
SPTA 290 – Revenue Generation in Sport
Spring 2026: MWF: 11 – 11:50am

Instructor Information: 
Mr. Eric Klosterman, MBA
Undergraduate Program Coordinator, &
     Associate Lecturer, Sport Administration
Email: elklosterman@bsu.edu 
Office: 360R
Office phone: 765-285-2275
Office hours:
	M: By appointment
	W 2-4pm
	**If these times don’t work, please email your availability.

Course Materials: (required)
Pierce, D.A., Popp, N.K., & McEvoy, C.D. (2017). Selling in the Sport Industry. 
ISBN: 978-1-4652-8596-6 

**Make sure to purchase course materials by the first week of school or risk falling behind.

Course Overview 
This course introduces students to the lifeblood of any sport organization – SALES! This semester, we will be partnering with Fort Wayne TinCaps, to offer you an experiential and entrepreneurial learning project. The first part of the class will be spent training you on how to sell tickets in sports. The second part of class will be devoted to working in the call center in HP 361 for the Fort Wayne TinCaps. After completing the entrepreneurial learning component of the course, for the remaining time in the course, you will learn more about sponsorship, and you will prepare sponsorship proposals. Throughout the semester you will also engage in a lead generation project at Ball State home games. 

Learning Goals 
1. To guide the student in the building of knowledge base of sport sales. 
2. To help the student develop effective interpersonal and communication skills as well as personal branding strategies. 
3. To demonstrate to the student how to apply sales principles. 
4. To generate an excitement and enthusiasm about sport sales. 
5. To provide the opportunity for students to cultivate leadership skills. 

Course Objectives 
1. Student will understand how to effectively prospect for new customers and understand the role of prospecting in the sales process. 
2. Student will gain confidence in ability to call a stranger on the phone.
3. Student will apply sales training from class and sport organization to make effective prospecting and sales calls. 
4. Student will understand the role of ticket sales in sport organizations and apply sales techniques to obtaining commitment from sport consumers. 
5. Student will learn the basics of successful fundraising strategy. 
6. Student will understand the role of sponsorship in sport organizations and apply sales techniques to obtaining commitment from corporate sponsors. 
7. Learner will improve his or her interpersonal communication skills and be comfortable interacting with professionals in the sport industry. 

Excused Absences: 
ATTENDANCE POLICY: 
Attendance will be taken throughout the semester.  You will not earn attendance points as part of class, but if you miss more than the number allowed, you will lose points from the total points throughout the semester. Three absences will ONLY be allowed without any penalty (there is a different attendance policy for the call center). Five points per an additional absence will be deducted from the final grade (this rule will be STRICTLY applied).

An attendance sheet will be passed around for you to sign in.

There may be in-class assignments that are randomly introduced and presented that will count as attendance for the day.

Late to Class: I will not start class until 11am.  Once the clock hits 11am, I will close the door.  At this time, you will be late once the door is closed.  Two late arrivals will equal an absence.  

University sponsored activities (e.g., athletic participation, band, ROTC, etc.) will be considered excused absences. Any student that anticipates missing class due to a university sponsored activity should discuss this policy with the instructor during the first week of class to be sure they clearly understand the policy. Students attending university-sponsored activities should inform the instructor before they miss class (every absence) to generate a plan to “catch up” on the work they will miss. If students do not inform the instructor of university-sponsored events before they miss class, the instructor reserves the right to consider the event an unexcused absence. Students must also supply documentation to confirm the sponsored activity prior to their miss.

Unavoidable medical situations will be considered an excused absence. This includes any emergency or prolonged illness that occurs during class time. Students must provide documentation from the facility addressing the medical issue. The documentation must include the time of the medical visit. Without documentation, no matter the medical event, the absence will likely be considered unexcused. A "family emergency" does not qualify as an excused absence unless it is an unexpected, unavoidable, medical emergency to an immediate family member and is accompanied by documentation verifying the medical emergency and the need for the student to miss class due to that emergency. The instructor reserves the right to count any claim of a family emergency as an unexcused absence.

Funeral and bereavement leave, as defined by the Ball State Student’s Bill of Rights and Responsibilities, will be considered an excused absence. Please note: “A student may contact the Office of Student Rights and Community Standards to request that an informational notice (without verification) be sent to the student’s instructor(s). The student will provide documentation to each instructor. Given proper documentation, the instructor will excuse the student from class and provide the opportunity to earn equivalent credit for assignments missed. If the student is not satisfied with the outcome, he or she may appeal as outlined in the Ball State University’s Procedure for Student Bereavement Appeals.” 

Students who choose to disrupt the classroom environment will be asked to leave. Therefore, be respectful to the instructor and other students: 
- Be on time and turn off your cell phone 
- Do not interrupt another student while he or she is speaking 
- Do not pack up your belongings until class is over 

Call Center Shifts
Missing a shift, arriving late, or acting unprofessionally in the call center or partnership with Ball State Athletics/TinCaps is unacceptable. If you do not show up on your assigned shifts (call center and Athletic partnership events), or show up late, you will automatically be deducted points based on the call center expectations/directions.  This experience should be treated as if it were your job.  We will occasionally have athletic/TinCaps staff members pop in, so we need to represent ourselves in a professional manner. 

Late Assignments 
Assignments are due by the day/time in Canvas. Exams/Quizzes and presentations will only be administered or given on the date/s listed. 

All late assignments should be submitted through the same Canvas submission link, or, if the link is unavailable, you should submit your late assignment through your instructor’s email (this is only as a last resort if you are still allowed within the framework of my late-assignment policy).  Please put “SPTA 290-First & Last Name” in the subject line if you are submitting your late assignment to my email. For each day (24-hour period) that your assignment is late, I will deduct 25% off your assignment grade on top of normal grading for that assignment.  For example, if a deadline is 11am on Monday, as of 11:01am on Monday – Tuesday 11am, the assignment will have a 25% penalty.  Starting Tuesday at 11:01am, it will jump to a 50% penalty…so on and so forth.

Email Etiquette: Emails need to include complete words and phrases with proper capitalization and punctuation. 

The Learning Center: The Learning Center offers free tutoring for most courses in mathematics, writing, and many of the other courses that are part of the University Core Curriculum. You’ll also find workshops and other group learning experiences that will help you achieve academic success. Call 285-1006 or visit NQ 350 to make an appointment. 

International Students: The Learning Center has tutors trained to address some of the challenges specific to International Students and if you are having trouble understanding information presented in class, you are encouraged to contact the Learning Center. Bilingual tutors may also be available upon request. 

Writing Center Information: Want extra feedback on your papers? The Writing Center is a community of Ball State students and faculty who value writing. Come and collaborate with one of our trained peer tutors on any project for any major. The Writing Center is a comfortable, supportive environment for writers from all communities and backgrounds. It is located in Robert Bell 295. We have both online and face-to-face appointments. To make an appointment go to www.ballstate.mywconline.com. 

Academic Integrity and Dishonesty: Students of the university must conduct themselves in accordance with the highest standards of academic honesty and integrity. Academic dishonesty by a student will not be tolerated in activity or academic areas and will be treated in accordance with the policy in the faculty handbook. Please refer to the specific sections in Undergraduate Rights and Responsibilities for information regarding academic honesty. These policies (including cheating on exams and plagiarism) will be strictly enforced. I will not tolerate cheating or plagiarism. Incidents of academic dishonesty will be prosecuted to the full extent within the university judicial process! Failure to follow these guidelines will result in an “F” for the course. 

Disability Services: Please share with me medical information you feel is important for me to know so that I may assist you in an emergency. Also, let me know if you may need special arrangements to evacuate the building. Make an appointment with me to discuss either of these matters. If you need course adaptations or accommodations because of a disability, please contact me during the FIRST week of the semester. You must communicate with me throughout the semester (not near the end of the semester), if something arises that could impact your grade/assignment/project/attendance/etc. 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.   

Title IX: Title IX makes it clear that violence and harassment based on sex and gender are Civil Rights offenses subject to the same kinds of accountability and the same kinds of support applied to offenses against other protected categories such as race, national origin, etc. If you or someone you know has been harassed or assaulted, here are available resources at Ball State University: 
• Title IX coordinator for Student Affairs, Katie Slabaugh, (765) 285-1545, kslabaugh@bsu.edu 
• Office of Victim Services, 2nd Floor Health Center, Room 205, Allison Wynbissinger, (765) 285-7844, adwynbissing@bsu.edu 
• Counseling Center, Lucina Hall, Room 320, (765) 285-1736 
• Police Department, 200 North McKinley Avenue, (765)285-1111 (911 from a campus phone), www.bsu.edu/police 


Course Withdrawal: There is only one withdrawal period. It extends from the 6th through the 45th day of classes during fall or spring semester. For fall and spring semesters, a student has the entire first week of courses to drop a course with no penalty. They do this through “Add/Drop/Registration” from Self Service Banner. After the first week, a student can withdraw from a course with a grade of “W” up until the decided upon withdrawal date. They accomplish this by completing a Withdrawal form and turning it in to the Registrar located in Lucina Hall. After this withdrawal date a student may only withdraw and receive a grade of “W” (instead of an “F”) if they are confirmed to have proper extenuating circumstances. 

Entrepreneurial/Experiential Learning: This course emphasizes an experiential learning opportunity as the core requirement of the class. You will be in the role of an account executive for the Fort Wayne TinCaps and responsible for selling tickets and ticket packages to individual consumers. For part of class you will attend class by “going to work” in the HP 361 computer lab, unless otherwise stated on the course schedule. 

During the lecture component of the course, I will use a variety of instructional methods including lecture, discussion, group work, in-class activities, out-of-class research opportunities, videos and other media, student presentations, role playing, case study, video conferences, and guest lectures. Lecture notes will be posted prior to the beginning of class. Canvas will also be used to distribute other assignments, review sheets, and readings. Each student is responsible for checking Canvas. 
 

Grading Scale  
	A: 92.5% and higher 
A-: 89.5%-92.49%
B+: 86.5%-89.49%
B: 83.5%-86.49%
B-: 79.5%-83.49%
C+: 76.5%-79.49%
C: 73.5%-76.49%
C-: 69.5%-73.49%
D+: 66.5%-69.49%
D: 63.5%-66.49%
D-: 59.5%-63.49%
F: 59.49% and lower
	



Grading Structure
Alumni Connections Program		35
Box Office Exp./Assignment		20	
Article Compilation Review		30
Quizzes (4 @ 10 points each)		40
Exam 1					100
Final Exam/Exam 2			50
Call Center				200
Sponsorship Proposal/Presentation	100
			





Tentative Schedule (Could change as we continue to work with Ball State Athletics)
	Day
	Month
	Date
	Topic
	Due

	M
	Jan.
	5
	Syllabus - Introduction to Sport Sales – Alumni Connections Program
	Read Ch. 1 & 2
AC – Part 1 Open
Box Office Assignment Open

	W
	Jan.
	7
	Chapter 1
Ch. 2 - Sales in Sport Organizations
	Read Ch. 4

	F
	Jan.
	9
	Chapter 4
	AC–Part 1 Due

	M
	Jan.
	12
	Chapter 4 (cont.)
Communication Notes

	Quiz #1 Open (Over chapters 1, 2 & 4) 
Read Ch. 11 & 12

	W
	Jan.
	14
	Prospecting
Chapter 5 - Opening B2C Relationship
	

	F
	Jan.
	16
	Fort Wayne TinCaps Training – Mandatory trip to Parkview Field
	Bus departs at 9am, SHARP
Quiz #1 Due

	M
	Jan.
	19
	No School - Martin Luther King Day
	

	W
	Jan.
	21
	Chapter 5 (cont.)/Needs Analysis
	

	F
	Jan.
	23
	Needs Analysis
	Read Ch. 5 & 7

	M
	Jan.
	26
	Needs Analysis (cont.)
	

	W
	Jan.
	28
	Chapter 8 – Presenting Solutions
	Quiz #2 Open (Over chapters 5, 7, 11 & 12) 

	F
	Jan.
	30
	CH. 8 – cont.
	Read Chapter 8

	M
	Feb.
	2
	Chapter 9 - Overcoming Objections
	Quiz #2 Due

	W
	Feb.
	4
	Overcoming Objections (cont.)
	Read Ch. 9 & 10 AC – Part 2: Initial email must be sent within 24 hours of receiving the pairing (Approx.)

	F
	Feb.
	6
	Overcoming Objections (cont.)
	

	M
	Feb.
	9
	Overcoming Objections (cont.)/Chapter 10 – Obtaining Commitment
	

	W
	Feb.
	11
	Chapter 10 – cont.
	Quiz #3 Open (Over chapters 8, 9, and 10

	F
	Feb.
	13
	Product Knowledge Quiz – In-Person

	Product Knowledge Quiz In-Class

	M
	Feb.
	16
	Role Play/Exam Review
	Quiz #3 Due 

	W
	Feb.
	18
	Exam 1 – Chapters 1-2, 4-5, 7-12 (No materials allowed)
	

	F
	Feb.
	20
	Computer Lab - Catch Up - Final Role-Play 
	

	M
	Feb.
	23
	Mandatory Class – Call Center Orientation – Meet in Computer Lab
Call Center – Week 1
	Call Center Reading Quiz #1 Open

	W
	Feb.
	25
	Call Center – Week 1
	

	F
	Feb.
	27
	Call Center Reflection #1 (Online during normal class time)
	Call Center Reading Quiz #1 Due 

	M
	Mar.
	2
	Spring Break
	

	W
	Mar.
	4
	Spring Break
	

	F
	Mar.
	6
	Spring Break
	

	M
	Mar.
	9
	Call Center – Week 2
	Article Compilation Assignment Open & Call Center Reading Quiz #2 Open


	W
	Mar.
	11
	Call Center – Week 2
	

	F
	Mar.
	13
	Call Center Reflection #2 (Online during normal class time)
	Call Center Reading Quiz #2 Due

	M
	Mar.
	16
	Call Center – Week 3
	

	W
	Mar.
	18
	Call Center – Week 3
	

	F
	Mar.
	20
	TBD – Potentially, No Class
	Article Compilation Review Due 

	M
	Mar.
	23
	Call Center – Week 4
	Call Center Reading Quiz #3 Open

	W
	Mar.
	25
	Call Center – Week 4
	

	F
	Mar.
	27
	Call Center Reflection #3 (Online during normal class time)
	Call Center Reading Quiz #3 Due

	M
	Mar.
	30
	Call Center – Week 5
Normal, In-person class - Introduce Sponsorship Proposal & Student Groups & Begin CH. 6 - Opening the Business-to-Business Relationship notes
	Call Center Reading Quiz #4 Open

	W
	Apr.
	1
	Chapter 6 cont.
	

	F
	Apr.
	3
	Online Reflection #4
Potential Class, or, Eric helping at the Final Four; Out-of-Class Sponsorship Group Project
	Call Center Reading Quiz #4 Due 
Read Ch. 6


	M
	Apr.
	6
	Eric at the Final Four Championship Day/Night; Out-of-Class Sponsorship Group Project
	AC – Part 3 is Open

	W
	Apr.
	8
	Sponsorship Sales
	Read Ch. 15

	F
	Apr.
	10
	Finish Sponsorship Sales Notes

	Quiz #4 Open (Over chapters 6 & 15)


	M
	Apr.
	13
	In-Class Sponsorship Group Project
	

	W
	Apr.
	15
	In-Class Sponsorship Group Project
	Quiz #4 Due; AC–Part 3 Due

	F
	Apr.
	17
	In-Class Sponsorship Group Project
	Final Electronic Sponsorship Proposal Due by the end of class

	M
	Apr.
	20
	Sponsorship Proposal Presentations
	

	W
	Apr.
	22
	Sponsorship Proposal Presentations
	

	F
	Apr.
	24
	Sponsorship Proposal Presentations
	

	M
	Apr.
	27
	Sponsorship Proposal Presentations // Final Exam Review
	

	T-F
	Apr. - May
	28-1
	Final Exam: TBA
	



**Note. The instructor reserves the right to make changes to the class schedule as the class progresses and circumstances arise. Students will be receive notice of any changes in class (make sure you are attending class). It is a student’s responsibility to accommodate any changes.  
