Professional Selling
MKG 325
Online Only

Instructor:  Chris Wilkey
Office:  WB 309B
Email: cawilkey@bsu.edu 
Office Hours: By appointment via Zoom; please do not hesitate to call me or send me an email.

Recommended Text: SELL | 6th Edition Thomas N. Ingram/Raymond W. (Buddy) LaForge/Ramon A. Avila/Charles H. Schwepker/Michael R. Williams (ISBN: 978-1337408004) – CONNECT IS NOT NEEDED

If you need course adaptations or accommodations because of a disability, please contact the Office of Disabled Student Development (SC 307) for assistance and please let me know as soon as possible.

Course Description

This course introduces you to the role of personal selling in the business environment. Course content includes sales ethics and professionalism, persuasive communication, buying motives and the professional selling sales process.

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 campus community are welcome through our practice of valuing the various experiences and world views of those we serve. We promote a culture of respect and civil discourse as evident in our Beneficence Pledge. For Bias Incident Response information, go to http://bsu.edu/campuslife/multiculturalcenter/bias-incident-reporting or e-mail mc2@bsu.edu.

Course Pre-requisite: MKG 300 

Assignments

It is up to every student to stay on track and not fall behind. You must be self-motivated and disciplined to meet all due dates. Developing a routine is essential. All assignments are expected to be submitted by a specific time and date as posted on Canvas under the Assignments menu area. Assignments submitted late will receive no credit




Cheating

Don’t do it. If you do, you will receive a failing grade and I will have to fill out a lot of paperwork. Neither of us want that. 

Technology

Become familiar with the class interface as the semester begins and seek help if necessary. BSU
provides resources to help you. A lack of Canvas knowledge is not an acceptable excuse for
late or incomplete work. Technical problems related to computer connections, software, and/or equipment cannot be used as an excuse for failure to complete assignments or to participate online. If needed, alternate Internet connections and equipment are available through the University’s computer labs and Bracken Library, various other public locations, and peers. You are responsible for accessing these resources if your personal computer equipment is not working in sufficient time to meet assignment deadlines.


Grading and Assignments

The grading scale for this class is as follows:

	Letter Grade
	Minimum Percentage

	A 
	92% or 920 points

	A-
	90% or 900 points

	B+
	87% or 870 points

	B
	82% or 820 points

	B-
	80% or 800 points

	C+
	77% or 770 points

	C
	70% or 700 points

	D+
	67% or 670 points

	D
	60% or 600 points

	F
	0%



The final grade in this course will be calculated as follows. All grades will be posted on Canvas in a timely fashion.

	Activity
	Weight

	Discussions 
	10% or 100 points

	Quizzes
	10% or 100 points

	Assignments
	40% or 400 points

	Final Role Play
	30% or 300 points

	Total Grade
	100% or 1000 points




Weekly Discussions (100 points):

There are 10 discussions worth 10 points each. 

I don’t like to assign readings without a reason to do so. I have read this textbook and I think the information is extremely important. To ensure you are reading the textbook and processing the information, I will assign 10 different weekly discussion. These discussions will cover the materials in the videos and in the readings. 

Quizzes (100 points): 

There are 10 quizzes worth 10 points each. 

In addition to the discussion board posts, we will also have short quizzes over the main points for the week. Answers for these quizzes can be found in the videos, the readings, and other resources shared on Canvas.
Assignments (400 points): 

Each week, there will be sales-based assignments for you to complete. The points per week will vary, but it will average out to 40 points per week.

There is no better way to learn (in my opinion) than to get your hands dirty. 

That is the design behind these assignments. Each assignment will help you build skills to operate as a sales professional. My job is to make you ready for a career in sales and also to make sure you have the resources and skills needed to sell yourself to future employers. 

I expect you to push your creative boundaries and imagine this isn’t a business class. Business classes are rigid and make you study for a test (and you forget what you learn). Real life forces you to be creative and think outside of the box. This is your playground. If you screw up in class, I’ll give you constructive feedback. If you screw up at your job, you might lose it. Learn and grow now and use it as you advance in your career. 

Instructions for each assignment will be posted on Canvas. 

Final Role Play (300 points): 

To finish off the class, you will be completing a final role play with an industry professional. I will provide a list of professionals to connect with, but it is your job to schedule and record the role play. This takes some planning, so I will make sure you have it scheduled early in the summer semester. 

Exact details of the project will be posted on Canvas. 
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