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Reinhardt University
Sport Studies Program
SSP 435: Sport Sales and Promotion (3 credits)

Spring 2024
Course Syllabus


General Course Information
Class Time/Days: MWF 10:00-10:50





Location: Brown Gym 203

Instructor: Joe Mullins






Office: Brown Gym 213

Office Hours:  Posted 






Phone: 770-720-5946
Email: jwm@reinhardt.edu






Catalog Course Description

This course provides students the opportunity to analyze and develop skills essential for sales management and promotion as commonly found in the sport business.
Reinhardt Credit Hour Statement: 3 Credit Hours

Over 15 weeks, students will spend 150 minutes per week in lectures, class discussions, and examinations (37.5 hours for the semester). Instructional time includes a 3-hour final exam. Out-of-class work includes homework and preparation for exams and quizzes and is estimated at around 300 minutes per week (75 hours for the semester).

Purpose of the Course                                                                                                                                      

The primary purpose of the course is to introduce students to theoretical and practical aspects of sport sales and revenue production. This course will analyze and produce skills essential to revenue production and sales management commonly found in the sport business. 
Sport Studies Program Goal

The Sport Studies Program is designed to develop graduates with a broad cultural perspective of sport, with practical skills suitable for employment in sport-related settings, and with ethical and moral characteristics appropriate for assuming leadership roles in contemporary society.

Sport Studies Program Outcomes

Students graduating with a degree in Sport Studies should be able to:

1.
communicate effectively in a sport agency and in academic courses as evidenced by written, spoken, and visual examples.

2.
exhibit personal integrity and leadership skills as evidenced by documented experiences in academic courses and sport agency settings.

3.
recognize moral and ethical issues associated with sport (from contemporary and historical perspectives).

4.
analyze social, cultural, and historical factors influencing the development of sport agencies and the decision-making processes for sport managers in those agencies.

5.
work collaboratively and in leadership roles in a sport-related professional career setting.

University Learning Outcomes

SSP 435 addresses the following institutional Reinhardt University Learning Outcomes:

Students will demonstrate effective expression of ideas through writing, speech, and visual media.

Students will exhibit integrity and ethical responsibility.

Students will demonstrate stewardship and civic engagement, coupled with the ability to work with others both

collaboratively and in leadership roles.

Course Learning Outcomes
Students completing this course should be able to:

1.
Demonstrate competency for the sport-specific application of the Eduselling sales process. (SLO 5)
2.
Gain appreciation and understanding of sport consumer prospecting and lead generation. (SLO 1)
3.
Demonstrate core competencies in responding to sport consumer behavior. (SLO 2)
4.
Demonstrate the ability to generate as well as use sport consumer research in the sales process. (SLO 1)
5.
Demonstrate an understanding of monitoring and assessing the sport sales process. (SLO 1)
6.
Distinguish between direct and indirect selling approaches applicable to existing sport business. (SLO 1)
7.
Demonstrate competency at experiential trials associated with the sport sales process. (SLO 1)
8.
Demonstrate an understanding of how to relate the sport product to the customer. (SLO 1, 2)
9.
Understand components of long-term relationships between consumers and sport businesses. (SLO 1, 2)
10.
Demonstrate understanding of the client product line. (SLO 1)
Course Policies

· No Cell Phones – unless requested by the instructor, there will be no use of cell phones in this classroom, including texting, at any time (including before class and during breaks).  If you must use your cell phone before class or during breaks, please step outside the classroom to do so.  Once inside the classroom put your cell phone inside your book bag (not in a pants pocket or in your lap).  Each incident of cell phone use results in a 2 point deduction from your final grade.
· No Recording – any recording of class sessions (video or audio) without prior approval of the instructor is prohibited.  Violation of the policy will result in a failing grade in the class (or student withdrawal if before the W date).
· Classroom Demeanor – only one person should speak at a time during a class session.  There are to be no side discussions unless the instructor has requested such conversation.
· Language and Civility – the use of profanity of any kind in the classrooms or surrounding areas is prohibited, including slang expressions and racially insensitive terms (regardless of the ethnicity/race of the person using such terms).  Reinhardt University is a Methodist-affiliated institution and students will conduct themselves accordingly.  Each incident of profanity results in a 2 point deduction from your final grade.
· Maturity and Good Judgment – always maintain maturity in classroom interactions and correspondence with the instructor or guests.  The class may take field site visits.  If that is the case, be sure to dress appropriately, show up on time, and maintain appropriate decorum at all times.
· Work Submissions – late submissions are not accepted. When class sessions are missed for Reinhardt-related activities (including athletics), due assignments must be submitted on time … i.e. – if an assignment is due on a date you will be missing class, you must submit the assignment beforehand or have a classmate submit it for you on the due date.
Course Policies and Becoming a Professional (Continued)
Attendance Policy
· Attendance is a crucial aspect of the course.  Show up just as you would for a job, or a doctor’s appointment.  Students are expected to attend every class meeting and any field visits.  In the unusual circumstance that an absence cannot be avoided, students are responsible for all material addressed on that day (get this material from a classmate – not from the instructor).  Excessive absences, as determined by the instructor, will result in a lowering of the overall course grade.

· There is no such thing as an excused absence.  You are either in class or you are not in class.  Someone has paid for your course and you are responsible for the materials addressed for every class session.

The “Self-Reliance Rule”

Instructors in the Reinhardt Sport Studies Program try to be very accessible, but we need your help (there are approximately 120 SSP majors as of Fall Semester 2014 and only three full-time professors … likely the most challenging such ratio on campus).  So, we ask that you follow the “Self-Reliance Rule” by attempting to find answers to questions about the class or the SSP in at least three places before asking the instructor.  The answer to your question may very well be in a course syllabus, available on the departmental or university website, in the academic catalog, or easily findable online.  Your classmates and fellow SSP majors are also good sources of information.  When you email the instructor a question, be prepared to identify the three places you’ve already tried to find the answer.  This policy should also be useful in your professional preparation.
Methods of Instruction

Possible methods of instruction include:

a.
Class lecture and discussion


d.  Power Point Presentations

b.
Course Website



e.  Guest Speakers

c.
Group Work




f.   Other to be determined

Course Requirements/Assignments/Evaluation

1.
Exams (50%) (2) Written Exams and (1) Sales Script Exams
· Written examinations will be administered on assigned dates during the semester (please see attached course calendar).  Exams will include constructed response (short answer, essay) and selected response (matching, T/F, multiple choice, matching) items.

2.
Sport Sales Presentation (20%)

· Students will develop and present a sports sales proposal in accordance with guidelines provided in class. Students will be graded based on the content of the presentation and their presentation of the sponsorship. 
3. 
Group Case Studies (20%)
· Students will compete in a case study competition among other groups in class. Students are graded on their solution to the case, and their creativity at solving the problems presented in the case. 

4.
Professionalism and Attendance (10%)

· The key to learning how to sale anything is practice and practical experience. Students are required to participate in role-play exercises during class and in practical sales activities in and out of class. In addition, students are required to participate through Top Hat while in class. 
Grade Scale

· If this class is part of your required Sport Studies major curriculum, you must earn a grade of C or higher.

Grade


Percentage

A


90-100%
B


80-89%
C


70-79%
D


60-69%
F


below 60%
Academic Integrity

Students are expected to adhere to the Reinhardt University Code of Conduct and Honor Code.  Violations (including cheating and plagiarism) will result in disciplinary actions up to and including a failing course grade, instructor administrative withdrawal from course, and/or any other penalties imposed by the college.
ACADEMIC SUPPORT OFFICE

Disability Statement.

ASO recommends that each course syllabus contain a statement reflecting compliance with The Americans with Disabilities Act and the Rehabilitation Act of 1973, as amended, Section 504. Please use this statement for your syllabus:
The Americans with Disabilities Act (ADA) is a federal anti-discrimination statute that provides comprehensive civil rights protection for persons with disabilities.  This legislation requires that all students with disabilities be guaranteed a learning environment that provides for reasonable accommodation of their disabilities. Reinhardt University is committed to providing reasonable accommodations for all persons with disabilities. Therefore, if you are seeking classroom accommodations under the Americans with Disabilities Act, you are required to register with the Academic Support Office (ASO). ASO is located in the basement of Lawson Building. To receive academic accommodations for this class, please obtain the proper ASO letters.
Schedule of Class Meetings
Course calendar is attached at back of syllabus
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Tentative Course Calendar

	Class #
	Topic
	Assignments/Lectures

	1
	Welcome to Class 
	

	2
	Introduction to Sales
	

	3
	Introduction to Sales
	

	
	
	

	4
	No Class MLK Holiday
	

	5
	Sales in the Sport Organization 
	

	6
	Case Study
	

	
	
	

	7
	Intro to Script
	

	8
	Intro to Script 
	

	9
	Script Work
	

	
	
	

	10
	Needs Analysis
	

	11
	Needs Analysis
	

	12
	Script
	

	
	
	

	13
	Presenting Solutions
	

	14
	Presenting Solutions
	

	15
	Script Work
	

	
	
	

	16
	Overcoming Objection
	

	17
	Overcoming Objection
	

	18
	Script Work
	

	
	
	

	19
	Obtaining Commitment 
	

	20
	Obtaining Commitment
	

	21
	Script Work
	

	
	
	

	22
	TBA
	

	23
	Mid-term Review
	

	24
	Mid-Term
	

	
	
	

	25
	Communication
	

	26
	Communication
	

	27
	Script Work
	

	
	
	

	28
	Prospecting
	

	29
	Prospecting
	

	30
	Script Work
	

	
	
	

	31
	Sales Force Management 
	

	32
	Sales Force Management 
	

	33
	No class Spring Day
	

	
	
	

	34
	Customer Retention 
	

	35
	Customer Retention 
	

	36
	Script Work
	


	37
	Sponsorship Sales
	

	38
	Sponsorship Sales 
	

	39
	Script Work
	

	
	
	

	40
	Presentations 
	

	41
	Presentations 
	

	42
	Script Work
	

	
	
	

	43
	Final Review 
	


FINAL EXAM (as set by Registrar)  (Sales Script Test)
