THE UNIVERSITY OF MICHIGAN-DEARBORN

College of Business

Personal Selling (MKT 434)

Summer II, 2017
Office: 135 FCS 

 

           Instructor: Chris M. Samfilippo
Course Number: MKT 434
 


Course Title: Personal Selling 

Office Phone: (313) 583-6476 (VM)        

Section: 201    CRN: 30255
Department Phone: (313) 593-5336      

Time: Tues. & Thurs. 2:00 to 4:45 PM 

Department Fax: (313) 271-9836             
Room: 1014 CB
Office Hours: By appointment Tue. & Thur. 1:00 to 2:00 PM

E-mail (Preferred method of communications): cmsam@umich.edu
Course Description

Prerequisite: MKT 352 
The purpose of this course is to provide a general understanding of the practice of sales management. The course is designed to provide a basic framework of what sales managers actually do and how they solve problems they may encounter. Team presentations, case analyses and class discussion are used throughout the course to describe and explain the skills required of sales managers to achieve their objectives. 

BBA Programming Learning Objectives
MKT 434 provides the overarching context through which personal selling issues can be explored.  Key BBA program learning objectives relative to context that will be addressed in MKT434 are to:

· Demonstrate an understanding of the building of business relationships

· Demonstrate the capacity to apply knowledge and skills to sales situations and problems in both large and entrepreneurial business settings. This includes strategic thinking, critical thinking and management of resources.

· Demonstrate the capacity to work effectively and communicate with others as a colleague and as a manager.  This includes: teamwork and communication, group and organization effectiveness, interpersonal and cultural perception, and continual learning and career development.]
The complete list of BBA Program Goals and Objectives may be found at: http://cob.umd.umich.edu/bba-goals-and-objectives/
Dearborn Discovery Core Goals

The Dearborn Discover Core Goals may be found at: umdearborn.edu/696973

Course Objectives
Upon completion of MKT 434, students should:

· Have a broader understanding of sales as part of corporate strategy [and its interrelationships with other business functions/disciplines].

· Understand the skills required to be successful in corporate sales

· Understand the strategies of account management

· Know the importance of relationship building 

· Become familiar with negotiations, service selling and other special situations.
TEXTBOOK:
Selling: Building Partnerships 9th ed. Stephen B. Castleberry, John F. Tanner 
McGraw Hill Publishing ISBN-13: 978-0077861001 ISBN-10: 0077861000

GRADING:
Team Video Production                    20 points

2-Minute Elevator Pitch

  10 points

Field Exercise 1


  20 points

Field Exercise 2


  20 points

The Best 3 of the following 4 Exams

Exam I



           10 Points

Exam II



 10 Points 

Exam III



 10 Points

Exam IV



 10 Points
Grade Grievance:  

A student may grieve a final course grade or a grade on an examination, project, thesis or any other graded material required for graduation. This grievance process is intended to provide the student the protection against evaluations, which are prejudicial, arbitrary, or capricious.

Examples of grading problems which can be grieved are:

a. Clerical error

b. Prejudicial evaluation

c. Inconsistent or inequitably applied standards of evaluation 

There is a presumption that the grades assigned are correct and therefore the student has the burden of proof in the grievance process (i.e. s/he must establish clerical error; capricious or prejudicial evaluation; or inconsistent or inequitably applied standards of evaluation). To start this process, the student should contact the Department Chair or Program Director before the end of the fifth week of classes in the first full term following the term in which the disputed grade was issued.

Course Policy on Academic Misconduct

Section 3a of the University of Michigan-Dearborn Statement of Student Rights and Code of Student Conduct presents the University’s policy on academic misconduct. Students should be aware that anyone who engages in actions prohibited by the policy will be subject to disciplinary action and may not receive credit for the course.

Statement on Academic Integrity (Approved August 9, 2000)

The University of Michigan - Dearborn values academic honesty and integrity. Each student has a responsibility to understand, accept, and comply with the university's standards of academic conduct as set forth by the Code of Academic Conduct, as well as policies established by the schools and colleges. Cheating, collusion, misconduct, fabrication, and plagiarism are considered serious offenses. Violations will not be tolerated and may result in penalties up to and including expulsion from the University. 

· UM- Dearborn Student Rights and Code of Conduct 

 http://www.umd.umich.edu/policies_st-rights/
· School of Management Statement on Academic Integrity http://www.som.umd.umich.edu/fileadmin/template/som/files/undergrad/statement_academic.pdf 

Accommodations for Students with Disabilities

The University will make reasonable accommodations for persons with documented disabilities.  Students need to register with Disability Resource Services (DRS) every semester they are enrolled for classes. DRS is located in Counseling & Support Services, 2157 UC.  To be assured of having services when they are needed, students should register no later than the end of the add/drop deadline of each term.

Safety 

All students are strongly encouraged to register in the campus Emergency Alert System, for communications during an emergency. The following link includes information on registering as well as safety and emergency procedures information: http://umemergencyalert.umd.umich.edu/ Finally, all students are also encouraged to program 911 and UM-Dearborn’s Public Safety phone number (313) 593-5333 into personal cell phones. In case of emergency, first dial 911 and then if the situation allows call UM-Dearborn Public Safety.

Inclement Weather Procedure

Information on whether the campus is open or closed due to inclement weather or for any other emergency situation is always available by calling the Campus Closure Information Line, (313) 436-9157.

Class Attendance Policy

Attendance and participation are essential for this class because effective presentations and discussions depend on an informed (and present) audience. It is assumed that students will have read the assigned text chapter due for the week. 

While this instructor does not take attendance, there will be Article discussion / in-class exercises and assignments as well as Term project work during class for which there can be no make-up. Further, there are comments made during lecture that will drive exam questions. 

If a student misses a class during which we do one of these for-credit assignments, he/she may submit a proposal via email to the instructor for special consideration. This proposal should be a page with explanation of the absence and it should include supporting documentation such as doctor’s note, funeral home prayer card, etc.  The instructor will reply with a determination of no credit, partial credit, or full credit. 

Canvas

Class Notes and other important information will be available on the University of Michigan-Canvas site.  The Outline and any presentation class notes will be available each week and can be printed for note taking. Students can also interact in the communications section of Canvas and grades for course work will be available throughout the semester. Students may post their photo on the page.
Notebooks and Mobile Devices
Computing devices are welcome in class as a study tool but please be professional. That is, when the class is live, do not view websites unrelated to the class session. If you receive a text, don’t respond. Keep your phone on “Silent”. The consequence is that you distract your classmates. Please adhere strictly to these rules. 
Class Schedule
Summer II Term 2017
Date:

Topic






Reading Assignment

July 6    
Introduction/Form Project Teams
Deliver a Eulogy: Article- “…And John was a Terrible Gambler”
July 11  
Selling and Salespeople,

Using Communication Principles to build Relationships

Chapter 1,4
                     Discuss 5-Points of Presentation Success
Formal Toast: Article- How to have an Awesome Toast
July 13

Ethics and Legal Issues 





Chapter 2
July 18

Buying Behavior and the Buy Process



Chapter 3



Guest Speaker: TBA
July 20

Adaptive Selling for Relationship Building 



Chapter 5
Exam 1 Chap.1-3





July 25

Prospecting, Planning the Sales Call



Chapter 6,7


2-Minute Elevator Pitch 
July 27

Making the Sales Call


 



Chapter 8
                     Exam 2 Chap.4-6, 7
August 1
Strengthening the Presentation




Chapter 9
  


Field Exercise 1 Report due
August 3
Responding to Objections





Chapter 10
August 8
Obtaining Commitment 





Chapter 11
August 10
Building Partnering Relationships




Chapter 13
Exam 3 Chap. 8-11 
August 15
Managing Your time and Territory




Chapter 15
                     Team Video Due 
August 17
Guest Speaker: TBA



Exam 4 Chap 13, 15 




Field Exercise 2 Report due 

2-Min.Elevator Pitch: Due July 25th 10 points

Each student will prepare a 2-minute elevator pitch. Pick an existing product or service with which you are familiar or make up a new one. Play Josh's video over carefully a number of times and examine the component parts of his pitch as well as the verbal style and techniques he uses. Pitches will be made in class July 25 and a hard copy of the pitch ( typed) submitted at that time as part of the grading evaluation. Prepare to memorize your pitch- NO notes are allowed. As an alternative to pitching a product, consider pitching yourself, using the theme: “why you should hire me to sell for you”. This is a persuasive pitch and evaluation will be made on the energy, technique and amount of persuasion used. 

Review this link: Josh Light, Utah State. Elevator Speech winner.

https://www.youtube.com/watch?v=i6O98o2FRHw
Team Video Production Due August 15th 20 points. 

The class will group-up into teams to make a video to support a worthy cause or idea. Being that video has evolved to be the main source of content for social media to support sales and marketing, we’ll all try our hands at making a video. 

The group will meet to discuss the subject. This can be anything from save the whales to donate to the DSO. But all must agree that it’s a good cause. 
After reviewing and considering the 5 Points of Presentation Success, which was discussed in class, the group will create an outline; each member taking a part. Every member will speak before the camera for 2 minutes. 

Then each member upload the video file to an editing software such as iMovie for editing. All member’s must edit out mistakes; add transitions (if applicable); and add captions (at least their name and perhaps some text to add emphasis to what’s being said). Then the group must put all of the parts together. 
Field Exercise #1: Field Work: Due August 1st 20 points
Presentation Analysis: Due August 1st . (Late submissions will be reduced 10% per day late beginning at close of class on the due date.)

This is an individual assignment; do not work together on this exercise. The report is three pages, single-spaced and grammatically perfect. 

Assignment: Attend a public lecture and perform observation and analysis of the lecture presentation.

Executive Summary: Page 1 of report.

Introduction: State the name of the lecture you attended, the lecturer, place, time and other relevant background facts. Provide an Executive summary of A, B and C.

Attach any brochures, flyers and handouts.

Analysis: Page 2 of report.

A. Write your observation and analysis, point by point, of how the speaker handled these five points. 

1.       Verbal: Speaking style

2.       Non-Verbal: Body language and eye contact

3.       Presentation Materials: Overheads, power point slides, props, handouts etc.

4.       Presentation Format: Lecture, Interactive, questions, timing.

5.       Audience Responsiveness: Bored/skeptical/engaged.

Analysis Continued: Page 3 of report. (B and C)

B. Write your analysis of the “Five Points of Presentation Success” discussed in class.

1.       Identifies a problem or main issue(s) for the lecture

2.       Facts: Presents facts, clearly and concisely

3.       Recommendations made or solutions offered.

4.       Benefits to Solutions(s)

5.       Action Steps made by lecturer. Any proposed? Any next steps etc.

C. Summary.

Any suggestions/recommendations for the how the presenter could have improved their presentation?

Use the notes, class discussion, and your text book to help you with your observations, analysis, and recommendations.

   






                                                  



Field Exercise #2:  Field Work: Due August 17th 20 points. 
Presentation Analysis: Due August 17th. (Late submissions will be reduced 10% per day late beginning at close of class on the due date.)
This is an individual assignment; do not work together on this exercise. The report is three pages, single-spaced and grammatically perfect. 

Assignment: Attend a sales presentation for a durable product or a high-level service

Executive Summary: Page 1 of report.

Introduction: State the name of the sales presentation you attended, the salesperson, place, time and other relevant background facts. Provide an Executive summary of A, B and C.

Attach any brochures, flyers and handouts and the salesperson’s business card

Analysis: Page 2 of report.

A. Write your observation and analysis, point by point, of how the speaker handled these five points. 

1.       Introduction

2.       Questions and fact-finding

3.       Presentation Materials: Overheads, power point slides, props, handouts etc.

4.       Presentation Format: Lecture, Interactive, questions, timing.

5.       Audience Responsiveness: Bored/skeptical/engaged.

Analysis Continued: Page 3 of report. (B and C)

B. Describe how the salesperson:

1.       Got an audience with you—Prospected your name

2.       Engaged you and made you want to buy (or not)

3.       Illustrated or demonstrated the product

4.       Handled your objections

5.       Closed the sale and asked for prospects (or not)

C. Summary.

Any suggestions/recommendations for the how the salesperson could have improved their presentation?

Use the notes, class discussion, and your text book to help you with your observations, analysis, and recommendations.

Note: Out of respect for the salesperson, remember to stipulate that, though you are indeed in the market for this product, you are only beginning your search and he or she may not get the sale this first meeting.

Exams See Syll. for Exam dates-Best 3 of 4 exams will count for a possible 30 points. 

There will be 4 exams administered in class this semester covering the material from the reading, guest speakers and classroom discussion. Each exam be taken in the classroom and will contain 10 true/false and 10 multiple-choice questions. The lowest grade will be dropped so only 3 of the 4 exams will count toward the final grade.
Grade distribution


A-/A/A+	90-100


B-/B/B+	80-89


C-/C/C+	70-79


D-/D/D+	60-69


Qualifiers


0-2 	–


3-7 


+
















