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This course is a blend of the principles of
salesmanghip and publie celations. Lecturas examine
the sales process, paying particular attention to
prespecting, the pre-approach, the approach, the
salea interview, buyer resistance and closing.
Emphasia iz then shifted to the teopic of public
relations, focusing wpon the Eirm's various publies
and media relations. Sessions will be augmented
with films and guest lectures.
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To acquaint students wich terminology,
technigques and concepts of salesmanship and
public relations.

To outling role of salsmanship zod public
ralations with overall macketing Eramewarlk.
To develop understanding of the importance of
positive attitudes and enthusiasm bowards
salesmanship and public relations processes,
To acquaint students with liscening
techalques.

To identify walue of integrity, cacing and
homeaty as they apply Lo salesmanship and
public relations,

To familiarize students with ocutcomas and
tewarda of persistence and industeicusness in
realms of salesmanship and public relatrons.
Te comprehend meaning of the word customer io
its fullest context,

Final grades will be compiled in the following

manner:
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Quizzes 308 (i.e. 5@ LOZ)
Term Assignment 20%
Fimal Exam J0E

TOTAL 100%

2. Bchedule of Quizzes

September INth
Jotober 13th
detober 27th
Hovembar 17th
Decembar Bth

- 3. Term AsaiEnmenL Due Date

- Havembar 2Z7th

COURSE CONTENT: 1, Salesmanship

a. UHIT OWHE

Ly Topics
= Understanding Yourself and Othars

— Communication Styles
= Poaitive Self Image

ii} Required Reading (Text)

- chaprers 3, 4, 5

b. UNIT TWO

i) Topics

= Identifying Prospacts

= Qualifying the Prospect
— Bales Preseatation

= Sales Demonstration

= Hegotiating Resistancae
- Closing the Salea

= Servicing the Sale

ii}) Required Reading {Textc)

= Chapters 10, 11, 12, 13, 14, 15, 16
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¢. UONIT THREE

il TnEic$

= Hanagement of Zales Farce
= Management of Zelf

= Ethical Considerations

= Telemarketing

ii} PRequired Reading (Text)
= Chaprers 17, 18, 19, 0

2. PFublic Belatcions

4., UNIT ONE

i} Topics

— Wnat L& Public Relations?
- Public Belations Tools

= Hews and Featuré Writing
- Eleccronic Communications

b, UNHIT TWHO
i) Topics

= Medis Belations
= Madia Communications

Faga 3

Fubliciew?

- Medla ConEerences and Beceptions
- Photgraphy, Incerviews, Briefings

= Media Packages

= Working Belationshps with Media

¢. UNIT THEEE

i} Topice

= Community BRelations
— Internal Cosmmunications

- Entry Posttion Skills ino Public

Relacions

FaLL, 1989




