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SYLLABUS 

MARK 3337

Willy Bolander



   
	Professor: Willy Bolander
Office: 375-L Melcher Hall
Office Hours: By Appointment 
Telephone: 713-743-4577
e-mail: wcbolander@gmail.com
	TA: 
Office: 
Office Hours: 
Telephone: 
e-mail: 

	Required Textbook

Gerald L. Manning, Barry L. Reece and Michael Ahearne, Selling Today: Creating Customer Value (11th Edition), Pearson Prentice Hall


Course Objectives
Selling is a fundamental part of not only business, but everyday life.  Indeed, you are called upon to sell all the time – whether it is an idea, product, service, or point of view.  This course is designed to teach you about selling and how to sell effectively.  While our focus will be on selling in a business environment, you will find the concepts discussed in class will add value to your interpersonal communication skills in general. 
The objectives of this class are for you to:

1) Develop a personal selling philosophy that incorporates the marketing concept
2) Develop a relationship strategy that creates customer value in an ethical context

3) Develop a product strategy that incorporates creative product solutions that add value

4) Develop a customer strategy that addresses buyer behavior

5) Develop a customer presentation strategy that adds value

6) Demonstrate mastery of Objectives 1-5 by conducting a simulated sales call
For the first 2 class meetings, we will focus on mastering the knowledge presented in the text book along with materials from the lecture.  Given that this course is condensed into four meetings, you will be required to engage in a substantial amount of reading outside of class.  Let me emphasize that again by stating it another way: we may not have a sufficient amount of time to cover all of the textbook material in our lectures. Nevertheless, you will be expected to answer exam questions from any and every section of the textbook.  To assess your mastery of the course material, you will need to take two exams.  The dates of the exams are listed in the schedule.

In the final 2 class meetings, you will be asked to pool your understanding of the text/lecture and work towards presenting a sales presentation through a role play assignment.  There will be two components to the selling project.  First, you will need to develop a written sales strategy which incorporates information from the Park Inn Role Play in the text book and the Sales Scenario handout.  Second, you will need to demonstrate a simulated sales presentation with a prospective buyer.  You will play the role of the sales representative and the instructor will play the role of the prospective buyer. The role play assignment will be a group assignment. Your group will consist of three members.
By completing assignments on time, you will improve your ability to sell your ideas and become more effective in representing yourself and your company and its services.  You also will learn what is necessary to build long-term, profitable relationships with clients.

WebCT Vista

This class will use WebCT Vista as a course requirement.  With WebCT Vista you can view class notes, view the PowerPoint slides, communicate with fellow students, and view grades and course progress at any time.  Students will need to log onto WebCT Vista regularly to stay current with the class.
Readings

Below is a summary of the skills that students should master upon reading each chapter.

	Students should be able to:

	Chapter 1
	Explain the relationship between personal selling and the marketing concept.

	Chapter 2
	Discuss the current personal selling opportunities.

	Chapter 3
	Explain how to build a relationship strategy that adds value.

	Chapter 4
	Review and discuss the various communication styles used in managing the customer relationship process.

	Chapter 5
	Describe the critical role of ethics in building customer relationships.

	Chapter 6
	Develop a product strategy that creates product solutions for the customer.

	Chapter 7
	Explain the importance of creating product selling strategies that add value.

	Chapter 8
	Describe buyer behavior, motives, and decision making in relation to developing a customer strategy.

	Chapter 9
	Explain the steps to developing and qualifying a customer prospect base.

	Chapter 10
	List and discuss the steps to develop a presentation strategy, pre-approach, presentation plan, and the approach.

	Chapter 11
	Describe the essential elements of the consultative sales presentation.

	Chapter 12
	Develop an effective sales demonstration plan that incorporates proof devices.

	Chapter 13
	Explain the types of buyer concerns and the methods and process used to negotiate buyer concerns.

	Chapter 14
	Review the basic guidelines to closing a sale and confirming the customer business partnership.

	Chapter 15
	Summarize the essential concepts related to servicing the sale and building the customer relationship.


Attendance and Participation
Don’t be fooled by the term “lecture.”  I expect (and will appreciate) your participation.  Treating our sessions as a discussion will accomplish three things. First, it will let me know you are interested and engaged in the course material (this will improve my ability to give you participation points). Second, it will keep you awake and attentive (this will support your learning and help you answer more exam questions correctly). In other words, class participation will trickle-down to other aspects of your grade.  Third, actively communicating in a group setting will further develop the communication skills that are the focus of this class.
Regarding attendance, a tardy will cost you 2 points and an absence will cost you 5 points. However, since there are only four meetings, missing any of them will cost you much, much more in the long run.  There may also be some opportunities to participate in selling experiments or surveys that contribute to research being conducted by Bauer faculty. When, and if, these come up, they will be counted as either participation points or bonus points.  All in all, there are a total of 50 points available for participation and attendance.
Exams
There will be two (in class) multiple-choice exams containing questions from the textbook and lecture.  Each exam will be worth 150 points.  Exam 1 will cover Chapters 1-8 (along with any supplemental materials) while Exam 2 will cover Chapters 9-17 (along with any supplemental materials).  There will be no makeups for missed exams unless you present documentation of a university-accepted excuse.    

*** If you arrive to take your exam and any student has already completed the exam and left the room, then you will not be allowed to take the exam. Therefore, please arrive promptly for each class session and be prepared to actively participate in the course.

Selling Project

· Part I (Sales Strategy) This is a one-page assignment.  The sales strategy consists of a strategic outline of the sales presentation which you will use for the sales call. The purpose of this assignment is for me to review your understanding of the sales situation. Specific guidelines for this assignment will be posted on WebCT as the class progresses. The Sales Strategy will be worth 100 points.

· Part II (The Role Play) The purpose of the role play is to demonstrate the selling principles and techniques which were discussed in the text and in the course.  Using the Park Inn Role Play (in your text, Appendix 3), you will execute a 10-minute professional sales call while exhibiting your knowledge of and facility with critical elements of the selling process.  Essentially, this exercise challenges you to pull all of the course material together and apply what you have learned in a simulated selling situation. There is a degree of "make believe" to it, but you will be graded strictly on your ability to use the selling principles and techniques discussed in class, not your acting ability. The role-play will be worth 150 points.
The best way to ensure that you make a high grade on the assignment is to practice every chance you get before the actual role play. (Practice is also what makes you a better salesperson!)  More details of the actual role play sessions will be provided as the course progresses.
Remember: 

· Be on time for your session!  
· Business casual dress is required on the day that you sell (if you are not sure what business casual is, play it safe and dress business formal).  There will be an automatic point reduction for t-shirts (10 points), denim or shorts (10 points), or athletic shoes (10 points).  In other words, you can lose a total of 30 points if you wear the preceding items to the role play.
· Grades on role-play assignment stand. I will not re-grade your role play once it has been graded.  Again, this is an accelerated course, we only have so much time!
Late Assignments

Written assignments will be collected on their due dates.  Make sure that you submit every assignment on time to get full credit for your assignment.  If the assignment is not submitted on time you will be penalized one letter grade for each hour the assignment is late.  It is up to you to keep track of due dates for the assignments, so please refer to this syllabus and WebCT Vista often to keep abreast of the schedule.  Please do not depend on the instructor to remind you of due dates.

Students with Disabilities

The Center for Students with Disabilities provides a variety of academic support services to all currently enrolled UH students who have any type of mental or physical disability of either a temporary or permanent nature. If you feel that you may need assistance of this nature, you may wish to call the Center at (713) 743-5400. In addition, you should let me know about any special needs as soon as possible.

Statement about Teaching 

The CBA has a policy that requires all of its instructors to be evaluated by their students. The results of these evaluations are important to provide feedback to instructors on how their performance can be improved. In addition, these evaluations are carefully considered in promotion, salary adjustment, and other important decisions.

General Reminders:

· Switch off all cellular phones, PCS phones, LAPTOPS, and pagers when in class.
· Be on time.  In both school and at work, being on time is simple but important. 
· Bring a blue scantron which has WebCT user id section on it and a # 2 pencil for each exam.

Grading Summary

Final grades will be determined as follows: 

· Exams: 300 points 

· Exam 1

 
   –   150 points

· Exam 2 


   –   150 points

· Selling Project: 250 points
· Sales Strategy

   –   100 points

· The Role Play

   –   150 points
· Attendance and Participation: 50 points

600 points total

Grade Scale

	Grade
	Total Points Received

	A

A-

B+

B

B-

C+

C

C-

D+

D

D-

F
	552-600
537-551
522-536
492-521
477-491
462-476
432-461
417-431
402-416
372-401
357-371
356 & below


There will be no curve, and although this is a sales class that teaches you negotiating techniques, grades are not negotiable.

Summer 2009 Tentative Schedule†
	Day
	Date
	Class Topic
	Assignment Due

	Saturday
	7/11
	Introduction and course overview.  Review syllabus.  Discuss class structure and requirements. 
(Time: 9:00 am – 4:00 pm, Location: MH-140)
	Acquire textbook

	
	
	Chapter 1 – Personal Selling and the Marketing Concept
	

	
	
	Chapter 2 – Personal Selling Opportunities in the Age of Information
	

	
	
	Chapter 3 – Creating Value with a Relationship Strategy
	

	
	
	Chapter 4 – Communication Styles: A Key to Adaptive Selling Today
	

	
	
	Chapter 5 – Ethics: The Foundation for Relationships in Selling
	

	
	
	Chapter 6 – Creating Product Solutions
	

	
	
	Chapter 7 – Product-Selling Strategies That Add Value
	

	
	
	Chapter 8 – The Buying Process and Buyer Behavior
	

	
	
	Exam 1 Preparation
	Chapters 1-8

	Saturday
	7/18
	Exam 1 (Chapters 1-8).  Bring a blue scantron and a #2 pencil. Exam 1 is from 9:00 - 10:00 a.m.
(Time: 9:00 am – 4:00 pm, Location: MH-140)
	Exam 1

	
	
	Chapter 9 – Developing and Qualifying a Prospect Base
	

	
	
	Chapter 10 – Approaching the Customer with Adaptive selling
	

	
	
	Chapter 11 – Creating the Consultative Sales Presentation
	

	
	
	Chapter 12 – Creating Value with the Sales Demonstration
	

	
	
	Chapter 13 – Negotiating Buyer Concerns
	

	
	
	Chapter 14 – Adapting the Close and Confirming the Partnership
	

	
	
	Chapter 15 – Servicing the Sale and Building the Partnership
	

	
	
	Exam 2 Preparation
	Chapters 9-16

	Saturday
	7/25
	Exam 2 (Chapters 9-15).  Bring a blue scantron and a #2 pencil. Exam 2 is from 9:00 - 10:00 a.m.

(Time: 9:00 am – 4:00 pm, Location: MH-140)
	Exam 2

	
	
	Read Role Play Instructions and Review Sales Scenario
	The Park Inn (RP)

	
	
	Role Play Preparation
	Practice Role Play

	Saturday
	8/1
	Submit Sales Strategy before the Role Play Presentation
	The Park Inn (RP)

	
	
	Role Plays 

(Time: 9:00 am – 4:00 pm, Location: TBA)
	Role Play


†The instructor reserves the right to make any necessary changes to the schedule.
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