MKT 352 - 301 – Personal Selling
Fall 2009
Instructor: Alex Hamwi



Classroom: Glass 262
Office: Glass 249




Class Time: W 6:30-9:20
Phone: (417)-836-5541



Office Hours: 2:00-3:00 M-F
E-Mail: alexhamwi@missouristate.edu

I. Textbooks:
Selling, Eleventh Edition, Prentice Hall, 2007, By Manning, Reece and Ahearne

ISBN: 978-0-13-207995-2 


Notes: This book is highly recommended as a guide and reinforcement tool.  My lectures pull the most pertinent info directly from the book. I suggest skimming each book chapter after the related lecture has been given.  You can find used and international editions which are identical online for a much cheaper price than what is in the bookstore.  I highly suggest doing this because the price is $30-$50 versus $100 and up in the book store.  There is an older edition (10th edition) that will work just fine.  You do not need this book immediately, so take your time and find a copy.  I would suggest securing a copy in time to study for the first exam.

Customers For Life:  How to Turn That One Time Buyer Into a Lifetime Customer, Carl Sewell and Paul B. Brown.


ISBN: 0-385-50445-4


Notes: Available online for around $10-15.
II. Special Provisions:
Students with disabilities who have a letter of accommodation from the Office of Disability Services should identify themselves to he instructor of this course as soon as possible.  This way provisions can be made to help you become as successful as possible.  To request academic accommodations for a disability, contact the Director of Disability Services, Plaster Student Union, Suite 405, (417) 836-4192 or (417) 836-6792 (TTY), www.missouristate.edu/disability.  Students are required to provide documentation of disability to Disability Services prior to receiving accommodations. Disability Services refers some types of accommodation requests to the Learning Diagnostic Clinic, which also provides diagnostic testing for learning and psychological disabilities. For information about testing, contact the Director of the Learning Diagnostic Clinic, (417) 836-4787, http://psychology.missouristate.edu/ldc. 
Missouri State University is an equal opportunity/affirmative action institution, and maintains a grievance procedure available to any person who believes he or she has been discriminated against. At all times, it is your right to address inquiries or concerns about possible discrimination to the Office for Equity and Diversity, Park Central Office Building, 117 Park Central Square, Suite 111, (417) 836-4252. Other types of concerns (i.e., concerns of an academic nature) should be discussed directly with your instructor and can also be brought to the attention of your instructor’s Department Head.   Please visit the OED website at www.missouristate.edu/equity/. 

Students who require assistance during an emergency evacuation must discuss their needs with their professors and Disability Services. If you have emergency medical information to share with me, or if you need special arrangements in case the building must be evacuated, please make an appointment with me as soon as possible.
III. Attendance:
I do not take attendance.  You are adults and can decide for yourselves whether or not you come to class.  Attendance is mandatory on all exam days and on any day we have a guest speaker.  Each missed required attendance day will result in a lowering of your OVERALL course grade by 1 point.  If a legitimate excuse arises, speak to me as soon as possible and an exception may be granted.  The same rules apply for test days as well.  Keep in mind that a percentage of your grade is determined by class participation in discussions and in class assignments.

IV. Grading Procedure:
Individual Sales Presentation  20%

Group Sales Presentation 
20%


Exam 1


20%

Exam 2


20%

Class Participation

20%




(includes discussions, book report and in class assignments)
All grades will be assigned according to the standard university grading procedure:

A+

98-100

A

94-97
A-

90-93
B+

87-89

B

83-86
B-

80-82

C+

77-79

C

73-77
C-

70-72
D

60-69

F

0-59
I will round every grade up to the next highest whole number.  For example, if you have an 89.001, I will round it to a 90.  If you have an 88.99999, I will round to an 89.  I will not deviate from this grading system, so please do not ask.
V. Exams:
Exam 1 and 2 will be made up of 40 multiple choice and 1-2 essay questions coming directly from the class lectures.  Since we have enough work during the year, there is no final exam.  If you have a legitimate excuse, and I have granted you the opportunity for a make-up exam, all make-up exams must be completed within two weeks of the original exam date.
VI. Teams
Students will choose a teammate with which they will work on the sales presentations for the rest of the semester.  You must let me know your choices by Oct 5th.  If you do not choose teammates by then, I will assign them to you.  I typically do this by placing together people who sit near each other.  If there is an odd number of students, there will be either one three person group.  
VII. Presentations
Individual Sales Presentation

Each student will make a presentation to me which involves the approach, needs discovery and product presentation portions of a sales call.  You are expected to in business casual style for this assignment (if you do not know what business casual is, please ask me). Please see the document on Blackboard for a detailed explanation of this assignment.  This assignment will also be discussed in detail as the semester progresses.  
Second Sales Presentation

More information on this assignment is available on Blackboard.  A presentation schedule will be developed later in the semester.  The dress for this assignment should be business formal (By business formal, I mean dress the way you would for a job interview).  This assignment will also be discussed in detail as the semester progresses.
VIII. Book Report
Book Report

During the course of the semester, you will be expected to independently read the assigned book, Customers for Life by Carl Sewell, and complete a report on what you have learned from the book.  There is no specific format for the report; I just want a general report on what you have learned from it, how it relates to the class and how it has changed your opinion of salespeople.  Also talk some about how your opinion of the book would have been different had you not taken this class.  The expected length of this assignment is 4-5 pages double spaced.  You can turn in this assignment anytime during the semester, but the due date is Fri Dec 11th  at 12:00 PM.  Your book report grade is included in class participation.  Feel free to e-mail the assignment. Turning in a hard copy is not necessary.
IX. Class Participation:
Your active participation in class discussions is vital to making this class as successful as possible.  During lectures, students will frequently be asked to provide opinions and examples.  There is a natural give and take to this class.  A lot of back and forth discussions will occur due to the nature of the subject matter.  Sales is a very subjective topic, and your personal opinions and beliefs factor a great deal into this business.

A second aspect of class participation is the frequent in-class assignments that will be given throughout the semester.  In-class assignments can not be made up.  There will be plenty of in class assignments, so missing one class for whatever reason will not greatly affect you grade; however, chronic absences will.  Most assignments are available on Blackboard.  Please print them ahead of time and bring them to class.  You do not need to complete them ahead of time; this will be done in class.

I would suggest skimming each book chapter after the lecture on the particular chapter has been given.  Each chapter is designed to reinforce the key points taught in the lecture.

X. Academic Honesty:
Missouri State University is a community of scholars committed to developing educated persons who accept the responsibility to practice personal and academic integrity.  You are responsible for knowing and following the university’s student honor code, Student Academic Integrity Policies and Procedures, available at www.missouristate.edu/assets/provost/AcademicIntegrityPolicyRev-1-08.pdf and also available at the Reserves Desk in Meyer Library.  Any student participating in any form of academic dishonesty will be subject to sanctions as described in this policy. 
XI. Class Guidelines:
This class is not designed to be hard.  My mission is to help you learn as much as possible about the sales profession.  I am much more interested in having each student develop the knowledge and skills necessary to become successful as a salesperson than giving you an extremely difficult educational experience that you will tell your grandchildren about 50 years from now.


Please turn all cell phones and other potential noise making devices off before entering class.  I understand you will forget from time to time, but chronic offenders will be given a final warning.  Each subsequent offense will result in the offender being reminded of the rules with a 1-point deduction off of their final grade.  If you have a legitimate reason for needing to receive a call (e.g. your wife is in labor, etc.), let me know before class and I will allow you to keep your phone on and take a call in the hallway if necessary.


I will accept anything through e-mail.  I am not one of those professors that requires hard copies.  I try to be as technology friendly as my skills allow.

I am not concerned with people being late to class.  You are adults and you can come when you want.  However, if you are late, please enter the room as quietly as possible.

Any athletes who need to miss class for sports-related reasons need to bring me a schedule of the classes they are going to miss signed by the HEAD COACH of their respective sport as soon as possible.


I do not give individual extra credit under any circumstances, so please do not ask.  There will be extra credit opportunities available to the whole class from time to time.

No student will be allowed to withdraw from the course after the drop date, unless under extreme duress (e.g. death of a close family member, diagnosis of a serious illness, etc.).  


Any students caught cheating will be given a zero for that particular assignment, no exceptions.
Class Schedule
	Date
	Assignment

	Wed. Aug. 26th
	Class Intro/ Intro to Personal Selling/ICA 1

	Wed. Sep. 2nd
	Partnering Relationships/ICA 2/ Ethics/ICA 3

	Wed. Sep. 9th
	

	
	Buyer Behavior and the Buying Process/ICA 4/ Communication/ICA 5

	Wed. Sep. 16th
	Adaptive Selling/ICA 6/ Review For Exam 1

	Wed. Sep. 23rd
	Exam 1

	Wed. Sep. 30th
	Return & Discuss Exam 1/ Prospecting/ Planning a Sales Call

	Wed. Oct.7th
	Making a Sales Call/ICA 7/ Strengthening the Presentation

	Wed. Oct. 14th
	Objections/ICA 8/ Closing/ Review for Exam 2

	Wed. Oct. 21st
	Exam 2

	Wed. Oct. 28th
	

	
	Return and Discuss Exam 2/ Discuss First Sales Presentation/Show Example Video

	Wed. Nov. 4th
	Individual Sales Presentations

	Wed. Nov. 11th
	Individual Sales Presentations

	Wed. Nov. 18th
	

	
	Feedback on First Presentations/ Discuss Second Presentations/Example Video

	Wed. Nov. 25th
	No Class Thanksgiving

	Wed. Dec. 2nd
	Group Presentations

	Wed. Dec. 9th
	Group Presentations

	
	

	
	

	
	

	
	

	
	

	
	

	
	

	
	

	
	

	
	

	
	

	
	

	
	

	
	

	
	

	
	

	
	

	
	

	
	


