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CALENDAR DESCRI PTI ON

MARKETI NG AND SALESMANSHI P MKT 115-6
Cour se Nane Cour se Nunber

PHI LOSOPHY/ GOALS:

The main enphasis of this course will be on retail
sal esmanship with practical experience in the selling process. In
addi tion, purchasing, inventory control, pricing and di scounting
etc. wll be studied to give the student broad know edge in the
fundanental aspects of retail sales. Custoner relations will be
an integral part of this course. Cedit managenent and coll ection
of accounts will also be [earned.

This course will enphasize sone of the principles learned in
“I” troduction to Marketing” but, it will stress the nerchandi sing
aspect. To the maxi num extent possible learning will be

interactive with the use of videotaping, role playing etc.

METHOD OF ASSESSMENT ( GRADI NG METHOD) :

Tests (3). 25% 75%
Semnar. .. 15% 15%
d ass Preparation .. 10% 10%

100%
Tests

Tests are designed to give the student feedback on
performance. Students who miss any of the tests during the year
wWll be required to wite a conprehensive test at the end of
the senester, however students will only be permtted to wite the
conprehensive test if they have shown a sincere desire to |earn.

Sem nar

Al students will be required to conduct a sem nar
presentation. The sem nar presentation should |ast approxi mately
one half hour and the remaining class tine will be allocated to

questions and di scussi on.



C ass preparation

Because of the interactive nature of this course students wll
be expected to attend on a regular basis and be prepared for class
by doing the required reading and honmework assignnents. As a rule
of thunmb, you shoul.d not be absent for nore than three class hours
during the senester. |If you are absent for nore than this period
you shoul d provide an explanation in witing to your instructor.
Attendence will be taken on a regular basis and homework wll be
eval uat ed.

A =85 - 100%
B=70 - 84%
55 69%
THERE WLL BE NO REWRITES OF THE | NDI VI DUAL TESTS
TEXT: 1 NTRODUCTI ON TO MARKETI NG A RETAI L PERSPECTI VE

Tal | er
MGaw - H Il Ryerson

METHOD OF PRESENTATI ON

Lecture and di scussion periods will formpart of the |earning
process. | ndi vi dual and group work will supplenment and reinforce
t he problem sol ving know edge the student has acquired.

SUBJECT MATTER

Subj ect to change, the following is the proposed weekly schedul e
of subjects which will be included in the instruction. They are
not necessarily the only subjects to be covered and are presented
to indicate the overall general direction of the course.

Retailing today

Careers in Retailing
Distribution

Retailing in the Econony

The H story of Retailing

Ownner shi p

Four Basis Retailing Functions
Control ling Merchandi se

Sel ling

Qualities and Skills

Sal es Pronotion

Mar ket and Marketing Research
Goodwi | |

Organi zati on

The Governnent and the Consuner in Business






