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Students��will��take��the��following��coursework:����
��
Business��Administration��Pre�rProfessional��program
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2. Provide an avenue for students who are seeking a sales career to more 
fully prepare for the realities of the sales role. 

3. Allow KSU to compete for the growing number of students who desire the 
opportunity to study the professional strategic selling within the context of 
business. 

4. 9nivenutwho velopal soline cnec. 
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The major in Professional Strategic Selling is intended to complement, as 
well as provide resources and classes for, the Certificate in Professional 
Strategic Selling.   
 

I MPACT OF SALES M AJOR ON CONSTITUENT GROUPS 
K-STATE UNDERGRADUATE STUDENTS: 

�x K-State students receive the highest quality sales education, and all 
CBA students have developed fundamental selling skills.  

�x More students are able to access and complete the National Strategic 
Selling Institute Program, thereby improving their professional sales 
abilities and increasing their attractiveness to employers.  

�x More students are introduced to sales as a viable and lucrative career 
path. 

�x Students are hired by great firms and have successful careers, with 
entry level compensation packages ranging from approximately 
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A selective admissions process has been employed by other Kansas State 
University majors, including Interior Design (College of Human Ecology), 
Wildlife and Outdoor Management (College of Agriculture), and Athletic 
Training (College of Human Ecology). 
 
Prior to being admitted to the Major in Professional Strategic Selling, students 
also must complete 54 credit hours of Business Administration Pre-
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Table 3 

U.S. Bureau of Labor Statistics, Employment by Sales Occupation, 2014 and Projected 2024 (Numbers in thousands) 
��

��
��

Employment��
Change,��
2014�r24�� ���� ����

��2014��National��Employment��Matrix��Title�� ��Number����
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Table 4 
U.S. Bureau of Labor Statistics, National Employment Change, Replacement Needs, and Job Openings Projected 2014-2024 

(Numbers in thousands) 
 

2014��National��Employment��Matrix��title����
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Table 5 

High Demand Occupations, Kansas, 2015 
 

High Demand Occupations – Sales Roles – Kansas – 2015 

SOC Title JVS1 ST2 LT 3 
Total 
Score 

Rank out of 
439 

Median Annual 
Wage4 1439 �
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Table 6 
Occupational Projections (Long-Term) for Sales Occupations in Kansas, 2012-2022 

 
 

Occupation Occupation 
Code 

2012 Estimated 
Employment 
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CURRICULUM OUTLINE  
NEW DEGREE PROPOSALS  

Kansas Board of Regents

I. Identify the new degree: 
 
Major in Professional Strategic Selling 
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 Total Hours  24  

��




