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Objective: Thepurposeofthiscourseistofamiliarizethestudentswiththefundamentalsofpersonalselling and 

thesellingprocess. They will be able to  understand selling as a  career and what it  takes to  be a 

successfulsalesman. 
 

Un

it 

Description of Detail Weightin

g(%) 

I IntroductiontoPersonalSelling 

Natureandimportanceof personalselling,mythsof selling,Difference 

betweenPersonalSelling,SalesmanshipandSalesManagement,Characteristicsofa 

goodsalesman,typesof selling situations, types  ofsalespersons, Career  opportunities 

inselling,  Measures formaking selling an attractivecareer 

25% 

II BuyingMotives 

Conceptofmotivation,Maslow’stheoryofneedhierarchy;Dynamicnatureofmotivation; 

Buyingmotivesandtheirusesinpersonalselling                                                                          

25% 

III SellingProcess 

Prospectingandqualifying;Pre-

approach;Approach;Presentationanddemonstration;handlingofobjections;Closingthesale;Pos

tsalesactivities.                             

25% 

IV SalesReports:reportsanddocuments;salesmanual,OrderBook,CashMemo;TourDiary,Dailyan

dPeriodicalReports;EthicalaspectsofSelling                                                                                 

25% 

 

Basic Text & Reference Books:- 

� Spiro, Stanton, and Rich, Management of the Sales force, McGraw Hill. 

� Rusell, F. A. Beach and Richard H. Buskirk, Selling: Principles and Practices, McGraw Hill 

� Futrell, Charles, Sales Management: Behaviour, Practices and Cases, The Dryden Press. 

� Still, Richard R., Edward W. Cundiff and Norman A. P. Govoni, Sales Management: DecisionStrategies 

and Cases, Prentice Hall of India Ltd., New Delhi, 

� Johnson, Kurtz and Schueing, Sales Management, McGraw Hill 

� Pedesson, Charles A. Wright, Milburn d. And Weitz, Barton A., Selling: Principles andMethods, 

Richard, Irvin 
� KapoorNeeru, Advertising and personal Selling, Pinnacle, New Delhi. 

� Salesmanship and Publicity, Rustom S. Davar, Shorab R. Davar, Nusil R. DavarVikas Publishing House 

Pvt. Ltd 

 

 

 


