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POLISH NATIONAL SALES AWARDS  - a prestigious competition in the sales and 

customer service sector in Poland. 

The only event in Poland, which:

Å Promotesand implements modern standards of professional sales, 

while applying good practice.

Å Recognises outstanding competence, substantial achievements and 

high ethical standards.

Å Uses a unique candidate assessment methodology, which assures an 

impartial assessment in two stages of the competition.   The evaluation 

objectively and closely reflects the participants' competences. This is 

guaranteed by independent judging panels made up of experts and 

sales practitioners.

Å Has a variety competition categories.

Å Helps broaden knowledge and develop skills in sales through: training for 

winners, distinctions and prizes for the highest achievers, building 

employee motivation and networking, and finally, providing advice on 

areas of improvements.

ABOUT US

A PROFESSIONAL LEAP IN THE 
CAREER OF THE BEST 

SALESPERSONS!
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PNSA HISTORY

Dr ChahidFourali:

"The idea camespontaneously. It beganwith the foundingof 

the Marketing and Sales StandardsSettingBody, whichI helped

start and run for 8 years. MSSSB advisedthe NSA and BESMA. 

On one occasion, I invited9ƭȍōƛŜǘŀ ǘƻ ƻƴŜ ƻŦ ǘƘŜ b{! ƎŀƭŀǎΦ ²Ŝ 

realisedthat a similarorganization, operatingon the basisof 

world-classnationalsalesstandards, isneededin Poland. We 

went throughthe stagesof concepttesting, includinga group

presentationand a surveyvia a magazineof a previousbusiness 

partner. 

The resultswereveryencouraging. We settledon the name

PNSA (influencedby both the NSA and the BESMA acronyms). 

SubsequentlyΣ 9ƭȍōƛŜǘŀ askedme to preparethe PNSA award

procedure. 

Within two years, we launchedthe PolishNationalSales 

Awards. The rest, as theysay, ishistoryΧ"

9ƭȍōƛŜǘŀ tŜƱƪŀ
PNSA President

Dr ChahidFourali
PNSA Management 
Board Member

Á

9ƭȍōƛŜǘŀ tŜƱƪŀΣ Cw{!Σ C/LaΥ

"Thanksto Chahid, I was invitedby the NSA to be a judgein 

the UK. And that experiencehelpedme to understandthe 

process. The officialgala endedthe assessmentprocess. 

Participationin the judgingprocessin the UK was a key

experiencefor me. Chahidwas alsoa judgein the United 

Kingdom.

It's alsoimportantthat the initial conceptof PNSA, whichat

the start hadto be differentfrom that for the British market 

dueto the specificsof the Polishsalesmarket. Accordingly, this

was testedfor a yearin Poland. We alsopaida lot of attention

to ethics, whichwas and isanextremelyimportantsubjectfor 

me and Chahid. 

The PNSA conceptwas initiallydrawnon a napkinin Hyde 

Park. I havethisdrawingbeforemy eyesto thisday."

Á
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ÅVision

ÅOurvisionisa salesnationalworkforcethat iscompetentand sociallyand environmentallyresponsable.

ÅMission

ÅOurmissionis to supportthe salesfunctionwhilecreatinga professionalethosfor those in sales. 

ÅRole

ÅOurrole is to workwith all industriesΩ stakeholdersto raisethe profile of the salescommunityin Poland 

and recogniseand rewardits bestrepresentativesthroughthe annualPolishNationalSales AwardsGala 

and other supportingactivities. 

ÅGoals

ÅTo inspireand motivateemployeesto achievethe bestpossiblesalesresults. 

ÅTo helpraisethe salesstandardsin the Polishmarket. 

ÅTo promoteethicalactivitieswithin bestsalespractices. 

tb{!Ω{ SOCIALRESPONSIBILITY
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PNSAcontest
Certifications

Learn&Develop
Promotion of 
best practices

Fundrasing
Legislative 
activities

PNSAFoundation

Building a 
professional sales 

ethos

PNSA Sales 

ThinkTank

Training

Integration of 
sales 

environments

Codeof best
practicesin sales

in Poland

PNSA 

Elite Sales Club

Internationalisation 
of the PNSA 

concept

ÁBuilding an integrated sales environment in Poland 

ÁPeriodic meetings and debates of sales force 

members

ÁCertification of sales standards in companies

ÁBuilding common know-how 

ÁPromoting the highest ethical standards in the sales 

process

ÁHelping shape sales standards on the Polish market 

ÁCo-operation with government agencies 

ÁSupporting solutions that affect changes in labour law, 

regulations, etc.

ÁThe PNSA Entrepreneurship Academy Foundation

AREAS OF ACTIVITY
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PNSA STRUCTURE

MANAGEMENT

Dr hab. Krzysztof Cybulski 

Sebastian Jakubiak

Jolanta Nowak-WǳǊŎȊȅƵǎƪŀ

Dr Krzysztof Klimczak 

aƛŎƘŀƱ Pilkiewicz

Grzegorz Sobiecki

WŀǊƻǎƱŀǿ ²ƛǘǿƛŎƪƛ

JURY

42 ƴƛŜȊŀƭŜȍƴȅŎƘ ǎťŘȊƛƽǿ 
ǇǊȊŜŘǎǘŀǿƛŎƛŜƭƛ Ǐǿƛŀǘŀ ōƛȊƴŜǎǳΣ 
nauki oraz ǎŀƳƻǊȊŊŘƽǿΦ

hŎŜƴŀ ȊƎƱƻǎȊŜƵ ǿ ƪƻƴƪǳǊǎƛŜ 
tb{! ǿ ŘǿƽŎƘ etapach.

JURY COMMITTEE

Prof. Andrzej Blikle 

tǊƻŦΦ [ŜŎƘƻǎƱŀǿ DŀǊōŀǊǎƪƛ 

Nikolay Kirov

Dr hab. Robert Kozielski

tǊƻŦΦ WŀŎŜƪ aťŎƛƴŀ

Prof. Alojzy Nowak 

SolangeOlszewska

Lech Pilawski 

Anna tƻŘƴƛŜǎƛƵǎƪŀ

Dr Maria Schicht

WƽȊŜŦ Wancer

AWARD PANEL

WŀǊƻǎƱŀǿ IŜƭƳŀƴ

.ƻȍŜƴŀ [ŜǏƴƛŜǿǎƪŀ

aƛŎƘŀƱ aǊƻǿƛŜŎ

Katarzyna Rybicka

Grzegorz Sobiecki

aƛŎƘŀƱ {ǇƻŎȊȅƵǎƪƛ

ADVISORY COUNCIL
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ÅWe reward the right attitude and bestachievements

Å9 editions completed, 10th edition in 2018

Å10 categories in the First Edition - 21 categories in the 10th edition

ÅMore than1,200 participants

ÅMore than 100winners and over 100 honourable mentions

Å42 certified judges

Åover5,000 business meetings

Åover 100 initiatives important for business

BRIEF HISTORYOF PNSA IN NUMBERS
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IN WHAT CATEGORIES CAN ONE COMPETE

Sales 
representative

Sales 
representative 
at a point of 

sale

Sales team
Sales service 

manager
Telesales

Customer 
service team

KeyAccount
Manager

B2B sales 
representative

Sales manager B2B sales 
manager

Sales director Sales coach

GENERAL CATEGORIES

SECTOR CATEGORIES

Insurance 
agent

Customer 
consultant 
in a bank

Sales team 
manager 
in a bank

Sales team 
manager for 
insurance

Insurance 
sales director

Sales director 
in a bank

21 

categories

Innovations 
in the field of 

sales

Specialist 
in 

e-com/digitalsales

Manager 
of e-com/digital sales
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Å Transparent assessment criteria specified in the 

competition rules on http://pnsa.pl/

ÅWork on the preparation of Application Forms

Å 2-stage process of assessing applications and candidates by 

the Judge Committees

Å Final presentations before the Judge Committee together 

with a QA session documenting the candidates' 

achievements

Å Title of PNSA competition Winner or Honourable Mention 

possible

Å Gala at the final of the PNSA 10th edition

WAY TO THE TOP, SO WHAT AWAITS A CONTEST PARTICIPANT

During the final, you become the ambassador of best salespractice!



10thEDITION 1. applicationfor the competition

2. acceptanceof the application

3. applicationverification
by the Jury

4. Jury Committee
online assessment

8. assessmentverification
by the Jury

6. presentationbefore
the Jury Committee

5. assessmentverification
by the Jury

GALA PNSA 
distrubitionof prizesÁ

Á

Á

Á
Á

Á

Á
Á

7. assessmentby the Jury CommitteeÁ

StageI 

StageII 

Final
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TIMETABLE

16.04 ς30.09

registration of 
candidates

until 30.09

submission of a 
complete form

until 01.10

verification

01.10 ς14.10

on-line evaluation 
and selection of 

finalists

17.10

announcement of the 
list of finalists

22.10 ς14.11

presentations of the 
finalists

16.11

end of the meeting, 
selection of winners 

and honourable 
mentions in the 10th 

edition

XI/XII

10th anniversary gala

ÅDetailsfor eachstagecanbefoundin the Rulesof the 10th editionof PNSA.
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BENEFITS AT THE END OF THE ROAD

Distinction and appreciation for 
the best people in sales

For a submitting company For a contest participant

Promotion of the best sales 
standards

Obtaining an independent 
ŀǎǎŜǎǎƳŜƴǘ ƻŦ ƻƴŜΩǎ ǎƪƛƭƭǎ ŀƴŘ 
achievements

Satisfaction and possibility of 
professional improvement

Joining a group of outstanding 
professionals

Access to training for the sales 
elite

Increased chances for further 
career development

Impact on sales standards in 
Poland and shaping trends

/ƻƴŦƛǊƳŀǘƛƻƴ ƻŦ ƻƴŜΩǎ ǎƪƛƭƭǎ ŀƴŘ 
recognition

Impact on employeesΩ skillsand 
motivation

Preparation for certification of 
achievedsalesstandards

Raisingthe profile of the sales
professionin Poland
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HOW COMPANIES USE THE PNSA COMPETITION TO BUILD MOTIVATION OF PEOPLE IN SALES

Entering PNSA rules 
and the 

competition into 
internal regulations

PNSA included in 
the annual rating 

system and 
rankings of the best 

sellers

Internal 
eliminations of 

candidates

Support and 
internal training 

and PNSA for 
candidates

Submission of the 
best candidates to 

the PNSA 
competition 

Planning 
development paths 

for Finalists, 
Honourable 

Mentions and 
Winners 

Selection of the 
best internal 
candidates

PNSA training for 
candidates

Submission of the 
best candidates to 

the PNSA 
competition 

Internal ranking 
system for the best 

sellers

Individual or test 
applications of 

candidates

The candidate 
submits themselves 

to the PNSA 
competition
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WHAT THEY SAY ABOUTPNSA...

Krzysztof Wilma, sales area manager, Kompania Piwowarska
"In 2008, in the first edition of the Polish National Sales Awards competition, I received the Sales Oscar. 
I was deemed the best seller, a leader and role model. It was a great honour. I am still very proud of 
this achievement. At that time I gained faith in my own abilities. I would like to add that participation 
in this competition was a springboard in my professional development, it reinforced my belief that 
nothing is impossible. After I received the award, my career gained momentum and I was soon 
promoted to the position of area salesmanager. From that point on, I have been managing the sales 
team. I pass on my knowledge and experience, I 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. I can draw upon the 
experience of excellent sales people, perfect coaches, professional managers and professors with 
impressive achievements."

Piotr Winek, president of Manager Business Hub 
"Creating a space and environment conduciveto the effective 
development of relationships in business, operational activities 
benefiting HUB participants and their Partners are a priority 
amongManager Business Hub'sactivities. I believe that common 
activities and co-operation will significantly contribute to the 
development of ideas promoted by PNSA."

Robert Sienczewski, director, Klub Integracji Europejskiej
"Klub Integracji Europejskiej and ǇǊȊŜŘǎƛťōƛƻǊŎȅϪŜǳbecame involved in 
the upcoming, anniversary edition of the PNSA competition with great
satisfaction. The 10th edition will be an opportunity to co-operate in 
promoting good practices in sales and customer service. We're aware of 
how positive an impact PNSA has, as an organisation, on industry 
standards. Our convergent goals allow us to build common plans for the 
upcoming year."

aƛŎƘŀƱ aǊƻǿƛŜŎΣ ǾƛŎŜ ǇǊŜǎƛŘŜƴǘ ŦƻǊ ǎŀƭŜǎ ƛƴ YƻƳǇŀƴƛŀ tƛǿƻǿŀǊǎƪŀ
"We're honoured to sponsor this prestigious event. We and the 
organisers of the competition share a common goal ςbuilding sales 
excellence. The sales force is an area full of challenges in a 
dynamically changing market, so initiatives such as the PNSA 
competition are incredibly important."

Á

ÁÁ

Á
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ESTMI

Fair Sales Sp. z o.o

COMPANIESTHATPARTICIPATEDIN PREVIOUSPNSA EDITIONS


