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Course Syllabus

Instructor_________Dr. Jamie Pleasant; Ph. D.______________________________________________

	Office Hours
	Note that office hours will be announced in class and posted on office door.
OFFICE HOURS: T/Th,&F. 11-12:30pm, Wed. 2-5pm, Fri. 2-6pm
Other times by appointment based on individual needs

	Office Location
	OFFICE:  Clement, Room 231

	Office Telephone
	404-880-6359

	Email
	jpleasant@cau.edu



	Course
Number/Sect
	Course Title
	Credit
Hours
	Semester
	Time
	Level
(U/G)

	CBUS 421
	01
	Intro to Professional Sales
	3
	F ‘10
	T/Th 
12:15-1:30
	U

	Brief Description
			

	Prerequisites
if applicable
	BUS 335 Principles of Marketing with C or better



	Course Description:
This course will examine the theory and practice of professional sales with a special emphasis on practical applications in a real world environment.
			




	Course Objectives:
The objective of this course is to expose students to the theories, concepts, mega trends, training and practice in the world of professional selling. Students learn how advances in communication and computer technology impact the role of the modern day salesperson. The latest real-world sales techniques utilized by a diverse group of progressive firms are examined and modeled in simulated and actual selling situations.  By the end of the course students will have developed a keen and in-depth appreciation of the roles, responsibilities and necessary skills needed to be successful professional salespersons.




	Learning Outcomes:
More specifically, upon completing this course, a student will be able to:
1. Understand the role of the salesperson in today’s economy
2. Recognize buying styles, behavior and preparedness
3. Learn the steps in the sales process
4. Prospect for potential customers
5. Apply the outlined sales steps in a selling situation
6. Determine if sales is a desirable career path

ASSESSMENT: Learning outcomes will be assessed according to the following:

	Outcome
	Activity/Instrument

	1.
	Exam 1, Role Play

	2.
	Exam 1, Role Play,  

	3.
	Midterm, Role Play  

	4.
	Role Play,  

	5.
	Role Play,  

	6.
	Final Exam, Role play 






	Teaching/Learning Methods: (lectures, videos, outside speakers, etc.)

Extensive use of case studies, lecture series, and role-play sessions will provide the basic learning experience. The course will cover communications, ethics, buyer behavior, professional selling skills, and steps in the sales process. Students will be required to apply theories and concepts learned through case studies and role-play scenarios.  This is an experiential, highly participatory course. You are required to interact during each class session.  Passive involvement will undoubtedly result in poor learning, performance and grade.

EXAMINATIONS/ASSIGNMENTS
Several assignments of cases, and readings from Fundamentals of Selling: Customers for Life Through Service as well as Internet exercises will be required.  Cases must be prepared in advance of classroom discussion.  Students who fail to prepare for case discussions will receive an “F’ for that class period.  Late written assignments will not be accepted.  There will be two exams on chapter assignments, lectures, guest speakers, and other reading assignments.  These will be a combination of multiple choice and short essay.

Role Playing And Sales Presentations (RPSP)
Each student will be given a chance throughout the semester to make a sales call/presentation to a potential client.  A script will be given to the seller and potential buyer. It is the seller’s job to make a correct sales call, not just to close a deal.  A correct sales call utilizing sales principles will be the evaluative criteria. The script will list the product being sold with key attributes etc. as well as a buyer script that will describe the attitude of the buyer etc.

 




	Grading and other policies and expectations:
GRADING:  Calculation of your final grade will be as follows: 

	Exams 1&  Midterm		                          30%  Exam 1(10%) Midterm (20%)
	Cases				                          10%
	Participation/Role Play & Presentations	  30%
             Final Exam		                                      30%
				                                        100%
ATTENDANCE: No more than 5 unexcused absences will be allowed. Students not meeting this requirement may receive a failing grade.

HONESTY AND INTEGRITY: University and School policies regarding academic honesty will be strictly enforced.  Students found in violation of these policies will suffer swift and severe consequences.
Plagiarism, in particular, will not be tolerated. Your professor has attended a workshop on how to run plagiarism scans.  Please be advised that any written assignment may be subjected to online plagiarism detection resources. Violations may result in a warning, rewriting, or rejecting the assignment, and receiving a failing grade. My advice to you: Don’t even try it!  

INCOMPLETE GRADE: “I” grade must be removed no later than one year from the end of the semester in which “I” was assigned. A student cannot register for a course in which he/she has an “I” grade or enroll in the course where an “I” graded course is a prerequisite.  An “F” grade will be assigned by the Registrar if time limit for Incomplete Grade removal has expired.

	



	Required Texts & Readings:

REQUIRED TEXT: 
(1) Charles M. Futrell. (2008) Fundamentals of Selling: Customers for Life Through Service, 10th ed. New York, N.Y.: McGraw-Hill/Irwin. ISBN 978-0-07-340469-1

(2) “Advertising Principles: How to effectively reach African Americans in the 21st century”, Pleasant, Jamie T.; Biblion Publishing, ISBN 978-0-984374854
            (This book will be used for Marketing Research Project Purposes Only  (available in CAU bookstore)


Additional readings: TBA


	




	Course Outline and Schedule: (dates, weeks, topics)

READING AND EXAM ASSIGNMENTS
 
PART I: SELLING AS A PROFESSION
WEEK I
	                       INTRODUCTION  
 	                       Role Playing and Sales Presentation Overview (RPSP)

WEEK II
 	                      CHAPTER 1: The Life, Times and Career of the Professional Salesperson
                                   Case #1 assigned, “What they Didn’t teach Us In Sales Class”, pgs. 36,-37  
                                   CHAPTER 2: Relationship Marketing: Where Personal Selling Fits
                                    			
WEEK III
               LABOR DAY HOLIDAY 
               CHAPTER 3: Ethics First…Then Customer Relationships
               CHAPTER 3: Ethics First…Then Customer Relationships
               Case # 1 due, CHAPTER 4: The Psychology of Selling: Why People Buy
		
PART II: PREPARATION FOR RELATIONSHIP SELLING
WEEK IV			
 	         (RPSP), CHAPTER 5: Communication for Relationship Building: It’s Not all Talk
                      CHAPTER 6: Sales Knowledge: Customers, Products, Technologies
                      Product Knowledge-Guest Speaker
 	         Exam 1 (Chapters 1-6)
				
PART III: THE RELATIONSHIP SELLING PROCESS
WEEK V			
 		(RPSP), CHAPTER 7: Prospecting—The Lifeblood of Selling (Guest Speaker)
 		Case #2 assigned, “Claire Cosmetics”, pg. 219		
 			
						 
WEEK VI
 		 (RPSP), CHAPTER 8: Planning the Sales Call is a Must
                           Case #2 due, (Guest Speaker)
   		 Chp. 8 continue

WEEK VII
	            (RPSP),  CHAPTER 9: Carefully Select Which Sales Presentation Method to Use
                         (RPSP) 
 	             In-class case discussion TBA
	
WEEK VIII	Midterm Exams	
		(RPSP), CHAPTER 10: Begin Your Presentation Strategically
 		 In-class case discussion
                          Chapter 10 continued
				





	WEEK IX
 	        (RPSP),  CHAPTER 11:  Elements of a Great Sales Presentation 
 
                      Case #3 assigned, “The Thompson Company”, pg. 335. 

WEEK X			 
	       (RPSP),  CHAPTER 12: Welcome Your Prospects Objections  
 	        Guest Speaker	
 	        Case #3 due 
				
WEEK XI
 	      (RPSP),  CHAPTER 13: Closing Begins the Relationship 
 	      Guest Speaker
 	       
	
WEEK XII
 	      (RPSP),  Chapter 14: Service & Follow-Up 
 	      (RPSP) 
                  In-Class Case discussion 
				
WEEK XIII
  	      (RPSP), CHAPTER 15: Time, Territory and Self-Management  
 	      Case #4 assigned, “Wingate Paper”, pg. 471. 
                  CHAPTER 15: Time, Territory and Self-Management  

WEEK XIV
 	       (RPSP),   Chapter 16: Planning & Staffing  
                    Case #4 due, Guest Speaker
 	        THANKSGIVING HOLIDAY 
		
WEEK XV 		
         (RPSP)   
          Chapter 17: Motivation & Compensation         
          Reading Period

WEEK XVI 
              	            Chapter 17 and Reading Period	 	
	 
 WEEKXVII              Final Exams
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