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ABSTRACT
 This research focused on the effect of personal selling strategies on customer retention, using Nigeria breweries as case study. The objectives of the study were to ascertain the direct relationship between persuasion, information supply or communication and the extent to which trust build customer retention. The essence of this study was necessitated on the backdrop of high customer attrition in industry and to create avenues to curb it, as it is less expensive to retain existing customers than to acquire new ones. The researchers employed descriptive research design, the population comprised of all retail staff and customers of Nigeria breweries. Data were collected from primary and secondary sources. Stratified probability sampling techniques was used to arrive at a sample size of 60. Data were analyzed using tables and frequency chats while hypotheses were tested using X² - Chi-square with the aid of SPSS statistical tool. The study found out that customer retention is affected by the level of persuasion, information supply and trust displayed by the sales staff. Therefore, the study recommended that breweries should put in place a customer centric team to monitor and address issues contributing to customer defection rate and to develop loyalty reward programs for existing customers to make them loyal for life.
 Key Words: Personal selling, Persuasion, Trust, Communication, Customer Retention, breweries services.
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CHAPTER ONE
INTRODUCTION	
1.1	BACKGROUND OF THE STUDY 
	Personal selling is simply to make a sale on individual’s basis, sales personal service as the link between the selling and buying system. Today, sales personal is to have more education and technical at their disposal and are better equipped to develop long term relationship with buyers. They are team of specialist including market researchers, financial experts and engineers. Salesman, of today are very good diagnosticians of customer needs and they are also problem consultants who make well considered recommendation. They (sale people) are at home to fact of a prospective customer business that will in anyway relate to the goods and services to be sold. Personal selling is an important component of overall marketing strategy of an organization.
According to Adamu (200) personal selling is the presentation of persuasive message by selling to a potential customer, personal selling can also take place through personal correspondent telephone conversation or email personal selling is an effective communication with potential buyers of a product with the intention of promoting sales. Personal may focus initially on developing relationship with the consumer and potential buyers of a product. This relationship ultimately ends with an attempt to “close the sales” (Okoh, 2009).
The oldest form of promotion is personal selling. It involves the use of a sales force to encourage intermediaries to buy the product or a pull strategy where an organization may be limited to supporting retailers and providing after sales services. personal selling is designed to present a form of face communication, personal correspondence, or a persona telephone conversation, unlike advertising, a personal sale can be justified. For example, the market of a sophisticated computer system may be requiring the use of personal selling, while the introduction of a new products core door to door selling and demonstration parties. These two tow personal selling methods are primarily cosmetic used for personal care products kitchen, books, toys food and other items of special interest to home market. Ideal, personal selling should be supported by advertising to strengthen utensils its impact. Delivery of a specially desired message to a prospect by a seller usually in the form of face-to-face communication, personal correspondent, or a personal telephone conversation, unlike advertising, a personal sales message can be more specifically targeted individual prospect and easily altered if the desire behaviors does not occur. 
However, inspire of the importance of personal selling to the overall marketing strategy of an organization, previous studies have indicated that organization do not hold it to a high esteem like other promotion tool. For example, Emena (2006) in her studies of problem and prospect of personal selling in business enterprise, to observe that most companies in Nigeria seldom use personal selling to promote their product or do not channel the require resource to it. It is against the background that the researchers see the subject matter worthy of investigation. 
1.2	STATEMENT OF THE PROBLEM 
	Most time, most companies are at large or small do not of realize that personal is part of the marketing team and that, identify them. It is the key to continues consistence any organization. Also, it was observed that this problem is worsened by the fact that some of the sales personal lack the ability to express their sales properly not only that it was observed that the sales people are not good listener. The sales people do not allow the customer to talk with them. 
	Furthermore, it was observed that sales person’s do not listen to customer complaints. They do not consider the customer analysis and handling of objection are ignored. Nigeria breweries plc in not an exemption amongst the company, each started very well, is now faced with competition that is fierce and cult through coupled with the income at the customer of Nigeria breweries Nigeria limited, thus not doubt have impacted negatively on sales of the company. This research work is focused on the marketing of industrial product by personal selling specifically Nigeria breweries Nigeria limited. 
1.3	OBJECTIVE OF THE STUDY 
	The main purpose of the study is to appraise the effectiveness of personal selling strategy on the marketing of industrial product using Nigeria breweries as company. Another objective is 
1. To find out if personal selling actives of Nigeria breweries create customer awareness of their product. 
2. To determine the impact of personal selling on increasing the sales volume of Nigeria breweries. 
3. To be aware whether the sales forces of Nigeria breweries company are properly motivated
4. To what extent selling on the profit at the company
1.4	SIGNIFICANCE OF THE STUDY 
	The researcher considers the study very significant on the following bases.      
	The consumer and customer of Nigeria breweries will benefit from the study since if the recommendations of the researcher are carried out, it will help company serve them better. 
	Furthermore, the significance of this study is that it helps the researchers to understand and be able to different between the ordinary sales person and the professional sales person and another research as a topic for continue research work in the field of study.
	The finding the study will enable the industries especially breweries plc to slave their sales problem and correct whatever mistakes the have made or are still making have additional information on personal selling as a channel or sales of industrial products. 
1.5	SCOPE OF THE STUDY 
	Scope of the study simply means the study’s areas of coverage. The scope of this study is thus expressed as follow: 
THE CONCEPTUAL SCOPE: The concept covered by this study is personal selling which is one of the promoting mixes usually employed by marketer or enterprise. 
THE INDUSTRIAL SCOPE: This simply means the industrial cover by the study. However, this study cover Nigeria breweries, Lagos State branch Nigeria. 
THE TERRITORIALS SCOPE: This simply means the geographical location covered by the study. This study however covers Lagos state which is one of the longest states in Nigeria. 
TIME SCOPE: This implies the period of time use to carry out the study. The period uses to do this study is the time between the periods of 2012-2014.
1.6	LIMITATIONS AND CONSTRAINT TO THE STUDY
	To carry out the research successfully is a great achievement, because it is faced with several constrains or set back. Some at the problem encountered are as follow:
a. The attitude of some workers in the reception was intuitive and frustrating just to see the manager to discuss out mission to the organization. The reception will look at the researcher to sit and wait and wait for the manager endlessly.  
b. In distributing the questionnaire and to point of collection. Its tool is many weeks and even we could not retrieve all. 
c. Yet, despite and letter of introduction and the presentation of our identification caves to them as final year studies carrying out a research work, some of the staff could not release get to the hand of their rival or competitor. 
d. A large proportion of time was taken away by lecturer’s other important school assignment, which limited the time that would have been sued in concentrating on the research work. 
e. Finally, the most important problem was finance due to the distance of the enterprise chosen as case study a list of amounts was spent on transportation. 
1.7	DEFINITION OF THE STUDY
	Some terms used in the study are defined for purpose of understanding.
INDUSTRIAL GOOD: These are goods destined to be sold for the purpose of output for further production of other goods and service. 
INDUSTRIAL MARKETING: This is the marketing of industrial goods and services to industries users OZO & ODO (1999: 141). 
MARKET SHARE: This is a firm’s percentage of the industries total sales,  
MARKET POTENTIAL: This is the maximum sales potential for all sellers of a product or service over a fixed period (UDEAGHA 1999:224). 
PERSONAL SELLING: This is just a direct personal contact will present and prospective customers for the purpose of selling customer need to goods and services (UDEAGGHA 1999:214). 
SALES QUOTA: This is a share of the company’s overall sales job that is assigned to some marketing unit as a means of evaluation of sales activates; it’s planning and controls (EDOGA 2000:115). 
SELLING: This is the act of persuading prospective buyers to buy goods and services from which they can drive suitable benefit thereby increasing their total satisfaction (EDOGA 2000: 18).


CHAPTER TWO 
LITERATURE REVIEW
2.1	OVERVIEW OF MARKETING 
	We need to focus our attention on the most important function of marketing which are the goods and capabilities by which marketers present a marketing mix (4Ps that will satisfy the need and want of customer). 
	According to policy decision maker magazine April 14-20 (1997) marketing develops just society move from one local homes handcraft economy to self-sufficiency in the need and wants of every individual. 
Formally, we have formal constriction in production of agricultural products, we had black and gold smiths producing things like ornaments, hoes etc. it was a common occurrence that a person made that what he wanted more things he could not produce. 
Hence, exchange of excess resulted and this exchanged led to trade and this becomes heat of marketing. It is known fact that marketing research has no single definition because it been given different definition by many scholars based on the perspective best understanding it. Yet much interest had given to marketing research in the recent years. 
	Today’s business organization operates in highly unsuitable environment where risk is very high and in order to maximize or reduce risks, decision making up decision are inevitably made under and condition of uncertainly.  
Busy and Houston (1985) define marketing research as systematic and objective search for an analysis of information relevant to identification and solution of marketing. 
The British institution of management (1960) defines marketing research “as the objective gather no recoding and analyzing of all facts about problem relating to transfer and sales of goods and service from the producer to customer. 
	Philip Kotter (1980) however defines marketing “as a solid process by which individual marketing group obtain what they need through creating and exchanging products and have value with other, Green and Hill (1970) define marketing research ‘as consisting of a systematic and objective collection as well as appropriate analysis of information that will provides solution to all marketing problem. 
	Marketing is the activities of planning price promotion, distribution of goods and service to both actual and potential buyers. 
Marketing id the activities of business that direct the flow of goods and service from producer to the final consumer and profitability. 
	Marketing research covers all the major functions of research that is necessary in planning, pricing, promotion and distribution of products and services, with all these explanation and definition which state that it is a total system of marketing business activities designed to plan want satisfying to promoted and distribution any connived wants, satisfying goods and service to present potential consuming.  The dictionary of business and finance (1960) defines marketing “as a total phase of business, the follow of goods from original producer to final consumer, the place includes selling but other areas like advertising, insurance and warehousing. 
	In communicating face to face with these customer salesman uses such aids less calendar, cardholder and other small gift items as reminder to the customer of himself, his product of service. 
	Nigeria breweries are located is at Emene, the company in markets its product through the industrial salespersons.              
 	The important of these sales people in information gathering and selling function used not to be over emphasized. It is in the realization of this that the researcher critically looks at the effectiveness of personal selling in the marketing of industries product. 
2.2	AN OVERVIEW OF PERSONAL SELLING 
	Personal selling consists of individual, personal communication i.e face to face communication of information from seller to prospective buyer. Personal selling is person to person communication in which the receiver provides immediate feedback to the source message through word, gestures, expression etc such instant feedback allows the source to make instantaneous changes in encoding to adopt message to the deceiver i.e if a sales person detect that a prospective buyer dislike the features or the price of a products he or she can stress the advantages and benefits of the product’s feature to justify the price or even show the customers some other products which may be substituted, supplementary or complementary. Unlike advertising, personal selling focuses on communication and encourages exchange and it also provide the human touch that is lacking in advertising.
	Personal selling enable marketer to tailor their presentation to fit the needs, wants, motive and behavior of individual customers to particular sales approach, personal selling often results to particular purchase. The need for personal selling increase with the complexity of products and services for these reasons, manufactures like to promote their goods and services through personal selling.
	Personal selling is seen as effective tool used by organization to receive the desire response from its customer and prospects. Effective personal selling will include effective communication. Education customer, problem solving, stimulate and or motivating and ultimately soliciting of favorable response. Personal selling has become necessary in today’s organizational operations due to the nature of the economy which is becoming highly competitive. The effective implementation of personal selling may go a long way to asses organizational in achieving their overall sales objectives and goals.
	Undeagha (1999,227) defined personal selling as a process or conversing the sales of a company’s products or services by sales man or woman, it is a dynamic process involving direct contact between the seller of a product or service and the prospective buyer though oral or face to face telephone discussion or written mail exchange of ideas through opinion.
	Discussing the importance of selling, Adirika (1993) defined selling as the process of including a prospective customer to act favorably on idea advantage to the buyer and commercial significant to the seller.
	Every marketing manager ought to have sales persons beside him that have a thorough knowledge of what personal selling is all about in order to bring all about a good level of profit to the company. The increasing prominent of identifying them as the focus of a firm’s existence has made it imperative for marketing organization to go for more sales persons.
	Personal selling is a branch of marketing that is also broad which is expedient for continued existence of every marketing company. Most marketing organization today does not take into consideration the impact of personal selling. It has to do with person-to-person communication of which immediate feedback is provided to the audience.
	To achieve and gain more customers personal selling needs to be strategically planned to be effective in today’s highly competitive market place. The tactics implementation of the selling strategy takes place in a process according to Adirika (1998:91)
1. Preparation
2. Prospecting
3. Qualifying
4. Pre-approach and planning
5. Approach 
6. Presentation and demonstration
7. Trial closing
8. Handling objectives
9. Follow up and post sales activates
  Personal selling is known as a matter of postulation i.e. persuading others to buy your proposition. When we persuade people, we do not merely change their thinking on the subject, we erase them to do something, their actions are modified as well as their thought, people are motivated by their desire for the benefit you often them, therefore every sales presentation must convince them.
	In the same view by Edoga and Ani (2000:293) personal selling services play major roles in a firm overall marketing effort, sales person is the critical link between the firm and its customer, this role required that sales people match company interest with customers’ needs to satisfy both parties in the exchange process. In the eye of customer, they represent what a company attempt to be an affair the personal contact, a customer has with the company.
	Odo (2003:121) noted that for personal selling to be effective the personal sales man has to have in-depth product knowledge, which is indispensable in handling the highly technical and professional customer that are bound in the industrial sectors.
2.3	STEP IN PERSONAL SELLING PROCESS
	Steps in personal selling process personal selling consists of the following steps: 1. Pre-sale preparation: the first step in personal selling is the selection, training and motivation of salespersons. The salesperson must be fully familiar with the product, the firm, the market and selling techniques. They should be well-informed about the competitor’s product and the degree of competition. They should also be acquainted with the motives and behaviors of prospective buyers.
Personal selling persists of the following steps:
1. Pre-sale preparation the first step in personal selling is the selection training and motivation of salesperson. The sales person must be fully familiar with the product, the firm, the market and the selling techniques.  They should be well informed about the competitor’s product and the degree of competition they should acquainted with the motive and behaviors of prospective buyers. 
2.  Prospecting: it refers to locating or searching out prospective buyers who have the needs for the product and the ability to buy it. Potential customers may be spotted though observation, enquiry and analysis of records of existing customer. Special contact, business association dealers can be helpful in the identification of potential buyers. 
3. Approach: before calling on the prospect, the salesperson should fully learn their numbers, needs, habits, spending capacity, motives, etc. such knowledge helps a selecting the right sales appeal. After such learning, the sales person should approach the customer in a polite and dignified way.  He should introduce himself and the product to the customer. He should greet the customer with smile and make him fill at home. He should introduce himself and his product to the customer. In case he is busy some other customer he should assure the new customer that he will be attended to very soon. The salesperson has to be very careful in his approach as the first impression is the last impression. 
4. Presentation: for this purpose, the sales person has to present the product and describe its fe3atures in brief. The presentation should be match with the attitude of the prospect so that the salesman can continuously hold his attention and create interest in the product. 
5. Demonstration: in order to maintain customer’s interest and to arouse his desire, the salesman most display and demonstrate the product. He has to explain the utility and distinctive qualities of the produce so that the prospect realizes the needs for the product to satisfy his wants. It should not to be in hurry to impress the customer and should avoid controversy. He may suggest uses of the product and may create impulsive urge to possess the article by appealing to human institutes.       
6. Handing objectives: a sale and cannot be achieved simply by creating interest desire. Every customer wants to make the best bargain for the money he, his spending. Presentation and demonstration of the produce are lively to create doubts and questions in his mind. The sales person should clear all doubts and objection without entering into a controversy and without losing his temper. Testimonial, money-back guarantee tact and patience and popular means of winning over’s hesitant buyers. The salesman should prove superiority of his product over the competitive product. It should not lose patience if the customer put too many queries and take time in arriving at any decision. If the customer dose not buy even after noting rejection, the salesman should let him go without showing temper.  He most believes in the universal rule that the customer is always right.    
7. Closing the sales: this is the climax or critical point in the personal selling process. Completing the sales seen to be an easy task but inappropriate handing of the customer can result in loss of sales. The salesman should not force the deal but let the customer fill that he has made the final decision.  He should guide the customer in making the choice without imposing his own view, some adjustment in price or other concession may sometime be necessary for a successful closing. The salesman should show the same interest in the customer which he exhibited during approach stage. Sales should be in other manner so that customer feel inclined to visit the shop again. In closing sales, the article should be parted properly and handed over the customer will speed and accurate. Once the customer has purchased the article, the salesman should show and suggest and allied product. For instance, he may suggest socks, ties, handkerchiefs, vest, etc to a customer purchasing a shirt. This known as additional source and requires great skill and tact. 
8. Post-sales follow-up: it refers to the activities undertaking to ensure that the customer is satisfy with article and the firms. These activities include installation of the product, checking and ensuring it is smooth performance, mariners and after sales service. It helps to ensure repeat identify additional prospects and evaluate salesman effectiveness. 

2.4	THE IMPORTANT OF PERSONAL SELLING
	Persuading prospect: sales representative uses their personal selling skills to increase the chances of a successful sales. The aim to understand a prospect needs after a solution to go straight in the form of product or service that provide strong benefits represents value for money. If prospect pose objectives, sales representative use their power for persuasion to overcome the objection and convince prospect that they are making the right choice by buying a product or services. 
	Selling complex products: companies that sell complex products must be able demonstrate or explain products to potential customer’s product in a logical way, focusing on the benefit that are relevant in deferent decision makers, such as technical managers, purchasing officers or finance executive. Representative use their experience to ganged a prospect response to their sales pitch an adjust their representation to individual prospects levels of understanding or interest. 
	Managing the sales cycle: personal selling is important to companies marketing products that they require long sales cycle in business-to-business marketing, prospect though a buying process that involves a number of stages, including identification of needs, development of a specification, selection of potentials suppliers, evaluations supplier offering and in final purchasing decision. Sales representative and influence each stage of the process by ensuring that the prospect one fully aware of a supplier capability and produce benefits they also ensure that prospect receive the product, pricing and technical information they need to make a decision, and they maintain contact with the important decision makers throughout the sale cycle. 
	Developing customer relationship: to build term revenue for the feature, representative use personal selling skill to develop strong relationship with customers. By contacting customer after they make a purchases high level of customer care. They also ensure maintain contact between sales to ensure that customer consider their company when they are planning their next purchase, 
2.5	MERIT OF PERSONAL SELLING 
1. Flexibility and adaptability: the successful sales person realize that some sale approach done not work without all the customer. They should adopt the each selling situation. Sale person it to be sensitive to what is happening and flexible enough to make those adaptations. By its very nature, personal selling is capable of providing more flexibility being adoptable. A sales man can adjust himself to be varying needs, moods, motives impulses, attitude and other behavioral variation of the prospective or prospects to communicate effectively and effect the sale for his boss with print and benefit to the class of customers.
2. Minimum wastage: the effort put in buying sales men are highly focused on a single customer or a small group customer. As a result, oral, face to face presentation the message is likely to reach the customer or to customers without distribution and deflation. This is perhaps, the greatest vent in contract with advertising where the message is released to thousands and that is of prospect then mass resulting in message diffusion distortion and duster causing much wastage of promotional efforts. It is simply and clear that no customer is alike but unique haven his or her own image, personality, needs, wants, preferences and above all like and dislikes. 
3. It is feedback: the salesman is, in effect, marketing research. Being in direct contact with customer, he has the specific advantage of collecting and transmitting the relevant marketing information affecting this company y, products and service himself. Such a timely and authentic and verifiable data are the basis for vital decisions, strategies tactical adjustment as his firm has to constantly adjust to changing environment in which his firm works. 
4. It creates impinging and lasting impressions: the process of personal selling is so direct and penetrating that long dashing business relation can be developed between the selling out house and the class of the customers. In case of advertising, it acts like a flash of thunderbolt from the blue. The light through powerful, lasts only for a few seconds; on the order hand. The light of a salesmanship is like an electric current that last longer as it under control. Thus, a personal visit by a salesman at door step as more deep impact than that of advertisement. It is because, ads are continuing actor, and indirectly excuse duties because goods are to be produced before sale as per sales specifications. It is salesmanship that also pays in terms of income, taxes, and professional tax, more government income through taxes will make it to spend for the overall development of the society. This also leads to good governance a major responsibility of every business house. 
5. It generates gainful employment opportunity: India and other have the situation where people run after jobs rather than jobs running after people. Hence, there is goods scope for sales employment and ready jobs. In this line of selling, direct employment in employment and ready jobs. In this line of selling, direct employment in various sales persons jobs, roughly 20% of the pollution, is engaged in the sales activities.  One image those as self employed by other organizations making their livelihood. The selling jobs are thrilling, challenging haven freedom of work opportunity to know people, places and good and times. 
6. Improving the leaving standard of teeming millions: salesman well known for the delivery of standard of leaving to the community. It is those people who bring to their notice, their necessities, comforts and lixirus in term of goods and service according to their needs, moods and purses. They are also instrumental in bringing about change in their life style, day by day, they make available latest goods qualities goods, sufficient goods at reasonable prices. It means, that they create, maintain and improve the leaving standards of millions. Improvement in standards of leaving is a mark of increasing in per capital income and disposable income individually and nationally at micro level. 
7. Salesmanship makes the economic more stable:  faster economic growth is not only desirable that essential. That is why, each county is trying to adjust to use it all resources to get the optimum results through after economy is aimed at, there is need for stable economy development. That is, economic ups and dawn are not to be too severe as their effect are hazardous on the deferent sessions of the community. Inflation is the upswing in the economy tide-waves that make researcher and poor poorer.
The middle class in not badly hit on the other hand, depression the economic down-turn is really bad for business community. It is good for middle class but through good for poor, they do not have money to buy their needs. These severities of ups and downs can be moderated. The problems of business community are to service successfully particularly during the period of depression or recession where demand is not picking up. Under this circumstance, it is the effort of salesmanship adverting that come to help to reduce the ill-effect of depression or recession. It is these agents that stimulate demand for goods and services and protect the legitimate interest of business community. If there were no sales-people and advertising they are forces to be in deep water. 
2.6	DEMERIT OF PERSONAL SELLING 
	Each system has the bright and the darker side. Salesmanship in not exception to this. It is a mixed blessing in that it suffers from certain inherent drawbacks or demerits. That is, all is not well of this process of personal selling one should be aware of this limitation to come to the definite conclusion on its real work. The serious weaknesses of personal selling are: 
1. It is expensive: personal selling, as a method of promotion is quite expensive. Getting the good salesman in one thing and retaining then for longer period is another. Further, there are no definite correlations between his stay and cost of retaining and contributions of his, in return to the form. However, the general rule is “experience has no substitute” and hence, experience sales force in the backbone of any successful selling house. Personal selling is one to one approach and not a mass customization. It is comparing the cost of creating a customer by salesmanship against advertising. The ratio varies between 100:01 or 1000:01 depending on the nature of product or resource that is marketed. 
2. Problem of getting gifted salesman: though, theoretically certain guideline is prescribed for the recruitment of a right kind of salesman from the pool of potential candidates, it is really very difficult to get a suitable, salesman from the company’s point of view. The potential sales man is selected, grained and placed will huge investment in term of time, talent and treasure; however, there is no any quarantine of such person sticking to the organization as loyal and committed employees. The usual proverbial truth “New broom sweeps well” that holds good. Again, one other words, every time, he or she speaks of leaving in case the desired like in pay perks are not given as promised by competitors. This is really a headache for each organization. 
3. High stake in consumer loyalty: personal selling in such a process which as “direct and close” relationship between the sales-people and the customers. In fact, customer loyalty depends on the very presence of a successful salesman. That is, firm’s fortunes are tied to the loyalty of the customer. In fact, customer loyalty depends on the very present of a particular salesman or salesman. The moment a good salesman is out of sight from the angel of customer, he tries to move to store, though he has the intention to buy. That is why. It is rightly said that salesman is the “buying agent” of every salesman. It is a fact and experience of most of us as we depend on a particular sale man the shop patronized, like a particular attending you in his salon or hair dressing shop. 
4. More administrative problem: personal selling involves more administrative problems than impersonal selling. Since the firm is to deal with manpower a driving force behind sale. The firm has to firm has to meet the challenges in the areas of manpower planning, organizing, directing, coordinating, motivating and controlling. The solution to these issues and related problems that arise though found out that are not always affective because situation change. The human content in management is so unique that no problem can be permanently solved. 
5. It is not easy profession: salesmanship is not an easy job. Those who are introverts cannot simply think of salesmanship as a career it is needs long hours of hard work, to be away from family facing all odds both mental and physical. All salesman is likely to get good, customers middlemen and the employers. Unless he is rough, he cannot manage rough and rude customer, dealers and above all employers. Some think salesman’s job is one that gives chance for visiting place, making fest money. It is a then reality. 
6. Mark of fraud: in salesmanship, there are good chances of fraud and deception. Malpractice that are follow by salesman not all are sufficient to damage the very image of salesmanship the great art and profession which is thrilling, challenges and paying. Such unscrumptious salesman is furnishing the very image of noble profession of serving the humanity. 
7. As a profession has little respect: salesmanship as a profession commands very little respect not only in India but all over the world. May go in for salesmanship as it has easy entry points. May incompetent people try their hands and heads? As, it is, every tom, Dick and Hurry’s line, it has become a profession of last resort. Against, the easy entry is there because, there is no need of high standard of an academic achievement or any criteria which is university applicable. This salesman, all of them do not have minimum of education qualification nor training. Those who are gifted or have aptitude are rare to find. 
8. Bad pay-master: it is also possible that some organization might be lucky to get really able salesman. However, the treatment, payment made available including facilities may not be quit matching to their abilities, proficiency, caliber, and hence, contribution. Salesman may not be enjoying the freedom they need. Such enterprising, freedom loving salesman feel that they are not treated well or somehow, they are exploited for able hands, sky is the limit. Hence, the practice of had, pay-masters will come in the way of having the service of able hands. In conclusion. It can be said that most of the dements and limitations can be done away with. Hence the merits of good salesmanship really out weight the demerits and limitations and it has the greatest utility. 
2.7	EFFECTS OF PERSONAL SELLING ON SALES VOLUME 
	Measuring the effect of a sales promotion is relatively easy but require careful analysis of sales data before and after the promotion. You will also need to keep track of what other marketing and communication efforts and dollars your firm is understating at the same time as the sales promotion. Because sales promotion deals in tangible things, such as redeemed coupons or crash refunds and rebates, you can count those and see how many sales were result of those promotion. Next, compare those sales figures to those company had before the promotion, to see if the promotion resulted in increased sales. To understand the true effect of the promotion, keep other media experiences and types the same during the promotion as before. That way you only are measuring the effect of the sales promotion itself. 
	Effectiveness Vs. Goals: deciding whether your promotional company was effective depends on what goals were established. This varies by the established strategy at the start of the campaigns. For example, if the goal of the campaign was to gather an increase in market share. Of 2 percent points and the campaign yielded 3, then the campaign was successful. But this also to be examined in light of cost. If the cost of the additional market share was well beyond the budget set aside for the promotional punch, then the campaign effectiveness is mixed. Short-Vs. Long-term impact: although sales promotion will increase sales in the short-terns generally there no longer-term impact for established brands, may customer will wait for the promotion to buy and to take advantage of the lower price. And, for many branches, most buyers were already familiar with the brand before the promotion. The promotion may have done little to attract new buyers or to encourage brand switching. Sales promotion in highly competitive markets: sales promotion has their place in marketing even though they tend to install a higher degree of price sensitivity among consumers. For new product introduction in competitive markets where a need to familiarize a group of consumers with a new product, sales promotion is a highly effective tool. And, in established competitive markets where gains in market share count for the bragging rights the increase share might offer, sale promotion are also an effective method to increase sales volume. 


CHAPTER THREE
3.0	RESEARCH METHODOLOGY 
	The importance of this chapter is due to the fact that research is a systematic and intensive process of carrying on scientific method of analysis. And this in is effect means some certain steps by involves to carry out a successful work in any research project. This state the type of data to be collected and the sources, what instrument to be used for data collection and data analysis.
	Research methodology therefore refers to design of necessary instrument by the research in order to gather relevant information require to a accomplish the research work for data collection, the instrument for the collection of the data collection the instrument for the collection of data was derived from various sources and they include the following: personal interview, relevant materials or textbook consultation etc while for data analysis we have descriptive method.      
3.1	RESEARCH DESIGN
	The research work was therefore referring to design of personal selling on the sales volume of an organization using as a case study. The method uses to accomplish the objective of this research work is descriptive method which is set to gather integration analysis summarized and defines particular purpose of this research work.
	This research work was designed in such a way that information obtained in the course of the study was through the use of primary and secondary data, from the primary data, interview method was employed which the respondent was asked simply question and their response was noted in preparing the chapter four. 
3.2	POPULATION OF THE STUDY 
	The population of the study is a cause of all items it subjects that possess the characteristics or that has knowledge, of the phenomenon, being study. The nature of the population must be known to determine the choice of sampling techniques; the population of this research work is Nigeria breweries and their customers. 
3.3	SAMPLING PROCEDURE AND SAMPLING SIZE 
	Sampling is the total number chosen in a particular. A sample is a part of population before a sample in down; the research must define what is the unit of analysis of unit of the study, i.e whatever is being studies and what constitution the population from which is knows as a case studies and statistic it is known as for example, all unit of the study, all student admitted into university had both English and Mathematic at credit level may be another unit of study. Therefore, the sampling size used for this research work was chosen out of the respondents in the entire population who are customers of Nigeria breweries Ilorin. 




3.4	SOURCES OF DATA COLLECTION      
PRIMARY DATA
	There are data collected from immediate and specific purpose they are usually original to the researcher and its reliability can be depended on the data collection through researchers means. 
	The primary data is usually in the time of face to face or personal interview for the research work, the means of interview for the respondents is mainly used as one of the methods of primary data is a form of is finite if all its population usually age, age, sex, occupation, ethic group or nationally income level of education of education residence etc.  	      
SECONDARY DATA 
	These are date which are originated from authors from existing prepared method such as the journal, magazine billions of documented works of reputable staffs, references are also make from term or seminar paper. The bulk of these method of data collection are found in libraries. However, the bulk of these methods of data have been so useful in the preparation and complication of the research work, which are: 
i. Easy accessibility to relevant data and information needed for the research work. 
ii. It sources cost and economical to obtain.


3.5	METHOD OF DATA COLLECTION AND ANALYSIS 
	The activity of data collection was through interview and observation relevant materials and textbook consultation etc. the outcome of data collection activity depends on some of the nature decision, the unit providing the information, method of approach and the degree of sophisticated. 
	The type of data for this project work were obtained from both primary data which includes the use of personal interview of the staff and secondary data which includes the use of relevant materials or textbooks consultation written by authors.
	A large percentage of data were collected from secondary source because primary source of data collection was faced with some short coming, however effort was made of analyze the available data to establish the relationship among different variable observed.
3.6	ADMINISTRATION OF INSTRUMENTS
	For this research work, interview administration lasted for only few days and the major problem faced during the exercise were the following factors.
	First, the response to some question might not necessarily represent the opinion of the respondent despite the techniques partial a fair representative sample and thereby reduce blast the minimum. 
	Secondary, some of these interviews are reluctant to answer question because of the fear that their answer might have a negative effect on their company. 
	Three, finance constraint were other difficulties encounter during the course of data collection. 
3.7	METHOD AND PRESENTATION AND ANALYSIS 
	The activity of data collection was through interview and observation and relevant materials and textbook consultant etc. the outcome of data collection activity depends some the nature decision, the unit providing the information, method of approach and the degree of sophisticated. 
	They type of data for this project work were obtained from both primary data which includes the use of personal interview of the staff and other competent member of the organization while secondary data includes the use of relevant materials or textbook consultant written by deference authors. 
	A large percentage of data were collected from secondary force because primary source of data collection was faced with some short coming response, however effort was made to analyze the available data to established the relationship among deference variable observed. 
3.8	VALIDITY AND RELIABILITY 
	Validity sampling means like the extent to which the scales measure that it designs to measure accurately, validity thus assesses the relevance of a measuring scale in increasing the construct of intends to measure effectively and accurately. 
	The following are type of validity measure to validate measuring scale. 
1. Construct validity
2. Content validity
3. Predictive validity 
4. Concurrent validity 
For the purpose of this study, content validity is been chosen this involved the systematic examination of the content of the scale to determine whether it covered representative sampling of the construct to be measure.      
RELIABILITY 
	This is ensuring and assuring dependability on the result of a research work such as this, it is necessary to reduce the present of random euro, which can lead to enormous conclusion. 
	Therefore, the senesce of reliability test occurrence. The term reliability is used to refer to the degree measure of table characteristic in the source object show variation however, reliability test is a process in research work permit the research to reset the questionnaire are capable of generating the same or consistent answer from the respondent such that is another researcher set out to carry out the same research, he will arrive at the same result. Test reset method will be used in the research work to estimate and test reliability level of the questionnaire.        







CHAPTER FOUR
DATA PRESENTATION AND ANALYSIS
4.1	HISTORICAL BACKGROUND
	Nigeria breweries plc, incorporated in 1946, is the pioneer and longest brewing company in Nigeria. Its first bottle of beer, STAR lager, rolled off the bottling lines of its Lagos brewery in June 1949. Other breweries were subsequently commissioned by the company, including Aba Brewery in 1957. Kaduna Brewery in 1963, and Ibadan Brewery in 1982. In September 1993, the company acquired its fifth brewery in Enugu state, and in October 2003, its sixth brewery, sited at Ameke in Enugu. Ama brewery is the largest brewery in Nigeria and one of the most modern worldwide. Operations at Enugu brewery was discontinued in 2004, while the company acquired majority equity interests in sonar systems associates business management limited. (Sona systems) and life breweries limited from Heineken N.V. this followed Heinekens acquisition of controlling interests in five breweries in Ota and Kaduna, and life breweries in Onisha have now become part of Nigeria Breweries plc, together with the three brands: Goldberg Larger, Malta Gold and life continental large. Nigeria breweries Plc now has operational breweries from which its products are distributed to all parts of Nigeria, in addition to the malting plants in Aba and Kaduna. 

4.2	PRESENTATION AND ANALYSIS OF DATA COLLECTION 
	This chapter is pre-occupied with the interpretation and analysis of data collection during the research. 
	The analysis of data collection using research instrument earlier explained questionnaire would be by using the simple percentage system. Therefore, the succeeding analysis will be based on the hundred (100) response. 
4.3	ANALYSIS OF RESPONDENTS BACKGROUND INFROMATION 
TABLE 2: AGE DISTRIBUTION 
	AGE 
	FREQUENCY 
	PERCENTAGE (%)

	20-29
	28
	28

	30-39
	22
	23

	40-49
	25
	25

	50 years above 
	25
	25

	Total
	100
	100


Source: field survey, 2025
The above table shows that majority of the workers on Nigeria Breweries Lagos are still younger with the percentage of 28% from 260-30 years, 22% of 31-35 years, 25% of 36-40 years all within the range of younger. 

TABLE 3: SEX DISTRIBUTION 
	SEX
	FREQUESNCY
	PERCENTAGE (%)

	Male 
	80
	80

	Female 
	20
	20

	Total
	100
	100


   Source: field survey, 2024 
The table shows that majority respondents are male i.e 80% of the respondents. This different could be attributed to the fact that the majority of employees of Nigeria Breweries Lagos, are male and that is to say the profession is male dominated. 
TABLE 4: MARITAL STATUS 
	Marital status 
	Frequency 
	Percentage (%)

	Divorced
	3
	3

	Single
	70
	70

	Married
	27
	27

	Total 
	100
	100 


  Source: field survey, 2025
	From the analysis on the table the highest number of workers in Nigeria Breweries, Lagos are still single employee (70%). 
TABLE 5: YEARS DSITRIBUTION 
	Years 
	Frequency 
	Percentage (%)

	1-5
	35
	35

	6-10
	47
	47

	11 and above 
	18
	18

	Total 
	100
	100

	
	
	


Source: field survey, 2025
	Based on the above table, employee of about 6 to 10 years of working experience has the longest show on number in their company and that indicated that all the workers in the company are experience. 
TABLE 6: EDUCATION QUALIFICATION
	Qualification
	Frequency 
	Percentage (%)

	No formal education
	-
	-

	Primary
	10
	10

	Secondary
	25
	25

	Post-secondary 
	65
	65

	Total 
	100
	100


 Source: field survey, 2025
Based on the table above, the percentage of senior staff is 35% while that of junior is 75 which shoes that there are many staff in production departments and sales department head office. 
 TABLE 7:
	Nature Job
	Frequency 
	Percentage (%)

	Sales force
	35
	35

	Production
	55
	55

	Engineering 
	3
	3

	Casual 
	7
	7

	Total 
	7
	100


Source: field survey, 2025
	From the above tables, the production department has the greatest number of employee (35%) followed by the sales forces which indicates that Nigeria Breweries, Lagos produced many products with many sales men (35%) to distribute their products. 
SECTION B: 
Questiona1: To what extent did sales promotion influence your buying habit? 
	Option
	Frequency
	Percentage (%)

	Greatly 
	85
	85

	Fairly 
	15
	15

	-
	-
	-

	Total 
	100
	100 


   Source: field survey, 2025
	Based on the table above, it can be seen that behavioral concept has greatly influenced the consumer buying habit. 
Question 2: Which of these variables of behavioral    concept has great influence of customer? 
	Option
	Frequency 
	Percentage (%)

	Personal
	55
	55

	Situation 
	45
	45

	Total 
	100
	100


Source: field survey, 2024
	From the above analysis, personal variables have 55% influence while situation variable has 45% showing that personal variables still greater influenced in consumers. 
Question 3: what type of consumer behavioral concept do you use?
	Option 
	Frequency
	Percentage (%)

	Situational
	Nil
	Nil

	Both 
	Nil
	Nil

	Total 
	100
	100


Source: field survey, 2025
The above table shoe that majority of their promotional activities is carried out through advertisement. 
	The response from the respondent shows that the respondent knows above the products of the company through promotion. 
Question 5: Is the use of personal selling increase sales volume in the organization?
	Option
	Frequency 
	Percentage (%)

	No
	-
	-

	Yes
	100
	100

	Total 
	100
	100


  Source: field survey, 2025
They analysis shows that every respondent chosen benefits of behavioral concept in his organization (100) meaning that studying behavioral concept has great benefit to the organization 
Question 6: Does your organization recognize the study of behaviors concept as a way of influencing buying habit? 
	Option 
	Frequency
	Percentage (%)

	No 
	Nil
	Nil

	Yes  
	100
	100

	Total 
	100
	100


    Source: field survey, 2025
	The table shows that the study really influences buying habit by showing 100% yes of the response. 
Question 7: Do you agree that individual buyers influenced by behavioral concept?  
	Option 
	Frequency
	Percentage (%)

	No 
	Nil
	Nil

	Yes  
	100
	100

	Total 
	100
	100


Source: field survey, 2025
	Every individual according to the analysis of the tables is influenced behavioral concept. 
Question 8: Do you take soft drink?
	Option 
	Frequency
	Percentage (%)

	No 
	100
	100

	Yes  
	-
	-

	Total 
	100
	100


  Source: field survey, 2025
The above table shows that the organization sales goals the achieved by putting into consideration behaviors concept. 
Question 9: if yes what brand do you prefer? 
	Option 
	Frequency
	Percentage (%)

	Fanta  
	30
	30

	Coca-Cola
	12
	12

	Fanta shapman 
	15
	15

	Ginger Ale 
	8
	8

	Total 
	100
	100


   Source: field survey, 2025
	From the analysis on the table Coca-Cola is the type brand the respondents take most. 
Question 10: What size of the product do you prefer? 
	Option 
	Frequency
	Percentage (%)

	50cl  
	45
	45

	30cl
	50
	50

	25cl
	5
	5

	Total 
	100
	100


Source: field survey, 2025
Based on the above medium size (35cl) has the highest sales volume (50%) in the market. 
Question 11: through which medium do you become aware of the product?
	Option 
	Frequency
	Percentage (%)

	Television 
	55
	55

	Radio 
	25
	25

	Cinema 
	-
	-

	Newspaper 
	15
	15

	Bill board  
	5
	5

	Total 
	100
	100


Source: field survey, 2025
	The above table shows that television has the percentage of 55% Radio 25%, cinema (0), newspaper 15% and bill board 5% so, with this the product (soft drink) was become aware of the brand you prefer? 
Question 12: How do you become aware of the brand you prefer? 
	Option 
	Frequency
	Percentage (%)

	Advertisement 
	20
	20

	Friends 
	10
	10

	Negbboar
	
	

	Sales person 
	40
	40

	Activities 
	30
	30

	Total 
	100
	100


 Source: field survey, 20245
	From the analysis above, the activity of the sales person has the percentage of 80% as it is highest and that is to say, the sales representatives of the company really put much effort in sales. 
	Option 
	Frequency
	Percentage (%)

	Attitude   
	35
	35

	Past experience 
	25
	25

	Belief 
	20
	20

	Consumer motive 
	20
	20   

	Total 
	100
	100


 Source: field survey, 2025
	The table above shows that out of all the variables (personal) attitude has the greatest percentage of influence (35%) meaning that the most influence personal variable is attitude. 
Question 14: How much emphasis does your organizational on studying consumer response to advertisement?      
	Option 
	Frequency
	Percentage (%)

	High
	60
	60

	Moderate
	30
	30

	Low
	10
	10

	Total 
	100
	100


Source: field survey, 2025
	Based on the table analysis, culture has best influence on consumer buying habit with the percentage of 35%. 
4.4	DISCUSSIONAL OF FINDING 
	From the findings made through the analysis of questionnaire it was discovered personal selling is very significance as it helps in the increasing sales volumes in an organization. Majority of respondent response indicate that personal selling is the way through which they know about the organization product. If was discovered that personal selling is the promotional tools that are used by organization. It was also agreed that the organization recognize that the personal selling help increaser personal report between the salesman and the customers. 
Finally, it was discovered that the company’s position in the market leader as the entire respondent agreed to this. 


CHAPTER FIVE 
5.0	SUMMARY, RECOMMENDATION AND CONCLUSION
5.1	SUMMARY OF FINDINGS 
	Personal selling is an important marketing tool for small business particularly those that sell complex or high value products and services to other business, rather than consumer. Company can undertake personal selling hiring sales representative companies selling to consumers may find it uneconomically to deal with individual customers, unless they are selling face to face in a small, marketing high-value products such as cars or selling product that require demonstration, such how it help to increase sales volume in an organization.  
5.2	CONCLUSION
	It is a matter of important that advertisement is quite necessary for an organization to increase its profits. 
	The effect of promotion on Nigeria breweries is to motivate prospective customer to patronize their product and services and it’s also provided a necessary medium to remind customer of the extent of the organization. 
	Advertisement in valves financial commitment by the organization but the relevance and important that promotion those to the image of the organization consequential to increase on profit for out ways the cost of promotion involved.
	In conclusion, the enormous publicity generated by an organization through advertisement creates awareness of their goods and services, boost sales make product and service available to the customer and also increase the profit margin of the company.        
	Therefore, promotion should be seen as an indispensable need of increasing sales of goods and services in an organization. 
5.3	RECOMMENDATION
	This research work is design to assess the impact of personal selling on the sales volume, the organization should be more involved in making use of advertisement like print media such as newspaper, advertisement, bill board advertisement, television electronic media such as radio advertisement, television advertisement and also celebrity advertisement etc. All these will result in instantaneous increase in the profit of the organization at each promotion in compares to non-promotion period. 
	The necessary funds that will be require for successful participation of the company to advertised their products and services to the potential customer should readily provide by the management of the organization. 
	They will facilitate adequate planning by the organization so as to have effective representation at the venue which should be consequential to increase response for customers. The proper and adequate training to of start an advertisement use should be taken more seriously since the organization is involved in promotion of goods and services. 
	Lastly, Nigeria breweries limited should see advertising of is numerous goods and services as an important means of promoting its image that will increase sales and not a waste of scare financial resources. 
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