examnation at the end of the semester. Those
students who have been absent fromtests or do not have a passing grade wll
be required to wite the conprehensive test.

NOTE:

1. The conprehensive test will include the entire senesters work.

2. Students who are absent froma test for any reason will receive a mark
of zero and be required to wite the conprehensive test-

3. There will be no rewites of the individual tests.

4, Tests will normally be held in the regular classes at the conclusion of
the chapters as indicated above.

5. Students who have a passing grade and who elect to try the conprehensive
test to inprove their grade will receive the higher mark of the two
eval uation net hods.

A 85%- 100%
B 70%- 84%
C 55% - 69%

TEXTBOOK(S): GCreative Selling Today, Second Edition, Stan Kossen Harper and
Row, Publishers, New York (1982)




SPECI FI C OBJECTI VES

The objective of this course is to provide the student with a working

know edge and insight of the professional salesperson. Towards this goal
students will study; the role of the sales function in the econony, sales
strategy, presentation techniques, effective conmmunication, objection
handling and closing the sale. Current topics wll be discussed and selling
skills will be denonstrated.

Specifically the objectives of this course are to assist the student to:

A. acquire the know edge, skill and attitude necessary to becone a
successful sales representative

B. obtain a basic foundation of know edge in the field before he/she enters
specific on-the-job training prograns.

C. participate in individual and group exercises designed to illustrate
the sales process and to develop self confidence in speech and
deport nent -

VETHOD:

A conbination of lecture, discussion, denonstration and case studies wll be
used with a considerable enphasis on student presentation. Careful attent-
ion should be paid to attendance as supplenentary material wll be presented
fromother sources and denonstrations of techniques will be made in class
This material wll not be repeated due to the quantity of tinme and the

vol ume of material to cover

TIME FRAME FOR COURSE MATERI AL

Subject to change, the following is the proposed weekly schedule of subjects
which will be included in the instructions. They are not necessarily the
only subjects taught but rather the major areas to be covered and are
presented to indicate the overall, general direction of the course-

VEEK 1: Introduction and Orientation

- an overview of the personal selling course
- the inportance of personal selling in the marketing mx
- who benefits from personal selling
- the image of sales occupations
the characteristics of selling careers
social sensitivity

WEEK 2: Understandlng Markets and Buyer Motives

- market segnmentation and channels of distribution
determ ning needs

- the nature of consunmer behavior

- the role of perception and attitudes

- needs VS notives



WEK 3:

WEEK 7:

ti

CoriHTium'cation _and Preparation for Selling

- know the facts about the customerj the company that you
work for, the pi-oduct you sell and the competition

- the role of communication in sales careers (verbal and
nonverbal)

- effective listening

TEST #1 (Chapters 1 to 6 inclusive)
Prospecti ng

the chain of the sale

- the nature and inportance of prospecting
prospecting methods and sources of prospects
qual i fying prospects

- organi zation

The Approach
- appoi ntrments VS anxiety
- gaining attention and interest

- the use of strokes
dermonstration and practice sessions

Preparing and Presenting the Sales Message

- what constitutes an effective presentation
- A |. DA FUNFA3 OPTIC

- the various types of presentation

- probl em sol ving

Dranati zing and Showranshi p

- gaining attention and keeping interest
sales aids
- effective dramatization techniques

TEST #2 (Chapters 7- 10 inclusive)
(bj ecti ons

- What Is the real reason for not buying?

" there are only a few objections

" how to deal with objections (procedure)

" how to deal with objections (specific techniques)

The d ose

- exposing closing difficulties
- buying signals
- closing techniques
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WEEK 10:

VEEK 11:

WEEK 12:

VWEEK 13:

WEEK 14:

WEEK 15:

Fol | ow up and Ethics

- the inportance and activities of follow up

- are custoner relations deteriorating

- legal VS ethcial issues

- responsibilities to the custoner, to your conpany, to other
enpl oyees, to society, to yourself and to your fanmly

The Tel ephone

- the advantages of tel ephone selling

- when to use the tel ephone

- shortcomngs of the tel ephone

- how to nmake effective use of the tel ephone

TEST #3 (Chapters 9- 12 inclusive)

Sales Pronotion Activities

- what is sales pronotion

- the various types of pronotion ained at:
sal es peopl e
merchant intermediaries
consurers

- direct nmail and advertising

A anning and Qganizing Activities

- establishing realistic goals and objectives
- managi ng accounts and territories

- time managenent (to do lists)

- post call analysis

- record keeping

Sal es Managenent

- sal es managenent functions:
recruiting and sel ecting personnel
training and devel opnent
notivating the sal esforce

- other managenent functions

Buf fer and Revi ew

- this week is left as a buffer in order to cope with
unanticipated interruptions and for a year end review

TEST #4 (Chapters 12 - 14 incl usive)



