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uestions i includi jon N
q :  all, including Question No. I which is compulsory and
question from each Unit

NOTE: Attempt five
selecting one

X=X=X

I Attempt any four of the following:-

a) What is client confidentiality?

b) Define sales targets.

¢) Explain potential and existing clients.

d) Define sales records.
¢) Difference between features and benefits.

f) Describe the procedure for developing business relationships with clients.
(4x4)

UNIT -1
1. Describe the ways to achieve sales targets. (16)

1.  How do the company's policies and procedures help in developing business

relationship with clients? (16)
UNIT - 11
IV Describe the business relationship to be maintained with clients by the manager. (16)

VvV When and how does the departmental manager reports his progress to his manager?
A (16)

VI.  How will the manager have a comp - his competitors'?  (16)

impression of the

VII.  Discuss the approaches



VIII.

IX.

Sub. Code:-

(2)

UNIT -1V

Explain the data protection laws and company policies to protect the confidentiality

(16)

aspect of the client.
What important information is required to be exchanged by the manager with

(16)

potential clients?
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