STUDY SUBJECT DESCRIPTION
SALES MANAGEMENT

BUSINESS MANAGEMENT AND Optional

INNOVATIONS

5t 6 ECTS

After completion of the study subject, a student should be able:

LO1 toknow trends, theories and developments in trade science.

LO2 to know sales functions and ability to apply them to the organisation

LO 3 to select, analyse and analyse information required to solve sales
problems.

LO4  to plan sales management techniques and tools to develop the business.

LO5 to create, develop and grow a sales business and make decisions

LO 6 to plan, effectively manage the sales process.

LO7  tocommunicate effectively in professional sales activities.

LO8  tocommunicate effectively with the team, clients and other professionals.

LO9 to take responsibility for own actions

LO 10 to initiate and implement change in the company, starting the new
projects to create value.
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LO 11 to analyse and plan effective ways and means for sales development

The importance of trade and services in the economy
Types and functions of retail and service businesses. Practical applications in the business sector
Sales management. Finding and attracting customers. Forecasting sales results

1.
2.
3.
4. The impact of digital actions on business success
5.

Inclusive and positional bargaining in trade. Assessing performance in trade
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