
 
Dixie State University – Udvar-Hazy School of Business 

Marketing 1510 – Principles of Salesmanship 
 
1. Course Detail 

• Marketing 1510 - Principles of Salesmanship 
• Three (3) semester hours  
• Undergraduate-level course 

 
2. Meeting Dates/Times  

• Term: Fall 2015    
• Days:  Tuesday, Thursday  
• Times:  9:00 – 10:15 a.m. 
• Location: Udvar-Hazy Business Building, Room 230  

 
3. Instructor 

• Name:  Brad Harker, Adjunct Instructor 
• Phone:  435-817-8241 
• E-mail:  brad.harker@dixie.edu 

 
4. Materials Required: 

• 1-inch Binder 
 
5. Text  

• The Greatest Salesman in the World, Og Mandino (Optional) 
 
6. Course Description: This course will cover the foundational competencies of salesmanship, 

the fundamentals of selling, persuasive communication and negotiating, as well as mindsets 
and habits requisite to achieve sales success. All major sales disciplines will be covered 
(retail, corporate, direct sales, inside sales, enterprise software, etc). Emphasis will be given 
to the various segments of the sales presentation including: prospecting and qualifying, 
approaching customers (the pitch), creating value, presenting, overcoming objections, closing 
strategies, and follow-up. The course will also explore the role of salesmanship in context of 
leadership, entrepreneurship, speaking, negotiating, and interviewing. There are no 
prerequisites for the course.   

 
7. Objectives 

 
When the student successfully completes this course, he/she will: 
 
• Have a basic knowledge of the role salesmanship plays in vocational success  
• Know what personal qualities and abilities are needed to be successful in selling  
• Have an understanding of the basic elements of customer behavior 
• Learn a step-by-step procedure for effective prospecting and qualifying  
• Know how to approach a client or customer or secure a sales interview  
• Know how to give an effective sales presentation under any selling situation  
• Learn proper use of sales aids and how to implement showmanship into the sales 

presentation  
• Understand how to determine the wants and needs of the customer 
• Have a general knowledge of the different types of customer characteristics 
• Know how to properly handle customer objections 
• Learn how to use customer body language and rapport to aid in determining needs and in 

overcoming sales resistance  
• Know the various methods of closing the sale  
• Understand how to use persuasive tactics in sales   
• Know the methods of “inside selling” (phone or online) 
• Learn how to prepare for and conduct a sales meeting 
• Understand the importance of human relations in selling 



• Have a general knowledge of the various attributes that facilitate sales and career 
success  

 
8. Assignments 
 

Reading Assignments: Class discussion will be based upon the corresponding reading 
assignment found on the syllabus. Please be prepared for an active class discussion by 
thoroughly reading the material beforehand.   
 
Mentor Assignment: The mentor assignment will be part of your mid-term exam. Each 
student will be required to find a mentor who is involved in a sales capacity that models 
the students anticipated career or profession. The mentor cannot be a family member 
and must be a live or phone conversation. Email responses are not sufficient.   

 
Research Assignment: As part of the final exam, each student will have picked a topic 
related to salesmanship and complete a research project related to that topic. More 
information will be provided later in the course.   

 
Quizzes/Exams: Quizzes will be occasionally administered at the discretion of the 
instructor. The mid-term and final exams will consist primarily of essay-based or case 
study questions wherein the student can demonstrate comprehension, and more 
importantly, practical application of the course material.   

 
Learning Journal: Salesmanship is a skill-set that is unique to each person. A learning 
journal will be required of each student that will be completed throughout the semester. 
The learning journal assignments will be completed after each class and will correlate 
the “journal” assignment found on the syllabus. Journal entries should be at least a ½ 
page (81/2 x 11) or equivalent and will be collected periodically through the semester as 
part of the grading process. You will be graded on both the breadth and quality of 
entries.   

 
Final Sales Presentation: Part of the grade will require the student to demonstrate their 
ability to sell a product or service to the class using the techniques and strategies 
learned throughout the semester.  

 
Extra Credit: Students may earn extra credit by completing a report on one of several 
approved books/topics. More information will be given during the course.   

 
9. Student Evaluation 
 

20% Attendance / Quizzes  
25% Learning Journal / Workbook assignments.  
25% Mid-Term Exam / Mentor Assignment 
30% Research Assignment Sales Presentation / Final Exam 

 
10. Grading Guidelines  
 

A 94-100 
A- 90-93 
B+ 87-89 
B 83-86 

B- 80-82 
C+ 77-79 
C 73-76 
C- 70-72 

D+ 67-69 
D 63-66 
D- 60-62 
F Below 60 

 
11. College Information and ADA Disclaimer: If you are a student with a medical, 

psychological or a learning difference and requesting reasonable academic accommodations 
due to this disability, you must provide an official request of accommodation to your 
professor(s) from the Disability Resource Center within the first two weeks of the beginning of 
classes. Students must contact the center to receive assistance in the documentation 
process to determine the appropriate accommodations related to their disability. The DRC 
Coordinator determines eligibility for and authorizes the provision of services. You may call 
(435) 652-7516 for an appointment and further information regarding the Americans with 



Disabilities Act (ADA) of 1990 per Section 504 of the Rehabilitation Act of 1973. The office is 
located in the North Plaza Building. 

 

12. D-mail statement: All DSC students are automatically assigned a D-mail email account.  If 
you don't know your user name and password, go to www.dixie.edu and select "D-mail," for 
complete instructions.  You will be held responsible for information sent to your D-mail email, 
so please check it often. 

 

13. Title IX Statement: DSU seeks to provide an environment that is free of bias, discrimination, 
and harassment.  If you have been the victim of sexual harassment/misconduct/assault we 
encourage you to report this to the college's Title IX Director, Cindy Cole, (435) 652-
7731, cindy.cole@dixie.edu.  If you report to a faculty member, she or he must notify the Title 
IX Director about the basic facts of the incident. 
 

14. Classroom Conduct: Using gadgets (tablets, mp3 players, laptops, etc.), texting, social 
media updates, tweeting or reading the paper in class is not acceptable. Bring the best that 
you have to offer in a university academic setting. 
 

15. Absences Related to College Functions: In accordance with Dixie State’s policy, students 
may be excused from class for legitimate college functions such as athletics and student 
leadership activities. However, any work and/or quizzes or exams that may take place during 
the student’s absence must be completed before the student leaves for the required activity. 
In no case can quizzes or exams be taken late, and written assignments turned in after the 
due date will be considered late. 

 

16. Amendments: The course syllabus may be modified, verbally or in writing, at any time during 
the term at the discretion of the instructor or the department. 

 

17. Instructor Bio 
 
Brad Harker is a published author, speaker, influence expert, adjunct professor, and consultant. 
His creativity and passion for problem solving has fueled a robust entrepreneurial background 
that includes the creation of several companies and more than a quarter-billion dollars in sales.  
 
Prior to graduating from BYU’s Marriott School of Business Management, Brad helped build a 
direct sales organization. Brad helped lead the company to multi-million dollar revenues resulting 
in the successful acquisition of the company in its third year of operations. Following the 
acquisition, Brad remained in the industry, brokering further acquisitions as well as consulting 
companies towards the development and organization of sales channels.  
 
In 2003, Brad followed his passion towards real estate, focusing primarily upon residential 
development projects. In 2008, he turned his focus towards the management and disposition of 
distressed real estate collateral. Brad has facilitated over a thousand real estate transactions 
through his involvement in a 1.2-billion-dollar portfolio of distressed real estate. Brad remains 
active in the real estate industry, continuing to raise capital for the acquisition and development of 
residential real estate.  
 
Brad’s published book, The Laws of Influence - Mastering the Art of Sales, Leadership, and 
Change has become the platform of his consulting company, Founders Inc. Brad actively consults 
with professionals and organizations in the disciplines of sales, leadership, and influence.   
 
Brad lives in St. George, Utah, with his wife and three children. 



 
18. Class Schedule 
 

1 Aug 25 Introduction to Salesmanship 

  
Discussion:        Class and Instructor Introductions 

Course Outline - Policies 
2 Aug 27 What is selling? – Part 1 

  

Reading Requirement and Class Discussion: 
The Laws of Influence (TLOI)  

TLOI -1.1 - We’re All Constantly Selling  
TLOI -1.2 - One Of Histories Greatest Sales Pitches? 
TLOI -1.3 – What is selling, really?  

3 Sep 1 What is selling? - Part 2 / The 4 Attributes of Influence 

  

Reading Requirement and Class Discussion: 
TLOI -1.4 – A selling mindset  
TLOI -1.5 – Your Most Important Customer 
TLOI -1.6 – The 4 attributes of Influence  

4 Sep 3 Purpose: Driven To Succeed 

  

Reading Requirement and Class Discussion: 
TLOI -2.1 - Driven to Succeed 
TLOI -2.2 - Understanding What Drives You 

5 Sep 8 Finding Your Niche 

  

Reading Requirement and Class Discussion: 
TLOI -2.3 - Finding your Niche 
Handout – Acres of Diamonds 
Complete Personality Assessment 

6 Sep 10 Assumptiveness & Confidence 

  

Reading Requirement:  
TLOI -2.4 - Being Assumptive 
TLOI -2.5 - Developing Confidence 
Elements of assumptive communication  
An assumptive approach 

7 Sep 15 Modeling (Acting As If . . .) 

  

Reading Requirement and Class Discussion: 
TLOI -2.6 - Modeling (Acting As If) 
TLOI -2.7 - Envisioning 
TLOI -2.8 - Posturing 

8 Sep 17 Social Aptitude: The Medium Of Influence 

  

Reading Requirement and Class Discussion: 
TLOI -3.1 - Understanding your Audience 
TLOI -3.2 - Cooperating 
TLOI -3.3 - The Right Attitude 

9 Sep 22 Fundamentals of Effective Communication 

  

Reading Requirement and Class Discussion: 
TLOI -3.4 - Building Rapport 
TLOI -3.6 - Understanding Human Nature 
TLOI -3.11 –Adapting your Message 
Looking for Cues 
Matching and Mirroring 

10 Sep 24 Utilizing Body Language and Non-verbal Communication.   

  

Reading Requirement and Class Discussion: 
TLOI -3.10 - Utilizing Body Language 



Eye Patterns 
Common signals 

11 Sep 29 Persuasive Communication Strategies 

  

Reading Requirement and Class Discussion: 
TLOI -3.5 - Discovering Hot Buttons 
TLOI -3.7 - Creating Success  
TLOI -3.8 - Creating Perspective 
TLOI -3.9 - Painting A Picture 

12 Oct 1 Initiative: Grabbing the Bull by the Horns 

  

Reading Requirement and Discussion: 
TLOI -4.1 - Working Hard  
TLOI -4.2 - Preparation  - “Keeping Your Powder Dry.” 

13 Oct 6 Sourcing Opportunity and Measuring Activity 

  

Reading Requirement and Discussion: 
TLOI -4.3 - Sourcing Opportunity 
TLOI -4.4 - Measuring Activity – KPI’s  
TLOI -4.5 - Writing It Down 

14 Oct 8 First Impressions and Value Creation 

  

Reading Requirement and Discussion: 
TLOI -4.6 - Compelling First Impressions 
TLOI -4.7 - Lessons From Cold Calling   
TLOI -4.8 - Creating Value 
The job Interview 

15 Oct 13 Sales Leaders and Entrepreneurs 

  

Reading Requirement and Discussion: 
TLOI -4.9 – Sales Leadership 
TLOI -4.10 – Sales Entrepreneurship  

 
Oct 15 Fall Break – No Class 

16 Oct 20 Persistence: Hanging On 

  

Reading Requirement and Discussion: 
TLOI -5.1 - Hanging On For Dear Life  
TLOI -5.2 – Reframing Failure 

Assignment:  MIDTERM EXAM DUE 
17 Oct 22 Influencing Change and Problem Solving 

  

Reading Requirement and Discussion: 
TLOI -5.3 - Influencing Change 
TLOI -5.4 - Progressing  
TLOI -5.5 - Overcoming Objections 
TLOI -5.6 – Innovating Through Problem Solving 
Exercise: Create a Kepner-Trego Matrix example 

18 Oct 27 Negotiating and Interviewing 

  

Discussion: 
Negotiating 101 
Interviewing tips to get the job.  

19 Oct 29 Sales Module 1 

  

Discussion: 
1.1 – Introduction: Debunking Sales Myths 
1.2 - Sales Instincts 
1.3 - The Sales Model 
1.4 - Motivation 
1.5 - Purpose 
Exercise 1A: Clarifying your purpose 



Exercise 1B: Defining your objective 

20 Nov 3 Sales Module 2 

  

 Discussion: 
Confidence 
Being Assumptive 
Prospecting 
Exercise: Identifying lead sources 
The Pitch 
Exercise: Clarifying your product 
Exercise: Crafting a pitch 

21 Nov 5 Sales Module 3 

  

Discussion: 
The Presentation 

Discovering Needs 
Creating Value 
Hot Buttons 
Understanding Human nature/Urgency 
Discovering Needs 

Exercise: Value questionnaire 
Exercise: Customer needs questionnaire 

22 Nov 10 Sales Module 4  

  

Discussion: 
Closing the sale 
Transitions 
Exercise: Identifying your transitions 
Exercise: Building a call flow 
Overcoming Objections 
Exercise 4C: Identifying common objections 

23 Nov 12 Sales Module 5 – Sales Careers 

  
Discussion: 

Building a career in sales  
24 Nov 17 Sales Module 6 – Social Selling 

  

 Discussion: 
What is social selling and what are the most common types 
How is social selling relevant to my career plans?  
Exercise:  

25 Nov 19 Sales Module 7 - Sales Management & Consulting 

  

Discussion:  
Sales Management Positions 

Sales Consulting Opportunities 
26 Nov 24 Course Recap 

  

Reading Requirement and Discussion: 
TLOI –Section 6 – Bringing it Together 

Finding a balance – Developing Influence 
 Nov 26 Thanksgiving – No Classes 

27 Dec 1 Guest Lecture – Sales Presentations 

28 Dec 3 Guest Lecture – Sales Presentations 

29 Dec 8 Guest Lecture – Sales Presentations 

30 Dec 10 Final Exam – No Class 
 


