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Fundamentals of Selling:  Customers for Life Through Service

Contact Hours (Minutes Per Week)

Approaching the customer
Presenting the good or service to the customer
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Handling objections

Managing the sales force
Closing the sale

None

Course Information Form

Prerequisites: None

Catalog Description: (40 
Word Limit)

Covers the various aspects of the personal selling process, including organizational buying motives, consumer behavior, approaching the 
customer, making the presentation, handling objections, sale closing techniques and managing the salesforce.

Clinical Practicum:
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The selling profession
Sales ethics and social responsibility

Pass/Fail (Y/N):

McGraw-Hill Irwin
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1. Describe the methods sales representatives use 
to develop leads and make an initial contact with a 
prospective customer.

Presenting the good or service to the customer 8
1. Identify the various sales presentation techniques 
and the advantages and disadvantages of each 
option.

Approaching the customer

ICCB Lab:

N/A

The student will be able to:

The selling profession 6
1. Describe the role of personal selling in the 
marketing mix and the career options available to 
sales professionals.

Sales ethics and social responsibility 8

1. Discuss the ethical issues facing sales 
professionals and how they impact an 
organization’s long-term relationships with its 
customers.
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Outcome Title

Selling Terminology

Bus Sales Presentat

Sales Data Mng Team

Ethics Cust  RelatCourse Outcome 4
Discuss the ethical issues facing sales professionals and how they impact an organization’s long-term 
relationships with its customers.

Secondary Laker Learning 
Competency Critical Thinking: Students connect knowledge from various disciplines to formulate logical conclusions.

*Course and program outcomes will be used in the software for outcomes assessment and should include at least 1 primary and 1 secondary Laker Learning 
Competency. Limit to 3-5. 

Primary Laker Learning Competency Creative Thinking & Problem Solving: Students think creatively to solve problems.

Managing the sales force 6
1. Discuss the challenges facing sales managers and 
analyze sales data.

1. Describe the common objections raised by 
prospects during a sales presentation and 
strategies for addressing them.

Closing the sale 6
1. Explain the various techniques for closing a sales 
call and what is meant by a trial close.

45

Handling objections 6

Course Outcome 3 Compute sales data in order to highlight relevant information for effectively managing a sales team.

Outcomes* At the successful completion of this course, students will be able to:

Course Outcome 1 Relate the common terminology utilized in the selling profession.

Course Outcome 2 Execute an effective business to business sales presentation.
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