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1.  Situación / Sentido de la Asignatura 

 
1.1  Contextualización 

 
Due to its very essence, economic, social and commercial activity rests on people and on their behaviour. A 

business’ success or failure thus relies on human activity.  

Human Resources have always been the fundamental element to achieve success for any kind of 

organisation, although the need to optimise individual contributions is increasingly being recognised.  

In this field, day by day, more and more attention is being paid to all the issues related to this business asset of 

vital importance: people.  

In the particular field of commerce, the achievement of key objectives such as customer service, satisfaction 

and retention or service quality are based on the quality and behaviour of the Sales Force.  

This subject reviews the different aspects of managing Human Resources in general and the Sales Force in 

particular. 

 

1.2  Relación con otras materias 
 

Within its own subject area, it is strongly related to the Business Organisation subject.  

Likewise, it is strongly related to subject areas such as Labour Law through the subjects Employment Law and 

Social Security and Occupational Risk Prevention. 

It also has a complementary relationship with the subject areas Communication (through the subjects 

Commercial Communication: Advertising and Sales Promotion and Communication Techniques) and 

Marketing (through the subject Sales and Commercial Process Management); in any case, the different 

disciplinary approaches preclude the possibility of overlap.  

 

1.3  Prerrequisitos 
 

None. 

 

2.  Competencias 
 

2.1  Generales 
 

General skills 

G1. Demonstrating the possession and understanding of knowledge in the area of Commerce, based on a 

general secondary education foundation, at a level that, supported by advanced textbooks, also includes some 

aspects involving knowledge from the forefront of commercial activity studies. 

G2. Being able to identify the different aspects that directly and globally affect the commercial activity of 

businesses and knowing how to apply the overall knowledge gained to their work or trade in a professional way, 

and having the skills that are typically shown by means of preparing and defending arguments and solving 

problems within the commercial department of a business in the context of a globalised, dynamic economy 

subject to a constant process of change and technological innovation. 

G3. Having the ability to gather and interpret significant data, within the commercial field, to make judgements 

that include a reflection on relevant social, scientific or ethical issues. 
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G4. Being able to convey in Spanish and in another language (English, French or German), both orally and in 

writing, information, ideas, knowledge, problems and solutions in the commercial field, analysis results, action or 

business proposals, the grounds and underlying reasons for them, in a way that is clear, concise and 

understandable both for specialist and non-specialist audiences. 

G5. Having developed any necessary learning skills that will allow students to continue training in commercial 

activity and in other aspects of business management with a high degree of autonomy. 

G6. Acquiring a global, multicultural vision, applying the knowledge and skills needed to organise, direct and 

manage the commercial area of a business in the current economic context. 

 

Transversal skills  
T1. Acquiring the skill of learning and knowledge from the references, as well as from the permanent sources of 

documentary information and statistics that will give them the necessary ability to continue studying, 

researching or learning in a permanent and autonomous way.  

T2. Achieving the skills needed to properly use ICT (information and communication technologies) in the field of 

study and professional context, as a tool for expression and communication, to access information sources, as 

a means of storing data and documents, for presentations, learning, cooperative work and to manage any 

commercial operation.  

T3. Learning to understand and respect social diversity and multiculturalism as an enriching personal and group 

element, in order to develop coexistence between people without distinctions of sex, age, religion, ethnicity, 

social or political status. 

T4. Knowing how to behave in an upstanding way that is consistent with personal and professional principles 

and values (ethical commitment), taking into account the various ethical instruments made available to them. 

This means being familiar with the ethical instruments that regulate their professional activity, acting with 

integrity and honesty in any situation, even in situations that are unfavourable to their own interests, being 

respectful of rules and laws without needing to be supervised or monitored, as well as knowing how to 

recognise, accept and take responsibility for mistakes made and their possible consequences. 

T5. Acquiring the potential to work as a team, demonstrating the ability to coordinate people and specific tasks, 

accepting or refuting the arguments of others through logical reasoning and contributing with professionalism to 

the smooth running and organisation of the group based on mutual respect. 

T6. Being creative, with initiative and entrepreneurial spirit, attaining the ability to offer new, different solutions to 

conventional problems and situations, as well as having a good willingness to act in a proactive way, putting 

ideas into action in the form of activities and projects in order to make the most of opportunities, assuming the 

necessary risks. 

T7. Being able to recognise new situations (both in the competitive environment in which their professional work 

is going to be undertaken as well as in changing work methods), as well as adapting to changes with versatility 

and flexibility. 

T8. Knowing how to develop and maintain high quality work in line with standards and managing by process 

using quality indicators for continuous improvement, through the use of indicators that assess progress and 

results, through proper planning and implementation of activities, seeking constant improvement in everything 

that is done, and through participation in self-assessment processes, assuming responsibilities as both 

assessor and assessee. 

 

2.2  Específicas 
 

E6 Designing and manipulating information systems. 
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E11. Being familiar with the various commercial communication tools (publicity, sales force, public relations, 

sales promotion and advertising). 

E12. Learning to manage a sales team and promotional techniques. 

E22. Developing entrepreneurial ability and creating commercial businesses. 

 

3.  Objetivos 
- Providing the basic knowledge relating the role of staff within organizations.  

 Understanding the importance of Human Resources and being familiar with the tasks related to managing 

these resources, administrative tasks carried out by the Human Resources Department.  

- In addition, the specific field of the marketing function, contributing to knowledge of the sales activity, studying 

the profiles of the members of the Sales Force and the nature of the work they do.  

- Achieving adequate knowledge of the different tasks required in the management of a sales team: designing 

positions, determining the size of the sales force, assignment, recruitment, selection, training, remuneration and 

supervision.  

 

 
4.  Contenidos y/o bloques temáticos 

 

Bloque 1: “Nombre del Bloque” 

  
 Carga de trabajo en créditos ECTS: 6 

 

a.  Contextualización y justificación 
 
The subject starts off by providing basic knowledge about Human Resources and Sales Force Management. 

 

b.  Objetivos de aprendizaje 
 

- Learning what it consists of and what the main functions of Human Resources Management are.  
 

- Analysing the specificities of the sales force and its management. 
 

c.  Contenidos 

 

TOPIC 1. INTRODUCTION TO HUMAN RESOURCES MANAGEMENT.  

TOPIC 2. DESIGN AND ASSESSMENT OF POSITIONS. 

TOPIC 3. RECRUITMENT, SELECTION AND PLACEMENT. 

TOPIC 4. TRAINING AND DEVELOPMENT PROCESSES. 

TOPIC 5. PERFORMANCE ASSESSMENT AND REMUNERATION SYSTEMS.  

TOPIC 6. NEW TRENDS IN HUMAN RESOURCES MANAGEMENT 

 

d.  Métodos docentes 
 

Master class. Analysis of cases and other materials (press, websites, etc.). Cooperative learning. Viewing 
audiovisual material. Attending talks organised at the Centre.  

 

e.  Plan de trabajo 
 
Basic initial presentation by the teacher; subsequent individual and/or group work on various materials. Preparation 
of reports, summaries, assessment questions, etc.  
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f.  Evaluación 
See general section on assessment 

 

g  Material docente 
 

g.1  Bibliografía básica 
De la Calle Durán, M. C. y Ortiz de Urbina Criado, M. (2018) Fundamentos de Recursos Humanos  

Dessler, G. (2017) Human Resources Management, 15th edition. Pearson. 

Gómez-Mejía, L.R., Balkin, D.B. y Cardy, R.L. (2009) Managing Human Resources, 6th edition. Prentice Hall. 

Díez de Castro, E.C., Navarro, A. Y Peral, B. (2003) Dirección de la Fuerza de Ventas. Esic Ed., Madrid. 

 

g.2  Bibliografía complementaria 
The 7 habits of highly effective people- Stephen Covey 

 

g.3  Otros recursos telemáticos (píldoras de conocimiento, blogs, videos, revistas digitales, 
cursos masivos (MOOC), …) 

 

h.  Recursos necesarios 
 
Multimedia classroom together with the materials provided by the teacher.  

i.  Temporalización 
 

CARGA ECTS PERIODO PREVISTO DE DESARROLLO 

6 ECTS 15 weeks 

 

5.  Métodos docentes y principios metodológicos 
 

 

 

 

6.  Tabla de dedicación del estudiante a la asignatura 
 

ACTIVIDADES PRESENCIALES o 
PRESENCIALES A DISTANCIA(1) HORAS ACTIVIDADES NO PRESENCIALES HORAS 

Theoretical lessons 30 Independent work on theoretical contents 30 

Practical lessons 30 Independent work on practical contents 30 

Assessment 3 Preparation of work, reports, essays, etc.  14 

  Preparation for assessment  13 

Total presencial 63 Total no presencial 87 

TOTAL presencial + no presencial 150 

(1) Actividad presencial a distancia es cuando un grupo sigue una videoconferencia de forma síncrona a la 
clase impartida por el profesor. 
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7.  Sistema y características de la evaluación 
 

INSTRUMENTO/PROCEDIMIENTO 

 

PESO EN LA 
NOTA FINAL 

OBSERVACIONES 

 
Continuous assessment:  

- Practices held in and outside the 
classroom. Class participation. 
Objective written examinations. 
 

- Final examination 

 

 

60% 

 

 

 

40%  

Assessment by final examination 100%  

 

CRITERIOS DE CALIFICACIÓN 

• Convocatoria ordinaria: 

o 60% Continuous assessment 

o 40% Final examination 

• Convocatoria extraordinaria: 

o 100% Final examination 

(*) Se entiende por convocatoria extraordinaria la segunda convocatoria. 
Art 35.4 del ROA 35.4. La participación en la convocatoria extraordinaria no quedará sujeta a la 
asistencia a clase ni a la presencia en pruebas anteriores, salvo en los casos de prácticas externas, 
laboratorios u otras actividades cuya evaluación no fuera posible sin la previa realización de las 
mencionadas pruebas. 

https://secretariageneral.uva.es/wp-content/uploads/VII.2.-Reglamento-de-Ordenacion-Academica.pdf 

 

8.  Consideraciones finales 
 

https://secretariageneral.uva.es/wp-content/uploads/VII.2.-Reglamento-de-Ordenacion-Academica.pdf

