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ABSTRACT
Using a novel approach with video-recordings of sales interactions, this study focuses on a dynamic analysis of salesperson effectiveness in handling customer queries. We conceptualize salesperson behaviors, namely, resolving, relating, and emoting, as separate elements of customer query handling and empirically identify the distinct verbal and nonverbal cues that salespeople use to display these behaviors during sales interactions. We draw from compensation effects in social cognition theory to propose that customers’ perceptions of a salesperson’s effectiveness are prone to trade-offs between competence (resolving behaviors) and warmth (relating and emoting behaviors). Results, robust to endogeneity corrections, support the proposed tradeoffs such that the effectiveness of salesperson’s resolving behavior is significantly curtailed, even neutralized, by the salesperson’s relating and emoting behaviors. We situate these counterintuitive results within the extant theory and research on sales interactions, and outline implications for practice.



        	             
                          CHAPTER 2
2. SYSTEM ANALYSIS
2.1 EXISTING SYSTEM

· The query understanding of conversational search in E-commerce is of great difference with the natural language understanding in task-oriented dialog system. 
· If slot filling is applied, large amount of semantic slots should be defined to cover all product properties, e.g. brand, color, size, style, skirt length and so on, and it is an expensive manual work.
· In task-oriented dialog systems, natural language understanding mainly composes of two components: slot filling and dialog state tracking. 
· It is noteworthy that queries in E-commerce search commonly only contain several unordered keywords that describe some key properties of user’s needed products so as the internal query. 
2.1.1 DRAWBACKS OF EXISTING SYSTEM  : 
· Customers seek both specificity and clarity from the salesperson’s response: specificity to process the potentially unique question the customer has, and clarity to provide a response that helps resolve or reframe the underlying issues.
· However, some studies also report opposite, less functional effects of relating behaviors, especially in non-routine or problem-related contexts.
· Customer queries are deliberate attempts on the part of the customer to control and direct the sales communications toward issues and concerns that address their decision uncertainty. 
· At the start of a sales interaction, the customer likely has limited knowledge and thus issues basic and general queries. 
2.2. PROPOSED SYSTEM 
· We also propose a self attention based neural network to handle the task in a machine comprehension perspective.
· To handle this task, we involve a machine comprehension perspective, and propose a neural network based query tracking model. 
· In query tracking, we propose to leverage self attention based encoder as a more suitable substitute.
· In our model, we update the internal query without the help of slot, and turn the problem to a word-level binary classification.
· We propose a novel neural network model based on machine comprehension perspective.


2.2.1. ADVANTAGES OF PROPOSED SYSTEM
· Prior studies tend to use dependent variables that reflect desired sales outcomes including customer satisfaction and sales performance. 
· Adaptive confidence acts as an antecedent of adaptive behaviors, which affect the salesperson’s outcome performance.
· There is a positive relationship among listening behavior and adaptive selling, sales performance, and job satisfaction.
· This evidence confirms that customers continuously monitor salespeople’s efficacy in handling their queries and weigh resolving behaviors more heavily at later stages (when the queries are more significant and specific) compared with earlier stages (when queries are basic and broad). 
Literature Survey:
	             TITLE
	            AUTHORS
	     DESCRIPTION

	Thin slices of expressive behavior as predictors of interpersonal consequences: A meta-analysis
	Ambady, N., & Rosenthal, R. (1992). 
	A meta-analysis was conducted on the accuracy of predictions of various objective outcomes in the areas of social and clinical psychology from short observations of expressive behavior.

	The impact of salesperson credibility-building statements on later stages of the sales encounter
	Arndt, A., Evans, K., Landry, T. D., Mady, S., & Pongpatipat, C. (2014). 
	Empirical results show that customers are more likely to react positively to credibility-building statements that match their buying style expectations.



2.3 FEASIBILITY STUDY
The feasibility Analysis is an analytical program through project manager determines the project success ratio and through feasibility study project manager able to see either project. The key considerations involved in the feasibility analysis are:
· Economic Feasibility
· Technical Feasibility
· Operational Feasibility
· Environmental Feasibility
2.3.1 ECONOMICAL FEASIBILITY
Hence this project is economically feasible there is no need to involve any cost for this project. 
2.3.2 TECHNICAL FEASIBILITY
Software Technologies used are PHP and MySql. In the educational institutions, it is possible to update the system in future. No special hardware is required for the purpose of using this system. Hence it is declared that this project is technically feasible.

2.3.3 OPERATIONAL FEASIBILITY
As the admin work mainly to maintain the Patient and Doctor .Doctor will predict patient cancer disease. Hence it is easy to operate with training. Therefore it is operationally feasible for implementation.
2.3.4 ENVIRONMENTAL FEASIBILITY
This project environment is correct as a admin has developed this system and no expenditure is involved under any head and this process is part of admin document management, this project environment is accessible.   
2.4 SYSTEM REQUIREMENTS
· System	:  Pentium IV 2.4 GHz.
· Hard Disk	: 40 GB.
· Monitor	: 15 inch VGA Color.
· Mouse	: Logitech Mouse.
· Ram		: 512 MB
· Keyboard	: Standard Keyboard

2.4.1 HARDWARE REQUIREMENTS
             The Hardware of the computer consists of physical component such as Input Devices, Storage Devices, Processing & Control units and Output Devices.  Computer includes external storage unit to store data in programs.
           The Hardware Configuration involved in this project
· System	:  Pentium IV 2.4 GHz.
· Hard Disk	: 40 GB.
· Monitor	: 15 inch VGA Color.
· Mouse 		: Logitech Mouse.
· Ram		: 512 MB
· Keyboard	: Standard Keyboard

2.4.2 SOFTWARE REQUIREMENTS 
 	Software is a group of programs that computers need to do a particular task.  It is an essential requirement of Computer System. The Software used to develop the project is
· Operating System	: Windows XP.
· Platform		: DOT NET TECHNOLOGY
· Front End		: ASP.Net 3.5
· Back End		: SQL SERVER 2005






                 
CHAPTER 3
TESTING AND IMPLEMENTATION

3.1 TESTING
 Implementation is the stage of the project when the theoretical design is turned into a working system. This is the final and important phase in the system life cycle It is actually the process of converting the new system into a operational one.

 3.1.1Unit Testing
	Unit testing comprises the set of tests performed by an individual programmer prior to integration of the unit into a larger system. The module interface is tested to ensure that information properly flows into and out of the program unit. The local data structure is examined to ensure that data stored temporarily maintains its integrity during all steps in an algorithm’s execution. Boundary conditions are tested to ensure that the module operates properly at boundaries established to limit or restrict processing. All independent paths through the control structure are tested. All error-handling paths are tested.

3.1.2 Block Box Testing
Black-box testing is a method of software testing that examines the functionality of an application without peering into its internal structures or workings. This method of test can be applied virtually to every level of software testing: unit, integration, system and acceptance. It is sometimes referred to as specification-based testing.




3.2 SYSTEM IMPLEMENTATION
Implementation is the stage of the project when the theoretical design is turned into a working system. This is the final and important phase in the system life cycle It is actually the process of converting the new system into a operational one. 

















                               CHAPTER 4
CONCLUSION:
    In this paper, We define a real-world task of context-aware query tracking for the E-commerce conversational search system, and propose a novel attention based neural network model on machine comprehension perspective. For evaluation, we develop a Chinese E-commerce conversational search dataset for query tracking from online search engine query logs. And experiments suggest that our proposed model outperforms several baseline methods showing the potential of machine comprehension like model for this task and the efficiency of attention based model. 
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