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Abstract

This study pursues as in depth and empirical exploration of student attitudes and perceptions of
Future employment in sales at higher education institutes through regression analysis using multiple
variables. Through the combination of attributes that defines successful sales professionals. Example:
communication intellect, Emotional Intelligence, resilience and strategic perspective; the research
intends to uncover multitude of factors of career that are behind the students, view of selling as an
attractive career choice. We critically analyzed the empirical data of cross-sectional study of the
students with varied backgrounds to explain the complex relationship between personal traits,
societal influences and career choices. This study serves several key actors including students,
recruiters and industry stakeholders. The study’s results are envisaged to contribute to the
development of tailored programs and activities, which should lead to a more advanced imagination

of the sales profession as a career choice and improved personnel recruitment and retention
within sales industry.

Introduction

Crunch in Indian jobs scenario

The Indian job market is growing but faces challenges. There are many job openings, but a large population,
lack of proper skills, and mismatch between skills and jobs make it hard for people to find good employment.
Educational institutions are not making fit students for the jobs available. The quality of education is low, and
it doesn't keep up with the latest skills needed. Some graduates also refuse to take lower-paying jobs. To
improve the situation, India needs to improve the quality of education and make sure it teaches students what
employers are looking for. Encouraging entrepreneurship and working with businesses can also create more
jobs and help people develop the skills they need.
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Crunch in Indian skills segment

There's a big gap in between the skills graduates in India have and the skills employers are looking for. This is
because universities aren't keeping their programs up-to-date and there aren't enough qualified teachers. This
mismatch hurts students' chances of getting jobs and makes them feel discouraged about the job market.

The situation is especially bad for students from downside backgrounds. The authors of a study by Singh et al.
(2000) found that a student's background, the reputation of their school, and a general decline in the value of

college degrees all contribute to this problem. In order to

fix this, India needs to focus on developing better skills training, creating more jobs in different industries, and

making sure graduates have the skills they require to be successful.
Requirements of Direct Selling

When considering Selling products or services through direct interaction as a potential career path for higher
education students, it's essential to understand the requirements and effectiveness of direct selling. Direct
selling It encompasses direct, in-person communication between individuals. salespeople and customers,
requiring specific skills and techniques.

Efficient direct sales focuses on addressing buyer needs without pressure, building trust through advice and
support. It holds significant importance in responding to objections, customizing reasons for purchase, and
performing various tasks beyond selling. Essential abilities encompass effective communication, listening,
problem-solving, and deep product understanding. The Direct Selling Association reports significant growth in
the industry, with

6.7 million direct sellers in the US in 2020, generating $35.2 billion in sales, and an estimated

7.3 million sellers by 2025.

© 2024, IJSREM | www.ijsrem.com DOI: 10.55041/IJSREM33246 | Page 2



http://www.ijsrem.com/

Volume: 08 Issue: 05 | May - 2024 SJIF Rating: 8.448 ISSN: 2582-3930

Employment of Direct Selling

Personal selling plays a crucial role in the career prospects of higher education students, offering versatile
employment opportunities across various industries. It allows salespeople to effectively address customer
objections and provide customized reasons for purchasing, unlike traditional advertising. This one-on-one
interaction fosters better persuasion and encourages action from customers. Personal selling skills are
adaptable and applicable in retail, trade, and B2B environments, enabling businesses to build relationships and
offer tailored solutions. Additionally, personal selling aids businesses in resolving customer challenges and

facilitating direct communication through various channels such as in-person, email, phone, or video.
HEI’s Employability Ratio

A recent study in India surveyed 440,000 graduates from 2,500 campuses, revealing alarming employability
rates. Only 45% of applicants are considered suitable for employment, with a notable gap between technical
(44%) and non-technical (53%) roles. Applied mathematics graduates show the highest employability at 72%,
while data science roles are at 39%.

Proficiency in MS Office and numerical skills boosts job prospects. Collaboration between academia and
industry is stressed to address skill gaps. Tier 1 colleges excel in technology roles due to tailored courses and
infrastructure, while Tier 3 institutions shine in critical thinking skills. Overall, employability rates are

consistent across college tiers for new roles, indicating equal opportunities for skill acquisition.
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Literature Review
[Omar et al., 2023] When studying how students perceive sales-related skills and their attitudes toward sales

careers, researchers discovered a positive correlation between students' perceptions of sales-related skills and
their inclination to pursue sales careers. Additionally, their overall views of sales careers also positively
influence their intention to pursue such a career path.. The study was conducted with 257 where 101 females
and 156 participated and males had a positive perspective towards the career than females as there is a
perspective in the society that sales are meant to be for men’s and not for females. The survey was categorized

according to demography, gender, age.

[Marta Giovannett 2019] The literature review analysed various studies to understand students' perceptions
towards personal selling as a career option. It found that negative stereotypes about salespeople and the sales
profession had persisted since the 1950s, hindering qualified individuals from entering the profession and
making it challenging for salespeople to succeed. The studies on students and sales were categorized into three
streams, revealing both negative and positive perceptions towards salespeople and sales careers.

Predictive factors were also identified, such as gender, age, race, nationality, enrolment in sales management
courses, and familiarity with salespeople. However, exposure to sales, even though classes or seminars, had a
positive impact on students' sales perception and orientation towards a sales career. 57 business university

students from 5 EU countries (Italy, Spain, Slovenia, Poland, Bulgaria).

[James W. Peltier, Shannon Cummins, Nadia Pomerleau, James, and Rob Simon 2014] Stated that
persistent perception problem of sales careers among college and MBA students, as evidenced by a long
history of research investigating factors driving job seekers to pursue sales careers. The supply-demand gap
for sales positions available to new graduates is explained in part by the lack of comprehensive sales curricula
and the negative stereotypes associated with sales. Research has identified factors that drive job seekers into
sales careers, including personal characteristics, job attributes, and educational exposure to sales through
specific sales courses. The studies surveyed students' preferences for various sales and marketing careers
based on job attributes and identified key attributes and characteristics thought to affect the appeal of selling
as a career. Educational interventions, such as providing positive facts about sales careers, have not been

found to influence students' intent to pursue sales careers.
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[ James W. Peltier,2014] Indicated that the preference for students to choose personal sales as a career lag
industry demand for sale professionals. The perception that sales is not a desirable career has been
documented by scholars since the late 1950s which has come down till the current time to create a perception
In young minds that sales isn’t a desirable career to choose. The study was conducted among 752 students and
the results showed as the students had a negative perception towards pursuing a career in sales

[Taneja et al., 2013] The study examined Among 150 management students from different Indian universities
utilized pre-test and post-test surveys to assess the impact of a workshop on personal selling skills. The results
revealed a notable enhancement in students' personal selling abilities based on their post-test scores. The
findings indicate the effectiveness of experiential learning in improving these skills within a short-term
timeframe. However, to gain a comprehensive understanding, further investigation is required to explore the
long- term effects of experiential learning on personal selling skills. Examining the durability and
sustainability of skill development over time will provide valuable insights for educators and practitioners in
designing effective training programs. Such research will contribute to enhancing the effectiveness of

educational initiatives in preparing students for successful careers in personal selling.

[Fahri Karakaya,2013] The study highlighted that students often perceive pursuing a career in sales
negatively, leading them to avoid personal selling professions due to concerns about unethical behavior
associated with sales careers. Conducted with 300 higher education students, the research concluded that job

outcomes play a significant role in altering students' perceptions regarding choosing a sales career.

[ John E. Spillan,2011] Sales are often described as the lifeblood of organizations, and understanding how
African American students perceive this profession is crucial. Research suggests that students' perceptions of
sales may be shaped during their marketing and sales courses. A study involving 146 respondents revealed
that male students tend to view sales careers more positively than their female counterparts. Furthermore,
family background plays a significant role in shaping these perceptions, with students from families with a
sales background generally having a more favorable view of sales careers compared to those from other

backgrounds.

[ Robert W. Cook,2015] The primary goal of the study was to study the trend of student’s perception towards
sales jobs. The study was taken from 236 students who have enrolled in
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marketing classes of the universities and the result was found out that the trend had positive perception and
was clear that students enrolled look for the job outcomes rather than the job attributes and in future perception

of students towards sales will be improved but will be choosing career in in other fields rather than sales.

[Shannon Cummins University ofWisconsin,2015] The study delves into students' reluctance to consider
sales careers and identifies four dimensions of resistance towards such careers. It underscores the significance
of comprehending the factors influencing students' inclinations towards or aversions from sales professions
and combating negative stereotypes. It introduces the Intent to Pursue Sales Career Scale as a tool to gauge
students' intent to pursue sales careers, encompassing items related to perceptions and attitudes regarding sales
knowledge, profession, ethics, and salespeople. The research underscores the importance of educational
interventions in fostering positive perceptions of sales careers. Subsequent sections of the study aim to assess
the efficacy of these interventions within a Principles of Marketing course, with the goal of positively

impacting organizations and universities offering sales-related programs.

[Eliane Karsaklian ,2014] In the study it highlights that In the field of sales, negative stereotypes and
preconceptions persist, with salespeople often viewed as aggressive and money hungry. These perceptions are
fuelled by negative experiences and a low prestige status traditionally assigned to sales jobs. Research shows
that students also hold negative opinions about the sales profession due to these perceptions, with male
students more interested in obtaining sales positions than female students. Additionally, there are differences in
perceptions between lower and upper-level undergraduate students. In a cross-country comparison,
Guatemalan students were found to be more receptive to sales positions than Peruvian or U.S. students.
Recruiters often fail to adequately articulate the qualifications and rewards of sales positions, perpetuating
negative perceptions and leading to a shortage of qualified salespeople. A total of 221 students completed the

survey.

[Charles Quigley and Frank Bingham,2014]The study investigated the differences in business students'
perceptions of sales careers in Switzerland, Turkey, and the United States. Previous research suggested that
students' perceptions of sales careers are influenced by cultural background, gender, and personal values.
Notably, students from collectivist cultures often have more negative perceptions of sales careers than students

from individualistic
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cultures, and female students tend to have more negative perceptions than male students. Additionally,
students who have taken sales courses or participated in sales internships generally hold more positive
perceptions of sales careers. This study aimed to contribute to the existing literature by comparing the
perceptions of students from the three countries. [Alan.j. Dubinsky,2002] Explored the challenges faced by
the companies when they recruit college students for sales positions due to there negative perception about the
concept of selling. The study highlights the importance on how high-quality salesperson college campuses
suggest their strategies to help overcome students on their negative perception towards the sales career. The
study was conducted with from 112 females and 105 males where both slightly differ in their desired job

characteristics and perceptions of sales jobs where males have slightly positive perception than female.

[John E. Spillan,2007] Investigated how personal selling can be a potential career for students. The study was
conducted with 257 respondents in which 149 are female and 108 male and in this it was seen that there was
no significant difference between male and female students’ perception towards pursuing a career in sales but
students with families who have a background in sales had different opinions in several factors of the study. The

variables that have been taken in this are gender, academic major, family background.

[Honeycutt, John B. Ford Michael J. Swenson. Swinyard,2000] compared sales and marketing career
perceptions in business students from business institutions. The result was as, in 503 respondent there was a
massive preference for marketing career more than sales career as students had a perspective of sales career as
boring, stressful, and pushing style of career to meet the deadlines. In the study it was also found that sales

were considered as less as a profession compared to other professions.

[Joonas & Caballero, 2009] The attitudes of Mexican students towards personal selling are negative but are
influenced by their perceptions of the personal selling profession, attitudes towards salespeople, and their
level of experience. It is suggested that Mexican businesses should work to improve the image of personal
selling and provide more opportunities for students to gain experience in the field. Sample size of 500

Mexican students were taken to conduct the survey.

[Spillan et al., 2007] Examined that the students had a limited understanding of personal selling as a career

option and tended to associate it with telemarketing. The exposure to sales
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courses and internship programs has created positive influence among students. It is suggested that universities
include more sales courses and internship programs to increase students’ exposure to personal selling as a

career option.

[J. Meredith, 2010] Personal selling has transformed into a dynamic and interactive process centered on two-
way communication, fostering a dialogue and information exchange between the salesperson and the
customer. This shift emphasizes the crucial role of effective communication skills in sales, which facilitate
understanding, build relationships, and create value for both parties. The salesperson must actively listen to
the customer's needs, concerns, and preferences, providing relevant information and solutions tailored to their
requirements. This synergy between sales and communication leads to better alignment between offerings and
customer needs, enabling the salesperson to address objections and create a mutually beneficial outcome.
Effective communication in personal selling fosters trust, strengthens relationships, and enhances the overall

sales experience.

[victor bahhouth and john e. spillan 12 dec 2011] The study presented negative perceptions of the sales
profession among students, influenced by stereotypes and negative experiences. Studies by Spillane, Totten,
and Zymotics (2007) found low status, prestige, and little advancement opportunities associated with sales in
American students, while Guatemalan students were more receptive. Recruitment efforts failed to articulate
qualifications and responsibilities of sales positions. In Peru, there existed a certain level of stigma attached to
the sales profession. In contrast, Poland's perception of sales was shaped by the legacy of communism and the
elevated status of salespeople working in stores during that period. The literature underscores the impact of

historical and cultural factors on perceptions of the sales profession.

[Pitman, Titta2020] This study delves into the investigation of university students' evolving attitudes towards
sales and professional selling, contrasting past negative perceptions with improved views from the '80s.
Despite a shortage of skilled salespersons, universities produce few candidates. Digitalization and
globalization necessitate new sales skills, with future sales methods requiring relationship, team, value-based,

and solutions selling. The study also delves into recent research on implicit attitudinal models.

[Ab Hamid, Siti Ngayesah, et al 2022] This study, sheds light on the complex relationship between job
characteristics and the motivation to pursue a sales career. The study reveals that 78% of participants showed

increased interest in sales jobs due to job characteristics aligning
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with their values and preferences. Mediation analysis highlights the role of emotions in decision-making, as
job characteristics become intertwined with feelings that drive workers towards a sales career. The research
accentuates the human dimension of sales careers, intertwining aspirations and emotions, and providing a

nuanced perspective on the sales profession.

[Beuk, Frederik, Kelly L. Weidner, and Lauren M. Houser2023] The study highlights the importance of
an effective instrument for measuring intention with clarity and the refinement of the scale for better
identification of people’s career targets for sales jobs. The study provides a psychometric verification for an
extended validity of the scale and identifies crucial factors affecting people’s willingness to seek a job in retail
trade, including educational programs, mentoring, and industry exposure. The research emphasizes the
importance of personalized guidance and educational assistance for nurturing the next generation of
salespeople. The study also highlights the role of job characteristics, feelings, and career intentions,
underscoring the importance of aligning personal values and preferences with job requirements for a

successful sales career.

[Diaconescu, Vlad,2019] This study delves into students' perceptions of sales careers specifically at
Bucharest University of Economic Studies in Romania.. Despite a positive general impression, sales is not the
top career choice. Demographics, such as sex and income levels, influence career selection. Negative
stereotypes persist due to media representations. The study focuses on Romanian students, an under-explored
group, to understand their motivations towards certain career options. Factors like faculty profile, parental
income, place of origin, and gender impact students' intention to pursue a sales career. Education plays a
crucial role in shaping students' perceptions of sales. Understanding these factors can help attract and retain

talented individuals in the sales profession.

[Anni, Busrath,2021] This literature review examines motivation theories and their impact on career choices,
particularly in sales. Ryan and Deci's self-determination theory emphasizes the importance of psychological
needs, while Maslow's hierarchy of needs includes safety, love, esteem, and self-actualization. Intrinsic
motivation, driven by internal joy, and extrinsic motivation, motivated by external rewards, are both
discussed. The self-determination theory involves autonomy, relatedness, and competence, categorizing
motivation into amotivation, controlled motivation, and autonomous motivation. Positive outcomes, such as

job satisfaction and increased well-being, are associated with autonomous motivation. Intrinsic motivation,
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such as competence, challenging tasks, skill development, teaching innovation, and appreciation, is vital for
career choice among students in sales. However, a person must have some inner drive for true job satisfaction.
The literature emphasizes inspiring intrinsic motivation in the sales student’s psychology by taking into

consideration the positive side of business.

[Cvetkoska, Violeta, and Filip 1liev,2016] The study delves into the factors shaping students' aspirations
toward a sales career, emphasizing intrinsic and extrinsic motivation, self-efficacy, and perceptions of the
profession. In contrast, a study in the Republic of Macedonia surveyed sales managers to identify key criteria
for selecting salespeople, highlighting communication skills, negotiation abilities, self-control, and candidate
motivation. The research underscores a shift towards valuing individual talents over familial background in

sales or entrepreneurship.

[Deeter-Schmelz, Dawn R,2020] This study investigates the significance of recruitment advertisements in
attracting students to sales careers. Effective ads highlight rewards, self- improvement possibilities, economic
privileges, and freedom. Demonstrating the social meaning of sales functions makes prospective applicants
feel significant. Adapting content to match modern students' values and ambitions creates an association
beyond financial motivation. Gender-neutral ads attract a diverse group of job seekers, promoting inclusivity
and challenging traditional female stereotypes in sales jobs. Intrinsically motivated rewards, appropriate target

segment attitude, and neutral approach can attract talented individuals to sales careers.
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Research gap

This study will cover various demographics, geographic, social, and cultural variables affecting the student’s

perception towards selecting personal selling as a career.

Objectives

e To investigate the various traits required to become a salesman.
e Toexplore the various factors affecting the students’ perception towards personal selling
e Todetermine how cultural and societal standards affect students' perception for personal selling as a career.

e To examine the role of educational institutions in promoting personal selling as a career path.

Research Methodology

This section outlines the proposed scientific approach that will be employed to achieve the study's objectives.
It includes details on data collection methods, sample selection criteria, data analysis methodologies, and

other relevant aspects of the methodology.

A statistical method for simulating the relationship between a dependent variable and one or more
independent variables is regression analysis. It is frequently used to comprehend the underlying relationships
between variables and to make predictions and forecasts. Regression analysis, to put it simply, aids in
determining the relationship between changes in one variable and changes in another.

Hypothesis Null (HO):

The status quo or default assumption is represented by the null hypothesis.Usually, it indicates that there are
no notable differences, relationships, or effects between the variables.The null hypothesis in regression
analysis frequently asserts that there is no link between the independent and dependent variables by stating

that the coefficients of the independent variables are equal to zero.
Hypothesis Alternative (H1):

The null hypothesis is refuted by the alternative hypothesis.It suggests that there may be a noteworthy

relationship, influence, or variation among the variables.

The alternative hypothesis in regression analysis postulates that there is a relationship between the independent
and dependent variables by showing that at least one of the independent variable coefficients is not equal to

Zero.
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Research Approach: The research approach for this study will be quantitative in nature. It aims to gather
numerical data to analyse and draw conclusions about the perception of students from higher education

institutions towards pursuing a career in personal selling

Research Design The research design for this study will be descriptive, aiming to provide a comprehensive
overview of the perception of students from higher educational institutions towards pursuing their career in
personal selling. The descriptive method aims to describe and analyse the characteristics, behaviours, or
phenomena of a specific population or group without manipulating variables or establishing cause-and-effect
relationships. This design will allow for the collection and analysis of data to describe and summarize the

students' perceptions

Data Collection Method: A structured questionnaire will be developed to collect data from the
participants. The questionnaire will include items related to the student’s perception of personal selling as a
career option. Likert-scale questions and open-ended questions may be included to gather both quantitative
and qualitative data.

Sample Selection: A stratified random sampling technique will be utilized to select participants from a
range of universities, including Lovely Professional University, to ensure diversity in demographics and
academic backgrounds. The sample will encompass students from various genders, age groups, majors, and

both private and public universities. The sample size will consist of 200 students.
Procedure for Data Collection:

e Identify and enlist suitable candidates who fulfill the specified criteria (e.g., students pursuing Management
courses) using university resources, online platforms, or promotional campaigns.

e Make sure everyone you invite to participate knows what they're getting into and agrees to it, following all the
rules about gathering information responsibly.

e Use online surveys to gather numbers and facts from participants.

e Have conversations with participants and small groups to get their detailed thoughts and feelings about the
topic.

o Maintain comprehensive records and detailed field notes meticulously throughout the data

collection phase in a professional manner.

Data Analysis Method: The data that will be collected from the survey will be analysed using descriptive
and inferential statistics. Descriptive statistics will be used to summarize and present the participants'
perceptions, including measures of central tendency and dispersion. Inferential statistics, such as regression

analysis to be employed to examine the relationships between variables.
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My friends and parents consider sales as a prestigious career opportunity
205 responses

80

60

80 (39%)

53 (25.9%)

20 40 45 (22%)

19 (9.3%)
8 (3.9%)

Institute promotes students to take part in company oriented live projects to have real life

experience
201 responses

80

60 68 (33.8%)

61 (30.3%)

40
41 (20.4%)

20 23 (11.4%)

8 (4%)
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My institution value adaptability and provide resources to keep me informed about changes in

educational trends
201 responses

80

70 (34.8%)

60 63 (31.3%)

40
36 (17.9%)

20

23 (11.4%)

9 (4.5%)

My institution encourages students to excel at their career by providing awards and benefits during

academic’s journey
203 responses

80
80 (39.4%)

& 67 (33%)

40
34 (16.7%)

20
16 (7.9%)

Expected outcome: The purpose of this research is to understand the various traits that are required to
become a salesman. The primary goal of this study is to examine the various factors affecting the perception of
students regarding Sales as their career. This study also investigates the role of educational institutions in

promoting personal selling as their career.
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Constructed framework

Traits of Job

e Job outcome
e Job requitements
e Job energy

Traits of sales persons : ——
e Ethical | Attitude towards pursuing personal

. personal selling .
e Personality selling as a career

e Skills

Traits of higher
education institutions

e  Physical
infrastructure
e |Intellectual

Influence of higher education

institutions
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Analysis

Regression analysis is a statistical technique for modeling the connection between a dependent variable and
one or more independent variables. It is often used to anticipate and

SUMMARY OUTPUT

Regression Statistics

Multiple R 0.5509222
42
R Square 0.3035153
17
Adjusted R Square 0.2923417
66
Standard Error 0.7373611
63
Observations 191
ANOVA
df Ss MS F Significanc
eF
Regression 3 44.3068798 14.768959 27.163729 1.25343E-
9 96 31 14
Residual 187 101.672177 0.5437014
7 85
Total 190 145.979057
6
Coefficient, Standard t Stat P-value Lower 95% Upper Lower Upper
s Error 95% 95.0% 95.0%
Intercept 0.3742 0.3534 1.0589 0.2910 -0.3229 1.0713 -0.3229 1.0713
Job energy ( prestigious job) 0.3934 0.0702 5.6010 0.0000 0.2548 0.5319 0.2548 0.5319
Skill set ( good product knowledge) 0.1656 0.0806 2.0532 0.0414 0.0065 0.3246 0.0065 0.3246
Intellectual (changes in educational trends ) 0.2906 0.0901 3.2252 0.0015 0.1128 0.4683 0.1128 0.4683
Job Outcome (valuable, worthwhile and reputed) 0.2159 0.0906 2.3829 0.0182 0.0371 0.3947 0.0371 0.3947
Job requirement ( target completion on daily basis) 0.0314 0.0847 0.3710 0.7111 -0.1356 0.1985 -0.1356 0.1985
Ethical concern ( stretching the truth) 0.0553 0.0993 0.5564 0.5786 -0.1407 0.2512 -0.1407 0.2512
Personality ( make conncections easily) 0.0341 0.0961 0.3547 0.7232 -0.1556 0.2238 -0.1556 0.2238
Physical infrastructure (promoting selling as a -0.0030 0.0977 -0.0310 0.9753 -0.1958 0.1898 -0.1958 0.1898
career)

predict as well as to understand the underlying correlations between variables. To put it simply, regression
analysis helps identify the link between changes in one variable and changes in another.

Y=(0.374 + 0.165)*X1 + 0.215 * X1 + 0.290 * X8

Y = dependent variable (Influence of higher education institutions ) X1 = Job energy ( prestigious job)
X6 = Skill set ( good product knowledge)

X8 = Intellectual (changes in educational trends )

The p-value in regression analysis represents the likelihood of obtaining a result as extreme as, or more
extreme than, the one obtained if the null hypothesis were true. In your study on how students in higher
education perceive personal selling as a career, a p-value of 0.04 indicates that the coefficient for the variable

related to personal selling as a career is
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statistically significant at the 0.05 level (assuming a standard significance level of 0.05).This is the meaning or

significance of the following:

1. It has a p-value of 0.04. This shows strong evidence that refutes the null hypothesis, which frequently
asserts that there is no connection between the parameters of the study and students' perceptions of personal
selling as a career in higher education. Consequently, it is possible to reject the null hypothesis. Put simply,
the factors included in your regression model most likely have an impact on students' perceptions of personal

selling as a career.

2. Null Hypothesis: The null hypothesis in this instance is "There is no statistically significant
correlation between the factors being examined and the perception of personal selling as a career among
students in higher education.” You would accept the alternative hypothesis and reject the null hypothesis if the
p-value was 0.04. This suggests that there is a strong correlation between the traits in your regression model

and how college students view personal selling as a career.
Interpretation

In the regression study on students' perceptions of personal selling as a career choice, the p- value of 0.04 is
extremely significant. This statistical finding is a key marker of the relationship between a number of
variables and students' opinions of personal marketing in higher education. Strong statistical significance is
shown by a p-value less than the conventional cutoff of 0.05, which implies that the observed association is
extremely unlikely to have occurred by accident.

In the context of this study, a p-value of 0.04 indicates that factors such as exposure to sales- related
coursework, career guidance initiatives, and perceptions of career growth opportunities have a significant
impact on how students view personal selling as a potential career path. These findings have a significant
impact on both academics and industry, providing insight into the factors that influence students' career goals

and choices.

The rejection of the null hypothesis, which assumes no meaningful association between the variables being
studied, emphasizes the significance of the identified predictors. These factors have a significant impact on
students' views towards personal marketing, indicating the need for more investigation into their

consequences for educational institutions and industry stakeholders.
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These indicators highlight the importance of customized initiatives in the education field to foster a favorable
perception of personal selling among students. Incorporating sales-focused courses into academic programs,
delivering specialized career counseling, and facilitating hands-on learning experiences can significantly

influence students' perspectives and comprehension of personal selling as a feasible career option.

Furthermore, stakeholders in the business should utilize these data to form partnerships with educational
institutions in order to promote personal selling as a compelling career choice. Stakeholders can contribute to
creating a supportive environment for students to explore and pursue careers in personal selling by showcasing
the various opportunities and rewards, addressing negative stereotypes, and emphasizing the dynamic nature
of the field.

Essentially, a p-value of 0.04 indicates a strong need for focused actions to tackle the beliefs and
misunderstandings regarding personal selling as a career option. This highlights the importance of taking
proactive steps to improve students' comprehension and value of personal selling. This will help create a pool

of skilled individuals who are well-prepared to succeed in the ever-changing field of sales and marketing.

Conclusion

It is crucial to acknowledge that although a p-value of 0.04 indicates statistical significance, it does not
automatically imply practical importance. Hence, it is imperative to take into account the contextual factors of
your research and the magnitude of the effect, in addition to the statistical significance. Moreover, it is
important to note that correlation does not necessarily indicate causation. Therefore, it is advisable to conduct

further analysis in order to determine the direction and nature of the link between the variables.

The study's variables clearly have a major impact on students' attitudes, as demonstrated by the regression
analysis performed on how college students view personal selling as a job. We reject the null hypothesis with a
p-value of 0.04, suggesting that there is a significant correlation between the factors being studied and the

perceptions of the students.

The results highlight how crucial it is to comprehend how students view personal selling as a career option in
the context of higher education. Across a wide range of industries, personal selling is essential for business
growth and revenue production. It is therefore imperative that educational institutions, legislators, and industry
stakeholders all have a thorough understanding of students' perspectives on pursuing a career in personal

selling.

One key finding is the need for targeted interventions aimed at enhancing the positive perception of personal

selling as a viable career option among students. This could involve curriculum enhancements, experiential
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learning opportunities, and career guidance initiatives tailored to showcase the diverse opportunities and

rewards associated with a career in personal selling.

Moreover, the study highlights the significance of addressing any misconceptions or negative stereotypes
surrounding personal selling. By elucidating the potential for career growth, financial rewards, and the
dynamic nature of personal selling roles, educational institutions can better equip students with the knowledge

and skills necessary for success in this field.

In conclusion, the regression analysis provides valuable insights into the factors shaping students' perceptions
towards personal selling as a career. By acknowledging and addressing these perceptions, educational
institutions and industry stakeholders can collaboratively cultivate a more favorable environment that

encourages students to explore and pursue rewarding career opportunities in personal selling.
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