
CONTENTS 

Chapter Author's Name 

Dayanand.D, |2 
Prof. Gulla Keerthi. | 

1 Poliy Lntrepreneurship and Policy Change 

Small and Medium Enterprises Deeksha K. & Anubha Mondal, 10 
Prof. Nagarathna M | 

Green Economics Dhanush Kumar & Ahalya. V,16 
Prof. Vanitha. T| 

Planning and Budgeting Janani Judiya Y, 23 

Prof. Gulla Keerthi 

Mahesh K 30 
Prof. Sonia Ashok 

Customer Satisfaction 

Pradeep Kumar D 

Vinutha C 
Prof. Ramandeep Kaur 

A Study on Managing Consumer Satistaction 38 

Rahul V. 43 
Sales Concept And Sales Success 

Prof. Gulla Keerth1 

Divishya.C & Lorence Mary. A 48 

Prof Druva Kumar 
Logics of the Market 

Punith. P. Risk Management 
Sharan. 

Prof. Dhanujakshi 

Mr Karthik 70 
Youth Entreprencurship 

The Role and Implications for the lndian Economy 

Ms. Selciya 88 Entrepreneurship as Ethnic Minority 

Liberation 

11 

Prol. Johnson Pereira, 02 
ipeortance Of International Entrepreneurship 

Prol. Lavin A Bhawnani 

A Study ol Social lintreprencurship in India -

pportunities and Challenges 

Dr.R. Sangeetha, | |18 

Dr Umesh.U 

Shreya & Namratha, 127 

Prol Molhana C 
14 Consumer Market In India 



v the cm to retum 

mattet. Sh caumr thes 

SALES CONCEPT AND SALES SUCCESS 

RAHUL 
CONCIUSiON 

Department ol BA 

StFrancis De sales colcge, 

arnataka Bangalore 560100 redin mnd riw gves descriplions Irom previous literatures on Customer 

w related variabls and dimensions. This is very important to ever 

to achive ther targct and make surc the survival n the ndustry I heretore, the 

r u thts mind map lo overcome those 15sues regarding the custom 

t n sey oranration they has different types of need and want, but they expect t 
Departmeit fAdminis 

t Francis De sales college. 

alore 560100 
gh ther goods and services IHence they have the responsibility to identufy the 

**n angaliore s60T00 

is h = t om customet satistaction especially in their organization's products a 

ABSTRACTT . 

In this study ihe Sales concept, the cltect ot Selling and.tocusing an analyzing the sales 
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om the beginning the century avored the vaitics of many bearing and ambguous or 

comcept of sales concepts. Sales suceess- InThis sales concept the moment of our customers 
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