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                  College/Institute/Centre :of Management & Technology



    Department of :Marketing and International Business
        Session Plan

Tutorial                                      

(* Delete as Appropriate)
	Course Particulars

	
	

	#: ……EA415……………
	Title: Personal Selling Management ………………….


	Session Particulars

	
	
	

	#: .…1…
	 Application on Personal Selling and the Marketing Concepts
	Hrs: …2………….………
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	#
	Outcome Description
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        Session Plan

 Tutorial                                  
(* Delete as Appropriate)
	Course Particulars

	
	

	#: …… EA415 ……………
	Title: Personal Selling Management ………………..….


	Session Particulars

	
	
	

	#: .……2
	Application on Personal Selling Opportunities in the Age of Information 
	Hrs: …2………….………


	Learning Outcomes / Abilities Gained*

	#
	Outcome Description

	…….

	 …….
	Page 49: case problem………………………………………………………………………

	…….
	……………………………………………………………………………………………………
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	……………………………………………………………………………………………………
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 Tutorial                                      

(* Delete as Appropriate)
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	Title: Personal Selling Management …………………


	Session Particulars

	
	
	

	#: .…3…
	Application on Creating value with a Relationship Strategy
	Hrs: …2………….………


	Learning Outcomes / Abilities Gained*

	#
	Outcome Description

	…….
	Page 75: review questions:   question  , 4 and 5
Page 76: application exercises : question 1
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    Department of : Marketing and International Business 
        Session Plan

Tutorial                                      

(* Delete as Appropriate)
	Course Particulars

	
	

	#: …… EA415……………
	Title: Personal Selling Management …………


	Session Particulars

	
	
	

	#: .…4…
	Application on Creating value with a Relationship Strategy
	Hrs: …2………….………


	Learning Outcomes / Abilities Gained*

	#
	Outcome Description

	…….
	Page 76: application exercises: question 6 …………………………………………………………………………………………………

	…….
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	…….
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    Department of : Marketing and International Business 
        Session Plan

Tutorial                                     

(* Delete as Appropriate)
	Course Particulars

	
	

	#: …… EA415……………
	Title: Personal Selling Management ………………………


	Session Particulars

	
	
	

	#: .5……
	Application on Communication styles : Managing Selling Relationships
	Hrs: …2………….………


	Learning Outcomes / Abilities Gained*

	#
	Outcome Description

	…….
	Page 104: case problem

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

	…….
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(* Delete as Appropriate)
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	#: …… EA415……………
	Title: Personal Selling Management


	Session Particulars

	
	
	

	#: .…6…
	Application on Product Selling Strategies that Add Value
	Hrs: …2………….………


	Learning Outcomes / Abilities Gained*

	#
	Outcome Description

	…….
	Page 175:  review questions: question 6. 7 and 8 ……………………………………………………………………………………………………
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        Session Plan
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(* Delete as Appropriate)
	Course Particulars

	
	

	#: …… EA415……………
	Title: Personal Selling Management ……………………


	Session Particulars

	
	
	

	#: .…7…
	Title: Solving The exam with the students
	Hrs: …2………….………


	Learning Outcomes / Abilities Gained*

	#
	Outcome Description

	…….
	Solving The exam with the students……………………………

	…….
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    Department of : Marketing and International Business 
        Session Plan
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(* Delete as Appropriate)
	Course Particulars

	
	

	#: …… EA415……………
	Title: Personal Selling Management …


	Session Particulars

	
	
	

	#: .8……
	Application on Developing and qualifying prospect
	Hrs: …2………….………


	Learning Outcomes / Abilities Gained*

	#
	Outcome Description

	…….
	Page 230: application exercises: question  1 and 2  …………………………………………………………………………………………
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    Department of : Marketing and International Business 
        Session Plan

Tutorial 

(* Delete as Appropriate)
	Course Particulars

	
	

	#: …… EA415……………
	Title: Personal Selling Management ……………………


	Session Particulars

	
	
	

	#: .9……
	Title: Application on Approaching The Customer
	Hrs: …2………….………


	Learning Outcomes / Abilities Gained*

	#
	Outcome Description

	…….
	Page 260: application exercises: question 2 ……………………………………………………………………………………………………

	…….
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	……………………………………………………………………………………………………
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    Department of : Marketing and International Business 
        Session Plan

* Tutorial                                     

(* Delete as Appropriate)
	Course Particulars

	
	

	#: …… EA415…………
	Title: Personal Selling Management ……………………


	Session Particulars

	
	
	

	#: .…10…
	Title: Application on Approaching The Customer
	Hrs: …2………….………


	Learning Outcomes / Abilities Gained*

	#
	Outcome Description

	…….

	…….
	Page 260: review question : question 8 , 9 , and 10 ……………………………………………………………………………………………………

	…….
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(* Delete as Appropriate)
	Course Particulars

	
	

	#: …… EA415……………
	Title: Personal Selling Management ……………………


	Session Particulars

	
	
	

	#: .…11…
	Title: Application on Creating the Consultative  Sales Presentation 
	Hrs: …2………….………


	Learning Outcomes / Abilities Gained*

	#
	Outcome Description

	…….
	Page 314: review questions:  question 1 and 2 ……………………………………………………………………………………………………
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        Session Plan

* Tutorial                                    

(* Delete as Appropriate)
	Course Particulars

	
	

	#: …… EA415……………
	Title: Personal Selling Management ………………


	Session Particulars

	
	
	

	#: .…12…
	Title: Open discussion with the students concerning the project
	Hrs: …2………….………


	Learning Outcomes / Abilities Gained*

	#
	Outcome Description

	…….
	… Open discussion with the students concerning the project …………………………………………………………………………………………………

	…….

	…….
	……………………………………………………………………………………………………
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	……………………………………………………………………………………………………
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	Course Particulars

	
	

	#: …… EA415……………
	Title: Personal Selling Management ………………


	Session Particulars

	
	
	

	#: .…13…
	Title: Application on Closing the Sale and Confirming the Partnership
	Hrs: …2………….………


	Learning Outcomes / Abilities Gained*

	#
	Outcome Description
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	#: …… EA415……………
	Title: Personal Selling Management …


	Session Particulars

	
	
	

	#: .…14…
	Title:  Application on Servicing the Sale and Building The Partnership 
	Hrs: …2………….………


	Learning Outcomes / Abilities Gained*

	#
	Outcome Description

	…….
	

	…….
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	Title: Personal Selling Management ………………….


	Session Particulars

	
	
	

	#: .…15…
	Title: Application on Management of  the Sales Force 
	Hrs: …2………….………


	Learning Outcomes / Abilities Gained*
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