319: PERSONAL SELLING LAB

Teaching Scheme Examinaton Scheme .
Lectures: 4 hrs./Wecek glns.\i 1 _csl\- 1 2Marks P
Tutorials: 1 hrs./Week cachers Assessment - 6Marks
i Atendance -~ 12 Marks
Credits: 4 End Semester Exam - 70 marks
HOURS: 40

UNIT I(10 Hrs): Personal Selling & Salesmanship: Defining Personal selling and salestmanship,
Sclling as a prafession, Objectives and importance of personal selling, Lssentials (}I‘ Personal
Selling, Traditional & Modern Selling Approach, Ethical and Legal Considerations in Pcrsmml
Sclling, Role of Sclling in Marketing, Types of selling, Qualitics of Winning Sales Proll:ss:onul.\"
- Physical, Mental, Social and Character Traits. Theories of Selling: AIDA, Right set of
circumstances (heory of selling, Buying Formula theory of sclling, Behavioral Equation theory,
Career in Personal Sclling / Sales; What Companies Look for in New Salespeople.,

UNIT (10 Hrs): Personal Selling Process: Prospecting- abjectives, sources and methods, Lead
Generation, Gelling appointment, Sales Responsibilitics and Preparation; Pre approach-step
toward sales planning-clements of sales call planning; Customer need discovery & Analysis;
Approach- sales presentation/ demonstration- selection ol appropriate presentation method,
cssentials of presentation, sales presentation mix- persuasiye communication, visual presentation
and dramatization, Usc of questions- Direct questions, non- directive questions, rephrasing,
redirect questions; Sales Leads, Account Management, Building long-tcrm partnership by Selling,
Strategic  Understanding  of Company, Products, Campetition,  and  Markets Strategic
Understanding of Company, Strategic Understanding of Producis.

UNIT HI(10 Hix): Personal Selling Process: Handling objection- hidden, stalling, no need,money
objection, etc., ubjection handling techniques, Closing the sule- reading buying signals, closing
techniques- the aliciative choice, assumptive, the compliment, the summary, the continuous, the
minor point, the (ca account, the standing room and the probability; Follow up after sales- Discuss
service requiremcents, handling complaints, Key Account Management. Customer services:
meaning of Customer Service, Importance of Customier Sutiskaction Cuslomer Follow-Up
Stratégies, Custonier Scrvice Questionnaire, Evaluating:Customer Service.

UNIT IV(10 His): Personal Selling Skills: Negotiation, Body Language- Space, Moments, Eye
Contacts & Posiuics, [ollow up Calls, Writing  LiTeetive Sules Letters and e~ mails,
Communicating I'fectively with Diverse Customers Mewning ol Communication, Developing
Communication Siills, essentials of Effective Communicaior, Communication Styles, making ,
:;i;.tcn-ing Skill:,:,. I'rcscnl;nliun and Dclponsl'mlion'. , |’u“ili\'.c Mental Alli}uclc. Goal Scllil;&l.
Cllective Dressing, Managing Yourself, choice ol Commmnication Style, Communication and
Trust Building " '
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?/ Suggested Text Books: y
| ,

F““d‘“,“c“'{‘!_s ol Selling by Charles M. Futrell, Tt McGra Lill 10th Edition

ABC’ sol Sclling by Charles M. Futrell, AITBS, Ncw Delhi,

World Class Sclling by Roy Chitwood, JAICO Pubilishing House

Success[ul Sclling Solutions by Julian Clay, Viva Books

Value Added Selling by Tom Reilly, TMGH

Achieving Sales Excellence by Howard Stevens, Viva Books Pvt. Ltd.

Power Salcs Presentation by Stephan Schiffiman, Adams Media Corporations.

Sales Essentials by Stephan Schiffinan, Avon Mussichusset

. Smarter Sclling by Keith Dugdale& Lambert, Prentice Hall.

10. Successful Sales- Get Brilliant Results Fast by Pauline Rowson, Viva Books._

11. Successful Sclling Skills by Richard Denny, The Sunday Times. .
12. The Art and Science of Negotiation by Raiffa H, Cambridge: Bclknap/Harvard-Prcss
13. Getting to Ycs by Fisher R and Ury W, Harmondsworth Middlcsex, GB Penguin Books
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COURSE OUTCOMES DESCRIPTION _

col LIST the key terms in selling and DESCRIBL the qualities of Winning Sales
Profcssionals ‘

CO2 EXPLAIN the theories and concepts that arc central to personal selling.

Cco3 Apply the interpersonal and team skills necessary in successful relationship selling.

Cc0O4 ILLUSTRATI the use of various sales techniques needed to achieve a profitable sale
in a real world scenario for a real world product seivice / e- product / e-service.

cos DEVED 1 a customer plan that identifics all chements of personal selling, essential ta
creatin: -uccessful sales in a real world scenario for a real world product/ service / e-
roduc.  C-service. - - .

co6 CRI:A 1 wales presentation for a read world product/ service / ¢-product / e- service

and 101 - aniety of selling situations.
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