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Professor:
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The Fall Semester is part of a full year selling course. Below is a breakdown of the different exercises for this term. 


Weighting
Comments

Assignments (usually due on the Thursday Class)  



In Class Exercises  

and

Role Play Hand-ins

And

In Class Quizzes

Video Taped Role Play (retail product)


70%

30%


Ongoing each week

December

  

Phone Number:
748-5220 X 3249

Email address:
glinton@conestogac.on.ca



Glinton@conestoga.net

Sales Assignment Details

1.  In Class Exercises & Written Hand-ins    70%

In this course we move the student from learning about selling process (2nd semester course) to actually practising how to sell.  One learns by doing rather than reading or listening. Students will be divided into selling teams for a particular company.  Each week you will role play a different stage of the selling process.  Some of the role plays will be done 1 on 1 & others will be done in front of the class.

· Below is a sample of some of the written hand-ins students will prepare for general sales calls:




Due

· List the steps in a typical sales call

· Observe sales calls in a video and write several observations

· In a chart list your verbal and non-verbal communications traits.

· IBM Rep Case - miscommunication

· Write a 1 page memo re your  personality & 3 strengths of your communication style & 2 weaknesses & how they will be corrected How will you sell differently to each of the 4 “true Colour” styles?

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

· Write a list and description of what marcom materials should be in your sales toolbox.  What materials would you use for selling to a green, blue or gold personality.

· Write a telephone approach sales script

· MV Steel Company Case- prospecting


Week 1

Week 2

Week 3

In-class

In class

Week 4

(Ch 5&6)

Week 6

Week 6

In addition, there will be in-class role plays based on a B2B company that student teams select.  The 2 team members must be different colours. Below is a sample of some of the areas students will practice role plays on their selected company:











Due

· Write a memo outlining your selected company, their product line and your selling partner

· Pre-approach - Gather information needed - product knowledge, pertinent information   about your own company, about the industry, competition, relevant information about 3 of your top prospects.

· Develop a complete Product Plan Summary (see website for assignments details & workbook)

· Prospecting- generating 30 actual Cdn prospects with addresses (due Thursday March 21)

· Use the Conestoga College Library,  Business Associations, Internet and other sources to gather prospect information

· In an Excel spreadsheet, list the prospect company, full contact information, job title of desired  contact, plus other useful information (e.g. # of employees, annual revenues, identified needs etc)

· Write the  prospecting methodology and all sources (e.g. specific lists or associations)

· Write specific qualifying criteria & justify 

· Rank/Categorize/Qualify the Prospects  in an Excel Matrix or Funnel report
· Outline what 3 types of personalities you will see in your sales calls (do a personality profiling & hot button strategy)

· Approaches- develop 3 different approaches, which one is best for what situation?  Pick 3 colours and decide what approach is best?

· Needs Analysis

· Develop 5 initial probing questions & follow-up questions

· Develop a feature, advantage, benefit grid sheet for your product line. How can you show, tell and prove your story?

· Develop a presentation & deliver in class 

· Plan an effective demonstration within your presentation. Develop material to be used in your presentation. Plan out how you will move through your presentation and what you will actually say. 

· Eli-Lilly objections case

· Handling Objections- write 6 possible objections, your response and the technique used to diffuse the objection

· Close- develop several trial closes and 5 final closes

· Eli-Lilly Close case

· 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)


Week 4

Week 4

Week  5 

(Ch 5&6)**

Week 6

(Chapter 8)

Week 7

(Ch 9)

Week 8

Week 9

Week 4

Week 10

(Ch 11)

(Ch 11)

Week 11

(Ch 12)

Week 13

(Ch 13)



2. Video Role Play- Retail situation    30%

All Students will participate in a video role play scheduled in the library.   The student will select a tangible retail product of your choice and sell to the “drop in customer” (Geoff).  Note: I may be buying for myself or a family member. . Be prepared to sell me 1 of 3 versions of the product that best matches my different needs. The product must have visible features that the buyer can see. The role play will last 10 mins and the sales person will be expected to go through all the selling steps At the conclusion,  the student  will sit down immediately with the  instructor for a 10 min-20 min critique.

There should be at least 3 different quality levels of the chosen product for the customer to choose from. (Good, better, best approach) the sale pitch will be completed within 10-15 minutes therefore the complexity of the product needs to reflect the time parameters. Areas to specifically to stay away from are fashion clothing, jewellery, cosmetics and perfume as these items are not generally sold on a feature/benefit basis.    

Other Notes:

· All activities, lectures, tours, guests, presentations, etc. pertaining to this course are considered part of the learning environment.  Accordingly they are all testable and may appear on examinations.  There are no provisions for rewrites or missed exams. 

· Students  must receive an average mark  of 55% on the tests  for any of their Group Work to count.  (i.e.  Students who don’t have a combined passing average on the exams fail the course).

· Timing of tests and assignments  may change if required.

· Any assignment received late (i.e. 15 minutes after the start of class on the day the assignment is due) will be penalized at the rate of 10% per day).

Major Assignment: Product Plan Summary 

Due Wed October 9th, 2002

· Task

· individually

· type  a detailed “Product Strategy” summary report  for your Director of Sales

· Include

· a diagram of your business model and indicate where you make revenue (streams)

· outline& describe all elements of your whole product

· complete a  “Product/ Service Description Template” for core product

· complete the Pragmatic Mktg “Positioning Document” (hand written is OK)

· Trust escalator

· Complete a detailed FAB matrix

· match with buyer motives and their key areas of pain

· Outline your overall selling strategy (re uniqueness, price, quality etc)

· Report Format

· memo format in paragraphs with limited bullet points

· memo will be forwarded to CEO who wants a clear & easy to read update on the strategy

· maximum of 3 pages (not including appendices)

· no cover page is necessary

Tip: use the Product Workbook to assist in your analysis
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