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	Institutional Learning Outcomes
	Course Intended Outcomes
	Means of Assessment and Criteria for Success
	Summary of Data Collected
	Use of Results

	1
	(1) Explain the steps or phases in the selling process and their interrelationship.
	
	
	

	1
	(2) Distinguish between transaction-focused selling and trust-based relationship selling.
	
	
	

	4
	(3) Assess the role of ethics and the importance of earning trust in selling.
	
	
	

	1
	(4) Differentiate between the types of buyers and their primary characteristics and needs.
	
	
	

	1
	(5) Apply the two-factor model that buyers use to evaluate the performance of sales offerings and develop satisfaction.
	
	
	

	1
	(6) Describe the four primary communication styles.
	
	
	

	1
	(7) Explain the primary types of question and employ each in the appropriate selling situation.
	
	
	

	1
	(8) Practice the four sequential steps for effective active listening.
	
	
	

	1
	(9) Demonstrate the effective use of various forms of non-verbal communication..
	
	
	

	2
	(10) Compare the methods for identifying prospects and contrast the techniques for gathering information about prospect categories when evaluating their level of need and readiness to purchase. 
	
	
	

	1
	(11) Analyze the different types of sales presentations and demonstrate each.
	
	
	

	1
	(12) Plan the initial sales call by employing a sales presentation checklist and demonstrate the use each.
	
	
	

	1
	(13) Select the best approach to initiate contact with each prospective buyer and interpret each.
	
	
	

	1
	(14) Prepare and present a sales presentation explaining product features and relating each to a customer benefit, assembling presentation aids and tools to assists the presentation.
	
	
	

	1
	(15) Evaluate the sources of sales resistance, plan methods for responding to each in the context of interpreting objections to the purchase, and dramatize several.
	
	
	

	1
	(16) Evaluate methods for reducing buyer’s remorse and assuring post-purchase customer satisfaction through demonstrated communication techniques.
	
	
	

	3
	(17) Formulate and rate plans to achieve sales goals within budget constraints, incorporating technology..
	
	
	


1

