
Marketing 481: Sales Management 

Spring Semester, 2016 

CRN 36956 

THE UNIVERSITY OF ILLINOIS - CHICAGO 

 College of Business Administration 

 

Instructor: Ann Trampas 

Phone: 847/778-9398 (mobile) 

E-mail: annpr@uic.edu 

Office: Room 2318 University Hall 
Office Hours: WED. 11:00 AM–Noon or by appointment 
Class Time: MWF 10:00 – 10:50 AM Room 330 Douglas Hall 
 

I. Code/Course 

MKT-481-Sales Management 

II. Prerequisites - MKT 360 

III. Course Materials 

       Text: Selling Today,Partnering to Create Value and MyMarketing Lab 

             MyLab    ISBN:  0134479955  or  9780134479958                
             MyLab + Student Value Edition  ISBN: 013461105 or 9780134611051 
             MyLab + Print Text   ISBN: 0134611012  or 9780134611013 
             All of the above include an eText 
 
        Authors: Manning, Ahearne and Reece 14th Edition 

Publisher: Pearson 

 

Books are available at: UIC Bookstore, or through Pearson. 
You purchase your materials directly from the UIC Bookstore or the publisher. The text includes 
online materials that require an Access Code for use. Never buy a “used” item if that textbook also 
requires an Access Code for the supplementary materials. 
 

Additional Material 
 

Blackboard.uic.edu. There will be a class web page (Blackboard.uic.edu) that will offer updated 

grades, useful links and an announcement section.  Note: The announcement section should be 

checked often.  You can view your up to date grades to track your progress in the course. 
 

It is the student’s responsibility to check the announcements on a regular basis. Students 

are responsible for being aware of information posted on the class web page. 

 

IV. Course Learning Outcomes 

Strategy and design of sales programs and sales organizations and the development and 
management of a motivated and effective sales force.  By the end of the semester, students will 
be able to 

           Design an overall sales strategy for the organization. 

     Explore sales force strategies and the alignment with corporate strategy 

     Compare different ways to structure the sales organization 



            Design a sales force 

            Describe the elements of sales force evaluation 
 

V. Student Honor Code 

As an academic community, UIC is committed to providing an environment in which research, 

learning, and scholarship can flourish and in which all endeavors are guided by academic and 

professional integrity.  All members of the campus community–students, staff, faculty, and 

administrators–share the responsibility of insuring that these standards are upheld so that such an 

environment exists.  Instances of academic misconduct by students will be handled pursuant to 

the Student Disciplinary Policy 

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

 In pursuit of these high ideals and standards of academic life, students will be expected to 

respect and uphold the UIC College of Business Administration Honor Code throughout their 

academic life at UIC. They will be expected to maintain the highest moral and ethical standards 

in all academic and business endeavors and to conduct themselves honorably as responsible 

members of the college academic community. This includes the following: • Not to seek unfair 

advantage over other students, including but not limited to giving or receiving unauthorized aid 

during completion of academic requirements; • To represent fact and self truthfully at all times; • 

To respect the property and personal rights of all members of the academic community. 

Violations of the Honor Code are just causes for discipline under the University of Illinois at 

Chicago Student Disciplinary Policy, and all allegations of Honor Code violations shall be 

handled pursuant to that Policy. 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/Standards%20of%20Conduct.pdf 

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

Exams: No form of reproduction or provision of this exam, or any part thereof, including, but not 

limited to, copying for personal use, sharing with current or prospective students, or posting on 

the Internet in open access or restricted selective spaces is permitted without the written 

permission of the course instructor. 

 

VI      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://www.uic.edu/depts/dos/conductforstudents.shtm 

 

http://www.uic.edu/depts/dos/docs/Student%20Disciplinary%20Policy.pdf
http://www.uic.edu/depts/dos/docs/Standards%20of%20Conduct.pdf
http://www.uic.edu/depts/dos/docs/Disciplinary%20Actions.pdf
http://catalog.uic.edu/ucat/colleges-depts/business-administration/#j4
http://www.uic.edu/depts/dos/docs/Disciplinary%20Actions.pdf
http://www.uic.edu/depts/dos/conductforstudents.shtm


VII.     Attendance and Participation  

ATTENDANCE IS MANDATORY. Any absence will result in receiving 0 participation points 

for the class. In order to be prepared to participate in class, you will complete the reading 

assignment prior to coming to class. Three or more unexcused absences may provide grounds to 

lower the final grade by one level. It is the student's responsibility to attend team meetings during 

class and outside as well. On occasion there may be a pop quiz in class to earn participation 

points. There will be no makeup quizzes or exams. If there is an extreme situation, please notify 

me immediately and I will make a determination on a case by case basis I strongly suggest you 

contact a fellow student or myself to become aware of what was covered in case of an absence. 

Cell Phone and Texting Policy: If you have a cell phone, YOU MUST SILENCE IT before 

entering the classroom. If you do not turn off your cell phone in class and it rings or if you are 

found texting, you will be asked to leave the class and will not receive participation points for that 

class. I will rely upon students to add to the quality of discussion 

Classroom Etiquette: Our class environment will be respectful of differing opinions. Your own 

behavior as well as that of your classmates will influence the quality of the lectures. I expect that 

you will behave in a professional manner. This means you will arrive on time. If you must leave 

early or arrive late, you will inform me in advance. You will also enter or leave discreetly so as 

not to be disruptive. You will not carry on private conversations or talk on your phone. This 

distracts other students. Ask good questions. If you have a questions, others are likely to have the 

same question. If you do not follow these rules, you may be asked to leave class, forfeiting your 

participation grade and a perhaps a pop quiz. 

V11I.   Methods of Instruction  

A variety of teaching techniques are used in this class. These techniques will include a group 

project, lectures, class discussion, current event topics, written assignments and group activities. 

My style is highly interactive and will rely upon students to add to the quality of discussion. Good 

questions are always encouraged. Our class environment will be respectful of differing opinions. I 

expect students are on time and actively participate as well. Tardiness may impact your 

participation grade. 

 

IX.    Nature of Quizzes and Group Project 

 

The quizzes and exams will consist of multiple choice, matching and true false questions with 

some short essay as well. The group project team will consist of 6-8 members.  

The project will be a paper and presentation focused on the sales management aspect of class. It 

will emphasize the application of the terms and concepts provided within the text and classroom 

discussions. Work on this project will occur throughout the semester with periodic submissions. 

Part of your evaluation for the project will include Peer Evaluations. Lack of full participation in 

team projects, will result in reduction of grade. Team members can vote a nonparticipating 

member off the team and should do so no later than 3 days after the first submission. If there are 

issues prior to that, you must make me aware of them so I can intervene. The team member who 

is voted off must either get hired by another team or individually complete the project.  

 

X. Evaluation Methods and Grading Scale: 

 

myMarketing Lab Quizzes   160 

Quizzes  300 

Individual Assignments  100 



Role Play   40 

Group Project  280 

Participation  100 

Self Evaluation   20 

Total Points 1000 

  

LATE ASSIGNMENTS WILL RECEIVE A 10% REDUCTION IN GRADE FOR EACH DAY 

LATE. Assignments more than 3 days late will receive a 0. Assignments submitted with the 

wrong document name or in the wrong format will automatically receive a 10% reduction in 

grade.  

  

Grading Scale Grades are reported as letter grades "A" through "F"  

Total Points per Letter Grade 

900-1000      A  

800-899        B  

700-799        C  

600-699        D  

Below 600     F 

 

XI   Disability Notifications 

 

Disability Services Notification 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://drc.uic.edu/ 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. 

 

XII    Religious Observations 

 

 Students who have a major religious observation that conflict with class activities will notify me 

in writing during the first 2 weeks of class and accommodations will be made. No 

accommodations will be made without prior notification. 

 

XIII  Course Evaluations  

Because student ratings of instructors and 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 as part of the Campus Program for the Student 

Evaluation for Teaching. 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 upload your confirmation email for this course to 



Blackboard. Your answers will remain completely confidential, as student names will never be 

linked to the feedback they provide. 

Course Schedule 

NOTE: Role Plays will take place throughout the semester and be assigned on a separate schedule that will be 

posted in Blackboard. 

 

 

Week/Beginning Readings Assignment Due Date 

Week 1 

Mon. 1/15 

Monday Holiday – No Class 

Chapter  1 

myMarketing Lab Quiz Sun. 11:59 pm 

Week 2 

Mon. 1/22 

Chapters 2&4                    

 

myMarketing Lab Quizzes 

 

Sat . 11:59 pm 

Week 3 

Mon 1/ 29 

Chapter 5 myMarketing Lab Quiz 

Individual Assignment 

 

Sat. 11:59 pm 

Sat. 11:59 pm 

Week 4 

Mon 2/5 

Chapters 6&7 Mon. Guest Speaker 

myMarketing Lab Quizzes 

Quiz 1 - Fri 

 

Sat. 11:59 pm 

Week 5 

Mon 2/12 

Chapter 8 myMarketing Lab Quiz 

 

Sat.11:59 pm 

Week 6 

Mon 2/19 

Chapter 9 myMarketing Lab Quiz 

Individual Assignment 

Sat. 11:59 pm 

Sat. 11:59 pm 

Week 7 

Mon 2/26 

Chapter 10 myMarketing Lab Quiz 

 

Sat. 11:59 pm 

Week 8 

Mon 3/5 

Chapter 11 

 

myMarketing Lab Quiz 

Quiz 2 - Fri 

Sat. 11:59 pm 

Week 9 

Mon 3/12 

Chapter 12  myMarketing Lab Quiz 

Part 1 of Group Project 

Sat. 11:59 pm 

Sat. 11:59 pm 

Week 10 

Mon 3/19 

Chapter 13 

 

myMarketing Lab Quiz 

 

Sat. 11:59 pm 

SPRING BREAK No Classes   

Week 11 

Mon 4/2 

Chapter 14 myMarketing Lab Quiz 

Quiz 3 - Fri 

Sat. 11:59 pm 

Week 12 

Mon 4/9 

Chapter 15 myMarketing Lab Quiz 

 

Sat 11:59 pm 

Week 13 

Mon 4/16 

Chapter 16 myMarketing Lab Quiz 

Final Submission Group Project 

Sat 11:59 pm 

Week 14 

Mon 4/23 

Chapter 17 myMarketing Lab Quiz 

Group Project Presentation 

Sat 11:59 pm 

Sat. 11:59 pm 

 

Week 15 

Mon 4/30 

 Quiz 4- Fri  

FINALS WEEK   Friday 10:30-12:30  

 

SYLLABUS SUBJECT TO CHANGE 


