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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.
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I | IntroductiontoPersonalSelling 25%
Natureandimportanceof personalselling,mythsof selling,Difference
betweenPersonalSelling,SalesmanshipandSalesManagement,Characteristicsofa
goodsalesman,typesof selling situations, types ofsalespersons, Career opportunities
inselling, Measures formaking selling an attractivecareer

IT | BuyingMotives 25%
Conceptofmotivation,Maslow’stheoryofneedhierarchy;Dynamicnatureofmotivation;
Buyingmotivesandtheirusesinpersonalselling

III | SellingProcess 25%
Prospectingandqualifying;Pre-
approach; Approach;Presentationanddemonstration;handlingofobjections;Closingthesale;Pos
tsalesactivities.

IV | SalesReports:reportsanddocuments;salesmanual,OrderBook,CashMemo;TourDiary,Dailyan 25%

dPeriodicalReports;EthicalaspectsofSelling
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