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Following CustMas Project proposal a Teaching and Learning event was organized 
on 2-3 October at Alba Graduate Business School in Athens.

Project Results Details (4), p. 72.
“Specification of didactical, organizational, content and 
technical concepts for a module-based course. This module is 
going to pilot a course, as such providing a proof-of-concept. For 
that a summer school is going to be organized, hosting 
students from the participating member countries to join a 
pilot of the course material. Parts of these materials will also be 
used as input for the MOOC.”
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The Teaching and Learning event was intended as real-life “validation workshop” 
for the Master’s-level educational program in Sales 

IO1

IO2

IO3

• KSAOs1

• Topics 
• Pedagogical 

approach 
• Content 

MSc (IO4)

1 Knowledge, skills, abilities, and other characteristics
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The design of the Msc. Program in Sales is based on research we did in IO1 – IO3. 
Each of the partners is responsible for one module in the program.

Researched Skills Foundations Sales Leadership Digital Selling Analytics Capstone
1 Basics of Sales v
2 Account Planning v v
3 Sales Process Management (incl. Financial) v v
4 Communication & Relationship Building v
5 Leadership v v
6 People Understanding v
7 Cross-functional v
8 Inter-personal v v
9 Creativity v v

10 Learning v v
11 Resilience v v
12 Task Prioritization v v v
13 Technology v v
14 Data-driven Decision Making v

Understanding  the Business Customer Leading & Managing Hybrid Teams Sales Technology & Digital Supply Chains Data Science & Visualization Capstone
Professional Selling Leading & Managing the Self Digital Selling Sales Analytics Contemporary topics in sales science
Business Fundamentals

Course outlines developed by: University of Munster Alba Graduate Business School TU Graz Kozminski University University of Twente
Alba Graduate Business School

MODULES (5 bi-monthly semesters)

COURSES (12-28 hour coursees)

DEVELOPED BY
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More details on the content of the specific modules and courses

Foundations
• Professional selling (B2B, business modelling 

– value chain, negotiations, sustainability & 
ethics) 

• Finance (profitability, pricing, cash 
management)

Sales Leadership (digital focus)
• Leading and managing others (digital 

leadership, hybrid teams, e-motivation)
• Leading and managing self (identity) 
• Strategic selling and managing upper echelons
Digital Marketing
• Digital Marketing (Applications, Targeting, Data 

and Channels, Digital Media Planning & 
Reporting)

• Digital Strategy – Finance – Technology (Paid 
Search, e-Commerce Conversion, Digital 
Transformation, Website Optimization, 
Analytics, AI)

Digital Selling 
• CRM
• Virtual selling (closing deals online, 

sales automation, AI assisted selling)
• Digital supply chain

Sales Analytics 
• Sales engineering
• Data science
• Data visualization

Capstone project/ dissertation/ 
practicum (2 courses equivalent)  
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During the event in Athens, each of the partners presented to students and sales 
professionals a concept for each of the courses. Students worked on a rea-life 
sales challenge provided by the company Niczuk and presented their solutions.
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Delegates from each of the project partners (students, teachers) participated in the 
event

Organization # Teachers (staff) # Students
ALBA Executive Development and 
Applied Research in Business 
Administration

2 2

Akademia Leona Kozminskiego 3 5
Technische Universitaet Graz 2 5
University of Muenster 2 5
University of Twente 2 5
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Each of the participants recruited students from their universities. To this end, we 
prepared a flyer with information about the event, which was advertised e.g. during 
lectures, publishing on learning platforms, and university websites.
Some examples:

https://www.marketingcenter.de/en/news/2267
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We also asked for students’ feedback after the meeting
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Selected Marketing and Communication activities around the Teaching and 
Learning Event (more in our MC report)
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Students and teachers wrote several LinkedIn posts about the event (a few 
snapshots here)
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