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CUSTOMER RELATIONSHIP MANAGEMENT 

xzkgd laca/k izca/ku 
 

Word limit 200-250 words approx. 

 
Q.1. Mention importance of sales role and active listening. 

fcØh Hkwfedk ,oa lfØ; lquus dh mi;ksfxrk dks le>kb,A 
 

Q.2. Write a report on data management, forecasting and analysis. 

 MsVk dks izcaf/kr djus iwokZuqeku vkSj fo'ys"k.k ij fjiksVZ fyf[k,A 
 

Q.3. Make a plan of customer service representative.  

 xzkgd lsok izfrfuf/k;ksa dh ;kstuk cukb,A 
 

Q.4. Determine training technique for different sales team. 

 fofHkUu fcØh Vhe ds fy, izf'k{k.k rduhd fu/kkZfjr djsaA 
 

Q.5. Develop CRM strategy. 

 CRM j.kuhfr fodflr djsaA 
 

Q.6. Explain identification and Implementation of best practices for CRM. 

foLrkj esa CRM ds fy, loksZre izFkkvksa dh igpku vkSj dk;kZUo;u dks fyf[k,A 
 

Q.7. Evaluate competitor customer services 

izfrLi/khZ xzkgd lsok dk ewY;kadu djsaA 
 


