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Meeting days and times:  
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Course Instructors:


Dennis & Jo-Anne McDonough 
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 Contact Information:

Course Instructors:             
Jo-Anne & Denny McDonough 

Telephone:  

         
Denny (802) 310-9535, Jo-Anne (802) 310-1734
E-Mail: 

           
denyatarms@aol.com, joannewccc@aol.com
Office:



Kieffer Hall, Chaminade University
Office Hours:                        
By appointment

Course Description

     “Everyone lives by selling something.”   Robert Lewis Stevenson 

     MBA 780 will deliver the essential competencies, concepts and strategies of professional selling, including the selling of ideas, and self. It will also address selling’s role in our daily lives.  Students will learn about and differentiate between classical selling theories and models, from current, state of the art persuasion. They will contrast and compare the classical structure, ethics, systems, and selling styles to those found in, all too few of, today’s organizations who have adopted a “Lean – Servant Selling” approach.  
     We encounter selling daily: some good, some bad, and, on occasion, some very, very bad (ugly). We will examine each to understand their components, what they look like, why they are still being used, and how to identify many of these different selling strategies. This course teaches, and coaches students in the simple art, and magic of professional selling.  It combines class and thinking exercises, readings, lectures, case studies, group discussions, life games, guest lecturers, and hands on experiences to create a laboratory for learning, and more importantly, the development of specific selling competencies. 
As Cicero said, “The skill to do comes from the doing.”  Therefore, we will do a lot of doing. 
Class Overview:
     This course will help students understand how people think, feel and behave, their “Social Styles.” In understanding others and ourselves, we will identify our differences and our similarities, so that we will effectively relate to people who are like us and “un-like” us. 
     Students will “Know” how to establish Rapport. 
          “People, who are like each other, tend to like each other;
          People, who are dislike each other, tend to dislike each other.”  Denny McDonough
     They will also understand how to employ a key in motivation.    
     They will know that, “People do things for their reasons not ours.”  Ken Blanchard 
Therefore, discovering what motivates others and self, is essential in the Simple Magic of Professional Selling, and art, of persuasion. In order to sell professionally, people must do the buying because they want to take action.  “What people want is why they buy.” 
     Communication is the underpinning. Students will examine and test the key components of communication.  They will be more persuasive in the world of business, entrepreneurship, and in their daily lives through enhanced communication understanding and skills.

     Selling is universal. We frequently do not realize, or do not think of an occurrence as a selling experience.  In life we: 
Interview for a job, ask for a raise, ask for a date, and negotiate a price to purchase a business, persuade venture capitalists to invest in your great new idea/product, ask for a loan from a bank to buy the business.  
Some of us will: negotiate to buy a car, or to sell a car, attempt to convince our daughter or son to do their homework, or come home on time, not eat the chocolate. Some may even attempt to persuade their professor that they deserve a higher grade, etc. . .

     These are all selling experiences and opportunities.  Do we get the job? Do we get the raise, the date, a good price on the business, a good deal on the car, etc.?
The ability to persuade effectively, the ability to sell, is a combination of understanding, skills and experience.
     MBA 780 delivers the platform of knowledge, experiences and the opportunity to practice. The student will have the academic construct. Through discipline, and practice they will be positioned to get the great job, the date, buy the business for a good price, etc. . .   

     MBA 780 will incorporate and utilize:
· Strategic and creative thinking skills, which are integrated in class and team activities and exercises.  
· Class and group discussions to explore the key elements of the assigned readings.

· Occasional quizzes. 
The content for these quizzes is from class discussions, thinking exercises, projects, readings, etc.  

  and (the Wednesday evening Hogan speakers, if applicable) 

· Individual and team projects will combine skill development with class and student learning   

  competencies. 
Purpose of the Course: 
     MBA 780 is a master’s course, which, in all practicality, is a learning laboratory. 

Its purpose is to transport students to a platform of understanding and core competencies that will enable them  to become highly proficient in the art and simple magic of professional persuasion.  
This course is for students who want to learn about, and then become skilled persuaders.  

Course Learning Outcomes 

At the conclusion of this course, successful students will have demonstrated the following:   
► an understanding of, and skills in using many of the key components of persuasion;  


     EG:  Rapport, Closing, Power Asking, Power Telling, “Embedded Commands & Questions”,    

Presuppositions, Managing Resistance, Answering Objections, Visioning,   “Pedestalization”, “Boxification”, “Layering”, “The By Pass”, The Presentation- Discussion-Interview, Good Business Practices, Activity Management, and etc.;  
► An understanding of how to be able to effectively integrate Social Styles as communication and 
           selling tools;   

► A clear understanding of and skills in effectively networking;    

► An understanding of, as well as, be able to teach, and coach others in the basics of 
      professional selling; 

► An understanding of the key selling skills in launching an entrepreneurial venture;
► An understanding of, as well as using key skills to “Win the Interview” as the interviewee 

This is a learning laboratory, which will necessitate a high level of contribution. 

Students will be working in teams; and each student will participate as a “Coach” within the team and class. We will all learn from the sharing of different views, experiences, skills, and perspectives.  
To expand on, as well as, simplify the learning experience, a variety of communication strategies and styles are incorporated.    
Course Materials:  
There will be readings from: Influencing, With Integrity, Non-Manipulative Selling, Who Do You Think You Are?, Body Language, Tipping Point, Blink, Zapp - The Lightening of Empowerment, Leadership Jazz, Mastering the Game, as well as other sources.  

Course Schedule:  The course schedule is a guideline. Being flexible will allow us to meet our objectives while managing our needs.  

Course Requirements:  
► 9 group/individual assignments

► Reading assignments

► Mid-term

► Demonstrate effective participation in class and with your team 

► Attendance and participation in class discussions and activities

► Final Project – TBD

Assessment and Grading

:  

	Assignments:                               200 points   (40%)

Participation and Attendance:     150 points    (30%)

Midterm exam:                            100 points    (20%)                          Final Project:

                     50 points    (10%)




         Total: 500 points  (100%)
	      450 –   500 points = A

      400 –   449 points = B

      350 –   399 points = C

      300 –   349 points = D

               < 300 points = F


Course Ground Rules
Academic Honesty

Students are responsible for promoting academic honesty at Chaminade by not participating in any act of dishonesty and by reporting any incidence of dishonesty to an instructor or to a University official.  Academic dishonesty may include theft of records or examinations, alteration of grades, and plagiarism.  Questions of academic dishonesty in a particular class are first reviewed by the instructor who must make a report with recommendations to the Business School Dean.  Consequences for academic dishonesty may range from an “F” grade for the work in question to an “F” grade for the course to suspension or dismissal from the University.

Students with Disabilities

Chaminade University provides reasonable accommodations for individuals with a disability in compliance with the Americans with Disabilities Act (ADA) of 1990.  If you would like to know if you qualify for ADA accommodations, please contact our Counseling Center at 808-735-4845.  Current appropriate documentation will be required for determination of accommodation eligibility.  

Characteristics of a Marianist Education

The following are characteristics of the approach to education engaged at Marianist schools, including Chaminade University:

(  Educate for formation in faith

(  Provide an integral quality education

(  Educate in family spirit

(  Educate for service, justice and peace

(  Educate for adaptation and change

Instructor Background Information

Dennis McDonough,
President of Attitude &Response Management Systems, (A&RMS), provides executive coaching, 

training and consulting in sales, sales management, leadership, and communications.
     Denny spent 15+ years in sales management and sales with the IDS/American Express Financial Services Co.  He received national recognition and awards for his excellence in leadership, sales and sales training.  In his 15 years in management his selling team was consistently ranked as a top producer in average sales. In less than 2 years he more than tripled sales as a Divisional manager for American Express Financial Services. And, his sales force retention was one of the highest in the nation.
     Denny was voted Vermont Consultant of the Year. This exemplifies the impact he has on the business community and his colleagues. 

Education:  
BA:  

Philosophy  


University of Vermont

Jo-Anne McDonough, 
      President of RightStart Consulting and Mentoring (RSCM) which provides coaching, training, consulting and mentoring in leadership, communications and conflict management. Jo-Anne has started, owned, and managed 3 successful businesses prior to moving to Honolulu, Hawaii, in 2010, where she is an educator in the Honolulu preschools.  
     She established the nationally accredited Williston Child Care Center in 1984. WCCC was recognized as the model of how a quality child care center should operate. Because of the excellence of the programs she delivered, Jo-Anne’s leadership, its employees and the center’s reputation, it was purchased by the Child Care Resource Agency of Vermont.  
     Jo-Anne served as a Board Member of the Vermont Association for the Education of Young Children.
She was a member of the Vermont Public Engagement Committee.
Jo-Anne also was the Vice President of the Board of Directors of Child Care Resource. 

Education:  
BA:  

Sociology 


University of Vermont

M.Ed:        
Curriculum Instruction 
University of Vermont 
Syllabus Modification
This syllabus is only a plan. Because of class needs and wants we may modify the plan during the course.  The requirements of the course may be altered from those appearing in the syllabus. Further, the plan contains criteria by which the student’s progress and performance in the course will be measured. These criteria may also be changed.

Class Schedule for MBA-780-Summer of 2013 
Class 1, July 1, 2013 

We will begin by discussing the key learning objectives of the course, the class “Rules of the game”,             class introductions and individual objectives. 

For the first class, be prepared to discuss your course objectives and answer the questions,

     So What?   (What is in it for you in achieving your course objectives?)

And, be mindful of the students you are meeting in class 1 to determine who you would like                       to have on your team. 

Because the class will be working in groups, we will examine teaming. We will discuss what is needed, and how to create an effective team. We will also review the growth stages of a team.   

Then, as a class, we will take a first look at Selling. 

What is it?

Why is it important in business and in life?
Selling demonstrations and a class selling exercise will help the students see and experience various selling styles. 
From this foundation in selling we will then talk about effective Networking.


What do you do to create a positive and lasting first impression?

To prepare for class 2 students will Read chapter 1, 2, & 3 in Influencing With Integrity.

Describe, on no more than 2 double spaced pages, 2 examples of selling that you have experienced.

(1 positive, 1 not positive)

Class 2, July 8, 2013 

Review of Class 1 from class note taker 
Discuss Session 1
We will now take an in depth look at Selling. 

Class reports on their Selling experiences, (the good-bad-ugly)

What happened?

How did you feel?

Why does selling have such a ___________________ reputation?

What is selling, defined? 

What are some of the basic components of selling? 

What was selling like in “the good old days”? Was it moral?  Was it ethical? Why??

What is Professional Selling, (Selling with integrity)?  How is it different, or is it, from the traditional selling approaches? How do you be ethical and sell effectively? 

Introduction of some of the key selling tools and skills: 
     
Rapport

Asking


Closed questions


Open questions 


Embedded questions


Leading questions


Inverted questions


Etc. 

Closing

     
NAQ-Help

     
“Pedistalization”
What is Effective Networking? 

 Networking exercise with demonstrations and then practice 

To prepare for class 3 please read Chapter 4 & 5 in Influencing With Integrity, and chapters 1 thru 3 in 

Non-Manipulative Selling 

Please interview 3 individuals that you already know who are in business. And, ask them to introduce you to people they know. (Referrals) We will develop the questions and interview strategy in class.  

With your team’s help, begin to write, then practice, your Elevator Speech.                                   
Team selection exercise 
Select team NOW

Class 3, July 15, 2013 

Review of Class 2 from class note taker 

Discuss: Session 2

We will discuss Non-Manipulative Selling. “How does it work?” 

In what ways does it contrast and compare with traditional selling?
Additional selling skills will be introduced, demonstrated and practiced, with follow-on selling exercises
Communication, as the foundation and underpinning of effective selling, will be introduced as a key skill set.   

What does it look like?

To prepare for class 4 please read chapters 3 thru 7 in Non-Manipulative Selling, and complete the Social Styles evaluation instrument.
Please interview 3 individuals you do not know who are in business. And, ask them to introduce you to people they know. (Referrals) 

We will adjust, as needed, the questions and interview strategy in class.                                                          With your team, complete and practice, your Elevator Pitch
Class 4, July 22, 2013 

Review of Class 3 from class note taker 

Discuss: Session 3

We will continue to examine Communication. 

The concept of Rapport, what is it? And, how to create rapport, by design, will incorporate our discussion of Social Styles, as key selling tools. This will be followed by team exercises to help the students better grasp the skills and utility of Rapport and Social Styles in selling. 
Networking exercise

Be sure to track effort and results 

   Meet 3 people you do not know

   using the strategy and skills  

   discussed and practiced in class

To prepare for class 5 please finish Influencing With Integrity, and, with your team, practice your Elevator Speech.

Interview 3 individuals who are in a not for profit business. And, ask them to introduce you to people they know. (Referrals) 

We will adjust, as needed, the questions and interview strategy in class.                                                   
Practice with your team your Elevator Speech
Class 5, July 29, 2013 

Review of Class 4 from class note taker 

Discuss: Session 4

In this class Social Styles, by Dr. David Merrill, will be introduced. 

A Social Styles evaluation will have been completed before class 5.  

Through in class exercises students will be given the opportunity to practice identifying various Social Style types, and be able to answer the question, So What? 

We will also discuss how understanding this model can help in being a more effective communicator and sales person. 

Deliver your Elevator Speech

Networking exercise 

Be sure to track effort and results 
Meet 3 people you do not know using the strategy and skills discussed and practiced in class. 

To prepare for class 6 please finish Non-Manipulative  Selling, and read chapters 1 to 7 in Who Do Think You Are? (Social Styles)

Interview 3 individuals who work in State or Federal Government. And, ask them to introduce you to people they know. 

We will adjust, as needed the, questions and interview strategy in class.
Class 6, August 5, 2013 

Review of Class 5 from class note taker 

Discuss: Session 5
Key selling skills cont.  

Selling exercises  

Selling situations

Deliver your Elevator Speech 

Read Zapp, The Lightening of Empowerment 

Read chapters 1 – 5 in Blink

Networking exercise 

Summarize in 3 double spaced pages, what you have learned from this networking exercise.

Also, please complete (by the numbers) a summary of your efforts and results.

This is due on . . . . . . . . . . .
Class 7, August 12, 2013 

Review of Class 6 from class note taker 

Discuss: Session 6 

Review first 6 chapters in “Who Do You Think You Are?”
Introduction of NLP 

Deliver your Elevator Speech

Read handouts 

Read chapters 7 thru 11in Who Do You Think You Are? 

Research and write a 2 page, double spaced paper on NLP    

Interview 3 individuals who are from your referral pool. 

And, continue to ask to be introduced to people they know.

We will adjust, as needed the, questions and interview strategy in class.    

Class 8, August 19, 2013 

Review of Class 7 from class note taker 

Discuss: Session 7 

Sales in Leadership

Networking paper due 

Introduction to Neuro- Linguistic Planning, (NLP)

Selling exercises using key skills 

Interview 3 individuals who are from your referral pool. 

And, continue to ask to be introduced to people they know.

We will adjust, as needed the, questions and interview strategy in class. 

Class 9, August 26, 2013 

Review of Class 8 from class note taker 

Discuss: Session 8

Selling exercises using key skills

Selling exercises using NLP skills 

Interview 3 individuals who are from your referral pool. 

And, continue to ask to be introduced to people they know.

We will adjust, as needed, the questions and interview strategy in class. 

Class 10, September 2, 2013 

Review of Class 9 from class note taker 

Discuss: Session 9

Presentation-Conversation- Interview (PCI)

Selling exercises using NLP skills

Discuss last 2 weeks of activity, results, & what you have learned
Begin reading Leadership Jazz 

Network

Complete any assignments 

Network

Note 1: September 2, class dated may be changed
Note 2: There will be no final exam
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