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Chapter 1

Seeking for Potential Clients



First Business

Contact

A\ Well-known Quolation

il their honest best

Robbins Staca

Unit Outcomes

By the end of this unit, you should be able to:

B=E= =gl L_ead-in
Previewing Questions

1. In what way can we approach clients and promote business?

2. Hlustrate at least three channels in which you can get necessary information about
prospective dealers.

3. What is the basic function of trade fairs?




