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ABSTRACT 

Telemarketing remains a significant direct marketing tool that enables organizations to communicate with 

customers, generate leads, promote products and services, and improve sales performance. With advancements in 

customer relationship management (CRM) systems, data analytics, and communication technologies, 

telemarketing has evolved from a traditional sales approach into a strategic customer engagement channel. 

Effective telemarketing helps businesses identify customer needs, provide personalized solutions, build long-term 

relationships, and increase conversion rates. 

This study examines the role of telemarketing in enhancing sales performance by analyzing best practices adopted 

by successful organizations and evaluating real-world case studies. The research highlights key factors 

contributing to telemarketing success, including proper customer segmentation, agent training, effective 

communication skills, script optimization, customer relationship management, and performance monitoring. It 

also explores the integration of digital tools and customer data to improve targeting and customer interactions. 

The findings indicate that organizations implementing customer-centric telemarketing strategies experience higher 

customer satisfaction, improved lead conversion, increased sales revenue, and stronger customer retention. 

Furthermore, the study demonstrates that ethical practices, compliance with regulatory standards, and continuous 

performance evaluation are essential for sustainable telemarketing success. 

I. INTRODUCTION 
Markets: 

Telemarketing is a direct marketing strategy in 

which sales representatives communicate with 

potential and existing customers through telephone 

calls to promote products or services, generate leads, 

conduct market research, and build customer 

relationships. Despite the rapid growth of digital 

marketing channels, telemarketing continues to play 

a vital role in business development because it 

enables personalized communication, immediate 

customer feedback, and direct engagement with 

target audiences. 

In today's highly competitive business environment, 

organizations are constantly seeking effective 

methods to improve sales performance and 

strengthen customer relationships. Telemarketing 

serves as an important tool for achieving these 

objectives by providing businesses with 

opportunities to identify customer needs, explain 

product benefits, address concerns, and influence 

purchasing decisions. When combined with modern 

technologies such as Customer Relationship 

Management (CRM) systems, predictive analytics, 

and automated dialing solutions, telemarketing can 

significantly enhance sales efficiency and customer 

satisfaction. 

The success of telemarketing depends on several 

factors, including the quality of customer data, 

communication skills of telemarketing agents, 

effective scripting, customer-centric approaches, and 

continuous performance monitoring. Organizations 

that adopt best practices in telemarketing are often 

able to increase lead conversion rates, improve 

customer retention, and achieve higher revenue 

growth. Furthermore, ethical telemarketing practices 

and compliance with regulatory guidelines 

contribute to building customer trust and 

maintaining a positive brand image. 
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This study focuses on understanding how 

telemarketing contributes to enhanced sales 

performance by examining proven best practices and 

analyzing successful case studies from various 

industries. The findings provide valuable insights 

into the strategies, techniques, and technological 

advancements that help organizations maximize the 

effectiveness of their telemarketing efforts and 

achieve sustainable business growth. 

Marketing:  

Marketing is the business function that 

identifies customer needs and wants. Creating 

customer value and satisfaction are the heart of 

modern marketing thinking and practice. Marketing 

is the delivery of customer satisfaction at a profit.  

Many people think of marketing only as 

selling & advertising. But selling & advertising are 

only the tip of marketing. Marketing means 

managing markets to bring about exchanges and 

relationships for the purpose of creating value and 

satisfying needs & wants. 

Today, marketing must be understood not in 

the old sense of making a sale – ‘’telling and 

selling’’ – but in the new sense of satisfying 

customer needs.  If the marketer does a good job of 

understanding consumer needs; develops products 

that provide superior value; and prices, distributes, 

and promotes them effectively, these products will 

sell very easily.  Thus, selling and advertising are 

only part of a larger ‘’marketing mix’’ – a set of 

marketing tools that work together to satisfy 

customer needs and build customer relationships. 

Telemarketing has a huge role to play in 

expanding a business, ensuring wide spread 

publicity and targeting the right audience. Firstly, to 

define telemarketing, it is the process of marketing 

goods or services over the telephone. What makes 

this model extremely successful is that fact that just 

about everyone uses a telephone in the current 

scenario. In fact, if there are four adults in a family, 

then possibly each one has a personal cell phone 

alongside with a land line installed at home. This 

definitely ensures easy access to the right target 

audience. Even though a lot of people might 

underestimate the power of telemarketing, yet once 

they look at the way the model functions and the 

benefits that it offers, they are sure to change their 

view. In fact telemarketing has made a mark across 

all the competitive economies across the world and 

undoubtedly telemarketing India has become rather 

big too.  

Types of Telemarketing 

There are basically two types of tele 

marketing, inbound telemarketing and out bound 

telemarketing. Inbound Tele Marketing is usually 

from prospective customers who are looking at 

either finding out more information about a 

particular product or services; or are looking at 

placing an order for a product or service. Out Bound 

Tele Marketing is usually targeted towards 

prospective customers or clients and involves 

informing them about a product or service.   

The challenge  

A lot of times the biggest challenge for a 

company is creating the right environment to set up 

a tele marketing department, recruiting the right 

people, training them and at the same time investing 

in the resources required to carry out the function. 

All this requires time, effort and money. As a result, 

companies end up losing a lot of market that they 

could have tapped through tele marketing. That is 

where Excel Infoways steps in, so whether you are 

looking at telemarketing India or even if you are 

located abroad, Excel Infoways offers exactly what 

you need. We at Excel Infoways offer the perfect 

base required to carry out all kinds of tele marketing 

services. Our team is trained to understand the needs 

of your business and as a result it works completely 

in tandem with your requirements. So instead of 

going through the effort of creating a separate tele 

marketing department, all that you need to do is join 

hands with us and we will ensure that you reap all 

the benefits that tele marketing has to offer. 

Telemarketing is a highly efficient method 

of acquiring qualified sales leads and accelerating 

market penetration. It is the most interactive and 

highest-converting sales lead generation method 

preferred by many mid-to-large sized companies 
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over other marketing channels. However, setting up 

an in-house call center can incur huge expenses both 

on facilities and workforce requirement, let alone the 

risks involved. 

What is Telemarketing? 

Telemarketing is a direct marketing method 

done by phone, considered as the quickest and most 

efficient way of generating business leads. While 

many organizations use it as a standalone marketing 

technique, telemarketing becomes most dynamic 

when integrated with other mainstay campaigns. 

Thus, most businesses combine telemarketing with 

their existing marketing infrastructure to maximize 

productivity from lead generation to sales 

conversion. 

In-house or Outsourced?  

The idea that outsourced telemarketing services is 

little else but raw dialing power has caused many to 

doubt the credibility of some telemarketing 

companies. Knowing their own products more 

intimately than anyone else, some organizations 

assume that they have everything they need to run 

their own in- house telemarketing campaign more 

effectively than others. However, success in 

telemarketing requires much more than that. 

Outsourcing telemarketing services from a reliable 

telemarketing company gives you the benefits of in-

house telemarketing without the overhead on 

facilities, training, and maintenance. Outsourcing 

also allows in-house sales staff to focus on core 

business competencies and values, which translates 

into real business. 

Callbox Telemarketing Solutions  

Callbox provides full cycle b2b telemarketing 

solutions to help businesses speed up market 

penetration and generate leads that are targeted and 

qualified. We incorporate ground-breaking 

technology with our broad industry expertise to 

create a balanced marketing platform for a more 

enhanced marketing efficiency. 

Use our expertise to define and target profitable 

markets, identify and qualify prospects, set 

appointments, nurture leads and existing customers, 

upgrade sales, and acquire new businesses without 

hiring tens, even hundreds of professional 

telemarketers or setting up a huge call center. 

Outsourcing Telemarketing Services to India 

India accounts for over 40% of the global BPO 

market. Of the top 10 BPO destinations in the world, 

five are in Asia, with India's dominant share 

ensuring that nearly 26% of South Asia's exports 

come from services. Within services, the key 

segments are business process outsourcing and 

short- term migration. 

The BPO industry in India doubled in size last year, 

to $6.3 billion, and is expected to clock 37% annual 

growth over the next five years. Large multinational 

companies have demonstrated their growing 

confidence in Call Center Outsourcing and in India 

as an outsourcing hub, by signing multi-million-

dollar, long-term BPO contracts with trusted Indian 

outsourcing service providers. 

Offshore Outbound Telemarketing Services to 

Outsource2india 

Offshore outbound telemarketing services is one of 

the key services offered in Outsouce2india through 

its highly sophisticated call centers. O2I's 

telemarketing services can help you in building 

leads, customer databases and also help you in 

finding new customers. 

When global companies outsource telemarketing to 

O2I, they benefit from significantly lower costs, 

proven process quality and access to a trained, 

computer-literate, college-educated workforce with 

good presentation and communication skills. 

Inbound Telemarketing Services 

Inbound telemarketing services refer to the process 

in which customers initiate contact with a company 

through telephone calls in response to 

advertisements, marketing campaigns, websites, 

social media promotions, or customer service 

requirements. Unlike outbound telemarketing, where 

businesses contact potential customers, inbound 

telemarketing focuses on handling incoming calls 

from interested customers who are seeking 

information, placing orders, making inquiries, or 

requesting support. 

http://www.callboxinc.com/professional-telemarketing
http://www.callboxinc.com/professional-telemarketing
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These services play a crucial role in enhancing 

customer experience, increasing sales opportunities, 

and strengthening customer relationships. Since 

callers have already shown interest in the company's 

products or services, inbound telemarketing agents 

have a higher probability of converting inquiries into 

sales. 

Need and Importance of the study 

The increasing competition in today's business 

environment has made it essential for organizations 

to adopt effective sales and customer engagement 

strategies. Telemarketing continues to be an 

important direct marketing tool that helps businesses 

communicate with customers, generate leads, 

increase sales, and strengthen customer 

relationships. However, the effectiveness of 

telemarketing depends on factors such as 

communication skills, customer targeting, 

technology adoption, and service quality. Therefore, 

there is a need to study how telemarketing practices 

can be optimized to enhance sales performance and 

improve customer satisfaction. This study helps in 

understanding the best practices and successful 

approaches that organizations can adopt to maximize 

the benefits of telemarketing. 

Importance of the Study 

1. Enhances Sales Performance: Helps identify 

telemarketing strategies that improve lead 

conversion and sales revenue. 

2. Improves Customer Relationships: 

Examines how personalized communication 

strengthens customer trust and loyalty. 

3. Identifies Best Practices: Provides insights 

into effective telemarketing techniques, 

agent training, and customer engagement 

methods. 

4. Supports Business Growth: Assists 

organizations in developing strategies to 

increase market reach and customer 

acquisition. 

5. Promotes Customer Satisfaction: Highlights 

the role of telemarketing in addressing 

customer needs and resolving queries 

effectively. 

6. Facilitates Technology Integration: Explores 

the impact of CRM systems, automated 

dialing, and analytics on telemarketing 

success. 

7. Encourages Efficient Resource Utilization: 

Helps organizations optimize telemarketing 

operations and reduce operational costs. 

8. Provides Managerial Insights: Offers useful 

information for managers to design and 

implement effective telemarketing 

campaigns. 

9. Strengthens Competitive Advantage: 

Enables businesses to differentiate 

themselves through superior customer 

interaction and service quality. 

Scope Of The Study 

The study has a wider scope covering the Marketing 

Research of the people who are using Heritage 

products and it also emphasizes on the parameters 

like customer awareness, customer perception 

branding value and image. It also throws a light on 

the customer awareness of the retail industry with 

attention to Ford India Pvt Ltd. The project covers 

the entire branding features on their impact on 

customer 

Objectives of the Study 

1. To examine the role of telemarketing in 

enhancing sales performance within 

organizations.  

2. To identify the best telemarketing practices 

that contribute to increased lead generation 

and sales conversion rates.  

3. To analyze the impact of telemarketing on 

customer satisfaction and relationship 

building.  

4. To evaluate the effectiveness of inbound and 

outbound telemarketing services in 

achieving sales objectives.  

5. To study the influence of telemarketing 

agents' communication skills on customer 

engagement and purchasing decisions.  

6. To assess the role of technology and CRM 

systems in improving telemarketing 

efficiency and productivity.  
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7. To examine the effectiveness of customer 

targeting and segmentation strategies used in 

telemarketing campaigns.  

8. To identify the challenges faced by 

organizations in telemarketing operations 

and suggest suitable solutions.  

9. To analyze successful case studies of 

telemarketing practices adopted by leading 

organizations.  

10. To provide recommendations for improving 

telemarketing performance and achieving 

sustainable business growth through 

effective sales strategies.  

II. RESEARCH METHODOLOGY 

Research Design: 

A research design is considered as the 

frame work or plan for a study that guides and 

helps the collection and analysis of the data. 

A sound research is the basis of success of 

any formal research. It is said to be the blue print 

of the study conducted. 

Nature of the Data: 

The data collected for the study was mainly 

primary in nature. There is first hand information 

which is customer opinion, towards the company 

products. Besides this secondary data was also 

collected from company brochures and company 

websites. 

Sources of Data: 

Primary data was collected from the 

customers who are using Ford India Pvt Ltd 

products in Hyderabad city. 

Secondary data was collected from the 

company brochures and company websites. 

Methods of Data Collection: 

        The method adopted to elicit information 

from customers is structured questionnaire that 

contains close, open ended questions. The reason 

for choosing the questionnaire method is primarily 

due to the qualitative nature of the study. 

Survey: 

Wide range of information about customer 

opinion, perception, and expectation is gathered 

through survey from Hyderabad city. 

Sampling Design: 

 Sample Unit: The sampling unit is 

customers who are using Ford India Pvt Ltd 

products, Hyderabad. 

 Sample Size: The sample size is 100 customers in 

Hyderabad city. 

Sampling Method: Random Sampling 

Limitations: 

1. As the most of the customers were businessmen 

hesitate give correct information. 

2. The time period of project is 45 days.   

3. Geographical coverage is limited to selected 

areas or organizations.  

4. Dependence on the accuracy and honesty of 

respondents' responses.  

5. Possibility of personal bias influencing 

survey results.  

6. Limited access to confidential company data 

and records.  

7. Study focuses only on selected 

telemarketing practices.  

8. Rapid changes in technology may affect the 

relevance of findings.  

9. Variations in customer behavior may impact 

the results.  

10. Findings may not be applicable to all 

industries or organizations.  

11. Financial and resource constraints may limit 

the scope of research.  

12. Case study findings may not represent all 

business situations.  

13. Difficulty in measuring the exact impact of 

telemarketing on sales performance.  

14. External market factors may influence 

telemarketing effectiveness.  

15. Results are based on information collected 

during a specific period only.  

III. LITERATURE REVIEW 
Telemarketing (sometimes known as inside sales, 

or telesales in the UK and Ireland) is a method of 

direct marketing in which a salesperson solicits 

prospective customers to buy products or services, 

either over the phone or through a subsequent face to 

http://en.wikipedia.org/wiki/Inside_sales
http://en.wikipedia.org/wiki/Direct_marketing
http://en.wikipedia.org/wiki/Sales
http://en.wikipedia.org/wiki/Customer
http://en.wikipedia.org/wiki/Product_%28business%29
http://en.wikipedia.org/wiki/Service_%28economics%29
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face or Web conferencing appointment scheduled 

during the call. 

Telemarketing can also include recorded sales 

pitches programmed to be played over the phone via 

automatic dialing. Telemarketing has come under 

fire in recent years, being viewed as an annoyance 

by many. 

Telemarketing may be done from a company office, 

from a call centre, or from home. It may involve 

either a live operator or a recorded message, in 

which case it is known as "automated telemarketing" 

using voice broadcasting. "Robocalling" is a form of 

voice broadcasting which is most frequently 

associated with political messages. 

An effective telemarketing process often involves 

two or more calls. The first call (or series of calls) 

determines the customer’s needs. The final call (or 

series of calls) motivates the customer to make a 

purchase. 

Prospective customers are identified by various 

means, including past purchase history, previous 

requests for information, credit limit, competition 

entry forms, and application forms. Names may also 

be purchased from another company's consumer 

database or obtained from a telephone directory or 

another public list. The qualification process is 

intended to determine which customers are most 

likely to purchase the product or service. 

Charitable organizations, alumni associations, and 

political parties often use telemarketing to solicit 

donations. Marketing research companies use 

telemarketing techniques to survey the prospective 

or past customers of a client’s business in order to 

assess market acceptance of or satisfaction with a 

particular product, service, brand, or company. 

Public opinion polls are conducted in a similar 

manner. 

Telemarketing techniques are also applied to other 

forms of electronic marketing using e-mail or fax 

messages, in which case they are frequently 

considered spam by receivers. 

Telemarketing agent sitting in a cubicle. The 

brightly colored rebuttal sheets are used to answer 

most questions a customer might have. 

Negative perceptions and criticism 

Telemarketing has been negatively associated with 

various scams and frauds, such as pyramid schemes, 

and with deceptively overpriced products and 

services. Fraudulent telemarketing companies are 

frequently referred to as "telemarketing boiler 

rooms" or simply "boiler rooms". Telemarketing is 

often criticized as an unethical business practice due 

to the perception of high-pressure sales techniques 

during unsolicited calls. Telemarketers marketing 

telephone companies may participate in telephone 

slamming, the practice of switching a customer's 

telephone service without their knowledge or 

authorization. 

Telemarketing calls are often considered an 

annoyance, especially when they occur during the 

dinner hour, early in the morning, or late in the 

evening. Another, potentially serious side-effect of 

"nuisance" telemarketer calling is that it prompts 

some exasperated people to begin only answering 

calls from numbers that they actually recognize on 

their caller-ID displays, preventing emergency calls 

and calls from loved ones using pay-phones or 

someone else's phone from getting through, as well 

as other legitimate calls made by "unknown but 

honest" persons who are calling for the first time, 

such as new acquaintances or responders to a 

classifieds ad. 

Some companies have capitalized on these negative 

emotions. Since 2007 several forums have sprouted 

and act as complaint boards where consumers can 

voice their concerns and criticism. In response some 

telemarketing companies have filed law suits against 

these portals. The current legal system in the U.S 

grants such forums a certain degree of protection 

through "Communications Decency Act, 47 U.S.C 

230" and California's Anti-SLAPP law. 

A recent trend in telemarketing is to use robocalls: 

automated telephone calls that use both 

computerized autodialers and computer-delivered 

pre-recorded messages in a sales pitch. These often 

include intentionally deceptive tactics, with 

computer recorded messages saying things like 

"Don't panic but this is your final notice" or "We 
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have already attempted to contact you through the 

mail." These messages are often outright lies, 

intended to incite concern or fear in the potential 

customer. 

Robocalls are known for failing to add numbers to 

their do-not-call list and repeatedly interrupting 

individuals at all hours of the day. 

Regulations 

In some countries telemarketing is subject to 

regulatory and legislative controls related to 

consumer privacy and protection. 

United States of America 

It is not known exactly when, or possibly if 

telemarketing officially became legal in the United 

States of America. Telemarketing in the United 

States of America is restricted at the federal level by 

the Telephone Consumer Protection Act of 1991 

(TCPA) (47 U.S.C. § 227) and the FTC's 

Telemarketing Sales Rule (TSR). The FCC derives 

regulatory authority from the TCPA, adopted as 

CFR 64.1200 and the Telemarketing and Consumer 

Fraud and Abuse Prevention Act, 15 U.S.C. 6101-

6108. Many professional associations of 

telemarketers have codes of ethics and standards that 

member businesses follow to encourage public 

confidence. 

Some jurisdictions have implemented "Do Not Call" 

lists through industry organizations or legislation; 

telemarketers are restricted from initiating contact 

with participating consumers. Legislative versions 

often provide for heavy penalties on companies 

which call individuals on these listings. The U.S. 

Federal Trade Commission has implemented a 

National Do Not Call Registry in an attempt to 

reduce intrusive telemarketing nationwide. 

Telemarketing corporations and trade groups 

challenged this as a violation of commercial speech 

rights. However, the U.S. 10th Circuit Court of 

Appeals upheld the National Do Not Call Registry 

on February 17, 2004.  

Companies that use telemarketing as a sales tool are 

governed by the United States Federal regulations 

outlined in the TSR (amended on January 29, 2003 

originally issued in 1995) and the TCPA. In addition 

to these Federal regulations, telemarketers calling 

nationally must also adhere to separate state 

regulations. Most states have adapted "do not call" 

files of their own, of which only some states share 

with the U.S. Federal Do Not Call registry. Each 

U.S. state also has its own regulations concerning: 

permission to record, permission to continue, no 

rebuttaling statutes, Sunday and Holiday calls; as 

well as the fines and punishments exacted for 

violations. September 1, 2009, FTC regulations 

banning most robocall went into effect. 

Telemarketing techniques are increasingly used in 

political campaigns. Because of free-speech issues, 

the laws governing political phone calls are much 

less stringent than those applying to commercial 

messages. Even so, a number of states have barred 

or restricted political robocalls. 

The National Do Not Call Registry has help to 

substantial curve telemarketing calls to landlines and 

has also helped with the increasing trend for 

telemarketer to target mobile phones. As a result 

there has been a greater push for mobile applications 

to help with unwanted calls from telemarketers, like 

PrivacyStar. These companies have helped to log 

thousands of complaints to the DNC Registry, since 

the inception of the registry itself.  

Canada 

In Canada, telemarketing is regulated by Federal 

Government, specifically handled by Canadian 

Radio-television and Telecommunications 

Commission. 

Australia 

Telemarketing in Australia is restricted by the 

Australian Federal Government and policed by the 

Australian Communications and Media Authority 

(ACMA). Australian Federal legislation provides for 

a restriction in calling hours for both Research and 

Marketing calls.  

In 2007 a Do Not Call Register was established for 

Australian inbound telephone numbers. The register 

allows a user to register private use telephone 

numbers. Australian Federal Legislation limits the 

types of marketing calls that can be made to these 

registered telephone numbers; however, research 
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calls are allowed. Other exemptions include calls 

made by charities and political members, parties and 

candidates however any organisation that is 

instructed by the recipient of a telemarketing call, 

not to call that number again, is legally obliged to 

comply, and must remove the phone number from 

the organisations calling list(s). 

Inbound telemarketing is another major industry It 

involves both live operators and IVR—Interactive 

Voice Response. IVR is also known as audiotext or 

automated call processing. Usually, major television 

campaigns and advertisers use toll-free telephone 

number that are answered by IVR service bureaus. 

Such service bureaus have the technology and call 

capacity to process the large amounts of 

simultaneous calls that occur when an toll-free 

telephone number is advertised on television 

Telemarketing Service Companies can get to the 

right people at the right time - with a knowledge of 

how to sell them on your product or service. Not 

only do they specialize in knowing specific 

information such as who to call and at what time of 

day to call the, but they also can provide you with 

leads targeted to a specific consumer who would be 

interested in your product or service. 

If you are looking to outsource your telemarketing 

services to another company, make sure to provide 

enough training to the representatives about your 

company and what it hopes to accomplish. The 

customer on the other end should experience a 

feeling that the person they are speaking with has a 

great understanding of the services or goods offered 

and should be able to answer the most basic and 

complex customer concerns. Determine how much 

time is needed to train the telemarketers and 

communicate with them in an efficient manner to get 

your point across in an easy-to-understand manner. 

Provide a script that the caller can use when they 

speak with a potential client. The script should 

provide a clear meaning for the call and conclude 

with a call to action from the customer to seek more 

information about your company and services. 

Telemarketers are very solid with rebuttals against 

customer objections, helping them get a higher 

closing ratio. Shop around for different 

telemarketing companies that offer similar services 

to find the most qualified telemarketing company 

based on their time in the industry, success rate and 

former client testimonials. 

When you outsource a telemarketing company, you 

don't have to worry about employee benefits, 

insurance, turnover, or training costs. These are all 

managed by the company you use, therefore 

eliminating the headaches for you. Outsourcing your 

telemarketing services will also allow you and your 

staff to focus on your own responsibilities within the 

workplace allowing for the efficiency of your 

business to run smoothly. 

IV. DATA ANALYSIS & INTERPRETATION 

1. How do you advertise your business? 

Tele marketing  40% 

Television 2% 

Internet 28% 

Others 30% 

 

 
Interpretation: 

The above table discloses the facts that most of the 

respondents i.e., 40% use Tele marketing for 

advertising, 30% of them uses their own 

advertisement tools.,28% of the respondents are 

using online media for advertising.only2% of them 

are using Television as their advertising tool. 

2. Do you think website is the easiest way of Tele 

marketing? 

Yes  58% 

No 42% 
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Interpretation: 

The above chart reveals that 58% of respondents are 

thinking website is an easiest way of Tele marketing, 

42% of them do not agree with these. So, there is an 

increasing demand in online advertising. 

V. FINDINGS 

❖ Most of the Public and customers use Tele 

marketing next to News paper for sales. 

❖ I have found that Most of the Public and 

customers think Tele marketing is the easiest 

way of sale. 

❖ As per my Survey I found that many new 

product Tele marketing sites serve 

somewhat important to Public. 

❖ I found that Selling and buying are the 

important purpose of watching new 

products. 

❖ Most of the Public and customers agree that 

the a Tele marketing through online is 

expensive. 

❖ Most of the Public and customers agree that 

none of the leading online advertising 

websites gives clear information with 

images. 

VI. SUGGESTIONS 

 As Most of the Public and customers 

think Tele marketing is Expensive so it 

will be better to use penetration method. 

 As most of the websites do not provide 

clear information with images so it will 

be better to include images in our new 

products. 

 Most of the Advertisement websites 

target only Public so it will be better to 

provide an opportunity forces tomerslike 

Developers, Suppliers, etc. 

 Most of the buyers buy on installment 

basis so it will be better to provide 

information of financial institutions or 

bankers who provide credit facility. 

 Regular Updating should be made for 

better services.  

VII. CONCLUSION 

In a competitive industry, businesses need to 

use all the resources they have, including skills and 

knowledge. Continuous improvement at Corus 

provides a process in which everybody can play a 

part in moving the business forward. Working in 

teams enables employees to share their ideas and 

expertise. 

Using the expertise of staff helps the 

business to develop. It also empowers individuals to 

take on responsibility and provides them with 

increased job satisfaction. 

          Tele marketing may involve risk, such as 

investing time, resources and money in new 

technologies. However, it also creates business 

opportunities.  

However, in meeting these needs, it has also 

opened up other business opportunities. By winning 

this contract, it is now able to make this higher grade 

steel available as part of its product portfolio. As a 

long-term strategy, it will help the business to 

outperform its competitors and increase its market 

share. 
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