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Course Competency Learning Outcomes 

Competency 1: The student will understand the 
theory of consumer behavior by: 

• Critical thinking 

• Information Literacy 

• Cultural / Global Perspective 

1. Examining the consumer decision process 
consumers use in determining purchase decisions 
(perception, learning, beliefs and attitudes).   
2. Exploring the concept of reference groups and 
influencers that impact consumer decisions.   
3. Analyzing the facets of consumer knowledge, 
brand recognition, and purchase intention.   
4. Identifying the importance of cognitive 
dissonance and the post-purchase thought 
process and decisions.  

  

Competency 2: The student will comprehend the 
importance of developing a sales personality by: 

• Critical thinking 

• Information Literacy 

• Social Responsibility  

1. Exploring the importance of personality 
profiling and the role it plays in sales.  
2. Utilizing personality assessment tools to 
highlight behavioristic attributes.  
3. Identifying the difference between sales 
farming, hunting, and trapping personalities.  
4. Analyzing the attributes of interpersonal skills, 
attitudes, decision-making process, and 
relationship building.  

  

Competency 3: The student will understand the 

concept of sales prospecting by: 

• Critical thinking 

• Cultural / Global Perspective 

• Computer / Technology Usage 

MAR 1502 Sales and Consumer Behavior 

Course 

Description:  

This course introduces the process consumers use in making purchase decisions.  
Students will analyze how developing a sales personality factors into producing 
prospects, leads, and ultimately generating sales.  Students will identify how both 
buyer and seller behaviors interact in the sales process. (3 hr. lecture) 
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1. Differentiating between customer leads, 
referrals and prospects and identifying the target 
customer.   
2.  Comparing and contrasting the differences 
between outbound and inbound prospecting.  
3.  Exploring the outreach process and the various 
techniques.  
4. Examining sales prospecting tools that utilize 
industry trends, product launches and consumer 
touch-point databases.  

  

Competency 4: The student will explore the 

concept of social selling by: 

• Critical thinking 

• Computer / Technology Usage 

• Aesthetic / Creative Activities 

1. Explaining the role of social media, the various 
platforms and how consumers interact with them 
2. Comparing and contrasting the various 
platforms and their usage by demographic groups. 
3. Exploring how to use social media to engage, 
educate and support purchase decisions.  
4.  Analyzing various methods of content creation, 
relevancy and social networking connections for 
potential referrals and leads.  

  

 

 

 

 

 

 

 

 

 

 

 


