Advanced Professional Selling
MKG425  –  Whitinger Building, Room 310 – 11 to 11:50am
Instructor Information
Dr. Jessica Zeiss, PhD
Marketing Department
Ball State University, Muncie, IN
MKG425 | Fall 2026
Instructor Contact Information:


1

Jgmikeska@bsu.edu
https://bsu.instructure.com
Office Hours Mondays & Wednesdays 7:30   to 9am and 11:50am to 1:20pm by appointment.
Sales Mentoring/Coaching Hours Saturdays and Sundays by appointment.
Office:  Whitinger Building, Room 315 765/285-5372
Zoom:  650 194 2154
Instructor Bio: 
With over 20 years of experience in sales, I have a comprehensive background in both B2B and B2C environments. I have taught collegiate sales at the undergraduate, graduate, and executive levels for four top universities. I have consulted in salesforce negotiations, leading to the most extensive sales resume in the Miller College of Business. In addition to my responsibilities at Ball State, I am actively engaged in academic publishing. My manuscripts on sales science have been selected for publication by editors for international audiences, and I serve as the Abstract Writer for the international and renowned Journal of Personal Selling & Sales Management.

Course Information
Course Description
This course revolves around B2B selling. The main objective is to learn and perform the eight steps of the selling process, e.g., identify the customer’s needs, address customer concerns, illustrate how the product fulfills those needs. As such, this course focuses on the formulaic process of selling.



This course is an Experiential Immersive Course, as the following details:
To foster deep experiential learning, my teaching approach immerses students directly in real-world scenarios, such as having them play the role of a Gartner salesperson across multiple assignments. By selling the technical "Gartner for CIOs" dashboard product—offered by one of our sponsoring Selling Center Partners—students engage in gamified selling through scenario-based play that directly bridges classroom theory and critical thinking. Steps are taken to ease student stage fright during these high-stakes interactions, allowing students to navigate unexpected, confrontational objections at a comfortable distance while sharpening the higher-order thinking needed for competitive success.
[image: Experiential immersive components of course.]
Additionally, please consider the following course information.
· Freedom of Expression.  In this course, we are committed to fostering a learning environment that values intellectual diversity, encourages free expression, and promotes open inquiry. As members of the Ball State Community, we treat each person in the Ball State community with civility, courtesy, compassion, and dignity and respect and learn from differences in people, ideas, and opinions. Please review Ball State University’s Statement on Freedom of Expression, the resources on Ball State’s Freedom of Expression webpage, and Ball State’s Beneficence Pledge.
· This course and University alike are committed to ensuring that all members of the community are welcome, through valuing the various experiences and worldviews represented at Ball State and among those we serve. It and we promote a culture of respect and civil discourse. If you need course adaptations or accommodations because of a disability, please contact the instructor of record as soon as possible. Ball State's Disability Services office coordinates services for students with disabilities; documentation of a disability needs to be on file in that office before any accommodations can be provided. Disability Services can be contacted at 765-285-5293 or dsd@bsu.edu.

Prerequisites
Prerequisite or parallel: MKG 325.
Course Objectives
Above and beyond sales knowledge, successful students will be proficient in… 
· identifying cultural, contextual, internal, and external influences on selling,
· applying problem solving skills to address information needs of organizations,
· utilizing appropriate technology, tools, and decision-making techniques,
· evaluating the ethical dimensions of business decisions within the sales process,
· aligning skill mastery with current industry needs, and
· contributing our newly found sales skill to community good.
Course Modality/Structure
This is a flex course, which means Monday and Wednesday meetings have required,  in-person attendance and Fridays are virtual and optional. More detail is provided in the “Where?” column of the following schedule.
Course Time Commitment
It is expected that students will spend approximately 2 hours of study time outside of class for every one hour in class. 

Required Course Materials
No additional purchases necessary.
Course Assignments and Assessments
Course Assignments
Please see the semester course  schedule below. 
· Grade weights are never applied, and grading scales and rubrics are always available ahead of time at the assignment page of our course Canvas website. 
· Late assignments are not graded and receive 0 points. 
· Claiming a submission  was confusing – even if several agree – after the due date while not also communicating such to the Instructor ahead of time cannot serve as justification for a new request, such as a redo, higher grade, etc. I cannot clear up confusion if you don’t communicate with me.

[image: Breakdown of course points.]

Assignment and Examination Schedule
See schedule below

[image: Semester schedule.]
The following is the final grading scale.

	Letter Grade
	Percentage Lower Bound

	A
	93%

	A-
	90%

	B+
	87%

	B
	83%

	B-
	80%

	C+
	77%

	C
	73%

	C-
	70%

	D+
	67%

	D
	63%

	D-
	60%

	F
	<60%


Course Statements and Policies
Participation Policy
· This course is designed with weekly activities, discussion, and other forms of regular collaboration and communication.
· It is recommended that you log into your course three to four times a week and check your official Ball State email account daily to view announcements and prepare for class.
· Complete all assignments, quizzes, and any other activities by the stated due dates. Again, late submissions will earn no points and not be graded. And claiming a submission  was confusing after its due date while not also communicating such to me ahead of time cannot serve as justification for a new request. To reiterate, you are expected to complete your quizzes, worksheets, discussions, etc. independently and in completion. You are not waiting for an Announcement to begin, etc.  

Feedback Policy
· I will respond to email from your official Ball State email address within 24 hours during week days (Monday-Friday).
· I will grade your assignments approximately 5 days after submission, except those due in the final quarter of the semester and requiring more depth consideration.
· Contact me directly if you have questions or concerns about your performance in class.
· Also, students lose 7.5% of earned points when assignment submitted incorrectly .

Late or Missing Assignments
· There is no late work. 
· Documentation of a necessary absence (not a job interview, dental procedure, scheduled medical event, etc.) emailed to jgmikeska@bsu.edu within three weeks of the missed assignment will allow me to calculate your grade without the missed assignment(s). 
· Do not perform work ahead of time. I prefer you in class each required meeting. 
· You get three freebies:  Towards the end of the semester, I will replace the grade of three of your lowest quiz grades with 100%, whether missed or performed poorly. This means you could miss three quizzes without it affecting your grade.

Incomplete Attendance
· Arriving 10% or more late to class will earn at most 50% of what is submitted (despite arriving late) – unless I also arrive 10% or more late.
· Leaving before all material is taught will earn at most 50% of early submission.

Assignment Submission Policy
· Please see this column of the schedule. Take note also that omitting a substantial part of the assignment will most likely lead to a 0 grade since the assignment was altered. This would include, for example, picking up and submitting only one page of a multi-page quiz.

Grading Policy
It is my policy that appropriate evaluation of your academic performance is an integral part of your learning experience. In the absence of mistake, fraud, bad faith or incompetence, I will be the key decision-maker on the assignment of grades. Late submissions are not graded as well as assignments performed or submitted largely outside instructions (choosing your own product to pitch, selling to yourself, etc.). For information concerning grade appeals, consult the Ball State website. Finally, skipping discussing course concerns with the Instructor will likely lead to the Marketing Department Chair requesting from you a list of questions for which the Instructor has not already answered. 
University Policies
The Miller College of Business is committed to ensuring that every student who graduates with a business degree is competent in five areas that are crucial to success in business. These learning goals can be easily remembered with the acronym C-KITE. As part of the business curriculum, this class will advance your experience with these goals in the following way:
Communication:  Graduates will be able to communicate appropriately in a professional context.
· Graduates of the Miller College will be effective oral communicators who can: Organize a presentation; use transitions; avoid verbal pauses; maintain audience interest; use eye contact, body language; and use visual aids effectively
· Graduates of the Miller College will be effective written communicators who can: introduce the main idea; provide closure consistent to the main idea; use content to support the main idea; use transitions and emphases; maintain connections between ideas; use organizational structure effectively (paragraphs, flow); effectively use diction and conventions; be free of spelling and grammatical errors.
· Students will develop oral communications in this class through sales Role Plays and the final sales presentation. Students will develop written sales skills by preparing a professional sales visual and a sales call plan. 
Knowledge: Graduates will have functional area knowledge.
· Graduates of the Miller College of Business will have basic knowledge of Marketing
· Students will develop a basic knowledge of marketing in the class through class lectures and Exams which review not only sales terminology and concepts, but also a review of basic marketing terms and concepts. 
Integration: Graduate will be able to integrate business knowledge in decision making.
· Students will use effective questioning techniques, knowledge of buyer behavior, effective communication skills, and strategic selling strategies to assess buyers’ needs and offer a solution to satisfying those needs in a simulated sales call.
Technology: Graduates will be able to work effectively with appropriate technology.
Ethics: Graduates will be able to recognize and resolve ethical dilemmas.
· Graduates of the Miller College of Business can identify an ethical dilemma in a business situation
· Graduates of the Miller College of Business can suggest ethical solutions to this dilemma

Through lectures, students will learn proper ethical behavior given a variety of possible ethical situations facing them in their educational setting as well as in sales situations when interacting with customers, employers, and other employees. 
Diversity Statement
Ball State University aspires to be a university that attracts and retains a diverse faculty, staff, and student body. We are committed to ensuring that all members of the community are welcome, through valuing the various experiences and worldviews represented at Ball State and among those we serve. We promote a culture of respect and civil discourse as expressed in our Beneficence Pledge and through university resources found here.

Disability Statement
If you need course adaptations or accommodations because of a disability, please contact the instructor of record as soon as possible. Ball State's Disability Services office coordinates services for students with disabilities; documentation of a disability needs to be on file in that office before any accommodations can be provided. Disability Services can be contacted at 765-285-5293 or dsd@bsu.edu.

Attendance
Because faculty may be asked to provide the last date of attendance for a student in association with financial aid requirements, attendance will often and informally be logged but not for course points.

Title IX
· Ball State University is committed to providing a safe and inclusive learning environment for all students. If you or someone you know has experienced sexual harassment—including sexual assault, dating violence, domestic violence, or stalking, please know that you are not alone. The University offers support services and resources. For more information or to report an incident, please visit www.bsu.edu/titleix or contact the Title IX Coordinator at 765-285-1545 or at titleix@bsu.edu 
· As your instructor, I am a mandatory reporter under the Title IX policy and required to report any information I receive about possible sexual harassment. This includes information shared in class discussions, assignments, or private conversations.
· What happens after I report? The Title IX Coordinator will email the person who experienced sexual harassment (complainant) and invite them to schedule a meeting. If the complainant chooses to meet with the Title IX Coordinator,
· Title IX Coordinator will offer supportive measures (e.g., counseling, extensions on deadlines, course-related adjustments, changes to work or class schedules, and/or referrals to campus offices), review the policy, and discuss options to move forward.
· The Counseling Center.  The Ball State University Counseling Center offers free and confidential services to all students. The Counseling Center is located in Lucina Hall, Room 320. To schedule an appointment, you can contact us at 765-285-1736. Ball State also offers a 24/7 Crisis Line, which can be reached at 765-285-HOPE (4673). The Crisis Line is a mental health resource for those who are struggling with any mental health concerns, including thoughts of self-harm and/or suicide. At the Ball State Counseling Center, we see students for a variety of reasons, some of which include homesickness, relationship concerns, anxiety, and depression. At your first appointment, you will work with a therapist to create a plan that will connect you with resources that best fit your needs. We assist students with getting connected to therapy at our Center as well as connecting students to self-help resources, other on-campus resources, and community-based resources. All Ball State students also have access to several on-demand, self-help resources through a variety of different platforms. All of these resources, including a direct link to our website, can be found at https://linktr.ee/bsucc. 
· If a complaint is filed by the complainant or the University, an investigation will begin following University policy.
Ball State Academic Ethics
Honesty, trust, and personal responsibility are fundamental attributes of the university community. Academic dishonesty and other forms of academic misconduct threaten the foundation of an institution dedicated to the pursuit of knowledge and will not be tolerated. To maintain its credibility and reputation, and to equitably assign evaluations of scholastic and creative performance, Ball State University is committed to maintaining a climate that upholds and values the highest standards of academic integrity. Visit the complete Student Academic Ethics Policy. 

Plagiarism Policy
Plagiarism is not acceptable, unless otherwise indicated for all assignments, you must work independently by yourself. Sharing of files is not permitted for any reason. Cheating includes consulting, discussing, examining, possessing, or using others’ work for assistance with assignments, quizzes, exams, or other submissions for any reason. Cheating also includes theft or attempted theft of exam/quiz questions or possession of exam/quiz questions prior to the time of examination, even if you decide not to rely on such when completing the submission. Cheating also includes dishonest formatting of documents. To further define cheating:  you cannot work or consult with anyone on any of the assignments, exams, quizzes, or other submissions in this course, unless specifically directed to do so by me.
· Finally, use of AI is only allowed when the single, given worksheet in question clearly instructs such use.
Potential Violations
Some examples of academic integrity violations Ball State documents include 
· Working with another person on any assignment other than authorized group projects. 
· Sharing/allowing others to access your files, whether done with permission or not. 
· Use or possession of a file created by someone else. 
· Reusing work from another semester, course, or section. 
· Fraudulent submission of work. 
· Using unauthorized materials during Exams. 
· Impersonating someone else or having them impersonate you. 
· Making fraudulent or dishonest statements regarding your work. 
· Soliciting others to complete work for you. 
· Posting course files and resources on study or content sharing websites. 
Canvas and Student Privacy
Canvas Accessibility
Canvas provides a user experience that is easy, simple, and intuitive. Special attention has been paid to making Canvas screen-readable. The Rich Content Editor encourages users to create accessible content pages (i.e. text formatting is accomplished using styles). Canvas is designed to allow limited customization of colors and schemes to be accessible for all users. The National Federation of the Blind granted Canvas the Gold Level Web Certification in 2010. Find more information by visiting the Canvas Voluntary Product Accessibility Template (VPAT). 

FERPA and Privacy
As a student, your educational records are considered confidential. Under FERPA (Family Educational Rights and Privacy Act), your records are confidential and protected. Under most circumstances, your records will not be released without your written and signed consent. However, some directory information may be released to third parties without your prior consent unless a written request to restrict this is on file. You can learn more about student rights to privacy by reading Ball State's FERPA and Privacy and Protection. 

Video Conferencing Recording
In this class, software may be used to record live class discussions. As a student in this class, your participation in live class discussions may be recorded. These recordings typically will be made available only to students enrolled in the class, to assist those who cannot attend the live session or to serve as a resource for those who would like to review content that was presented. Students who prefer to participate via audio only will be allowed to disable their video camera so only audio will be captured. Students who prefer to listen only must disable their audio capability and visual camera. If you have concerns, please discuss these options with me. 
Academic Support Services
The Learning Center
The Learning Center offers free Tutoring and Academic Coaching for many courses at Ball State. Students can make appointments for online (Zoom) or in-person (NQ 350) appointments. To make an appointment, visit myballstate.bsu.edu and click on “Navigate” in the Academic Tools section, or just go directly to https://bsu.navigate.eab.com. 
Testing accommodations for students with disabilities are available for students who have received the appropriate documentation from Disability Services. Tests may be administered in the Learning Center.   
Supplemental Instruction is available in select courses. If you have an SI leader for your course, that person will provide students with information the first week of school regarding weekly study sessions. For more information about Learning Center programming, visit bsu.edu/learningcenter or call 765-285-1006. Follow us on Instagram: BallStateLC. 
The Writing Center
All writers improve with practice and feedback, so as a student in this course, you are encouraged to use the Writing Center (in Robert Bell 295 during weekdays, Bracken Library First Floor West in the evenings, or online during any of our regularly scheduled hours) to get additional feedback on your writing. The Writing Center offers free planning, feedback, and accountability sessions (in person and online) to all students composing essays, reports, reflections, research projects, web content, lesson plans, slideshows, poster presentations, resumes, and other digital or print texts. To schedule a free appointment to discuss your writing, go to http://www.bsu.edu/writingcenter. Online and in-person appointments are available; however, plan ahead because appointments book quickly!
The Speaking Center 
The Speaking Center is a free resource available to all members of the BSU community wanting to improve their public speaking abilities. We offer personalized coaching designed to help you become a more confident and effective speaker. Our trained coaches provide constructive feedback and support throughout the entire speech preparation process, whether you are in the early stages of brainstorming ideas and organizing your thoughts, or you need to practice your delivery and refine your message. The Center is in the David Letterman Communication and Media Building, room 302. To schedule an appointment, please access us through your Navigate app or use https://bsu.campus.eab.com/ to sign up for a time. Appointments are available both in person and on Zoom. Appointments are available in person, on Zoom, and in virtual reality (VR) for those interested in practicing in an immersive speaking environment. 

The Basic Needs Hub
If you are having difficulty affording enough food, do not have a safe and reliable place to sleep, and/or experiencing an emergency or crisis, help is available through the Basic Needs Hub.  The Basic Needs Hub has information, resources, and provides individualized support to students.  To talk with a supportive staff member about your experience, receive one on one assistance, or learn more about resources, you can submit a Basic Needs Assistance Form. 
Subject to Change Statement
This syllabus and schedule are subject to change in the event of extenuating circumstances.  
Recordings Statement
Meetings are recorded for replay, documentation, or illustration purposes..  
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Notes. Key high-impact learning tools include *Learning through play, * Scenario-based learning, and * Gamified learning, as indicated above.
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