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BUAD 176

PROFESSIONAL SALES

3

Students study the sales process as it applies to the successful
selling of both goods and services to organizations. Students
explore and practice each step in the sales process through hands-
on interactive activities. The focus of this course is on building long-
term, mutually beneficial relationships established through trust and
ethical decision making. (also offered by Distance Education)
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No

No

Yes

3

Required — BBA & Diploma, Marketing and Management option

No

Credit may be received by passing a challenge exam
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Notes

Class participation
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BUAD 176 Professional Sales WINTER 2019
Course Schedule
Date Topic Textbook
Monday, January 7 - Classes Start
Monday, February 18 — Family Day (no classes)
Tuesday, February 19 - Friday, February 22 — Reading Week (no classes)
Friday, April 12 — Last Day of Regular Classes
Week of: Friday, April 19 — Monday, April 22 — Easter (no classes)
Course Introduction
1 Jan 7 Overview of Personal Selling Ch1l
2 Jan 14 | Building Trust and Sales Ethics Ch2
Understanding Buyers
3 Jan 21 Sales Assignment Part 1. Product Selection Due Ch3
4 Jan 28 | Communications Skills Ch4
5 Feb 4 | Strategic Prospecting and Preparing for Sales Dialogue Chs
6 Feb 11 Midterm review / Guest Speaker
Sales Assignment Part 2: Background Information Due
Monday, February 18 — Family Day (nho classes)
7 Feb 18 | Tuesday, February 19 - Friday, February 22 — Reading Week (no classes)
8 Feb 25 Febru_ary 28th- Mld—term Exam (Chapt(_ers 1-5) Ch6
Planning Sales Dialogues and Presentations
9 Mar 4 Sales Assignhement Part 3: Sales Dialogue
(Students must be present)
10 Mar 11 Sales Dialogue: Creating Customer Relationships Ch7
Addressing Concerns and Earning Commitment Ch8
11 Mar 18 Expan'dlr_lg Customer Relationships Ch 9
Negotiation
Adding Value: Self Leadership and Team Work
12 MET 22 Sales Assignment Part 4 Script Due Sunday March 31 Gl 1
. Sales Assignment Part 4: Role Play in class.
13 April 1 (Students must be present)
s Assignment Parts 4: Role Play in class.
14 dents must be present)
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BUAD 176 Professional Sales WINTER 2019

SKILLS ACROSS THE BUSINESS CURRICULUM

The Okanagan School of Business promotes core skills across the curriculum. These skills include reading, written and oral
communications, computers, small business, and academic standards of ethics, honesty and integrity.

STUDENT CONDUCT AND ACADEMIC HONESTY

What is the Disruption of Instructional Activities?
At Okanagan College (OC), disruption
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