JCC OFFICIAL COURSE OUTLINE

Course number, title and credits; total time allocation

	Course Number
	BUA 131
	Credits
	3
	Title
	Effective Selling

	Lecture/Discussion
	45
	hrs/semester
	
	Lab
	
	hrs/semester
	
	Clinical
	
	hrs/semester


Catalog description and Pre- and Co-requisites (Same as taxonomy and catalog)
This class covers the basic fundamentals of selling, adaptable to any product or potential customer. Skills learned include satisfying customer needs, recognizing individual motives for purchase, sales psychology, business etiquette and developing a long-term consultative relationship with customers. Persuasive sales presentations are developed and delivered using the steps of the selling process.

Prerequisites: ENG 085*and ENG 090*

	Knowledge, skills and abilities Students Acquire from this Course (Educational Objectives)

Survey the field of sales and the dynamics of how it affects everyday life


Analyze how the Internet has changed sales for the 21st century


Identify ethical and legal issues in sales


Identify buyer behavior and the buying process


Explore communication principles for effective selling


Survey the partnership process as it relates to sales


Explore how demographics play a large role in sales




Associate Degree Outcomes Addressed in this Course (These must appear in course syllabus)

	ADO 8 Rubric for Personal and Ethical Responsibility
• Understands the importance of ethical behavior in sales through class discussions and case studies. (ADO 8-D) 
• Understands the application of networking in the local community. (ADO 8-D)


Units/topics of Instruction
	Chapter 1: Selling and Salespeople 
Chapter 2: Building Partnering Relationships 
Chapter 3: Ethical and Legal Issues in Selling 
Chapter 4: Buying Behavior and the Buying Process 
Chapter 5: Using Communication Principles to Build Relationships 
Chapter 6: Adaptive Selling for Relationship Building
Chapter 7: Prospecting 
Chapter 8: Planning the Sales Call 
Chapter 9: Making the Sales Call 
Chapter 10: Strengthening the Presentation 
Chapter 11: Responding to Objections 
Chapter 12: Obtaining Commitment 
Chapter 13: Formal Negotiation 
Chapter 14: After the Sale: Building Long-Term Partnerships 
Chapter 15: Managing Your Time and Territory 
Chapter 16: Managing Within Your Company 
Chapter 17: Managing Your Career



Instructional Techniques and Procedures
	Lecture, hands-on video and scenario case studies, quizzes, forum reflections of chapter readings and a team sales presentation project.


Instructional Use of Computer or Other Technology

	Smart classroom projection for demonstration.


Instructional Materials and Costs to Students

	Textbook


Skills and abilities students should bring to the course
	
	 FORMCHECKBOX 

	a limited amount of material
	
	 FORMCHECKBOX 

	basic, pre-algebraic problems

	Able to read
	 FORMCHECKBOX 

	an average amount of material
	Able to compute
	 FORMCHECKBOX 

	simple algebraic problems

	
	 FORMCHECKBOX 

	an above average amount of material
	
	 FORMCHECKBOX 

	higher order mathematical problems

	
	 FORMCHECKBOX 

	relatively easy material
	
	 FORMCHECKBOX 

	short compositions

	Able to read
	 FORMCHECKBOX 

	moderately difficult material
	Able to write
	 FORMCHECKBOX 

	medium length compositions

	
	 FORMCHECKBOX 

	technical or sophisticated material
	
	 FORMCHECKBOX 

	lengthy compositions

	
	 FORMCHECKBOX 

	keyboard skills/familiar with computer
	
	 FORMCHECKBOX 

	

	Able to use
	 FORMCHECKBOX 

	computer application
	Other necessary
	 FORMCHECKBOX 

	     

	technology
	 FORMCHECKBOX 

	web navigation
	abilities
	 FORMCHECKBOX 

	


The course is usually scheduled
	Day:
	 FORMCHECKBOX 

	Fall
	 FORMCHECKBOX 

	Winter
	 FORMCHECKBOX 

	Spring

	
	
	
	
	
	
	

	Evening:
	 FORMCHECKBOX 

	Fall
	 FORMCHECKBOX 

	Winter
	 FORMCHECKBOX 

	Spring
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