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MARKETI NG & SALESVANSH P MKT115
Cour se Nane Cour se Nunber
CBJECTI VES:

This course will cover the fundamental aspects of retail sales such as
pur chasi ng, nerchandi se handl i ng, organi zation, store |ocation and |ayoi
This know edge will provide a foundation for the study of sal esmanship
which will be given special enphasis. The study of sal esmanship wll

i ncl ude general coverage of topics such as advertising, display and
pronotional activities as well as specifically dealing wth organizi ng,
prospecting and planning in sal es/ marketing.

METHOD CE PRESENTATI O\

Topics will be covered during lectures and will be given practical

appl ications through role pl ahing exercises, case studies and class dis
cussions. Mich enphasis wll be placed on class participation. Atend
Is very inportant as no text will be used for this course.

EYALUATI O\

Tests (2 X30%. . 60%
Assignnents (2 x 5%) . . . 10%
Presentation .. . . . . . 10%
Participation . . . . . . . 20%

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

There will be no re-wites for tests and |late assi ?nments w |l be penal
or not accepted. Students will be allowed to verity and review tests b
they will all be returned to the instructor. Any tests not returned w
recei ve a grade of zero.

SUBJECT MATTER

- the nature of retailing

- consuner behavi our & psychol ogy of selling
- store organi zation

- store |ocation and | ayout

- mer chandi se handl i ng

- the buying function

- merchandi se pricing

- adverti sing

- display

- sales pronotional activities
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forecasting, planning, and organi zing

pr ospecti ng

sal es appr oaches

presentation

cl osi ng sal es

fol lowup and followthrough

selling and reaching personal objectives



