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The student will be able to:

Agribusiness Need for Salesmanship 3
Express the need for highly qualified, ethical 

salespeople.

Tools of a Professional Salesperson 3
Involves salesperson need for organization, time 

management, and record keeping.

Types of Sales 2
Define customer-initiated, pyramid and creative 

selling.

Use the benefits and features of a product and use 

them as a base for comparative selling.

Sales Strategies and Plans 4
Describe techniques used to launch successful sales 

campaigns.

Sales Strategies and Plans

Types of Sales

Organization and Record Keeping

Four Basic Steps to a Sale

Training Requirements of a Sales Career 3
List steps involved to becoming an effective 

salesperson.

5
Name sources of product information and how they 

may effectively be used.
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* Course Outcomes will be used in the Assessment Software for Outcomes Assessment. Limit to 3 - 5.

COURSE OUTCOMES* At the successful completion of this course, students will be able to:
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Group Selling Techniques 4.5
Discuss how to plan a successful group meeting and 

how to give an effective sales presentation.

Organization and Record Keeping 3
List steps used to become better organized with 

sales paper work.

Four Basic Steps to a Sale 5 List steps involved in initiating and closing a sale.


