University of Texas at Arlington
PROFESSIONAL SELLING - MKTG 3322 – 002
Spring 2016
Days & Time: 
MWF
2:00p-2:50p; Location: COBA252
Professor:
Dr. Raj Agnihotri, John Merrill Endowed Professor of Consultative Sales


Office:

College of Business Administration 228

Office Hours: 
M/W 12:30 PM – 2:00 PM or by appointment

Contact:
Phone: (817) 272‑3016
 
E-mail: 
Rajshekhar.Agnihotri@uta.edu (PREFFERED)
Catalog Description 

Presents sales principles and skills required by today's professional salesperson, with emphasis on the business-to-business selling environment. Students will enhance development of a variety of skills that will serve for a lifetime. These lifetime skills include the following: communication skills, critical thinking, building relationships with customers, and ethical decision making. Prerequisites: MARK 3321 with grade of C or better and junior standing.
Textbooks and Course Materials
· Selling Today- Creating Customer Value, by Manning, Reece, and Ahearne; Pearson- Prentice Hall. ISBN-13: 978-0-13-207995-2 (required)
· Selling ASAP: Art, Science, Agility, Performance, LSU Press. ISBN-978-0-8071-4427-5 9 (recommended)
· Course material posted on Blackboard. 

Course Objectives and Learning Goals

Upon completion of this course students should be able to:

DEMONSTRATE SUCCESS IN TERMS OF CONTENT ACQUISITION
· Awareness of the important role and value that sales plays today in a competitive business world;

· Understanding of sales terminology to communicate more effectively in the business world;

· Understanding of the reasons why and how business organizations make buying decisions;

· Identify and describe the steps in a sales process to create value and achieve customer satisfaction;

· Understanding of how to prospect and identify qualified leads in a sales environment;

· Understanding of both the importance of and the how of building a mutually beneficial relationship with a customer;

· Understanding of the importance and use of consultative selling 
· Understanding of the importance of and usage of negotiations 
DEMONSTRATE SUCCESS IN TERMS OF SKILLS APPLICATION
· Apply the sales skills and knowledge learned by successfully participating in role play exercises
DEMONSTRATE SUCCESS IN TERMS OF PERSONAL AND PROFESSIONAL DEVELOPMENT
· Awareness of the attributes of successful salespeople;

· Awareness and appreciation of the fact that “everyone sells” and how personal selling of one’s self and ideas is important to career success;

· Enhance oral communication skills; Enhanced basic, business writing skills; 

· Enhance career management options by gaining a better understanding of sales as a career option; 
· Awareness of the ethical/legal/social responsibilities of salespeople in general & sales as a profession.
Course Approach

This class will consist of a combination of lectures, discussions, activities, homework, and quizzes. The course is designed to provide you with numerous opportunities to learn, practice, and demonstrate sales skills and knowledge

QUIZZES: 
There will be three in-class quizzes. The purpose of these quizzes is to ensure that the students understand the concepts covered in the text and lectures. Each quiz will contain multiple-choice/essay questions and will cover materials presented in class (lecture, cases, and discussion) as well as from assigned readings.
· All students are expected to take all exams on the scheduled dates unless prior arrangements are made for an alternate time when scheduling conflicts exist (e.g. participation in athletic events, off-campus employment interviews, etc.). Make-up exams will only be allowed for absences due to illness or other unforeseen circumstances (original written documentation required). Otherwise, a grade of “0” will be assigned.   
ROLE PLAY EXERCISES: 
This class culminates with two role-play projects. There is a degree of "make believe" to it, but these projects are mainly designed for you to put into practice a lot of what you learn this semester. Relax and have fun with these assignments. You will be graded strictly on your ability to use the selling principles and techniques—not you’re acting ability. 
· I will be providing you with evaluation sheets for both projects, and both buyer and seller guidelines. All the details will be posted on the Blackboard also.  

· Generally, these assignments relate to practice opportunities where you will practice selling skills. At least one of the role plays will be video-taped and conducted at State Farm Resource Center. Role playing provides an excellent opportunity for you to learn and practice selling skills. Essentially, role playing involves a dialogue situation within a hypothetical setting.  The situation in this class will involve YOU assuming the role of seller trying to convince another individual acting in the role of buyer, to undertake a particular course of action.  

CLASS ATTENDANCE AND PARTICIPATION: 
As the instructor of this section, I have elected to factor attendance as part of the class participation score. 
Classes are a combination of discussion and in-class activities; participation in these activities is considered class participation. Students will be expected to contribute ideas and opinions based on the material they have learned in the class. Class participation points are based on a combination of your attendance and the extent to which you contribute in a meaningful way to course related discussion in the classroom. 
· Class participation will be evaluated based on the quality of the contribution that you make to the class, not simply the quantity. Making a quality contribution to the class discussion means offering a comment, idea, suggestion, or question that move the discussion forward or in a new direction, and not repeating an idea that another classmate or the instructor has already stated. Your presence is a necessary but not sufficient condition for class participation points. You must be willing and prepared to answer questions and participate in discussions.  
· If you miss class or consistently arrive late/leave early, you may have points deducted from your class participation grade. Attendance may be taken during class to maintain records for your class activity participation.

GRADING:
	Participation
	50

	Quiz 1 + Quiz 2 + Quiz 3
	40 + 40 + 40 

	Role Play Exercise - I
	50

	Role Play Exercise - II
	80

	TOTAL
	300


Conventional Grading: A= 90% or higher; B= 80%-89%; C= 70-79%; D= 60-69%; F= less than 60%
270 or more-  A; From 240 to 269.9- B; From 210 to 239.9- C; From 180 to 209.9- D; 209.8 or less- F

University/ Course Policies 

NOTE: All cell phones, pagers and similar devices are to be turned off prior to entering the classroom and not be turned on until the student leaves the class. This includes silent vibrators. (If an emergency situation exists, you are to tell the instructor prior to the beginning of class.) Violation of this rule can result in a one letter grade deduction from your final grade per violation. If your cell phone goes off or you look at your messages during class you are to immediately leave the classroom. No Exceptions!

Additional Policies Regarding Grading:  In order to uphold the standards of fairness for all students in the class, I insist that you refrain from engaging in the following acts. Do not:

1. Tell the instructor that you need a certain grade.

2. Ask for extra assignments for the purpose of raising a grade.

3. Ask for the grade to be raised because it is very close to the next higher grade.

4. Ask for the grade to be raised because you did better in some component(s) of the course than other components.

5. Ask for a higher grade because you don’t like the grading scheme.

6. Ask to be treated better than other students by asking that an exception be made to these rules.

7. Ask for any other unfair advantage in grading.

Academic Integrity: All students enrolled in this course are expected to adhere to the UT Arlington Honor Code:

I pledge, on my honor, to uphold UT Arlington’s tradition of academic integrity, a tradition that values hard work and honest effort in the pursuit of academic excellence. 

I promise that I will submit only work that I personally create or contribute to group collaborations, and I will appropriately reference any work from other sources. I will follow the highest standards of integrity and uphold the spirit of the Honor Code.

UT Arlington faculty members may employ the Honor Code as they see fit in their courses, including (but not limited to) having students acknowledge the honor code as part of an examination or requiring students to incorporate the honor code into any work submitted. Per UT System Regents’ Rule 50101, §2.2, suspected violations of university’s standards for academic integrity (including the Honor Code) will be referred to the Office of Student Conduct. Violators will be disciplined in accordance with University policy, which may result in the student’s suspension or expulsion from the University.
Drop Policy: Students may drop or swap (adding and dropping a class concurrently) classes through self-service in MyMav from the beginning of the registration period through the late registration period. After the late registration period, students must see their academic advisor to drop a class or withdraw. Undeclared students must see an advisor in the University Advising Center. Drops can continue through a point two-thirds of the way through the term or session. It is the student's responsibility to officially withdraw if they do not plan to attend after registering. Students will not be automatically dropped for non-attendance. Repayment of certain types of financial aid administered through the University may be required as the result of dropping classes or withdrawing. For more information, contact the Office of Financial Aid and Scholarships (http://wweb.uta.edu/aao/fao/).

Disability Accommodations: UT Arlington is on record as being committed to both the spirit and letter of all federal equal opportunity legislation, including The Americans with Disabilities Act (ADA), The Americans with Disabilities Amendments Act (ADAAA), and Section 504 of the Rehabilitation Act. All instructors at UT Arlington are required by law to provide “reasonable accommodations” to students with disabilities, so as not to discriminate on the basis of disability. Students are responsible for providing the instructor with official notification in the form of a letter certified by the Office for Students with Disabilities. Students experiencing a range of conditions (Physical, Learning, Chronic Health, Mental Health, and Sensory) that may cause diminished academic performance or other barriers to learning may seek services and/or accommodations by contacting: 

The Office for Students with Disabilities (OSD); www.uta.edu/disability or calling 817-272-3364
Counseling and Psychological Services (CAPS); www.uta.edu/caps/ or calling 817-272-3671

Only those students who have officially documented a need for an accommodation will have their request honored. Information regarding diagnostic criteria and policies for obtaining disability-based academic accommodations can be found at www.uta.edu/disability or by calling the Office for Students with Disabilities at (817) 272-3364.

Title IX: The University of Texas at Arlington does not discriminate on the basis of race, color, national origin, religion, age, gender, sexual orientation, disabilities, genetic information, and/or veteran status in its educational programs or activities it operates. For more information, visit www.uta.edu/eos. For information regarding Title IX, visit www.uta.edu/titleIX.

Finals Review Week: A period of five class days prior to the first day of final examinations in the long sessions shall be designated as Final Review Week. The purpose of this week is to allow students sufficient time to prepare for final examinations. During this week, there shall be no scheduled activities such as required field trips or performances; and no instructor shall assign any themes, research problems or exercises of similar scope that have a completion date during or following this week unless specified in the class syllabus. During Final Review Week, an instructor shall not give any examinations constituting 10% or more of the final grade, except makeup tests and laboratory examinations. In addition, no instructor shall give any portion of the final examination during Final Review Week. During this week, classes are held as scheduled. In addition, instructors are not required to limit content to topics that have been previously covered; they may introduce new concepts as appropriate.

Student Support Services: UT Arlington provides a variety of resources and programs designed to help students develop academic skills, deal with personal situations, and better understand concepts and information related to their courses. Resources include tutoring, major-based learning centers, developmental education, advising and mentoring, personal counseling, and federally funded programs. For individualized referrals, students may visit the reception desk at University College (Ransom Hall), call the Maverick Resource Hotline at 817-272-6107, send a message to resources@uta.edu, or view the information at www.uta.edu/resources.

Electronic Communication: UT Arlington has adopted MavMail as its official means to communicate with students about important deadlines and events, as well as to transact university-related business regarding financial aid, tuition, grades, graduation, etc. All students are assigned a MavMail account and are responsible for checking the inbox regularly. There is no additional charge to students for using this account, which remains active even after graduation. Information about activating and using MavMail is available at http://www.uta.edu/oit/cs/email/mavmail.php.

Student Feedback Survey: At the end of each term, students enrolled in classes categorized as “lecture”, “seminar,” or “laboratory” shall be directed to complete a Student Feedback Survey (SFS). Instructions on how to access the SFS for this course will be sent directly to each student through MavMail approximately 10 days before the end of the term. Each student’s feedback enters the SFS database anonymously and is aggregated with that of other students enrolled in the course. UT Arlington’s effort to solicit, gather, tabulate, and publish student feedback is required by state law; students are strongly urged to participate. For more information, visit http://www.uta.edu/sfs.
Emergency Exit Procedures: Should we experience an emergency event that requires us to vacate the building, students should exit the room and move toward the nearest exit. When exiting the building during an emergency, one should never take an elevator but should use the stairwells. Faculty members and instructional staff will assist students in selecting the safest route for evacuation and will make arrangements to assist handicapped individuals.

Writing Center: The Writing Center, 411 Central Library, offers individual 40 minute sessions to review assignments, Quick Hits (5-10 minute quick answers to questions), and workshops on grammar and specific writing projects. Visit https://uta.mywconline.com/ to register and make appointments. For hours, information about the writing workshops we offer, scheduling a classroom visit, and descriptions of the services we offer undergraduates, graduate students, and faculty members, please visit our website at www.uta.edu/owl/.

Useful Links from UT Arlington Library:

Library Home Page
 http://www.uta.edu/library 

Subject Guides
 http://libguides.uta.edu
Subject Librarians
 http://www.uta.edu/library/help/subject-librarians.php 

Database List
 http://www.uta.edu/library/databases/index.php 

Course Reserves
 http://pulse.uta.edu/vwebv/enterCourseReserve.do
Library Tutorials 
 http://www.uta.edu/library/help/tutorials.php
Connecting from Off- Campus
 http://libguides.uta.edu/offcampus
Ask A Librarian
 http://ask.uta.edu
Emergency Phone Numbers: In case of an on-campus emergency, call the UT Arlington Police Department at 817-272-3003 (non-campus phone), 2-3003 (campus phone). You may also dial 911.

Instructor Bio

Dr. Raj Agnihotri is currently the John Merrill Endowed Professor in Consultative Sales and Associate Professor of Marketing at University of Texas-Arlington. He was formerly Robert H. Freeman Professor of Sales Leadership and Chair of the Marketing Department at Ohio University. At OU, he also served as Director of Research at Ralph and Luci Schey Sales Centre at Ohio University. Before entering academia, Raj held a number of sales and marketing positions with start-up ventures to major corporations.

Raj has published extensively in leading scholarly journals such as Journal of the Academy of Marketing Science, Journal of Service Research, Journal of Personal Selling and Sales Management, Industrial Marketing Management, Journal of Business Research, and Journal of Business Ethics among others. He serves on the editorial review board of Industrial Marketing Management and Marketing Management Journal. A recipient of prestigious ‘James M. Comer Award’ for best contribution to selling and sales management theory and co-author of Effective Sales Force Automation and Customer Relationship Management, Raj has contributed to Harvard Business Review blog network. His dissertation won the ‘2010 Best Dissertation Award’ from American Marketing Association/Sales SIG. Recently, he was selected for ‘Neil Rackham Research Grant Award’ from Sales Education Foundation, and for ‘Bright Idea Award’ from NJPRO Foundation.

A passionate teacher and a firm believer in experiential learning, Raj conceived and launched Consumer Research Center at Ohio University, Professional Sales Club at William Paterson University of New Jersey, among other initiatives. He received ‘Hormel Excellence in Teaching Award’ for his innovative teaching practices.

You can learn more about his research interest and other activities by visiting www.Agnihotri-Raj.com.  
Tentative Course Calendar (As the instructor for this course, I reserve the right to adjust this schedule in any way that serves the educational needs of the students enrolled in this course. –Prof. Raj Agnihotri)
	Week
	Dates
	Topic
	Textbook Readings

	1
	JAN
	20/22
	Introduction & Syllabus Discussion/ What is Professional Selling


	Ch. 1

	2
	
	25/27/29
	Developing a Professional Selling Philosophy

(Evolution of Sales, Selling Opportunities, Creating Value)

	Ch. 1-2

	3
	FEB
	1/3/5
	Developing a Relationship Strategy
(Emotions, Communication, and Ethics)

	Ch. 3, 5

	4
	
	8/10/12
	NetSuite CRM Introduction/Role Play 1 Preparation/Expert Viewpoint

	Ch. 4

	5
	
	15/17/19
	Quiz 1
Developing a Product Strategy/

(Product Concept, Value-added Solutions) 


	Ch. 1-5
Ch. 6, 7

	6
	
	22/24/26
	Developing a Customer Strategy
(Buying Process/Buyer Behavior, Developing/Qualifying Customer Base)/ Role Play Preparation (SPIN Strategy)

	Ch. 8, 9

	7
	FEB/MAR
	29/2/4
	Sales Role Play 1

	

	8
	MAR
	7/9/11
	Sales Role Play 1
	

	9
	
	14/16/18
	NO CLASS (SPRING BREAK)
	

	10
	
	21/23/25
	Role Play Debriefing and review for the quiz/ Quiz 2/ NCSM Conference (No class)

	

	11
	MAR/APR
	28/30/1
	BUSINESS WEEK (Industry Speakers)
Consultative Selling

	

	12
	APR
	4/6/8
	Developing a Presentation Strategy 


	Ch. 10, 11, 12


	13
	
	11/13/15
	Developing a Presentation Strategy 

	Ch. 13, 14

	14
	
	18/20/22
	Closing the Deal/CRM Sales Technology Training/Role Play Preparation

	Ch. 15

	15
	APR/MAY
	25/27/29
	Sales Role Play Project II
	

	16
	MAY
	2/4/6
	Sales Role Play Project II 


	

	
	
	
	Final Exam Week (Quiz 3)

	Ch. 10 -15


