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	Course Information:

	College: 
	 Western Technical College

	Course Title:  
	 Principles of Inside Sales

	Course Number: 
	 10104164



Course Competencies 
Competencies are what learners will be able to do as a result of the learning experience. In this course, the competencies that you must demonstrate are:  
	#
	Course Competency:

	1:
	Explore career pathways for inside sales representatives.

	2:
	Use various social selling tools.

	3:
	Use customer relationship management tools.

	4:
	Explore the role of relationships in account management.

	5.
	Apply customer retention strategies.

	6:
	Outline best practices for outbound communication efforts.

	7:
	Outline methods for growing a book of business.

	8:
	Examine the process of preparing to sell.

	9:
	Use virtual meeting tools to communicate.



Grading Information
Grading Scale:
	Assessments:
	Percentage (%):

	Journals 
	15%

	Written Assignments and SWOT Analysis
	15%

	Presentations and Virtual Meeting Tool Interview
	15%

	PATS:
· Inside Sales Positions
· Collaboration: Social Media and Customer Relationship Management (CRM) Tools
· Role of Relationships in Account Management
· Communications: Mass Email and Voicemail Messages
· Growing a Book of Business
· Preparing to Sell
· De-escalation Virtual Meeting
	55%



	% :
	Grade :

	93-100
	A

	88-92
	A/B

	83-87
	B

	78-82
	B/C

	70-77
	C

	60-69
	D

	< 60
	F



	Week(s)/ Session:
	Learning Plan/Description:
	Targeted Competencies: (#)
	Assessment Activities, (i.e. Performance Assessment Tasks [PATS], Exam/Quiz, Discussion Board, etc.):

	1
	Learning Plan 1 – Inside Sales Careers
	1
	· Complete PAT – Inside Sales Positions

	2 and 3
	Learning Plan 2 - Social Media
	2
	· Submit Journal Entry
· Present product/service via virtual meeting tool
· Submit Journal Entry

	4 and 5
	Learning Plan 3 - Customer Relationship Management
	3
	· Submit Journal Entry
· Complete PAT – Collaboration: Social Media and Customer Relationship Management (CRM) Tools

	6 and 7
	Learning Plan 4 - Relationship Strategies
	4 and 5
	· Submit Written Assignment
· Submit Strengths, Weaknesses, Opportunities, and Threats (SWOT) Analysis
· Complete PAT – Role of Relationships in Account Management

	8 and 9
	Learning Plan 5 - Communication Strategies for Inside Sales
	6
	· Submit Written Assignment
· Submit Written Assignment
· Complete PAT – Communications: Mass Email and Voicemail Messages

	10 and 11
	Learning Plan 6 -Growing a Book of Business
	7
	· Submit Journal Entry
· Complete PAT – Growing a Book of Business

	12
	Learning Plan 7 - Selling Process
	8
	· Present – Preparing to Sell Presentations
· Complete PAT – Preparing to Sell

	13
	[bookmark: _GoBack]Learning Plan 8 - Virtual Meeting Tools
	9

	· Submit Written Assignment
· Participate – Virtual Meeting Tool Interview

	14 and 15
	PAT – De-escalation Virtual Meeting
	5 and 9
	· Complete PAT – De-escalation Virtual Meeting
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