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Instructor:



Marcia Fernandes
Voice Mail:



954-308-2284


E-Mail:



mfernandes@aii.edu
Website:



www.marciafernandes.net 
E-companion:


N/A
Office Location: 


M 426
Office Hours:



By Appointment
Course Title:



Personal Selling
Course Number:


MAR 2411

Course Description:


This course focuses on the essential skills and knowledge one needs to 






effect a sale, as well as they ways that the sales pitch can be focused to 

   




solve customer problems.  This course also covers persuasive






communication techniques in the area of advertising.
Prerequisite(s)


None
Co-requisite(s)


None
Instructional Contact Hours/
3 lecture hours 
Credits:



3 credits
Learning Objectives:

The student will:

1.  Analyze selling foundations such as trust, ethics and communication skills.


2.  Initiate customer relationships through understanding buyers, prospecting and the pre-approach.


3.  Prepare the sales presentation, overcoming objectives and earning customer commitment.


4.  Adding value through follow-up services and personalization.
Instructional Materials and References:
Required Textbook(s)


Textbook: 
Professional Selling       


Publisher: Thomson/Southwestern
Author: 
Ingram, Laforge, et al.



Publication Date: February 5, 2007
ISBN:

 9780325438090
Suggested Textbook(s)

Textbook:  
Hope is not a Strategy

 

Publisher: Nautilus Press, Inc. 

Author: 
Rick Page




Publication Date: March 24, 2003
ISBN: 

0966910249
Instructional Methods:

Lecture, discussion, completion of  in-class assignments and sales presentation.
	TOPICAL OUTLINE [Syllabus is subject to change.]

	Week 1
	10-5-2010
	Lecture:  Ch 1 - Overview of Personal Selling

In-Class Assignment - Case Study (5 points) 

	
	
	

	Week 2
	10-12-2010
	Lecture: Ch 2– Building Trust and Sales Ethics

In-Class Assignment - Case Study (5 points) 

	
	
	

	Week 3
	10-19-2010
	Lecture:  Ch 3 – Understanding Buyers

In-Class Assignment - Case Study (5 points) 

	

	Week 4
	10-26-2010
	Lecture:  Ch 4 – Communication Skills

In-Class Assignment - Case Study (5 points)

	

	Week 5
	11-2-2010
	Lecture:  Ch 5 – Prospecting and Pre-approach

#1 In-Class Assignment – Case Study (5 points) 

#2 In-Class Assignment - Choose a partner and come up with a product or service you would like to sell me.

	

	Week 6
	11-9-2010
	Lecture:  Ch 6 – Planning the Presentation

#1 In-Class Assignment - Case Study (5 points)
#2 In-Class Assignment - Begin preparing your sales presentation 

Checklist. Start on page 170, section 6e of Exhibit 6.4; using the adapt method (refer to fig. 4.1) (10 points)

	

	Week 7
	11-16-2010
	Lecture:  Ch 7 – Sales Presentation Delivery

#1 In-Class Assignment - Case Study (5 points) 

#2 Finish sections 1-6b.of the presentation checklist, page 168 and 169 Exhibit  6.4 (10 points)

	

	Week 8
	11-23-2010
	Lecture:  Ch 8 – Addressing Concerns and Objections

#1 In-Class Assignment - Case Study (5 points) 

#2 Finish sections 6c – 6g of the presentation checklist, Page 170 Exhibit 6.4

#3 Prepare the outline for your sales presentation (10 points)

	

	Week 9
	11-30-2010
	Lecture:  Ch 9 – Adding Value:  Follow-up

#1 In-Class Assignment – Case Study (5 points) 

#2  Discuss in groups your teams sales strategy

Homework:  Finalize your sales presentation for next week 

The instructor will select a total of 4 groups to present in Week 10 and 4 groups to present in Week 11.  Professional dress!

	

	Week 10
	12-7-2010
	Lecture:  Ch 10 – Self Leadership and Teamwork

Make your sales presentation (25 points)  1st 4 groups

	

	Week 11
	12-14-2010
	Make your sales presentation (25 points)   Remaining groups


Assessment Criteria and Methods of Evaluating Students:

Grading Criteria (%):





9 in-class assignments

45% / 45 points






Sales presentation project
55% / 55 points






Total 



   100 points

Method of Evaluation:
A = 94-100 
4.0

C = 74-76 
2.0





A-= 90-93 
3.7

C-= 70-73 
1.7





B+= 87-89 
3.4

D+ = 67-69 
1.4





B= 84-86 
3.0

D = 60-66 
1.0





B-= 80-83 
2.7

D-= n/a





C+=77-79 
2.4

F = below 60 
0.0

Estimated Homework Hours: Approximately 4 hours per week for the sales presentation.
Required Supplemental Materials:

Pencil, Notebook, Presentation Binder
Cost:                  



$30.00
Technology Needed: 



Access to the Internet, word processor, Power point
Student Responsibilities/ Classroom Policies:  Late work accepted up to 1 week with a full grade penalty.  No cell phone usage or text messaging in class.
TOPICS:
1).  How to evaluate clients:


Research options


Identify potential clients and list ways to contact them


Inform client of the possible advantages of a particular product

2).  Identify the basic responsibilities of sales management


Write an example of a sales report to management


Types of information that sales personnel need to track on a daily basis

3).  Discuss various ways to organize contact information

4).  Analyze the selling function

5).  Itemize the requirements of customer-focused communication

6).  The sales pitch


How to determine the needs of a client before meeting with them


Close a sale, i.e., ask for a potential client’s business


Respond appropriately to rejections from potential clients


Options to turn a “no” into a sale

7).  How to identify and describe a business that identifies its objectives

8).  The primary models that people make decisions to use a service or purchase an item

9).  Logical and psychological methods for presenting a product or service


Choose the best medium or group of media for a particular type of message

10).   Assess people quickly: determine what sales or persuasive techniques might—or might not—work 

11).  How to argue a position: politely and coherently



        CRITICAL INFORMATION FOR FALL 2010
Policies - All policies of the Student Handbook apply to this course.  These include, but are not limited to, grading policies, attendance and plagiarism. (SEE ALSO COURSE POLICIES).

Attendance – Any student who does not attend class for 10 consecutive calendar days may have their enrollment terminated.   Absences of more than 9 hours in a 3 hour per week course, or 12 hours in a 4 hour per week course constitute failure.  Please see the student attendance policy in the student handbook or the catalog for further information.

Graduation Application Period for FA10 Grads – Monday, October 25- 29, 2010.
Graduate Candidacy Clearance– A graduate candidate MUST report to the Office of the Registrar, then to Student Services - Monday, December 13, 2010

ADA (Americans with Disabilities Act) –It is AiFL policy not to discriminate against qualified students with a documented disability in its educational programs, activities or services.  If you have a disability-related need for reasonable accommodations in this class, contact AiFL counseling department located in Harbor Walk Suite 101.

Important Dates for the Quarter


Fall 2010 Classes Start
Monday, October 4, 2010
Week 1
Add/Drop Period
October 4 – October 11, 2010
Week 1

Graduation Application Period for WI11 Grads
Monday October 25– 29, 2010
Week 4

Online Course Withdraw Deadline 1st Session
Wednesday, November 3, 2010
Week 5

Registration Advisement
November 1 - 5, 2010
Week 5

Fall II 2010 Mid-Term Quarter
Thursday, November 11, 2010
Week 6

Veterans Day Holiday
Friday, November 12, 2010
Week 6

EREG (Online) Registration Period
November 8 – November 28, 2010
Week 6-8

Thanksgiving Holiday
Thursday & Friday, Nov 25 & 26, 2010
Week 8

No Classes- Thanksgiving Weekend
Saturday, November 27, 2010
Week 8

Course Withdraw Deadline onground
Friday, December 3, 2010
Week 9

Online Course Withdraw Deadline 2nd Session
Friday, December 10, 2010
Week 10

Graduate Candidacy Clearance
Monday, December 13, 2010
Week 11

Winter 2011 Schedules Available
Monday, December 13, 2010
Week 11

Portfolio Review & Graduation
Thursday, December 16, 2010
Week 11

Last Day of Classes
Saturday, December 18, 2010
Week 11

Fall Break
December 19, 2010 – January 9, 2011

All dates/times are subject to change

Fall 2010 schedules available - Monday, September 20, 2010 wk. 11

Important 
Always check the student newsletter and postings on the bulletin boards, the glass cases in the halls and elevators.
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