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IR F&] Icdred ®Ha<l T4 Quality
product/service

o fTATTRERT darr #9<7 T  Readiness for export




o qUIEA HET [IAHBT IcATeAe® a1 Haes HARIST g, Your

liking

o IJUNNT g, a1 H&dl [BITHH! IATGAE® Al JAe&dld
ATATAT T AUh! ATTGE, ?( how do you benefit)

o TUTSel IR IH AN HThl TLIATS qUTed Bidhl FTATI
ﬁ?(liking)

® j; ('|L“'£ cUd °|<“<:|3('||‘52 i\C{”:H 3‘||L?)C:| WT ]|;|;g|6||?(canyouusetheproductor

service)
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* F qUIR TF ALIATS ATHAT ATHI, THed AT a1 fegHears o=

Y aF‘l gj ﬁ? (Can you sell to your near and dear ones)

* & qUIS ATHATE ATSEl Y M@ Q0 Uk AN TG| TEHl Y

A |<(% Cb\| E'UL""| N| 4‘1@"‘&9;?( how long do you want that to be durable)
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°* & cqél dEqAlg d ISTTHT A3 '°||‘5|‘1§"%9,?(doyouwanttomarkettheproduct)
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* % qUTSel Aldbebl HAHT Y IcdIad bl ATXATdd AN 7

is your price based on economy of your clients)

* % qUTgdl UY IATEAATs =R ATHT HHISH T (Can

you make profit from that product or service?)




qATeh! IcATEA UTehdls & Al (avg 9= srarsq erd(Tell your clients what is new and
unique in your products/service)

~

FIATS farhT T 7 TUTSHT AT AMeeherl g4 FFaq auia Ter (Describe your client
your unique clients)

ATRT FHIGTR AT dUTedl Hid Hed dre ava7 (what price should you fix for selling)

quTEel Icared et a= &r7(Who will sell)

Icared <l o= Ao &’ How will you sell ( PLANNING)

IcdTed 9 %A fafg 9arT THeg-s7 (Techniques of production.)

B AT AT baTere s g How is the money being arranged.

FEA IATEAATs UTedhd AT Ha4 siawx 9 AreAr ¢ (Distribution and delivery

system)

fasht afegel FAT Y& T4 a1 @& A1 aqreq weal a7 (After sales service planning)



* TRl ISIHT TUTel d= IATETHRl aTediad ATIITHRdl

BX (Is your product in demand in today’s market scenario?)

% qUISH! TAT IATEH AT YaT &7 ITASH kel qiq TwaT T

@;?( is your product better than your competitors?)
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* qUTShl IcATad dUTgehl FIATLTLhl A=l o [d7 BRI Icoh™d

BX (How is your product better than your competitors?)

~

* & Cl'“||‘£°l’>\| ST SITHT YT ('q{a A a<d Heal < H
H oY “i%’g, dl W 25 (Is your product’s price and quality better ?)

(S9N

* & qUIRdls AN [ dUTe IcATad bl TARHT Icehtd IcaTah

-
Al Aqio "l 297 (Do you feel you are a better producer in comparison to similar
products in the market? How perfect are you?)



o gAY i UTEhesel TUIEH IcATaAT GAT TRIST qXh! U

;
oldH <l He Ml o < (keeping up the quality each time you produce is very important)
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 IUIEAT JATEA QTR ATHRTH [EdTad (Meb HEqaqU g7 (Quality

is important for continues profit)

o U IATEAewd BTHIATS ATHAI IcATEAATS 4T HedHT of=A

)
Hed YlaeY (Quality products always gives good price)

* IJTHIHT AR He@YU HhTdes

- \‘3("““Q"|°|’>\| ‘\LWM( ? Hc\("q 'ﬁ%lI( (Quality and price)

— IARASEATE ATHTH TATIT (attractive look)

- \3(-.““({"'0':' H'C‘i;rd” 3]-&'“4"1 qs'“q‘:b'é\' G{"“\ﬁ'q (Effective marketing strategy)

— JTTEH P ATIRTT ATHYUTATS 31%h e T+ (Innovation)



CHEK OF THE RESULTS OF THE
IMPROVEMENT PROJECT

—r

PREPARATION OF THE
IMPROVEMENT PROJECT

IMPLEMENTATION OF THE
IMPROVEMENT PROJECT




U ATdUP Hle (Additional issues)




Additional issues

Procedure




A~ HI Last points to consider
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FH IATET qHeT STHATITHT ATNT T G FRTes
ISR CSIESISICD

o IUYRT THIHT

* IUGF TEHATS

SILFT TSRAT

° JUYH FFAIA JcAEA TR

© JUIH HIAHEEATS T=uae

qTEel U T 99 &1 STHAT & & ...
% A IR qUTSR! AT SILHRT S



For a product or service to succeed, it must be the

1.

3.

Right product

being sold at the right time,

to the right customer,

in the right market.

It must be produced and sold by the right company,
to theright people.

What you have to decide is this...

s this product right for you?






