“Success of a Salesman depends on
WINNING the MIND of his
CUSTOMER. " — Md. Akbar Hasen
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“To increase . conguer the
of your Customer.™

“One Customer, too many Competitors,
Fiaht to

“Pe a in sales”™
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Contact-G/IDDRT
BRIDDHI-Industrial & Marketing Consultants

House 7, Road No B/A, Dhanmondi R/A, Dhaka
02 9133167; 01713457021; 01819218044
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BRIDDHT - Training & Development
BRIDDHT - Consultancy
BRIDDHT — Executive Search
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