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	BANGLADESH-JAPAN TRAINING INSTITUTE (BJTI)

is going to organize a

Day Long Exclusive Training on
SALESMANSHIP AND CUSTOMER COMMUNICATION SKILLS

Resource Speaker: Mr. Karimul Arafat, Marketing Professional, Motivator, Counselor, Soft Skill Trainer


	Date and Time: 02 August 2025 (Saturday), 08:45 am - 05:00 pm

Deadline for Registration: 31 July 2025 (Thursday)

	Venue: Bangladesh-Japan Training Institute, Room # 7, 7th Floor, Eastern Plaza, Sonargaon Road, Dhaka.
Registration Fees: BDT 4,000/- Per Participant excluding VAT & TAX. (Members of BJTI, BAAS and Organizations nominating five or more delegates will enjoy 10% discount on course fee). The fee will cover tuition, stationery, reproduction of training material, training aids/ equipment, cost of venue, food & refreshment, certificate etc.

	For Registration or additional information please call us: 01958-155162, 01958-155163, 02-223 361 413
or E-mail to: info@bjti.org, contact.bjti@gmail.com,  website: www.bjti.org, [image: image2.png]


:https://www.facebook.com/bjti.info/   
To confirm your registration, please fill out the registration form and pay the registration fee by 31 July 2025 (Thursday) in favour of “Bangladesh Japan Training Institute” to Dutch Bangla Bank Ltd, Elephant Road Branch, Dhaka, Account Number: 1261100033403.  

Or, via Bkash Pay (01780-364200) (you must pay an additional amount of BDT 80 Bkash cash out fee).

	

	Resource Person

Mr. Karimul Arafat, Marketing Professional, Motivator, Counselor, Soft Skill Trainer
[image: image3.emf]
Mr. Karimul Arafat has more than 14 years of experience in Marketing, Sales, Customer Relationship Management, Branding, Corporate Communications and Market Analysis and has done his specialization in Marketing, especially in Strategy, Motivation, and Team Building, Product Development, CRM, Organizational Development & Business Communications. Now he is responsible to excel the brand image of Bashundhara Paper Sector Products with innovative market ideas.

He achieved several academic & professional degrees in the field of Marketing, Business Development and Strategy formulation during the time. He achieved degrees such as Leadership Certificate in

Managerial Communication (IBA, University of Dhaka), Competitive Business Strategy & innovation

(IBA, University of Dhaka), Certificate in Brand Building Strategy (Bangladesh institute of

Management), Marketing Competencies for Managers (IBA, University of Dhaka), MBA in Supply

Chain & BBA in Marketing with excellent co-curricular activities. He has some online business Learning Certification on:

 Analyzing Competitors and Customers

 Advanced Branding

 Customer Service Leadership

 Create A Brand Strategy

 Creative Thinking

 Business Process Improvement

 Pitching Your Ideas Strategically

 Product Management

 Leadership & others.

He is a Fellow Member, Bangladesh Organization for Learning & Development and Ultra-Mind

Graduate- Silva Ultra-Mind ESP System.

He is committed to serve the Human Being, dynamic & young future prominent Marketer in the

corporate arena of Bangladesh.

His mission to become a Business Strategy Maker, Change Maker, Motivational Speaker to

empowering people and helping in business development worldwide.
	SALESMANSHIP AND CUSTOMER COMMUNICATION SKILLS

OBJECTIVES:
Equip participants with essential sales techniques and effective communication skills to build rapport, handle objections, close sales, and enhance overall customer satisfaction.

TRAINING LINEUP:
1. Introduction to Salesmanship
· What is Salesmanship?
· Importance of Salesmanship in Business Growth
2. Understanding Customer Needs
· Active Listening
· Asking the Right Questions
3. Building Rapport with Customers
· First Impressions Matter
· Personalizing the Sales Approach
4. Mastering Product Knowledge
· Knowing Your Product Inside Out
· Linking Features to Benefits for Customers
5. Effective Communication Skills
· Verbal Communication
· Non-verbal Communication
· Handling Different Communication Styles
6. Handling Objections and Rejections
· Common Objections and How to Address Them
· Turning Rejections into Opportunities
7. The Art of Negotiation
· Negotiation Techniques for Win-Win Outcomes
· Closing the Sale with Confidence
8. Post-Sales Communication
· Maintaining Long-Term Customer Relationships
· Handling Customer Complaints Gracefully
9. Role-Playing Exercises
· Simulating Real-Life Sales Scenarios
· Feedback and Improvement
10. Wrap-Up and Q&A
· Recap of Key Learnings
· Open Floor for Questions
MATERIALS REQUIRED:
· Presentation slides

· Handouts on sales techniques and communication tips

· Role-playing scenarios, Engagement Activities

· Feedback forms
TARGET AUDIENCE:

Sales teams, Customer service representatives, Product and business development professionals

OUTCOME:

Enhanced sales effectiveness, Improved customer communication and satisfaction, Stronger negotiation and closing skills.

Methodology:

Related Video Presentations, Group Discussion, PPT Lecture, Practical Problem Solving.
Language: English and Bengali
This training is designed to develop a solid foundation in sales and customer communication, boosting both confidence and competence in engaging with clients.
Certificate of attendance will be provided
Note: Seats are limited and will be filled-in on first come first serve basis. Please find the attached file for Registration Form.
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