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NOTE: Attempt five questions in oll, including Question No. I which is compulsory and
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selecting one question from each Unit.

X-xX-X
Write shot notes on any four from the following:-
a) What 1s a Target market?
b) What does a company promote?
¢) Who are Loyal customers?
d) Can positive impression of company create potential clients?

¢) What communication skills are needed to talk to potential customers?

f) What is Client confidentiality? (4x4)
UNIT -1
What is meant by Sales targets? How can they be achieved? (16)
Write a note on Company policies and procedures needed to build relationships with
clients. (16)
UNIT - 11
What is the difference between features and benefits? (16)

What are the ways in which progress can be measured? Can these ways be used to

decide if change 1n one's approach 1s needed? Comment. (16)
UNIT - 111

How can information about competitor's services be collected? Explain. (16)

How can rapport be build quickly with prospective clients? (16)
UNIT -1V

Comment whether recording information about potential clients be done or not? How
can it be used? (16)
Explain the relevant aspects of data protection laws with respect to client
confidentiality. (16)
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