MKT 434 201 / MKT 534 201

Sales Management & Personal Selling

3 Credit Hours — Summer 2026

Course Format and Meeting Schedule

e Asynchronous/Online: 06/29/2026—07/12/2026

e In-Person: FCS 163, Mondays and Wednesdays, 6:00-8:45 p.m., 07/13/2026—
08/12/2026

o Final Exam: 08/21/2026 — time, location, or online format to be confirmed according to
the official course and final exam schedule

Contact Information

e Instructor: Patrick E. Ryan, DrBA

¢ Email: peryan@umich.edu

e Phone: (248) 249-2522 — cell phone; text messages are welcome

o Office Location: FCS 121-B

o Office Hours: Mondays & Wednesdays, 5:30-6:00 p.m., and by appointment

Course Description

A study of personal selling as a vital marketing activity and as an entry-level job. The tools of
selling are examined, as are the methods of successful relationship selling. The personal
qualities that make a successful salesperson are discussed, and techniques for job search are
reviewed. The sales management process is examined, with particular attention to the
recruitment, selection, training, motivation, compensation, and evaluation of sales personnel.

Prerequisite

Prerequisite: MKT 352 or MKT 513.


mailto:peryan@umich.edu

Dearborn Discovery Core Category and Goals

Dearborn Discovery Core Category for MKT 434

For undergraduate students enrolled in MKT 434, this course satisfies the Dearborn Discovery
Core Writing Intensive in the Major (WIM) requirement, assuming the course is listed as WIM
for this section in the official schedule.

Graduate students enrolled in MKT 534 are not subject to undergraduate Dearborn Discovery
Core requirements, but they are expected to complete all written, oral, analytical, and
professional components of the course at a graduate level.

Writing Intensive in the Major Goals

As a Writing Intensive in the Major course, MKT 434 helps students:

1. Develop advanced written communication skills within the discipline of marketing.

2. Construct and support arguments using evidence, professional reasoning, and
appropriate marketing concepts.

3. Integrate critical thinking and synthesis through written assignments relevant to sales
management and personal selling.

4. Communicate in professional formats appropriate for business, marketing, and sales
contexts.

Program Learning Goals

This course supports the following College of Business and marketing-related program learning
goals:

1. Disciplinary Knowledge

Students will demonstrate a thorough understanding of the principles, concepts, and theories of
marketing, including personal selling and sales management.

2. Analytical and Critical Thinking

Students will analyze marketing and sales-related problems using appropriate quantitative and
qualitative tools to make decisions and solve business challenges.

3. Communication Skills

Students will communicate clearly, concisely, and correctly in written and oral formats tailored to
professional and business audiences.



4. Ethical Reasoning

Students will recognize ethical issues in marketing and sales contexts, evaluate alternatives,
and make decisions that reflect responsible business conduct.

5. Teamwork and Collaboration

Students will collaborate effectively in professional settings, demonstrating interpersonal
communication, leadership, and conflict-management skills relevant to sales and sales
management.

How MKT 434/534 Connects to These Goals

o Disciplinary Knowledge: Deepens students’ understanding of sales as a marketing
function.

e Analytical and Critical Thinking: Uses cases, role plays, and real-world sales
management scenarios.

e Communication Skills: Builds presentation, negotiation, and persuasive
communication skills.

o Ethical Reasoning: Examines ethical dilemmas in personal selling and sales
management.

e Teamwork and Collaboration: Engages students in applied activities that simulate
professional selling contexts.

Course Objectives

By the end of this course, students will be able to:

1. Explain the role and functions of professional selling within the broader context of
marketing and business operations.

2. Demonstrate knowledge of the personal selling process, including prospecting,
preparation, presentation, handling objections, closing, and follow-up.

3. Analyze the qualities and skills required for effective salespeople, including
communication, relationship-building, professionalism, and ethical conduct.

4. Apply key sales management strategies, including recruiting, selecting, training,
motivating, compensating, and evaluating a sales force.

5. Develop and implement sales strategies and tactics appropriate for different
customers, products, and market environments.

6. Design and deliver a personal selling presentation using proven techniques and
methods.

7. Assess personal suitability for a sales career, including self-assessment and career-
planning tools relevant to sales roles.



8. Evaluate current trends and challenges in sales management, including
technological advancements, global selling, customer relationship management, and
ethical considerations.

Additional Expectations for MKT 534 Graduate
Students

Students enrolled in MKT 534 are expected to demonstrate graduate-level depth in analysis,
writing, discussion, and application. Graduate-level work should show stronger integration of
theory and practice, more sophisticated use of evidence, and higher-level professional
judgment. Unless otherwise stated in assignment instructions, undergraduate and graduate
students will complete the same major course components, but graduate submissions will be
evaluated with expectations appropriate to graduate coursework.

Required Materials and Technology

Required Textbook

Selling Today: Partnering to Create Value, 15th edition

Michael Ahearne and Gerald Manning

Pearson, © 2024

Students may purchase or rent the textbook through the UM-Dearborn bookstore or another
reputable textbook provider.

Required Technology

Students are expected to have regular access to:
e Canvas
e UM-Dearborn email
e Areliable internet connection
e Word processing software
o Presentation software such as PowerPoint, Google Slides, or an equivalent program
e Video, audio, or document tools as required for presentations, role plays, or online
submissions
Students are responsible for checking Canvas and UM-Dearborn email regularly for
announcements, assignment instructions, updates, and feedback.



Assignments and Grading Distribution

Assighment / Assessment | Points % of Grade
Essay 25 2.9%
Chapter Assignments 255 29.7%
Role Plays 60 7.0%
Quizzes 120 14.0%
Project / Presentation 200 23.3%
Final Exam 200 23.3%
Total 860 100%

Grading Scale

Percentage Letter Grade
94-100% A
90-93.99% A-
87—89.99% B+
84—-86.99% B
80—83.99% B-
77-79.99% C+
74-76.99% C
70-73.99% C-
67—69.99% D+
64—66.99% D
60-63.99% D-
Below 60% E

Tentative Course Outline and Schedule

The following schedule is tentative and may be adjusted based on course progress, university
calendar changes, or instructional needs. Any changes will be announced in class and/or

through Canvas.

Date / Due Topic / Activity Points

Date

07/05/2026 Introductory Essay 25

07/12/2026 Chapter 1: Relationship Selling Opportunities in the Information 15
Economy — Assignment

07/12/2026 Chapter 2: Evolution of Selling Models That Complement the 15
Marketing Concept — Assignment

07/12/2026 Quiz 1: Developing a Personal-Selling Philosophy 15

07/12/2026 Chapter 3: Ethics — The Foundation for Partnering Relationships 15
That Create Value — Assignment

07/12/2026 Chapter 4: Creating Value with a Relationship Strategy — 15
Assignment




Date / Due Topic / Activity Points

Date

07/12/2026 Chapter 5: Communication Styles — A Key to Adaptive Selling 15
Today — Assignment

07/12/2026 Quiz 2: Developing a Relationship Strategy 15

07/15/2026 Role Play: Part 2 Role-Play Exercise 20

07/19/2026 Chapter 6: Creating Product Solutions — Assignment 15

07/19/2026 Chapter 7: Product-Selling Strategies That Add Value — 15
Assignment

07/19/2026 Quiz 3: Developing a Product Strategy 15

07/19/2026 Chapter 8: The Buying Process and Buyer Behavior — Assignment 15

07/19/2026 Chapter 9: Developing and Qualifying Prospects and Accounts — 15
Assighment

07/19/2026 Quiz 4: Developing a Customer Strategy 15

07/22/2026 Role Play: Part 4 Role-Play Exercise 20

07/26/2026 Chapter 10: Approaching the Customer with Adaptive Selling — 15
Assignment

07/26/2026 Chapter 11: Determining Customer Needs with a Consultative 15
Questioning Strategy — Assignment

07/26/2026 Quiz 5: Developing a Customer Strategy 15

07/26/2026 Chapter 12: Creating Value with the Consultative Presentation — 15
Assighment

07/26/2026 Chapter 13: Negotiating Buyer Concerns — Assignment 15

07/26/2026 Quiz 6: Developing a Customer Strategy, Continued 15

08/02/2026 Chapter 14: Adapting the Close and Confirming the Partnership — 15
Assignment

08/02/2026 Chapter 15: Servicing the Sale and Building the Partnership — 15
Assignment

08/02/2026 Role Play: Part 5 Role-Play Exercise 20

08/02/2026 Quiz 7: Developing a Customer Strategy, Continued 15

08/02/2026 Chapter 16: Opportunity Management — The Key to Greater Sales 15
Productivity — Assignment

08/02/2026 Chapter 17: Management of the Sales Force — Assignment 15

08/02/2026 Quiz 8: Management of Self and Others 15

08/12/2026 Final Presentation / Project 200

08/21/2026 Comprehensive Final Exam 200
Total Possible Points 860

Instructor or Course-Specific Policies

Assignment Deadlines

All assignment deadlines are firm. Extensions will be granted only in documented emergencies
or cases of significant hardship. Students are expected to plan ahead and submit work on time.




Late submissions may not be accepted or may incur penalties, as described in Canvas or
assignment-specific instructions.

Attendance and Participation

Because this course includes applied sales activities, role plays, discussion, and presentation
work, active participation is essential. Students are expected to attend scheduled in-person
class meetings, participate professionally, complete assigned readings before class, and
engage constructively with classmates.

Students who must miss class are responsible for reviewing missed materials, checking
Canvas, and communicating with the instructor as appropriate.

Academic Integrity

Academic integrity is the foundation of rigorous scholarship and professional success. All
students are expected to uphold the highest standards of honesty in their academic work.
Plagiarism, cheating, unauthorized collaboration, falsification, misrepresentation, or submission
of work that is not one’s own will not be tolerated and will be addressed in accordance with
university academic conduct policies.

Originality of Work

All submitted assignments must reflect the student’s own analysis, synthesis, and written
expression. Assignments must be original to this course unless prior permission is granted by
the instructor. All outside sources, including books, articles, websites, interviews, course
materials, and Al-generated content, must be properly cited using a recognized citation style
such as APA, MLA, or another style specified in assignment instructions.

Professional Conduct

Students are expected to communicate and behave in a professional manner in class, online, in
written submissions, and during role plays or presentations. Respectful disagreement,
constructive critique, and active engagement are encouraged. Disruptive, disrespectful,
discriminatory, or unprofessional behavior is inconsistent with the expectations of this course.

Generative Al Policy

Generative Al tools, including but not limited to U-M GPT, ChatGPT, Claude, Gemini, Copilot,
and similar systems, may be used in this course as learning aids when permitted by assignment
instructions. Appropriate uses may include brainstorming, outlining, reviewing grammar,
generating study questions, or helping students better understand course concepts.



However, students may not submit Al-generated work as their own original work. Final
submissions must represent the student’s own thinking, analysis, judgment, and written
expression. Students are responsible for the accuracy, integrity, and originality of all submitted
work, regardless of whether Al tools were used during the preparation process.

Acceptable Uses May Include

e Brainstorming possible topics or approaches

o Creating study aids or practice questions

e Improving grammar, clarity, or organization

e Exploring alternative explanations of course concepts
e Practicing sales scripts or presentation outlines

Unacceptable Uses Include

e Submitting Al-generated text as one’s own work

e Using Al to complete quizzes, exams, or assessments unless explicitly permitted
e Fabricating sources, citations, data, or sales scenarios

e Using Al in ways that violate assignment instructions

e Failing to disclose Al assistance when disclosure is required

Disclosure Requirement

If a student uses Generative Al in preparing an assignment, the student should include a brief
acknowledgment when requested by the instructor or assignment prompt. For example:

| used U-M GPT to help brainstorm an outline and revise sentence clarity. The final analysis,
conclusions, and submitted work are my own.

Assignment-specific instructions take precedence over this general policy. If an assignment
prohibits Al use, students must follow that restriction.

Failure to appropriately cite, acknowledge, or disclose Al-generated content may constitute
academic misconduct.

Food Pantry

The pantry exists to support individuals on their journey as they work toward achieving their
goals. We are committed to increasing access to food as a key to success by assisting any
student in need. If you need access or have questions, please contact Dearborn Support by
phone at 313-593-5056 or email DearbornSupport@umich.edu.
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University-Wide Policies or Statements Relevant
to Courses

Please see the Course Policies menu on Canvas for information on the following topics. To
find the Course Policies menu on Canvas, log into any course in Canvas, then on the blue
ribbon on the far left scroll down to Course Policies and click on it. This opens a white ribbon
with individual links to UM-Dearborn websites on the following topics:

o University Attendance Policy

e Academic Integrity Policy

e Counseling

o Disability and Accessibility Services

o Safety Statement

e Harassment, Sexual Violence, Bias, and Discrimination

Disability and Accessibility Services

Students who need academic accommodations should contact Disability and Accessibility
Services as early as possible. Students are encouraged to communicate approved
accommodations to the instructor in a timely manner so that appropriate arrangements can be
made.

Counseling and Student Support

Students experiencing academic, personal, mental health, or wellness challenges are
encouraged to seek support through university resources. Information about counseling and
support services is available through the Course Policies menu in Canvas and UM-Dearborn
student support offices.

Safety, Harassment, Bias, and Discrimination

The University of Michigan-Dearborn is committed to maintaining an environment that is safe,
respectful, and free from harassment, discrimination, sexual violence, and bias. Students should
review the applicable university policies and reporting resources available through the Course
Policies menu in Canvas.

Syllabus Changes

This syllabus is a guide for the course and is subject to change. The instructor may revise
readings, assignments, deadlines, or policies as needed to support course learning objectives
or respond to university requirements. Any significant changes will be communicated in class
and/or through Canvas.






