
C O N T E N T S

UNIT: 1

1. Introduction to Personal Selling
Introduction, Personal Selling: Meaning and Definition, Features of Personal Selling,
Nature and Importance of Personal Selling, Advantages and Disadvantages of
Personal Selling, Difference between Personal Selling and Advertising, Difference
between Personal Selling, Salesmanship and Sales Management, Relationship
between Personal Selling, Salesmanship and Sales Management, Challenges in
Personal Selling, Chapter at a Glance, Questions.

2. Myths of Selling
Introduction, Some Common Myths of Selling, Myths of Online Selling, Chapter at
a Glance, Questions.

3. Salesman and Selling Situations
Introduction, Characteristics of a Successful Salesman, Elements of Sales Personality,
Improving Sales Personality, Types of Sales Person, Types of selling situations:
Service Selling, Industrial Selling, Chapter at a Glance, Questions.

4. Retail Selling
Introduction, Meaning, Role of Retail Salespeople, Retail Selling Process, Problems
in retail selling, Chapter at a Glance, Questions.

5. Career Opportunities in Selling
Introduction, Selling Job and Salesmanship, Selling – a Career, Advantages of
Selling as a Career, Disadvantages of Selling as a Career, Measures for making
Selling an attractive career, Chapter at a Glance, Questions.

UNIT: 2

6. Buying Motives
Introduction, Buying Motives of an Individual Consumer, Buying Motives,
Classification of Buying Motives, Industrial Consumer, Industrial Buyers, Merchant
Buyers, Know your company, Chapter at a Glance, Questions.

7. Motivation
Introduction, Definitions of Motivation, Need for Motivation, Types of Motivation,
Maslow’s Theory of Need Hierarchy, Dynamic nature of Motivation, Chapter at a
Glance, Questions.

UNIT: 3

8. Selling Process–I Prospecting and Qualifying
Introduction, Prospecting and Qualifying, Prospecting: Meaning, Importance of



Prospecting, Essentials of a Good Prospect, Methods of Prospecting, Chapter at a
Glance, Questions.

9. Selling Process–II Pre-approach; Approach
Introduction, Pre-approach, Relationship between Prospecting and Pre-Approach,
Objectives of Pre-Approach, The Extent of Pre-Approach,  Sources of Information,
Advantages of Pre-Approach, The Approach, Importance of Approach, Essentials
of Good Approach, Methods of Approach, Chapter at a Glance, Questions.

10. Selling Process–III Presentation and Demonstration
Introduction, Presentation, Essential of a Good Presentation, Demonstration,
Importance of Demonstration, Objectives of Demonstration, Techniques of Good
Demonstration, Requisites of a Good Demonstration, Types of Demonstration,
Chapter at a Glance, Questions.

11. Selling Process–IV Handling objections
Introduction, Handling objections, Reasons of Raising Objections, Salesman’s
Attitude towards Objections, Types of Objections, Procedure of Handling Objections,
Methods of Handling Objections, Chapter at a Glance, Questions.

12. Selling Process–V Closing the sale and Post-sales activities
Introduction, Closing the sale, Importance of Close, Reasons of Failure to Close,
Essentials of Successful Close, Trial Close, Advantages of Trial Close,  Methods of
Successful Close, Suggesting Additional Purchase, Departure after the Close, Post-
sales activities, Chapter at a Glance, Questions.

UNIT: 4

13. Sales Reports
Introduction, Sales Reports, Common and Useful Terms used in Sales Report,
Sales Documents, Types of Sales Documents, Sales Manual, Order Book, Cash
Memo, Tour Diary: Daily and Periodical Reports, Sales Audit, Sales Audit: Coverage
Areas, Chapter at a Glance, Questions.

14. Ethical Aspects of Selling
Introduction, Meaning of Ethics, Benefits of Ethics in Selling, Ethical Issues in
Selling, Ethical Guidelines for a Salesperson, Chapter at a Glance, Questions.

UNIT: 5

15. Advertising: An Introduction
Introduction, Advertising : Concept and Definition, Distinction between Advertising
and Advertisement, Objectives of Advertising, Role and Importance of Advertising,
Social, Economic and Legal aspects of advertising, Chapter at a Glance, Questions.

16. Modes of Advertising
Introduction, Media of advertising, Choice criteria for advertising media, advertising,
Chapter at a Glance, Questions.

17. Measurement of effectiveness of Advertising
Introduction, Meaning, Objectives of Measuring Advertising Effectiveness,
Measuring Advertising Effectiveness, Chapter at a Glance, Questions.
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