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CALMDAR DESCRIPTION

MARKETI NG AND SALESMANSH P 4KT 115
Cour se nane Cour se Nunber

PH LOSCPHY AND GOALS:

Further study of the basic marketing principles with specific
enphasis on sa.lesma nship- The social and interpersonal skills
used in retailing will be enphasised. The student wll be
expected to make an effective sales presentation of retail type
mer cha. ndi se.

METHCD OF ASSESSMENT (GRADING METHOD) :

Tests (2 X ~50fo) 60%
Assignments (2 x 5") 107
Parti ci pation 107
Audi ovi sual presentation 20N

TESTS AND EVALUATI ON | NSTRUMENTS:

* Students who are absent fromtests or who do not submt

eval uation instrunents on tinme will have s grade of 0O recorded.
There will be no rewites of individual tests There will be no

ext ensi ons for assignnents.

A+ (907 - 100M)

A (807 - ) Qut st andi ng achi evenent _

B (65" - 79 Consi stently above average achi evenent
) 64“3 Sa.tisfactory or avera.ge achievenent

C [55% - Repeat. This student has not

5570
sati sFact dUNAEr achi eved the objectives of the course.
TEXTBOOK('S) : none required
SUBJECT MATTER

Oientation

The nature of retailing

The maturity process

The notivational process

The rel ationship process

The establishing process

The questionni ng process

The |istening process

The presenting process

11 The visualizing process

12 The reassuring process

15 The QeC|Q|ng process _ _
Putting it all together in a sales presentation
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