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BADM 474: Personal Selling

3 credits
Spring 2008
Class Time: See schedule below

Deb Tech Coffey
e-mail:  deb.coffey@dsu.edu
Office:  East Hall #205, BIS College
Office -- 256-5315


Office Hours: 

	TIME
	Monday
	Tuesday
	Wednesday
	Thursday
	Friday

	9:00 – 9:50
	
	 

 

 
	
	
	

	10:00 – 10:50
	 OFFICE HOURS
	
	OFFICE HOURS
	
	

	11:00 – 11:50
	OFFICE HOURS
	
	OFFICE HOURS 
	
	OFFICE HOURS

	12:00 – 12:50
	OFFICE HOURS
	
	OFFICE HOURS
	
	OFFICE HOURS

	1:00 – 1:50
	OFFICE HOURS
	
	OFFICE HOURS
	
	OFFICE HOURS

	2:00 – 2:50
	BADM 370-01 MARKETING: EH1
	
	BADM 370-01 MARKETING: EH1
	
	BADM 370-01 MARKETING: EH1

	3:00 – 3:50
	BADM 474 Sales: 
EH 1
	
	BADM 474 Sales: 
EH 1
	
	BADM 474 Sales: 
EH 1

	4:00 –  5:15
	BADM 378 
Marketing for E-Commerce: EH 1
	
	BADM 378 
Marketing for E-Commerce: EH 1
	
	 

 


COURSE DESCRIPTION:  This course is a study of the skills needed to develop and manage long-term relationships with customers and suppliers. Emphasis is placed on relationship selling, presentation, prospecting, handling objectives and closing techniques with consideration given to differences in the global marketplace. - DSU General Catalog: 2006-2007.

Additional topics include the analysis of structure and management of sales force personnel, as well as utilization of Sales Contact Software.
PREREQUISITES:  BADM 370.

COMPUTER SKILLS/EXERCISES:  A computerized study guide and interactive quizzes accompany your text.  Students are strongly encouraged to use these tools to prepare for exams. The study guide is particularly good at identifying topics which need additional study.  However, memorizing the answers to the questions on the study guide is not sufficient preparation for the exams!  Chapter exams will utilize WebCT.
Throughout the class, Sales Contact Software and other software will be utilized reflecting simulating applications in the work force. Students will also be required to use the Internet and DSU-provided databases for research.

INSTRUCTIONAL METHODOLOGIES:  Lecture, video cases, role-playing, small-group discussions, in-class projects, online testing and research  - which make full use of the library and computer facilities offered on this campus.
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TEXTBOOK AND OTHER REFERENCES:
Selling Today, 10th Edition

Manning  & Reece

 
Publisher: Pearson Prentice Hall

ISBN: 0131866834
Note: we will use the ACT! Software that accompanies the text.
SELECTED BIBLIOGRAPHY/RESEARCH/BEST PRACTICES:
Business Week
Wall Street Journal

Advertising Age
Journal of Marketing 

Smart Reseller (www.smartreseller.com) 
www.ama.org/pubs
POLICIES AND PROCEDURES:
1. Attendance:  As in industry, regular class attendance is anticipated. It is expected that you attend class and complete assignments on time.  Projects/assignments that are handed in late will not receive credit.  No make-up quizzes will be given.  Class and group participation will affect your final grade.

2. Academic Dishonesty:  Cheating and other forms of academic dishonesty run contrary to the purpose of higher education and will not be tolerated in this course. All forms of academic dishonesty will result in an F for the course and notification of the Academic Dishonesty Committee.  Academic dishonesty includes (but is not limited to) plagiarism, copying answers or work done by another student (either on an exam or on out-of-class assignments), allowing another student to copy from you, and using unauthorized materials during an exam. Please be advised that, when the instructor suspects plagiarism, the Internet and other standard means of plagiarism detection will be used to resolve the instructor’s concerns. DSU’s policy on academic integrity (DSU Policy 04-05-00) is available online at http://www.departments.dsu.edu/hr/newsite/policies/032200.htm
3. Academic Success Support:  As your professor, I am personally committed to supporting YOUR academic success in this course.  For that reason, if you demonstrate any academic performance or behavioral problems which may impede your success, I will personally discuss and attempt to resolve the issue with you.  If the situation persists, I will forward my concern to the Student Development Office and your academic advisor to seek their support and assistance in the matter.  My goal is to make your learning experience in this course as meaningful and successful as possible.
4. Freedom in Learning Statement:  Students are responsible for learning the content of any course of study in which they are enrolled. Under Board of Regents and University policy, student academic performance shall be evaluated solely on an academic basis and students should be free to take reasoned exception to the data or views offered in any course of study.  It has always been the policy of Dakota State University to allow students to appeal the decisions of faculty, administrative, and staff members and the decisions of institutional committees.  Students who believe that an academic evaluation is unrelated to academic standards but is related instead to judgment of their personal opinion or conduct should contact the dean of the college which offers the class to initiate a review of the evaluation.
5. ADA Statement:  If you have a documented disability and/or anticipate needing accommodations (e.g., non-standard note taking, test modifications) in this course, please arrange to meet with the instructor. Also, please contact Dakota State University’s ADA coordinator, Keith Bundy in the Student Development Office located in the Trojan Center Underground or at 256-5121, as soon as possible. The DSU website containing additional information, along with the form to request accommodations is http://www.departments.dsu.edu/disability_services/. You will need to provide documentation of your disability. The ADA coordinator must confirm the need for accommodations before officially authorizing them.   
6. WMCI Statement: The Tablet PC platform has been adopted across the DSU campus for all students and faculty, and tablet usage has been integrated into all DSU classes to enhance the learning environment. Tablet usage for course-related activities, note taking, and research is allowed and encouraged by DSU instructors.  However, inappropriate and distracting use will not be tolerated in the classroom.  Instructors set policy for individual classes and are responsible for informing students of class-specific expectations relative to Tablet PC usage. Failure to follow the instructor’s guidelines will hinder academic performance and may lead to disciplinary actions. Continued abuse may lead to increased tablet restrictions for the entire class.
Because tablet technology is an integral part of this course, it is the student’s responsibility to ensure that his/her Tablet PC is operational prior to the beginning of each class period.
7. Exams:  Exams will cover the textbook, information presented in lectures by the instructor or guest speakers, videos and current events reported in daily newspapers and/or business periodicals and discussed in class.  The exams will consist of multiple choice, short-answer, problem-solving and/or essay questions.  The multiple-choice portion of the exam will emphasize the understanding and application of theory rather than mere recognition of terminology.  

8. Make-up Exams:  If, due to circumstances beyond your control, you are unable to take an exam at the scheduled time, YOU MUST CONTACT THE INSTRUCTOR PRIOR TO THE EXAM.  Students will be asked to justify their absences; make-up exams (more difficult than the original) must be taken within one week.  Unexcused absences on the day of the exam (i.e., failure to notify the instructor prior to the exam period) will mean an automatic zero for the exam.  No make-up quizzes will be given.

COURSE GOALS:  At the end of the semester, students should:

1. Understand the dynamics of organizational selling.

2. Incorporate interpersonal communication skills sales environment. 

3. Have improved personal selling skills.

4. Be able to utilize contact management software.

5. Have an understanding of the responsibilities associated with Sales Management.

STUDENT LEARNING OUTCOMES:  Upon completion of this course, students should have the skills and knowledge necessary to conduct a sales call and work in sales management within an organization.  To accomplish the first objective: students will become familiar with the specific industries and their buying patterns and will research the environmental factors which play in the sales process.  The second and third objectives will be accomplished via an analysis of proven sales techniques, the use of role play, the use of in-class presentations and an actual sales call utilizing a real product, real company and designated retail outlets.  Objective 4 will be accomplished via instructor lecture and demonstration, as well as outside presentations by sales management professionals.
EVALUATION PROCEDURES:  In general, final grades will be assigned on this scale:

A -- 90%
B -- 80%

C -- 70% 
D -- 60%

However, I reserve the right to adjust the final grades.

Evaluation Methods:

Proportion of Final Grade

End of chapter electronic quizzes
 40%


In-class projects, class participation, attendance*
 15%

Individual projects
10%

ACT! Assignments
15%

Joke telling
5%

Individual presentation
15%
*Attendance points may be partially recovered by discussing a relevant current event in class (note, an email describing the current event and how it relates to marketing should be sent to the instructor 48 hours before class).

Assignments that are handed in late will not receive credit.

Individual presentation: Each student will be required to make a presentation (approximately 15 minutes) to the class regarding an assigned topic that falls within the subject matter being discussed during the time of the presentation.  A copy of the presentation (both hard copy and soft copy) and a briefing of the presentation, highlighting key points and providing supporting detail, should be made available to the instructor the day of the presentation.  
COURSE OUTLINE:  Please see BADM 474 Working Syllabus for a tentative course schedule.  I reserve the right to make adjustments throughout the semester as necessary.  Out-of-class assignments and due dates will be announced in class.
Dakota State University:  dtc
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