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Personal Selling and Salesmanship
1.4
Early Beginning: Th
commerce for thousan

production. In ancient times
was not considered very respec

les function has been an integral part of
ds of years. It was the natural outcome of surplus
trading was confined to local towns and
table. After the Industrial Revolution

in England, the first true salespersons appeared in the lat(cie 18 ce:'ntury.
These sales people called bagmen sold goods pro uced in the
developing factory system. They were called bagmen because they were
the first to sell from bags of samples. They were also called Manchester
Man because the textile firms of Manchester were the first to employ

sales force.

Evolution in USA: The evolution

States is outlined in Fig.1.2. During
with pack peddlers in New York, New Jersey and other parts of USA.

Some of the pack peddlers began to use horse-driven wagons in the
early decades of the 19" century. Therefore, they began to be called
wagon peddlers. They sold food items like hot dogs, fruits and ice-

creams on busy city streets.

With the introduction of strict licensing regulations, many early peddlers
opened retail shops. These country stores got liberal credit from their
suppliers. The suppliers began to send out credit investigators after the
financial panic of 1837. These investigators evaluated credit rating of
retailers and collected debts. Eventually, they began to sell merchandise

to rural stores. They came to be known as commercial travellers.

e sa

of personal selling in the United
the late 17* century selling began

The storeowners used to visit at least once a year to the nearest big city
to purchase merchandise for their stores. These buying trips led to the
emergence of best known sales people the greeters. They were called
greeters because they would meet the visiting retailers at their hotels
on behalf of the suppliers. Later on they shifted to the railroad stations.
m;‘:n adopted dul?if)us sales practices due to keen competition.

reasing competition, the greeters began to visit at the retailers’

shops.
“ pI: Mmto be c:lled drummers-‘because they carried samples

Selling in the Century

in the 20 ua o 'dTh" ‘_‘mnﬂ concept or the sales era emerged

until the beginning of Se - l°‘f ‘memorized presentations was popular

compelled the sales function The Great Depression of 19305

Professionalisminse]]jng‘ SwAMyme a m:;; ;ggr:sive pacl>sture.
i ~Hi1111] Q! \m dern s esera.
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Introduction to Personal Selling 17

(v) It is both an art as well as science.

(vi) Its real purpose is not to induce or trap people to buy goods which
they do not need or cannot afford. It is rather to build up a
mutually advantageous and permanent relationship between the

seller and the buyer.
(vii) It involves contact with a limited number of buyers.

(viii) It requires a flexible approach as different people react differently.

Personal selling is a broader concept then salesmanship. Personal selling
along with other elements of marketing mix, is a means for impleme s
marketing programmes. Salesmanship is one aspect of personal se x
It is one of the skills used in personal selling. Sales;namlﬁﬁi{ \
successfully persuading customers to buy products or ¢ v
which they can derive suitable benefits, thereby inc a
satisfaction. Now the focus in salesmanship is on
beneficial long term relationships with customers. )‘ﬂ o

1.4 OBJECTIVES OF PERSONAL SELLING

The main objectives of personal selling are as under :

1. Creation of Demand : The basic objective of personal e
create demand for a product or service. The salesman p
talks to the customer and explains the utility of the produ
tries to convince the customer so that the customer may ou; the
product. The salesman induces immediate buying action or the
part of the customer. .

2. Handling Objections : Customers express their doubts and
objections about the quality of a product. The aim of salesman is N
to listen the grievances of customers patiently and to solve them
50 as to retain existing customers and to create new customers.

den Wants : A salesman studies the hidden desires

He helps them appreciate their needs and take
action to satisfy them. In this way personal selling converts hidden
wants into demand. A salesman demonstrates the product and
explains its uses to increase sales.

4. Eq&qgla;ﬁuntomero : A salesman informs and educates

~ customers about new products and their uses. He guides the
~ customers in the selection of suitable products.

3. Exploring Hid
of customers.
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