Vancouver Island University
Faculty of Management, Business ~~ www.viu.ca/management/
Marketing 362:  Professional Selling
Spring 2019
Instructor


Duane Weaver
Office



Bldg 250, Room 448

Phone 



250-753-3245, local 2601
Email



duane.weaver@viu.ca (best method of contact)
Office Hours


Mondays, Tuesdays and Wednesdays 13:00-14:00 or by appointment
Class Website
http://web.viu.ca/weaverd/mark362 and on D2L
Course Schedule
Monday
B250 R110
10:00-11:30
Wednesday
B250 R120
10:000-11:30

Prerequisite


MARK 260 
Course Texts

The SALES SUCCESS Handbook – 20 Lessons to Pen and Close Sales Now, Linda 
Richardson, McGraw Hill, 2003. ISBN:  9780071824583
Value-Added Selling: How to Sell More Profitably, Confidently, and Professionally by Competing on VALUE, Not Price, 3rd Edition. Reilly. McGraw-Hill, 2010. 
ISBN:  978-0-0-166487-4
Selling to VITO (the very important top officer), Parinello, 3rd Edition. Adams Media Corporation, 2010. ISBN:  1-4405-0669-8.
General Course Outcomes
Upon successful completion of this course, the student will understand the selling profession, its opportunities and rewards. The course focuses on the tools and techniques of personal selling and provides a “hands-on” opportunity to experience and demonstrate the components of an effective sales presentation.
Specific Learning Outcomes
The course will provide students with the ability to

· identify and tackle common sales fears
· understand and manage the basic sales cycle
· identify and conduct appropriate questioning skills
· understand and develop value-added selling skills
· create VITO letters
· develop and perform a successful sales call
Evaluation:

This course will take a lecture/seminar approach. There will be one team sales project (to be defined by the end of week 5), one individual sales project (to be defined after Test 1) and two term tests. Seminar exercises and periodic pop-quizzes will be conducted to help develop and assess your continued progress.


Students will be asked to form large study groups during the second week of classes. The groups are expected to work on a team-based sales project. Each team member’s performance will be evaluated by the instructor and peers as per the “team project evaluation guide” found on the class website. The details of the team project requirements will be discussed by the end of the 5th week of classes.


Lectures/Seminars will cover chapter materials, handouts, and sales exercises.



There will be two term tests (NO FINAL EXAM).  The term tests will focus on material recall (as well as the application thereof) and as such will feature primarily multiple-choice, true/false or short essay questions. The tests will cover all reading materials, exercises, handouts, and class discussions.
NOTE: All assignments and exercises are due prior to the start of class on the date indicated. Should you choose to hand in your assignment late you will earn a maximum of 90% the first day, 80% the 2nd day, 70% the third day and so on.  NOTE:  All tests must be completed on the day scheduled (exceptions can only be made by pre-arrangement).

Remember MURPHY’S LAW and plan ahead!        **IT HAPPENS!
Seminars
Seminar time will take the form of practice exercises and will also be used to allow for more personal interaction such as the discussion of personal experiences and selling skills.
Mark Breakdown

1) 
Term Test 1







20%

2) 
Team Selling Project & Individual Sales Report*



25%
 
(*the report must be provided on the due date to earn the 25% this
 
includes the sales managers report to be completed by everyone)
 
Team Peer Evaluation (5% included in Team Selling Project above)
3) 
Seminar Exercises, Pop Quizzes & Marketing Week Assignment

10%
4) 
Term Test 2







20%

5)
Individual Sales Video Final Project




25%

	Grading Scale
	Grades will be assigned according to the following scale.

A+
90 – 100%

C+
64 - 67

A
85 – 89


C
60 - 63

A-
80 – 84


C-
55 - 59

B+
76 – 79


D
50 - 54

B
72 – 75


F
< 50

B-
68 – 71



Academic Misconduct
Academic misconduct includes, but is not limited to, giving and receiving information during any test or exam, using unauthorized sources of information during any test; plagiarizing; fabrication, cheating, and, misrepresenting the work of another person as your own, facilitation of academic misconduct, and under certain conditions, non-attendance. 

Plagiarism will not be tolerated. You must reference your work and acknowledge sources with in-text citations and a complete list of references. This includes direct and indirect quotes, diagrams, charts, figures, pictures and written material.

For group projects, the responsibility for academic integrity, which can result in academic misconduct and its resulting penalties, rests with each person in the group and sanctions would be borne by each member.  

No electronic dictionaries, cell phones or other electronic devices will be allowed in exams/tests/quizzes.  Only the following approved calculators may be used in exams/ tests/quizzes.  No other materials will be allowed on the desktop apart from a pen/pencil unless specifically approved by the faculty member.

Texas Instrument 
BAII Plus,  BAII,  BA35
Sharp


EL-733A


Hewlett Packard
10B
Referencing
Faculty of Management (Business) requires the APA style of referencing for academic papers.  Resources for using APA are available from the VIU Writing Centre (Library, Room 474). You can find their hours of operation and access to online student resources (including tutorials and a printable Quick Guide) at: http://sites.viu.ca/writingcentre/.
Exam Accommodation
Students with documented disabilities requiring academic and or exam accommodation should contact Disability Services in Building 200.

English Standards
Assignments must be free of spelling, punctuation and grammatical errors.  Assignments containing such errors will be penalized (i.e. mark deductions).
COURSE SCHEDULE
	Date
	Lecture Topic and Activity
	Reading Assignment
	Seminar Exercise

	Week 1:

Jan 7
	LECTURE: 
 Introductions and Course Overview
	n/a
	Intro and in-class question

	Week 1:

Jan 9
	LECTURE: 
 Introduction to Sales
The Basic Sales Cycle
Know Thyself
	n/a
	

	Week 2:

Jan 14
	LECTURE: 
 Know Thyself
Open and Closed-Ended Questions

Handling Objections
Managing the Gatekeeper
	SELLING TO VITO 
(Chs. 1, 2, and 12) & Start: The Sales Success Handbook 
	

	Week 2:

Jan 16
	SEMINAR: 
Know Thyself - TRUE COLOURS
	Hand Outs
	Hand-in True Colours Score Sheet

	Week 3:

Jan 21
	LECTURE: 
Creating and Maintaining a Valuable Customer Relationship
Providing What is Valuable to the Customer
	Sales Success Handbook
	

	Week 3:

Jan 23
	SEMINAR: 
Handling Objections
	
	In Class Assignment

	Week 4:

Jan 28
	LECTURE: 

Establishing What is Valuable to the Customer
Gaining a Commitment to Action
	Sales Success Handbook
	

	Week 4:

Jan 30
	LECTURE: 
Value Added Selling Organization
Value-Added Selling Philosophy
Team Project Preparation (in class)
The Value Added Process
	VALUE-ADDED SELLING

Chs. 1, 2, 4
	

	Week 5:

Feb 4
	LECTURE/SEMINAR:
The Value-Added Sales Process
Identify Your Value Added (Handout)
Customer Messaging
	VALUE-ADDED SELLING
Ch. 5 & (Handout-old Ch. 4, Fig. 4.1 & 4.2)
	Team Planning,
Review work on Fig. 4.1 and 4.2


	Week 5:

Feb 6
	LECTURE/SEMINAR: 
High-Value Target Account
Target  Penetration
Team Sales Project Description
	VALUE ADDED SELLING
Ch. 6, 7
	Fig. 4.1 & 4.2

Handout
Due before start of class

	Week 6:

Feb 11
	MARKETING WEEK Assignment (see class website)
	
	

	Week 6:

Feb 13 
	MARKETING WEEK Assignment (see class website)
	
	


	Week 7:

Feb 18
	FAMILY DAY – NO CLASS

	
	


	Week 7:

Feb 20
	TEST 1

	
	TEST 1


	Week 8:

Feb 25
	No Classes 
 Study Break – Reading week
	
	

	Week 8:

Feb 27
	No Classes 
 Study Break – Reading week
	
	


	Week 9:

Mar 4
	SEMINAR: 
 Practice Selling 

(team video tape individuals)

	
	Sales Practice
Video Taping in class

	Week 9:

Mar 6
	SEMINAR: 
 NO CLASS – TEAM TIME
Practice Selling – and Team Clip Assignment (watch, provide feedback and then edit team best & bloopers reel) – book media lab space on your own time
	
	TEAM STUDIO TIME
 VIDEO CLIP ASSIGNMENT

	Week 10:

Mar 11
	SEMINAR: 
Demonstrate and Practice VITO


Note: Team Clip Assignment Due before start of class.

Show Team Clips in Class

Hand-in SALES PRACTICE EVALUATION FORM (2 SCORES)
SEMINAR: 
Adding Value To VITO’s Day
	SELLING TO VITO
	Team Clip Assignment Due
(Viewing)
EVAL FORMS (due start of class)

	Week 11:

Mar 13
	SEMINAR: 
Team Sales Project – (in class)
	
	Team Sales Project Due 



	Week 11:

Mar 18
	LECTURE/SEMINAR: 

Customizing, Positioning, Differentiating, Presenting, Serving, Relationship Building

Value Reinforcement, Leveraging, High Level Value-Added Selling
	VALUE ADDED SELLING 
Chs. 9-14

Chs. 16, 19, 28
	.

	Week 11:

Mar 20
	AWARDS DAY and GUEST PANEL:


Guest Speakers and Awards Day
	Guest Speakers

& Panel Discussion
	Individual Sales Report Due

	Week 12:

Mar 25
	LECTURE: 

Five Keys to Working With VITO

The Influence and Authority Network
Seymour Problem/Call Objectives/

Building Your VITO Letter
	SELLING TO VITO
	VITO Letter Development
(workshop in class - bring research)



	Week 12:

Mar 27
	Building Your VITO Letter
(be prepared to show the professor your rough draft)
	SELLING TO VITO
	VITO Letter Development
(bring rough draft to class)

	Week 13:

Apr 1
	LECTURE: 
TEST 2

	
	TEST 2

	Week 13:
Apr 3
	SELF-STUDY Video Assignment 

(no class)
	
	

	Week 14:
Apr 8
	SELF-STUDY Video Assignment 

(no class)
	
	

	Week 14:
Apr 10
	Return/Review of Test 2 Remember to hand in waivers (1 per person)
FINAL INDIVIDUAL SALES VIDEO ASSIGNMENT DUE by Noon (email VIUTUBE link)
	
	Individual Sales Video Due
@ NOON

	Apr 17-30
	NO FINAL EXAMINATION in this course

	
	


