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COURSE DESCRIPTION FOR SALES, CUSTOMER- AND BUYING BEHAVIOUR
	1. Bachelor Degree:  
	BA Marketing and Sales Management

	2. Course:  
	Sales, customer orientation and buying behaviour

	3. Semester:  
	1th (First year)

	4. Credits:  
	15

	5. Lecturer:  
	Assistant Professor Henning Weseth

	6. Number of contact hours:  
	The lecturer is obligated to have 75 lecture hours with the class in the classroom.

	7. Prerequisites:
	None

	8. Academic description:
	In this programme we discuss different types of functions in sales and the interaction between these functions. We focus on steps in customer’s decision process and how to successfully match this during the sales process. Students will learn about effective tactics in sales and how to use these to achieve progress in the selling process. 

	9. Course aims:
	The students will be able to understand and evaluate the effectiveness in different types of organising, planning and tactics in sales. The students will also acquire skills within selling techniques, understanding and evaluating different kinds of customer segments and know about legal conditions that are relevant for salesmanship. 

	10. Course content: 
	Important factors causing success in sales
Buying behaviour in the private and public marked
Sales process and sales techniques
Legal conditions relevant for salesmanship

	11. Teaching methods: 
	The course will be a combination of lecturing and group work 

	12. Assessment:
	Oral presentation accounting for 40% of the course assessment. 
A three hour individual written exam accounting for 60% of the course assessment. 

	13. Required readings:


	Framnes og Thjømøe Markedsføringsledelse, Universitetsforlaget,  500 pages, price 400 nok

Neil Rackham (2004) Kundstrategier – Vagen till de stora besluten, Liber-Ekonomi, 204 pages, price 300 nok
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40 pages, Price 100 nok
Article (exists in full text)

	14. Supplementary readings:
	Kohli, Ajay K. Og Bernard J. Jaworski (1990): ”Market Orientation: The construct, Research Propositions, and Mangerial Implications”. Journal of Marketing, 54 (april), page. 1-18

Futrell, Charles M. (2002): Fundamentals of Selling – Customers for Life, 7th edition, McGraw-Hill


