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A B S T R A C T 

This research studied the effect of prices, sizes and auto salespeople behaviour towards the 

sale of Perodua. Both primary and secondary have been used in this study. Primary data was 

obtained from the responses from 200 questionnaires while secondary data gathered were the 

prices and sizes of Perodua current model,Viva, Myvi and Alza. This research also used 

Perodua sales figures of 5 years. The findings suggest that prices, sizes and auto salespeople 

behaviour do have significant effect on the sales of Perodua.Also, price is identified as the 

best and salient predictor of the sale of Perodua's products. These factors are found to be 

significant in Perodua's sales. 
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