Course Title and Number:
Effective Selling - RBM 133
Instructor:


Mathew C. Williams

School Phone:

(253)-589-5664 
Office Hours:


(Monday – Friday 7:45 to 9:00 am / 2:00 to 3:15 pm)
Email Address:

Mathew.Williams@cptc.edu (24 hours reply time)
Program of studies description:
Fundamentals of Selling – Customers life thought service – Charles M Futrell
Fundamentals of selling trains readers on a detailed, yet broad, step-by-step selling process that is universal in nature. This market leading text has scores of sales personnel in the industry today commenting on how this textbook reflects what they do on sales calls with prospects and customers. The goal of Fundamentals of Selling has always been to demonstrate to students the order of steps within the selling process; provide numerous examples of what should be in each step; and how the steps within the selling process interact with one another. Combined with up-to-date content and a strong ethical focus, the 11th edition of Fundamentals of Selling teaches sales the way a mentor would: with a strong, practical focus, that puts the customer first.

Required Texts:
E-Book – Fundamentals of Selling – Customers Life Thought Service - (ISBN) #0 077271890

Charles M Futrell 
(link to purchase your book):  http://www.coursesmart.com/
Course objectives/standards:
Students will:

1.
Actively participate in all chapter projects, and writing assignments.

2.
Satisfactorily completed daily assignments with a minimum of 73%.

3.
Satisfactorily complete all test sections with a minimum of 73%.

Method of Grade Calculation:
To receive credit for Effective Selling, students must complete standards 1-2 and receive an average of 73 percent overall per standard. 
1.
Homework / Self Quiz

170 points possible 
2.
Mid-term and Final Tests

300 points possible
Please see Effective Selling grading ratio breakdown below
Course Title and Number:

Fundamentals of Selling - RBM 133
(This syllabus will be revised as necessary throughout the year.)
E-Book Text – Fundamentals of Selling Charles M Futrell (11th Edition)- (ISBN) # 0077271890
Hard copy - (ISBN) # 0073381128 –Purchase used online:

 http://www.chambal.com
	Assignment Name
	Points
	Type
	Approximate Time

	
	
	
	

	Chapter 1
	10
	Homework/Quiz
	Completed by Week 1

	Chapter 2
	10
	Homework/Quiz
	

	Chapter 3
	10
	Homework/Quiz
	Completed by Week 2

	Chapter 4
	10
	Homework/Quiz
	

	Chapter 5
	11
	Homework/Quiz
	Completed by Week 3

	Chapter 6
	10
	Homework/Quiz
	

	Chapter 7
	10
	Homework/Quiz
	Completed by Week 4

	Chapter 8
	10
	Homework/Quiz
	

	Mid-Test Chapters 1-8
	100
	Covers Chapter 1 to 8
	Completed by Week 5

	Chapter 9
	10
	Homework/Quiz
	

	Chapter 10
	10
	Homework/Quiz
	Completed by Week 6

	Chapter 11
	10
	Homework/Quiz
	Completed by Week 7

	Chapter 12
	10
	Homework/Quiz
	

	Chapter 13
	10
	Homework/Quiz
	Completed by Week 8

	Chapter 14
	10
	Homework/Quiz
	

	Chapter 15
	10
	Homework/Quiz
	Completed by Week 9

	Chapter 16
	10
	Homework/Quiz
	

	Chapter 17
	10
	Homework/Quiz
	Completed by Week 10

	Final Exam Chapters 11-17
	200
	Covers Chapters 11 to 17
	Completed by Week 11


* All students must complete the above scheduled assignments and tests as shown.  This will 
   allow for completion as per quarter schedule to receive credit for the course. 
* Fall, Winter and Spring Quarters are 55 days in length and Summer Quarter is only 45 days in 
   length, all weekly assignments must be complete within the that time-frame. 

Grading Scale
	Percentage
	Grade Point
	Grade

	93 - 100
	4.0
	A

	92 - 90
	3.7
	A-

	87 - 89
	3.3
	B+

	83 - 86
	3.0
	B

	80 - 82
	2.7
	B-

	77 - 79
	2.3
	C+

	73 - 76
	2.0
	C

	70 – 72 Not Passing
	1.7
	C-


PART I SELLING AS A PROFESSION
1 The Life, Times, and Career of the Professional Salesperson

2 Relationship Marketing: Where Personal Selling Fits

3 Ethics First . . . Then Customer Relationships

PART II PREPARATION FOR RELATIONSHIP SELLING

4 The Psychology of Selling: Why People Buy

5 Communication for Relationship Building: It’s Not All Talk

6 Sales Knowledge: Customers, Products, Technologies

PART III THE RELATIONSHIP SELLING PROCESS

7 Prospecting—the Lifeblood of Selling

8 Planning the Sales Call Is a Must!

9 Carefully Select Which Sales Presentation Method to Use

10 Begin Your Presentation Strategically

11 Elements of a Great Sales Presentation

12 Welcome Your Prospect’s Objections

13 Closing Begins the Relationship

14 Service and Follow-Up for Customer Retention

PART IV Managing Yourself, Your Career, and Others

15 Time, Territory, and Self-Management: Keys to Success

16 Planning, Staffing, and Training Successful Salespeople

17 Motivation, Compensation, Leadership, and Evaluation of Salespeople

APPENDIX A: Sales Call Role-Plays

APPENDIX B: Personal Selling Experiential Exercises

APPENDIX C: Comprehensive Sales Cases

APPENDIX D: Selling Globally

APPENDIX E: Answers to Crossword Puzzles
