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4 23BRESE3C Customer Relationship and selling skills for Banking, Financial
Services and Insurance '
Course Outcome:

COl: Comprehend the role and functions of the Banking and Insurance system in India.

CO2: Apply the knowledge about the key banking and insurance regulatory norms and
measures for effective customer service.

CO3: Critically analyse and integrate various financial and fintech products/ services features
with procedures to acquire and retain customers,

CO4: Design selling and crossing plans for Micro Investments, Banking and Insurance
Products, ’ '
COs. Educate the customers on various services and ethically suggest products and services.
Port - A e

: Choose the correct the answer
1. Grooming and etiquettes for a salesperson primarily help to

a. Make a good first impression b. Sell products faster
c. Avoid objections : d. Automate sales
2 After-sales activities in insurance typically include :
a Selling unrelated products b. Providing policy updates and service support.
¢. Ignoring customer queries d. Cold calling new leads -
3 Risk profiling in mutual funds helps to
a. Insurance of human b. Insurance of life of human and Cattle
¢. Insurance of Life of Machines d. All of the above -

4. Educating customers about mutual funds should include
a. Explaining the benefits and risks b. only discussing benefits
¢. Avoiding technical term - d. Promising guaranteed returns
5.IRDA stands for
a. Indian Regulatory Development Authority
b. Insurance Regulatory and Development Authority.
¢. International Regulatory and Development Association
d. Indian Risk and Development Agency

6. TRAI regulates
a. Banking services b. Insurance sector
¢. Telecommunication services d Consumer product safety
PartB -
Answer ALL questions ' Bx6=
7. (a) Explain the sales process starting from planning to execution.
~ (On)

(b) Discuss the importance of grooming and etiquettes for a salesperson during
-client interactions. '
8. (@)Explain the classification of mutual fund,
(Or) '
(b) How can a salesperson use customer profiling to improve mutual fund
sales effectiveness?
9. (a) Describe the functions of the IRDA.
(Or)
(b) Explain the role of the Reserve Bank of India (RBD).
' Part C
Answer ALL questions (3x12=3¢)
10. (a) Discuss the technique and significance of cold calling in lead generation.
(Or)
(b). Explain the importance of accurate documentation in insurance
application processing.
11. (a) Explain the key factors considered for analyzing top mutual funds.
' . (Or) -
(b). Discuss the significance of dividend to investors and its impact on mutual funds,

12. (a) Elucidate on the
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