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Syllabus 

Marketing 473-Personal Selling  

Fall Semester 2016   University of Illinois at Chicago 

9:30 – 10:45 am—Tuesday & Thursday, Lincoln Hall # 104 

 

Instructor:  Lou Ennuso      

E-mail: lou.ennuso@adeptia.com  (Do not send attachments; do not e-mail assignments). 

Office Hours & Location:  By Appointment Only  

Course Information: 3 hours. CRN # 12917.  

Prerequisite(s): MKTG 461 or consent of the instructor.  

 

 

Course Description and Objectives: 
This course will be an overview of professional selling with an emphasis on the sales process.  Areas to 

be covered will include buyer/seller interaction, and sales as a career.  The course is designed for the 

student to gain a greater appreciation, understanding, and respect for sales, especially the interpersonal 

communication process.  The student should also gain a better understanding of how sales fits into the 

overall marketing function and the organization as a whole.  

Students will learn to: 

 Compare and contrast the personal selling processes of different organizations. 

  Identify fundamental components of the strategic selling process, consultative style selling, and  

partnership selling.  

 Illustrate basic framework of different sales organization types. 

 Explain the role of leadership in motivating a sales force.  

 Develop a sales forecast and budget for a project. 

 Integrate ethical considerations into sales behavior 

 

 

Three Reasons to Take Professional Selling: 
 

I. Long-term career preparation 

For students aiming their life towards a career in sales this class will expose you to the realities of that 

career.  It will be your opportunity to begin the process of becoming a professional salesperson.  There 

are many rewarding and profitable opportunities in sales.  But, just as in any profession, you must prepare 

yourself.  This class will help you understand and begin to master some of the fundamentals of the selling 

profession.   

 

II. Getting your foot in the door 

The second group of students that will benefit from this class include those who see sales as a way to 

start or accelerate their career.  It is a fact that many entry-level positions are in sales.  It’s also true that 

many firms expect all management candidates to have "field" experience.  Sales can be your “foot in the 

door” at many firms.  By studying and understanding how business relationships are created and 

maintained you will be ready to jump-start your career.  

 

III. Job security 

Lastly, there are the students who are not expecting to find themselves directly in the role of salesperson, 

but understand that all employees are expected to help their firm maintain the firm’s business 

relationships.  Accountants, architects, engineers, advertising specialists, logisticians, purchasers, 

financial analysts and many others are being teamed up to help the firm craft solutions to its customers' 
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problems.  Direct customer contact and relevance is highly valued.  The employee, who is not only 

competent in their specialty but can also help a firm build and maintain relationships will find much 

greater job security. 

 

Required Reading:   

(1) The Spin Selling Fieldbook, by Neil Rackam, 1996, McGraw-Hill, ISBN 0-07-052235-9. 

(2) Additional required reading material will be distributed during the course. 

 

 

 

Overview of Course Work 
 

The course work is intended to fully engage you in realistic personal selling situations as an individual 

and as well as member of a team, and your participation will be as a seller, a buyer, and an observer. 

Approximately half the class will be formal lecture. The majority of the class will be learning-by-

doing.  

 

Role Playing: Individual Work – Multiple role playing situations in which you will qualify a prospect, 

demonstration a product, or/and handle objections and closing the sale. Each assignment includes the 

following three components: 

(1) write a script 

(2) role play performance that may be video-taped 

(3) evaluate your role play videos and observer comments 

 

Observer – Only two students or two teams will be engaged in the presentations for the individual and 

team work stated above. The remaining students will be observers and be given feedback forms to 

assess the performance of the individual or teams presenting. Observer feedback will be graded based 

on the quality of the feedback, such as, whether the feedback is constructive, meaningful, reflective, 

and has written comments. Observing and evaluating are a significant part of your learning activities in 

this course. By observing and evaluating, you will learn from other students errors as well as 

achievements.   
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MKTG 473 

Class Schedule 

Fall 

2016 
General schedule for covering the chapters from The Spin Selling Fieldbook.  

 NOTE: As stated on page 1 under “Required Reading,” there will be additional 

required reading material distributed during the course.  

08/23  Review syllabus and assignments 

08/25  The Spin Selling Fieldbook                                                                     

 Read / Chapter Assignment 1-4 

08/30  The Spin Selling Fieldbook                                                                     

 Read / Chapter Assignment 5-8 

09/01  The Spin Selling Fieldbook                                                                     

 Read / Chapter Assignment 9-13 

09/06  Review Spin Model -  Quiz on chapters 1-4 

09/08  Role Play #1 

09/13  Role Play #1 

09/15  Review Spin Model-  Quiz on chapters 5-8 and Role Play #1 

09/20  Role Play #1 

09/22  Role Play #1 

09/27  Role Play #1 

09/29  Role Play #1 

10/04  Review Spin Model-  Quiz on chapters 9-13 and Role Play #1 

10/06  Review Spin Model -  Quiz on All chapters  

10/11  Role Play #2 

10/13  Role Play #2 

 

 

 

10/18  Role Play #2 

10/20  Role Play #2 

10/25  Role Play #2 

10/27  Role Play #2 

11/01  Role Play #3 

11/03  Role Play #3 

11/08  Role Play #3 

11/10  Role Play #3 

11/15  Role Play #3 

11/17  Role Play #3 

11/22  Discussion on Final Role Plays 

11/24  Thanksgiving holiday. No classes. 

11/29  Final Role Plays / Presentations 

12/01  Final Role Plays / Presentations 

12/06  Final Role Plays / Presentations 

12/08  Final Role Plays / Presentations 
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Grading: Individual Presentations (3)            20% 

  Quizzes and Final Quiz      25%                           

                        Class participation                                                    15%                                                                 

  Final exam (role play)        40% 

                            

      Total              100% 

 

* Peer evaluation at the end of the semester as well as the instructor’s 

assessment during the semester will be used to determine the student’s 

individual grade for the team work.   

  

CLASS POLICIES AND NOTES 

 

This syllabus is subject to change during the semester. Changes will be announced in class.  

 All students are responsible for making the changes to their class outline. 

 

1. A comprehensive makeup examination will be scheduled for those students with 

EXCUSED absences from interim examinations.  Excused absences are allowed for 

family deaths, serious personal illness, or other situations that are beyond the student’s 

control.  

2. NO CREDIT will be awarded for exercises/projects TURNED IN LATE 

3. Attend class. Habitual absences will be noted through attendance checks. 

4. Full credit will not be automatic on assignments turned in for points.  NEATNESS, 

CLARITY, COMPLETENESS, AND PROFESSIONALISM will be considered. 

5. Chapters will be discussed in the order shown in the Course Outline.  However, the 

dates may vary depending on the related class discussion and activities. 

 

Policies: 
 

Attendance:  It is expected that students will attend each class.  If you do not provide a reason for your 

absence I will record your absence as unexcused. Be on time and be prepared to get full credit for 

attendance.  

 

Participation:  This course is designed to foster class discussion and interchange of ideas.  The key to 

this approach is that students prepare before class and are willing to share their viewpoints.  Class 

participation points will be based on each student’s daily contribution to class discussion.  Students are 

expected to volunteer comments and questions; in addition, students will be chosen at random to 

contribute to the discussion or to answer questions.  Students who are unprepared or unwilling to 

contribute to the class discussions will receive lower class participation grades.  

   

Major Assignments:  Written and oral presentation assignments are due on the date assigned.  Late 

assignments will be assessed a one-grade reduction for each day late.  

Examination:  Test questions will include multiple choice, true/false, short answer, and essay.  Lectures, 

text material, and all in-class work may also be included on the exams. Only in extreme cases will a 

MAKE-UP exam be given.  

Video Taping: All “role playing” by individual students and sales proposal presentations by teams will 

be video-taped for analysis by students and the professor as well as used for grading the role playing 

and presentations.   
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Course Evaluations  

Because student ratings of courses provide very important feedback to instructors and are also used by 

administrators in evaluating instructors, it is extremely important for students to complete confidential 

course evaluations online known as the “Campus Program for Student Evaluation of Teaching” 

evaluation. Near the end of the semester, you will receive an email from the Office of Faculty Affairs 

inviting you to complete your course evaluations and will receive an email confirmation when you 

have completed each one. Please save and email your confirmation email to me. Your answers will 

remain completely confidential, as student names will never be linked to the feedback they provide. 

 

  

Accommodations for Students with Disabilities:  

Concerning disabled students, the University of Illinois at Chicago is committed to maintaining a 

barrier-free environment so that individuals with disabilities can fully access programs, courses, 

services, and activities at UIC. Students with disabilities who require accommodations for full access 

and participation in UIC Programs must be registered with the Disability Resource Center (DRC). 

Please contact DRC at (312) 413-2183 (voice) or (312) 413- 0123 (TDD).  . More information may 

also be found at the DRC Website located at 

http://www.uic.edu/depts/oaa/disability_resources/index.html. Students requesting accommodation 

must provide each instructor with a letter outlining the specific accommodations requested for a 

specific course. These letters are developed by the DRC in coordination with the student and presented 

to the instructor by the student prior to the start of each semester.  

 

Academic Integrity: 

 

This course and its associated coursework are being administered under the policies of the University 

of Illinois at Chicago (UIC) College of Business Administration Honor Code. All students are 

expected to respect and uphold the Honor Code found at this link: http://catalog.uic.edu/ucat/colleges-

depts/business-administration/#j4.  

In keeping with CBA policy, evidence of academic dishonesty may result in a failing grade for the 

course and disciplinary review by the University. Academic dishonesty includes, but is not limited to, 

cheating (giving or receiving aid), fabrication/falsification, plagiarism (including not accurately 

referencing source material), bribes, favors or threats, examination by proxy (taking an exam for 

someone else), grade tampering and submitting non-original works authored by someone other than the 

student. Refer to the student handbook or Student Disciplinary Procedures for definitions and details:  

http://www.uic.edu/depts/dos/docs/Disciplinary%20Actions.pdf  

For a complete review of UIC policies regarding intellectual integrity and academic honesty, please 

visit: http://dos.uic.edu/studentconductprocess.shtml 

 

 

 

 

 

http://www.uic.edu/depts/oaa/disability_resources/index.html
http://catalog.uic.edu/ucat/colleges-depts/business-administration/#j4
http://catalog.uic.edu/ucat/colleges-depts/business-administration/#j4
http://www.uic.edu/depts/dos/docs/Disciplinary%20Actions.pdf
http://dos.uic.edu/studentconductprocess.shtml
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Understanding the Student Conduct Process 

 

What is it? 

 

The Student Disciplinary Policy is the University's process to handle allegations of misconduct by 

UIC Students.  The Student Disciplinary Policy addresses both academic misconduct (such as 

plagiarism, cheating, or grade tampering) and behavioral misconduct (such as theft, assault, under-

age drinking, and drug-use.) 

The main purpose of the Student Disciplinary Policy is to insure that students receive due process - 

which means that every student should have a fair opportunity to express their side of the story 

before any decisions are made about their disciplinary case.  The Student Disciplinary Policy was 

designed to be educational in nature. 

  

How It Works 
When a complaint is filed about a student, a Referral Review Committee will evaluate academic 

cases and behavioral misconduct cases are reviewed by the Dean of Students in Student 

Affairs.  The Referral Review Committee is made up of at least one faculty and student 

representative from the UIC Senate and a representative from the student's college.  Neither the 

complainant nor the student are present, but the student is welcome to submit a statement to either 

the committee or the Dean of Students to be included with their case. 

  

After a case has been reviewed, a decision is made on a number of possible options including that a 

hearing be held.  If a case is sent to a formal hearing, the student will be notified as soon as 

possible.  On the day of the hearing, both the complainant and the student are present to discuss the 

case with a hearing panel.  Hearing panels will include faculty, staff and/or student representatives. 

  

Once the case has been heard, the panel will decide if the student is responsible for the charges and, 

if so, what types of sanctions are appropriate. 

  

Students found responsible for misconduct are given the option to file an appeal.  Grounds for 

appeal are listed in the Student Disciplinary Policy. 

 

http://www.uic.edu/depts/dos/docs/Student%20Disciplinary%20Policy%202011-12%20Final-1.pdf
http://www.uic.edu/depts/dos/docs/Student%20Disciplinary%20Policy%202011-12%20Final-1.pdf
http://www.uic.edu/depts/dos/docs/Student%20Disciplinary%20Policy%202011-12%20Final-1.pdf
http://www.uic.edu/depts/dos/docs/Student%20Disciplinary%20Policy%202011-12%20Final-1.pdf
http://www.uic.edu/depts/dos/docs/Student%20Disciplinary%20Policy%202011-12%20Final-1.pdf

