Course description form (syllabus form) – for 1st and 2nd cycle studies

A. General data 
	Name of the field
	Content 

	Course title
	 Sales Management

	Organizational unit:
	 

	Organizational unit where the course is offered:
	 

	Course ID
	 2600-GM-SM

	Erasmus code / ISCED
	 

	Course groups
	 

	Period when the course is offered 
	Autumn 2026
9 X - 8.30-11.30 
16 X - 8.30-11.30
23 X - 8.30-11.30
30 X - 8.30-11.30
6 XI - 8.30-11.30
13 XI - 8.30-11.30
20 XI - 8.30-11.30
27 XI - 8.30-10.00

	Short description
	Decision-making techniques and procedures used in organizing the sales department, determining the number of salespeople and sales territories, and shaping the motivation system and controlling the work of salespeople.

	Type of course:
	Lecture / case analysis / guest speakers – business practitioners

	Full description
	Due to the relatively little available literature on the subject, it will be crucial to present basic theoretical knowledge and verify it through the prism of business practice. Hence both the case analysis and the presence of business practitioners as guest speakers. Techniques and decision-making procedures used in organizing the sales department, determining the number of salespeople and sales territories, and shaping the motivation system and controlling the work of salespeople will be presented.
· The Role of Sales Force in Today’s Changing World
· Recruiting, Selecting & Hiring The Salespeople 
· Sales Training & Coaching Programs
· Motivating the Sales Force
· Salespeople Compensation Plan
· Organizing the Sales Manager Tasks
· Elements of Sales Planning and Sales Department Budgeting
· Monitoring, Control and Evaluation of the Sales Force
· Sales Organization Diagnosis
· Special Sales Force Management Problems and Key Trends

	Prerequisites
	Formal 
	None

	
	Initial 
	Requirements: knowledge of the basics of marketing, marketing strategy and marketing research.
Previously completed courses: principles of marketing, marketing strategy, marketing research.

	Learning outcomes
	Full understanding of the role of the specifics of managing the company's sales department.

	ECTS credit allocation (and other scores)
	4 ECTS

	Assessment methods and assessment criteria
	Project presentation – case study/activity and attendance at classes

	Examination 
	Project presentation – case study/activity and attendance at classes 

	Type of class
	Seminar 

	The method of implementing the subject

	 B 104

	Language 
	 English

	Bibliography
	Basic literature
Cybulski K., Management of the company's sales department, PWN, Warsaw 2004, 2010.
Cybulski K., The phenomenon of seller fluctuations in the light of empirical research, Ed. Scientific Department Management University of Warsaw, 2013.
Additional literature
Steward G., Effective sales management, Ed. Prof. Business Schools, Kraków 1995
Tracy B., Scheelen M. F., Modern sales manager, Muza S.A., Warsaw 2000
Zoltners A.A., Sinha P., Lorimer E.S., Increasing the efficiency of the sales department, Oficyna Ekonomiczna, Kraków 2005 

	Internship as part of the course 
	 

	Coordinators
	 

	Group instructors
	 

	Notes 
	 


 
B. Detailed data
	Name of the field
	Content 

	Group instructors:
	 

	Title 
	 

	Type of class:
	 

	Learning outcomes defined for didactic method used during the course
	 

	Assessment methods and assessment criteria for didactic method used during the course
	 

	Examination for didactic method used during the course
	 

	Range of content
	 

	Didactic methods
	 

	Bibliography
	 

	Group limit 
	 

	Time span
	 

	Location
	 



