BARTON COMMUNITY COLLEGE

COURSE SYLLABUS

Fall 2004

I. GENERAL COURSE INFORMATION

Course Number:  BSTC 1724

Course Title:  Salesmanship

Credit Hours:  3

Prerequisite:  None

Division and Discipline:  Business and Social Science, Business Technology

Course Description:  In any field of business, professional selling techniques are important.  This course deals with the steps of a sale, closing, overcoming objections and helping the customer to make a decision and suggestion selling.

II. CLASSROOM POLICY

Students and faculty of Barton Community college constitute a special community engaged in the process of education.  The college assumes that its students and faculty will demonstrate a code of personal honor, which is based upon courtesy, integrity, common sense, and respect for others both within and outside the classroom.

The college reserves the right to suspend a student for conduct, which is detrimental to the college’s educational endeavors as outlined in the college catalog.

Plagiarism on any academic endeavors at Barton Community College will not be tolerated.  Learn the rules of, and avoid instances, of intentional or unintentional plagiarism.

Anyone seeking an accommodation under provisions of the Americans with Disabilities Act should notify Student Support Services.

III. COURSE VIEWED IN TOTAL CURRICULUM

This course will aid the student in meeting with the public.  It will show the student different types of selling approaches and the various steps involved in a sale.  It will attempt to show the student buying behaviors of customers and how to overcome objections of their product.  Different sales techniques will be demonstrated and studied to give students practical experience in the area of salesmanship.

Transferability varies among institutions, and perhaps even among departments, colleges, or programs within an institution.  Also, these requirements may change from time to time and without notification.  Therefore, it shall be the student’s responsibility to obtain relevant information from intended transfer institutions during his/her tenure at Barton County Community College to insure that he/she enrolls in the most appropriate set of courses for transferability.


IV. ASSESSMENT OF STUDENT LEARNING/COURSE OUTCOMES (BROAD OBJECTIVES)

Barton Community College is committed to the assessment of student learning and to quality education.  Assessment activities provide a means to develop an understanding of how students learn, what they know, and what they can do with their knowledge.  Results from these various activities guide Barton, as a learning college, in finding ways to improve student learning.

This course is intended to:

1. Introduce the Life, Times, and Career of the Professional Salesperson

2. Discuss Relationship Marketing:  Where Personal Selling Fits

3. Understand the Social, Ethical, and Legal Issues in Selling

4. Discuss the Psychology of Selling:  Why People Buy

5. Introduce Communication for Relationship Building:  It’s Not All Talk

6. Understand Sales Knowledge:  Customers, Products, Technologies

7. Discover Prospecting – The Lifeblood of Selling

8. Discuss why Planning the Sales Call Is a Must

9. Identify Which Sales Presentation Method to Use

10. Understand how to Begin Your Presentation Strategically

11. Identify the Elements of a Great Sales Presentation

12. Discuss the methods to Welcome Your Prospects Objections

13. Understand that Closing Begins the Relationship

14. Identify Service and Follow-up for Customer Retention

15. Introduce the Keys to Success:  Time, Territory and Self-Management

16. Discover methods of Planning, Staffing, and Training Successful Salespeople

17. Discuss Motivation, Compensation, Leadership, and Evaluation of Salespeople

V. COURSE COMPETENCIES

Upon completion of this course, the student should be able to:

Core Competencies:
1. Define and explain the term selling

2. Explain why everyone sells, even you

3. Discuss the reasons people might choose a sales career

4. Enumerate some of the various types of sales jobs

5. Describe the job activities of salespeople

6. Define the characteristics that salespeople profiled in this book believe are needed for success in building relationships with customers

7. List and explain the 10 steps in the sales process

8. Define and explain the terms marketing and marketing concept

9. Describe the evolution of customer orientation in the United States

10. Answer the question, Why is marketing important to an organization?

11. Illustrate how the firm’s product, price, distribution, and promotion efforts are coordinated for maximum sales success

12. Explain why an organization should listen to its customers

13. Understand a salesperson’s roles when practicing consultative selling

14. Describe management’s social responsibilities

15. Explain what influences ethical behavior

16. Define management’ ethical responsibilities

17. Discuss ethical dealings among salespeople, employers, and customers

18. Describe the international side of ethics

19. Explain what is involved in managing sales ethics

20. Explain the difference between a feature, an advantage, and a benefit

21. Be able to construct a SELL Sequence

22. Know when and how to use a trial close

23. Explain why people buy benefits rather than features or advantages

24. Enumerate techniques for determining a customer’s needs

25. List factors that influence the customer’s buying decision

26. Show why buying is a choice decision

27. Present and discuss the salesperson-buyer communication process

28. Discuss and illustrate the importance of using nonverbal communication when selling

29. Define and recognize acceptance, caution, and disagreement nonverbal signals

30. Review barriers to effective sales communication

31. Explain ways of developing persuasive communication

32. Explain why it is so important to be knowledgeable

33. Discuss the major body of knowledge needed for increased sales success

34. Illustrate how to use this knowledge during the sales presentation

35. Explain the main technologies used by salespeople

36. Define the sales process; plus list and describe its 10 steps in the correct sequence

37. State why it is important to prospect

38. Describe the various prospecting methods

39. Ask for a referral anywhere during the referral cycle

40. Make an appointment with a prospect or customer in person or by telephone

41. Explain the importance of sales call planning

42. List the four planning steps in order and understand them

43. Develop a customer benefit plan

44. Describe the prospect’s five mental steps in buying

45. State why you first select a sales presentation method and then select the approach

46. Describe the different sales presentation methods; know their differences; and know the appropriate situation for using a particular method

47. Better understand how to give a presentation to a group of prospects

48. Understand why negotiations can be an important part of the presentation

49. Explain the importance of using an approach and provide examples of approaches

50. Illustrate why the approach should have a theme that is related to the presentation and the prospect’s important buying motives.  What is an example?

51. Present four types of questioning techniques for use throughout the presentation and give an example of each technique

52. Understand the importance of being flexible in your approach

53. Discuss the purpose and essential steps of the sales presentation

54. Give examples of the six sales presentation mix elements

55. Describe difficulties that may arise during the sales presentation and explain how to handle them

56. State how to handle discussion of the competition

57. Explain the need to properly diagnose the prospect’s personality to determine the design of the sales presentation

58. Explain why you should welcome a prospect’s objections

59. Describe what to do when objections arise

60. Discuss seven basic points to consider in meeting a prospect’s objections

61. Explain sic major categories of prospect objections and give an example of how to handle each of them

62. Present, illustrate, and use in your presentation several techniques for meeting prospect obligations

63. Describe what to do after meeting an objection

64. Explain when to close

65. Describe what to do if when you ask for the order, your prospect asks for more information, gives and objection or says no

66. Explain why you must prepare to close more than once

67. Discuss the 12 keys to a successful close

68. Present, illustrate, and use several techniques for closing the sale in your presentation

69. Construct a multiple-close sequence

70. State why service and follow-up are important to increasing sales

71. Discuss how follow-up and service result in account penetration and improved sales

72. List the eight steps involved in increasing sales to your customer

73. Explain the importance of properly handling customer’s returned goods requests and complaints in a professional manner

74. Discuss the importance of the sales territory

75. Explain the major elements involved in managing the sales territory

76. Explain why salespeople need to segment their accounts by size

77. Calculate a salesperson’s break-even point per day, hour, and year

78. Discuss the relationship between a firm’s marketing plan, sales force, and sales force’s budget

79. Describe the organization of a sales force

80. Explain the two major elements involved in staffing the sales force-personnel planning and employment planning

81. Discuss what is involved in training the sales force

82. Present and discuss the five elements of the motivation mix

83. Explain the basic methods of compensating salespeople

84. Review three approaches to leadership and suggest leadership techniques for improving the sales manager’s effectiveness

85. Discuss why salespeople must be evaluated; who should evaluate them; when they should be evaluated; what performance criteria should be evaluated; and how evaluations should be conducted

VI. INSTRUCTOR’S EXPECTATIONS OF STUDENTS IN CLASS

VII. TEXTBOOKS AND OTHER REQUIRED MATERIALS

VIII. REFERENCES

IX. METHODS OF INSTRUCTION AND EVALUATION

X. ATTENDANCE REQUIREMENTS

XI. COURSE OUTLINE
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