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ABOUT US

POLISH NATIONAL SALES AWARDSstigious competition in the sales and
customer service sector in Poland.

The onlyevent in Poland, which:

A Promotesandimplements modern standards of professional sales,

whileapplying good practice.

A Recognises outstanding competence, substantial achievements and

high ethical standards.

A Uses ainique candidate assessment methodolagigich assures an
Impartial assessment in two stages of the competition. The evaluati
objectively and closely reflects the participants' competences. This is
guaranteed by independent judging panels made up of experts and
sales practitioners.

Has a varietgompetition categories.

A Helps broaden knowledge and develop skills in sales throagting for A PROFESSIONAL LEAP IN THE

winners, distinctions and prizes for the highest achievers, building CAREER OF THE BEST
employee motivation and networking, and finally, providing advice on |
areas of improvements. SALESPERSONS!
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PNSAISTORY

A DrChahidFourali
'The ideacamespontaneouslyit beganwith thefoundingof
the Marketing and Sale&itandardsSettingBodywhichl helped
start and run for §ears MSSSBdvisedhe NSA and BESMA.
On oneoccasionlinvitedd £ d 0 A S |
realisedthat a similarorganizationoperatingon thebasisof
world-classnationalsalesstandardsis neededn Poland. We
wentthroughthe stagesof concepttesting includinga group
presentatiorand asurveywia amagazineof aprevioususiness
partner.
TheresultswereveryencouragingWesettledon thename
PNSAifluencedoy boththe NSA and the BESIsléxonyms.
Subsequently 9 f @skedm® topreparethe PNSAward
procedure
Withintwo years welaunchedhe PolishNationalSales
Awards Therest, astheysay is historyx"
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PNSA President

"Thankdo Chahid | wasnvitedby the NSA to bejadgein
the UK. Anthat experiencénelpedme tounderstandhe
process Theofficialgalaendedthe assessmentrocess
Participationin thejudgingprocessn the UK was key
experiencdéor me.Chahidvasalsoa judgein the United
Kingdom

It's alsoimportantthat the initial conceptof PNSAwhichat
the starthadto bedifferentfromthat for the British market
dueto the specificof the Polishsalesmarket.Accordinglythis
wastestedfor ayearin Poland. Walsopaida lot ofattention
to ethics whichwas ands an extremelyimportantsubjectfor
me andChahid

The PNSgonceptwasinitially drawnon anapkinin Hyde
Park. havethis drawingbeforemyeyesto thisday."

Dr ChahidFourali
PNSA Management
Board Member



t b { S@JIARESPONSIBNIT

A Vision
A Ourvisionis a salesnationalworkforcethat iscompetentandsociallyandenvironmentallyesponsable
A Mission
A Ourmissionisto supportthe salesunctionwhile creatinga professionaéthosfor those in sales
A Role
A Ourroleisto workwith allindustriesstakeholdergo raisethe profile of thesalescommunityin Poland
andrecogniseandrewardits bestrepresentativeshroughthe annualPolishNationalSalesAwardsGala
andother supportingactivities
A Goals
A Toinspireandmotivateemployeego achievehe bestpossiblesalesresults
A Tohelpraisethe salesstandardsn the Polishmarket.
A Topromote ethicalactivitieswithin bestsalegpractices
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AREAS OF ACTIVIT

A Building an integrated sales environment in Poland

A Periodic meetings and debates of sales force
members

A Certification of sales standards in companies

A Building common knovwow

A Promoting the highest ethical standards in the sales
process

A Helping shape sales standards on the Polish market

A Cooperation with government agencies

A Supporting solutions that affect changes in labour law,
regulations, etc.

A The PNSA Entrepreneurship Academy Foundation
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BRIEHISTORYFPNSAN NUMBERS

A We reward thaight attitude andbestachievements

A 9 editionscompleted,10th editionin 2018

A 10 categories in the First EditioB1 categoriesn the 10th
A More thanl1,200 participants

A More than100winners and over 100 honourable mentions
A 42 certified judges

A over5,000 business meetings

A over100 initiatives important for business
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IN WHAT CATEGORIES CAN ONE COMPETE

Sales
representative

KeyAccount
Manager

Insurance
agent

GENERAL CATEGORIES

Sales
representative Sales service
at a point of Sales team manager Telesales
sale
B2B sales Sales manager B2B sales Sales director
representative manager
Innovations Specialist Manager
in the field of n of e-com/digital sales
alles e-com/digital sales 9
SECTOR CATEGORIES
Sales team B Customer Sales team
manager for el CEE consultant manager
insurance in abank in a bank

21
categories

Customer
service team

Sales coach

Sales director
in a bank
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WAY TO THE TOP, SO WHAT AWAITS A CONTEST PARTICIPANT

A Transparent assessment criteria specified in the
competition rules on http://pnsa.pl/

A Work on the preparation of Application Forms

A 2-stage process of assessing applications and candidates £*
the Judge Committees

M .
A Final presentations before the Judge Committee together : S
with a QA session documenting the candidates' = ‘
achievements "
A Title of PNSA competition Winner or Honourable Mention ”, :
possible "
A Galaat the final of the PNSA 10th edition -

- M

< 10thEDITION During the final, you become the ambassador of best salespractice!




. GALA PNSA Final
“ distrubitionof prizes




TIMETABLE

_ 01.10¢ 14.10
16.04¢ 30.09 until 30.09 until 01.10 — on-line evaluation
registration of ‘ submission of a ‘ verification and selection of

candidates complete form finalists
16.11
end of the meeting,
17.10 22'10Q_ 14.11 ‘ selection of winners ‘ X_VX”
announcement of the ‘ presentations of the and honourable 10th anniversary gala
list of finalists finalists mentions in the 10th
edition

T
P:,i_ 10thEDITION A Detailsfor eachstagecanbe foundin the Rulesof the 10th editionof PNSA




BENEFITS AT THE END OF THE ROAD

For a submitting company For a contest participant

Obtaining an independent i
FaasSaaySyu 2F 2ySQa aiAa
achievements

Distinction and appreciation for
the best people in sales

Impact onemployeesxskillsand Satisfaction and possibility of
motivation . professional improvement

Preparation for certification of
achievedsalesstandards

§ Joining a group of outstanding
professionals

,,,,,,,,,
= g2 d
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Raisinghe profile of thesales .
recognition

professionin Poland

Promotion of the best sales
standards

Access to training for the sales
- Re i, g elite

K - ..'4..'._ : X f o3 ;- ﬁ % -y \ — GRPRG.

_ Impact on sales standards in oo Neok SE %4888 o~ Increased chances for further
“8 Poland and shaping trends & career development
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HOW COMPANIES USE THE PNSA COMPETITION TO BUILD MOTNGHILENNOFARES

The candidate

Individual or test submits themselves

applications of

: to the PNSA
sl iss competition
. : Submission of the
Internal ranking Selection of the PNSA training for best candidates to
system for the best best internal didat the PNSA
sellers candidates candiaates S
competition
: : Planning
Entering PNSA rules Egiﬁr']ﬂgfga?ﬁ] Qlln Internal Support and Submission of the development paths
and the svstem and T internal training best candidates to for Finalists,
competition into ranki%gs of the best candidates and PNSA for the PNSA Honourable
internal regulations <ellers candidates competition Mentions and
Winners
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WHAT THEY SABOUPNSA...

A Krzysztof Wilma, sales area manager, Kompania Piwowarska “ Piotr Winek, president of Manager Business Hub
A"In 2008, in the first edition of the Polish National Sales Awandgetition | received the Sales Oscar. A’(’ereating a space and environmeohduciveo the effective
| was deemed the best seller, a leader and role model. It was a great honour. | am still very proud of . . . . A
this achievement. At that time | gained faith in my own abilities. | would like to add that participation evel(_)pment of rela_tlc_mShlpS In bu5|_ness, operational a_lCt'_VltleS
in this competition was a springboard in my professional development, it reinforced my belief that benefiting HUB participants and their Partners are a priority
nothing is impossible. After | received the award, my career gained momentum and | was soon amongManager Businedsub'sactivities. | believe that common
promoted to the position of aresmlesmanager. From that point on, | have been managing the sales activities and coperation will significantly contribute to the

team. | pass on my knowledge and experience, | share my passion for selling, I'm given the chance to
develop sales skills of employees with the hope that soon one of them will follow in my footsteps.

I'm currently a member of the judging panel of this competition and this allows me to meet

outstanding practitioners and theoreticians from various fields of the market. | can draw upon the
experience of excellent sales people, perfect coaches, professional managers and professors with
impressive achievements."

development of ideas promoted by PNSA.

Vv

naA()KI-U aNREgpgASO:I OAO0S LINBaARSyid F2I

"We're honoured to sponsor this prestigious event. We and the

4 Robert Sienczewski, director, Klub Integracji Europejskiej
A "Klub Integraciji Europejskiej andNd S R & A t liedagheNityéhvEdSinlz

the upcoming, anniversary edition of the PNSA competitiomweith organisers of the competition share a common gdmrlilding sales
satisfaction The 10th edition will be an opportunity teagerate in excellence. The sales force is an area full of challenges in a
promoting good practices in sales and customer service. We're aware of dynamically changing market, so initiatives such as the PNSA
how positive an impact PNSA has, as an organisation, on industry competition are incredibly important.”

standards. Our convergent goals allow us to build common plans for the
upcoming yeal
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PLAY

gdobroplast
fabryka okien i drzwi PCV RW E
AV O N
H I ARMS A nnnnnnnnnnnnnnnnnn &ﬁm?ﬁﬂﬂ% e J )

edubroker lz Raiffeisen
POLBANK orange’

<« @iscovery
@ Akuna  BankPocztowy ‘j
ESTMI unmm 4 ‘ TOTALIZATOR
“’ 353&3& @ BanicErd Home Broker = """
Nieruchomosci dla kazdego J—
A“. @ [ § )
l1anz (¢ eurobank ﬂ Nestle —
: ) este SOLARIS
Colian
N ET I A s By
esldeaBank

&)

_ra e |
KRUK atmed)a IIORF]\J\'J’:‘I%ﬂxT’R()DUCTS i
X Strauss?
B LOthEDITION ~ MARY KAy m

"n Bank Polski

openfinance

Finanze dla keadego

IMPEL



