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SSEBORO STATE 0L
F BUSINESS ADMINISCTRATION

NEW COURSE PROPQOSAL

Courcse Propocsa) Format

Details
Tourses title Perzonal Selling 3 ELH.
Sponsaor James T. Ttrong, Assistant Professor of Marletving. Schoo
of Busiress Admirndistration
E
Course leve’ Junicrs and Seniors
Curricular effect This course will te tzben =z & marketing
elective, huzsiress elective or free elective
and added to the business elective list.
Prerecuicites Principles of Marketing or Introductior to

Suggested time and scale of implementation:

This new course should be offered imn the Fa O 1
alternative semesters therezfter or ac demand dict
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Adequacy of pr

There zre several faculty members in the Marketing Department
gualified to teach this course.

Rationale

The mest popular entry Tevel position for marketing majors in our
school of business s personal selling The present courcse focuses
on the management of the sales Fforce and does rot adeguately ocover
the personz’ celling process
Ecsence of the Course
ObJeotdive 2f the course in relation to student outcomes
This course s designed toc give marbketirc snd other bhusinecs
mE/jors & conceptual and practical bLrowledoe of pércons)
sel N irg. Selling styles and pers Ton techniques will o=
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video taped to dmprove



Studen

Y

W ry

Course

e

Topical out

§%]

N N

N e

S}

-

4

[sa g
CONE T
A e e
R
[ A
R
e —
ommun ity wi
Tlustrzre vhe
4 T IO
1l
te must he =b
3 EfFomtr =z
J jou RGN -
b Fftective
i Demonstrat
aresc Jiar
and Stodent
) The AA8UF o
coureeE
) Srtudente w
exEminstio
¥ their g
demornstrat
eitustione
Tine eand cont
) The czleen
&) pric
) crodu
nrom

IUNS]
NP
3
3
x

O o 0

&
JEUNNTS B ¢/ R {

te”

ereonsl <
echnigues
N Proen
) The <
o) Perey
adn Harmd?
=) The ¢
R Follo
cle Playd
=Y Tmdiwvd
B)otean

Tme =ad o+
areer man

e -

n

it

]

{u

Tt

o

BT

0

ve toam g2l ling
Ut her subjects
T management, o
g . proper use
PandlEing chliectd
s celling
ericdically serv
rosd spectrun of
e of how theory
RPN
cel? 3 product t
sell = product A
3 concentual und
shove
lustions:
ctionnaire wil)
T ke evalusted v
ot conceptual m
Timg gkille via
ne in d
T
cgon'e role 9

ng chanrels
perconal =elling
Tirmg orocess and
taing

ning

ton gtrategies

¢ objections

ce

Up - zocount mad
selling scenzrid
=

=]

ritory managemen

W

ot

3

role
individual and team selling

marketing

viore
ot he <
tomer <
vieus ]
c anmd ot
L EeDEeEQ
e gues
zlez po
rle n
& buyer

s team
st arncin
used

3
eri

obje

o lay

<

=and strate
vilabus wil
trategies =
zide and
he legal an
le from th
1 speakers
gitions and

cales gitu=a
o oof the oy

ctive

ing

trategy

d positione
sonal persu

a3

o3

&

<«

m

to evaluate the

g1l and evaluations

~

-y

i

i



Recsult of Consultation:

o owith ctudents, rouoiiot Te ooty at CS0 =2nd other sre
arc locel marketers S Sicste o osrieos peed for thte
Irooaddition AACSE oo e l<res TunGest thie Ccoures

Catalog Description:

Thiz cource examines the ~-lg oF sroorE o oselling T he market ing
o Studerts learn thecry = o= - Toe ir o prosoectsec
cresenting vercoming obleot Sk ,oand Follow- o
FPrereguizites rinciples of Mool o dpry CeQoz00 o Inmtroductyion t



