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	BANGLADESH-JAPAN TRAINING INSTITUTE (BJTI)

is going to organize a

2-Day Long Exclusive Training on
FMCG Sales Excellence
Resource Speaker: 
Mr. Karimul Arafat, Marketing Professional, Soft Skills Trainer & Career Counselor

	Date & Time: 14-15 August 2026 (Friday & Saturday), 08:45 am - 05:00 pm
Deadline for Registration: 13 August 2026 (Thursday)

	Venue: Bangladesh-Japan Training Institute, Room # 31-32, 7th Floor, Eastern Plaza, Sonargaon Road, Dhaka.
Registration Fees: BDT 7,000/- 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

To confirm your registration, please fill out the registration form and pay the registration fee by 13 August 2026 (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 140 Bkash cash out fee).

	

	Resource Person


Mr. Karimul Arafat Marketing Professional, 
Soft Skills Trainer & Career Counselor

Mr. Karimul Arafat has more than 16 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.
	FMCG Sales Excellence
Training Objective:

Develop a high-performance FMCG sales team by strengthening capabilities in retail execution,

product strategy, target group focus, and visibility-driven sales, ensuring sustainable market share

growth and distribution excellence in Bangladesh.

Contents of the Training:
Module Structure & Content
1. Salesmanship Fundamentals: 
· Building Ownership Mindset

· Focus: From sales executor to business owner

· Role of sales in driving revenue & market expansion

· Understanding territory as a business unit

· Accountability in FMCG field operations

· Outcome: Ownership mindset with result accountability
2. FMCG Product Segmentation Strategy

· Focus: Selling the right product to the right outlet

· Product segmentation by price, category, usage & consumer class

· Premium vs Mass vs Economy product approach

· SKU prioritization based on outlet type

· Outcome: Smarter selling through segmented product focus
3. TG (Target Group) Management
· Focus: Aligning product with the right consumer base

· Identifying Target Groups (income, geography, lifestyle)

· Matching TG with outlet profile (urban, rural, modern trade)

· Customizing sales pitch based on TG insights

· Outcome: Improved conversion through TG alignment
4. Understanding Customer & Retailer Needs
Focus: Insight-driven selling

· Retailer expectation vs consumer demand gap

· Active listening in real market situations

· Asking practical, business-focused questions

Outcome: Better need identification & solution selling 

5. Customer Buying Behavior (Bangladesh FMCG Market)

Focus: Real buying triggers

· Price sensitivity & brand switching behavior

· Influence of visibility, offers & retailer push

· Seasonal & regional demand variation

Outcome: Sales aligned with actual market behavior

6. Product Mastery & Competitive Positioning

Focus: Turning knowledge into influence

· Product features, USP & competitor comparison

· Benefit-based selling approach

· Positioning products within segmented categories

Outcome: Stronger product confidence & persuasion
7. Retail Execution Excellence (Core Driver)

Focus: Winning at the shelf

· Retail Display & planogram execuTIon

· Merchandising standards & hygiene

· Merchandise Assortment Planning (MAP)

· SKU availability & stock depth

Outcome: Increased offtake through visibility & availability
8. NPV (Numeric Productive Visibility) Management

Focus: Driving sales through effective visibility

· What is NPV in FMCG retail context

· Ensuring right SKU, right place, right visibility

· Tracking visibility vs sales performance

· Prioritizing high-impact outlets for visibility

Outcome: Measurable improvement in visibility-led sales growth
9. Route to Market & Call Productivity

· Focus: Maximizing field efficiency

· Route planning & Route per Call (RPC)

· Outlet segmentation (A/B/C classification)

· Strike rate improvement techniques

Outcome: Higher coverage, productivity & efficiency
10. Distributor Management Excellence

Focus: Strengthening supply backbone

· Distributor role in availability & expansion

· Order planning, stock rotation & credit management

· Building long-term distributor partnerships

Outcome: Stronger supply chain and market service
11. Market Activation & Demand Generation

Focus: Creating pull from the market

· Local activation strategies & campaigns

· Trade offers & consumer promotions

· Effective use of POSM materials

Outcome: Increased brand demand & engagement
12. Communication & Relationship Building

Focus: Trust-based selling

· Verbal & non-verbal communication in retail

· Adapting communication style

· Building long-term retailer relationships

· Outcome: Stronger relationship equity

13. Objection Handling & Sales Closing

Focus: Converting challenges into sales

· Handling price, margin & demand objections

· Practical closing techniques in field situations

· Confidence building during negotiation

Outcome: Higher conversion and strike rate
14. Negotiation Skills (Retailers & Wholesalers)

Focus: Win-win business approach

· Margin vs volume strategy

· Negotiation tactics for different trade partners

· Sustaining long-term business relationships

Outcome: Balanced profitability and volume growth
15. Post-Sales Relationship & Complaint Handling

Focus: Retention and loyalty

· Follow-up discipline

· Complaint resoluTIon techniques

· Building repeat business

Outcome: Stronger customer retention

16. Practical Role Play & Field Simulation

Focus: Real-life application

· Sales call simulation

· TG-based selling scenarios
17. Wrap-Up & Action Planning

Focus: Execution roadmap

· Key learning summary

· Individual action plan

· Open Q&A discussion

Outcome: Clear field implementation plan
Key Strategic Terms Covered

· Product Segmentation

· TG (Target Group) Management

· NPV (Numeric Productive Visibility)

· MAP (Merchandise Assortment Planning)

· RPC (Route per Call)

· Retail Execution Standards
Expected Outcomes

· Improved visibility & retail execution quality

· Stronger TG-focused selling approach

· Higher sales conversion & productivity

· Better market coverage & distributor efficiency

· Sustainable brand growth in competitive FMCG market

· Target Audience:

· Sales Teams, Sales Managers, Customer service representatives, Product and business development

· professionals, Brand Manager, Market Development Team.

· This training is designed to make participants not just salespeople, but market executors and business

· builders, capable of driving both demand and distribution in real FMCG environments.

Methodology:

Related Video Presentations, Group Discussion, PPT Lecture, Practical Problem Solving.
Language: English and Bengali
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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