Upravljanje prodajom – 2. cjelina
1. Prodajna sila je ________________________________________________________________________________
_________________________________________________________________________________________________
2. Samopredodžba je  ____________________________________________________________________________ ,
a u prodajnom procesu je važna zbog __________________________________________________________________
_________________________________________________________________________________________________
3. Nadopuni tablicu:
	Element upravljanja prodajnim timom
	Definicija

	



	

	



	

	



	



4. Selekcija zaposlenika predstavlja __________________________________________________________________ 
_________________________________________________________________________________________________
5. Objasni sljedeće nekonvencionalne metode zapošljavanja:

a) Poligrafska ispitivanja ________________________________________________________________________
        _____________________________________________________________________________________________
b) Grafološka ispitivanja ________________________________________________________________________
        _____________________________________________________________________________________________
6. Navedi neke od osobina prodavača: _______________________________________________________________
________________________________________________________________________________________________ 
7. Nadopuni tablicu:
	
Motivacija u radnom okruženju je ___________________________________________________________________ 

______________________________________________________________________________________________

	Vrste teorije motivacije
	Ukratko obrazloži navedenu teoriju motivacije

	
	


	
	



8. Motivacijski sustav predstavlja ___________________________________________________________________
________________________________________________________________________________________________ ,
a opće pravilo motivacije zaposlenika glasi: _____________________________________________________________ 
________________________________________________________________________________________________ .
9. Strategije motiviranja dijelimo na __________________________ (u koje ubrajamo: ________________________
_______________________________________________________________________________________________) i
____________________________ (u koje ubrajamo: _____________________________________________________
_______________________________________________________________________________________________). 
10. Cilj procjene produktivnosti je ____________________________________________________________________
________________________________________________________________________________________________ 
_______________________________________________________________________________________________ , 
a metode procjene dijelimo u dvije grupe: _____________________________ i ______________________________ . 
11. Nadopuni tablicu:
	RADNA MJESTA
	Skupina poslova
	Naziv posla
	Kratki opis skupine poslova

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	Radna mjesta na koja se može napredovati
	

	
	
	



12. Objasni što je rehumanizacija prodaje?
________________________________________________________________________________________________ 
________________________________________________________________________________________________ 
________________________________________________________________________________________________ 
13. Objasni što je team building i njegovu važnost.
________________________________________________________________________________________________ 
________________________________________________________________________________________________ 
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