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f ‚w g K v (Introduction) 
eZ©gvb we‡k¦ evRviRvZKiY cÖwZ‡hvwMZvc~Y©| ZvB †µZvi wbKU c‡Y¨i cwiwPwZ Ges hveZxq Z_¨ Zz‡j ai‡Z 
cÖmvi Kvh©µg Acwinvh©| G BDwb‡U wecYb cÖmv‡ii wewfbœ c×wZi g‡a¨ e¨w³K weµq I weµwqKZv m¤ú‡K© eY©bv 
Kiv n‡q‡Q| cÖ_g cv‡V e¨w³K weµq IweµwqKZvi aviYv I cÖ‡qvRbxqZv QvovIe¨w³K weµq I weÁvc‡bi g‡a¨ 
cv_©K¨ eY©bv Kiv n‡q‡Q| wØZxq cv‡V weµqKgx©i ¸Yvewjm¤̂‡Ü e¨vcK aviYv †`qv n‡q‡Q| cieZx©‡Zevsjv‡`‡ki 
†cÖwÿ‡Z e¨w³K weµq/weµwqKZv m¤̂‡Ü cÖ‡qvRbxq aviYv †`qv n‡q‡Q| G BDwbU †_‡K e¨w³K weµq I 
weµwqKZvi gva¨‡g wKfv‡e cY¨ cÖmvi Kiv m¤¢e Zvi we Í̄vwiZ aviYv AR©b Kiv m¤¢e n‡e|  
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cvV-1 :  e¨w³K weµq I weµwqKZv m¤úwK©Z aviYv I cÖ‡qvRbxqZv 
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e ¨w ³K  w eµ q  I  w eµ wq K Z v:  avi Y v I  cÖ‡q vR bxq Z v 
Personal Selling and Salesmanship: Concept and 

Importance 

 
D ‡ Ïk ¨ 

 

G  c v V  †k‡ l A v c w b   
� e¨w³K weµq m¤ú‡K© aviYv Ki‡Z cvi‡eb; 
� weµwqKZv m¤ú‡K© Rvb‡Z cvi‡eb; 
� weµwqKZv Kjv, weÁvb bvwK †ckv †m m¤ú‡K© Rvb‡Z cvi‡eb; 
� e¨w³K weµq I weµwqKZvi cÖ‡qvRbxqZv e¨vL¨v Ki‡Z cvi‡eb; Ges 
� e¨w³K weµq I weÁvc‡bi g‡a¨ cv_©K¨ Rvb‡Z cvi‡eb| 

 

 
g ~L ¨ kã (Keywords) 

†gŠwLK Dc ’̄vcbv, ‡hvMv‡hvM cÖwµqv, e¨w³MZ cÖPvi,weµwqKZv,  weµqKgx©, 
weµq †KŠkjx| 

 
e ¨w³K  we µ q  m ¤ú wK©Z  a v iY v  (Concept of Personal Selling) 
wecYbKvix I †fv³vi g‡a¨ wewbg‡qi D‡Ï‡k¨ hLb wØ-gyLx †hvMv‡hvM ’̄vwcZ nq, ZLb Zv‡K e¨w³K 

weµq ejv nq| weµq msNU‡bi D‡Ï‡k¨ GK ev GKvwaK m¤¢ve¨ †µZvi m‡½ AvjvcKv‡j †gŠwLKfv‡e c‡Y¨i 
Dc ’̄vcbB n‡jv e¨w³K weµq| myZivs e¨w³K weµ‡q we‡µZv cÖwZôv‡bi cY¨ I †mev weµ‡qi D‡Ï‡k¨ 
e¨w³MZfv‡e mivmwi †µZvi Kv‡Q weµq Av‡e`b Kiv nq I µq Kivi Rb¨ AvMÖnx K‡i †Zvjv nq|wecYbKvix 
cÖhyw³wbf©i cY¨, wegv, wkícY¨ BZ¨vw`i †ÿ‡Î e¨w³K weµq c×wZ e¨envi K‡i| Avevi bZzb cY¨ wecYb Kivi 
mgqI e¨w³K weµq‡K Kv‡R jvwM‡q weµq cÖmv‡ii cÖ‡Póv Pvjv‡bv nq| 

wb‡¤œ e¨w³K weµ‡qi wKQz msÁv D‡jøL Kiv n‡jv- 

American Marketing Association (AMA) wecY‡bi †h msÁv cÖ̀ vb K‡i‡Q Zv n‡jv,“Personal 

selling is the personal process of assisting and/or persuading a prospective customer to 

buy a commodity or a service or to act to favour upon an idea that has commercial 

significance to the seller” A_©vr e¨w³K weµq n‡jv m¤¢ve¨ †µZv‡K cY¨ ev †mev µ‡q mnvqZv ev DØy×  
Kivi Rb¨ e¨w³MZ cÖwµqv A_ev we‡µZvi Rb¨ evwYwR¨K f~wgKv ivLvi g‡Zv GKwU Kvh©Ki aviYv| 

Philip Kotler & Gary Armstrong Gi g‡Z,“Personal selling is any form of personal 

presentation by the firm’s salesforce for the purpose of making sales and building customer 

relationship.” A_©vr e¨w³K weµq n‡jv cÖwZôv‡bi weµq Kgx©i e¨w³K Dc ’̄vcb hvi D‡Ïk¨ n‡jvweµq 
KvR m¤úbœ Kiv Ges †µZvi mv‡_ e¨emvwqK m¤úK© M‡o †Zvjv| 

Dc‡ii Av‡jvPbvi wfwË‡Z e¨w³K weµq m¤ú‡K© wb‡¤œi aviYv¸‡jv cvIqv hvq- 
1. e¨w³K weµ‡q †µZv I we‡µZvi gv‡S mivmwi Avjvc nq weµ‡qi D‡Ï‡k¨; 
2. we‡µZvi `ÿ weµqKgx© cY¨ ev †mev m¤ú‡K© †gŠwLK Dc¯’vcbvi gva¨‡g †µZv ev †fv³v‡K cY¨ m¤ú‡K© 

aviYv cÖ̀ vb K‡i; 
3. `ÿ weµqKgx© cY¨ m¤úwK©Z Dc ’̄vcbvi gva¨‡g cY¨ µ‡qi myweav, Dc‡hvwMZv I e¨envi cÖYvwj m¤ú‡K© 

Z_¨ cÖ̀ vb K‡i; 
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4. weµqKgx© e¨w³MZ cÖ‡ivPbvg~jK Dc ’̄vcbvi gva¨‡g †µZv‡K cY¨ µ‡q DrmvwnZ K‡i; 
5. wØ-gyLx †hvMv‡hvM _vKvi Kvi‡Y †fv³vi Awfe¨w³ I cÖwZwµqv Rvbv hvq; 
6. e¨w³K weµ‡qi gva¨‡g cY¨ msµvšÍ Z_¨ cÖ̀ vb, c‡Y¨i ˆewkó¨vewj Dc ’̄vcb Ges wbw ©̀ó Pvwn`v cwic~i‡Y 

me©vwaK Dc‡hvwMZv cÖvwß m¤ú‡K© AewnZ K‡i †µZv‡`i Pvwn`vi m‡ev©”P mš‘wó m¤ú‡K© m‡PZb K‡i †Zvjv 
nq| 

7. GwU GKwU m„Rbkxj cÖwµqv; KviY G cÖwµqvq †µZv‡`i „̀wó‡KvY †_‡K Pvwn`v I mgm¨v Abyave‡bi †Póv  
K‡i mgm¨v mgvav‡bi cÖ‡Póv MÖnY Kiv n‡q _v‡K| 

cwi‡g‡l ejv hvq †h, e¨w³K weµq n‡jv Ggb GKwU weµq cÖmvig~jK e¨e ’̄v hvi gva¨‡g †µZvi wbKU cY¨ ev 
†mevi ¸Yv¸Y I Dc‡hvwMZv Zz‡j aivi gva¨‡g cY¨ µ‡q AvMÖnx K‡i †Zvjv nq|e¨w³K weµ‡qi gva¨‡g †µZv‡`i 
Av ’̄v AR©‡bi †Póv Pvjv‡bv nq Ges †µZv‡`i cY¨ I †mev m¤ú‡K© AewnZ Kivi j‡ÿ¨ wewfbœ wkÿvg~jK Kvh©µg 
MÖnY Kiv nq| 
 
we µ wqK Zv  m ¤ú wK©Z  a v iY v  (Concept of Salesmanship) 
mvaviY A‡_©, weµwqKZv ej‡Z weµqKgx©i weµq †KŠkj‡K †evSv‡bv nq|Ab¨ A‡_©, †h †KŠkj ev cš’v Aej¤̂b 
K‡i weµqKgx© m¤¢ve¨ †µZv ev †fv³v‡K AvK…ó K‡i I cY¨ ev †mev m¤ú‡K© AvMÖnx K‡i †Zv‡j, Zv‡KB weµwqKZv 
e‡j| 

wb‡¤œ weµwqKZvi wKQz msÁv D‡jøL Kiv n‡jv: 

Pollai and Bagavathi weµwqKZvi †h msÁv cÖ̀ vb K‡i‡Qb Zv n‡jv,“Salesmanship is seller-

initiated effort that provides prospective buyers with information and motivates or 

persuades them to make favorable buying decisions concering the seller’s products or 

services.” A_©vr weµwqKZv n‡jv we‡µZv KZ…©K M„nxZ cÖ‡Póv hv m¤¢ve¨ †µZv‡`i Z_¨ cÖ̀ vb K‡i Ges 
we‡µZvi cY¨ ev †mev µ‡qi c‡ÿ wm×všÍ MÖn‡Yi Rb¨ cÖ‡ivwPZ K‡i| 

Garfield Blake-Gi g‡Z,“Salesmanship consists of winning the buyer’s confidence for the 

seller’s house and goods, thereby winning a regular and permanent customer.” A_©vr 
weµwqKZv n‡jv Ggb GK ai‡bi cÖ‡Póv hvi gva¨‡g we‡µZv Zvi e¨emv ’̄j I cY¨ m¤ú‡K© †µZv‡`i Av ’̄v 
AR©b K‡i Zv‡`i‡K ’̄vqx MÖvn‡K cwiYZ K‡i| 

msÁv¸‡jvi Av‡jv‡K ejv hvq †h, weµwqKZv n‡jv e¨w³K weµ‡qi GKwU ¸iæZ¡c~Y© Ask| weµwqKZvi †KŠk‡ji 
gva¨‡g cY¨ ev †mev m¤ú‡K© †µZvi g‡b AvMÖn m„wó Kiv nq I cY¨ weµq K‡i mym¤úK© cÖwZôvi gva¨‡g ’̄vqx‡µZvq 
cwiYZ Kiv nq| 
 
we µ wqK Zv :  K jv , we Á v b bv wK  † c kv  (Salesmanship: Art, Science or Profession) 

Aa¨qb, cÖZ¨ÿY Ges AwfÁZvi gva¨‡g mwVK c×wZ ev †KŠkj AvqZ¡ Kiv‡KB mvaviYfv‡e Kjv ejv nq| 
Kvh©̀ ÿZvi Dbœqb cÖwZfvi wfwË‡Z nq Ges welqvewj ¸iæ‡Z¡i mv‡_ Aa¨qb ev we‡kl AwfÁZvG‡ÿ‡Î Kvh©Ki 
f‚wgKv cvjb K‡i _v‡K| Giƒc „̀wó‡KvY †_‡K weµwqKZv‡K Kjv wn‡m‡e AvL¨vwqZ Kiv hvq|Avevi †Kvb welq 
m¤ú‡K© mymsMwVZ Ávb n‡jv weÁvb| weµwqKZv‡KI weÁvb wn‡m‡e aiv nq, KviY weµqKvh© KZ¸‡jv mvaviY 
bxwZ Ges m~Î Øviv cwiPvwjZ nq| Ab¨w`‡K, RxweKv AR©b, D”Pgv‡bi wkÿv I we‡kl cÖwkÿ‡Yi wgwjZ iƒc n‡jv 
†ckv| †mB ‡ÿ‡ÎI weµwqKZv‡K †ckv ejv hvq| myZivs weµwqKZv‡K Kjv, weÁvb I †ckvi mgwšẐ iƒc ejv 
hvq| 
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e¨w³K weµq I weµwqKZvi cÖ‡qvRbxqZv (Importance of Personal Selling and Salesmanship) 

e¨w³K weµq‡K e¨w³MZ weÁvcb bv‡g AwfwnZ Kiv hvq| KviY, m¤¢ve¨ †µZv‡`i wbKU cY¨ msµvšÍ hveZxq 
Z_¨vw` Avjvc-Av‡jvPbvi gva¨‡g Dc ’̄vcb K‡i cY¨ µ‡q AvMÖnx K‡i †ZvjvB weµqKgx©i gyL¨ KvR| wb‡¤œ e¨w³K 
weµ‡qi ¸iæZ¡ Av‡jvPbv Kiv n‡jv- 

1. c ‡ Y ¨i Pv w n `v  m„w ó  (Creation of Product Demand): wecYbKvixi c‡ÿ ïaygvÎ weÁvc‡bi Øviv 
c‡Y¨i e¨vcK Pvwn`v m„wó Kiv m¤¢e bq| GKB mv‡_ gv‡K©wUs cÖ‡gvk‡bi Ab¨vb¨ cš’vI MÖnY Kivi cÖ‡qvRb 
nq| e¨w³K weµq cÖwµqv mivmwi †µZv‡`i m‡½ †hvMv‡hvM m„wói gva¨‡g c‡Y¨i evRvi m„wó Ges weµ‡qi 
cwigvY e„w× Ki‡Z mnvqZv K‡i| d‡j wecYbKvix cÖwZôv‡bi A_©‰bwZK Kvh©µg‡K mPj ivLv m¤¢e nq| 

2. ‡ hv Mv ‡ hv M m „w ó  (Establishing Communication): c‡Y¨i weµq e„w×i Rb¨ e¨w³K weµq GKwU 
we‡kl ai‡bi cÖwµqv| weµqKg©x Drcv`K Ges †µZv‡`i g‡a¨ †hvMv‡hv‡Mi †mZzeÜb wn‡m‡e KvR K‡i| 
cÖ‡gvk‡bi Ab¨vb¨ nvwZqvi Øviv e¨vcK RbmvaviY‡K cY¨ m¤̂‡Ü AewnZ K‡i e¨w³K weµqKvh© m¤úv`b 
Ki‡Z nq| 

3. e v R v i m ¤ú ªm v i b (Expanision of Market): e¨w³K weµq GK ai‡bi †KŠkj hv c‡Y¨i evRvi 
m¤úªmvi‡Y mnvqZv K‡i| weµqKgx© Giƒc †KŠkj cÖ‡qvM K‡i m¤¢ve¨ †µZv‡`i gb Í̄Z¡‡K cÖfvweZ K‡i 
Ges Zv‡`i‡K c‡Y¨i wbqwgZ †µZvq cwiYZ K‡i| Giƒc Kvh©µ‡gi d‡j c‡Y¨i e¨vcK Pvwn`v m„wó Ges 
evRv‡ii cwiwa †`kxq mxgvbv AwZµg K‡i AvšÍR©vwZK ch©vq ch©šÍ we Í̄…Z nq| 

4. Z _ ¨v e w j  Dc ’̄v c b (Presentation of Information): bZzb A_ev cyivZb c‡Y¨i ¸Yvewj I e¨envi 
wewa eY©bvi gva¨‡g weµqKgx© cY¨ µ‡q †µZv‡K DØy× Ki‡Z †Póv K‡i| weµwqKZvi gva¨‡g c‡Y¨i 
DrKl©Zv, Zzjbvg~jK Dc‡hvwMZv, e¨envi wewa, cÖwZôv‡bi Z_¨vewj BZ¨vw`I Dc¯’vcb Kiv nq| 

5. bZ zb c Y ¨ c Ö e Z ©b (Introducing New Product): evRv‡i AvMZ bZzb cY¨ m¤‡̂Ü m¤¢ve¨ †µZv‡`i‡K 
Rvbv‡bv weµq D‡`¨v‡Mi GKwU Ab¨Zg KvR| Giƒc KvR myôyfv‡e m¤úv`‡bi Dci c‡Y¨i weµq wbf©i 
K‡i| ZvQvov, gvbwmK Kvi‡YI A‡bK mgq m`¨ AvMZ cY¨ MÖn‡Y †µZviv ivRx _v‡K bv| e¨w³K 
weµ‡qi gva¨‡g mivmwi †µZv‡`i m‡½ †hvMv‡hvM K‡i cY¨ msµvšÍ welq Zz‡j aiv m¤¢e nq| ZvB bZzb 
ch©v‡q †µZv‡`i‡K cY¨ µ‡q cÖ‡ivwPZ Kivi Rb¨ e¨w³K weµq Ab¨Zg †KŠkj wn‡m‡e we‡ewPZ nq| 

6. Pv w n `v i w ’̄w Z kx j Z v  iÿ v  (Stability of Demand): bZzb c‡Y¨i Avwef©ve A_ev cÖwZ‡hvMx c‡Y¨i weµq 
cÖmvig~jK Kvh©µg MÖn‡Yi d‡j Pvwn`v n«vm †c‡Z cv‡i| Giƒc Ae ’̄vq `ÿ weµqKgx© weµq‡KŠkj cÖ‡qvM 
K‡i wbR c‡Y¨i Pvwn`v Ae¨vnZ ivL‡Z f‚wgKv cvjb Ki‡Z cv‡i| 

7. c Öw Z ‡ hv w MZ v  †g v K v ‡ e j v (To Face Competition): eZ©gvb Zxeª cÖwZ‡hvwMZvg~jK evRv‡i cÖwZ‡hvwMZvq 
wU‡K _vKvi Rb¨ myôz I cwiKwíZ cš’vq weµq Kvh©µg cwiPvjbv Acwinvh©| G‡ÿ‡Î weµqKgx©i 
AwfÁZv, `ÿZv Ges Dcw ’̄Z eyw× we‡kl mnvqK nq| ZvB ejv hvq, cÖwZ‡hvwMZv †gvKv‡ejvq e¨w³K 
weµq ¸iæZ¡c~Y© f‚wgKv iv‡L| 

8. g ybv dv  e „w × (To Increase Profit): eZ©gvb cÖwZ‡hvwMZvg~jK evRv‡i c‡Y¨i g~j¨ e„w× Øviv cÖwZôv‡bi 
gybvdv e„w× Kiv m¤¢e bq| GKvi‡Y †µZv‡`i mš‘wó weav‡bi gva¨‡g weµ‡qi cwigvY e„w× Øviv †gvU 
gybvdv e„w× Ki‡Z nq| e¨w³K weµq gybvdv e„w×‡Z e¨vcK f‚wgKv iv‡L| 

9. m ¤ú K © I m n ‡ hv w MZ v  m „w ó  (Creating Relation and Cooperation): weµqKgx©i e¨envi Ges AvPiY 
cY¨ weµ‡q mnvqZv K‡i| AvšÍwiK AvPiY Ges gayi e¨envi †µZv Ges we‡µZvi g‡a¨ e¨w³MZ m¤úK© 
m„wó Ki‡Z cv‡i| Giƒc †ÿ‡Î cY¨ µ‡qi wm×všÍMÖn‡Y †µZviv we‡µZvi mn‡hvwMZv MÖnY K‡i| GQvov 
A‡bK †ÿ‡Î cvwievwiK m¤úK© m„wó‡ZI weµqKgx©i f‚wgKv jÿ¨ Kiv hvq| 
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10. A v ’̄v  ’̄v c b (Establishing Confidence): e¨w³K weµq †µZv‡`i wbKU cÖwZôv‡bi BwZnvm Ges 
msµvšÍ Z_¨vw` Zz‡j a‡i c‡Y¨i DrKl©Zv Ges cÖvwßi wel‡q wbðqZv cÖ̀ vb K‡i|Gfv‡e cÖwZôvb Ges cY¨ 
m¤̂‡Ü GKwU AbyK‚j fvegywZ© Movi †Póv Kiv nq| Giƒc cÖ‡Póv cÖwZôvb Ges c‡Y¨i cÖwZ †µZv‡`i Av¯’v 
’̄vc‡b mnvqK nq, hv cÖKvivšÍ‡i c‡Y¨i weµq e„w× K‡i| 

11. Z _ ¨ ms MÖn  I m ie iv n  (Data Collection and Supply): e¨w³K weµq cÖwµqvq †µZvi m‡½ mivmwi 
†hvMv‡hvM m„wó nq weavq †µZvi cQ›`, iæwP, Pvwn`v, d¨vkb cwieZ©b BZ¨vw` msµvšÍ Z_¨vw` msMÖn Kiv 
m¤¢e nq| msM„nxZ Z_¨vewji wfwË‡Z weµqaviv we‡kølY K‡i fwel¨‡Z c‡Y¨i cwieZ©b ev Dbœqb m¤̂‡Ü 
civgk© cÖ`vb Kiv m¤¢e nq| 

12. K g ©ms ’̄v b (Employment): e¨w³K weµq cÖwµqv GKwU †ckv wn‡m‡e ¯̂xK…Z| G cÖwµqvq RwoZ 
e¨w³MY Kg©ms ’̄v‡bi Øviv wb‡R‡`i Avw_©K Ae ’̄vi DbœwZi mv‡_ mv‡_ †µZv‡`iI wewfbœ my‡hvM-myweav 
e„w× K‡i _v‡K| weµwqKZvi cÖfv‡e c‡Y¨i Drcv`b Ges weµ‡qi cwigvY e„w× cvq| weµq e„w×i d‡j 
†fv‡Mi cwigvY e„w× cvq| †fvM e„w× cvIqvq bZzb wkí KviLvbv ’̄vwcZ nq| d‡j Kg©ms ’̄vb e„w× cvq| 

13. e ¨w ³ MZ  c ÖPv i  (Self Publicity): e¨w³MZ weµq cÖwµqvq e¨w³ mivmwifv‡e RwoZ _vKvq cÖwZôvb ev 
cY¨ msµvšÍ Z_¨vewj QvovI e¨w³MZ Z_¨vewj Dc ’̄vc‡bi gva¨‡g cY¨ µ‡q DØy× Kiv m¤¢e nq| ZvQvov, 
weµqKg©xi AgvwqK e¨envi, b¤ª AvPiY Ges †gvnbxq e¨w³Z¡ †µZv‡`i g‡a¨ f ª̀Zv, wkóvPvi BZ¨vw`i 
cÖmvi NUvq| 

14. R x e bhv Î v i  g v b  D bœq b (Development of Living Standard): e¨w³K weµq cÖwµqvq GKw`‡K †hgb 
Kg©ms ’̄v‡bi my‡hvM m„wó nq, Ab¨w`‡K †Zgwb †µZv‡`i †fvM e„w×‡Z mnvqZvKi‡Yi gva¨‡g RxebhvÎvi 
gvb Dbœq‡b mnvqZv K‡i| G ai‡bi Kvh©µg myôzfv‡e †µZv‡`i wbKU cY¨ mieivn K‡i  ˆewPÎ¨gq cY¨ 
†fv‡M DØy× K‡i| d‡j RxebhvÎvi gvb Dbœqb N‡U| 

cwi‡k‡l ejv hvq, e¨w³K weµq cY¨ weµ‡qi Ab¨Zg GKwU †KŠkj Ges Gi gva¨‡g m¤¢ve¨ †µZvi wbKU cY¨ 
weµ‡qi †Póv Kiv nq| GQvovI,cÖZ¨ÿ I c‡ivÿfv‡e Gi mvgvwRK ¸iæZ¡ i‡q‡Q| 

 

 
e¨w³K weµq I weÁvc‡bi g‡a¨ cv_©K¨ (Differences between Personal Selling and Advertising) 
e¨w³K weµq Ges weÁvcb DfqB wecYb cÖmv‡ii Ab¨Zg nvwZqvi| mvaviYZ †µZv‡`i m‡½ mivmwi Avjvc-
Av‡jvPbvi gva¨‡g c‡Y¨i wecYb e¨e ’̄vi Dbœq‡b e¨w³K weµq‡qi f‚wgKv jÿ Kiv hvq| Aciw`‡K, ˆbe©̈ w³K 
Dcv‡q Rbmvavi‡Yi „̀wó AvKl©‡Yi Dci MYgva¨gmg~‡n cY¨ ev †mev msµvšÍ welvw` Dc ’̄vcbB weÁvcb| myZivs 
e¨vw³K weµq Ges weÁvc‡bi g‡a¨ wb‡¤œv³ cv_©K¨¸‡jv jÿ¨ Kiv hvq- 
 

c v _ ©‡ K ¨i w e lq  e ¨w ³ K  w e µq w e Á v c b 
1. cÖ‡Póv 
 

e¨w³MZ †hvMv‡hv‡Mi gva¨‡g cY¨ ev †mev 
weµ‡qi †Póv Kiv nq| 

g~jZ gyw ª̀Z cš’’vq m¤¢ve¨ †µZv‡`i wbKU 
cY¨ ev †mevi Z_¨ Dc ’̄vcb Kiv nq| 

2. gva¨g 
 

Giƒc Kvh©µg e¨w³MZ ch©v‡q m¤úvw`Z nq| e¨vcK MYgva¨gmg~‡ni mvnv‡h¨ weÁvcb 
cwiPvwjZ nq| 

3. †hvMv‡hvM 
cÖwµqv  

Giƒc Kvh©µg e¨w³MZ Ges Zv g~jZ wØ-gyLx 
†hvMv‡hvM cÖwµqv| 

Giƒc Kvh©µg mgwš^Z GKgyLx †hvMv‡hvM 
cÖwµqv| 

4. mvov cÖvwß 
 

Giƒc Kvh©µg Øviv cÖZ¨ÿ Ges ª̀æZ mvov 
cvIqv hvq| 

Giƒc Kvh©µg mgwš^Z n‡jI mvov †`ix‡Z 
cvIqv hvq| 

5. weµq 
 

Giƒc Kvh©µg Øviv cÖZ¨ÿfv‡e weµq m¤úbœ 
nq| 

†µZv‡`i µq ¯ú„nv m„wói Rb¨ cÖ‡qvRbxq 
c`‡ÿc MÖnY Kiv nq| 
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c v _ ©‡ K ¨i w e lq  e ¨w ³ K  w e µq w e Á v c b 
6. Kvh©vi‡¤¢i 
mgq 
 

weµq Kvh©µg MÖn‡Yi c~‡e© Giƒc Kvh©µg 
Avi¤¢ nq bv| 

weµq Kvh©µg MÖn‡Yi c~‡e©I Giƒc Kvh©µg 
Avi¤¢ n‡Z cv‡i| 

7. Z_¨ msMÖn 
 

cY¨ ev †mev weµq Kiv Qvov I mswkøó welq 
m¤ú‡K© Z_¨ msMÖn Kiv nq| 

Giƒc Kvh©µg c‡Y¨i weµq e„w×i m‡½ 
mswkøó| ZvB mswkøó welq m¤ú‡K© AwZwi³ 
Z_¨ msMÖn Kiv hvq bv| 

8.wbqš¿Y 
e¨e ’̄v 
 

weµq e„w×i Rb¨ M„nxZ †KŠkj ev c×wZ¸‡jv 
cy‡ivcywi cÖwZôv‡bi wbqš¿‡Y _v‡K| 

weÁvcb gva¨g, weÁvcbx ms ’̄vi ØvivI 
wbqwš¿Z n‡Z cv‡i| 

9. m¤úK©  
 

†µZv ev m¤¢ve¨ †µZv‡`i m‡½ A‡bK †ÿ‡Î 
e¨vw³MZ m¤ú‡K©i m~Pbv nq| 

weÁvcb c‡ivÿ Kvh©µg weavq Giƒc 
cÖZ¨vkv Kiv hvq bv| 

10. msev` 
 

e¨vcKfv‡e cY¨ msµvšÍ welqvw` Zz‡j aiv 
m¤¢e nq bv| 

mvaviYZ wbqwgZ I ch©vqµwgK nIqvq 
cybtcyb Z_¨vw` Zz‡j aiv m¤¢e nq| 

11. 
MÖnY‡hvM¨Zv 
 

e¨w³K weµq RbM‡Yi wbKU AwaK gvÎvq 
MÖnY‡hvM¨ nq| 

weÁvc‡bi MÖnY‡hvM¨Zv Ges wek¦vm‡hvM¨Zv 
Zzjbvg~jKfv‡e Kg| 

 

cwi‡k‡l ejv hvq, e¨w³K weµq Kvh©µg, weÁvc‡bi mnvqK Kvh©µg wn‡m‡e MY¨ nq| weÁvcb cÖ̀ vb Kiv n‡j 
e¨w³K weµq Kvh©µ‡g mdjZv AR©‡bi my‡hvM e„w× cvq|  
 

 w kÿ v _ ©x i K v R  ‡ K v b& a i‡ Y i c Y ¨  w e µ‡ q i † ÿ ‡ Î  w ec Y bK v ix  e ¨w ³ K  w e µq  e ¨e n v i K i‡ Z  
A v MÖn x  _ v ‡ K ? 

  

 

 m v ims ‡ ÿ c :  

weµ‡qi D‡Ï‡k¨ GK ev GKvwaK m¤¢ve¨ †µZvi m‡½ AvjvcKv‡j †gŠwLKfv‡e c‡Y¨i Dc ’̄vcb‡K e¨w³K weµq 
ejv nq| e¨w³K weµ‡qi gva¨‡g cY¨ msµvšÍ Z_¨ cÖ̀ vb, c‡Y¨i ˆewkó¨vewj Dc ’̄vcb Ges wbw ©̀ó Pvwn`v 
cwic~i‡Y me©vwaK Dc‡hvwMZv cÖvwß m¤ú‡K© AewnZ K‡i †µZv‡`i m‡ev©”P mš‘wó m¤ú‡K© m‡PZb K‡i †Zvjv 
nq| Ab¨w`‡K, weµwqKZv ej‡Z weµqKgx©i weµq †KŠkj‡K †evSv‡bv nq|  weµq cÖmv‡ii gva¨g wn‡m‡e 
e¨w³K weµq cÖwZôv‡bi weµq e„w×i mv‡_ mv‡_ mvgvwRK I A_©‰bwZKfv‡e f~wgKv iv‡L| e¨w³K weµq c‡Y¨i 
Pvwn`v m„wó, ‡hvMv‡hvM m„wó, evRvi m¤úªmviY, Z_¨vewj Dc ’̄vcb, bZzb cY¨ cÖeZ©b, Pvwn`vi w ’̄wZkxjZv iÿv, 
cÖwZ‡hvwMZv †gvKv‡ejv, gybvdv e„w×, m¤úK© I mn‡hvwMZv m„wó, Av ’̄v ’̄vcb, Z_¨ msMÖn I mieivn, Kg©ms ’̄vb 
Ges e¨w³MZ cÖPv‡i Ae`vb iv‡L|  
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c v ‡ V v Ë i g ~j ¨v q b-  9. 1   

 

m w V K  DË ‡ ii c v ‡ k w U K & (√√√√)  w Pý w `b-  
1| e¨w³K weµ‡qi gva¨‡g †h ai‡bi Dc‡hvM m„wó nq- 
 i) ’̄vbMZ  ii) mgqMZ  iii) Z_¨MZ 
 wb‡Pi †Kvb&wU mwVK? 
 K) i     L) ii I iii 
 M) i I iii     N) i, ii I iii 
2| weµwqKZv cY¨ ev †mev weµ‡qi †Kvb &ai‡bi †KŠkj? 
 K) e¨w³MZ †KŠkj    L) cÖvwZôvwbK †KŠkj 
 M) `jMZ †KŠkj    N) AcÖvwZôvwbK †KŠkj 
3| †µZvi Av ’̄v wK‡mi gva¨‡g AwR©Z nq? 
 K) weµqKg©xi mybvg Øviv   L) weµqKg©xi †KŠkj Øviv 
 M) weµqKg©xi A_©ms ’̄vb Øviv  N) weµqKg©xi ‰ewkó¨ Øviv| 
4| †Kvb&wU weµwqKZvi A_©‰bwZK D‡Ï‡k¨? 
 K) weµq e„w×    L) mybvg e„w× 
 M) Kg©ms ’̄vb m„wó    N) Drcv`b e„w× 
5| †Kvb&wUi gva¨‡g me‡P‡q ª̀æZ †µZvi g‡bvfve Rvbv hvq? 
 K) weÁvcb    L) cÖPv‡ii 
 M) weµwqKZvi    N) e¨e ’̄vcbvi  
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w e µq K g x©i  ¸ Y ve jx I  e vs jv‡` ‡ki  † cÖw ÿ ‡Z  e ¨w ³K  w e µq  I 
w e µw qK Z v  
Qualities of Salespeople and Personal Selling and 

Salesmanship: Bangladesh Perspective 

 
D ‡ Ïk ¨ 

G  c v V  †k‡ l A v c w b   
� weµqKgx©i ¸Yvewj eY©bv Ki‡Z cvi‡eb; Ges 
� evsjv‡`‡ki †cÖwÿ‡Z weµwqKZv I e¨w³K weµq Gi Kvh©µ‡gi mgm¨vmg~n e¨vL¨v Ki‡Z cvi‡eb| 

 

 
g ~L ¨ kãg v j v(Keywords) 

AvZ¥wek¦vm, AvMÖnkxjZv, wgïK ¯̂fve, cY¨ m¤úwK©Z Ávb| 

 
we µ qK gx©i ¸ Y v e jx  (Qualities of Salespeople) 

eZ©gvb cÖwZ‡hvwMZvc~Y© e¨emv-evwY‡R¨i RM‡Z cY¨-weµ‡q mdjZv AR©‡b weµqKgx©i ¸Yvewj AZ¨šÍ 
¸iæZ¡c~Y© e‡j we‡ewPZ nq| †µZvmvaviY‡K AvK…ó K‡i ’̄vqx MÖvn‡K cwiYZ Ki‡Z n‡j GKRb weµqKgx©i gv‡S 
A‡bK ai‡bi ¸Y _vKv Avek¨K| GKRb Av`k© weµqKgx©i ¸Yvewj wb‡¤œ †iLvwP‡Îi mvnv‡h¨ †`Lv‡bv n‡jv: 
 

 

 

 

 

 

 

 

 

 

 

K . kv ix w iK  ¸Y v e w j  (Physical Qualities) 

1. m y`k© b † Pn v iv  (Handsome Appearence): gvbyl cÖvK…wZK wbq‡gB my›`‡ii c~Rvix| GKRb weµqKg©x 
my›`i I AvKl©Yxq n‡j †m mn‡RB †µZv‡`i m„wó AvKl©Y Ki‡Z cv‡i| G Rb¨ DbœZ †`kmg~‡n weµqKg©x 
wn‡m‡e my›`i ‡Pnvivi ‡Q‡j‡g‡q‡`i AwaK nv‡i wb‡qvM Ki‡Z †`Lv hvq| 

2 . m y¯̂v ¯ ’̈  (Good Health): GKRb weµq Kg©x‡K Aek¨B my¯̂v‡ ’̄¨i AwaKvix n‡Z nq| ¯̂v ’̄̈  Lvivc n‡j 
weµqKg©xi †mŠ›`h© webó nq, †gRv‡R fvimvg¨ _v‡K bv Ges AwaK cwikÖg KivI Zvi c‡ÿ m¤¢e nq bv| 

c v V - 9 . 2 

wPÎ 9.1: Av`k© weµqKgx©i ¸Yvewj  

Av ` k© we µq K gx©i  MyYv e wj 

k v ix wi K MyYv e wj 
 
 

1. my`k©b †Pnviv 
2. my¯v̂ ’̄̈  
3. myAf¨vm 
4. wgó KÉ¯î 
5. DËg kÖeYkw³ 
6. my›`i Pvnwb I Zxÿè 

`„wókw³ 
7. Agwjb nvwm 

Ab¨v b¨ MyYv e wj 
 
 

1. wkÿv I AwfÁZv 
2. cY¨m¤úwK©Z Ávb 
3. ev Í̄evqb m¤úwK©Z 

Ávb 
4. wnmv‡e cvi`wk©Zv 

gv bwe K  MyYv e wj 
 
 

1. AvMÖnkxjZv 
2. AvZ¥wek¦vm 
3. AvšÍwiKZv 
4. Zxÿè eyw×gËv 
5. cÖLi ¯§„wZkw³ 
6. cwikÖgx I Kómwnòz 
7. Amxg ˆah© 

‰ bwZK  I  m v gv wRK  
¸Yv e wj 

 

1. mZZv I wek¦̄ ÍZv 
2. wgïK ¯̂fve 
3. gvwR©Z e¨envi 
4. cÖ‡ivPbvi ÿgZv 
5. im‡evaI AvKl©Yxq 

e¨w³Z¡ 
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3 . m yA f¨v m (Good Habits): weµq Kg©x‡K Aek¨B myAf¨v‡mi AwaKvix n‡Z nq| K_v ejvi mgq bvK 
†LuvPv‡bv, Kvb PzjKv‡bv, gqjv I iæwPnxb †cvkvK cwiavb BZ¨vw` KzAf¨vm †µZv‡`i wbKU „̀wóKUz g‡b 
nq| ZvB †MvQv‡jv I wQgQvg ¯̂fv‡ei gvbyl weµqKg©x wn‡m‡e fv‡jv Ki‡Z c‡i| 

4 . w g ó  K É¯̂i (Sweet Voice): ‡KvwK‡ji iƒc hvB †nvK bv †Kb, Zvi mywgó K‡Éi WvK mevB‡K †gvwnZ 
K‡i| gvby‡li †ejvqI GKB K_v cÖ‡hvR¨| LmL‡m KKk© Mjvi AvIqvR †KDB cQ›` K‡i bv| ZvB 
weµqKg©x‡K Aek¨B myK‡Éi AwaKvix n‡Z nq; hv mn‡RB †µZv‡`i „̀wó AvKl©Y K‡i| 

5. DË g kÖeY kw ³  (Good Hearing Capacity): weµqKg©x‡K Kv‡R mdjZv AR©‡bi Rb¨ Aek¨B fv‡jv 
kw³i AwaKvix n‡Z nq| †µZv‡`i Mjvi ¯̂i I evPbfw½i wfbœZv _vKvq weµqKg©x‡K g‡bv‡hvM w`‡q 
†µZvi K_v ïb‡Z nq Ges cÖ‡kœi Reve w`‡Z nq|  

6. m y› `i Pv n w b  I  Z x ²  „̀w ó kw ³  (Good Look & Sharp Eye-sight): gvqvex Pvnwb I Zx² „̀wó GKRb 
DËg weµqKg©xi we‡kl ¸Y| Giƒc Pvnwb †hgwb gvby‡li gb‡K mn‡R cÖfvweZ K‡i, †Zgwb Zx² „̀wókw³ 
_vK‡j mew`‡K h_vh_ bRi †i‡L KvR Kiv weµqKg©xi c‡ÿ mnR nq| 

7.  n v w mLyw k †Pn v iv  (Smiling Face): mnR I cÖvYe ‘̄ nvwm mn‡RB †µZv‡`i AvK…ó K‡i| weµqKg©xi 
fvivµvšÍ gyL A‡bK mgqB †µZv‡`i wbiærmv‡ni KviY nq| nvwmgvLv gyL me mgqB †µZv‡`i g‡b 
evowZ AvKl©‡Yi m„wó K‡i| 

L)  g v bw m K  ¸Y v e w j  (Mental Qualities) 

1. A v MÖn kx j Z v  (Eagerness): GKRb weµq Kg©x Zvi Kv‡Ri cÖwZ h‡_ó AvMÖnkxj bv n‡j Zvi c‡ÿ fv‡jv 
weµqKg©x nIqv m¤¢e bq| g‡b ivLv cÖ‡qvRb KvR hZ †QvUB †nvK bv †Kb e¨vw³ hw` Zv‡K AZ¨šÍ Drmvn 
I AvMÖnf‡i MÖnY K‡i Z‡e H Kv‡R mdjZv AR©b mnR nq| 

2 . A v Z ¥ w e k¦v m (Self-confidence): „̀p AvZ¥wek¦vm †h‡Kv‡bv gvbyl‡K mvnmx c`‡ÿc MÖn‡Y  DØy× K‡i| 
cY¨ ev †mevKg©‡K †µZvi wbKU MÖnYxq K‡i Zyj‡Z cvi‡e Ggb AvZ¥wek¦vm GKRb weµqKg©xi bv _vK‡j 
Zvi c‡ÿ weµq Kv‡h© h_v_© f‚wgKv ivLv m¤¢e nq bv| 

3 . A v š Íw iK Z  (Sincerity): GKRb Av`k© weµqKg©x‡K wbR †ckv Z_v †µZv‡`i m¤ú‡K© h‡_ó AvšÍÍwiK 
n‡Z nq| Giƒc Avš‘wiKZvi †Quvqv mn‡RB †µZv‡`i‡K cÖjyä K‡i I ’̄vqx MÖvn‡K cwiYZ K‡i| 

4 . Z x ÿ ¥ e yw ×g Ë v (Sharp Intelligence): ‡µZv‡`i AvMÖn I AvPiY ª̀æZ Abyaveb Ges †h‡Kv‡bv D™¢~Z 
cwiw ’̄wZ mn‡R †gvKv‡ejv Kivi Rb¨ GKRb weµqKg©x‡K Aek¨B Zx² eyw×gËvi AwaKvix n‡Z nq| 

5. c ÖLi ¯§ „w Z kw ³  (Sharp Memory): GKRb weµqKg©xi cÖLi ¯§„wZkw³i AwaKvix nIqv Avek¨K| Gi 
d‡j we‡µZv, †Kv‡bv ‡µZvi AZxZ Ae ’̄v ev AZxZ †h‡Kv‡bv welqvw` we‡ePbvq G‡b mn‡RB cÖ‡qvRbxq 
Kg©cš’’v MÖnY Ki‡Z cv‡i| G‡Z jÿ¨vR©b mnR nq| 

6. c w ikÖg x  I  K ó m w n òz (Industrious and Enduring): GKRb weµqKg©x‡K cÖwZwbqZ wewfbœ ai‡bi 
†µZv I cwiw ’̄wZi †gvKv‡ejv Ki‡Z nq| G Qvov mKvj n‡Z ivZ ch©šÍ Zvi wekÖv‡gi my‡hvM _v‡K bv| 
ZvB cwikÖgx I Kómwnòz bv n‡j fv‡jv weµqKg©x nIqv m¤¢e bq| 

7. A m x g ˆ ah© (Endless Patience): Amxg ˆah© GKRb Av`k© weµqKgxi Av‡iKwU Ab¨Zg Acwinvh© ¸Y| 
†ÿÎwe‡k‡l wewfbœ ai‡bi †µZv‡`i Amnbxq AvPiY I D™¢~Z RwUj cwiw ’̄wZ mn‡R DËi‡Yi Rb¨ GKRb 
weµqKg©xi Aek¨B Amxg ˆah© _vK‡Z nq| 

 

L)  ˆ bw Z K  I m v g v w R K  ¸Y v e w j  (Moral and Social Qualities) 

1. m Z Z v  I w e k¦̄ ÍZ v  (Honesty and faithfulness):ÔmZZvB m‡e©vrK…ó bxwZÕ (Honesty is the best 

policy) -G K_v g‡b †i‡LB GKRb weµqKg©x‡K KZ©e¨Kv‡R mr I wek¦ Í̄ n‡Z nq| Giƒc ¸Y we‡µZv‡K 
†µZv‡`i wbKU AwaK Av¯’vkxj I wbf©i‡hvM¨ K‡i †Zv‡j| 
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2. w g ï K  ¯̂fv e (sociability): mn‡RB †µZv‡`i mv‡_ †gkvi ¸Y weµqKg©xi _vKv DwPZ| Giƒc ¸Y _vK‡j 
†m mn‡RB †µZv‡`i‡K Avcb K‡i Zzj‡Z cv‡i Ges Zv‡`i gb Rq Ki‡Z cv‡i| G‡Z cY¨ weµq I 
’̄vqx MÖvnK msMÖn mnR nq| 

3. g v w R ©Z  e ¨e n v i (Polite manners): ‡µZviv me©`vB weµqKg©xi wbKU n‡Z gvwR©Z e¨envi cÖZ¨vkv K‡i| 
ZvB weµqKg©x‡K Aek¨B f ª̀, b¤ª, AgvwqK I gvwR©Z e¨env‡ii AwaKvix n‡Z nq| 

4. c Ö‡ iv Pbv i ÿ g Z v  (Convincing power): A‡bK mgq †µZviv cY¨ µ‡qi e¨vcv‡i wm×všÍnxbZvq 
†fv‡M| †m-Ae ’̄vq wbR cY¨ I †`vKvb m¤ú‡K© †µZv‡`i mwVKfv‡e cÖ‡ivwPZ Kiv †M‡j Zv AZ¨šÍ fv‡jv 
dj †`q| G Rb¨ weµqKgx©i gv‡S Ab¨‡K cÖ‡ivwPZ Kivi ¸Y _vKv Avek¨K|  

5. im ‡ e v a (Sense of humour): GKRb Av`k© weµqKgx©i gv‡S nvjKv im‡evaI _vK‡Z nq| GwU 
†µZv‡`i gb R‡q mnvqK f‚wgKv iv‡L| g‡b ivLv cÖ‡qvRb wbim I KvV‡LvÆv cÖK…wZi gvbyl‡`i †KDB 
cQ›` K‡i bv| 

6. A v K l©Y x q  e ¨w ³ Z¡ (Pleasing  personality):K_v, KvR I AvPi‡Yi g‡a¨ GKRb weµqKgx©i AvKl©Yxq 
e¨w³‡Z¡i cÖKvk NUv Avek¨K| Giƒc ¸Y _vK‡j mn‡RB †µZv‡`i gb Rq K‡i Zv‡`i‡K ’̄vqx MÖvn‡K 
cwiYZ Kiv m¤¢e nq| 

M. A b ¨v b¨ ¸Y v e w j  (Other Qualities) 

1. w kÿ v  I A w fÁ Z v  (Education and Experience): GKRb Av`k© weµqKgx©‡K Aek¨B wkÿv I 
AwfÁZvq cvi`kx© n‡Z nq| wewfbœ ai‡bi †µZv‡`i mv‡_ Avjvc-Av‡jvPbv I mwVK AvPi‡Yi Rb¨ Zvi 
wkwÿZ nIqv DwPZ| G QvovI weµq AwfÁZv G‡ÿ‡Î AZ¨šÍ g~j¨evb wn‡m‡e we‡ewPZ nq| 

2 . c Y ¨ ms µv š Í Á v b (Knowledge of Commodity): weµxZ cY¨ I Gi wewfbœ weKí m¤ú‡K© GKRb 
weµqKgx©i h‡_ó Ávb _vKv Avek¨K, hv‡Z †m †µZv‡`i GZ`msµvšÍ †h‡Kv‡bv cÖ‡kœi Reve Ges 
cÖ‡qvRbxq Z_¨ I civgk© w`‡Z cv‡i| 

3 . w ec Y b m ¤ú ‡ K © Á v b (Knowledge about Marketing): cY¨ wecYb msµvšÍ wewfbœ KvR; †hgb, cY¨ 
msMÖn, `vg wba©viY, ch©vwqZKiY, c¨vwKs BZ¨vw` wel‡q weµqKgx©i Ávb _vKv Avek¨K| 

4 . w n m v ‡ e c v i`w k©Z v  (Efficiency in account Keeping): GKRb weµqKgx©‡K ª̀æZ g~j¨ wbiƒc‡Yi Rb¨ 
wnmv‡e cvi`kx© n‡Z nq| G QvovI wnmve msiÿ‡Yi Dcvq-c×wZ m¤ú‡K©I Zvi h‡_ó aviYv  _vKv 
Avek¨K| wnmv‡e fzj n‡j e¨emv‡q †hgb ÿwZ n‡Z cv‡i, †Zgwb †µZv‡`i Av ’̄vI webó nq| 

cwi‡k‡l ejv hvq, †Kvb weµqKgx©i g‡a¨ †Kvb †Kvb ¸Yvewj we`¨gvb _vK‡j Zv‡K DËg weµqKgx© ejv hv‡e Zv 
GK K_vq ejv bv †M‡jI DcwiD³ ¸Y¸‡jv †Kvb weµqKgx©i g‡a¨ we`¨gvb _vK‡j †m DËg weµqKgx© wn‡m‡e 
we‡ewPZ nq|  
 
evsjv‡ ‡̀ki †cÖwÿ‡Z weµwqKZv ev e ẅ³K weµ‡qi Kvh©µ‡g mgm v̈mg~n (Challenges of Salesmanship or 

Personal Selling in Bangladesh) 
myôzfv‡e cY¨ wecY‡bi †ÿ‡Î weµqKvh©µg AZ¨šÍ ¸iæZ¡c~Y© we‡ewPZ n‡jI evsjv‡`‡k Giƒc KvR m¤úv`‡b 
`ÿZvi Afve jÿ Kiv hvq| ZvB c‡Y¨i †jb‡`‡bI wewfbœ ai‡bi mgm¨vi m„wó nq| wewfbœ Kvi‡Y mvgvwRKfv‡e 
weµqwe`¨v m¤§vbRbK †ckv wn‡m‡e ¯̂xK…wZ bv cvIqvq †hvM¨ e¨w³iv G †ckv mn‡R MÖnY Ki‡Z Pvq bv| eva¨ n‡q 
A‡b‡K G †ckv MÖnY Ki‡jI gvbwmKfv‡e wech©̄ Í _v‡K| ZvB G ai‡bi Kvh©µg Dbœq‡bi Rb¨ Zviv †Zgb cÖ‡Póv 
Pvjvq bv| d‡j weµ‡qi †ÿ‡Î wewfbœ mgm¨vi D™¢e nq| wb‡¤œ evsjv‡`‡k weµwqKZv ev e¨w³K weµq Kvh©µ‡gi 
Ae ’̄v Av‡jvPbv Kiv n‡jv: 



Drcv`b e¨e ’̄vcbv I wecYb (wØZxq cÎ) 

BDwbU bq  c„ôvÑ 195 

1. m bv Z b w e µq  c ×w Z  (Traditional Selling Procedure): evsjv‡`‡k RbmsL¨vi Zzjbvq cY¨ 
Drcv`‡bi cwigvY me©̀ vB Kg _vKvq evRvi cwiw ’̄wZ we‡µZv‡`i wbqš¿‡Y _v‡K| B`vwbs wKQz wKQz c‡Y¨i 
†ÿ‡Î cÖwZ‡hvwMZv m„wó n‡jI Drcv`b I wecYb e¨e ’̄vi mgm¨v¸‡jvi mgvavb AvRI nqwb| evRv‡i 
we‡µZv‡`i cÖvavb¨ _vKvq Zv‡`i AvPiY A‡bK mgqB Kvg¨ ch©v‡q _v‡K bv Ges mwVK AvPi‡Yi e¨vcv‡i 
Zv‡`i †Zgb †Kvb ¯úó aviYv †bB ej‡jB P‡j| 

2 . ‡ hv M¨ w e µq K g ©x i A fv e (Lack of Qualified Salespeople): Ôweµq KvR AZ¨šÍ mnRÕ Giƒc aviYv 
Avgv‡`i mgv‡R i‡q‡Q| ZvB †eKviZ¡ ‡NvPv‡bv Ges RxweKv wbe©v‡ni Rb¨ A‡b‡KB G ai‡bi Kv‡R 
wb‡qvwRZ nq| AwfÁZv I `ÿZv Qvov G ai‡bi KvR Kiv hvq e‡j G KvR gh©v`vc~Y© †ckv 
wn‡m‡eI¯̂xK…wZ cvqwb| d‡j †hvM¨Zvm¤úbœ e¨w³iv G †ckvq Avm‡Z Pvqbv| G‡Z †hvM¨ weµqKg©xi 
Afve me©`vB jÿ Kiv hvq| 

3 . A `ÿ Z v  (Inadequate Skills): Avgv‡`i †`‡k LyPiv e¨emv‡q weµqKg©x‡`i f~wgKv AZ¨šÍ †Rviv‡jv| 
weµ‡qi KvR Kivi Rb¨ ‡Zgb †Kvb AwfÁZvi cÖ‡qvRb nq bv e‡j g‡b Kiv nq| d‡j weµqKg©xiv 
`ÿZv AR©‡b m‡Pó nq bv| ZvQvov, weµqKg©x‡`i ev weµwqKZv‡K †ckv wn‡m‡e MÖn‡Y AvMÖnx‡`i 
cÖwkÿY †`qvi Rb¨ Avgv‡`i †`‡k †Zgb †Kvb cÖwZôvb AvRI M‡o D‡Vwb| 

4 . A `ÿ  e ¨e ’̄v c bv  (Unskilled Management): evsjv‡`‡k cY¨ weµ‡q wb‡qvwRZ cÖwZôvb¸‡jv‡Z myôz 
wbqš¿Y I e¨e ’̄vcbvi Afve e¨vcK| cY¨ Drcv`b †_‡K ïiæ K‡i †fv³v‡`i nv‡Z †cŠQv‡bv ch©šÍ wewfbœ 
†ÿ‡Î A‡bK iK‡gi wek„•Ljv _vKvq †µZv‡`i‡K mwVK cY¨ wbe©vP‡b mnvqZv Kiv m¤¢e nq bv| ZvQvov 
cÖwkÿY I mn‡hvwMZvi Afve _vKvq e¨e ’̄vcbvi bxwZmg~n ev Í̄evq‡b mgm¨v †`Lv †`q| 

5. c ÖZ v iY v i c ÖeY Z v  (Fraudulent Eendency): evsjv‡`‡k AwaKvsk weµqKg©xB †µZv‡`i‡K cÖwZcÿ 
g‡b K‡i| G‡`‡k cY¨ weµ‡q `i-KlvKwli cÖeYZv _vKvq we‡µZviv c‡Y¨i AwaK g~j¨ `vwe K‡i| AwaK 
g~j¨ `vwei †hŠw³KZv Zz‡j aivi Rb¨ cY¨ m¤ú‡K© AwZiwÄZ eY©bvI Zviv †`q| G‡Z A‡bK mgq ‡µZviv 
cÖZvwiZ nq| 

6. A w bf© i‡ hv M¨ e ¨w ³  (Unreliable Person): evsjv‡`‡k weµqKg©x‡`i‡K Awbf©i‡hvM¨ e¨w³ wn‡m‡e MY¨ 
Kiv nq| AwaKvsk weµqKg©xiv gvwjK cÿ I †µZv Df‡qi Kv‡QB Awbf©i‡hvM¨ e¨w³ wn‡m‡e MY¨ nq| 
KviY G †ckvq wb‡qvwRZ e¨w³‡`i AwaKvs‡ki g‡a¨B ˆbwZKZvi Afve _v‡K|  

7. †c kv MZ  g h©v `v  (Professional Status): G‡`‡k weµqwe`¨v ev weµwqKZv‡K †ckv wn‡m‡e †Zgb ¸iæZ¡ 
†`qv nq bv| weµq e¨e ’̄v‡K DbœZ Ki‡Z n‡j weµ‡qi KvR‡K gh©v`vc~Y© †ckv wn‡m‡e cÖwZwôZ Kiv 
cÖ‡qvRb| weµ‡qi KvR‡K AvKl©Yxq I gh©v`vc~Y© Kiv †M‡j wkwÿZ Ges `ÿ e¨w³iv G †ckvq wb‡qvwRZ 
n‡e| G‡Z weµq e¨e ’̄vq cwieZ©b Avm‡e| 

8 . w e µq K g ©x ‡ `i m ¤ú ‡ K © † µZ v ‡ `i ‡ bw Z e v PK  g ‡ bv fv e (Negative Attitude of Customers towards 

Salespeople): evsjv‡`‡k weµqKg©x‡`i m¤ú‡K© †µZv‡`i aviYv n‡”Q Zviv cY¨ m¤ú‡K© mwVK Z_¨ 
Zz‡j a‡i bv| weµq evov‡bvi Rb¨ fzj Z_¨ †`q| Giƒc ‡bwZevPK aviYv G †ckv‡K mevi wbKU 
MÖnY‡hvM¨ K‡i Zzj‡Z evavMÖ Í̄ K‡i| 

cwi‡k‡l ejv hvq, AvRKvj wewfbœ Jla cÖ ‘̄ZKvix cÖwZôvb, eûRvwZK †Kv¤úvwb Ges wKQz wKQz †`wkq †Kv¤úvwbI 
weµqKg©x‡`i `ÿZv evov‡bvi Rb¨ cÖwkÿY w`‡”Q Ges `ÿ weµqKg©x‡`i‡K D”P †eZ‡b wb‡qvM w`‡”Q| G‡Z G 
†ckvq wkwÿZ I `ÿ e¨w³iv Avmv ïiæ Ki‡jI GL‡bv Zv‡`i msL¨v A‡bK Kg| 
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 w kÿ v _ ©x i K v R  w e µq K g x ©i ¸ iæZ ¡c ~Y © 5 w U  ¸Y  w j Lyb|  

  
 
 

 

 m v ims ‡ ÿ c :  

GKRb Av`k© weµqKgx©i KwZcq ¸Y _vKv cÖ‡qvRb hvi Dci Zvi Kv‡Ri mdjZv wbf©i K‡i| weµqKgx©i 
¸Yvewj K‡qKwU fv‡M wef³- kvixwiK ¸Yvewj; gvbwmK ¸Yvewj; ˆbwZK I mvgvwRK ¸Yvewj Ges Ab¨vb¨ 
¸Yvewj|evsjv‡`‡k weµwqKZv I e¨w³K weµ‡qi †ÿ‡Î K‡qKwU ˆewkó¨ jÿ¨ Kiv hvq; h_v mbvZb weµq 
c×wZ, ‡hvM¨ weµqKg©xi Afve, A`ÿZv, A`ÿ e¨e ’̄vcbv, cÖZviYvi cÖeYZv, Awbf©i‡hvM¨Zv, †ckvMZ gh©v`v 
I weµqKg©x‡`i m¤ú‡K© †µZv‡`i ‡bwZevPK g‡bvfve|  

 

 
c v ‡ V v Ë i g ~j ¨v q b- 9.2   

 

m w V K  DË ‡ ii c v ‡ k w U K & w Pý w `b-  
1| †Kvb&wU weµqKgx©i gvbwmK ¸Yvewji AšÍfy©³? 
 K) AvZ¥wbqš¿Y    L) cwi”QbœZv 
 M) wgkyK ¯̂fve    N) cY¨ m¤ú‡K© Ávb 
2| weµqKgx© †ckvMZ ¸Y †Kvb&wU? 
 K) cY¨ m¤ú‡K© Ávb   L) „̀p cÖZ¨q 
 M) AvšÍwiKZv    N) iwmKZv‡eva 
3| Abykxjbxi gva¨‡g weµqKgx© †Kvb& ¸Y AR©b Ki‡Z cv‡i? 
 K) AvKl©Yxq †Pnviv   L) mijZv 
 M) „̀wókw³    N) AvZ¥wbqš¿Y| 
 

 

 

P~o v šÍ g ~j ¨v q b 
m „R bkx j  c Ö kœ-  1  
GKwU weL¨vZ wefvMxq wecwY wewfbœ wefv‡M wkwÿZ I my`k©b weµqKg©x wb‡qvM w`‡q weµqKvh© cwiPvjbv K‡i| 
Kg©x‡`i g‡a¨ mZZv I wbf©i‡hvM¨Zv evov‡bvi Rb¨ cÖwZôvbwU gv‡S gv‡S cÖwkÿ‡Yi e¨e ’̄v K‡i| G cÖwZôv‡b 
†µZviv G‡m wb‡R‡`i cQ›`bxq cY¨ µq Ki‡Z cv‡i, Avevi weµqKg©xivI †µZv‡`i Avk¦̄ Í K‡i cY¨ m¤ú‡K©| 

K.  weµqKg©x †K? 1 
L.  Ôe¨w³K weµq GKwU wØgyLx †hvMv‡hvM c×wZÕ Ñ e¨vL¨v Kiæb| 2 
M.  DÏxc‡Ki cÖwZôvbwU weµqKg©x wb‡qv‡Mi †ÿ‡Î weµqKg©xi †Kvb& ai‡bi ¸Yvewji Dci ¸iæZ¡ Av‡ivc 

K‡i‡Q? e¨vL¨v Kiæb| 3 
N.  Òmr I wbf©i‡hvM¨ weµqKg©x cÖwZôv‡bi mybvg e„w× K‡iÓ Ñ Avcwb wK G Dw³i mv‡_ GKgZ? weµqKg©xi 

¸Yvewji aib D‡jøLc~e©K we‡kølY Kiæb| 4 
m „R bkx j  c Ö kœ-  2  
wmgKv †Kv¤úvwb Zvi Drcvw`Z cY¨ weµ‡qi Rb¨ iwb I mwb bv‡g ỳBRb weµqKgx©‡K wb‡qvM †`q| wb‡qv‡Mi ci 
cÖwZôvbwU Zv‡`i‡K GK mßvn cÖwkÿ‡Yi gva¨‡g weµq Kv‡R cvi`k©x K‡i †Zv‡j| Zv‡`i Dci Awc©Z `vwqZ¡ Zviv 
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wbôvi mv‡_ cvjb K‡i| Zv‡`i wePÿYZv I eyw×gËvi Kvi‡Y Lye fv‡jvfv‡e weµq-jÿ¨ AR©b Kiv m¤¢e n‡”Q| 
Zv‡`i Kg©̀ ÿZvq †Kv¤úvwb mš‘ó n‡q Zv‡`i‡K PvKwi‡Z c‡`vbœwZ †`qvi wm×všÍ MÖnY K‡i‡Q| 

K.  mvgvwRK ¸Yvewj Kx? 1 
L.  Ôe¨w³K weµq n‡jv cY¨ I †mevi †gŠwLK Dc ’̄vcbvÕ Ñ e¨vL¨v Kiæb| 2 
M.  DÏxc‡Ki cÖwZôvbwU weµqKg©x wb‡qv‡Mi †ÿ‡Î †Kvb& ai‡bi ¸Yvewji Dci ¸iæZ¡ Av‡ivc K‡i? e¨vL¨v 

Kiæb| 3 
N.  Avcwb wK g‡b K‡ib iwb I mwbi Kg©cÖ‡Póv wkÿvjä? DÏxc‡Ki Av‡jv‡K hyw³mn gZvgZ w`b| 4 

m „R bkx j  c Ö kœ-  3  
ÒcÖwZfvÓ bvgK Lwyjbvi GKwU weL¨vZ wefvMxq wecwYwkwÿZ I my`k©b weµqKg©x wb‡qvM w`‡q cÖwZôvb cwiPvjbv 
K‡i| Kg©x‡`i g‡a¨ mZZv I wbf©i‡hvM¨Zv evov‡bvi Rb¨ cÖwZôvbwU gv‡S gv‡S cÖwkÿ‡Yi e¨e ’̄v K‡i| d‡j w`b 
w`b weµqKg©xiv AwaKZi `ÿ n‡q DV‡Q| 

K.  weµqKg©x †K? 1 
L.  ÔweµqKg©x‡`i `ÿZv e„w×i Rb¨ cÖwkÿ‡Yi †Kvb weKí †bBÕ Ñ e¨vL¨v Kiæb| 2 
M.  DÏxc‡Ki cÖwZôvbwU weµqKg©x wb‡qv‡Mi †ÿ‡Î weµqKg©xi †Kvb& ai‡bi ¸Yvewji Dci ¸iæZ¡ Av‡ivc 

K‡i‡Q? e¨vL¨v Kiæb| 3 
N.  ÒweµqKg©x‡`i wgïK ¯̂fve I gvwR©Z e¨envi †µZv‡`i‡K AvK…ó K‡iÓ Ñ Avcwb wK G Dw³i mv‡_ 

GKgZ? weµqKg©xi ¸Yvewji aib D‡jøLc~e©K we‡kølY Kiæb| 4 
 

 DË ig v j v  
 
cv‡VvËi g~j¨vqb- 9.1 :  1.M 2. K 3. L  4. K 5. M 
cv‡VvËi g~j¨vqb- 9.2 :        1. K 2. K 3. N  
 

Z_ ¨m ~Î : 
1. AMA. Definition of Marketing. Approved by American arketing Association. 
2. gvbbvb, Gg.G. wecYb hy‡M hy‡M. i‡qj jvB‡eªix. XvKv 
3. Mannan, M. A. Principles of Marketing, Royal Library, Dhaka. 
4. ‡iRv, g.m. I cvi‡fR, g.g. evRviRvZKiY bxwZgvjv. evsjv‡`k Db¥y³ wekŵe`¨vjq.  
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fv e bv i AšÍiv ‡ j 
evsjv‡`‡k AvaywbK mycvi gv‡K©‡U weµqKgx‡`i‡K `ÿZvi mv‡_ KvR 
Ki‡Z †`Lv hvq| ‡Kvb †µZv †cvlvK wKb‡Z Avm‡j Zviv †cvlv‡Ki 
DcKiY, wWRvBb, is Gi ’̄vwqZ¡, `vg, d¨vkb, GgbwK Ab¨vb¨ †`vKvb 
†_‡K Zviv wK wK myweav †ewk w`‡”Q mewKQz Rvbv‡Z †Póv K‡i| d‡j 
†µZv †cvlvKwU m¤ú©‡K ‡R‡b µ‡qi wm×všÍ MÖnY K‡i| G‡ÿ‡Î 
weµqKgx© KZUv `ÿZvi mv‡_ ‡µZv‡K AvMÖnx K‡i Zzj‡Z †c‡i‡Q Zv 
wbf©i K‡i Zvi weµq-†KŠkj ev weµwqKZvi `ÿZvi Dci| 
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