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 I received a travel award from the College of Education to attend the Sport Marketing 

Association (SMA) national conference held in late October 2015, in Atlanta, Georgia. SMA is dedicated 

to developing mutually beneficial relationships between sport professionals, academicians, and students 

around the world through creation, distribution, and implementation of sport marketing knowledge via 

networking, scholarly activities, and career development opportunities. This particular conference 

devotes an entire session to poster presentations. This is where I, along with other faculty and students 

from across the country, came together to share results from research projects reflecting various 

marketing and sales topics. In addition, the conference offered several student events, such as a Ph. D 

student symposium and student case study competition, which I was also able to attend.  

Conference Contribution 

My poster presentation featured information regarding a qualitative research project I 

conducted in the Fall of 2014. The purpose of this study was to explore student perceptions of sales 

throughout a 16-week course, discover how students respond to sales-related content, and to 

understand how students view sales in the context of their future career path in the sport industry. My 

presentation discussed the results of the semester-long case study, as well as recommendations for how 

the findings could inform both practitioner and instructor decision-making.  

Analysis of the themes developed through the case study indicated that throughout their 

enrollment in the sales course, students began to view sales as a necessary skill for many jobs within the 

sport industry. For example, students could visualize skills they were learning in the course applying to 

other sport-related careers, like coaching or communications. They were also able to dispel some of the 

negative stigma surrounding the sales profession through conversations with their instructor, as well as 

guest speakers currently serving in sales professions. While perceptions appeared to trend more 

positively as the semester went on, a number of students still addressed concerns about seeing 

themselves succeed in what they viewed as high stakes, cut throat sales departments. Finally, while 

some underlying negative perceptions of sales as a career remained at the end of the semester, 

students were more open to a career in sales as a viable entry into the sport industry, and overall 

demonstrated a more holistic view of sales upon completing the course.  

Overall, conference attendees were very interested in learning more about this particular 

research project. Sales pedagogy continues to be an understudied area within sport management 



academia, despite a growing emphasis on sales as a crucial skill for success as a practitioner in the 

industry. Therefore, faculty were eager to hear more about this topic of study.   

Supporting My Research and the Value to COE 

As a third year doctoral student, attending conferences like SMA is an invaluable experience. I 

believe the opportunity to meet with other doctoral students, faculty, and practitioners, as well as the 

opportunity present in this type of setting is crucial to my success as a future scholar. I also believe these 

types of experiences have helped me navigate the road to dissertation completion with a little less fear 

and apprehension. At this conference I had the opportunity to meet and get to know many other 

doctoral students in my field with similar research interests. It was great to learn from them and to hear 

where they are in the process, and also to plan future research project partnerships. It was also great to 

meet and get to know more established faculty in the field and hear about their research and to learn 

from them.  

 


