Personal Selling

MARKETING 352

Missouri State University
Summer Intersession 2011
COURSE TITLE:  
Personal Selling

INSTRUCTOR:   
Dr. Allen Schaefer

TEXT:  

Selling: Building Partnerships, 7th Edition, Weitz, Castelberry and Tanner
OFFICE:

Glass Hall 252


OFFICE HOURS:
By appointment
E-MAIL:  

allenschaefer@missouristate.edu
PRE-REQUISITES:   MKT 350

COURSE OBJECTIVES: Three course objectives have been developed:

1.     To acquaint you, the student, with the importance of selling and with the validity of selling as a post-graduation career, as well as to make you aware of the many types of professional selling positions available.  

2.     To familiarize you with the various techniques used in selling situations, so that upon successful completion of this course you will have an advantage over other individuals in entry level sales positions.  Added benefits of this course include an enhancement of your interviewing skills and an increased awareness of the manipulative sales techniques used by salespersons you deal with in the marketplace, resulting in you becoming a more effective consumer.     

3.     To provide you with experiential learning opportunities in the relatively safe environment of the classroom.  Learning to sell is any many ways like learning to ride a bike, i.e. you learn by doing.
COURSE GRADING:
Exam I
100 pts.                   

 
 90% - 100% A

Exam II
100 pts.                   


 80% -  89%  B

Final Exam 
100 pts.                   


 70% -  79%  C

Role Play
100 pts.                   

 
 60% -  69%  D

Assignments
 3 - 15 points each
ASSIGNMENTS:   Attendance is not directly factored in to your grade.  However, several written and in-class assignments will be given throughout the semester.  Most written assignments will be worth ten points - but the point value may vary so as to be commensurate with the required effort.  Some assignments are to be done in class either as a group or individually. These are worth 3 points generally.  Others are to be completed outside of class.  Nearly all of these assignments are experiential in nature and require some degree of self-observation and reflection. These assignments are designed to associate the course relevant topics to your existing knowledge structure. This process serves to strengthen your memory of what we learn in this class. Assignments will be due at the beginning of the class period in which they are due.  Generally, no late assignments are accepted on out-of-class assignments and no make-ups are allowed on in-class assignments as it is impossible to get the value of the assignment without being present for such assignments.  However, at the end of the semester your lowest 3 point in-class assignment (non-bonus) score will be dropped in effect giving you one free missed assignment.  For in class group assignments, it is your responsibility to see to it that your name is on the assignment sheet that is submitted for a grade.

Miscellaneous assignments may be added during the semester, and these may increase the total number of points possible.  For example, you will be asked to sharpen your listening skills by practicing techniques learned in class on a friend, and then writing a short analysis of your experience.  You may also volunteer (or be asked) to participate in a role play assignment designed to illustrate a selling technique or concept.  These types of activities may be completed in lieu of another assignment, such as an abstract from a selling journal.  

Submitting out-of-class assignments:  In order to receive credit, out-of-class assignments are to be submitted in class at the start of the class period they are due.  I suggest that you complete your assignment well ahead of time so that a technological breakdown doesn’t prevent you from submitting your work in a timely manner.  If you notice what you feel is an error in any grade recorded on blackboard, you need to communicate your concern to me within two weeks of when the grade is posted in order for this matter to be pursued.  

Examinations:  Three multiple-choice exams will be administered, including a non-comprehensive final exam.  The final exam is not optional.  No make-up exams will be given unless your situation is judged to be exceptional.  Any make-up exams will be essay-type exams and will be given at the instructor's convenience.  Rescheduling of final examination:  I am not authorized to administer your final exam at any time other than the published final exam time (students with disabilities accommodations provided by the Learning Diagnostic Clinic excepted). The University's Undergraduate Catalog states: "If students must reschedule final examinations because of extenuating circumstances, or if they have more than three finals on the same day, they must obtain written approval of the academic Dean of their major and then of the instructor of the course in advance of the scheduled exam time."

SALES PRESENTATION:  During the final weeks of the semester (assignments will be at random), each student will be required to "SELL" a product (approved by your instructor) to a classmate (selected by your instructor).  Each presentation will be made in front of the classmates participating in role plays that day, and each role play will be subjectively evaluated by your instructor (with the use of provided criteria), and a score will be subjectively assigned.  A presentation outline will be assigned at a later date and the completed role play outline is to be submitted a few days prior to the commencement of the presentations. This outline will be worth 15 points and substantial penalties will be assessed for late submissions.  Students that have not submitted an outline will not be allowed to sell in their role play.  Each student is also required to play a buyer role in one presentation.  Five points are possible for playing the buying role.  The quality of your presentation will most likely be a function of the quality of your submitted outline, so invest the necessary time and effort.  
ATTENDANCE, TARDINESS, CELL PHONES, LAPTOPS:  Punctual class attendance is essential and expected. People that regularly miss class typically earn a C or worse in the class.  Moreover, such a habit of non-punctuality will likely adversely affect one’s career upon graduation.  It is my intention to support you in being on time so as to encourage a habit of punctuality.  Thus, you are expected to be in your assigned seat on time. Wandering into class late is disruptive and inconsiderate of your classmates and professor. Such behavior undermines the integrity of the class and negatively impacts learning.  I will not support you in being late, or leaving early for that matter.  Leaving the room for “personal breaks” is discouraged. If you take one of these, don’t plan on returning during that class period. As noted in the provost’s cell phone classroom policy, the use of cell phones and text messaging (sending and receiving) is highly distracting to you and those around you.  Cell phones are not to be visible or audible during class (see provost statement for exceptions to this). Additionally, recent studies have shown that laptops are a classroom distraction and are rarely used for in-class educational purposes.  Therefore, the use of laptops is banned from the classroom as well.  Individual exceptions to the policy are permitted to those persons having a documented and registered disability necessitating their use.
POWERPOINT SLIDES:  Power-point slides will be posted with key words replaced with blanks to be filled in during class.  It is your responsibility to retrieve these Power point files from Blackboard and print them off for your note taking purposes.  It is also your responsibility to find the key words corresponding to each blank.  Those words will be provided to you during the lectures.  That is your chance to get them from me.  Otherwise, I suggest you make arrangements with a classmate.
FINAL GRADES:  Final grades are non-negotiable.  Due to university policy, I do not respond to e-mail or telephone inquiries regarding final grades. 

Disclosure Statements:

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.  For additional information students should contact the Office of Disability Services, 836-4192 (PSU 405), or Larry Combs, Interim Assistant Director of Public Safety and Transportation at 836-6576.  For further information on Missouri State University’s Emergency Response Plan, please refer to the following web site: http://www.missouristate.edu/safetran/erp.htm 


NONDISCRIMINATION POLICY: 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


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 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.   


Dropping a Class: It is your responsibility to understand the University’s procedure for dropping a class. If you stop attending this class but do not follow proper procedure for dropping the class, you will receive a failing grade and will also be financially obligated to pay for the class. For information about dropping a class or withdrawing from the university, contact the Office of the Registrar at 836-5520.
Cell Phone Policy: As a member of the learning community, each student has a responsibility to other students who are members of the community.  When cell phones or pagers ring and students respond in class or leave class to respond, it disrupts the class.  Therefore, the Office of the Provost prohibits the use by students of cell phones, pagers, PDAs, or similar communication devices during scheduled classes.  All such devices must be turned off or put in a silent (vibrate) mode and ordinarily should not be taken out during class.  Given the fact that these same communication devices are an integral part of the University’s emergency notification system, an exception to this policy would occur when numerous devices activate simultaneously.  When this occurs, students may consult their devices to determine if a university emergency exists.  If that is not the case, the devices should be immediately returned to silent mode and put away.  Other exceptions to this policy may be granted at the discretion of the instructor. 

Summer Intersession 2011 Tentative schedule

WEEK I
May 16
Introduction
Ch 1 


The selling profession
Ch 2 

May 17
Communication and selling
Ch 5


Nonverbal communication



Begin Listening section


May 18
Listening 



Social styles
Ch 6


Ethics and selling
Ch 3

May 19
Exam I  


Prospecting
Ch 7



WEEK II
May 23
Pre-approach
Ch 7


Approach
Ch 8


May 24
Uncovering needs, SPIN selling
Ch 9

Presenting the customer tailored solution, i.e., benefits
Ch 9
      May 25
Exam II 
May 26
Strengthening the presentation
Ch 10
WEEK III

May 31
Handling Objections
Ch 11
June 1
Closing, Role Play Plans Due
Ch 12

June 2
Role Plays

June 3
Final Exam
