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1. 99«7 HW

Ife 3T Ted & 8T H Theldl dgd & of Je9 Ugel 39 3T F IJg 6 d1Ie el
giar:

1. §iAATET ol TR oEIAR A 31| fohdll e T WG Sl YT 3T FAATer
Al o W@ I g %I For Example: F‘Zﬂéﬂ & a7 H player Daily Practice #d g,
dR-IX d & 3N HMAR A T g1 A Al & I 3eTar &1 giagmar
AT $r Practice 9T T %’I Uch ghcschﬂ pIayerEiET deh BIocking@f Practice eh{dTl %l
W@I’ﬁwiﬁagl ST W AGRA gIeT dleh & Sl player 3TeT HI IS
TS Y Heve &

2.3 Fr ufdeeydr| g aet & 3R R[eant § vk @E sdar @ar § &
T faeldr Sfid & fow gfaeey ®dm &1 3T e & I§ arer o R & 3T qf
IR T AT S-S o9 &ar| 39 % 3R {F J5 arger w7 o ey of grer
H 39 ST & |
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4.Teh HYUT GItheleTel &eT| 3Teh hIH-ahTol, T A2A-NT HR 3T cAfdcdca & Teh
AqUT GIthereTel &l STcth AT AMRTU| Teh shed YIheAeTel 3R Teh Tereh HIthRlelel
ﬁagaqﬁsa‘m%l TUeh Uokehl YItheleTol 3TcH-TaRard & ofdTols Igdl %ﬁ?aga‘g'a

Iof BT &

5.2gaTeUd T Successful 3T Unsuccessful NPT & Teh &7 Heh Ig giar § & SEr
Ueh Successful STTeFd gL I &I STATEAT &1 H Hldl % a%‘r Ush Unsuccessful SaTed
T Sl 3Ed-SI¥d @l gl §AR 98 AT AT 181 g, g7 SIhelelel &l
JHAI-WAT & NI & PIS FH WcH HET 8idT ol AT [Seg Therar 1 3med
STelell 8, 96 A8 Ugel SIIeUd gl dI 3G SToid o

6.0 AR W gA o @ § 38 W TuR axa g1 3R 338 JTaR & MR W)
3YsT FHEH FeId &1 TBIdT Joal I AT § S ¥t AR @ &1 398 A ygare
dd 8 3R 38 IR T8 Sel S| IR W- QU BrIarl 38 & A1 qehdd |

2.GG H 99 HE

Wsalesmanﬁ%ﬁ%ﬂwaﬁalﬁﬁ'w?ﬁﬂm:mﬁiﬁiﬁ'!gﬂ'ﬁ'%,ﬂ'ﬁ?
3T F| fAAT FT & AW, Gg FT FIW Hgeaqor FASar g1 AR 3 A F Ay
mgﬁ-mm%,mwmuﬁmgmﬁ%l Ig dTd &Y salesman &Y
e A @t afRel st a1 F gwaar 1 T BT

Sol dTdl 9 &1 ¢

o GINI Sl FHST I HIfALT H|

o UG W T ohall dr fT ge & Srer gl g
"H, A, A, S el HN AT use o H|

"37TY, 37T9ehT, 3T9H," ST AT T SATGT use P |
AT & 0 AYT W a1d &Y, TSGH 3R Interest 8T




o FHITAY FY T AT 398 IR H FdIU| 39 life T related question c,r\aw

3. g FI AFcdqol ATHH T

Uéh salesmandh TolT a8 d6Y 3T customer &I BIdT %I TUch HWhol salesman dg
W%%Wﬁﬂﬁqﬁwww&Positivefeedbacka?f gl g A9h
IR H 3R 39* Wgae F I H Positive TT §aT o &1 var f@% safaw gar g
F foh HAR &I g eATFd Te Hl HecdqoT FHSIAT &
Customeraﬁﬂﬁqﬁwwﬁf#ﬁv ST 4 steps ol follow Y|

- @A @ 37 AT H HEad H

- el @ eATeTqds ol

- Sd1E ¢ ¥ Ugel UIST T |

- 9Iddd & NI §HRM A artel eafed &T a1d #|

4. GEHAT Bl & Fell

Wﬁéﬂﬁaﬁwmﬁ?ﬁ'@?ﬂ,a@fﬂmaﬁreIationaﬂTmﬂT%,a%aW
&I H 9T AT 8 W@ T §1 3T &hell & Ged o ToIT 3 4 Methods &l follow
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Customer & AT HgAd K|

Ig Gor g T 3T 38 FEAT B
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5. Best Behaviour & GaRT ¥q I 99

SideT & 8¢ &9 H IfFd ol behavior g A {@dT gl offehed 31FAX salesman
SH Uge[ W &R Agl &l IR FHAT Aol 3o¢ AT ISl &1 ITg AT o &
%customerﬁmﬁm?}@ﬁ%lMWﬁﬁmGﬁmﬁm
T & FIR ORI & FoR H FAT ¢, 50 W TOR H& 98 T8 &1 &1 Best
behavior & ToIT o1 steps &l follow &Y -

1. AfAa 3k aRaet &I

AT behavior AT TAAT o dITSel BT § IR 9T Ilad T IRAT Fr Ear
gl 3T S dgd & 3R S Ad §, 3TH TIdT Self respect STelehedl AMBT| el &
&F H Fgl ST & o S g gl A e Y 947 81 &, ol Al o FGe l Teh HAAT
SHIA Sl THE FEIT | SHHI Adeld Ig g foh 3T H GHS 3T ST, dich SHhT
e Aded I8 % fF 39 F Self-confidence 31T Self respect AT Q?I

2. G F| g AT & A e & aear, adt g A F | S gy
AT 1 IR T §1 Ao & &1 H 319 FCH I U6 oo A 3R Fehol |
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T @l & 3R el & g @ HIfAer e g

3. 3cIfed | Sliaed & 8T &7 H, 3cqIfgd 9T @ & Hblel ST TBoT gld
g1 agl olleT S1eT 9 A § AR SIET GAST 8 81 TSleTeh arg 3cdTe i ey
g, 3¢ [aNIer gl T W «Tgi| 3cdrg Ueh Ul A1 g, [9d 319919 & ¢aRT 39t
IR =T ST TeheT g
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5. STl S36ir of [c@U| e 93 dic & Ugd, 3IFEX U salesman HsIge 3T ST
HEYH T g1 AT BT Natural §1 HIX Irelcl 3HA o9 g1 STl §, ST 98 391
ST SRR X ST &1 399 38 a7 gV §ART siell 3R GeRIge c@HT Aren
% 3eY Heg 3cUow gial ¢ 3R a8 Nor P T HIRNT A &1 389 Hiear gaAr
g1 ¥ ST Gohdl gl T salesmandh TIT dgdd J@r &laT ¢ o 98 &1 &l & 379ar
U 3R getge & gar o e HI F1fRY T 8

6. fTpdl & IRk H O Ad $el Th Tho salesman HHT 39 competitor AT 345
Yisee H S TG ATl T& Hel JolollcAs HoR GG HT gamd W, e
competitora'T gigae i ngé T gIdr gl I & &aF &, 9ol [FTAYAr3T sl adleTm
T &, AT el B S FAT T AT B

7. YIdIE $gadl Q| 7 I IRd & T AR &H & 3R gART y=Ar $ir 0|
EAR fAIT IS 3MHR Yehe T & o & 3TT0T AGHH N &1 FAIN Tgd  salesman
S 91d H GASIY & g1 98 YT A e od § 3N gda §9d &1 0
salesmanal @l 39«7 T S9N I SIS 9T 8. ﬁﬂﬁﬁé oIl Tl dTelT relation
o7 9T &1 '9eIdic dgd AT Sl dTdl &l €T W

- SACRY & WY 'Uegale &g |

- T T F AR Gl F |

- Customer &I dTH @ YIdlc |

- EHAT Customer &I o1TH T YIdlc ¢

- YIdlc, o &l 3T Jol|
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EﬁmmCustomeraﬁimﬁﬁgﬂma?Wﬂﬂﬂﬁ%HTagqaaﬁ
HEcaqUl HEHH Tl 8, AR 38 GiAfhT 9 positive 81 ST 81 ool T 3MTed
STelel & Teh 3R BIeT gidm &; fSidelr Smer 39 goAd 8, 3=l $3mer 39 dgd g
3R 3da & IHASIER 8ld Id &1 &F TaH SgaX Al §elal I Jegar gidr g1 39
holl I &l & folT 87 5 steps T follow Y

- GFT HT Wb GG ol

- gl HT WP FheT 3N &I § g

- Meaningful question Y|

- Cehel 3R TA9T FEofel T ITeIdT o i

- ST & RIS ‘39 3 'Y S Al A T H, o fh H I AW

T AT T g "R FT R F IR A
fadhr T

1. foshr T & |

fonell oY o T B3I 3l & Hecaqul ¢ TSIl &I IHPT 3| 3R YB3
WHQ?HTHHM@HTW%Iﬁﬁ@?ﬁ&]’lﬁ?ﬁ'@éﬁBstepsaﬁ
follow &Y



1. YE3TCA &0 & g Hig T @ I g STl gl

R[e3T positive Bl & dF 10 & & 9 d result positive 81 &1 Torar off aifear &r
YBIHT Teh HERA & Y Y| deol H 3M9ep! 8 F&ple [Aeldl AR e3nd s
BaM| ST B3N Toll H &) §HeT HT IMel-YeTl gl AT 3Tk §Ie HS 3BT Fe;
$IS Compliment IT TS &, 5T AT H IR Ao ’czlfl?ﬁl I W, A 3R
HEDle Sical df deel H Ao 3R FqEhE Ao

2. T @I, d Customer & T Toh salesman A%, Ueh lgehR o &9 H YT 31T

Eﬁmcustomerﬁmwmgﬁmmﬂﬂﬁﬂﬂwm%
3R da FI Teh YhR o TdlghR & T H @ gl dgl Teh VAT salesman ST ga
ﬁ?HBT:-rWsalesmanW%,Wﬂﬁ,mﬁmﬁﬁmm,m
gisee Sdel W €T IWAT g1 SH o1d & 39 Example § HHSIA g

- "gH W I g 1" SHPT S8 TE Pe "8 money investment TellghR & 1" "§H
money investment a9 1"

- "H insurance policy ST Ez" SHPT S8 TE Pg "H insurance JalgpR 3R
faerwar g1

- "H FowA §' FHH S9E Tg HF "H AT T g1

sH YUhY % Gl & useQ}l,Fﬂ?ﬁ gl ?jlgw_a’ o positive 3THY gsd %

dg $O Heol g Sld g
- 39! FITET TFATT fAerar &l
- 3t foremar 3R ¥R Sedr B
- feshT &1 |1 ST §

3. f§hr &r iferer @ Cl%@f customer T Requirements@f STTeThY of | 39 Sl &hr
help dd d<h o_-lﬁ ${ ohd, I doh Jg A gl ST Toh 3AchT Requirements T %’I




éﬂﬁl’U customer &l Requirements bl YdTl CEIG Q}I,%ﬁ H gholdr Aoldr %\’I customer
$I' Requirements STeTal & TIT ST steps &l follow X

- Customer I grATTSR-3de Rafa fr ey o
- Customer ITE businessman g dl 38 Tich HT SATTHRRT of |
- Customer &I €Tl & CW-FoAd 3T Requirement T AT ST |

- Customer ¥ meaningful question ‘:lﬁ,?h# - "}T9hRT Problem &gl Aol 3Tdrl g7.. g
AT & SHAT Solution AT ?"

2. Uod Yool Fq T

BTWsaIesman@I’Zl'@'WQTWW%E@W@WWWQHW
AW Ig AT 39T 9H T Fall 5, o T G T salesman BT AT & FohdT|
SH hell I WA & [T ST 7 steps Pl follow Y :

1. Customer &I TR & HTHA T U |

AT of T 39T Pocket # Teh UTAdT %,%@r 39 ST d8d gl 39 customer &
Fed o, "A 99 U U8 gl & 39 39 ST I8d] E:'\:I" oIfeheT 37TST salesman
sy situation H customer T RB @A §U o9 # ¥ dR¥er Ay, customer T
ToRI & FH IWIM 3R Hgam, "Ig AT H 39l SIAT ARl g?:l alsll situation
ﬁﬁ%%’ﬁ?aﬁqﬁmcustomerﬁﬁﬂﬁmﬁaﬁ,aﬁmwm
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2. BIIET 99, o7 fo Yigere AT AaT

sﬂgﬁ'ﬂTEFTR Business,ﬂﬁé‘ﬂﬂé?ﬁmﬁ?fﬁ?m%’l oifohed FITETAR salesman
gH d1d & Ag] HASA| 98 397 Gisde AT Jar I O W & & & T 6
customer o BIIC G 3T I afvr;ra’{rl 39T Yisee AT idT 181, dfeah customer
I BIIST customer T ST T T H|

3. f9hr &1 ufehar & customer T AFRAS 3T NS T T AT ¢

3ISCH customer & EIAT H UAT &| 38 FAgHH A &, 3T Y oo &, 30 gT H
ATH W &1 customer H question Clﬁ,:ﬁlﬁ opinion STTeTel I IFAT HY| VAT Hlal
d 31T customer I AARAS AR AR &7 & foshr H gfepar #7 enfder T o £
foshr &r RT&3ATA T oI 3d doh customerq‘\fr RE 39 91 enfA g

4. Taearw feeme & fow e get fr e y&gd |

AT of T 3T fRAT customer & insurance policya?»IFIT Algd 6, 00 H 379 fRdT 3
customer &I TA BRIC & I H §did %I ar S Uch &3l é’f positive YHATT YsdT
gl éﬁ,&ﬁﬂ?ﬁ%ﬂ@ﬁmuﬁrqﬁzﬁﬁ%l dg 39a Future ohl ol ShIWhI
Afaea g =T gl WWWH’I@T customer I Teh YR &I 4T Herar
gl

5. Ueh GiseFe &l g@X & Jolell o
Eh_é' salesman Uch T Elg?f IR Yisae T customer & i S %,3-ﬁT T Yisac

3l Z‘@i’ & gy Comparisonah_{?f g‘(’ customer &I Confusion & 3Tl &d %I dg Jdg
Decision &1 aTal &Y 9rar for a1 @{ie 3R &7 gl




6. 39T I 3Ih &1 F HHST

Elg'alffsalesmanga?ﬁ' STear-sTeal 3 ST 3Tqse & H dleld g o customer 3sTehl
STl I Sk &I T THST &I Ael IIdT| STk Tl Tdshl T oTaf Iidl| Ueh aR H &
AT $S AT ol T FIRAA 7 R TR-I § TH-UF AT FASANV| Fed & &1
ﬁaﬁwm%\?ﬁcustomerﬁﬂﬁ@ﬁﬁ?@@ﬁ@mmﬁﬁ
Thel BIcT &

7. UG I CEYaS ol 3R Gl

3M9epl §X aR FoheldT [ afe 3oely 3@ 3R & ol | 39 Q@ e
customerﬁé’@ﬁﬁ?ﬂﬂﬁﬁmﬂﬁlWWﬁﬁmﬁmﬂﬁ,a@%
3T Teh oY gfafeRar foshr & foT AR T@dr 81 39 aeiy o9 9Teel, Sie 319 317d-
FleT AR TCHANT Tol T@HT TleheratT T

3. amafol ¥ F/ W

3T ar AT @ §H Ig UdT IodT & & customers AT H FIT I @T gl T§
mmﬁwmmglmcustomerﬁmi‘gm%ﬁqﬁmﬁ
el g1 Hehdd &1 fehed HTITIAT §T A HAT ST Sl &1 €A W

- Wwwﬁwwaﬁl

- 3dotelr 3R gsEe A gy W

- Customerdh I §gH o HY|

- 9 & 9y FwH |



3Mafd §T FIA & 3 Techniques:
1.'gT, oIfhat...’Technique

sH Technique & 3T 9gel dl customer o TTY AT T¢@Id g, difeh 3TRT Taar
Sid Heh 3R Y 37960T a1 91H {@d gl For Example:

"ITT 8 Fgd g, olfched 30 &1 WX Y 3719...!"
"3 m?IT-ITE;\BﬂTr AT SITE 8 &, offchel 3MToT-hel T FS el AT gl H

2. 'F4Y' Technique

SH Technique & 31T customer T 3TIRT & Hel RO I THST I HIfAA A g

For Example:

Customer : "ﬂ? Tel oRTAT SHY o1 Jo19iT|"

saIesman:"ﬁW?lTEEl mwmwm%%mw’rﬂww
T gl"

Customer : "TUSell ¥R &I gART AT EAGHEGIS

salesman : "7 39 ddT ohd %" ETI@ T b gé?“

3. "3T9 H 3 AT Technique

SH Technique § 3T IR &I Jolchy, 3UT W YT Y% WST A ol T Teh
WW%‘,WWWSﬂ%I For Example:

Customer : "HeI I J&T ol &H @IT el dal Jhd "
Salesman : "@T S dHT Ar AT T g TAehel TTar|”



- Customer : "HIfAIH g STl gl & 81 I gahdarl"
- Salesman : "3TTaT 39 Rif&T ﬂ%ﬁ,aﬁﬁmmg@ﬁ@m gH Hfasy
& I H T arfgul”

4. foshr qft F& =

Tod FT process I TIH aqgaq;u‘r feear g o WW@HTI gH I9 results & ToIT
FTH Fd %,qofr gﬁ?’-ﬁ T Business results 9 TeanT E‘.' IR Tog gﬁ'ﬂT AT results
R fehr g% &1 Rl T @Y & SIR-STsReEl & 6T o7 Hehl; 39 Skills & & o
qdohd gl %ﬁq‘\ﬂ?ﬂﬁ@f 5 Techniques :

1. I customer HeT FcIT @I 67,3@ CIGERA

dog H agﬁm &l dST Hgcd %I dg SW-UEF &9T, SId customer confusion & @FIT %’,
Decision oleT & ToIT M-Iy Y gl ?IFIT %,3?& &l & TPl salesman 38 THA
ol WA &1 IS AT afAfhe a1 R{AAY Jar & FT H AT Sh, 39S Haor &
IS & H A o g

2. Customerdh HTHA HRAT Teh T SIET dhed IW|

S salesman f@% Teh fdaed olal customer & TTHA dod %,3F%' g1 ar o e H;
ﬁé Interest gl BIAT IT Y 39H ‘_f|;_‘5 SITET &1 Self-confidence BT %’I Glaar &l
situation ¥ed & folT @adATH %’I 3T customer &I fA%H T g drer ﬂﬂ?f Y HoleX
Tel Y Thd | e W, customer JaAIR T &1 I8 39T S¢a gidT &, 3TTah Yisae
q JeH BIdT &1 customerg I 39 § 3R 3M9eT disse gl

3. g questionqt\@-' STt answer A% 8T 819 ¢l

AT 1T 39N family T FRA SWAT A6 §? FAT AT HA A H dgal el A6
8?2 T 3T 39l §oTd I IRI&TT AT T 82 FAT 3T 9§k TARLT g &2




Sol questions$ answer '6T'$ &ar @3‘ 3R o_-l'(?f ET Hehol | Sol questions?r customer
$r #7I:.Fufa FhRIcAR ET Srar %’,W IR customer hRIcHs AT:EAfa & 31T Iram
dl @8 3M9eh 9eT # 3T il g1 3898 fashr gt ater # 3mam gl &

4. AART Tl TR customer TSN %"I

old 39 g Hlelh{ Told % fF customer Uigae @llear & TS %’,FIT T 399 qg
T8l YOd o ag Wisee @G Gl & AT o181, Sfosh $Hh &G I situation & TR
p= questionah_{?f gl Sia- WWW@@W?'"MW@WWW
gr her @f?"SQT RE & questionsﬁ VAT oeTdr %’ f dler gaa ar T E"I customer
1 #T-TEAfT o Fo N 1 o I &1 98 A FT § Hisde @lea & fav
R Blel ST &

5. f9shT gl & Heohd W ok W |

ﬁéﬁ%ﬁqﬁﬁﬁmaﬁgﬁsﬂmwmé’rmmmﬁl positive
Tohd AT 9T, T AT salesman d¥ed Ygel L g’(r,ﬁﬁ q‘\ff & ST &1 I8 time
waste gl PIdT| T W STUCcl AR gfaAT o dr %’I Negativelﬁw_cf Ao W
F—BFT situation 3T &Ieh &l T ITAA Y| FHAT, customer T AT Tl ohd W TT
TR |




