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A win-win
situation

The Center for Professional Selling provides
opportunities to acquire the most talented,
promising new employees and creates an
ideal win-win situation for the partner and the
University.

Sales program graduates come to the
workforce armed with real-world experience,
strong career goals, and the tools and talent to
contribute to their organizations from day one.

According to a survey of sales managers:

- Sales program graduates ramp up 50% faster
than their non-sales educated peers

- New hires from sales programs turnover 30%
less

- Sales program graduates save their recruiting
companies an average of $180,000 per hire
when compared to other recent graduates.
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Partners

Partners support our program both
financially and through student engagement.
Partner events include:

- Academic presentations or activities in sales
classes (about six per semester)

- Invitation to a Meet and Greet networking
event held each semester, attended by
students in all sales classes

- Student resume book
- Membership on the Center’'s Advisory Board

- Invitation to a private LinkedIn group for sales
students and alumni

- Recognition in the Sales Center, website, and
promotional materials

- Additional opportunities to engage with
students, such as mock interviews, student
lunches, and more (vary by semester)
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