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Monday and Wednesday 9:38 - 11:00 a.n.
kednezday b:B@ — E£:3@ p.m.
8939-2735

Manning and Reece, Selling Todav: A Personal
Approach, 4th editien (Needham Heights, MA. :
Allyn and Bacon, 1993,

Morrig, Public Relations {Englewooc Cliffs, MNJI:
Prentice Hall, 1984},

BA 1289 o consent of the instructor.

This course is a4 blend of the principles of
salesmanship and public relations. Lectures
¢rkamine the sales process; paving particular
attention to prospecting, the pre-approach, the
spproach, the sales tnterview, buyer resistance
and clesing. Emphasis is= then shifted to the
topic of public relations, focusing upon the
fire's various publics and media relations.

l. To acgqualnt vou with the terminalogy,
techniques, and concepts of salesmanship
and public vrelationg,.

2. To putline the role of salesmanship and
public relations within the overall marketing
frameworh.

Ja To develop an understanding of the importance
of positive attitudes and enthutiacm towards
salesmanship and publiec relations.

4. Te acquaint you with listening and probing
technigues.

= To realize the isportance of the wvalues af
intepgrity, caring, and honesty as they relate
te salesmanship and public relations.

6. To familiarize vou with the outcomes and
rewards of persistence and industricusneszs im
salesmanship and public relations,

7. To comprehend the true meaning of the word
CUSTOMER,
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GRADIMG:

KEY DRATES:

ATTEMDANCE :

The following coaponents will determing your
final grade:

Guizzes (3 & Ox) b
Sales Call - Rele FPlay 15%
Selling Project or Sales Interview &%
Public Relations — Class Project 15%
Attendance/Participatien 18%
Final Exams 3%
Conversion from percentages to stanines is as
follows:
9 — 10&8% 9
ea - B9 =]
e = 79 7
B3 — 71l B
o7 = b4 )
50 — GSb o
45 = 4% 2
26 — 44 e
g = g3 1
Please note the following daktes:
January 27 Quiz #1
Februsry 18-2Z@ Role Play
February 19 Selling Project or
Sales Interview due
Matrch 2 Rele Play Wreite—-up due
March &4 Quiz #H2
March 27 Quiz w3
April 9 Class Project due
Fpril T,B.A&. Final Exanm

Because wour participation is important to the
success of the course, you are expected to attend
ALL classes. If vyou are unable Lo attend, please
let me know, preferably ahead of time. You are
responsible for ebtsining any notes or handouts
vou msay have missed due to an absence.

Ten percent of your final grade will be
determined by vour attendance and vour class

participation, Random attendance checks will be
taken.



BA_ 207 SALESHANSHIP AND PUBLIC RELATIONS

COURSE CONTENT:
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Topic

Beading

Hnowing Yeurszelf and Others ST

Communication Stvles

Knowing Your Product
Buving Process

Identifyving Prospects
Sales Prezentations

Quijz w1
Eales Prezentations

Megotiating Resistance
Cle=sing

Servicing the Sale
Telemarket 1ng

ROLE PLAY = no classes
READIMG WEEHK

Public Relatians

Quiz HEZ

Coamunications

Perceptions and Attitudes
Publicse

Research and Planning

Reaching Publics
Quiz w3

Fe Be and Marketing
Corporate P.HR.

Product P.R,.
Sports P.H.

Careers zn Sales and P, R.
Revigw

57

8T
ET

BT
8T
=T

ET
5T

87
-3 |

PR
PR

bR
=1

PR
PR
PR
PR

PR
PR

PR= Public Helations

3.4
=
&
S

1@
11
121 13

14
15

16
[=3n)

15
11



