High School

Marketing: Year 1
CCCNS Crosswalk Matrix

	CCCNS Course 

Number / Title
	CCCNS Course Description/ Standards and Competencies
	MAR Course or Unit Title / Objectives

	MAR 111 -  Principles of Sales
3 credits


	Description:

Enables the student to understand and develop ethical sales techniques and covers the role of selling in the marketing process.  Areas of emphasis include behavioral considerations in the buying and selling process and sales techniques.
Competencies View:
I. Discuss selling as a profession.

II. Discuss the role of personal selling and the marketing concept to an organization.

III. Analyze relationship selling and the role of sales professional and customer.

IV. Understands the working of the company, the product and the competition.

V. Analyze all aspects of consumer behavior relative to the buying process.

VI. Develop the basic fundamentals of an effective sales presentation.

VII. Discuss careers in selling relative to growth and reward options.

VIII. Evaluating the impact of planning, organizing and leadership on sales management. 

IX. Analyze the role of territory management 

Outline View:
I. Overview of the profession

II. The relation process

A. Communication styles

III. Understand your company, product and competition

IV. Understand customer

A. Why people buy

B. The buying process

C. Prospecting

V. The presentation

A. Preparing the presentation

B. The demonstration

C. Handling objection

D. The closing

VI. Career options

VII. Managing yourself and your career

A. Time and territory

B. Planning, organizing and staffing

C. Motivation and compensation 


	Required Competencies:
l. Discuss selling as a profession.
ll. Discuss the role of personal selling and the marketing concept to an organization. 

lll. Analyze relationship selling and the role of sales professional and customer.

lV. Understands the working of the company, the product and the competition.

V. Analyze all aspects of consumer behavior relative to the buying process.
Vl. Develop the basic fundamentals of an effective sales presentation. 

Vll. Discuss careers in selling relative to growth and reward options.

Vlll. Evaluating the impact of planning, organizing and leadership on sales management. 
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