	Career Field
	Business and Administrative Services, Finance and Marketing

	Course Name
	Professional and Technical Sales

	Description
	In this course, students will demonstrate sales processes and techniques used in a business-to-business environment. They will develop, grow, and maintain positive business relationships. Students will monitor trends and the business environment to determine the impact on their sales, customers, and competitors. They will negotiate and adjust prices and sales terms. Students will manage sales activities and territories. Technology, employability skills, leadership and communications will be incorporated in classroom activities.

	Unit 1
	Introduction to Sales
Students will interview professional and technical salespeople to determine their role, responsibilities and impact in business operations. 

	Outcome
	1.1	Employability Skills: Develop career awareness and employability skills (e.g., face-to-face, online) needed for gaining and maintaining employment in diverse business settings.

	Competencies
	1.1.2	Identify the scope of career opportunities and the requirements for education, training, certification, licensure, and experience.

	Outcome
	3.2	Relationship Management: Apply techniques and strategies to develop, maintain and grow positive relationships with employees, peers and stakeholders.

	Competencies
	3.2.8	Describe the nature of organizational culture and its impact on business, and interpret and adapt to a business’s culture.

	Outcome
	5.1	Marketing Fundamentals: Describe principles of marketing, marketing functions and the factors influencing their effectiveness.

	Competencies
	5.1.1	Identify marketing functions, their interrelatedness, their overall contributions to business strategy and the metrics used to measure success.
5.1.10	Describe the impact of industry, environment and culture on the nature and scope of selling and sales activities (e.g., customer service, relationship building).
5.1.11	Describe sales processes and techniques that can be used to facilitate selling.

	Outcome
	5.11	Selling: Determine client needs, wants and fears; and respond through planned, personalized communication that influences purchase decisions and enhances future business opportunities.

	[bookmark: AH_CS2]Competencies
	5.11.2	Explain the impact of sales and buying cycles on sales activities. 




	Instructional Strategies
Each student should conduct an interview of an individual working in professional or technical sales.  Following the interview, the student should write a one-page summary of the interview, including the following information: 
· Company name/description and nature of industry
· The interviewee’s position and role in the company
· Sales processes and technology used to complete sales
· Impact of buying cycles on sales
· Impact of sales on the business
· How sales relates to the business’s overall marketing plan

	Instructional Resources
Introduction to Selling
http://www-rohan.sdsu.edu/~renglish/377/notes/chapt01/index.htm
These notes, developed by a San Diego State University professor, explain the importance of selling, types of selling and characteristics of successful salespeople.

KnowThis.com Tutorials
Personal Selling: http://www.knowthis.com/personal-selling
Types of Selling Roles: http://www.knowthis.com/types-of-selling-roles
The Selling Process: http://www.knowthis.com/the-selling-process
These three online tutorials address personal selling, trends in selling, selling roles and the selling process.

The Many Faces of Sales Careers
http://salescareers.about.com/od/Careers/tp/The-Many-Faces-Of-Sales-Careers.htm
This article highlights different types of sales careers, such as IT industry sales careers, real estate careers, etc.

Personal Selling and Sales Management 
http://www-rohan.sdsu.edu/~renglish/370/notes/chapt20/index.htm
These course notes, developed by a San Diego State University professor, discuss the importance of personal selling, forms of personal selling, the sales process and sales management. The first section in these notes, on the scope and significance of personal selling and sales management, is especially useful for this unit of the course.

Personal Selling Lesson
http://www.marketingteacher.com/personal-selling/
This lesson details the personal selling process, including prospecting, making first contact, the sales call, objection handling and closing the sale.


	
Career Field
	Business and Administrative Services, Finance and Marketing

	Course Name
	Professional and Technical Sales

	Description
	In this course, students will demonstrate sales processes and techniques used in a business-to-business environment. They will develop, grow, and maintain positive business relationships. Students will monitor trends and the business environment to determine the impact on their sales, customers, and competitors. They will negotiate and adjust prices and sales terms. Students will manage sales activities and territories. Technology, employability skills, leadership and communications will be incorporated in classroom activities.

	Unit 2
	Legal and Ethical Considerations in Selling
Students will examine unlawful and unethical sales activities, conflicts of interest and consequences of misconduct in professional and technical sales.

	Outcome
	1.3	Business Ethics and Law: Analyze how professional, ethical, and legal behavior contributes to continuous improvement in organizational performance and regulatory compliance.

	Competencies
	1.3.6	Identify deceptive practices (e.g., bait and switch, identity theft, unlawful door-to-door sales, deceptive service estimates, fraudulent misrepresentations) and their overall impact on organizational performance.
1.3.9	Identify potential conflicts of interest (e.g., personal gain, project bidding) between personal, organizational and professional ethical standards.

	Outcome
	3.2	Relationship Management: Apply techniques and strategies to develop, maintain and grow positive relationships with employees, peers and stakeholders.

	Competencies
	3.2.7	Identify when and how to take risks to achieve objectives.

	Outcome
	5.1	Marketing Fundamentals: Describe principles of marketing, marketing functions and the factors influencing their effectiveness.

	Competencies
	5.1.2	Identify legal and ethical issues associated with marketing activities or functions, describe the organizational values impacted, and identify the marketing-mix components (e.g., product, price, promotion, place) affected.

	Instructional Strategies
Provide students with one or more case studies of a business that used deceptive sales practices, experienced conflicts of interest and/or committed unlawful or unethical sales activity.  Students should describe the unlawful or unethical practice, identify the type of unlawful or unethical practice that was committed, explain why the practice is unlawful or unethical, discuss potential conflicts of interest, determine the consequences of this conduct for the business and discuss reasons why the business or individual(s) took the risk.

	Instructional Resources
Ethical and Legal Considerations in Selling
http://www-rohan.sdsu.edu/~renglish/377/notes/chapt03/
These notes, developed by a San Diego State University professor, explain ethical dilemmas and legal issues that salespeople often face.



Sales Contracts and Selling Regulations
http://www.marketingdonut.co.uk/marketing/sales/sales-management/sales-contracts-and-selling-regulations
This article discusses sales contract basics, unfair trading and consumer protection regulations, and other key selling laws.





	Career Field
	Business and Administrative Services, Finance and Marketing

	Course Name
	Professional and Technical Sales

	Description
	In this course, students will demonstrate sales processes and techniques used in a business-to-business environment. They will develop, grow, and maintain positive business relationships. Students will monitor trends and the business environment to determine the impact on their sales, customers, and competitors. They will negotiate and adjust prices and sales terms. Students will manage sales activities and territories. Technology, employability skills, leadership and communications will be incorporated in classroom activities.

	Unit 3
	Trends and Opportunities
Students should conduct research on trends and changes in the classroom, school or community to determine sales opportunities. 

	Outcome
	5.3	Marketing Information Management: Apply the concepts, systems and tools needed to gather, synthesize, evaluate and disseminate marketing information for use in making business decisions that achieve organizational goals and objectives.

	Competencies
	5.3.5	Track business information to stay abreast of trends and changes that could impact marketing (e.g., customer databases, partners’ and competitors’ activities, sales and operational data, environmental changes).
5.3.7	Develop insights using trends occurring in other industries. 

	Instructional Strategies
Divide the class into small groups.  Each group should conduct research and then identify at least five different sales opportunities for the school-based enterprise, a charitable or service organization, a fundraiser, a recruitment program or other sales initiative. Students should take trends, seasonality, climate and available resources into consideration when determining these sales opportunities. (Students should work on this project during future units as indicated.)

	Instructional Resources
Business Owner’s Toolkit—Without Marketing Research You Will Miss Valuable Opportunities
http://www.bizfilings.com/toolkit/sbg/marketing/market-research/market-research-to-not-miss-opportunities.aspx
The Business Owner’s Toolkit contains free information and resources about starting, running, and growing a business. This particular article focuses on types of marketing research.

MarketingTeacher.com—Marketing Environment Lessons
http://www.marketingteacher.com/category/marketing-environment/
Although this series of lessons addresses much more content than needed for this unit, the business environment, marketing environment and multiple external influences modules would be helpful when teaching how to identify trends and opportunities for sales.





	Career Field
	Business and Administrative Services, Finance and Marketing

	Course Name
	Professional and Technical Sales

	Description
	In this course, students will demonstrate sales processes and techniques used in a business-to-business environment. They will develop, grow, and maintain positive business relationships. Students will monitor trends and the business environment to determine the impact on their sales, customers, and competitors. They will negotiate and adjust prices and sales terms. Students will manage sales activities and territories. Technology, employability skills, leadership and communications will be incorporated in classroom activities.

	Unit 4
	Market Planning
Students will identify sales opportunities, develop a customer profile and conduct a competitive analysis for a potential business venture.

	Outcome
	1.2	Leadership and Communications: Process, maintain, evaluate and disseminate information in a business. Develop leadership and team building to promote collaboration.

	Competencies
	1.2.10	Use interpersonal skills to provide group leadership, promote collaboration, and work in a team.

	Outcome
	5.5	Market Planning: Utilize principles and tools to select an audience and to identify and select marketing strategies to reach targeted audiences.  

	Competencies
	5.5.5	Profile target customer to determine market needs and customer demand for products and services.
5.5.8	Assess global trends and opportunities.
5.5.9	Conduct a competitive analysis.

	Instructional Strategies
Students should continue the project initiated in Unit 3. Each group should determine which of its five sales opportunities has the greatest potential for success and describe trends contributing to the potential success of the sales opportunity, develop a customer profile for this sales opportunity and conduct a competitive analysis of similar businesses and/or sales. Finally, each group should share its recommendations, research and findings with the class. Lead the class in a discussion of the different sales opportunities, and select one to implement in future units of the course.

	Instructional Resources
Market Analysis Lesson Plan
http://www.bized.co.uk/educators/16-19/business/marketing/lesson/analysis.htm
This lesson plan on conducting market analyses, segmenting and target markets includes teacher instructions, a slideshow presentation, a mind map and a student activity.







MarketingTeacher.com Lessons
Segmentation: http://www.marketingteacher.com/segmentation/
Segmentation, Demographics and Behavior: http://www.marketingteacher.com/segmentation-demographics-and-behavior/
Segmenting Publics in America: http://www.marketingteacher.com/segmenting-publics-in-america/
Targeting: http://www.marketingteacher.com/targeting/
These four lessons provide comprehensive information on segmenting and targeting markets.

Segmentation
http://www.bized.co.uk/notes/2013/05/segmentation
These notes highlight market segmentation and bases for segmenting markets.

Targeting Markets Tutorial
http://www.knowthis.com/targeting-markets
This tutorial explains segmentation variables and how marketers choose their markets. 

Understanding Your Target Market Is Critical for Success
http://www.bizfilings.com/toolkit/sbg/marketing/overview/understanding-your-target-market.aspx
This Business Owner’s Toolkit article details the importance of learning about and segmenting the target market.





	Career Field
	Business and Administrative Services, Finance and Marketing

	Course Name
	Professional and Technical Sales

	Description
	In this course, students will demonstrate sales processes and techniques used in a business-to-business environment. They will develop, grow, and maintain positive business relationships. Students will monitor trends and the business environment to determine the impact on their sales, customers, and competitors. They will negotiate and adjust prices and sales terms. Students will manage sales activities and territories. Technology, employability skills, leadership and communications will be incorporated in classroom activities.

	Unit 5
	Pricing Products
Students will take product costs, pricing strategies and seasonal factors into consideration to set prices or sponsorship levels.

	Outcome
	5.6	Pricing: Apply the concepts and strategies needed to determine and adjust prices to maximize return and meet customers or clients’ perception of value.

	Competencies
	5.6.3	Select approach for setting a base price (e.g., cost, demand, competition).
5.6.4	Determine product’s cost (e.g., breakeven, ROI, markup).
5.6.5		Employ pricing strategies to set prices throughout the product and customer life cycle.
5.6.6		Adjust prices to maximize profitability throughout the product and customer lifecycle.
5.6.7		Develop seasonal and situational (e.g., unexpected event) pricing policies.

	Instructional Strategies
Students should continue the project that was the focus of Units 3 and 4. In groups, students should determine an appropriate price for the product(s) that they will sell. They should consider product costs, pricing strategies, and seasonal factors when setting the price. If the class project involves a fundraiser that requires sponsors rather than prices, each group should establish sponsorship levels for the project. Each group should discuss its proposed price/sponsorship levels with the class and explain factors that influenced its decision-making process. Lead the class in a discussion of the most appropriate price or sponsorship levels for the project. Also, discuss how price and sponsorship levels may evolve in the project (continued in future units of the course).

	Instructional Resources
Marketing Teacher Lessons
International Marketing and Price: http://www.marketingteacher.com/international-marketing-and-price/
Pricing Strategies: http://www.marketingteacher.com/pricing-strategies/
These free lessons address the many different approaches to pricing products in domestic and global markets.

Pricing Decisions Tutorial
http://www.knowthis.com/pricing-decisions
This online tutorial addresses the basics of channel management, pricing and product/service management.




Pricing Notes
Arriving at a Final Price: http://www-rohan.sdsu.edu/~renglish/370/notes/chapt14/index.htm
Nature and Importance of Price: http://www-rohan.sdsu.edu/~renglish/370/notes/chapt13/index.htm
These notes, developed by a San Diego State University professor, explain pricing objectives, steps to setting prices and legal, ethical and regulatory aspects of pricing.

Pricing Strategies Lesson Plan
http://www.bized.co.uk/educators/16-19/business/marketing/lesson/pricingstrat.htm
This lesson plan on pricing strategies includes a PowerPoint presentation, mind map, activity and teacher notes.

Pricing Strategy
http://www.netmba.com/marketing/pricing/
This article focuses on all things pricing—pricing objectives, pricing methods, etc.





	Career Field
	Business and Administrative Services, Finance and Marketing

	Course Name
	Professional and Technical Sales

	Description
	In this course, students will demonstrate sales processes and techniques used in a business-to-business environment. They will develop, grow, and maintain positive business relationships. Students will monitor trends and the business environment to determine the impact on their sales, customers, and competitors. They will negotiate and adjust prices and sales terms. Students will manage sales activities and territories. Technology, employability skills, leadership and communications will be incorporated in classroom activities.

	Unit 6
	Pre-Sales Activities
Students will identify potential sales prospects, determine product features and benefits, create a sales presentation slideshow and develop other sales materials.

	Outcome
	1.4	Knowledge Management and Information Technology: Demonstrate current and emerging strategies and technologies used to collect, analyze, record and share information in business operations.

	Competencies
	1.4.2	Select and use software applications to locate, record, analyze and present information (e.g., word processing, e-mail, spreadsheet, databases, presentation, Internet search engines).
1.4.6	Use an electronic database to access and create business and technical information.
1.4.7	Use personal information management and productivity applications to optimize assigned tasks (e.g., lists, calendars, address books).

	Outcome
	3.3	Business Communications Management: Apply strategies and procedures to plan, create, implement, and evaluate internal and external company communications.

	Competencies
	3.3.13	Interpret research data into information for decision-making (e.g., interpret descriptive statistics, correlations), and translate findings into actionable business recommendations.
3.3.14 	Communicate research information to others (e.g., display data in charts or graphs, prepare presentations, prepare written reports).

	Outcome
	5.11	Selling: Determine client needs, wants and fears; and respond through planned, personalized communication that influences purchase decisions and enhances future business opportunities.

	Competencies
	5.11.4	Identify sources of product information that can be used to communicate product benefits and ensure appropriateness of a product for the customer or client.
5.11.5	Perform pre-sales activities to facilitate sales presentation (e.g., prospecting, preliminary customer or client qualification, pre-visit research, appointment booking, sales material preparation and assembly).




	Instructional Strategies
After setting prices or sponsorship levels for their product(s), the class should complete multiple pre-sales activities. Individually, in groups, or as a class, students should develop a database of potential sales prospects, a feature/benefit chart, a sales presentation slideshow and other sales materials. Students should use project-management tools such as lists, calendars and contacts throughout this process to optimize their results. (This project is continued in future units.)

	Instructional Resources
The Role of Prospecting in Strategic Selling
http://web.utk.edu/~brooke00/TEACHING/Chp-09.pdf
These guided notes could serve as the basis for a lecture or study guide. Provide detailed, practical information about prospecting.

Selling Class Notes
Preparation for Success in Selling: http://www-rohan.sdsu.edu/~renglish/377/notes/chapt06/index.htm
Preparing for an Effective Presentation: http://www-rohan.sdsu.edu/~renglish/377/notes/chapt11/index.htm
Prospecting: http://www-rohan.sdsu.edu/~renglish/377/notes/chapt07/index.htm
These class notes, developed by a San Diego State University professor, address methods for gaining product knowledge, determining the competitive advantage, sales technology and prospecting for customers.





	Career Field
	Business and Administrative Services, Finance and Marketing

	Course Name
	Professional and Technical Sales

	Description
	In this course, students will demonstrate sales processes and techniques used in a business-to-business environment. They will develop, grow, and maintain positive business relationships. Students will monitor trends and the business environment to determine the impact on their sales, customers, and competitors. They will negotiate and adjust prices and sales terms. Students will manage sales activities and territories. Technology, employability skills, leadership and communications will be incorporated in classroom activities.

	Unit 7
	Customer Relations
Students will demonstrate proper techniques and strategies for positive customer relations.

	Outcome
	1.2	Leadership and Communications: Process, maintain, evaluate and disseminate information in a business. Develop leadership and team building to promote collaboration.

	Competencies
	1.2.3	Identify and use verbal, nonverbal, and active listening skills to communicate effectively.
1.2.4	Use negotiation and conflict-resolution skills to reach solutions.

	Outcome
	3.1	Customer Relations: Apply techniques, strategies and tools to develop, maintain and grow positive internal and external customer, or client, relationships.

	Competencies
	3.1.1	Explain the nature of positive customer or client relations and their role in keeping customers, and describe the importance of meeting and exceeding customer expectations.
3.1.2	Compare the cost to acquire customers with the cost to maintain customers, and explain how these costs impact business strategy and influence which customers to maintain. 
3.1.3	Apply a customer-service mindset in a culturally appropriate manner (e.g., respond to customer inquiries; reinforce service through effective, ongoing communication).
3.1.4	Build rapport with customers and use this rapport to inform customers about company policies, consequences of noncompliance with recommendations or requirements and service or account terminations.
3.1.5	Maintain confidentiality or privacy of internal and external customers.
3.1.7	Describe the scope of customer-relationship management to show its contribution to business.

	Outcome
	3.2	Relationship Management: Apply techniques and strategies to develop, maintain and grow positive relationships with employees, peers and stakeholders.

	Competencies
	3.2.5	Manage crises in relationships.




	Outcome
	5.12	Marketing Operations: Apply operational policies to perform procedures and activities that ensure marketing’s efficiency and effectiveness.

	Competencies
	5.12.7	Leverage data to support real-time customization of customer interactions.

	Instructional Strategies
After completing pre-sales activities, students should discuss the importance of positive customer relations as well as costs for acquiring and maintaining customers. Then, students should participate in role plays of customer relations scenarios such as listening, negotiation, conflict resolution, building rapport, confidentiality and privacy, crisis management and use of data.

	Instructional Resources
15 Customer Service Skills that Every Employee Needs
https://www.helpscout.net/blog/customer-service-skills/
This article addresses the customer service skills that forward-facing employees must have.

Managing Customers Tutorial
http://www.knowthis.com/managing-customers
This tutorial from KnowThis.com discusses the importance of customers, trends in customer service and customer relations technology.





	Career Field
	Business and Administrative Services, Finance and Marketing

	Course Name
	Professional and Technical Sales

	Description
	In this course, students will demonstrate sales processes and techniques used in a business-to-business environment. They will develop, grow, and maintain positive business relationships. Students will monitor trends and the business environment to determine the impact on their sales, customers, and competitors. They will negotiate and adjust prices and sales terms. Students will manage sales activities and territories. Technology, employability skills, leadership and communications will be incorporated in classroom activities.

	Unit 8
	Branding
Students will identify stakeholders in the sales process, develop a brand promise and investigate social media platforms conducive to sales success.

	Outcome
	1.1	Employability Skills: Develop career awareness and employability skills (e.g., face-to-face, online) needed for gaining and maintaining employment in diverse business settings.

	Competencies
	1.1.8	Identify the correlation between emotions, behavior and appearance and manage those to establish and maintain professionalism.

	Outcome
	3.1	Customer Relations: Apply techniques, strategies and tools to develop, maintain and grow positive internal and external customer, or client, relationships.

	Competencies
	3.1.6	Reinforce company’s image and culture to exhibit the business’s brand promise.
3.1.8		Build, maintain and improve relationships with customers or clients; and promote brand and solicit new ideas and solutions using social media.

	Outcome
	3.2	Relationship Management: Apply techniques and strategies to develop, maintain and grow positive relationships with employees, peers and stakeholders.

	Competencies
	3.2.9	Establish strategic relationships with others.

	Outcome
	3.3	Business Communications Management: Apply strategies and procedures to plan, create, implement, and evaluate internal and external company communications.

	Competencies
	3.3.8	Collaborate on and aggregate complex internal documents to create a common voice that is vision, mission and brand-consistent.
3.3.12	Repurpose content for use in communication. 




	Instructional Strategies
After examining the important of positive customer relations, students should discuss the importance of exhibiting an appropriate personal appearance and professional conduct when meeting with sales clients and customers. Then, divide the class into small groups. Each group should develop and present a logo or icon for the class’s sales project/business, and the class should select the overall favorite. Students should repeat the process to develop a vision, mission, and brand promise for the sales project/business. They should also determine which social media platforms are most useful, appropriate and available to promote the sales project/business. Finally, students should identify and build relationships with individuals or businesses in the school and community that are vital to the class’s success.

	Instructional Resources
Brands
http://www.bized.co.uk/notes/2013/05/brands-0
This overview of brands examines brand elements and characteristics of successful brands.

Know This Tutorials
Managing Products: http://www.knowthis.com/managing-products
Product Decisions: http://www.knowthis.com/product-decisions
These tutorials look at branding, branding strategies, brand names and advantages of brands.

Managing Products and Brands
http://www-rohan.sdsu.edu/~renglish/370/notes/chapt11/index.htm
These notes, developed by a San Diego State University professor, focus on the product life cycle, managing the product life cycle,  branding and brand management, packaging and labeling, and product warranty.

Build and Grow a Stand-Out Small Business Brand
http://www.sba.gov/blogs/10-tips-help-you-build-and-grow-stand-out-small-business-brand
This article from the U.S. Small Business Administration includes 10 tips for building and growing a brand.





	Career Field
	Business and Administrative Services, Finance and Marketing

	Course Name
	Professional and Technical Sales

	Description
	In this course, students will demonstrate sales processes and techniques used in a business-to-business environment. They will develop, grow, and maintain positive business relationships. Students will monitor trends and the business environment to determine the impact on their sales, customers, and competitors. They will negotiate and adjust prices and sales terms. Students will manage sales activities and territories. Technology, employability skills, leadership and communications will be incorporated in classroom activities.

	Unit 9
	Sales Processes and Techniques
Students will examine different decision-making styles, develop sales presentations and give their sales presentations to actual sales prospects.

	Outcome
	1.2	Leadership and Communications: Process, maintain, evaluate and disseminate information in a business. Develop leadership and team building to promote collaboration.

	Competencies
	1.2.2	Deliver formal and informal presentations.
1.2.5	Communicate information (e.g., directions, ideas, vision, workplace expectations for an intended audience and purpose.
1.2.6	Use proper grammar and expression in all aspects of communication.
1.2.7	Use problem-solving and consensus-building techniques to draw conclusions and determine next steps.
1.2.9	Identify advantages and disadvantages involving digital and/or electronic communications (e.g., common content for large audience, control of tone, speed, cost, lack of non-verbal cues, potential for forwarding information, longevity).

	Outcome
	3.2	Relationship Management: Apply techniques and strategies to develop, maintain and grow positive relationships with employees, peers and stakeholders.

	Competencies
	3.2.1	Recognize, value, and leverage personality types in business situations.

	Outcome
	3.3	Business Communications Management: Apply strategies and procedures to plan, create, implement, and evaluate internal and external company communications.

	Competencies
	3.3.5	“Sell” ideas to internal and external audiences.

	Outcome
	5.11	Selling: Determine client needs, wants and fears; and respond through planned, personalized communication that influences purchase decisions and enhances future business opportunities.

	Competencies
	5.11.1	Describe motivational theories that can be used to enhance customer relationships and increase the likelihood of making sales.
5.11.3	Describe the impact that digital communication is having on selling.


5.11.6	Implement sales processes and techniques to enhance customer relationships and  increase the likelihood of making sales (e.g., rapport and credibility building, recognizing and responding appropriately to prospect’s personality, using buying motives, facilitating buying decisions, questioning to understand prospect, assessing needs in relation to product offerings, demonstrating solution, converting objections to selling points, closing sales, negotiating terms or agreements, overseeing order fulfillment).
5.11.7	Develop and present sales proposal.
5.11.8	Process the sale to complete the exchange, and collect payment from customer to complete sales transactions.

	Outcome
	6.1	Management Fundamentals: Describe business management practices and their contributions to goal achievement and organizational success.

	Competencies
	6.1.2	Describe decision-making styles (e.g., analytical, abstract or conceptual, intuitive, creative, procedural or directive), and identify the factors that influence their effectiveness.  

	Instructional Strategies
Divide the class into small groups and assign a different decision-making style (e.g., analytical, abstract, conceptual, intuitive, creative, procedural, directive, etc.) to each. After researching its assigned style, each group should give a short presentation to the class about the decision-making style and methods for sales professionals to sell successfully to clients who make decisions in that manner. 

Then, each group should develop a sales presentation script to use with the sales presentation slideshow prepared in an earlier unit. Each group should conduct the sales presentation in front of its classmates as practice. The class should analyze each sales presentation and offer recommendations for improvement. Finally, the students should conduct their sales presentations for actual sales prospects. (This project is continued in future units.)

	Instructional Resources
Personal Selling Lesson
http://www.marketingteacher.com/personal-selling/
This lesson on the stages of the sales process includes a student handout, exercise and answer key.

Selling Class Notes
Approaching the Prospect: http://www-rohan.sdsu.edu/~renglish/377/notes/chapt09/index.htm
Asking Questions and Listening: http://www-rohan.sdsu.edu/~renglish/377/notes/chapt10/index.htm
Closing the Sale: http://www-rohan.sdsu.edu/~renglish/377/notes/chapt13/index.htm
Handling Objections: http://www-rohan.sdsu.edu/~renglish/377/notes/chapt12/index.htm
Preparing for an Effective Presentation: http://www-rohan.sdsu.edu/~renglish/377/notes/chapt11/index.htm
These class notes, developed by a San Diego State University professor, address important components of the selling process.



The Selling Process Tutorial
http://www.knowthis.com/the-selling-process
This online tutorial explains steps in the selling process, starting with generating sales leads and ending with closing the sale.





	Career Field
	Business and Administrative Services, Finance and Marketing

	Course Name
	Professional and Technical Sales

	Description
	In this course, students will demonstrate sales processes and techniques used in a business-to-business environment. They will develop, grow, and maintain positive business relationships. Students will monitor trends and the business environment to determine the impact on their sales, customers, and competitors. They will negotiate and adjust prices and sales terms. Students will manage sales activities and territories. Technology, employability skills, leadership and communications will be incorporated in classroom activities.

	Unit 10
	Follow-Up Activities
Students will complete sales paperwork, gather feedback from stakeholders and complete post-sales follow-up activities.

	Outcome
	1.2	Leadership and Communications: Process, maintain, evaluate and disseminate information in a business. Develop leadership and team building to promote collaboration.

	Competencies
	1.2.12	Use technical writing skills to complete forms and create reports.
1.2.13	Identify stakeholders and solicit their opinions.

	Outcome
	3.2	Relationship Management: Apply techniques and strategies to develop, maintain and grow positive relationships with employees, peers and stakeholders.

	Competencies
	3.2.11	Manage internal and external business relationships to foster positive interactions, and strategically plan and leverage business relationships for growth.

	Outcome
	3.3	Business Communications Management: Apply strategies and procedures to plan, create, implement, and evaluate internal and external company communications.

	Competencies
	3.3.4	Implement strategies to solicit feedback.

	Outcome
	5.11	Selling: Determine client needs, wants and fears; and respond through planned, personalized communication that influences purchase decisions and enhances future business opportunities.

	Competencies
	5.11.9	Conduct post-sales follow-up activities to foster ongoing relationships with customers or clients (e.g., follow-up strategies, sales reports, post-sales service, client feedback, self-assessment of performance, ongoing client relationship).

	Instructional Strategies
During and after their sales presentations to sales prospects, students should complete necessary sales paperwork, business records, thank you notes, follow-up correspondence, etc.  After the class has finished selling its products, students should develop and conduct a post-sales assessment with stakeholders (e.g. students, customers, community members, administration, charitable organization, etc.) to gauge the effectiveness of the students’ sales program. (This project is concluded in the next unit.)

	Instructional Resources
Building Relationships with Total Customer Service
http://www-rohan.sdsu.edu/~renglish/377/notes/chapt14/index.htm
These class notes, developed by a San Diego State University professor, examine the importance of quality follow-up in building ongoing relationships with customers and clients.

Earn Sales Referrals
http://career-advice.monster.com/in-the-office/workplace-issues/earn-your-sales-referrals/article.aspx
This article explains the purpose of and means to solicit feedback and referrals from customers after the sale.






	Career Field
	Business and Administrative Services, Finance and Marketing

	Course Name
	Professional and Technical Sales

	Description
	In this course, students will demonstrate sales processes and techniques used in a business-to-business environment. They will develop, grow, and maintain positive business relationships. Students will monitor trends and the business environment to determine the impact on their sales, customers, and competitors. They will negotiate and adjust prices and sales terms. Students will manage sales activities and territories. Technology, employability skills, leadership and communications will be incorporated in classroom activities.

	Unit 11
	Sales Management
Students will examine aspects of sales management, including forecasting sales, staffing a sales force and aligning sales with other marketing activities.

	Outcome
	3.2	Relationship Management: Apply techniques and strategies to develop, maintain and grow positive relationships with employees, peers and stakeholders.

	Competencies
	3.2.10	Share best practices with key individuals and groups within and outside the business.

	Outcome
	5.5	Market Planning: Utilize principles and tools to select an audience and to identify and select marketing strategies to reach targeted audiences.  

	Competencies
	5.5.10	Forecast sales, and establish sales goals.
5.5.14	Align sales plan and marketing plan.

	Outcome
	5.11	Selling: Determine client needs, wants and fears; and respond through planned, personalized communication that influences purchase decisions and enhances future business opportunities.

	Competencies
	5.11.10	Plan sales activities to increase sales efficiency and effectiveness (sales quotas, strategies to win back former clients, sales-call patterns, sales terms, key accounts, sales plans).
5.11.11	Implement retail sales support activities that facilitate the sales process (delivery, packing and wrapping, special orders, gift certificates, returns or exchanges, retail sales documentation
5.11.12	Staff sales force to meet customer and organizational objectives (structure of department, sales force size, sales territories).
5.11.13	Develop a system to guide sales staff to improve their success rate and to minimize staff turnover (e.g., sales-training needs, sales training, motivation strategies, field accompaniments, sales meetings).
5.11.14	Develop a system to control sales activities to meet sales goals or objectives (setting sales quotas, analyzing sales reports, monitoring sales performance, designing incentive programs, managing under-performance).

	Instructional Strategies
At the conclusion of the sales project, each student should develop a reflective summary of the sales project.  This summary will be used as a reference for the same/similar project in the future.  The reflective summary should identify the lessons learned from this project and share best practices for sales success to students completing this project in the future. 

Ask students to assume that they are the sales manager for the previous project.  Have them identify how they would manage the class sales force, what goals they would set, and how they would address under-performance of salesforce.  Have students generate and analyze a sales report for the project.   Have students forecast sales as if they were continuing sales of the product.  Finally, have students make recommendations for changes in how the sales were completed.
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	Instructional Resources
Personal Selling and Sales Management Class Notes
http://www.udel.edu/alex/chapt20.html#follow
These class notes from the University of Delaware address many aspects of personal selling and sales management. The components that are most appropriate for this unit begin with Management of the Salesforce.

Sales Management Notes
http://www-rohan.sdsu.edu/~renglish/377/notes/chapt16/index.htm
These notes, developed by a San Diego State University professor, discuss the basics of sales management, including the importance of sales management, selecting a sales manager, managing employees, sales management activities and evaluating sales performance.




