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ВИСШЕ УЧИЛИЩЕ ПО ТЕЛЕКОМУНИКАЦИИ И ПОЩИ
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Specialty: MANAGEMENT IN TELECOMMUNICATIONS AND POST
Educational-qualification degree: BACHELOR
LEARNING COURSE DESCRIPTION

1. Course title: SALES MANAGEMENT IN THE POSTAL SERVICES
2. Course code: B.44.066.3
3. Type of the course: Optional
4. Level: Bachelor 
5. Year of study: Fourth
6. Semester: Seventh
7. Number of credits: 3
8. Name of the lecturer: Assoc. Prof. Diana Ilieva, PhD 
9. Course learning outcomes:
[bookmark: _Hlk81731311]The aim of the course is for students to gain systematic knowledge of the place and role of the postal services in our national economics. Special attention is paid to the sales management by structural types according to the different types of specializations, highlighting the specifics of postal services. An important emphasis is placed on the problems related to personnel management - training, evaluation and control of sales staff, and guidelines for its selection are considered.
Students who have completed their training in the discipline must acquire:
 Basic knowledge of the goal setting and integration of the functional strategies in the companies offering postal services. In addition, knowledge is formed on nature and specifics of the sales management of postal services, as well as of the determining factors in choosing a courier operator.
Practical skills for analyzing cases requiring a differentiated approach to the different sales types and sales quotas, as well as for applying methods for sales forecasting and quota management. At the end of the lecture course, students are expected to have acquired practical skills for applying the methodology for defining the price of the universal postal service.
Competencies: Successfully completed the course students must have acquired knowledge of approaches to determine the needs of consumers, their rights and obligations; of the interrelation between price and quality of the universal postal service in Bulgaria, of the effective management of the trade personnel and the optimal use of the labour resources; of the methods for planning, analyzing and evaluating postal services sales, as well as of the basic guidelines for the management and price competition on the market of long-distance and international courier services.
10. Teaching methods:
The lectures are conducted in the classical way as the students get acquainted with the material. The statements are illustrated with examples that make it easier for students to work in the seminars. The lectures are illustrated with graphic and video material, which is introduced through presentations using a multimedia projector and supplemented with examples in a concrete real implementation.
11. Prerequisites: 
Students should have a thorough knowledge of Quality Management Systems in Communications, Quality and Monitoring Standards in Communications, Economics of Communications, Conventional and Digital Marketing, Organization and Management of Postal Services, Logistics Management in Communications, Business Communications in Communications, Public Relations in Communications, Management of Postal Networks and Systems, Quality and Competitiveness of Postal Services.
Courses using the discipline are knowledge management system, information security management systems.
12. Course contents:
    Sales in the postal services - essence, meaning, necessity. Sales management by structural types according to the types of specializations. Types of sales in the postal services sector. Customer-oriented business in postal services. Sales management information system. Operational and tactical management of service enterprises at the "staff" level. Personnel management in the Sales sector in the field of postal services. Training, evaluation, and control of sales staff. Guidelines for the selection of sales staff. Strategic management of companies offering services. Targeting and integration of functional strategies in such companies, respectively companies offering postal services. Service quality management systems. Relationship between service quality and clients’ satisfaction in postal sector. 
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14. Assessment methods and criteria:
The discipline is completed by continuous assessment. The student‘s individual and team work during the semester is accounted for through continuous control during the lectures and seminars.
1. Requirements for the assessment of the six-point system
The final grade for the course is based on a point system, with the maximum number of points the students can get is 100. They are formed by the following activities:
•	Evaluation in the training process - 50 points (developed project - weighs 50% of the final grade);
•	Successfully done written test - 50 points (weighs 50% of the final grade).
2. Formation of the final mark
The final assessment is based on the points obtained during the semester, the correspondence between the number of points and the assessment is according to the sixth-point system, presented in Table 1.		

		
							                     Table 1.
	Number of points
	Assessment According to the 6-point
Scale System

	0 – 30
	Fail 2 (F)

	31 – 40
	Fail 2 (FX)

	41 – 50
	Satisfactory 3.00 (E)

	51 – 60
	Satisfactory 3.00 (D)

	61 – 70
	Good 4.00 (C)

	71 – 80
	Very good 5.00 (B)

	81 – 100
	Excellent 6.00 (A)



15. Language of instruction: Bulgarian
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