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Unit Title: Build and Maintain Business Relationships


	Unit Credit Value:	
	2

	Unit Level:
	Two

	Unit Guided Learning Hours:
	16

	Ofqual Unit Reference Number:
	F/503/8878

	Operational End Date:
	[bookmark: _GoBack]31/07/2018

	Certification End Date:
	31/07/2021

	Unit Sector:
	15.3 Business Management



Unit Summary
This unit identifies the key things that are essential to building effective business relationships. 

Unit Information
It is expected that before the unit is delivered, the tutor will have read the Qualification Specification to ensure all conditions regarding Rules of Combination, delivery, assessment and internal quality assurance are fulfilled. Additional guidance is available below as Assessment Guidance for Learning Outcomes and Assessment Criteria in bold. 

This unit has 3 learning outcomes

	LEARNING OUTCOMES
	ASSESSMENT CRITERIA

	The learner will:
	The learner can:

	1. Be able to establish potential business contacts
	1.1. Identify potential business contacts to add value to the development of own business
1.2. Develop a plan for engaging with business contacts who will add value to the development of own business
1.3. Create a rapport with others when meeting business contacts


	2. Be able to build relationships with customers
	2.1. Identify opportunities to build business relationships with customers
2.2. Develop a plan for ensuring customers obtain a service that adds value from own business
2.3. Develop methods of gaining customer feedback to review the health of own business relationships


	3. Be able to build trust in business relationships
	3.1. Identify ways to build trust in business relationships
3.2. Develop a plan to keep in contact with potential customers and business contacts
3.3. Develop methods for reviewing that commitments with business contacts are met




Evidence Requirements
Evidence of practical ability must be demonstrated. 
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