Marketing 473: Personal Selling
Spring 2011
THE UNIVERSITY OF ILLINOIS AT CHICAGO
College of Business Administration

Instructor: David Koehler
Phone: (630)207-5814

E-mail: dkoehler@uic.edu
Office: 2215 UH

Office Hours: 11-12:00 T/TH
Class: 8:00- 9:15 T/TH BH 304

I. Code/Course Credits
MKT-473- Personal Selling 3

IL. Prerequisites — MKT 360

III.  Course Materials
Textbooks required: Selling Today, Manning 11" edition, 2010, Pearson.
ISBN # 0138007187
IV.  Course Objectives
e To expose students to techniques that are immediately applicable to the first selling job.
e To offer opportunities in the course for practicing these techniques under conditions as
realistic as possible.
e To make students aware of the more significant aspects and techniques of sales
management.
To emphasize the importance of good oral and written skills in the personal selling effort.
To appreciate diversity, ethical, and regulatory issues in sales.
To become aware of career opportunities in sales.
ALL STUDENTS WILL PRESENT TO CLIENTS

V. Attended and Class Participation
Two or more unexcused absences may provide grounds to lower the final grade by one level. In
lieu of class you must at least attend a client meeting or team meeting!! It is the student’s
responsibility to read the assigned material prior to class discussion and be prepared. There will
be no make up quizzes. Any missed exam must be made up with the consent of the instructor
within a specified time period. The instructor must be notified of an absence of an exam as well as
any extended period of absences. I strongly suggest you contact a fellow student or myself to
become aware of what was covered in case of an absence.

VI.  Methods of Instruction
A variety of teaching techniques will be used to present this class. These techniques will include
lectures, class discussion, current event topics, power point presentations, written assignments and
group activities. My style is highly interactive and will rely upon students to add to the quality of
discussion. Our class environment will be respectful of differing opinions and I expect students
are on time and I encourage students to participate as well. Guest lectures by individuals in the
sales profession will enhance the content and increase the application of the selling principles.
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VII. Evaluation Methods and Grading Scale
Evaluation methods used in this class are indicated below:

Method

Points Possible

Guest lecture papers 100
Peer Evaluations 200
Class Participation 100
TWO Exams 200
Client Presentation 200
Client Paper 200
Total Points 1000

Grading Scale

Grades are reported as letter grades “A” through “F” with honor points assigned as follows:

90-100% A
80-889% B
70-79% C
60-69% D
Below 60% F

VIII. Nature of Individual/ Group Presentation
A. Each student is responsible for preparing a power point presentation for a client to be assigned by
the instructor early in the term. Time permitting!!

B. Each student will be expected to be a valuable team member!!.

IX. Course Outline and Schedule

Week of
1/10
1/17
1/22
1/29
2/5
2/12
2/19
2/26
3/5
3/12
3/19
3/26
4/3
4/10
4/17
4/22
4/29

Chapter

Introductions & Chapter 1

Chapters 2 & 3

Chapter 4 & 5

Team work

Chapter 6 & 7

Chapter 8 & 9

Review / Exam #1 (Ch 6-9)
Presentations- note depends upon class size
Chapters 10 & 11

Chapter 12 & 13

Spring BREAK!!

Chapter 14 / Review

Team work

Chapter 16 & 17

Chapter 18 & Review

Final Exam #4 (Chapter 15-18)

Final Client Presentation

Good Luck on your other Finals!!!! (=

COURSE SYLLABUS SUBJECT TO CHANGE.
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Assignment(s)

Quizzes
Quizzes

Quizzes & Team

Quizzes

Quizzes
Quizzes

Quizzes
Quizzes
Quizzes
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