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UNIVERSITY OF SCRANTON

Kania School of Management

Fall, 2006

PERSONAL SELLING

Class Meetings: 
Monday, Wednesday, Friday 10:00 – 10:50, section one  BRN 205

11:00 – 11:50, section two BRN 105

Office Hours:

MWF:  9:00 – 10:00

Professor:

Dr. Delia Sumrall




Sumralld1@scranton.edu
Office:


433 Brennan Hall

Office Phone:

941-6228  (please use my voicemail).





Or before 10:00 p.m. at 587-4497 (home)

Secretary:

Mrs. Sandrowicz, 941-7612

Mailbox:

343 Brennan Hall

Required Materials:


Fundamentals of Selling:  Customers for Life, 9th ed.  by Charles M. Futrell

Course Objectives:

By the end of the semester, students should be able to demonstrate the following:

· An understanding of personal selling as a major function within the marketing and promotional mix of a firm.

· The ability to effectively communicate a product’s features, advantages, and benefits to a buyer.

· An understanding of the principles of selling

· The ability to prepare and present a sales presentation by visually, verbally, and nonverbally communicating your information using the selling skills discussed in class and in your textbook

· An understanding of what a career in sales entails.

· The ability to prepare oneself for a sales job interview.

Course Requirements:

1. You are expected to have reviewed the assigned material, and will be encouraged to discuss issues and seek clarification.

2. There will be four multiple-choice exams.  The fourth exam will be scheduled as the final exam.  The lowest of the four grades will be dropped; if you are content with the first three exam grades, you can forego the fourth exam, using it as your drop grade.  The top three exam grades will count for 50% of your grade in the course.

3. You will be required to prepare and present a sales presentation.  This will count for 25% of your grade in the course.  It will be conducted in the Behavioral Lab in Brennan 426.

4. You will be required to prepare a personal portfolio.  This will include a polished resume focused on a sales job, a cover letter asking for an interview for that job, and a thank you letter for after the interview. 

Exam Policy:

NO MAKEUP EXAMS WILL BE GIVEN.  You will use the drop grade if you miss one.

Grading Policy:

Top three exam grades . . . . . . . . . . . . . . . . . . . . . . . . .50%

Sales Presentation  . . . . . . . . . . . . . . . . . . . . . . . . . . . .25%

The personal portfolio  . . . . . . . . . . . . . . . . . . . . . . . . .25%

A  = 94+



C+ = 77-79

A- = 90 – 93


C    = 74-76

B+ = 87-89


C-  = 70 -73

B  =  84-86


D+ = 64-69

B- = 80 – 83


D   = 60 – 63






F    = 0 – 59

Attendance Policy:  Students are responsible for being in class.  If you aren’t there, you aren’t learning.  I will take attendance each day for my own records.

Assessment/Evaluation Based Course Improvement Mechanisms
Students give more than one sales presentation in the Behavioral Lab so that they can be recorded and can review their own presentation.  This assists students in improving their presentation skills over time.  Their best presentation is reviewed by the faculty member for critique and grading.  

By reviewing students’ presentations the changes that are necessary to improve their skills become clear and are used to improve the course.  
In addition curriculum assessment is done KSOM-wide through the Curriculum Committees and the Assistant Dean’s office.  
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This course necessitates a good background in Marketing, which means taking the Junior level courses in Marketing first.  





In order to sell properly one must have a background in some of the broader aspects of Marketing – understanding how to integrate a sales strategy, for example, with product features, marketplace requirements, the firm’s marketing and promotional mix, competitors’ offerings, distribution issues, etc.  Senior standing for a Marketing major necessitates having taken MKT 351, Introduction to Marketing, as well as Marketing Research and Consumer Behavior.  





This course focuses on the direct selling process: how it fits into the marketing function, the ability to communicate a product’s features, advantages, and benefits, and the principles of effective selling.  Students will practice making oral and written sales presentations.  Students will also learn what a career in sales entails.  





MKT 471, Sales Force Management, would seem similar, but it is aimed at the management of a sales force.  This course is about doing the selling itself.  This course is different than and builds on COMM 100, Public Speaking.  It includes some aspects of COMM 110, Interpersonal Communication and COMM 313, Nonverbal Communication, but focuses on personal selling rather than selling through media.





Because of its orientation to personal selling, there is no overlap with other courses on campus except what is described above.





The Behavioral Lab, BRN 426, is required for students’ sales presentations to be recorded and reviewed.  
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