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Electronic books.
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Since time immemorial, the art of salesmanship is being practiced by

one and all be it bonny baby crying for mother’s attention, or a doting

wife seeking gifts from her spouse or a student who tries to be in the



good books of his teacher to earn a higher score. Informally
salesmanship has always been there. Formally, it came to be perfected
after the Industrial Revolution. Slowly, salesmanship inspired other
areas of promotion such as public relations and advertising. The
common element is the communication that is informative, persuasive
and remaining. As personal selling or salesmanship grew



