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LANNOTATION

The academic course "Sales Management and Logistics™ is one of the profiling disciplines for the
students in the bachelor’s degree of studies in the program "Business and Management (in English)". The
aim of the course is to build students' theoretical knowledge in sales management and related activities
with the sales logistics. The curriculum considers sales management as part of the meaning of business
existence and the purpose of each economic entity in the market economy, expresses the marketing of the
business enterprise and emphasizes the place and role of the sales function in the management of the en-
terprise, the specifics and the technology of sales types, sales promotion, the role and importance of
commercial logistics, its elements and scope in national and international aspects, etc.

The discipline builds practical skills in personal selling techniques, effective sales goal setting
and sales quotas. The course content introduces the specifics of sales information management, commer-
cial sales management software, and the importance of sales to business operations. It defines the stages
of the order submission process, through warehousing, inventory management, transportation, infor-
mation flows in domestic and international trade business.

The provided forms for ongoing control of the discipline (individual or team work on practical
exercises, tests, business case and literature review) allow students to expand and improve Interpersonal
skills, and the ability to adopt new competences and Entrepreneurship competences.

The interdisciplinary approach is widely supported given the fact that the academic course in-
cludes knowledge from the subject areas of management, economics, applied statistics, law, which sup-
port the making of intelligent and successful business decisions for the management of sales and logistics
in modern trade.

INL.THEMATIC CONTENT

Ne TITLE OF UNIT AND SUBTOPICS NUL'V'BER C;F HOEF;S
Theme 1. INTRODUCTION TO SALES MANAGEMENT 6 2
1.1. | The nature, place and role of the sales function in the enterprise

1.2. | Classifications of sales and sales situations

1.3. | Defining sales goals and objectives

14 !\Iature, importance, types of quotas and procedures for determin-

"' | ing quotas

Theme 2. STAGES AND TECHNIQUES IN THE PERSONAL 6 4
SALES PROCESS

2.1. | Sales process and search for potential customers

2.2. | Preparing for sale and choosing a method of sales presentation

2.3. | Customer approach techniques and elements of sales presentation

2.4. | Detecting and responding to customer objections

2.5. | Selling and negotiation techniques

2.6. | Post-sale activities
Theme 3. MANAGING LINKS AND RELATIONSHIPS WITH 6 2
CUSTOMERS

3.1. | The essence of customer relationship management

3.2. | Sales and customer loyalty

3.3. | Ethics in sales
Theme 4. SALES ANALYSIS, PLANNING AND FORECASTING 6 4
4.1. | Sales evaluation and analysis

4.2. | Sales planning

4.3. | Sales forecasting
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Theme 5. CONTROL AND STIMULATION OF SALES 6 4
5.1. | The essence of controlling sales
5.2. | Receiving and processing customer claims
5.3. | Nature and trends in sales promotion
54 Merchandising - techniques for increasing sales of commodities in
"~ | retail outlets
Theme 6. SALES MANAGEMENT INFORMATION BASIS 3 2
6.1. | Sales management information systems
6.2. | POS systems
6.3. | Essence, features and trends in the development of electronic sales
Theme 7. NTRODUCTION TO COMMERCIAL LOGISTICS 4 4
7.1. | Definition and scope of commercial logistics
7.2. | Significance of commercial logistics
7.3. | Tasks of commercial logistics
Theme 8. ELEMENTS OF COMMERCIAL LOGISTICS 4 4
8.1. | Order process
8.2. | Storage
8.3. | Inventory control
8.4. | Transportation
8.5. | Information monitoring
8.6. | Facilities
Theme 9. DOMESTIC SALES LOGISTICS 2 2
9.1. | Definition and scope of domestic sales logistics
9,2, | Elements of domestic sales logistics
9.3. | Challenges to domestic sales logistics
Theme 10. INTERNATIONAL SALES LOGISTICS 2 2
10.1. | Definition and scope of international sales logistics
10.2. | Comparison between domestic and international sales logistics
10.3. | Challenges to international sales logistics
Total: 45 30
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IHNI.LEFEORMS OF CONTROL

Extracur-
Ne TYPE AND FORM OF CONTROL Number | ricular,
hours
1. Midterm control
1.1. | Practical assignment 2 40
1.2. | Presentation of practical assignment 1 10
1.3. | Course business case 1 15
1.4. | Tests (with open, closed and / or mixed questions) 2 20
Total midterm control: 6 85
2. Final term control
2.1. | Examination (test with open, closed and / or mixed questions) 1 50
Total final term control: 1 50
Total for all types of control: 7 135
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