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Module Annotation

The key indicators of success for corporate sales departments, as well as the perceived
success of small businesses, are proportional to the sales and communication skills of
employees with direct customer contact. The module is designed so that participants can
use self-reflection to identify specific skills. So we don't start by working with the product
and its price, but just the opposite — we focus on the personality of the salesperson and
his/her competences. The theory of sales skills and communication then serves as a certain
image that we want to achieve. But not as a tool to be used as a template. In the area of
communication skills, the module focuses on types and methods of communication as well
as barriers to communication.

Module Objective

The aim of this module is to learn about sales and communication skills as well as
negotiation techniques; to link the topics of communication and sales skills with emotional
intelligence and to delve into the application of these theories in business practice. We will
also learn to develop the skills needed for good preparation, effective argumentation and
convincing partners of your positions and intentions in negotiations.
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