Sales Assignment    Buad176 Professional Selling    Total Marks:  35%

Objectives:
1.
To have a solid understanding of each step of the selling process

2. To demonstrate this understanding in role play assignments

3. To develop an appreciation of the importance of strategically thinking through what it is you are going to do before you do it.

4. To appreciate the level of preparation required to conduct a professional sales presentation

Process:  Students will take part individually in this sales assignment which is worth a total of 35% of your final grade.  The sales assignment is divided into smaller components, each of which is outlined below.  Through completing each component you will, by the end of the term, be prepared to conduct a complete and professional sales presentation.

Part 1
-  Product Selection



Value – 0%
(Due  January 16th)

This important first assignment will not be graded but it is critical to the success of your sales presentation.  Your first task is to select a product to sell.  The product you select should be one that you are somewhat familiar with, that you are interested in, and that is appropriate for sale to an organization.  This course focuses on selling to organizational buyers as opposed to final consumers.  It is not a course about retail sales.  Therefore the product you select should be one for which an organization (for profit, not-for-profit, government, institution, or farm) would have a need.  

Required:  A brief memo informing your instructor of the product you want to sell, who you are selling the product for, and to whom you want to sell this product.  Your instructor must approve your choice of products before you begin working on the next assignment.  If you are having trouble thinking of an appropriate product, please talk to your instructor before this assignment is due.

Part 2
- Background Information

Value:  5%
                                       

 (Due February 6th)
Before you can prepare a sales presentation, detailed information must be gathered about the industry your firm participates in, the company you are selling for, the company and person you are selling to, the product or service you are selling, and the competitive product or service you are selling against.  Please note that this assignment does not require that you address every question posed.  It is designed to illustrate the scope of knowledge required by professional salespeople.  Much of the information will be unavailable to those outside the industry.  You should not spend time trying to find information that is not easily accessed through public sources such as annual reports, journals, magazines, and newspapers.  Please do not attempt to contact companies directly for information as it is highly unlikely that this information will be made available to you.

Required:  A report (3 to 5 pages) providing insight into the industry you are working in, the company you are working for, the prospect you wish to sell to, the product you are selling, and your competition.   The questions posed beneath each of the headings which follow are to provide you only with ideas as to the kinds of information you may wish to include in your report.  It is not necessary to research answers to each of the questions!  A library sources sheet is provided at the end of this section to assist you in locating secondary sources of information to the questions you believe to be pertinent.

Industry Information

What is the history of the industry?

What is the size of the total industry in terms of sales?  Is the industry growing?  

What advancements have been made in the industry in recent years?

Company Information

What is the history of your company?  What major accomplishments has the company experienced in recent years?

What is the size of your firm in terms of numbers of employees?

What products or services does your firm offer in its line?

List several reasons why customers should buy from this firm.

Prospect Information


The Firm



What type of organization is it? (manufacturer, wholesaler, retailer, etc)



How large is the firm?  How long has it been in business?



What product lines does it sell?


The Decision-Maker

Who makes the buying decisions for your product or service at this firm?  What are the person’s title and major responsibilities?

What are some potential problems and needs of this firm and how can your product or service solve the problems or satisfy the needs?

If you are selling a product to a wholesaler or retailer who will resell it to the ultimate consumer (for example, food products or clothing):


What are the characteristics of the typical consumer (age, income, etc.)

What problems or needs does the consumer have that are related to your product?

Product/Service Information (What you are selling)

General Information



Have sales for the product been growing or declining?



Does the firm offer any warranties or guarantees?

What services does your company offer its customers after a sale is made?

What are the special features and benefits of these services?

If you are selling a service:

What activities does the service include?  How does your firm customize the service to meet the specific needs of the customer?

Where is your service located?  Is it more accessible to customers than that of the competition?

If you are selling a product:

What is the history of the product?  When was it invented?  What major improvements have been made in recent years?

What are the physical characteristics of the product including how it is made, the materials/ingredients it contains, and how it performs?  What quality control procedures are used during manufacturing?

Can this product be demonstrated?  If so, how?

If you are selling a product to a wholesaler or retailer who will resell it to the ultimate consumer:

What is the suggested retail price?  What is the percentage markup and margin per unit?

What product and sales training does your company make available to its wholesalers, retailers, and dealers?

Competitor Information


General Information

Identify one of your firm’s main competitors and secure the following information for this competitor:

Has your company been in business longer than your competitor?  What is the size of your competitor in relation to your firm?  Is it growing more quickly or more slowly than your firm is?

What is your competitor’s policy on extending credit to its customers?  Are your firm’s policies more or less liberal?

What price does your competitor charge for its product or service?  How does it compare to your firm?

How quickly can your competitor deliver its product or perform its service compared to your firm?

What services does the competitor offer its customers after a sale is made?

What are your competitor’s major strengths and weaknesses?

If you are selling a service:


What activities does the competitor’s service include?

What qualifications and experience does the competitor’s employees have?

Is your service more or less accessible to your customers?

If you are selling a product:

What is the history of the competitor’s product?  What major improvements have been made in recent years?

What products does the competitor offer that your firm does/does not?

If you are selling a product to a wholesaler or retailer who will resell it to the ultimate consumer:

What is the percentage of markup and margin per unit your competitor offers wholesalers or retailers?

How does the turnover rate of your product compare to your competitors?

What advertising support does your competitor offer its customers?  How does it compare with yours?

What sales promotion programs does your competitor offer (point-of-sale materials, contests, coupons, and sampling)?  How do they compare with yours?

BuAd 176 Personal Selling -  Library Resources

Some, but not all of the resources for this assignment can be accessed from the library and the library home page ( www.ouc.bc.ca/libr). If you require help you can use the KLO library or the North Kelowna Library.   If you wish specific information librarian is available at KLO Thursdays or at the North Kelowna Campus Monday through Saturday. You may ask questions online through the electronic reference request form on the library home page, or through Ghomer@Okanagan.bc.ca.

	Resource
	176 Topic areas
	access
	comments

	Canadian Business and Current Affairs
	1. Industry information(NB. a product is not an industry)

2. Industry advancements

3. Competitor information (presumes a provincial or national profile)

4. Product or service information.
	Library home page through “periodical indexes” library catalogue through Gateways

Fulltext articles
	This is a database of business articles that you can access by Company name.

Search by company not keyword.

	ABI/Inform
	1.Product or service information
	Library home page through periodical indexes or through library catalogue Gateways:

Full text articles


	American bias but good for product and service development

	Small Business profiles
	Product and service information: general
	Library Home page:

“online statistical sources”
	Somewhat complicated to use, terminology is precise( eg.wine industry not wineries). Suggest librarians help. Gives the cost of running and revenue figures.

	Statistics Canada Index of downloadable publications
	Industry information
	Online statistical sources (see the table)
	Quite selective, but some industries are represented

	Online Annual reports
	Company information

(public)
	Librarians bookmarks on the library home page

1. business and labour

2. Investment

3. www.ouc.bc.ca/libr/cdnreport.html
	Paper annual reports files are available at KLO and North Kelowna:

Check out appropriate links


