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SCAN HERE!

MASTER OF
SCIENCE IN

SALES
LEADERSHIP

WORLD CLASS FACULTY
 

SALES FOCUSED CURRICULUM
 

FLEXIBLE SCHEDULE
Synchronous and asynchronous classes to

allow time for work and school

 

HANDS ON EXPERIENCE
 

Half the cost, half the time of a traditional MBA with
80% of curriculum focused on Sales

TheChronicle of HigherEducation recently ranked
Bauer #9 among leading research universities for

scholarly productivity in marketing, faculty have
30+ years of sales experience

Learn the latest in AI, analytics digital selling, strategic account
management, digital transformation, sales enablement, customer
relationship management, leadership, communications and more 

CONTACT FACULTY FOR QUESTIONSAPPLY TODAY!
 Link: https://www.bauer.uh.edu/sei/mba/

AMY VANDAVEER: AVANDAVEER@UH.EDU



APPLY TODAY!
 Link: https://www.bauer.uh.edu/sei/mba/

HERE’S WHAT OUR STUDENTS SAY

 

“The cohort was so supportive in working together to help me be
successful.  It’s a huge part of the learning from this program and everyone
works hard to ensure that everyone is able achieve their goals.”

“I was looking at MBA and Masters Programs. An MBA helps you run a
business. I wanted to be a GREAT sales leader that empowered people.
This program let me achieve that.”

 

"I pursued a Master of Science in Sales Leadership to improve my
leadership skills and use the knowledge and skillset I learned every day in
my role and been able to accomplish my goals for my career and sales
organization." 

"I used information and skills learned from the MS-Sales Leadership
courses to propose to that we hire BDR’s and I led the four person team at
my company. The skills I'm learning [are] de!nitely having positive
results.” .

 

"To be able to get insight from high-level executives and pick their brain
about how they handle business situations and then have a supportive
cohort of classmates has been a bene!t I didn't expect."

Ryan Quinn,Sales Manager - Huntsman Corporation

John Harris,Sales Manager at Connection,Dell Technologies

Luis Guerrro, Business Lines Senior Territory Manager at Liberty Mutual

Andrew Robinson, Chief Revenue Officer - DEHN, Inc.

Reagon Rucker, Regional Marketing Director - Camden Property Trust

CONTACT FACULTY FOR QUESTIONS
AMY VANDAVEER: AVANDAVEER@UH.EDU
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OUR CURRICULUM

Customer Relationship 
Mgmt: 

Prof. Carl Herman

Digital & Inside Sales: 
Prof. Carl Herman

Profitability & Cash Mgmt: 
Dr. Charles Becker

Business Communications: 
Prof. Amy Vandaveer Novak

Benefits of a CRM
strategy
Potholes to adoption of
the strategy and the
technology
Future of CRM

Sell virtually
Support a high volume
(inside) sales
environment
 Use social media to
establish corporate
and personal brand

 

Sales levers that
impact  profits and
cash
Read and assess the
impact of financial
statements
Manage a budget to
maximize profits 

Birkman Assessment     
Create value in sales
calls,  meetings, and
presentations
Build a personal brand
The importance of
dialogue and how to
have effective crucial
conversations

 Sales Analytics 
Dr. Johannes Habel

Sales Leadership 
 Prof. Carl Herman

 MS Sales Challenge

CONTACT FACULTY FOR QUESTIONS
AMY VANDAVEER: AVANDAVEER@UH.EDU

Novel methods of analytics to
help sales organizations make
decisions
AI Agents & Impact of them on
sales efforts
Model building with data to
assess and make decisions
related to your organization

Strategies and methods for
inspiring and focusing your
sales team
Learn best practices from
current sales leaders 
How your market influences
strategy and sales management
Hiring, developing and coaching
a sales team

Identify situation or problem in
your organization you want to
work on to create a solution
Work alongside faculty for
consulting and advising
Final project will be proposed to
management
Create significant impact on
your organization and career



Lorem ipsum

CONTACT FACULTY FOR QUESTIONS
AMY VANDAVEER: AVANDAVEER@UH.EDU

 

APPLY TODAY!
 Link: https://www.bauer.uh.edu/sei/mba/

2nd Elective 
Choose from any Courses

 Compensation and Benefits
Diversity Management
Effective Negotiations
Global Leadership
Leadership Development
Managerial Issues
People Analytics
Organizational Power, Politics,
and Culture

Sales operations' role in sales
planning and sales strategy
development, its influence and
impact on operating processes
Survey of sales technology's
primary areas of impact, new
new trends, and best practices
in application. 

Sales Operations
Prof. Bob Kelly

1. Identify a significant sales
problem or opportunity

2. Team up with the relevant
faculty member

3. Create a solution
4. Present it to the faculty and

student cohort

CAREER PLAN

 MS Sales Challenge

Continue work on your MS
Sales Challenge
Finalize presentation with
faculty advisor
Prepare to present to faculty
and peers
Cohort Sales Competion 

Compensation and Benefits
Diversity Management
Effective Negotiations
Global Leadership
Leadership Development
Managerial Issues
People Analytics
Organizational Power, Politics, and Culture

1st Elective 
Choose from any Course:



CONTACT FACULTY FOR QUESTIONSAPPLY TODAY!
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APPLICATION PROCESS
1. CREATE AN APPLY WEB ACCOUNT 

2. UPLOAD SUPPORTING DOCUMENTS

a. RESUME

b. TRANSCRIPTS

c. LETTERS OF RECOMMENDATION

3. PAY APPLICATION FEE
4. COMPLETE LIVE INTERVIEW

AMY VANDAVEER: AVANDAVEER@UH.EDU

APPLICATION DEADLINE JULY 1  ST
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