Course File Summary
	Course Information

	
	
	
	

	College / Institute / Centre
	College Of Management & Technology
	                                                          Department
	Marketing and International Business

	Programme Title
	Bachelor of Business Administration
	                                                 Programme Code
	

	Course Title
	Personal Selling Management 
	                                                        Course Code
	EA415

	# Hours                                ----------2------------             ---------2--------------          -------3----------------

                                                   Lecture                         Lab / Tutorial                       Credit



	Pre Requisites :

Integrated Marketing Communication ( EA327)



	Course Description

	scustomer relationship management trchnology prov
 and mix

The course provides students with an understanding of the evolution of consultative selling, strategic selling, partnering, customer relationship management (CRM) and value added selling.



	Course Objectives

	Throughout the course students have the opportunity to travel with sales people as they are challenged in the market place to use modern personal selling practices ion addition to focusing   on the delivery of customer value by offering time proven fundamentals and practical practices needed to succeed in today's world of sales and marketing.



	Staff Requirements

	

	
	Qualifications
	Special Skills
	Number 

	Lectures
	Ph.D in Marketing
	Interpersonal skills computer skills
	1

	
	
	
	

	Tutorials
	Bachelor of Business Administration
	Interpersonal skills computer skills
	2/1

	
	
	
	

	Laboratories / Workshops
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	Lecture Schedule 

	Lecture
	Description

	#
	Week
	Hrs
	

	1
	1
	2
	Personal Selling and the Marketing Concepts

	2
	…2…
	2
	Personal Selling Opportunities in the Age of Information 

	3
	…3…
	2
	Creating value with a Relationship Strategy

	4
	…4…
	2
	Creating value with a Relationship Strategy

	5
	…5…
	2
	Communication styles : Managing Selling Relationships

	6
	…6…
	2
	Product Selling Strategies that Add Value

	7
	…7…
	2
	7 th week exam 

	8
	…8…
	2
	Developing and qualifying prospect

	9
	9 
	2
	Approaching the customer

	10
	10
	2
	Approaching the customer

	11
	11
	2
	Creating the Consultative Sales Presentation

	12
	12
	2
	Submission and presentation of the project 

	13
	13
	2
	Closing the sale and confirming the partnership

	14
	14
	2
	Servicing the Sale and Building the Partnership

	15
	15
	2
	Management of the sales force

	16
	16
	2
	Final Exam……………………………………………………………………………


	Text Books

	Code*
	Description

	…………
	Selling Today : Creating Customer Value , Gerald L. Manning and Barry L. Reece , tenth edition,  Prentice Hall, 2007

	…………
	…………………………………………………………………………………………………


	Reading and other resources 

	Code*
	Description

	…………
	…………………………………………………………………………………………………

	…………
	…………………………………………………………………………………………………


	Tutorial Schedule

	Tutorial
	Topic

	#
	Week
	Hrs
	

	1
	…1…
	2
	 Application on Personal Selling and the Marketing Concepts

	2
	…2…
	2
	Application on Personal Selling Opportunities in the Age of Information 

	3
	…3…
	2
	Application on Creating value with a Relationship Strategy

	4
	…4…
	2
	Application on Creating value with a Relationship Strategy

	5
	…5…
	2
	Application on Communication styles : Managing Selling Relationships

	6
	…6…
	2
	Application on Product Selling Strategies that Add Value

	7
	7
	2
	Solving the exam with the students ……………………

	8
	8
	2
	Application on Developing and qualifying prospect

	9
	9
	2
	Application on Approaching the customer

	10
	10
	2
	Application on Approaching the customer

	11
	11
	2
	Application on Creating the Consultative Sales Presentation

	12
	12
	2
	Open discussion with the students concerning their projects 

	13
	13
	2
	Application on Closing the sale and confirming the partnership

	14
	14
	2
	Application on Servicing the Sale and Building the Partnership

	15
	15
	2
	Application on Management of the sales force
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	Laboratory Workshop Schedule

	Laboratory
	Description

	#
	Week
	Hrs.
	Code
	

	…
	……
	……
	……
	………………………………………………………………………………

	…
	……
	……
	……
	………………………………………………………………………………

	…
	……
	……
	……
	………………………………………………………………………………

	…
	……
	……
	……
	………………………………………………………………………………

	…
	……
	……
	……
	………………………………………………………………………………

	…
	……
	……
	……
	………………………………………………………………………………

	…
	……
	……
	……
	………………………………………………………………………………

	…
	……
	……
	……
	………………………………………………………………………………

	…
	……
	……
	……
	………………………………………………………………………………

	…
	……
	……
	……
	………………………………………………………………………………

	…
	……
	……
	……
	………………………………………………………………………………

	…
	……
	……
	……
	………………………………………………………………………………

	…
	……
	……
	……
	………………………………………………………………………………

	…
	……
	……
	……
	………………………………………………………………………………


	Computer Usage

	Power point presentations…..……………………

	MIS1.aast.edu/moodle

	……………………………………………………………………………………..……………………

	……………………………………………………………………………………..……………………


	Grading and Assessment Method

	Week #
	Points
	Written
	Oral
	Term Paper
	Continuous 
	Thesis
	
	
	
	

	7
	30
	30
	
	
	
	
	
	
	
	

	12
	20
	
	
	20
	
	
	
	
	
	

	1-15
	10
	
	
	
	10
	
	
	
	
	

	16
	40
	40
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	Course format and Methodology 

	Code*
	Description

	…………
	The course will include a combination of a lecture and practical exercises

	…………
	The course activities includes in class team discussion

	…………
	The course involves team discussion for solving real applications where students have to apply what they have taken in the course from a practical perspective 

	…………
	……………………………………………………………………………………………

	…………
	……………………………………………………………………………………………

	…………
	……………………………………………………………………………………………

	…………
	……………………………………………………………………………………………

	…………
	……………………………………………………………………………………………

	……….
	……………………………………………………………………………………………

	…………
	……………………………………………………………………………………………

	* TB : Text Book               RB: Reference Book                ST: Standards / Codes                 LN: Lecture Notes


	Supplementary Material

	Code*
	Description

	…OS………
	Overhead slide

	…SW……
	 (CRM Software )

	………
	……………………………………………………………………………………………

	…………
	……………………………………………………………………………………………

	…………
	……………………………………………………………………………………………

	…………
	……………………………………………………………………………………………

	…………
	……………………………………………………………………………………………

	…………
	……………………………………………………………………………………………

	…………
	……………………………………………………………………………………………

	…………
	……………………………………………………………………………………………

	…………
	……………………………………………………………………………………………

	…………
	……………………………………………………………………………………………

	*PR: Periodical   SW: Software     VT: Video Tape    OS: Overhead Slide    MD: Model      AC: Audio Cassette


	Educational Resources
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App. 7.2
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