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Course Outline

Course Number & Name:  BUS 213 Principles of Selling

Credit Hours:  3.0
Contact Hours:  3.0
Lecture:  3.0
Lab:  N/A
Other:  N/A
Prerequisites:  Grade of “C” or better in BUS 201 
Co-requisites:  None



Concurrent Courses:  None
Course Outline Revision Date:  Fall 2010
Course Description: Students study the techniques of successful selling. Topics covered include the location and selection of prospects, the approach, the sales presentation, meeting objectives, and closing the sale.  These techniques are applied through student sales presentations and use of videotape evaluations. 

Course Goals: Upon successful completion of this course, students should be able to do the following:

1.
discuss the principles of selling and their application within the larger business enterprise;
2.
examine the operational side of selling that contributes to the success of the individual and/or firm as it operates in the marketplace;
3.
explain the role of the salesperson as a marketing individual responsible for performing all managerial functions; and
4.
identify careers and opportunities in the selling professions including the requirements for success in each.
Measurable Course Performance Objectives (MPOs): Upon successful completion of this course, students should specifically be able to do the following:

1. Discuss the principles of selling and their application within the larger business enterprise:
1.1
describe the differences between individual and organizational buyers including environmental, socio-cultural, and psychological factors;
1.2
explain the behavioral styles communication model and discuss the strengths and weaknesses of each of the four behavioral styles; and
1.3
explain the various sources of influence on ethics and ethical behavior including the implications of federal and state laws regarding ethical standards
Measurable Course Performance Objectives (MPOs) (continued):

2. Examine the operational side of selling that contributes to the success of the individual and/or firm as it operates in the marketplace:
2.1
describe the sales cycle framework;
2.2
explain the procedures for identifying, locating, and qualifying prospects and the information needed to carry out a sale including the pre-approach and sales presentation; and

2.3
discuss effective selling techniques
3.
Explain the role of the salesperson as a marketing individual responsible for performing all managerial functions:
3.1
explain the marketing aspects of professional selling;
3.2
discuss the importance of effective communication as it pertains to the selling profession; and
3.3
list the specific responsibilities of the sales manager and describe the function of sales management in a company
4.
Identify careers and opportunities in the selling professions including the requirements for success in each:
4.1
describe various behavioral selling styles;
4.2
list the personal characteristics required for success in a selling career; and

4.3
identify trends, projections, and prospects in the profession of selling
Methods of Instruction: Instruction will consist of lecture, outside reading assignments including the Wall Street Journal and the New York Times, and the viewing of videos related to the field.  Class trips to local retail establishments will be required to familiarize the students with current trends in retailing.
Outcomes Assessment:  Exam questions are blueprinted to course objectives.  A rubric is used to evaluate the final project and the oral presentation for the presence of course objectives.  Data is collected and analyzed to determine the level of student performance on these assessment instruments in regards to meeting course objectives.  The result of this data analysis is used to guide necessary pedagogical and/or curricular revisions.
Course Requirements: All students are required to:

1.
Maintain regular attendance.

2.
Completed assigned homework on time.

3.
Take part in class discussions.

4.
Take all exams as scheduled.
Methods of Evaluation:
 Final course grades will be computed as follows:






                  





        % of 

Grading Components
          final course grade


· Homework and class participation



                        15%
A perusal of homework will provide evidence of the extent to which students are achieving course objectives.
· 3 or more Exams (dates specified by the instructor)


         60%
Exams will show evidence of the extent to which students meet course objectives. Note: Exam 1 counts 20%, Exam 2 counts 25% and Exam 3 counts 15%.
· Final Project/Oral Presentation




                         25%
The final project/oral presentation will provide evidence about the extent to which students have mastered and synthesized the material presented in the course and have achieved course objectives.
Academic Integrity: Dishonesty disrupts the search for truth that is inherent in the learning process and so devalues the purpose and the mission of the College.  Academic dishonesty includes, but is not limited to, the following:

· plagiarism – the failure to acknowledge another writer’s words or ideas or to give proper credit to sources of information;

· cheating – knowingly obtaining or giving unauthorized information on any test/exam or any other academic assignment;

· interference – any interruption of the academic process that prevents others from the proper engagement in learning or teaching; and

· fraud – any act or instance of willful deceit or trickery.

Violations of academic integrity will be dealt with by imposing appropriate sanctions.  Sanctions for acts of academic dishonesty could include the resubmission of an assignment, failure of the test/exam, failure in the course, probation, suspension from the College, and even expulsion from the College.

Student Code of Conduct: All students are expected to conduct themselves as responsible and considerate adults who respect the rights of others.  Disruptive behavior will not be tolerated.  All students are also expected to attend and be on time for all class meetings.  No cell phones or similar electronic devices are permitted in class.  Please refer to the Essex County College student handbook, Lifeline, for more specific information about the College’s Code of Conduct and attendance requirements.

Course Content Outline: based on the text Selling: The Profession, 5th edition, by Lill; published by DM Bass Publications, 2008; ISBN #: 9780980040609
Class Meeting

(80 minutes)

Chapter/Section


1 – 2



Chapter 1  What is Successful Selling?
3 – 4



Chapter 2  The Sales Cycle
5 – 6



Chapter 3  Ethics in Selling
7 – 8


Chapter 4  Understanding Consumer Behavior
9 – 10 


Chapter 5  Social Styles Technology
11 – 12


Exam #1 on Chapters 1 – 5



Chapter 9  Essentials of a Good Approach

13 – 14


Chapter 10  Spin Selling
15 – 16


Chapter 11  An Effective Sales Presentation
17 – 18


Chapter 12  Overcoming Objections
19 – 20


Chapter 13  Closing



Exam #2 on Chapters 9 – 13
21 – 22


Chapter 15  Retail Pricing



Chapter 19  Customer Service
23 – 24


Chapter 6  Motivation
25 – 26 


Chapter 7  Prospecting




Chapter 8  Telephone Techniques
27 – 28


Final Project due (Week 27)



Project Oral Presentations
29


Exam #3 on Chapters 6 – 8, 15 & 19
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