
Card of course
	Subject name
	Sales Techniques


1.  Location of the subject in the system of studies
	1.1. Programme
	Management

	1.2. Mode of study
	Full time studies 

	1.3. Level of degree
	Ist degree studies

	1.4. Profile
	Practical


	1.5. Speciality
	does not apply

	1.6. Lecturer responsible for the subject
	Mgr Dariusz Donica


2. general characteristics of course
	2.1. Connection with a subject group
	Directional/Practical

	2.2. Total credits (ECTS)
	2

	2.3. Language of instruction
	English

	2.4. Semesters in which the subject is carried out
	II

	2.5. Criterion for selection of listeners
	n/d


3. Learning outcomes and method of conducting classes
3.1.  Aim of the subject
	Lp.
	Aim of the subject

	
	

	C1
	Introduce students to most popular sales techniques

	C2
	Familiarize the students with pricing and sales skills

	C3
	Teach students the basics of pricing

	C4
	Point the importance of the pricing and proper sales techniques on the development of business activity 


3.2. Learning outcomes, divided into KNOWLEDGE, SKILLS AND COMPETENCIES, with reference to learning outcomes for an area (s) and a field of study
	Lp.
	Description of learning outcomes
	Reference to the learning outcomes

	After completing the subject, student in the range of KNOWLEDGE, can

	W1
	Has a basic knowledge of the resources used in the hospitality business
	Z1_W01

	W2
	Knows the methods and tools used in individual functional areas of the hotel
	Z1_W01

	W3
	Has basic knowledge about hotel organization scheme. 
	Z1_W02

	W4
	Understands the demands and decision-making process made by hotel customers. 
	Z1_W03

	After completing the subject, student in the range of SKILLS, can

	U1
	Understands the principles of operation of hotel enterprises on the market.
	Z1_U01

	U2
	Knows how to use the methods and tools of operational management in the hotel
	Z1_U01

	U3
	Has the ability to assess the effectiveness in practice of the functioning of a hotel facility
	Z1_U04
Z1_U10

	U4
	Knows how to promote hotel business in reference to the target group demands.
	Z1_U01

	After completing the subject, student in the field of SOCIAL COMPETENCES, can
	
	
	InzA_W02, InzA_W01

	K1
	Can supplement and improve acquired knowledge and skills, understands the need for lifelong learning
	Z1_K02

	K2
	Can interact and work in a group
	Z1_K01

	K3
	Can think and act in an entrepreneurial manner
	Z1_K02


3.3. Type of classes and number of hours – Full time studies (ST), Part time studies (NST)
	Mode of study
	Lecture
	Discussions
	project
	workshops
	Lab
	Seminar
	lectureship
	Additional Online

 ……….
(form)
	Others
	ECTS

	ST
	
	30
	
	
	
	
	
	
	
	2

	NST
	
	
	
	
	
	
	
	
	
	


3.4. Curriculum content (separately for each type of classes: (Lecture, Discussions, project
workshops, Lab, Seminar, lectureship)
TYPE OF LECTURES: Discussions
	Lp.
	Content of lectures
	Form of teaching

	
	
	full time studies
	Part time studies

	
	
	CLASSES
	PLATFORM
	CLASSES
	PLATFORM

	1.
	Introduction to sales techniques 
	x
	
	
	

	2.
	Basics of sales marketing
	x
	
	
	

	3.
	Typology of customers
	x
	
	
	

	4.
	Dealing with customers
	x
	
	
	

	5.
	Pricing and building pricing strategies
	x
	
	
	


3.5 Methods of evaluation of learning outcomes (in relation to particular effects)
	Learing outrome
	Form of evaluation

	
	Oral exam
	Written exam
	Project
	Test
	Homework
	Paper

Report
	Discussion
	Others


	W1
	
	
	x
	
	
	
	x
	

	W2
	
	
	x
	
	
	
	x
	

	W3
	
	
	x
	
	
	
	x
	

	W4
	
	
	x
	
	
	
	x
	

	U1
	
	
	x
	
	
	
	x
	

	U2
	
	
	x
	
	
	
	x
	

	U3
	
	
	x
	
	
	
	x
	

	K1
	
	
	x
	
	
	
	x
	

	K2
	
	
	x
	
	
	
	x
	

	K3
	
	
	x
	
	
	
	x
	


3.6. Criteria for assessing the achieved learning outcomes
	Learning outcome
	Student receiving a grade 3 is able to:
	Student receiving a grade 4 is able to:
	Student receiving a grade 5 is able to:

	W
	Has basic knowledge traditional and current sales techniques. 
	Has basic knowledge about customer typology 
	Understands the importance of using proper sales techniques in order to run a successful business. 

	U
	Understands the principles of applying particular sales techniques 
	Knows how to organize and implement customer relations procedures 
	Knows how to use various pricing techniques and thus create a specific brand image. 

	K
	Can interact and work in a group.
	Understands the key elements of pricing. 
	Knows how to manage the team in order to communicate a brand through proper sales procedures. 


3.7. Literature
Schiffman, S., The Ultimate Book of Sales Techniques, Nowy Jork 2013
Brooks, W. Sales Techniques, Waszyngton 2004
Hermann, S., Zarządzanie cenami, Warszawa 2019
4. Student’s workload – balance of credits (ECTS)
	Activity
	Student workload

	
	Full time studies
	Part time studies

	CONTACT HOURS (activities that require direct participation of an academic teacher)
	30
	

	Participation in lectures
	30
	

	Consultation (min. 10% of  hours provided for any form of classes)
	3
	

	STUDENT'S OWN WORK
	20
	

	Independent study on the subject of lectures and completion of homework
	5
	

	Self-preparation for other classes than lecture (project etc.)
	5
	

	Preparation for evaluation
	5
	

	Preparation for evaluation and passing an exam
	5
	

	TOTAL STUDENT WORKLOAD
	50
	

	Credits (ECTS) for a subject
	2
	


	Date of last change
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	Changes introduced by
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