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Selling Today: A Persopal Approach; 3rd Edicion;

Haoning, G. L.; Beeceé, B, L.: Wm. C. Brown
Publizhera; Dubuque, Iowa; 1987

BA 109 or consent of Instructor.

This course ia & blend of the principles of
salesmanship and public relatioms, Lectures examipe
the sales process, payilng particular attencion to

prospecting, the pre-approach, the approach, the
galeg Interview, buyer resistance and closing,
Emphasis is then sghifted to the rtopic of public
ralationg, focusing upon the firm's various publics
and media relations. Sessions will be augmented
with [1llms and guest lectures,

i) To acquaint students with terminoclogy,
techoniques and concepcs of salessanship and
public relatioos.

£1) To outline role of zalemanship and public
relations with overall marketing framewark.

til) To develop understarding of the I{mportance of
positive attltudes and enthusiasm [owards
salesmanship and public valationps Processas,

iv) To acqualnt students with listening
techniques.

v) To identify value of Integrity, caring and
honesty as they apply to salesmanship and
public relatioos,

“i) To famililarige students with cutcomes and
rewards of persistence and ipndustricusness in
realms of salesmanship and public relatlons,

vii) To comprehend meaning of the word cusromer in
its fullezsr conbexb.

l. Final grades will be compiled in the followlng
manner :
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COURSE CONTENT:

Quizzes 508 (i.e, 58 10X)

Term Asszignoment 20E

Final Exam 305

TOTAL 100

2. Schedule of Quizzes
G.PuRaCy Feace River
January lEch February bth
February l5th February 27th
March Bth March L3th
Matrch 2Z2nd March 27th
April Sch April 10th

3. Tera Assignment [me Date
= March 24th

1, Salesmanship

a. NNIT QHE

i} Topics

Understanding Yoorself apd Others

= Comuunication Scyles

Fogitive Self Imapge

11) Eequired Reading (Text}

chapters 3, &, §

bo UNIT TW(

i} Toples

Identifying Prospects
Dualifying che FProspect
Sales Presentation

= Salas Demonstration

Hegotlating Resistapce
Cloging the Sale
Barvicing the Sale

ii) Required Reading (Text)

Chapters 10, 11, 12, 13, 14, 15, 16
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e UNLT THREE

1) Topics

- Management of Sales Force
= HMapagement of Self

= Ethical Considerations

= Telemarketing

i1) Required Readiog (Text)

= Chapters 17, 18, 1%, 20

2. PFPublis Relatians

a. UNIT ONE

i} Toples

= What 15 Public Relstiong?
= Public Relations Tools

— Hews and Featoure Writing
= Electronic Communicacions

b ONIT TWO

i) Topics

- Media Relacions
= HMedis Communications

Fage 3

Publicity?

= Media Conferences and Receptions
— Photgraphy, Interviews, Briefings

= Media Paclages

— Worklog Relatlonshps with Media

c. UNIT THREE

i) Topice

= Communlty Relations
= Ipnternal Communications

= Entty Position Bkills in Public

Belations
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