Become a RECRUITER of the
PROFESSIONAL SALES INSTITUTE

Recruit and hire from our talented pool of sales students

« Participate in our Sales Career Fairs a r e I n

« Offer sales internship opportunities

« Provide sales scholarships

« Meet your next entry level candidate at our annual Networking & Golf event
Become a partner and enjoy:

» Mentoring and coaching sales students

Major

- Executive instructor visits to sales classes
« Panel presentations at Institute-sponsored student meetings and
Distinguished Speaker Series events

Serving as a member of the Advisory Board for the Professional Sales Institute

CORPORATE FRIENDS

« AT&T (B2B Sales Division) « Fastenal « Northwestern Mutual

Financial Network -
« Arthur J. Gallagher & Co. « Gartner Bloomington/Normal Group

« Brown & Brown, Insurance Brokers  « Groupon « PAYCHEX, Inc.

« Bufalo Contracting « HON Company  Saint-Gobain Norton
« C.H. Robinson Worldwide, Inc « Liberty Mutual « Sherwin-Williams Company
« COUNTRY Financial « Northwestern Mutual Financial
« TEKsystems
C Network - Carr Agency
« Crown, Inc.
« DISH Network / DISHOne o L3t D T LAl " IOISMES Sompany !
Financial Network - « Young America Realty 1 } !
« Enterprise Rent-a-Car Downers Grove f
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Why Corporate Amercia recruits from the Professional Sales Institute.

Our sales program is founded on the philosophy of consultative selling where the role of the salesperson is to understand
customer needs, provide insight about a customer’s situation or opportunity, and then offer a customized solution to

address the customer’s needs/opportunities in a way that maximizes value to both the buying and selling firms.

The Professional Sales Institute provides multiple points of contact between our sales students and active sales
professionals and their companies. These real-world interactions and experiences in and out of the classroom are central
to the sales sequence learning environment and provide significant advantages to students as well as the participating
companies. Plus, sales-focused career fairs are held each semester to provide placement opportunities for paid internship

or career positions. A sales major on average receives three to four job offers during their senior year.

REQUIRED COURSES

PERSONAL SELLING &
RELATIONSHIP MARKETING
The foundation course for the

sales program introduces the basic
concepts related to the sales process
and develops core sales skills such as
developing rapport, gaining prospect
interest, identifying customer needs,
presenting the solution, managing
resistance and gaining commitment.
The importance of trust, customer
orientation, and managing long-term
customer relationships is emphasized
throughout the course.

SALES MANAGEMENT

Includes theory, principles and
practices of sales force management
and leadership

ELECTIVE COURSES

o Marketing & Sales Forecasting
e Advanced Personal Selling &
Negotiation
Key Account & Relationship
Management

Professional Sales Planning &
Analysis

Purchasing Policies & Procedures

Internship/Cooperative Education in
Professional Sales



