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ASTRACT

The followings were drawn from the Field analysis interview and literature review:It has been seen that under the poor economy in present day Nigeria. The company’s personal selling are design to be adoptive to the changing environment. The research revealed that there is mutual customer service relationship in the organization. The research discovered that personal selling is the most effective promotional tools of selling to stimulate demand or First bank Plc, Ilorin banking products. It is also seen multi-channel is the most effective distribution channel for making First bank Plc, Ilorin banking (product) available to consumer at the right price and at the best possible minimum cost. The researcher also discovered that First bank Plc, Ilorin banking product has maintained high quality in spite of he economy constraints. The prices of the products are quite moderate through the adoption of packaging strategy.
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