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BM 264 
Professional Selling






C-3, P-0, Cr-3
COURSE DESCRIPTION:

Prerequisite(s): None.  Co-requisite(s): None 
This course covers the essential skills to sell a product, service, or idea. Activities include the writing and preparing of a detailed presentation plan as well as the expository delivery of the plan.
STUDENT LEARNING OUTCOMES:

Upon completion, the student will be able to:

1. Describe, and give examples of, the relationship between marketing a product and the professional selling of it.

2. Discuss the characteristics of successful partnerships.
3. Demonstrate an understanding of how buyer behaviors differ depending on the type of buying situation.
4. Recognize various communication style and methods, and utilize adaptive listening and questioning skills.
5. Demonstrate an understanding of the elements of effective prospecting, and describe how to use them for qualifying a prospect.
6. Plan and execute an effective approach, discovering the client’s needs, and presenting a strong solution.
7. Demonstrate an understanding of typical objections, and demonstrate effective methods and techniques for responding to them.
8. Describe various negotiating techniques used by buyers, and demonstrate appropriate methods used in response.
9. Discuss the importance of closing the sale; when to try to obtain commitment; and effective methods that lead to long-term partnerships.
10. Appreciate and better understand differences (gender, culture, personality, nationality, etc.) as they relate to interpersonal communications in the global selling environment.
11. Demonstrate an understanding of how diversity accentuates opportunities to build relationships in the global selling environment, and apply this understanding in simulated sales scenarios.
MAJOR TOPICS:
 Building Trust and Sales Ethics

 Understanding Buyers

 Developing Communication Skills

 Developing Strategic Prospecting Plans  

 Planning Sales Dialogues and Presentations

 Establishing Sales Dialogue: Creating and Communicating Value 

 Addressing Concerns and Earning Commitment

 Expanding Customer Relationships

 Adding Value: Self-leadership and Teamwork
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