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The Co-training for “Selling combat” and “Implementation of marketing planning” are the main mission for profit-
based enterprises. The purpose of this course is to coach students how to identify the personalities for salesman
operating and to understand the social capital and the human ones ( as like KSAOs -
Knowledge/Skills/Attitudes/Other Characteristics) in real world , and to practice the role play with each other by their
scenarios. Besides, this course helps students prepare with the capability in “doing by learning and learning by
doing” through topic lecturing, case study for time and working management, and available feedback to highlight
students deliberating of multiple dimensions of PDCA cycle and marketing-sale interacting. Finally, the appraisal is
to be activated of the field-selling in the public sector, and simultaneously adopts non-profit organization or store’s
floor practical training as internship opportunities to implement real results for this course.
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