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Abstract

The main theme of this study, under the topic of “ The effect of the
Salesman in Marketing”, is studying a case at a Company called
“Pasgianos Soft Drinks Co. Ltd.”.

This study is summarized at the following :

1- Pointing out and developing the purposes of the salesman job.

2- Clarifying the specifications needed to be found in the salesman.

3- Pointing out the duties and responsibilities of the salesman.

4- Instructing some companies to give more importance in training
salesmen.

5- Accomplish the balance between satisfying the customer and the
salesmen as well as the benefit of the company.

6- Treatments of some negative aspects at some companies which are
faced by weak sales of articles and services, by clarifying the
important role played by salesmen.

The importance of this study is to find out the relationship between the
seller and the buyer or (customer), and the selling and non-selling
problems faced by salesmen when offering their articles for sale.

This study represented the salesmen of Pasgianos Co., who are (70)
salesmen. We chose (55) salesmen, putting in consideration all conditions
provided to be the best example for salesmen. I used the way of queries
in collecting information which is as follows :

1- The Private Sector does not follow up the right way in choosing
salesmen.

2- Ignorance of training salesmen leads to some negative aspects to
the customer which lead the customer to stop dealing with the
company.



3-

The non-following up of training the salesmen leads to decreasing
the ability of their work so they cannot meet the market
competition.

Give a reward to the salesmen in order to motivate them to do
their best in accomplishing an increase in sales.

Analysis of information has taken place through the Programme called
(SPSS).

Analysis Descriptive Programme is the programme followed in collecting
the information to this case.

Some of the results achieved by the study are the following :

1-

Pasgianos Company has followed a scientific way in choosing the
salesmen, and special ways are pointed out in choosing the
employee wanted.

This Company knows very well the role played in training a good
salesman, depending on knowledge and skills and good
communications with the customers.

The Company is not satisfied only by training to be sure of doing
good and expert work, but is ready in implementing the policy of
rewards both financially and in kind or both of them. The
Company as well ensures in heightening the qualification of
salesmen and encouraging them to do more hard work to increase
the distribution rates and increasing the sales and automatically
achieve higher profits for the Company.

Most queries made came as a result that direct sales is the most
important basis and the best in distributing the products and
increasing the sales, on condition of following a scientific way in
choosing the salesmen and letting them have courses to be well
trained at the field of sales and communication.

The most important recommendations which the study has are as follows:

1-
2.

3-

Follow a scientific way in choosing salesmen.

The Corporation should give some importance in training the
salesmen.

Give some importance to salesmen and heighten their
qualifications by supervising their performances through
continuous training and meetings with salesmen and knowing their
problems as well.



4- Visiting the customers and knowing their needs, interests and
problems, and treating their problems accordingly. This has to be
done to develop good relationships with the customers.

5- Give incentives to salesmen to do their best in increasing the sales.

6- Updating the most modern ways followed in developing the
Personal selling operation.

3\;&4.“65)

—

G e bo [

[ L TN Sl Sl Sl S G G G4

'Y
Ve
Vo
A\l

¥

alygiaall usay

! gyasd

;\M:Y\

gy S
Ll adle
Abstract

Sl sinall (g g8
Jshaall o sed
JKEY) o s

AL b Al g A yatt ?Ld\ oY é.ﬂM\ Suadll
A234l)

Gl daal

Gl Calaal

Gl il il

Gl adinag 3 gan

Gl Jil

i die

Al U<

Aalal) il

sy Gagadl) ¢ JgY) Joadl)
Gagadll 1 JY) Gl

Gl aseia 1 JY) Calladl

Gasaill) (@il 55 dgaal ¢ S Calladl)
cosl o A Canal)

oSl albn 1 JY) Gl

@)}ﬂ\ Gl e g G g8 ¢ ‘;ﬂﬂ\ bl

i ad) g..a'm\ S—adll



v
Yy
¥4
¢y
£y
£

CA
oy
oy
o¢
o4
T
ay

"o
)
11
14
vy
VY
A

AY
A¢
A¢
AA

V.0
Y0
\"1

VY
Y
ARE
RN

i) ) Ul 3 o seda

i) ) zmalia s il st

=il oy )53 0 sede

il gl sy T gk i

& Jay Ao ClaY g Gl
) &l Jay s

i) g ) e )

ool Gk s deal s Cilaal

&) Jay Ao il ay)

ol LAY Blat g calaal

el Jla ol

é;\gd\ Jay 3&&3 ﬁ:‘ﬁ
P13 g gl i Sl
el Js ) JSLiae

&E\j\ d\AJ &1al ?‘Pﬂ

gl Jla ) Siad g Blolsa

@:\j\ d\;) sl

el Ja) das

A al) Al Al ity
52 48 5 Bl
053 3 AS )l e Ay pad 330
i) Al ol ity Jalas
Gl yiBall g i)

Ailaall Ayl il

Ola gial) g Glua gl

JY) Gaaal)
s JsY) alladl
: b.at’d\ ;.JLAS\
A Eal
: ) bl
: ‘;ﬂﬂ\ g._ﬂ.b.d\

+ G Jadl)

s dsY) Guaall

s Y calladl

: b.alﬂ\ ;.JLAS\
‘_,.\'L"M Eaaall

: JY) il

: ‘;ﬂﬂ\ g._ﬂ.b.d\

t &l Jaadl
s dsY) Gaall
s Y calladl

: b.at’d\ ;.JLAS\
AN )
: oY) bl

: ‘;ﬂﬂ\ g._ﬂ.b.d\

s Al Jadl)
Js¥) Gaaal)

s dsY) )

: ‘;]m\ ;.JL.J\

D A Gal

DY)l

: ‘;ﬂﬂ\ g._dk.d\

YN

:&\)A\j )J\_m.d\

o R AS B all Ja )l calasil) JSoel)
&l Ja L paladl Glaiad)
31Y) (il e paladl i

gadlal
(1) P 3ale
(V) & Bl
(%) & Bl



Jolamall (usaty

>daiiall A8 Ol A, dsa
1) (s soiil) JaLil) Cay pai ) gha (O-Y)
A4 Lgall aaine ()-°)
A4 Al Ja sall (Y-°)
. siada ) elia ) (Y-°)
1) 4&.&\)&3\ &L\)}ﬂ\ (2_0)
1) s 3al) B daiall il (55 (°-°)
ay Gkl (1-9)
y slilsll ¢ 5 (V-9)
qy Janll ol aall Jla ) JSLke (A-0)
q¢ ezl 22c (3-9)
q0 el da ) dega () +-9)
0 sl 48l | (V)-0)
41 eandll all o sluY Al alasinl | (VY-0)
v Clagaall 33l ) G adl 535 (VY-0)
A ad) Q) aled A sall 3ans | () £20)
A bl ol dusdl gl | (Ve-0)
44 el dla ) i s daaly Al plaial | (1120)
Yoo el Al il Bl | (VV-0)
Yoo Gl ddee Calaal | (YA-0)
Yo el dla ) BeliS 5 a5l g 3 Jlallsdle] | (19-0)
YooY el Jay a3 | (Y020)
VoY el Ja daalad) B (Y)Y -0)




J2a ¥ usas

-4adal) af o —al pd) Jsd
YA Leliall 5 48] alull Sl ) 5ill (3 )5k O-Y)
R o gll ¢ il (Y-))
Yy Laugagagarc (Y-))
YY L gll alasiul Al (£-Y)
Y¢ bl e a5l e QIS (e-)
Yo G ) Adait bl =)
¢y Gaxiall ol jualic (-Y)
A4 Lgall aaine ()-°)
. Al Ja sall (Y-°)
. siada ) elia ) (Y-°)
1) 4&.&\)&3\ &L\)}ﬂ\ (2_0)
Y s 3al) B daiall il (55 (°-°)
ay Gkl (1-9)
y slilsll ¢ 5 (V-9)
t Janll ol Jla ) JSLe (A-0)
q¢ ezl 22c (3-9)
40 el da ) dega () +-9)
a1 sl 48l | (V)-0)
v eandll all o sluY Al alasial | (VY-0)
v Clagaall 33l ) G adl 535 (VY-0)
A ad) Q) aled A sall 3ans | () £20)
44 bl ol dusdiglal | (Ve-0)
44 el dla ) i s daaly Al plaial | (1120)

Yoo el Al il Bl | (VV-0)
R Gl ddee Calaal | (YA-0)
YooY el Jla 5 3eliS 5 oy 5ill bl 8 Shaillsale) | (V4-0)
YooY el Ja a3 | (Y0-0)
VoY el Ja daalad) B (Y)Y -0)







