
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
	Bachelor degree

	1.4. Profile
	Practical


	1.5. Speciality
	-

	1.6. Lecturer responsible for the subject 
	Małgorzata Lipczyńska


2. General characteristic of the subject
	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
	-


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

	
	

	C1
	is to familiarize students with practical knowledge in the field of customer needs analysis, organization 
of meetings with the customer and the way of conducting sales and building relationships with the customer

	C2
	is to acquire the ability to use the methods, techniques and tools in the work of the seller

	C3
	is to acquire knowledge and skills in the way of presenting the offer

	C4
	is to acquire and increase sales skills

	C5
	is individual work and cooperation in a group using the acquired knowledge, creative thinking skills 
and methods of effective communication


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 
(symbols)
	Form of teaching 
(mark with a „X”)

	
	
	
	ST
	NST
	NST PUW

	
	
	
	Classes at the University
	Classes 
on a platform
	Classes at the University
	Classes 
on a platform
	Classes at the University
	Classes 
on a platform

	After completing the subject, student in the range of KNOWLEDGE, know and understand

	W1
	understand characteristics of modern selling and know success factors in selling. Know where selling fits into 
the marketing mix
	Z1_W10,
Z1_W04


	
	X
	
	
	
	

	W2
	has knowledge about the processes and phenomena occurring in organizations and their environment in the field of planning and sales techniques, e.g. in the field of customer needs analysis, effective organization of meetings with the customer and the method of conducting sales, as well as building after-sales relationships with the customer
	
	
	X
	
	
	
	

	W3
	has knowledge in preparing and presenting an offer to the client
	
	
	X
	
	
	
	

	W4
	has knowledge in the field of personal selling skills and personal selling process
	
	
	X
	
	
	
	

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

	U1
	able to recognize, describe, analyze 
and interpret processes and phenomena arising in the organization's environment and affecting its functioning, using the theoretical knowledge in the field 
of planning, sales techniques as well as sales strategies and tactics
	Z1_U01

Z1_U14
	
	X
	
	
	
	

	U2
	plan and organize comparative and team work and actively work in a group, taking into account a specific role (e.g. preparing group and individual presentations, based on acquired knowledge 
in the field of technology)
	
	
	X
	
	
	
	

	U3
	preparing and presenting an offer to the client
	
	
	X
	
	
	
	

	U4
	carry out the entire personal sales process
	
	
	X
	
	
	
	

	After completing the subject, student in the field of SOCIAL COMPETENCES, is able to

	K1
	focused on the implementation of tasks and achieving the assumed goals
	Z1_K02
	
	X
	
	
	
	

	K2
	think and act in an entrepreneurial 
and creative way
	
	
	X
	
	
	
	

	K3
	make decisions
	
	
	X
	
	
	
	


3.3. Type of classes and number of hours - full time studies (ST), part time studies (NST) 
	Mode 
of study
	Lecture
	Exercises
	Project
	Workshops
	Lab
	Seminar
	Lectorate
	Using distance learning methods and techniques in the form of exercises
	Others
	ECTS

	ST
	
	
	
	
	
	
	
	30
	
	2

	NST
	
	
	
	
	
	
	
	
	
	

	NST PUW
	
	
	
	
	
	
	
	
	
	


3.4. Curriculum content (separately for each type of classes). Mark (X) how the content will be implemented (classes at the university or classes on the platform conducted using distance learning methods and techniques)
TYPE OF CLASSES: EXERCISES
	Lp.
	Content of classes
	Form of teaching 
(mark with a „X”)

	
	
	ST
	NST
	NST PUW

	
	
	Classes at the University
	Classes 
on a platform
	Classes at the University
	Classes 
on a platform
	Classes at the University
	Classes 
on a platform

	1.
	Features of modern sales and success factors in sales
	
	X
	
	
	
	

	2.
	Types of sale
	
	X
	
	
	
	

	3.
	The importance of sales and marketing cooperetion
	
	X
	
	
	
	

	4.
	Sales planning
	
	X
	
	
	
	

	5.
	Sales in the marketing plan
	
	X
	
	
	
	

	6.
	Impact of the marketing plan on sales activities: strategies and tactics
	
	X
	
	
	
	

	7.
	Buying behavior of customers and sales techniques
	
	X
	
	
	
	

	8.
	Consumer and organizational behavior
	
	X
	
	
	
	

	9.
	Sales duties and preparation. Selling process. Preparation for trade negotiations
	
	X
	
	
	
	

	10.
	Successful sale. A personal sales process. Closing the sale
	
	X
	
	
	
	

	11.
	High-performance sales tasks
	
	X
	
	
	
	


3.5. Methods of evaluation of learning outcomes (describe the methods of teaching and verification of learning outcomes):
Methods of teaching:
Multimedia lecture, analysis of materials/articles, case studies/discussions/practical exercises.
Methods of verification of learning outcomes:
Activity and attendance in class, homework/group work, group presentation (based on the knowledge gained in class, presenting a presentation based on the analysis of a given company (including the most important information about company and marketing mix)).
3.6. Criteria for assessing the achieved learning outcomes
	Learning outcome
	For a grade of 3 student knows and understands/can/is able to:
	For a grade of 4 student knows and understands/can/is able to:
	For a grade of 5 student knows and understands/can/is able to:

	W
	60-75% of the knowledge indicated in the learning outcomes
	76-90% of the knowledge indicated in the learning outcomes
	91-100% of the knowledge indicated in the learning outcomes

	U
	60-75% of the skills indicated in the learning outcomes
	76-90% of the skills indicated in the learning outcomes
	91-100% of the skills indicated in the learning outcomes

	K
	60-75% of the skills indicated in the learning outcomes
	76-90% of the skills indicated in the learning outcomes
	91-100% of the skills indicated in the learning outcomes


3.7. Literature
Basic
1.   Reilly T., Reilly P., ,,Value-Added Selling’’, McGraw-Hill, New York, 2018.

2. Schiffman S., ,,The ultimate book of sales techniques’’, Adams Media, New York, 2013.
Supplementary
3. Jobber D.,  at el., ,,Selling and sales management’’, Pearson, UK., 2019.

4. Koźmiński A., at el., ,,Zarządzanie. Teoria i praktyka’’, PWN, Warszawa, 2013.

5. Kramer T., ,, Podstawy marketingu’’, PWE, 2003. 
6. Czubała A., red. nauk. , ,,Podstawy marketingu’’, PWE, 2012.

       7. Business Harvard Review Polska.
4. Student’s workload – balance of credits (ects)
	Student’s activity
	Student’s workload

	
	ST
	NST
	NST PUW

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

	Classes provided by the study plan
	30
	
	

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

	STUDENT’S OWN WORK
	20
	
	

	Preparation for class, preparation of project work/presentations/etc
	10
	
	

	Preparation for passing the classes
	10
	
	

	TOTAL STUDENT WORKLOAD
	50
	
	

	Credits (ECTS) for a subject
	2
	
	


	Date of last change 
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	Changes introduced
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