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PRI NCl PLES OF SELLI NG MKT212
COURSE NAME COURSE CODE

PHI LOSOPHY/ GOALS;

This course is a further study of the basic marketing principles with
speci fic enphasis on sal esmanship. Interpersonal comunication skills
and influence building skills will be devel oped and practiced-

HETHOD OF ASSESSMVENT ( GRADI NG METHOD) :

Three Tests (3 !§ 10% 30%
Assignments (7 @ 5% 35%
Vi deot aped presentations gs a sal esper son 35%
Vi deot aped presentations as a custoner 10% bonus

TESTS AND EVALUATI ON | NSTRUMENTS:

Since the tine franme for this course is extrenely tight, it is
necessary to hand assignnent material and videotape material in on
tinme. This is necessary for evaluation and feedback to you in
preparation for your final prsentation. Late subm ssion of assign-
ments will result in a reduction of one mark per day. Assignnents 5
days late will receive a mark of zero, but nust still be conpleted in
order to neet the requirenents of this course. Assi gnnment may be
neatly wwitten. This policy will be strictly enforced.

A+ (90% or nore) Consistently outstanding achi evenent
A (80%- 89% Qut st andi ng achi everent _
B  (65%- 79% Consi stently above average achievenent
C (55% - 64% Satisfactory or average achievenent _
o Repeat. The student has not satisfactorily
R (under 55% achi eved the objectives of the course-

TEXTBOOK( S) Selling - A Behavioural Science Approach, Paul Hersey,
Prentice-Hall (1988)

Role Playing the Principles of Selling, College and
University Edition, David Sellars IIl, Dryden Press,
(1987)

MATERI ALS one bl ank VHS vi deot ape



TI ME FRAME FOR COURSE MATERI AL

Subj ect to change,
be included in the

the following is the proposed schedule which wll
i nstructions.

February 5 - Introduction/ Orientation

6 - Chapter One (Selling - A Behavioural Sciences Approach)

8 - Chapter Two

9 - Chapter Three

12 - Assignnent #1 Due
Students wll choose a product to sell using the
t ext book/ Role Playing the Principles of Selling.
(Read pages 1-7)
Required for subm ssion - A paragraph describing the
conpany you wlTl sellT Tor, the product you will sell,
who you will sell the product to and why you have
chosen that product. Note: You should choose a product
for which you have access to information. (Read Chapter
3, pages 9-13)-

13 - Chapter Four

15 - Chapter Five

16 - Quiz #1

19 - Chapter Six

20 - Chapter Seven

22 - Chapter Eight

23 - Chapter N ne

26 - Chapter Ten

27 - Qiz #2

28 - Chapter Eleven

Mar ch 1 - Chapter Twel ve

2 - Chapter Thirteen

12 - Chapter Fourteen

13 - Quiz #3

15 - dass in E310 - Audio Visual Equipnent denonstration

16 - Assignnment #2 due

Students will acquire background information as descri bed
on pages 9-13 of Role Playing and the Principles of

Sel i ng.
Requi red for

subm ssion - students will have avail abl e

for exam nation information organized to illustrate the
fol | ow ng;

1) Industry Information

2) Conpany Infornmation

3) Prospect Information
4) Product/ Service Information

5) Conpetitive Information
6) A Photocopy of "Thank you Letters"



Mot e: You would be wise to acquire this information early in the
senester because if you have trouble collecting information you may
need to change products. Al so/ conpanies may have to send out of town
for additional information. Plan to have your information when you
need it because there will be no extensions.

TI ME FRAME FOR COURSE MATERI AL (cont'd)

March 19 - %Iass)on the preparation of Planning Quide - The Approach
E222
20 - Video Role Playing or preparation for role playing in
22 regul ar class or E310
23
26
27 - The Approach Video & Assignnent #3 - due
“Pl anni ng @Quide - The Approach” - due
- Cass on Securing Desire - J1107
29 - Video Role Playing or Preparation for role playing in
30 regul ar class or E310
April 2
3
5 - Securing Desire Video & Assignnent #4 - due
- "Planning Quide - Securing Desire" - due
- Cass on Handling Cbjectives - E232
6 - Video Role Playing or preparation for role playing
9 in regular class or E310
10
12
17
19 - Handling Objections Video & Assignment #5 - due
- "Planning @iide - Handling Objections” - due
- Cass on dosing the Sale - E222
20 - Video Role Playing or preparation for role playing
23 in regular class or E310
24
26
27
30 - Josing the Sale Video & Assignnent #6 - due
- "Planning GQuide - Cosing the Sale" - due
- Class on Role Playing the Conplete Presentation
31 - Assignnment #7 - due
"Feat ures-Benefits Wrksheet - Student Presentation"” due
May - Video Role Playing or preparation for video role

playing in regular class and review
Conpl ete Presentation Video - due

NOTE: For B0S219 class substitute all Thursday classes to take place
on Wednesday.



