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Unit-4

Final Project Business Plan

4.1. Financial Plan of Business Idea

IESIPERISE (Financial Plan) Ush qaqHTI F foi
TR 3 a1 gedieh e o T sew 2
I8 S =t foxfig fearfa, @vmaamd o foxfi yeiem
o d{Toh ! TTE T ol THH A & & forefia gaiqam
3R AT U AT RO I 21 TS $7 &1 Bl
forear @ T &

4.1.1. fa?ﬁwqg’rgwr:r (Financial Projections): 31T
TereruT u=t, Aehe TATE, 2R S| vie dar ST

ﬁﬁﬁ'ﬂq‘gﬁﬂﬂ (Financial Projections) s3a@T o 9T
S5 P g 1 e e 6 s 31 o7 foe
T 3T, S SR AT hi THE H 7E AT 2

AT e u (Income Statement) : 3T IEEIURE]
(AT T 3R BT faraon) we fAfds srafer o S semmr
T 3T, T S AT T T R

Hiah

e TET (Revenue) : STIETT T 3CATE IT HaT3TT <ht
forshl & wTe et TR
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® FETAT T N (Cost of Goods Sold COGS) :
Icarer AT Bt o fwtor 7 ot wieft )

® T AT (Gross Profit) : TSRa | & TEGHT H
TG ol I o T8 sTe aTedT AT

® HET WY (Operating Expenses) : SIG@ sl
M e O Geitod @, S foh o, o,
Hr gffad

® I1g AT (Net Income) : Tohel A9 | § STl
T, o, I TS T o o1E S ATl AT
SETEAT - Ale; Ueh HUS =hl Gohl AT il bl forshl &
ITH TSTES, T8l <hl AT, 3T 3= Seiei @t ol
TR STl &, AT I8 AT foraor oo S o dehe 81

Tehe TaTE foreRuT U=t (Cash Flow Statement) : TS
oI foraoT U e o Tohe, TaTE ohl ¢oh T &, forem
e Sl TIfH TR =5 Tfie e 2

Yleh :

® TETA TATATE™T (Operating Activities) ad
ST AT & ehe JaTe, S for ot @ e
g HIT @ 1 Y|

o Tagvr wfafafer™® (Investing Activities) : Tufeat
i wilie 3T forsht @ Heifera Fohe Yo
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o foxftmr wfafafeat (Financing Activities) : it
TITH 3 ST R0 o | HeTid Tog TaRl

® Tehe UATE (Net Cash Flow) : Fohe YaTE § ITfH 37T
3 o it o 3
IETEAT ; Uk TS hut {9 FHasTehi & ITH Tehg
3R T G ot STETIT ol 3ok L Hehell © dTih
I8 T T Tk foh Toha TATE HohTTHF 2

aﬁFYﬁE(Balance Sheet):éﬁ'ﬂ?‘ﬂ?@ﬁﬁﬁgﬁﬁ

T U ! Hafa, el R gsft 1 T Howie

Y& L 2l

Hlah

° W(Assets):mﬂ%www,aﬁ
for TThe, SThTUT, 3 Yer|

o TR (Liabilities) : ™ T ¢ §Y 0T 3R
WA A A G, ST foh st SR 9T o6l ST
Freft Tfm

® U UST (Equity) : AT % HT(cTeh shl [eHaR],
STt Hafr o O gTiicat sl g2 o o1g s 2l
IR : U (RS NE 3T gaig | (Hufra), HATqfehaiatt
! A (), 3T ATferer st dsit (I IS =i
Soiw fie 7 femm werd 21
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4.1.2. SfET AR qT:I%-l’HF[ (Budgeting and
Forecasting): e aﬁtﬁ?ﬁvqahnwﬁw

<h T

ST SR YETAHT | o6 ot Qe 6l ArsE1
ST IR AT ol EITERTS! T STA T 26l STsT 2

ENT%’T(Budgeting) : ST ek Torefier ST doR st
1 wfsrar @ St FAerifea st @ fop S ot ofreied 9
Toram Strarm 31T @@=t SRl 8 Teifrd foram s

Ycoh :

® HETeH awic (Operating Budget) : HECREIE]
3 fore et o e, ) o S, e o

¢ qfﬁm (Capital Budget) : geishTiores Hutaa o
ﬁé’-‘ﬂaﬁ?iﬁw, @@ﬁ;q—gwﬁqﬁm oy

® Hchqg o<i¢ (Cash Budget) : TG YaTE Sl AISHT,
FE G i o o fo saarm o o srevae
Toha HIN 2l
JaTeXT : Uk fmfor st sroet mefe it momd
HIT AT ITRT kT E@lig o6 g weh gsil sfefe dam
FT Gohdl &, STelfeh T Soie hH=TNAT sl ad
TR 37T AT @t shT FTSHT ST
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qc'\al'i'g'ﬁlﬁ (Forecasting) : qg'ig'qﬂ afesr &t o
fearferalt a1 STATT T i sl 2, S ufaefes 2,
I, T STIHAT T TG Bt )

TR :

fershr qg’i’f!;ﬂﬁ (Sales Forecasting) : sfersr &t
forsft it wfersgamoft s, S SR fosgor ofiK
TR WHIT 9T Strenfid gar 2)

Eop) qgiaﬂﬂ (Expense Forecasting) : fersT %
Gl T STAH, S foh HTh{eT 371 fererrer AmTa

LY qfl'i?l"qﬁ (Profit Forecasting) : IfosT &
T o ALAM, S TS AR =l o a1
ST BT 2l

SR : T § hiHY shueT forshl Qg qam
Gehd! &, ST UTeeh SATURIT shl 9T 3T TSI T 7T
o ST T AR FoRAT ST 2, S S0 JaiH e g
foraur @t T % S Y ST ST Rl

4.2. Winning Negotiations

Winning negotiations (S EtqaTsiT) @Wﬂﬁﬁﬁﬂﬁ
2, TR 98 TR, Sfa- |HENd, AT 31 YRR hl s H
| HH FheTdT T G oh foTe Tt WikfifeRt 7 deh-fieht
T IYANT AT ATTRF 2l Teit Negotiation Strategies
3 Handling Counteroffers W foreama ==t hr ’T§ %2
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Negotiation Strategies: Techniques for Successful
Negotiations

iarsit st Wit ve qiieh @ ST STa=iid o G 39k
T8 ITH 4 | Heg L 2

® Preparation @I?il'l'ﬁ) : 3o a3 33@?{%]'[;[ T
stTereta st fsma <1 famm e g 81 sad <t
et T TR ST ST shl THEAT MM 2

® Techniques : Research (3TTHYM) : foger &t
EQREERE LR
Example - g 3T Uk Tt | shiAd 9T aTa=iia
FL T &, A1 Ieet o AT o ok et Sfedert # foham
o1 T @ 3T T o BT o o FoIq oI 21 6 2

® Set Objectives (ﬁ'&ﬂ'ﬁ?ﬂﬁ') . @y w9 § fuifa
h{ foh AT ST & T Tt AT <Ted 2
Example:aﬁmaﬂqﬂﬁ%maﬁ?ﬁﬁaﬂ@
&, 1 vk Tw e Tt it R stmaenr foret afg
Bl R
» Building Rapport (TI‘Tﬁ?EWT) :
» Deﬁnition:aﬁﬁﬁﬁsﬁﬂ'&m ﬁ@mm

TR foramer <t sIraT S
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» Techniques :

» Active Listening GIER] g - T &l
ST B T B e S ST

» Example : aﬁm@?mﬁwaﬂ@i
AT 3 TSt STR gosrel i o &E ¥ g4
TR SATH SIEqT FHTET TEA L |

» Empathy (‘él%'l’:ﬁff) BTI%FQ'@'@UT@IQR AT
EARCEE]

» Example : Th arfier st faren =t HHZh,
1T kT THEITSAT hT THTE UST T Tk 7,
ST HiteT STTE 2 Tehdr 2

® Effective Communication (THT H9K) :
Definition : ¥I8, ﬁf\?&ﬂ, S T I qlieh U SAUHT
1A &I
Techniques :
Be Clear and Concise ('FWE‘aﬁ'{F'f\ﬁTH'@) s 3TUHT
Tl el Hier 7 Ha 7 Tl
Example : af¢ 319 T 77si4 o foremor o =i e
T 2, T e 13T T SYART HA % SIS HTET
ST T WTHT T TR
Use Persuasion @'{'Uﬂ EI-T[WTEI'?@) s A %tq;:iﬁ
1 Teh 3TN STTRST o T THA
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Example . Ifg ST AU Wieae HT T I qat
FE o ToTT a1 o T2 €, 1 56 AT ST urar
o S H 319 IATET0 ST kg Ted il
Negotiation Tactics (ﬁﬁa'l\_rﬁ' Eﬁ'?ﬁh‘-ﬁ%) :
Definition : 37 o= qahient T SUANT HEAT S
i ! AT fawm & Aig | #ag ! 2
Techniques :

Anchoring (GRfaT) : T YR Sdm@ A1 S
A9 T&F % e &1, @ ardt i fesm aor f
SIKSED

Example . JfE A9 T Wiside it Himd & T o
STa=d L © 7, dF Uoh et IR hidd UT ohl
Tfoh ST o STd H STT9eh! ifesd shimd fiet Tkl
Concessions (ﬂﬂ?ﬁ% ) : WA &I 8 concessions
() ST, AR aret el ST A HATThT STt
! ST 1@ &l

Example : af¢ 39 W%ﬂ?ﬁﬁw%m
HEHA B T2 8, A1 G i foh 31T Hgeaol 31l T
HHEIAT =

#### 2. Handling Counteroffers: Strategies for

Dealing with Counteroffers and Closing Deals
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Handling Counteroffers (SFTSTIATHL T THTSHT)
ST I & STel GO Wef SATIehl U1l 0 U Iehfedeh
ST S AT €| 58 T ik § WA Eie shi
HHEAATIA Si¢ i H Hag HLdT 2

Evaluate Counteroffers (ShTSZTA T ST Hedieh
Eh%i‘) :

Definition : JTH SHISTIHTH T WS N TR
TR 2R feh oRIT I SATUeh T o ATAR 2
Techniques :

Assess the Impact (THT <hT 3{Tehcld Elﬁ) :
FISTHTHL F FATIIT AT 3 Tt ol wwsh|
Example aﬁ@muﬁarcﬁamﬁsmwﬁnézg
I TR LT & WAfehd feciiatt @aa sgT 2ar ®,
T L foR T 218 31Tk fore Tftenrd 21

Compare with Your Goals (379 Urerfireraret
% AT Tl &) @ S o HETATH AT
ST A& o SR & AT AL

Example ﬁm@ﬁ%ﬂ%mmﬁ@w
ST L T 8, A GiTHa E foh ettt arma
# B &M LT & S OISR SH1T 1@l &
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® Respond Strategically ('{'U'H"\ﬁﬁﬁ U q gfatsrar
3):
Definition : FTSSTHTHL hT THTS &1 H ST o o
T AT ST

Techniques :

Counteroffer with Alternatives (éewf%'w &
o T HISTTATH) : AT FTSHTH Tl T
&, TN 370 GE o T o W1 T ok [odh GHTET
BRI

Example : uﬁmaﬁwﬁéma;@w%,aﬁ
A AT T AT HE TIAT H G shT GRT
ECE

Negotiate on Terms (Tl W AT )
TSTATEH 3h I1a1 T =41 h S TET FHTIH @St
ST @ g8t ok foTT AR |l

Example - 7S Teh WTSIGR il I STTThT SIS %
IR T €, AT AT QT § F© TG hi 7T
Tehd & I AT F TR 2l

® Closing the Deal (HTET &€ THAT) :
Definition : G2 sl Hfaq &7 1 Wmﬁﬁ
AR AN
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Techniques :

Summarize Agreements (WAl hT TR
Sl sl 4 i e 4 ol
et s gifad o fo I aweia & wewa 2
Example : ﬁ%%ﬂﬁ%@ﬁ%’gﬁaﬁ%@ﬁﬁ
AT ST Tt Tt | STHTEH ITH |

Follow Up (®TeAT 310) : €< & o8 i gk
1 aff it sl A B e A
LSRRGV

Example : STs W SEITER o a1e, YT L foh
Tl 37t o1 T foRaT AT @ SR Helfdd gwdTest
el

frerd ;. owa digast & fow et Negotiation
Strategies 3R Handling Counteroffers I THg
JETIF B Tl Negotiation Strategies STa=d ohl
fomm ot @ & SR 9%a aiome ITH G § 7eg
FA &, STaIfeh Handling Counteroffers ST TS
! THRING T 37 |G &l &8 i o foTg e
I TS HLaT 81 37 T Sfshaneql & JTea| 4, 319
T TS TH L Fehd & ST AT A& bt et
@ H JIHS ot T o
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TorraToT % Hie
o fomdToT foeRed: w0, 3fEdt o M @fed
foriTeor o farfire i st S|

o T T d@vifad fasmet & faT T 3T
o e =

Sources of Funding (foreftr Eﬁ?f) Ueh 98 & Ay
v St I e % fafie ol 2 ue o
ST hl TATIUT i, TGH, IR fremraefia fo=mi &
IR L | Teg Lt ol A= Funding Options 3R
Investor Pitch W foar @ == fr 18 2

1. famraeor foreRed: swoT, SfeRet o oe™ afea
feraaraoT & farfer=T |t w6t St

forta fererea: fofvr= v & forfier G st defifa
A 2, e arerm & e iy ST gl e A
Herd! 81 TRT T fortar fereheat et foraror foa ma 2:

Loans (3807) - U7 9E UGT BT © S Aa@T i fhet
fordtar weem @ 3uR foram St @ 3k o/ e faffa
Al § SATST o |1 T BN 2

Types :

® Term Loans (3T SRUT) : st 7afer & forw fow
STTd €, STHAR TX 3o ST & o 97| 3STeL0T: Th
& © 5 9T T R0
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® Working Capital Loans (3a= Gt SEOT) : ETer
% foTu Arcenticter & 3T STTavgehdT o foft fliu St &
IETEA0T: TG JATE THEATST i T i oh [T sih
QU ]

® Overdrafts (3ﬁa'{;'m) : U Sk @rar St
AT TRT T STAMT LA hT STTA| IS TH
SATHT 30 =T T H ST Gl 7 ST
T TR 2

Considerations :

Repayment Terms Fuflﬁ'cﬁ‘ ITd) : /T ﬂw &
A IR == R

Collateral (&) : SRUT o AU a3 |t am T

Equity Gﬁaﬁ):

Definition : 3feardt forcter it =T o T & I fHerereh
U e # fEeer & sect yeM foRam Sram 21 3|
TereTeh 1T % fee & Afors s <I1d 2

Types :

® Angel Investors (TSieT fHa9TeR) : afmTa e
ST 379 99 Y T aEr § AT i E) ST
Teh STHI STk SIT Tk A3 CaIaitst wereatq | femr
Bt
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Venture Capitalists (STH ‘JS!"’I"-‘I‘%) : B S
= Tarhme GaTeHTST el werderd | AT St
B ISTELT: U A= hiyeer BH ST U Wreey 3
T T ST TR o 39T et 2l

Crowdfunding (SRTSSWHIET) : B A @
o S T SioRa, S T fepepeerdt an g
ISTEIT; Ueh U 3¢S oh [oTU Ueh ShISSWh ST 31|

Grants (A7) :

Definition : TTed I8 foretar GemeraT st & St forar foreft
QAT o6 & ST 21 3 ST 0 HTh AT B Sy g
EEEEIIS G K

Types :

Government Grants (FUehT{l T(EH) : THT T
T&H T S AT TERIT| 3aTel0T: WA Tehi shi
TS AT AISHT o T &1 715 Tiedl

Non Profit Grants (R TATHERT T(EH) Afeee
T AT BISSIH T &l STt 81 SaTeX0T: b TASI3TT
TR TIESTT o AR ST o fofw < 718 mie)

Considerations :
Eligibility (T=dT) : T7e & AT Irrar aTeg R 31ae
eI
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Use of Funds (97 T SUANT) : TieH T ITAN kel
ToFarT ST Trehetl @ 31 aFa ifcrsie &)

2. TareTen fumr: gwfera fareTent & foT0 uer stmerden
foer AR AT

Investor Pitch (Favreh H‘Fflg’f;'l) : U HI&TH S qelt
STEqfT & S STl feTeRt st sTTae e % faEm,
IS, ST TUTEHTST & TaTd U =1 Tsh 317 fue
FrameRt =T ATRNT A SR fomdiT Tem™dar I i |
HEE LT 2

® Creating a Pitch Deck (forer 3o IR &)

Definition: T &% Uch ‘SI"v‘gl)ﬁEF{'UT gar ® fSay ek
ST o6 T, TS, N ATTIHATE Herd H e
EIE IR

Components :

Problem Statement (FHEIT ST TAT) : GHH i
S A1 24 feig shi T8 1

Example : "gHIT T3 Teh :l'sc SHIATSIT ShT ITAT
Lok TITE TATSTT H 3871 1T TaT &, ST aau | Sffeet
SR wEf "

Solution (THTLT): 3Tk FNT LTI THTE T
IECIUE
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Example: "&9 Ush TS foeraet fEamsd yem d & 5
ey ot Tt ot @ 3T e Rt et e | ST /1"

Market Opportunity (dT<STR T W) : AR
TR 3R & I

Example : "EaTE STeATS(T TSI 3hT AT 10 forferam
el © 3FI AT dehef1oh 360 &1 H Toh Heea (ol Siqt o
ket 21"

Business Model (GATUR ATEA) : Y AT YT FHHTE
FehT foao|

Example : "85 Ueh GoH{sh Higel T L @ &, STel
TTEe HTTHe Y[esh T EHI [SaTgd shT ST 4|
Traction (ﬁ'{'ﬂﬂ) : SIS T T T STATSHAT hi
femmd)

Example : "8 fisel w8 71 1,000 ¥ Aferh o€
S & 3T STANThAl Gy & 95% 2"

Financials (fafier stieng) : wiosr Y faxfir wmamme
HI ATRIFATSAT 1 TEIA

Example : "&H 3TTH a9 o 3id q $500,000 TS T
&I T TR & 3T 20% T 7ol hr Ireig T 8l

Team (Z1W) anésmaﬁsrmﬂaﬁ?magﬂm
Example : "gART 9 & Wﬁﬁ'ﬂ'{, EISTOCHLR
ST TTEST YT I 8"
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® Delivering the Pitch (forer 2m) :

Deﬁnition:mﬁmﬁﬁﬁﬁmﬁfﬁéﬁ
T AT N HETI

Techniques :

Practice and Rehearse (3T%ITH IR ﬁ%ﬁ?'f) : T =Rt
SR SR ST¥ATE L AT 1T ST foramet & ST ot &bl

Example : fI=r 33 & Uget Rl AT HATeRRl o HrEsish
SITH % 3T 3Tk Gl hl A il

Engage the Audience (STraTeTt T I &) :
fareTeRi =t o & wfiret sh{ STR 3ok Tt o1 |e @
I
Example:ﬁ?%ﬁﬁﬁ%?ﬁﬁaﬁﬂﬁmaﬁwmé
T T fefemat shl dellferd il

Be Clear and Concise (FU¥ R @fera @) : wifeet
foraror o 7 SiT; e fofgaAt bt W o SR hil
Example - T =t 10 15 fiFe & wférm o7 et
ERILETE]

et : Sources of Funding 3T Investor Pitch SR
o foTe gft T st o wecaqul firehr fwrd € fafie
Funding Options (RUI, gfoardl, 3R 1:!']2\'&[) AR h
USft STaTEshaTHT shi g0 R o farfi adish Jar
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%, SEIED Tsh 9Tt Investor Pitch E¥Tfard farsrent st
SATH A A SR Y ST ! T 1T T 96
T 7EE AT 2| 3 T TSl T TgeRt 3T 31 8 AT
Tk, Ueh SHHTT SO forfia SIS 1 ThaTdTgEs
TR T HehelT 2

3. Building, Managing, and Motivating Teams
(&1W =T fAAToT, UEee 31 SRu)

31 1 T, T S ST Ueh Ol S9add o flg
AT T 8| Th 13T S Feh T 6l qheral
Ed| gﬁf\%l'd T TR ¢l 9 UGRAT H Team Building,
Leadership and Management, 3R Motivation % fafer=r
TEA! o FHHT ST AR AT A 2

3.1. Team Building: Strategies for Building Effective
Teams

2 fmior wer e wfeen @ fomd fafie amarstt s
Sfthed aTcl AT ohl UHHTH AT Ueh HoTald 311 F8hi
2 STE STt 2

Recruitment and Selection (¥Tdt IR wTA): I )
IRt B o T et AR ot =1 S|

Strategies :

Skills Matching (Sht9TeT fereTr) : GRHTE o fof Sriami
o FITCT 3T SIS S T STTIRATSAT o STTET |
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Example : Th qohThl W3 & i\?m, qhlehl 3T
T ShteTet aTet SEHIGERT ekl JTefiehdr <l
Cultural Fit (H¥afaes fthe) : gRfea =t fo 70 aeer
U T SRl ST Hedl % |1y He @ &
Example:wmﬁwsﬁmﬁaﬂ?ﬁ%,?&[
uftge #, feRufea ofi siom aréee safrat i wedf e

® Team Dynamics (Z9 m‘fﬁW) :
Definition : 3 % Te& & sfte deier 7T FRIAA

Strategies :

Define Roles Clearly (¥9€ ﬂﬁiﬁq Futfa =) :
e S BEE T vfHeRT SR SRTRTiEt 6t w1 &9 8
I R

Example : T TSige A9 I TeeT Y ﬂfﬁﬂ, S
Tor TioTeRe TSI, S, 3R fEsTeR, T8 &9 4 =7qTy|
Foster Collaboration (S&aTT T:Iﬁ?ﬁ?&l‘l‘%?l‘t'f{) :3m
o HERIT I HEANT ST AT o o forg Seated il
Example - Frafira S e st agaTTereh shRfeTetTsty
T SRITSH Al

® Team Building Activities (G17 Fator nfafafemm)
Definition : TITIfRT St A o T 7 faam =
SQTaT T B
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Strategies :

Workshops and Retreats (EB'Iﬁ'S'ITﬁTﬁ,' IR ﬁ'@'{{?) :
e o | STEL ST ShIATTATS| AT R Ted 3T SIS hil
Example : T o & 3w fidle siet W &l 31mseer
TTafarferT & Smfhet foram Simar 2

Team Exercises (319 3T9ITH) : Eﬁ'ﬁra?‘\:l'l'ﬁ_j%aﬁ ERIES)
i SETET o Aol ¥

Example WW%%‘QE&H%W@F@
Tfereforel T, S TR Hieh v T2l

3.1.1. Leadership and Management (ﬁ?!ﬁ R
&igH): Techniques for Managing and Leading a Team
et 3T e A1 B TR T & Wt S e
(1 3 TshAT 2 38 S AT o ST foreere s gffaa
T o ToTu ffyr=T eheien Tiie &

® Leadership Styles (ﬁ'r!ﬁ' Sifer) :

Definition ﬁﬁq:rwzﬁﬁqaﬁ%ﬁamwﬁﬁw
ST IO =T TTferd il 8.

Styles :

Transformational Leadership (‘Tﬁ'ﬂ'ﬁ'ﬂ'éﬁ'lﬂ %I'qc_cr) :
St IR A ST et o foTT Tieaad s aht adieh|
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Example:@?ﬁ?:(ﬁﬂ%ﬂﬁﬂﬁmm%
3T 31 T I Y3l T 3T I Bt 2
Transactional Leadership (?r—r EC) ﬁﬂ?cr) : TR
3TR 4 o ATEAT | W R Yelford T 1 adih|
Example:@?ﬁ@(sﬁm%wwq{ﬁqa%
ST T TE AT YT Y& T 2

® Management Techniques (&€ dehleh) :
Definition : 37 o T 37 & ol Yeiferd s i fafer

Techniques :

Setting Goals and Objectives (¢T&X AR ITFT
Frartfa o) « wy i o we Faffa wem
Example @%ﬁaﬁw%%ﬁﬁﬁ%mw%ﬁ
e T AT

Monitoring and Feedback G’ﬁﬁ'c’ﬁ"T 11y dﬁaées) :
Tt w9 @ yezi At et 3 gurrers dieds
EEEEZCI

Example . Ue ATes A e o vewia i weten
61 STl & s T fore g fow o

® Conflict Resolution (Fer¥ THTLT) :

Definition : A9 H Aq9e 3 GoS I g9El &1 9
HAA
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Techniques :

Active Listening (H'Fﬁlﬂl' ga-) - auff uedl bl S |
AT SR 3Tk =it bl wHEl

Example - Weh 1Y Torame O wft Geifera et st ot sl
T 1 3 ST

Mediation (HeIEAAT) : Ucsh dIE =k & W W
foramat a1 wTem

Example : Tk SITE{ G AT HR wfafafer s foame
GEIEEATISICH

3.1.2. Motivation: Methods to Keep Teams Motivated
and Engaged

T 39 o TeET bl U 3R Gt T il ufshar §
qTfeh 3 3= YS¥T T Heoh 31T 379 &A1 ohl ITH HT Hehl

Recognition and Rewards (RT=IT AR qE&hR) : |
o 3Te FaRH oh! A=A ST &L o HTEAd § S el
Methods :

Verbal Recognition (Tﬁﬁgﬁ qr=ar) : 49 & JTEl
HI ITATLRAT 6T FTeST ek Tl

Example : @aﬁnnﬁﬁwﬁwwm%mm
! TSIk &9 § Gl
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Incentives (SRUTTY) : SIS, THISM, 9T 31T JLERR]
Example : & UTH A I Teh SFE ST AT Teare
TN

® Professional Development (Eqﬁ'ﬁﬁ?\ﬁﬁ '%T:FFH‘) :
217 o TaEAT Rl 37k URISR hIvTel ST I H G
HIEL JaTd LT

Methods :

Training Programs (ElﬁT&TUT EFI'&EEW) : S qehATRT
T 1A o foTg freqon)

Example :@ﬁmmmmmml
Career Advancement Opportunities (ﬁ%ﬁ'ﬂ'{ LT
o HTATX) : TGN AT 3 SFHTIAT o ST
Example @ﬁﬁmuﬁw%mwﬁnwﬁ
RIS

® Work Life Balance (EI-TI'&GQIH?F@W) it k=0
Hewl & H SR SARATG Stad % sfie dqer i
EEIEICE]]

Methods :

Flexible Work Hours (mﬁﬁam?si%) : S T o

SEISIEET
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Example :qmaﬁwaﬁm@rwwsﬁgﬁmmq@w
ZTEH forshed ST T

Supportive Policies (AgT&h :ﬁﬁlﬁ) : W 3R
weTs o foru wwelq|

Example : Tk TETee il S@Te o foTT Tt a1
Stgar i ifal
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