Marketing 4373

Advanced Professional Selling
Fall 2009
Instructor:

Willy Bolander

Telephone:

713-743-4577

Email:


wcbolander@gmail.com

Office Hours:

Monday and Wednesday 8AM–8:30AM and 10AM–11AM
Course Objectives & Approach:

Good news and bad news. The good news is that you are entering a world where your level of achievement depends solely on your ability to plan, organize (information, time, and other people), self-motivate, and perform. You will not be judged for where you come from or anything you’ve done in your past. You will be judged as an individual in the present. This is also the bad news (…potentially).

This class is intended to simulate the REAL WORLD selling environment. I am playing the role of your sales manager. This makes you one of the salespeople. Viewing our relationship in this way will help you make wise decisions regarding what you do in this class. For example, if you are going to give a presentation to the class and are uncertain whether or not you need a PowerPoint as a visual aid you should ask yourself: “would a real sales manager want a PowerPoint presentation?” (HINT: the answer is yes. A modern, professional presentation includes a PowerPoint). Virtually any question you may have can be answered in this way.
· Q: Should I include complicated animation and sound effects in my PowerPoint?

· A: Would a sales manager care about this, or would he potentially find it annoying?

· Q: When I turn in my “activity report” assignment, should I staple it? Should I include a cover page? What about a cover letter?

· A: How would you, if you were a sales manager, want to receive a similar report? Naturally, it should at least be stapled. A cover page or cover letter will only help you. Furthermore, a cover letter gives you the opportunity to interpret the activity report in the way that you want it interpreted. Meaning, you get to tell the story the way you want it read. Since an activity report is a spreadsheet of various mixed up tasks, calls, emails, meetings, failed meetings, closed deals, lost sales, and other “things”, you should jump at the chance to tell your story rather than passively allowing the sales manager to try to interpret it for him/herself.
· Etc…
In pursuit of this real world approach, your grade is not only determined by exams and assignments. To a large extent, your grade will also be determined by your performance in selling your Jacket Sponsorships. Performing well in this component of the course will demonstrate your selling ability to yourself, your sales manager (me), your fellow students, and your future employer.
Overall, classes are a combination of lecture, discussion, presentations, role play, and individual/group exercises. You are expected to participate, and it is imperative that you prepare by reading the required chapters before we discuss that material in class. DON'T HOLD BACK!! Join in, take some chances, and have some fun. When doing team presentations for the class, it is important that you practice adequately ahead of time.
Prerequisites

Marketing 3337 – Professional Selling

Required Textbooks

Robert L. Jolles, Customer Centered Selling, 1998.

Attendance & Class Participation

Since I am fulfilling the role of your sales manager, would you anticipate me being concerned with you showing up on time? You are correct! I am obsessively concerned with you showing up on time! There are reasons for this: (1) we have information to discuss that you will not want to miss, (2) other people have shown up on time and we will not be responsible for waiting for you, (3) if you get a job with one of the PES Partners and start showing up late to their meetings they might start wondering who your APS teacher was and why he couldn’t teach you how to show up on time!

Therefore, you will begin the semester with 20 attendance points. If you are late, 1 point will be deducted. If you are absent, 2 points will be deducted. This will be handled using a “name card” system to be explained in class.

Participation is worth an additional 20 points. Here are some suggestions for demonstrating your daily participation in class:

· Sit as close to the front of the room as possible. If you are sitting in the back, should I assume you are interested? Should I assume you read the chapter under discussion? Help me out by clearly demonstrating interest and actively participating.

· Take notes all the time. Even if you have the PowerPoint slides printed out, take notes. First, you will remember the material better. Second, you will encourage me to believe you are taking interest in the course material.

· Keep your phone off. If there is some sort of emergency that requires you to keep your phone on, let me know before class.

· Keep your laptop closed. I will always assume you are doing something unrelated to class. This is not CRM class. Your laptop is not needed during our meeting time!

· Answer questions.

· Ask questions.

If you follow one or two of these suggestions, you will get a few points. If you follow all of these suggestions, you will get 20 points. You decide. These points will not be up for debate at the end of the semester.

Jacket Sponsorships

The difference between the Program for Excellence in Selling and every other collegiate sales program in the world is that you will have real selling experience before you graduate this program. One of the things you will be selling in this class is a Jacket Sponsorship. This sponsorship allows you to strategically seek out companies you might like to work for and offer them the opportunity to lay a foundation for a professional relationship with the PES while contributing to the launch of a student (you!) into the Program that may result in a chance to work together in the future. We will role-play in class, so you will not go through this journey alone. However, it is up to you to do the activities (prospecting and selling). Your Jacket Sponsorship is worth 50 points. If you do not get a Jacket Sponsorship, you will receive a 0 out of 50 possible points. This will likely amount to letter grade reduction in your final grade! So get a Jacket Sponsorship!!  As of Fall 2009, the Jacket Sponsorship that gets you 50 points must be sold to a PES partner company or a PES alum (Prof. Herman will show you how to identify these in CRM class – so pay attention! To contact a partner you must apply via Salesforce.com for the permission. There are a limited number of opportunities here, and you may have only one jacket sponsorship with a SEI partner). 
Additional jackets sold, after the initial requirement, are worth an extra 5 points on your semester point total. Many of you have current or previous employers that will see the value and sponsor you quickly. I encourage you to seek them out. Class time will be allocated to create strategic plans and methods to effectively recruit your sponsors. These extra sponsorships will count for bonus points, not the initial 50 points.
Technology Sponsorships

Being successful in sales today requires the effective use of technology.  Today’s salesperson must be proficient in the integrated use of:

· A CRM application like Salesforce.com

· Office applications like MS Word, Powerpoint, Excel

· Email applications like Outlook

· A personal laptop computer

· The Internet

As a PES student you will learn to use all these technologies to be a better salesperson. If you do not already have a laptop computer, one will be provided to you while you are in PES. If you sell a technology sponsorship during this class, the laptop and all installed software applications will be yours when you graduate from PES. The technology sponsorship should not be sold if you already have a laptop to use!
Additional Jacket & Technology Sponsorship Incentives

· If ALL students in the class successfully close at least two sponsorships by Mon. 11/16, we will cancel Exam #3 and everyone will receive 60/60 points in its place.

· If a student does not successfully sell at least two sponsorships, his or her grade will be capped at a B. 
· For example, if you have 100% on all assignments, successfully sell one jacket, but fail to sell a second sponsorship, you will get a B.

· If a student successfully sells three or more total sponsorships, has a 90% attendance record, and has completed all other assignments with reasonable effort, he or she will automatically receive a minimum grade of B.
· If a student sells 5 or more total sponsorships, has a 90% attendance record, and has completed all other assignments with reasonable effort, he or she will automatically receive an A.
Selling Assignment Warning!!!!!

Since the purpose of the Jacket and Technology Sales Project is to provide you with real selling experience (of the type that would impress our partners and get you a job!), YOU MAY NOT SELL TO FAMILY MEMBERS!

Exams
There will be 3 exams, each worth 60 points. They are designed to cover lecture, class discussions, class presentations, outside materials, and information presented by guest speakers. Test format will be multiple choice, true/false, short answer, and short essay.

There are no makeup exams unless previously discussed. If a makeup exam is necessary, it will be an essay test.

Assignments
Assignments are expected to be professionally completed in a manner one would present to you employer (recall: our relationship is that of Sales Manager (me) and Sales Person (you)). Creativity is expected, but should not be a substitute for professionalism.

Assignment 1 – Jacket Sponsorship Role Play (Individual)

Each student will role-play a Jacket Sponsorship sales process. The 12 minute role play will consist of a two minute phone call role play to schedule an appointment and a 10 minute role play of the appointment. You will choose one of the 30 SEI partners as your role play prospect.  You must research this company and the contact that you will solicit. Role plays will be graded by a member of the SEI staff or your professor.

Assignment #2 – Prospect Plan (Individual)
To complete your selling assignments, each student will create leads in Salesforce.com for their Jacket and Technology Sponsor prospects. These prospects will be maintained throughout the semester. On the two dates indicated below, you will submit a report pertaining to your prospects and your contacts with them. The grade for this assignment will be based on the quality of the information about each prospect, the quantity of prospects, and the documented actions you have taken to sell each of your prospects. This report will provide evidence to me, the Sales Manager, that you are working hard and making progress in selling your sponsorships. We will discuss specifics about this assignment in class.

Assignment #3 – Industry Sales (Team)
Teams will be created for this assignment. Each team will compare and contrast the sales job in various industries and complete an oral presentation. Specifics will be determined in class (once we know how many students we have and how we can reasonably divide into teams). This is an exercise in teamwork as much as anything else. Everyone must contribute. “Slackers” beware! At the end of the semester, each teammate will evaluate your participation in completing the team assignments. Their evaluations WILL factor into you grade. In addition, if there is a group member who is not participating and all members agree, the group can request in writing to have an individual penalized on the written assignments and role-play grade. I hope this doesn’t happen, but hardworking team members should not have to bear the full burden of the assignment while other people hang out. This matter will not be taken lightly.

Breakdown of Point System for Grades:

	3 Exams at 60 Points Each
	180

	Class Attendance (20 pts) and Participation (20 pts)
	40

	Assignments 1 (30 pts), 2a (30 pts ), 2b (30 pts), and 3 (40 pts)
	130

	Jacket Sponsor (recall: sold to partner or PES alum)
	50

	Total 
	400


***Remember you receive extra credit of 5 points for every extra jacket or technology sponsorship you sell above the initial one (Note: you must sell one jacket to a PES partner or alum before the extra credit begins to accrue)!

Final Grades will be determined as follows:

	372 – 400
	A
	
	292 – 307
	C

	360 – 371
	A-
	
	280 – 291
	C-

	348 – 359
	B+
	
	268 – 279
	D+

	332 – 347
	B
	
	252 – 267
	D

	320 – 331
	B-
	
	240 – 251
	D-

	308 – 319
	C+
	
	000 – 239
	F


Your course grades will be calculated according to the grid.  There will be no curve; if you want to earn extra points, sell another jacket sponsorship!! Please also refer to the extra stipulations in the “Jacket and Technology Sponsorship Incentives” section.

Guest Speakers

We will have guest speakers from the selling profession periodically during the course.  Examples and ideas they discuss will be used in exams. On days where we have a guest speaker, absences and tardies will be counted double! These guests are SEI Partners and, as such, deserve your respect.
PES Academic Requirements:

To be eligible for the second semester of the PES curriculum you must make at least a B- in this, and all PES classes.

PES Jackets and Laptops:

You must sell your technology sponsorship this semester to take ownership of your laptop after you graduate from the program.

If you do not complete your PES Sales Certificate or Sales Minor you must return your laptop and Jacket to PES no later than the last day of the semester in which you withdraw from PES.

Proprietary SEI Information:

During this course and all PES courses you will have access to information about SEI customers, contacts, events, research and financial information.  Some of this information will be in electronic form.  As a PES student you are granted this access with the understanding that all this information, including new information you learn or acquire while engaged in the normal activities associated with this program, belongs to SEI.  You may not use such information while you are a PES student, or at any time after you graduate or leave PES.    

Academic Honesty


The University of Houston Academic Honesty Policy is strictly enforced by the C. T. Bauer College of Business.  No violations of this policy will be tolerated in this course.  A discussion of the policy is included in the University of Houston Student Handbook, http://www.uh.edu/dos/hdbk/acad/achonpol.html. Students are expected to be familiar with this policy.

Accommodations for Students with Disabilities


The C. T. Bauer College of Business would like to help students who have disabilities achieve their highest potential. To this end, in order to receive academic accommodations, students must register with the Center for Students with Disabilities (CSD) (telephone 713-743-5400), and
present approved accommodation documentation to their instructors in a timely manner.

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.  We openly encourage students to provide feedback to the instructors and to the CBA through the evaluation process.

Cellular Phone/PDA Policy

I expect cell phones and PDA devices to be turned off during class.  Failure to comply will be applied in a negative fashion in your Attendance/Participation scoring.
Tentative Schedule Fall 2009
(Stay tuned…… changes likely!)

	Week of…
	Monday   8:30 – 10:00                                    
	Wednesday 8:30–10:00                                        

	8/24
	First Day of Class-Intro.

	Review & Prospecting, 

CCS-Preface

	8/31
	Time Management Part I
	Time Management Part II
Initial Prospect List Due

	9/7
	Labor Day – No Class

	Jacket Sponsor Role Plays – 

Room 224 (Assignment 1)

	9/14
	CCS-Ch 1-4 

	PES Partner Day

	9/21
	CCS-Ch 5-6 


	CCS-Ch 7-8

Exam Review

	9/28
	Exam #1

CCS Decision Cycle (Ch 1-8)
	CCS-Ch 9-11 

Assignment 2a Due***

	10/5
	CCS-Ch 12-14
	Guest Lecture: 

Program Partner TBA

	10/12
	Teams Present Assignment 3 

	Teams Present Assignment 3

	10/19
	Golf Tournament – No Class


	Guest Lecture: 

Program Partner TBA

	10/26
	CCS-Ch 15


	CCS-Ch 16-17



	11/2
	PES Partner Day
	Exam #2 

CCS-Selling Cycle (Ch 9-17)

	11/9
	Guest Lecture: 

Program Partner TBA
	CCS-Ch 18-19

	11/16
	CCS-Ch 20

Quantifying the Benefit

!!Exam 3 Bailout Deadline!!
	Guest Lecture: 

Program Partner TBA

	11/23
	Guest Lecture: 

Program Partner TBA
	Thanksgiving – No Class



	11/30
	Guest Lecture: 

Program Partner TBA
	Exam #3 (Cumulative) 

Course Evaluations

Assignment 2b Due


Note: We may role play specific techniques as well as jacket sponsorship sales calls in multiple class periods throughout the semester. Be ready!

Important Dates to remember:


Sept. 17 – Etiquette Dinner


Oct. 19 – Golf Tournament 

Nov. 4 – Sales Career Fair


Dec. 3 – G&I Ceremony

