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Outcomes of Salesmanship in B.A & B.Sc. I Semesters 

 

1. This Objective of this course is to develop an understanding of the 

dynamics of salesmanship and selling.  

2. The course would develop employability and vocational skills of 

students. 

3. Salesmanship enables a clear-cut objective across all kinds of 

organizations, big or small — it helps your sales team learn new skills, 

sharpen existing skills, and develop execution strategies that help you win 

business.  

4. The training help you determine the outcomes you need to deliver, and 

proper training cuts the risk of becoming too vague, unfocused, and 

irrelevant in contributing toward high-priority business needs.  

5. It shall focus on systems used in the selling process. 



 

 

 

 

 

 


