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In all business topics, Selling might be considered to have the biggest gap of perceptions between practitioners and
the academics. This course aims to guide students to grasp some basic skills and knowledge of Business
Development and Management through four case studies and the articles from Harvard Business Review. Students
are expected to learn selling skills for general products and services, organization of sales team, and management
and development of sales forces. This will help students to be prepared for future careers in sales and marketing
areas, whether individual or as a team member.
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ZERAEE ¢ http://mww.cyut.edu.tw/~fishertsau/
E-Mail : fishertsau@cyut.edu.tw
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