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I.  ANNOTATION 
 
The course "Sales Management and Logistics" covers the main thematic units: sales and 

distribution management, sales analysis, sales strategies and programs and B2B and B2C logistics. 
By the end of the course, students will gain knowledge; will form skills and competencies in 

managing sales in different types of channels. During their training, they will become familiar with the 
modern distribution channels and various mobile applications that are used in the field of sales. 
Important interdisciplinary links will be covered with other subjects related to the topics taught. 

Throughout the course, students will learn how to manage sales by channels, segments, customers, 
etc. in terms of efficient logistics and how to utilize new technologies. 

 
 

II. THEMATIC CONTENT 
 

No.  TITLE OF UNIT AND SUBTOPICS NUMBER OF HOURS 

  L S LS 

I. Introduction to sales management and logistics 5 5  
1. The nature and scope of sales management and logistics.    
2. Importance of sales management.    
3. Importance of B2B and B2C logistics in business.     

II. Sales management 6 4  
1. Contemporary issues in sales management.    
2. Process of sales management.    
3. Stages and characteristics.    

III. Sales management and distribution channels 10 5  
1. Sales management in traditional channels    
2. Sales management in on-line channels.    
3. Sales management in catalog, call, vending, TV and event channels.    
4.  Sales management in personal sales    

IV. Sales analysis 10 4  
1. Sales analysis by channels.    
2. Sales analysis by products.    
3. Sales analysis by segments.    

V. Sales strategies and programs 5 6  
1. Classification of sales strategies.    
2. Strategy argumentation and development.    
3. Sales strategy design.    
4. Structure of sales program.    
5. Design of sales program.    
6. Sales promotions.    

VI. B2B and B2C Logistics 9 6  
1. B2B Logistics    
2. B2C Logistics    
3. Нови технологии в логистиката    
4. Logistic chains and distribution channels    
5. Reverse logistics    

6. Innovations in logistics – automation, 3-D distribution, dron 
logistics, etc.    

 Total: 45 30  
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III. FORMS OF CONTROL: 
  

No.  
TYPE AND FORM OF CONTROL No/week 

Extracurri
cular 
hours 

 
1. Midterm control   
1.1. Project (on a predefined theme) and Presentation 1 55 
1.2. Test  1 20 

Total midterm control: 2 75 
2. Exam   
2.1. Test 1 60 
 Total final term control: 1 60 

Total for all types of control: 3 135 
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