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Abstract

This study was focused on identifying the effective relationship between the personal
selling varieties and the buying behavior varieties of the shoes goods consumer in
Mosul city, that was because the seller is on a direct connection with the consumers
and that his only task is to persuade and induce the consumer to buy that goods, the
researcher did his best to include these tow goals in his current study along with the
varieties (the personal selling and the buying behavior) with a comprehensive frame
in an endeavor to study the very relationship and the effeteness among them, in
general the study tries to answer the following questions:-

1. Is the personal selling (the seller) achieving the wanted effect in the buyer's
behavior?

2. What is the nature of the relationship between the personal selling, seller and
the buying behavior ?

3. Is there any difference in the researched answers about the scope of seller's
effecting on their own buying decisions (their buying behavior)?

To answer these questions, there has been a hypothetical sample which reflects the
nature of the effective relation nature between the personal selling and the shoes
consumers' buying behavior in Mosul city, this very sample produces a group of main
hypotheses which have been chosen using a statistical methods of the data that were
collected by the researched persons questionnaire, the study fruited a group of
conclusions, among them are:-

1. The personal selling is affected by the economic.

2. in the shadow of the technological development of the modern communication
devices, the developed countries organizations are making the selling men
available on the world wide web in order to enabling him of achieving the
direct and active connection with the consumers and also identifying their

needs and the rapid response.

3. The job of selling men has been changed from being a merely depending on
the desire or experience into jobs that need skills, information, training and

education.
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