
•  Our Sales Competition, in its 11th year, is an annual 
campus-wide event that involves 60 students and 20 
industry partners.  It is co-hosted by three colleges: 
College of Agriculture and Life Sciences, College of 
Engineering and Mays Business School.

•  The Collegiate Sales Team is an interdisciplinary 
group of 15 students and 5 coaches who prepare 
year round to travel to national sales competitions.

•  The Professional Distinction in Sales is a point based 
incentive system designed to encourage student 
participation in resume building, career enhancing 
activities such as internships, networking events 
and training workshops. Students from multiple 
colleges and majors participate in this program. On 
average, 30 percent of participating students earn 
the distinction per semester.

In May 2019, the Business Immersion Program for 
Engineers was offered by the Institute and sponsored 
by Dell Technologies. This two-week summer program 
covers the business disciplines of accounting, finance, 
management, marketing, and supply chain as well as 
the business fundamentals of self-awareness, sales 
skills, presentation skills, and dining and networking 
etiquette. The 2019 program hosted 55 students from 12 
different majors in the College of Engineering and 12 
executives from Dell. The program was such a success 
that plans are to offer it again in 2020.

Due to the positive impact, the Institute is currently 
developing other immersion programs. 

SUCCESS BREEDS OPPORTUNITY
Sales Immersion is a week-long boot camp designed 
to expose students to the concepts of customer-
centricity, self and others awareness, problem-solving, 
strategic questioning, and the sales process. Tailored 
to the enrolled students (e.g., focus on technical or 
health-related sales), the program will conclude with a 
role-play competition. The plan is to offer this program 
to Engineering students. Future plans will include an 
extension of this program to include a Sales Analytics 
Immersion program.

Another developing program is the STEM Immersion 
Program, which will target business students who 
want to work in various STEM-related industries. 
Topics like technical communication, engineering 
ethics, problem-solving, process control, project 
management, and the engineering mindset will be 
explored. In addition, the business fundamentals of 
self-awareness, sales skills, presentation skills, and 

dining and networking etiquette will be addressed. 
Students in this program will also receive overview 
information on a wide variety of industries like 
technology and energy from faculty in both the 
Business School and the College of Engineering as 
well as from industry professionals. The first STEM 
Immersion Program will focus on Energy with other 
industries such as Tech and Healthcare to follow. 

Two faculty members and a strategic partner had a 
dream five years ago that sales education at Mays 
Business School could be something big. They worked 
together to start a small initiative which is now a 
much larger institute. Through the collaboration and 
support from faculty, staff, students, former students 
and recruiting partners, the program continues to gain 
steam; more and more see the benefits of enhanced 
interdisciplinary sales education. Whether a student 
goes on to sell themselves to a company, an idea 
within a company, a product for a company, or a vision 
to create a company, the Sales skills they learn in 
school will stay with them for the rest of their lives.   
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Like many other academic sales programs, Mays 
Business School saw the need to further enhance 
its undergraduate course offerings in sales and to 
build relationships with organizations interested 
in hiring sales talent. 
Officially launched in 2015 as the Professional Selling 
Initiative, the program’s first efforts were three-part: 
sales specific courses were added, experiential 
activities were created, and partnerships were 
developed. Students in the business school are 
currently offered five sales courses including: 
Professional Selling, Advanced Selling, Managing B2B 
Relationships, Sales Leadership, and Sales Analytics. 
Examples of experiential activities offered include 
competitions, company site visits, and working in 
the service learning call center. In 2019, the program 
was recognized as a university-level institute and was 
named the Reynolds and Reynolds Sales Leadership 
Institute. The institute continues to grow in the number 
of partners it serves which is indicative of the need for 
university educated sales professionals.

As any sales program or institute seeks to serve its 
students, industry partners and the academic and 
local communities, the support of the Dean is critical to 
success. With the support of Eli Jones, Dean of Mays 
Business School, opportunities continue to emerge for 
interdisciplinary engagements. Dean Jones is a Mays 
graduate, published author, outstanding teacher, and 
award-winning researcher. He has significant sales 
industry experience and sees the innate value in sales 
and sales education. Janet Parish, Institute Director 
said, “Dean Jones is an integral part of the Reynolds 
and Reynolds Sales Leadership Institute in carrying 
out our missions of teaching, research, and service as 
well as opening doors for our campus-wide service 
efforts.”

INTERDISCIPLINARY PROGRAMMING
The Institute offers many opportunities for students 
campus-wide to come together for training, 
experience, and networking.

•  The Sales Club, whose current president is a 
Communications major, is a student organization 
open to all students interested in learning sales skills 
and/or pursuing careers in sales. Currently, students 
in the Sales Club represent five different colleges 
within the university. 

SALES SKILLS 
ARE SKILLS 
FOR LIFE
MAKING THE CASE FOR SALES IN COLLEGE

MANY COLLEGE STUDENTS, REGARDLESS OF 
THEIR MAJOR, NEED GREATER AWARENESS OF 
THE FOUNDATION THAT CAN BE PROVIDED BY 
STARTING THEIR CAREER IN A SALES ROLE. 
THESE IDEAS ARE A DRIVING FORCE BEHIND 

THE REYNOLDS AND REYNOLDS SALES 
LEADERSHIP INSTITUTE’S ACTIVITIES AND 

GROWTH. THE FACULTY AND STAFF BELIEVE 
THAT SALES SKILLS ARE SKILLS FOR LIFE. 
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