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Apstrakt

Savremeni trendovi u turizmu, znatno su uticali na hotelsko poslovanje. Njihov uticaj posebno se
odrazava na sektor prodaje, promjenom kanala distribucije, jacanjem uloge informacionih
tehnologija, povecanjem snage posrednika, jacanjem konkurencije i slicno. Da bi se hoteli odrzali
na trziStu i zadrzali svoj trzisni udio moraju imat stabilan i efikasan prodajni sektor koji ¢e generisati
dovoljno sredstava za rentabilno poslovanje hotela. Glavni uslov za stvaranje efikasnog prodajnog
sektora su vjesti i obuc¢eni menadZzZeri prodaje, koji su u stanju da prepoznaju kvalitetne prodavce i
njihov potencijal iskoriste u potpunosti. Efikasnost menadzZera prodaje mjeri se uspjeSnoScu
pregovora koje vode, kao i naporima koje ulazu za pripremu istih. Cilj ovog istraZivanje je da utvrdi
koliko menadzeri prodaje u Crnoj Gori pridaju vaznosti pregovarackoj pripremi, koliko napora ulazu
u pregovore i na kraju, kolika je uspjesnost dobro pripremljenih pregovora. Za potrebe istraZivanja
sacinjen je upitnik sa petnaest pitanja na koja su odgovarali menadzeri prodaje iz 20 crnogorskih
hotela. Rezultati istrazivanja su pokazali da menadZeri prodaje u Crnoj Gori jo$ uvjek nisu dovoljno
posveceni pripremi pregovora, ali su itekako svjesni koliko je vazno kvalitetno se pripremiti za
pregovaracki proces.
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Abstract:

Current trends in the tourism industry considerably affect the hotel business. Their influences are
particularly reflected in the sales departments by changing distribution channels, strengthening the role
of information technology, increasing power of intermediaries, competition and so on. In order to

maintain their place at the market and their

Adresa autora zaduZenog za korespodenciju: market share, hotels must have a stable and
Josip Puraskovi¢ efficient retail sector that will generate sufficient
#=7 josipdjuraskovic@t-com.me funds for profitable operations of the hotel. The
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main conditions for creating effective sales sector are skilled and trained sales managers who are able
to identify high quality sellers and fully exploit their potentials. The effectiveness of sales managers is
measured by success of their negotiations, as well as efforts which they invest in the preparation of
negotiating process. The aim of this study is to determine in which amount sales managers in
Montenegro give importance to the preparation of the process of negotiation, how much effort they invest
in it, and at the end, what results are achieved with well-prepared negotiation. A questionnaire with
fifteen questions answered by sales managers from 20 Montenegrin hotels was prepared for this
research. The results show that sales managers in Montenegro are not yet sufficiently committed to the
preparation of the negotiations, but they are aware of the importance of adequately prepared negotiation
process.
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