INTRODUCTORY SELLING 

COURSE ASSIGNMENTS FALL ‘04

As of September 14, 2004

Professor:
Geoff Linton

Sections:
Mgmt Studies

Below is a breakdown and brief description of the different exercises. 


Weighting
Comments

Assignments  



Midterm  

Final Exam

Sales Job Shadow

Presentations

(individual & group)

In Class Written Exercises, hand-ins

Quizzes


25%

25%

15%

20%

15%


Monday October 18th

W/o December 14th  in exam slot

Due before Fri November 19th

Chapter Introductions- ongoing

 ongoing

  

Phone Number:
748-5220 X 3249

Email address:
glinton@conestogac.on.ca
Types of Sales Assignments 

Sales Job Shadow Report
Through your personal and professional network (friends, family, co-workers, work colleagues, teachers etc), identify a full time sales professional (B2B) who you would like to shadow for 1 day (min 4 hours).  Your goal is to travel with them  to several meetings, observe and gain insights into their techniques and sales style. Pick an industry that you are interested in working later and realize you may need to be persuasive. Dress professionally and prearrange e convenient pick-up, rendezvous point.

Prior to the attending the sales shadow, submit a proposal to me with a memo outlining whom the person and the company is and when your sales shadow is.  Note: please let other instructors know you may miss class that day.  You are responsible for making up any missed tests or assignments.

The final report is a formal bound report which is typically 8-10 pages  1.5 space typed plus appendices. Below are the sections for the report:

A. Report Format & Introduction

B.  The Salesperson & Their Background
C. SUMMARY OF THE DAY
D. RESPONSE TO QUESTIONS
E. EVALUATION OF SELLING TECHNIQUE
F. CONCLUSION
Each section should be a logical summary of the questions outlined in the Sales Shadow Assignment Rubric (see  www.lintons.on.ca  website & the assignments section)

In Class Exercises & Written Hand-ins     

In this course we focus on learning the key concepts about selling.  One learns by reading, listening, observing, writing examples and compiling your own notes. Below is a sample of some of the written hand-ins students will prepare:

· Write a list and description of what marcom materials should be in your sales toolbox

· Outline what 3 types of personalities you will see in your sales calls (do a personality profiling & hot button strategy)

· Sketch a topline FAB matrix that lists key tangible features & translates each of them into benefits (focus on a min of 5) 

· Write a 1 page memo re your  personality & 3 strengths of your communication style & 2 weaknesses & how they will be corrected insights

· In addition, there will be in-class role plays. Below is a sample of some of the areas students will practice role plays:

· Approaches- develop 3 different approaches, which one is best for what situation?

· Develop 5 initial probing questions & follow-up questions

· Summarize your complete consultative selling process (4 pillars of consultative selling).  Write an executive summary that explains what are the strengths & weaknesses of your sales approach (be honest)

Chapter Introductions Group Presentations

The instructor will divide the group into a series of teams and you will be responsible for selecting a chapter topic (see list in 1B41).  The group will conduct an entertaining and persuasive presentation on a small part of the chapter title/topic. Select an important aspect of the topic and engage the class. The group will prepare a rehearsed professional Powerpoint pres (see Selling Today guide) plus handout for students.  The content should reinforce the key lessons from the textbook and the course outline.  The group should also research using Ebsco and Marketing & Sales publications. Students have between 10 –20 mins maximum.The presentation should show a minimum of 2 industry examples.  Note: a series of pres guidelines and tips are posted on my website. 

A Rubric for the Chapter Introductions in included in the Assignment section.  Note that expectations will be raised for groups that go later in the term.
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