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dledh Hde Udeq

Word limit 200-250 words approx.

Mention importance of sales role and active listening.
fasn qfiret vd afhg g & IUAIATAr & AHsIsy |

Write a report on data management, forecasting and analysis.
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Make a plan of customer service representative.

UTed a1 Ui~y &1 Jo=1 99180 |

Determine training technique for different sales team.
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Develop CRM strategy.

CRM YorHIfd famfRid & |

Explain identification and Implementation of best practices for CRM.
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Evaluate competitor customer services
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