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	This tool is designed to give counselling to the entrepreneurs for commitment towards their business, and how to ensure customers’ loyalty.
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1 Objective

To motivate “partners” (businessmen./ women) to maintain business commitment towards their own business; help them ensure customers’ loyalty.

1.1 Role play

Duration: 30 minutes

Material: none

Ask participate to volunteer for two role plays. Explain them situations and ask other participants to observe while they perform.

Situation 1

Facilitator will ask volunteers to play the role of one vegetable seller and one customer.

Vegetable seller: vegetables sss vegetables sss, sister please have vegetables.

Customer: Why you came so late? I already purchased from another seller? If I will wait for you to come then it is so late. My family would have lunch at the time of dinner then. How can I rely on you?

Situation 2

Facilitator will ask volunteers to play a role of mother and daughter.

Mother: Chingi go fast and bring tea powder and sugar. There are guest inside.

(Chingi goes to shop and come back)

Chingi: Mom Vinu’s shop was closed. I will not go again.

Mother: Cursed the shopkeeper Vinu for not opening shop on time. Chingi please go to Praveen’s shop he always opens his shop on time. Never go to Vinu’s shop again.

1.2 Discussion and listing points

Duration: 30 min

Material: Black board

After completing the role plays, participants and observers will share their observations and will list out points for business commitment.

· Importance of following what we say.

· Do what you say, say what you do

· Be on time at the appointment given to your client

· Respect the date of product delivery

· Maintain good quality of the services or product you sell

· Meet your requirement

1.3 Modified role play by considering all above points

Duration 20 min

Material: none

Some volunteers will perform modified role play for vegetable seller and customer. In that role play, they will try to cover points mentioned above like respect for the customer, appreciation, trust etc.

1.4 Questionnaire

This type of questionnaire (below) can be given to assess the needs and know the clients’ attitudes.

I can’t open my shop on time because

a. Sometimes Tiffin is not ready on time

b. I need to handle household responsibilities like sending children to school.

c. I get up late

d. If some guests are there I became late

e. Opening time doesn’t matter for me

I can’t keep promises given to the customer because …

· I don’t get expected services from distributor

· Sometimes I forget what I committed to the customer 

Refer BCT 13  for assessing business commitment

1.5 Tips for Facilitator

Business commitment objective is very difficult to talk directly as it is more linked with the values so nondirective ways or group learning will be more useful. 

Puppets show is a technique to simulate the discussion. It is an interesting and nondirective medium.

	Business commitment questionnaire   BCT13 

	Name :
	 Business :

	Branch :
	 BDS executive name

	Date :    /     /    
	

	Objective :  . To motivate partners to maintain business commitment towards their own business

	

	1. Do you open your shop on a particular time everyday ? 

 Never   FORMCHECKBOX 
     Sometimes    FORMCHECKBOX 
     Frequently FORMCHECKBOX 
   always  FORMCHECKBOX 


	

	2. Do you keep your promise to your customers ? 

Never   FORMCHECKBOX 
     Sometimes    FORMCHECKBOX 
     Frequently FORMCHECKBOX 
   always  FORMCHECKBOX 
 

	

	3.Do you give items that you have promised ? 

Never   FORMCHECKBOX 
     Sometimes    FORMCHECKBOX 
     Frequently FORMCHECKBOX 
   always  FORMCHECKBOX 



	

	4. Do you promise items that you can guarantee ?

Never   FORMCHECKBOX 
     Sometimes    FORMCHECKBOX 
     Frequently FORMCHECKBOX 
   always  FORMCHECKBOX 



	

	5. Do you promise items that you cannot guarantee ?

Never   FORMCHECKBOX 
     Sometimes    FORMCHECKBOX 
     Frequently FORMCHECKBOX 
   always  FORMCHECKBOX 



	

	6. Is there a difference between the quality of the product you have assured and the product that you are giving ? 

Never   FORMCHECKBOX 
     Sometimes    FORMCHECKBOX 
     Frequently FORMCHECKBOX 
   always  FORMCHECKBOX 



	Conclusions points with partners 

	· Importance of following what we say

· Do what you say, say what you do

· Be on time with the appointment given to your client

· Respect the date of product delivery

· Maintain good quality of your services or product sold

· Meet your requirement
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