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CBJECTI VES

To assist the student

Acquire the know edge, skill and attitude necessary to become
a successful sales representati ve.

To obtain a basic foundation of know edge in the field of
selling before he/she enters specific on-the-job training
pr ogr ans.

To devel op individual confidence and poise in presentation of
self which will be of assistance in job interviews and career

STUDENT GOALS:

You will be expected to:

1. Acquire a working know edge of the nature of selling and the
role of sal esmanship in the narket place.

2. lUhderstand the duties and responsibilities of a sales represen-
tative and his/her relationship to the Conpany, its products
and its conpetition.

3. Participate in individual and group exercises designed to il-
lustrate the sales process and the sales presentation and
devel op sel f-confidence in speech and deport ment.

METHCD

The case method, |ecture discussion and role playing will be used

ext ensi vel y.

The study group approach as well and the Individual approach will be

used to develop and illustrate the verbal skills required for effective
selling. Indivudual reports and tests wll sharpen witten selling skills

EVALUATI O\

You will be evaluated on the foll owi ng basis:

4 tests (verbal and/or written) 40%
Class participation 60%
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EVALUATION: cont' d.

O ass participation includes proper preparation for case assignments as
wel | as individual assignments. Good attendance is therefore essential

There will be re-wites only in the case of legitinate absences and it is
the student's responsibility to discuss any absences with the instructor.
There will be a maximumof 2 re-wites in this course.

SUBJECT MATTER

Selling, Its Nature, Its Role and Rewards

-what is Sal esmanshi p?

-is selling a profession?

-role of selling in the econony
-new concepts in selling

-the Marketing process
-financial rewards of selling

Duties, Responsibilities and Qualifications of Sales Representatives

-a selling attitude
-duties and qualifications
-conpany requirenents

-a Career in Sales?

-types of sales jobs

Buyer Characteristics and Behavior Patterns

-the market place

-flomen in the market place

-the teenage market

-the leisure time market

-personality types

-where and how to get information about the buyer

-sal es manual s

Buyer Mbtivation

-basic factors in human behavi or
-why people buy industrial products froma particular conpany
-anal ysis of the buying process

The Conpany, Its Products and Its Conpetition

-what specific information is needed
-how to use information successfully
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Price, Discount and Credit Policies and Practices

-pricing policies
-quoting prices
-discounts and how to use effectively

-salesperson's responsibility for credit
- Canadi an consuner protection

Advertising and Sal es Pronotion

-selling and advertising - A Team
-advertising and the retailer
-medi a and sal es pronotion aids
-up-selling

Tel ephone & Direct Miil as Sales Aids

-principles of telephone selling
-selling by direct mal
-direct mail techniques

Prospecting the Sale

-characteristics of a good prospect
-where to obtain good prospects

-the "Col d- Canvas" approach

-l eads from advertising

-techni ques in nmaking the appoint ment
-making a good first inpression

The Sal es Presentation

-types of sales presentations
-how to plan and deliver the presentation
-dramatizing the sales presentation
-selling aids and techniques

charts, graphs, nodels, sanples
-control the denonstration

Overcom ng Cbj ections

-negative psychol ogical factors

-common obj ections

-devel oping the positive

-met hods and techniques used by successfu

conpani es
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G osing the Sale

-test of selling ability

-relation of sales closed to inconme

-net hods and techni ques

-timng "The C ose"

-net hods used by major conpani es

-termnating the interview if prospect will not buy (future sales)

| nproving Custoner Relations

goodwi | |
handl i ng customer clains

Social, Ethical and Personal Responsibilities of the Sal esperson




