MSU-BOTTINEAU

Course Outline

Course Title and Number, Credits:


Sales, BADM 240, 3 Credit Hours

Prerequisite:


None

Course Description:


This course provides the student with an introduction to the basic principles, concepts and theories of selling and their application to the actual sales presentation. Special attention is given to personality development, self-image concepts and body communication.

Required Text:


Fundamentals of Selling 8th Edition - Futrell

Course Objectives:

· Develop a problem-solving approach to the needs of potential buyers as well as incur a better understanding of their personal, status, and emotional needs.

· Analyze and explain why a given selling technique or sales presentation should or should not work in a particular buyer-seller interaction.

· Apply the theories, concepts, and principles to your own selling situations.

· Communicate more effectively in interpersonal interactions with employees, peers, prospects, and buyers.

· Develop professional sales presentation for buyers ranging from individual consumers to organizational buying committees.

· Work as successful sales representatives with a professional code of behavior.

· Increase your chances of securing big paying sales positions with reputable firms.

Course Requirements and Evaluation:


Course requirements consist of lecture/discussion, case studies, related assignments, quizzes, and exams. (See syllabus for details.)


Grading is based on a standard grading scale.

