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				Sales Basics


			

			

				
				
				
				
			

				
				
			

				
				
				
				
				
				
				
				
				
				
				
				
				
				
				
				
				
				The selling process from product knowledge, prospecting, sales presentations, and personal selling skills are covered. The program includes basic study skills, communications skills as well. Role playing and drills on sales techniques and sales situations are used to help the student apply the knowledge to personal selling situations.

A faculty-supervised Final Practical Application requires the student to use the knowledge and skills learned to design sales presentations and make sales in a business organization.

This program is recommended for people employed in sales who want to improve their personal selling ability.


			

			

				
				
				
				
			

				
				
				
				
				
				
				
				
				
				
				Program: Sales Basics
Approximate Weeks:
Full Time: 40 Hours Per Week = 5
Half Time: 20 Hours Per Week = 10
Part Time: 10 Hours Per Week = 20


			

			

				
				
				
				
				
				
				
				
				
				Instructional Clock Hours: 160
Semester Credit Hours: 5 1/3
Continuing Education Units: 16


			

			

				
				
				
				
			

				
				
				
				
				
				
				
				
				
				
				Required Courses:

	Basic Study Manual
	Improving Business Through Communication
	How to Create Want for Your Products Through Effective Sales Techniques
	Sales Basics Final Practical Application
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