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                                       Day - Long Exclusive Training on

   Customer Relationship Management (CRM)
Resource Person:  Muhammad Saidul Islam (Bappy), Coach |Corporate Trainer| Soft Skill Trainer | Motivational Speaker
                                         

	                                               Date and Time: 22 August 2025 (Friday), 9:45 am - 05:00 pm

Deadline for Registration: 21 August 2025 (Thursday)
For Registration or additional information please call us: 01958-155162, 01958-155163
or E-mail to: info@bjti.org, contact.bjti@gmail.com, Website: www.bjti.org, [image: image2.png]


:https://www.facebook.com/bjti.info/


	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.

	

	Resource Person:

Mr. Engr. Muhammad Saidul Islam(Bappy)
B.Sc.Engg.(KUET), MBA(Finance),MIEB, MIAENG(Hong Kong)
EEE(HBS, Harvard University, USA), NM(HBS, USA)

ME(Massachusetts  Institute of Technology, MIT,USA)

LP(HBS, USA),PIPI(HBS,USA), EIL(Florida, USA),CDA Reg:0312
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Engineer Muhammad Saidul Islam is a professional Leader, Trainer, Coach, Resource person & Specialist in the field of Corporate leadership, Customer Relationship Management, Engineering Management, EPC contract management, Organizational Culture & Behavior, Marketing management & Sales, Supply Chain & Logistics management ,Branding & Brand Management, Emerging Economics, Entrepreneurship, Emotional Intelligent Leadership, Negotiation Mastery, Financial Engineering, Automobile Engineering, Oil & Gas field engineering management. Muhammad Saidul Islam had begun his first career at the country’s largest conglomerate “T.K group” in 2007. His career history is as below:

· Assistant Engineer (Utility), T.K Group
· Senior Engineer, N.ISLAM Group, Dubai, Country: UAE
· Head of  Sales & Operation, VOLVO Group , Swedish MNC 
· Head of Business Development &  Project , PEAL Group
· Head of Technical & TEC Secretary, CONCORD Group
· Head of Project & Member Sectary , S.ALAM Group
· Head of EPC & Business Acquisition , Confidence Group
With the backup of 18 years’ experience being in those field encompassing the Various Industry like Power plant, Oil & Gas, Food, FMCG, Steel, Transmission Tower, Real Estate, Building  Construction since 2007 in Bangladesh & abroad , Muhammad Saidul Islam  is  affiliated as Corporate trainer & resource person, Speaker/ Coach ,Soft Skill Trainer, Motivational Speaker with Country’s various prestigious institute , Corporate house/Companies .
Moreover, Muhammad Saidul Islam is also actively involved in his own business currently in concerning below:

· Founder & CEO ,   L J  Corporation 

· Founder & CEO ,   L J  ENGINEERING
· Founder & CEO , EDUCATION-Traveller.com 

· Founder & CEO , R & D-Venture.com
· Founder & CEO , E-Cool Clean & Utility Services 
Muhammad Saidul Islam is a voracious reader as well as pragmatic in pursuit of his dream. Moreover, he has an Excellent Educational background including world famous & top class Harvard University & MIT, USA.
Muhammad Saidul Islam has undergone extensively  100+ Trainings/Seminars locally and Internationally at more than 10 countries  on Sales & Marketing, EPC, Oil & Gas  pipe industry costing, Efficiency & Productivity Improvement, Leadership & Management, Leadership & Communication of growth mind set, Entrepreneurship, Project Management, Engineering Management, Emotional Intelligent Leadership, ,Branding & Brand Management, Emerging Economics, Entrepreneurship, Negotiation Mastery, Financial Engineering, Automobile Engineering, KAIZEN, 5S Management for factory. Besides, Muhammad Saidul Islam conducted 100+ corporate/online/offline trainings form his Own organization “EDUCATION-Traveller.com “
Muhammad Saidul Islam is considered himself to be lucky in having the opportunity to be directly mentored by world renowned speakers and experts like Dr Hossain Zillur Rahman (Chairman, BRAC & Ex-Advisor, Caretaker Government), Dr Tarun Khanna (Professor, Harvard Business School, USA), Dr. Zoon Hua(Professor, MIT,USA). All these wealth of knowledge is being imparted and shared with his audience during his training sessions.

Muhammad Saidul Islam believes learning and gaining knowledge should be wise and it is well reflected in his high energy training sessions.


	Customer Relationship Management(CRM)
Introduction: 

The training course on “Customer Relationship Management (CRM)” bolsters participant’s management, Planning, Organizing, Directing, Controlling of Customer relationship skills with a strong understanding of business concepts such as sales, marketing, finance, customer relation, marketing, service feedback of product development and more. ”Customer relationship Management(CRM)’’ skills allow all kinds of professional to navigate their work with tact, compassion, and thoughtful strategic planning to boost customer engagement, relation, optimize finances, and make environmentally conscious decisions about customer, support team members, maintain diverse, equitable, and inclusive workplaces.
Moreover “Customer Relation Management (CRM)”empowers to identify core issues and problems & Show ability to find innovative customer relation solutions in constructively.
Objective of the Course:
At the end of the course, the participants will be able to plan and implement, develop customer relationship management & sales solutions that are well-conceived and carefully implemented to meet public and private sector needs. Moreover, Participant will Contribute effectively to organizations as leaders and/or team members & also foster personal, organizational success in a dynamic, globalized professional environment.
Course Content: 
Module 1

---Concept & Foundation Customer Relationship Management

--- Process of Customer Relationship Management

---Customer Value Management, Customer satisfaction and Customer Retention

---Measuring CRM, Customer Experience Management
Module: 2 

---Customer Service and Customer Relationship Marketing

---Consumer Needs, Purchase Patterns, Concept of Consumer Behavior, Importance of Consumer Behavior

---Nature of Customer Service, 4Cs in Customer Service Strategy

---Relationship Marketing types & method, Relationship Marketing Process, Strategies for building relationship
Module 3

---Customer Loyalty and Customer Engagement

---Customer Loyalty and Perceived Goal, Strategies for customer loyalty Development,

---Role of Social Media in changing customer loyalty, Public Relations Strategies

---Meaning of Customer Engagement, Customer Engagement Marketing Model

Module-4

---E-CRM

---Approaches to CRM with use of different software packages, operational CRM.

---Analytical CRM, Sales Intelligence CRM, Campaign CRM, Use of internet tools blogging, twitter, emails, Facebook as interactive public relations tools

---Data Security System and Privacy of customers collected information
Who should attend? 

· Job holders who are doing jobs in various organizations like Electronics, FMCG sector, Group of Companies, Oil, Gas field, Social Business, Engineering firm, NGO, Industry, RMG, manufacturer, Developers, Builders ,Construction, Energy sector, Financial services, Financial Institution etc.

· Entrepreneur, Businessman, Sales Director, Sales manager, Customer relationship Manager, Marketing Manager or Director.
· All types of students MBA/BBA/ or Engineering Background Professionals/ Architect Who are related to customer services, sales, marketing
· Person from manufacturing background / Factory Manager.
· Entry/middle/Top management 

· Person handling purchase/Project/SCM functionary.
· Who are related with teaching of management/BBA/MBA/ Science back ground?
· College/Polytechnic/ University students for building career in Sales, Customer services,
Training Methodology:

· Presentation 

· Group Discussion 

· Self-Assessment/Short Quiz/Self-Reflection.
· Video/Audio Visual

Language: English & Bangla 
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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