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Course Outcomes: After completion of this course, student will be able to:

1 Apply proper techniques to source insurance customers

2 Draft a sample daily report on lead conversion for the sales of insurance policies

3 Role play on how to assist customers in filling application form and providing pre-issuance 
services

4 Employ appropriate practices to assist customers with post-sale services

5 Dramatize how to communicate effectively with guests, colleagues, and superiors to 
achieve a smooth workflow

6 Apply health, hygiene, and safety practices at the workplace
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Supplementary Resources:

1 https://nsdcindia.org/nos-listing/13

Instructional Method:

1 Lecture

Suggested Theory Distribution:

The suggested theory distribution as per Bloom’s taxonomy is as follows. This distribution 
serves as guidelines for teachers and students to achieve effective teaching-learning process

Distribution of Theory for course delivery and evaluation

Remember / 
Knowledge

Understand Apply Analyze Evaluate Higher order 
Thinking

20.00 30.00 25.00 15.00 10.00 0.00
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