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Do’s and Don’ts

Most people think ‘selling’ is
the same as ‘talking’. But the
most effective sales people
know that listening is the most
important part of their job.
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INTRODUCTION

EXCELLENCE HAPPENS WHEN YOU TRY
EACH DAY, AND TRY TO BE A LITTLE
BETTER THAN YESTERDAY

"Big things are accomplished
only through the perfection of
minor details."

CLARIFY YOUR
MISSION

BREAK THE
MISSION INTO
SPECIFIC GOALS

SELL TO
CUSTOMER NEEDS

SELL ON PURPOSE
WORK ON THE
BASICS

WHY SALES TRAINING IS NECESSARY?
In today’s marketplace, it’s a given that everyone wants
increased sales, a bigger slice of the pie. Yet virtually
everyone is finding this continually more difficult to
achieve, which may be because of increasing competition or
other market related factors, but the fact is that to survive
and grow in the market, everyone needs an advantage,
something that makes them stand apart from their major
competition – and well trained sales staff has the potential
to become that factor.
In simple terms, Sales Training involves the personal
development of skills and techniques related to creating
and exploring new sales opportunities. It may be defined as
those things which are done to help salespeople gain
mastery in the skills, concepts, behaviors, and attitudes that
will enhance their expertise in influencing prospects to
make positive purchasing decisions. Sales training
concentrates on how prospective sellers and buyers
interact. It provides tools and techniques that help
salespeople learn what they must know in order to
persuasively present their goods or services to buyers in
terms that buyers will understand and ultimately respond
to.

02

UNDERSTANDING
THE IMPORTANCE

ANY INVESTMENT IN SALES
TRAINING IS AN INVESTMENT IN
YOUR OWN GROSS PROFITS

"Past experience and formal
education have no correlation
to success in selling. Desire and
commitment is what matters."

CUSTOMER
ENCOUNTER

EFFECTIVENESS

BUYING
SIGNALS

Sales training improves the overall effectiveness of training by applying it universally
throughout the company’s entire sales, sales support, and marketing organization.
When a sales person stands in front of a potential customer, being prepared with
product knowledge, pricing and a presentation can make all the difference in the
world. For this reason, the sales training process is an important aspect in the world
of sales. The better trained an individual is, the better he should be able to perform in
the field. Thus, when marketing occupies a preeminent position in the hierarchy of
company values, sales training usually holds a position of commensurate significance.
What can the right and adequate type of sales training do for your business?
Let’s see.
The key consequences are listed below.
Sales training increases the performance of salespeople, resulting in increased sales,
by:
1. Preparing sales people to maximize the effectiveness of each customer encounter.
2. Teaching salespeople a systematic selling process which makes it easier for them
to apply specific selling techniques based on customer-initiated buying signals.
3. Improving the ability of salespeople to carry out corporate-endorsed selling
strategies.
Sales training improves customer relations by:
1. Helping salespeople understand their customers’ underlying buying motivations.
2. Enabling salespeople to deal more effectively with customer concerns and
objections.
Sales training improves the cost effectiveness of selling activities by training
salespeople to qualify and prioritize genuine opportunities more quickly.

TRAINING
RESOURCES

Sales training can reduce turnover for sales personnel by:
1. Getting new hires up-to-speed more quickly.
2. Helping experienced salespeople become more successful with existing
opportunities.
Sales training reduces overall training costs by making more effective use of:
1. Salespeople’s’ training time.
2. Current training resources.
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OBJECTIVES OF
SALES TRAINING

BREAKING SALES RECORD IS THE SAME AS
BREAKING OLYMPIC RECORD AND BREAKING
RECORDS REQUIRES PREPARATION, TRAINING,
REINFORCEMENT AND MEASUREMENT.

Nobody wants to hear a sales pitch. “When
you ditch the pitch, you become a better
persuader by engaging your customers in
conversations they care about.”

INCREASE
PRODUCTIVITY
IMPROVE
MORALE
LOWER
TURNOVER OF
SALES FORCE
IMPROVE
CUSTOMER
RELATIONSHIP

At its core, effective sales training teaches salespeople the key elements of
ethical sales and the processes therein that can enable them to succeed in their
specific industry.
We have already understood that training the sales force is important to increase
sales volume, improve morale, reduce selling costs, improve relations, enable
them to adjust with changing work, improve image of company, and so forth.
Sales training intends to ensure that a company is not misrepresented by its
staff.
The objectives of sales training can be enumerated as follows:
1. To explain the sales people about basic principles of salesmanship.
2. To teach them how to ethically operate as a sales professional.
3. To achieve a unified sales approach by getting salespersons on the same page.
4. To provide information about market territories and customers.
5. To apprise them regarding the company’s policies (including those in respect
of distribution, credit, prices, etc.), objectives, reputation, strategies,
problems and prospects, etc.
6. To inform them about products of the company.
7. To explain them about their duties, types of tasks, authority, and restrictions.
8. To provide salesmen the complete details about company’s competitors.
9. To teach them how to report, how work with colleagues, and how to behave
with superiors.
10. To teach them effective techniques to contact customers, make effective
sales presentation, convince customers, get orders, and to handle their
complaints and objections.
11. To teach them how to confidently engage prospects and customers.
12. To change or modify their attitudes, and remove prejudices and wrong
beliefs.
13. To refresh or update them periodically about improved techniques of selling.
14. To keep the salesmen well-informed about various laws and Government
regulations affecting the sale of goods.
15. To motivate them for maximum efforts and build high morale.
16. To make the salesmen well prepared for the work and to reduce the turnover
of sales force.
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IMPORTANT SKILLS
TO BE IMPARTED

YOU CAN HAVE EVERYTHING IN LIFE YOU
WANT, IF YOU WILL JUST HELP ENOUGH
OTHER PEOPLE GET WHAT THEY WANT

"Don’t tell me you’re passionate about
your job – show me that you’re passionate
about helping people like me."

COMMON
OBJECTIONS

BAD
PROSPECTS

STORYTELLING

REJECTION
HANDLING

Sales training needs to be focused on imparting the following important skills:
1. How to become an effective listener
In the rush to explain features and benefits of what you’re selling, it’s easy to talk
over your prospect. Active listening is truly the silent skill of sales as it enables to
understand what the prospect has in their mind, which is important to know.
2. Using empathy and training yourself to think like a problem-solver
Empathy would enable a salesperson to see the world through the eyes of their
prospect. It is said that great salespeople go beyond simply solving their
customers’ problems and actually find the problems their customers are unaware
of!
3. Planning to deal with the most common objections
Use your sales training to get your team ready for identifying objections that come
up time and time again. This should help you assay client fears and move onto the
real issues more quickly.
4. Identifying the bad prospects
Time wasted chasing after the wrong prospects can crush your sales and the sales
staff will end up wasting their time and efforts. It is therefore actually important
to train sales staff to identify such customers as well.
5. The art of communicating through mail or phone calls
The sales staff also need to be taught how to communicate effectively by writing
precise and persuasive mails, as well as engage the prospects and get them
interested while communicating over phone.
6. How to clearly articulate value to prospects
Your salespeople need to know how to clearly articulate the value that your
product or service will provide for the prospect. They need to be educators and
storytellers, explaining why what you’re selling is so great and then getting the
prospect to imagine themselves in a better life because of you.
7. Dealing with rejection and customer resistance
Rejection is a fact of life in the sales industry. And so too is the fear of that
rejection that can manifest into salespeople being hesitant to reach out and
connect with prospects and existing customers alike.
With the fear of rejection being a pervasive issue that stunts the growth of many
salespeople, most training programs expose their students to rejection and the
different forms of resistance that they can expect to face in their day-to-day work.
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CONTENTS OF SALES
TRAINING

THE PATH TO SALES MASTERY NEVER
ENDS, AND NEITHER SHOULD YOUR
SALES TRAINING.

"There’s no lotion or potion that will
make sales faster and easier for you –
unless you train your people wisely."

EFFECTIVE
LISTENING
CONSULTATIVE
APPROACH

IDENTIFYING
OPPORTUNITIES
REVIEW AND
FEEDBACK

The exact nature of the contents of any scheme of training varies from firm to firm
depending upon the nature of the products to be sold and marketing considerations. But
generally, a good training programme covers the following subjects:
1. Basic principles of salesmanship
To be effective in their sales efforts, the salesmen must know the principles of
salesmanship. They must know the selling points of their products, the buying motives
of customers, the effective ways of arousing interest in the products and creating desire
for the products, and they must also be able to tackle the objections raised by the
customers.
2. Information about the Company
Every salesmen should have a thorough knowledge of the company where he is
employed. He must know the history of the firm, its organizational set up, its
achievement, the goodwill or the reputation of the firm and the sales and distribution
policies of the firm, consumer services offered by the firm, etc. This knowledge will
inject a sense of pride in the salesman and will enable him to do his job as per the firm’s
policy.
3. Information about the product or Service
The salesmen, to be successful in their work, must have a thorough knowledge of the
products to be sold by them. They should know the nature of the products, the materials
used in its manufacture, the methods of manufacture, the superiority of the products
over the products of the rivals, the uses of the products and the method of using them.
This will help the salesmen to persuade the customers with convincing points to buy the
products.
4. Information about the customers
The salesmen are required to adopt different types of approaches to different types of
customers. So, to be successful in their work, they must know the strong and weak
points of the different types of customers, such as the silent customer, talkative
customer, well-mannered customer, suspicious customer, hesitant customer,
argumentative customer, short-tempered customer, etc., so that they can adjust their
approach suitably.
Salesmen must also know the buying motives of the customers (such as the health,
comfort, convenience, fear, price, recreation, affection, habits, etc.), so that they can
appeal to the relevant buying motives of the customers.
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CONTENTS OF SALES
TRAINING

MOST OF THE IMPORTANT THINGS IN THE
WORLD HAVE BEEN ACCOMPLISHED BY
PEOPLE WHO HAVE KEPT ON TRYING WHEN
THERE SEEMED TO BE NO HOPE AT ALL.

"A mediocre idea that generates
enthusiasm will go further than a
great idea that inspires no one."

HANDLING
OBJECTIONS
ART OF
COMMUNICATING
COMPETITOR
ANALYSIS
SALES
TECHNIQUES

5. Knowledge of the competitors
To be effective, apart from the knowledge of their firm and its products, the salesmen
must possess a good knowledge of the competing firms, their products and their
policies.
This will help them to find out the weaknesses of the rival firms and their products
and to adjust or improve their sales efforts to overcome the competition offered by
the rival firms.
6. Matters relating to the day-to-day work
Besides knowing the above, the salesmen must also know all the routine matters
relating to their day-to-day work. They must plan their tours, draft periodical reports
to the firm. Besides, they must correspond with customers. Preparation of orders and
invoices, maintenance of account, dispatch procedure and arrangement of display and
demonstration of the products, all must be known to salesmen.
7. Importance of Industry
The trainees should know the product as well as the importance of the industry very
thoroughly. The significance of the industry encourages the salesmen to remain in the
business.
Every industry has some unique features which distinguish it from other industries. A
knowledge of, and faith in, such features encourage salesman to demonstrate them to
consumers.
8. Knowledge of Markets
Salesmen are provided with adequate knowledge of the market, the demand for the
product, the competition and potential areas, so that they can learn about the
customers, their locations, buying habits and financial soundness.
9. Sales Techniques
Technical products call for the use of specialized selling methods. The methods of
operating such products, such as a machine should be demonstrated by the salesman.
The selling points are emphasized intelligently to motivate buyers. The new entrants
to salesmanship are given basic training, while the experienced salesmen are provided
with refresher courses to bring them abreast of the latest trends in effective selling.
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TECHNIQUES AND
METHODS

YOU WORK FOR YOUR TEAM, THEY
DON'T WORK FOR YOU

"People want to be educated not sold.
They will sell themselves if you just
commit to educating."

CONFERENCES

SEMINARS

WORKSHOP

CASE STUDY

Several methods are used for training salespeople. Some methods are
internal while some are external. Some companies prefer to maintain a
well-equipped separate training department for the purpose. The
department is staffed with skilled trainers.
The companies that cannot afford separate department can send sales
representatives to training institutes. Some companies do not go for
systematic training and use simple training programmer in which senior
salesmen, sales manager or external experts train sales people as and
when required.
In all the cases, popular training methods include:
1. On-the-job training (i.e., working under experienced salesman)
2. Lectures and discussion
3. Professional training and educational institutes
4. Correspondence or distanced education
5. Providing the salesmen the sales literatures like manuals, books,
reports, sales letters, complaint notes, etc.
6. Sales plays and dramas
7. Conferences, seminars and workshops
8. Sales conventions
9. Role playing
10. Case study
11. Product analytical tests
12. Brainstorming
13. Visit to exhibitions, big stores, shopping malls, trade fairs, etc.
14. Deputation or temporary appointment
15. Audio-visual devices (to show sales films, advertisement, speeches,
etc.)
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TECHNIQUES AND
METHODS

DON'T BRING PRICE INTO THE
DISCUSSION BEFORE VALUE

"I got lucky because I never gave
up the search. Are you quitting
too soon? Or are you willing to
pursue luck with a vengeance?"

ON JOB
TRAINING

TRAINING
VIDEO

ROLE PLAYS

SELF
EXAMINATION

Some important tips that would require further emphasis and description are:
1.More Emphasis on “On-The-Job Training” While preparatory training is highly important, it is to be remembered that the best
salespeople are resourceful and often do their best work under pressure. Thus, in
many cases, it may be beneficial to make a quicker move to on-the-job training with
supervision and coaching, observe what they can do right out of the gate and work
backward from there.
2. Offer Digital Access And Training Videos While face-to-face or field training may be necessary, creating digital access to
training can streamline this process. This may include digital sales materials, screen
recordings within CRM software, as well as training videos with product how to's,
industry-specific topics and company-specific training and knowledge.
3.Importance of Role Plays Role play exercises, conducted in either a trainer-to-student or peer-to-peer format,
serve as a tool to introduce students to the various situations they will
encounter.Whether simulating in-person encounters, over-the-phone conversations,
or interactions on social media, trainees are tasked with initially working through
the problems presented using their own intuition.
In role-playing sessions, each salesperson should play both parts, the seller and the
prospect -- this way we start to understand the thought process of a prospect next
time we pick up the phone. Salespeople may be encouraged to record videos of
themselves in a practice role play so that they can assess themselves and find ways
to improve.
4.Self-examination exercises It’s difficult to judge ourselves objectively and be honest about where our skills or
personality might be lacking. However, the ability to analyze one’s self is what paves
the way to growth on both a personal and professional level. The trainees should be
tasked with critically reviewing themselves in an effort to see where they could be
of better service to their customers, where they may be coming up short, and then
develop a plan of improvement that can be put into action.
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PROCESS OF SALES
TRAINING

EVERYTHING IN LIFE IS A SALE AND
EVERYTHING YOU WANT IS A
COMMISSION

"What differentiates sellers
today is their ability to bring
fresh ideas."

A.Designing an Effective Sales Training Program

NEED
ASSESSMENT

SETTING
OBJECTIVE

PROGRAM
DEVELOPMENT

This involves following further steps:
1. Identifying and Assessing The Needs You know that your organization definitely needs a sales training mechanism when:
· When sales performance is inconsistent or on a consistent decline
· When employee turnover rate is high or consistently increasing.
· When communications between management and sales staff have become strained.
· When new salespeople join the organization.
To design an effective sales training program, you need to know three things: where
your team is now, where you want it to be and how you are going to bridge the gap.
To obtain that knowledge, start with an accurate assessment of your current reality.
2. Setting Objectives and Budget General objectives of sales training have already been discussed. However, every
company’s sales program shall be different and depend on it’s specific needs as well
as how much it’s sales staff is lacking. Another very important consideration is
deciding on the budget. In a business, no activity can be considered beneficial
unless you can justify it’s return on investment. The important decision here is not
just how much you are going to spend, but also how you are going to allocate the
resources to different activities forming part of the overall training program.
3. Developing the Training Program Now that you have identified and assessed your needs as well as have established
your objectives and are also clear on the financial budget, the next step is to
formulate the actual detailed training program. This shall involve use of sound
judgment for making decisions regarding various aspects which are already
discussed before, such as · Topics and contents of the program
· Types of training and methods and techniques to be used
· Location where the training shall be imparted
· Monitoring and control mechanisms to ensure that the training is executed as per
plan and is desirably effective
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PROCESS OF SALES
TRAINING

NO BODY IS A BORN NATURAL, YOU
WORK HARD TO GET GOOD, THER
WORK EVEN HARDER TO GET BETTER.

"You and your approach to the clients are
irrelevant, till the time you convince
yourself & the clients of its relevance. Do
not decide for the client; your job is to
help them make a decision in your favor."

IMPACT
TRAINING

REINFORCEMENT

ACCOUNTABILITY
AND FOLLOW UP

ASSESSMENT
AND REPEATING
THE CYCLE

B. Impact TrainingNow, the actual implementation of the sales training program commences.First step is is
quick-hitting impact training for immediate awareness and baseline knowledge. Typically,
this phase is a boot camp-style training in which you can bring everyone onto the same
page very quickly. Depending on your situation, it can be a virtual; live, instructor-led; or
recorded online course.The goals are the same regardless of format. You will want to make
your team aware of what is expected of them and to build the foundations of knowledge
that will help them learn and execute the new behavior. Impact training is great for shortterm motivation, building consensus, and communicating best practices and processes. It
normally takes place during the first 60 to 90 days of the training program.
C. Reinforcement Impact training rarely creates lasting success without reinforcement. It is now time for
your participants to apply the strategy and tactics discussed in the impact phase and
challenge their current status quo. This phase is the most crucial; it’s where the
participants must reach outside of their comfort zones to try something different and then
apply it until it becomes a new habit. The reinforcement phase also usually requires some
live coaching, because participants will have questions and challenges as they implement
skills for the first time. Reinforcement is the key to any training’s long-term impact
D. Accountability and Follow Up
The final component involves more coaching than training for participants to move from
application to ownership and mastery. New sales habits are not easy to maintain. Sales
managers, trainers and peer accountability partners play a crucial role in helping the
participants stay on track. The accountability phase should begin right after the impact
training.
E. Assessment and Repeating the cycle
The path to sales mastery never ends, and neither should your sales training. Once you
have completed some version of all four phases, it will be time to start back at evaluation.
Take a look at your progress, set new benchmarks, and critique what is working and what
is not. Then, hold another impact training session to reset expectations and remind the
team of its common goals. Reinforcement and accountability must be ongoing. As you
repeat these phases, remember to create a system of continuous improvement for your
training and your people.
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FREQUENTLY ASKED
QUESTIONS

LISTEN TO YOUR CUSTOMERS, NOT
YOUR COMPETITORS BECAUSE THE AIM
OF MARKETING IS TO KNOW AND
UNDERSTAND THE CUSTOMER.

"Questions are the key to
success in Sales."

1. What is the average number of days required to complete sales training program?
It would depend on the assessed need for sales training, but on an average, impact training phase
can be anywhere between 7 to 60 days while the reinforcement phase should span up-to 3 - 12
months.

PRODUCT

PRICE

PLACE

PROMOTION

2. Should sales training be in-house or outsourced?
For larger organizations with constant needs for training sales staff, it is better to have an inhouse department dedicated to sales training, which may be staffed by skilled trainers for that
specific industry. For smaller organizations with periodic training needs, it may be better and
more affordable to take help of organizations specializing in such training.
3. How many people should be allowed in a single batch of trainees?
Ideally, it is better to not have more than 20 people under one coach as personal observation and
catering to individual needs is an important part of sales training. However, if the need for
training is assessed to be more general and less critical, you may have up-to 50 trainees as well.
4. Where should the training take place?
It is always better to have a healthy part of the training take place at the actual place of work,
though introductory and informative sessions may be given just about anywhere.
5. How do I formulate my sales program?
We understand it is easier said than done. First recommendation is to carefully analyze the
programs of your competitors, especially those successfully achieving sales targets, and you can
always seek professional help if you find yourself struggling.
6. How do I decide on my budget?
Again, look at what your successful counterparts are spending. Also, get an evaluation done on the
return your investment is likely to provide. The point has to be where the benefit derived is likely
to exceed the cost incurred by the maximum margin.
7. Is it necessary to involve external professionals in the process?
If you are confident about the experience and skill of your trainers, requirement can be minimal. If
not, it is advisable to involve professional help at least in the program designing and assessment
processes and for “training the trainers”.
8. How long does it take to see a difference in sales performance?
An experienced sales representative learns faster and may be able to apply taught techniques
instantly. However, new sales representatives typically need a lot of practice before they can go
out and effectively apply what they have learned.
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MYTHS ABOUT
SALES TRAINING

INVEST IN TRAINING YOUR TEAM SO
WELL THAT THEY CAN LEAVE, TREAT
THEM SO WELL THAT THEY DON'T
WANT TO.

"Best Way to Sale Something don't sale
anything. earn the awareness, respect, and
trust of those who might buy."

FACEBOOK

Read carefully! These are very important to do away with.
1. Once the training sessions are over, the job is done.
As already discussed, reinforcement, assessment and follow up phases are equally
important. Otherwise, all the resources and efforts you have put in might as well
turn out to be wasteful.
2. The top training firms are a safe bet.
Not always. The trick is actually to look for that firm whose core competency is the
root cause of your biggest sales problem.

LINKEDIN

3. Motivational speeches are sales training.
Well, this is not to undermine the importance of motivation and while these would
make for a great start, motivation is not sufficient to fix the two root causes of
sales ineffectiveness, such as not having the right people in sales positions or not
having a pragmatic selling methodology, or not training sales people on its use.
4. Classic sales skills are now obsolete.
We have emphasized on innovative methods of imparting sales training, but let us
also not forget that every salesperson needs to be competent at the basics of
selling no matter how much buyers and the market have changed.

YOU TUBE

5. Sales training is only for newly hired representatives.
The world's top earning sales professionals know that if they don't keep their skills
honed and up-to-date, they'll be scrambling to make the quarter, just like everyone
else. While training for top performers must be tailored to their unique needs,
simply not providing them with training is the wrong approach.
6. Sales training is only for reps, not managers.
Managers also need to be part of the sales support infrastructure to provide
coaching and guidance, and they need to prove to the salespeople that the training
is so important that senior execs attend it.

INSTAGRAM

7. Learning is mostly in the classroom setting.
We are not in school anymore. The most effective techniques and forms of sales
training are those with a touch of practical scenarios, be it role plays or on the job
training.
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DO’S AND DON’TS

THE PROBLEM WITH MOST OF THE CUSTOMERS IS
THAT THEY DON'T REALIZE WHAT THEY ARE
MISSING BY NOT USING OUR PRODUCT. HOWEVER,
HOW CAN THEY REALIZE? IT'S SALES JOB TO MAKE
THEM REALIZE.

"You should ask questions—but don’t
inquire about anything that can easily be
found on a company’s website. “You’ll lose
credibility if you ask about it."

Finally, let’s have a look at what we need to remember to do and not do, to
ensure that the effectiveness of our sales training program is maximized.

EXPERIMENTAL
LEARNING

CLASSROOM
LEARNING

TRAINING
MECHANISMS

Do’s
· Let trainees know you are genuinely willing to help them learn and this is for
their personal development alongside attainment of organizational sales
goals.
· Give positive recognition for skills learned.
· Understand from them what they think you can do to help them do a better
job.
· Keep them informed, constantly and regularly, on how well they are doing
and where they need to improve.
· Ask for feedback and answer questions truthfully.
· Foster practical and experimental learning.
· Give due attention to assessments and follow ups.
Don’ts
· Get too technical and use jargon that is difficult to understand in the
sessions.
· Make it all theoretical like classroom learning.
· Forget the basics while aiming for some advanced training mechanisms.
· Assume that all people learn at the same pace or feel that a task is easy to
learn just because you found it easy. Be patient! You may have to demonstrate
a skill several times before it is learned.
· Demand perfection too soon. It takes time for a good habit to develop. Be
patient and encouraging.
· Assume the salesperson knows how to do something well just because he has
prior experience. He may have learned the incorrect method.
· Expect immediate results reflecting in your sales numbers. It may take time,
which is why it is important to ensure that the effectiveness of a training
program is maintained.

7 Reason to choose us
1) Get access to our dedicated startup consultants team
who are ready to answer all your questions for free.
2) We have in-depth training system for our team which
gives you the same experience in your deliverable.
3) As a client you get a no questions asked money back
guarantee.
4) Our team has a combined experience of more than 10
years so you can be assured you are getting the best
support that will help you succeed.
5) Our goal statement "Your Startup Success" is also
make us different from others and offer you advantages
no one can.
6) We don't come cheap, we as a company follow our
client service policy as a rituals.
7) If you take action right now you can get access to the
special attention to your startup.
Don’t miss out – if you want to Convert Your "Startup"
into "Establish Business" in 3 Months.
Looking forward to working with you!
Team Neusource

NEVER START A
BUSINESS
JUST TO MAKE MONEY
START A BUSINESS TO
MAKE A DIFFERENCE
NEUSOURCE STARTUP MINDS INDIA LIMITED
Corporate Office:
B-11 , Lower ground Floor , Shankar Garden, Vikaspuri,
New Delhi -110018 (India)
Ph. +91-11-46061463 ; +91-7305145145
E mail: info@neusourcestartup.com;
Website: https://neusourcestartup.com
Branches:- Lucknow, Kolkata , Mumbai , Bangalore
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