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Description in detail

Weighting (%)
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PERSONAL SELLING

Nature and Importance of Personal selling
Efficacy of personal selling in the marketing mix
Personal Selling with respect to product strategy
Advertising V/S Personal Selling

25%

ESSENTIALS OF EFFECTIVE SELLING
The Sales Process- Prospecting, Pre-approach,npeésa and demonstratio
Overcoming Objections, Closing and Follow- up aftdrasales services.
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25 %

BUYING MOTIVES

Types of Markets: Consumer Market and Industriatkda
Decisions making Process in Buying

Buying behavior

25%

SELLING ASA CAREER

Qualities of successful sales person.

Problems in selling as a career

Sales report and documents — Sales manual, ord&r dash memo, and to
diary, daily and periodical report.
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25%

Basic Text & Reference Books -----
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