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	COURSE OBJECTIVES 
	The purpose of the course is to present the essence, objectives and conditions for the application of selected sales strategies and techniques, and to present to the students the stages of a professional sales conversation model, along with the practical application of the techniques used during it.

	COURSE CONTENT

(Division into contact hours and e-learning))


	Content carried out in a face-to-face format: the thematic scope of the class includes the concept and scope of personal selling as a method of communication, taking into account interpersonal communication in the sales process, recognition of customer needs and the importance of non-verbal communication in a sales conversation. Students gain knowledge of basic sales strategies and techniques.

Content implemented in the form of e-learning: not applicable.

	LITERATURE

(compulsory reading)
	1. Nikala L., Searching for strategy in sales, Journal of Strategic Marketing 2009, vol. 17, issue 3-4.

2. Vasciuc C.G., Sandulescu, D., Craciun O., Methods, Techniques and Sales Strategies, International Conference Innovative Business Management & Global Entrepreneurship (IBME 2020). 

Literature available in WSB University Library:
Jobber David (1947- ), Lancaster Geoffrey, Le Meunier-FitzHugh Kenneth, Selling and sales management, 2019

	OPTIONAL LITERATURE (including at least two items in English, either books or articles)
	Fidel L Jones, Modern Selling Techniques: Revolutionizing Your Sales Strategy for Today's Market, Amazon Digital Services LLC - Kdp, 2023
 


