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Executive summary 
 

My Internship report is about services of Major Telecommunication. 

Telecommunication industry is assuming a significant job in the accomplishment of 

our economy. They function as an outsider in Bangladesh.  

 

This report outlines the information and abilities obtained from working in Major 

Telecommunication as an understudy for a quarter of a year. The report comprises 

of a short clarification of Major Telecommunication and its missions, vision, products 

and administrations are giving. Next, I portrayed the organization and essential job 

and guideline duty in my area of expertise.  

 

In this preliminaries and compelling information, I have had the option to discover my 

aptitudes and requiring. Under the standard, I have additionally developed and built 

up some organization aptitudes, which can be high calibre. At long last, it has 

become my profession thoughts by causing me to understand the estimation of 

corporate experience. 
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CHAPTER I: INTRODUCTION 

 

I.1     Background of the Report  
 

Internship program is essential and required piece of a graduation program in order 

of Bachelor of Business Administration (BBA). Internship  in the last of this program 

gives an approach to rehearsing what we have realized and learnt. It upgrades 

understudies to apply their hypothetical and reasonable information in the useful 

circumstance and to get familiar with the craft of directing the investigation and 

introducing its discoveries in an experimentally and methodical way. This report has 

been set up for satisfaction of the prerequisite for the level of bachelor of business 

administration BBA at united international university, which is one of the main 

foundations of Bangladesh. This report has been set up based on some experience 

increased through the temporary job time frame. Essential wellspring of this report 

readiness is the perception and individual experience of the contribution in Major 

Telecommunication as an understudy. As they don't have their own site, yet auxiliary 

information gathered from various site and the daily Newspaper. This report 

arranged on the subject of services at Major Telecommunication. 

I.1 Objectives of the Report  

To analyze the general Services effectiveness of Major Telecommunication 

completely inside the edge of the internship  understanding, which I will attempt to 

cover in my report.  

Explicit Objective  

 

 Understanding the sales executive  

 Distinguishing issues in the work environment  

 Recommendation of the issue 

I.2 Scope  
 

 Understanding the Telemarketing  of Major Telecommunication  

 An overview of Major Telecommunication  

 Analysis of services at Major Telecommunication  
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I.3 Limitations of the Report  

In preparing this report there were limitations I faced: 

 The organization I worked was a recently opened one; accordingly, the 

quantity of recommendations sent by the organization was 

exceptionally small.  

 Lack of sufficient data and information  

 Lack of experience and information  

 Time impediment for this examination  

 Lack of adequate sources 

 

 

 

 

CHAPTER II: COMPANY AND INDUSTRY PREVIEW 
 

2.1 Company Analysis 
 

2.1.1 Overview and History 

 

Major Telecommunication is a Bangladesh-based Call Center Outsourcing Services 

Company that gives execution driven and top notch re-appropriating administrations. 

It focuses to basic piece of reshape the essence of re-appropriating and client 

relationship the executives through key arrangements that complete its customers 

generally speaking crucial Major Telecommunication client offices.  

 

Major Telecommunication is one of the quickest developing assistance giving 

organizations in Bangladesh. We began our excursion as a Contact Center for 

neighborhood Businesses, presently settled ourselves as Business Process 

Outsourcing (BPO) arrangement Provider for some organizations in different nations.  

 

Major Telecommunication Company enrolled by BTRC from second December 

2018, office at #83 Khutrot-e-khuda Road first floor (Elephant Road) Dhaka-1205. It 

depends on Domestic and International Call Center. This Call Center has an open 

work environment for call focus specialists, with work stations that incorporate a PC 



10 | P a g e  
 

and show for every operator, by through a Vicidial Software associated with a 

telecom switch or to an inbound/outbound call the board framework, It can be 

autonomously worked of connected with extra Centers, the voice and information 

pathways into the Center are related through a great deal of new advances called 

PC correspondence fuse. The contact community is an essential issue from where 

all client contacts are controlled. Through contact Centre's, crucial data about 

organization is directed to reasonable individuals, contact to be followed and 

information to be gathered. It is for the most part some portion of organization's client 

relationship the board structure. The greater part of huge associations use contract 

centers as a techniques for managing their customer affiliations. This present 

Centers can be constrained by in house office equipped for redistributing customer 

relationship to an outsider. Their primary qualities are genuine to the manner in 

which we work to exertion towards initiative, trust, and client unwaveringness. It is 

pivotal that their tasks group works intimately with the customer to comprehend the 

basic parameters basic to empower quality help and execution.  

 

What's more Major Telecommunication office has the accessibility of prepared call 

place operators with proficient coaches nearby to furnish newcomers with the 

necessary aptitudes to deliver quality assistance for their customers.  

 

Outbound call network organizations have colossal in game plan arranging, Debt 

Collection, Lead Generation, investigate Surveys and Telecom Industries, Insurance, 

etc. For Outsourcing Call Center organizations have high change rates, extended 

arrangements, and dynamically fulfilled clients and trustable client associations.  

 

Inbound Call help of customer prospects in a perfect, reliably response to client 

obliging Center organizations give Call Center Technical assistance, answering mail, 

Order Taking help, Help Desk and customer help. In inbound call place offers the 

and capable way.  

 

Re-appropriating call Centers are routinely arranged in making countries, where 

wages are imperative lower. There are incorporated the call Center endeavors in the 

Philippines, Bangladesh, and India. 

 Mission 

 

Major Telecommunication is the pioneer in the call community industry of 

Bangladesh and as of now substantiated us in Business Partnering with 
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different Organizations, offering types of assistance and being important piece 

of their organizations.  

"Meeting up is a start. Keeping together is progress. Cooperating is 

achievement." 

 

 Vision 

Major Telecommunication vision is to give better an incentive than our customer 

by offering contact focus and business process redistributing administrations.   

 

2.1.2 Trend and growth 

  

Step by step Bangladesh is getting created in web advancement and call focus 

business. "IP Telephonic programming course of action is being passed on by 

Micromax-delicate for BPO and call focus industry in Bangladesh It has upper level 

capable gathering is sure to offer the most diminished response for call focus 

business. The association has the most imperative master experiences to game plan 

call center since it has set up the essential worldwide call place in Bangladesh in 

2006. It takes IP based correspondence as the inside segment for its working 

domain since the beginning. Major Telecommunication is one of the most up to date 

call focuses in Bangladesh. They are all inclusive dynamic redistributed 

telemarketing organization.  

 

Major Telecommunication gives universal (Inbound) and Domestic Contact Center 

Services. Bangladesh government has introduced their new methodology and 

Bangladesh Telecommunication Regulatory Commission (BTRC) is expecting the 

noteworthy activity for this. Major Telecommunication call focus has assets; 

innovation and working involvement with spot to help organizations grow 

comprehensively and outperform their customer deals, administrations and 

showcasing desires by the proactive client driven methodology. Major 

Telecommunication call focus is focused on building versatile and repeatable 

business arrangement and administrations guaranteeing customer progress.  

 

It relates inbound and outbound consider center advantages that can help with 

utilizing second, money and resources, and move essential concern. 
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2.1.3 Marketing mix 

  

The feasible displaying frameworks are figured through the right relationship of 

organizations publicizing mix, the seven Ps, expressly thing, esteem, place, 

progression, people, physical confirmation and methodology are commonly utilized 

by the telecom expert centers to design, improve, isolate and complete their 

advancing strategies. The distinctive publicizing methods of telecom organization 

take gauges subject to organizations advancing mix are discussed as follows: 

 Product 

The thing is raised to the scratched level with fitting customer help and 

customer care practices and the help of raised degree of nature of 

organization. The idea of organization and brand estimation of telecom 

authority associations are similarly reflected in thing systems. The thing is a 

mix of generous and unimportant pieces of things offered by producer to the 

customers. The thing can be implied as a stack of satisfaction and 

disillusionment offered by association to the customers in a steady 

progression. Their physical properties what they do, how they differentiate 

from your opponents and what advantage they give. The thing can be 

designated solid and non-extreme, buyers and mechanical items. 

 Price  

Worth suggests the cash related estimation of the thing has been fixed for 

exchange manner of thinking. It is the proportion of a customer pays for the 

thing. It is fixed resulting to thinking about various elements, for instance, bit 

of the general business, competition, material cost, thing character and the 

customers thing if various stores have a comparable thing. It ought to be 

consistent in such a way the association is in condition to recover the costs 

and addition benefits additionally. If it is fixed low, by then it may hard to go to 

the breakeven point and at whatever point fixed high then it may have block 

sway on the arrangement. The worth decision is tricky and for that uncommon 

thought is to be taken with the objective that you may get the genuine edge 

due to cost choice. Acknowledged estimation of the thing. The business may 

rise or fall the expense. 

 Place  

place (Distribution) where the business sells its things or organizations and 

how it gets those things or organizations to the customers. Spot shown up the 

point or territory where the thing is make available to purchase. It is 

fundamental that the things and customer should be open at a point then 

simply the arrangements would be possible. This term is use for scattering 

channel. It can incorporate any physical store similarly as virtual stores on the 

Internet. Spot isn't just a physical store where it is reasonable. It is exactly 

how the thing happens or make picture in the brain of clients. It depends on 



13 | P a g e  
 

the perspective on customers. The things or organizations should reach to the 

customer that channel is called task channel of position. 

 Promotion  

The headway thought is applied for things or organizations and to the 

business. The progress joins all trade a support utilized in the market for 

these results of associations to prompt consideration, to convince the clients 

to purchase and hold in future likewise. For development in the circumstance 

of arrangements or progress of business this method is used. The information 

is given to target bundle as for the features and points of interest of the things 

or organizations to the goal customers. Without correspondence the features, 

favorable circumstances and plans would not be known to the customers and 

objective of in moving of things or benefits and extending fulfills would not be 

done. Exactly when correspondence makes then simply the interest would be 

settle on and customers would take the decision for buying. For advancement 

different techniques for correspondence can be used. 

 People 

People working under  its  business  bunch that a basic activity in its exhibiting 

tries. People have been set up in convincing systems, yet notwithstanding 

show respect to the business customers considering their tendencies. People 

working in its customer care division. They are passed on by customers if 

there ought to emerge an event of any issue inside the thing, and these 

people oversee customers through the technique for getting the issue settled. 

They are set up to the customers and endeavor their best to get their anxiety 

settled. These people expect a huge activity in keeping up of improving the 

idea of the last thing conveyed by reacting to any requests or helping them 

pick the thing that best suits their necessities. 

 

 Physical Evidence 

It is the spot the association is passed on and where the firm and client 

accomplice, and any critical segments that empower execution or 

correspondence of the association. the private telecom organization gives are 

sharp in giving their pith through delegate dresses, formal attire, handouts, 

booklets, business cards, shimmer sign sheets and moreover have an online 

website that is anything but difficult to utilize and allows customers to see its 

things in first-class pictures taken from various focuses. 

 Process  

It is the recognize the affiliation is passed on and where the firm and customer 

assistant, and any significant fragments that animate execution or 

correspondence of the affiliation. the private telecom association gives are 

sharp in giving their epitome through operator dresses, formal clothing, 

freebies, booklets, business cards, sparkle sign sheets and in addition have 

an online website page that is definitely not hard to use and permits clients to 

see its things in top-notch pictures taken from different core interests. 
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2.1.4 Product/service mix  

 Inbound Call Center Services  

 Appointment Setting 

 Customer Service 

 Database management  

 Membership Applications  

 Opinion surveys  

 Overflow/After hours 

 Live telephone operators 

 Cross-Selling 

 Direct respond for web site 

 Insurance claims 

 Insurance and employment verifications 

 Outbound Call Center Services 

 Market intelligence  

 Direct mail follow-up 

 Lead generation/ Qualification/Management  

 Product promotion 

 Info and Literature fulfillment 

 Appointment scheduling 

 Decision market contacts 

2.1.5 Operations 

Four specific call center operations solutions are: 

i. Creating web  

 

The Call place exercises can be progressively ground-breaking if an intranet is put to 

use. Administrators should be slandered to use the intranet, which may offer a help 

work region, recreational activities data, and messages from the board, association 

notices, and nuances on the association's latest improvements. It can help staff 

people stay related to the administrators. 

 

ii. Conducting Research 

Call center has its momentous issues dull is necessities of staff and customers will 

ensure perfect execution and examine call logs estimations to collect information on 

customer are running into. 

iii. Staff Training 

A principal bit of call center errands is planning staff people. Authorities should be 

sensible of full extent of data open to them. Aptitude coaches give the rules expected 

to set up an expert for progress. 
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iv. Examining Key Statistics  

Call focus endeavors can be run much more successfully if the official effect on 

estimations relating to factors, for example, call volume cost per call, level of 

reasonable calls, customary time per call, and purchaser loyalty. 

 

2.1.6 SWOT analysis 

  

 
SWOT analysis is a study to understand a company’s internal and external condition. 
By face to face conversation and observing Telemarketing environment, I tried to 
make SWOT analysis simple. As follows: 
 

 
 
 
Internal Analysis: 
 
 

Strength   Weakness 

i. Major Telecommunication has 
enough positive attitude. 

ii. Enough capacity to reach the 
objective. 

iii. Strong esteem chain framework; 
iv. Having quality as unwavering 

quality. 
 

v. Having a solid duty to all clients; 
 

vi. Customer-focused. 

i. Does not have enough savvy 
resources. 

ii. Could be increasingly creative. 
iii. Lack of group inspiration. 
iv. Could not use innovation to 

keep up   the representative's 
promptness. 

 
 

    External Analysis  
 

Opportunity  Threat  

i. Brand dependability; 
ii. Poor odds of new participants to 

enter into advertise; 
iii. Local request; and  
iv. Having chance to use as 

worldwide Telemarking. 

i. Existence of solid contenders; 
and 

ii. Competitors have progressively 
current and pizazz 
administration. 
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2.2 Industry analysis   
 

2.2.1 Specification of the industry  

 

Bangladesh call focus organize is a significant truth in time of setting up a call center. 

Today Global system Communication have proclaimed that Beacon Global Services 

Corporation has actualized the principal start to finish voice information Call focus 

arrange arrangement utilizing different IP spines traversing the United States and 

India.  

In mid 2006 Bangladesh proficient preparing organization BPTI has entered the 

ability advancement segment of Bangladesh remaining on the foundation of R&G 

Group. BPTI has earned notoriety of being a financially savvy and profession 

situated preparing. Accord InfoTech gives redistributing phone based client care and 

deals from Bangladesh for USA, UK, Canada, Australia and South Africa advertise.  

Harmony InfoTech Bangladesh is assuming a solid job in this division. Dial the 

executives is an expert association giving various answers for business visionaries 

meaning to begin call focus business. Dial has tied up with Tech-mark arrangement 

Limited. HMC  

SkyTel Communication Ltd is a private restricted organization central command in 

Dhaka, Bangladesh. The organization is enrolled with the enlistment center of the 

business entities and Firms (RJSC) of Bangladesh, authorized and managed by the 

Bangladesh Telecommunication administrative Commission to act a web Gateway 

(IIG) administrator. skyTel would mastermind to course universal approaching and 

active web-based information traffic. As a web door administrator, they would give 

best quality and reasonable universal web/information availability to the web access 

suppliers.  

Innovation is one stop facilitated Call Center specialist co-op. Proficient call 

operators, supportive and persevering people who have practical experience in 

guaranteeing quality Telemarketing are accessible here.  

Bangladesh call focus has assets; innovation and working involvement with spot to 

help organizations broaden all inclusive and outperform their customer deals, 

administrations and showcasing desires by the proactive client driven methodology. 

Bangladeshi call community organizations give 24 hours call administration, giving 



17 | P a g e  
 

more excellent worth and included call place administrations from everywhere 

throughout the globe. 

 

2.2.2 Size, trend, and maturity of the industry  

 

The Call Center industry in Bangladesh was worth around $12 million out of 2013, of 

with percent was represented by the nation's household showcase. Bangladesh 

Telecommunication administrative Commission (BTRC) facilitated the permitting 

procedure for call focuses in 2013. Starting at 2013, around 70 call place in activity in 

Bangladesh. Bangladesh sends out its call community administrations to nations 

including the United States, Canada and United Kingdom.  

Call Centers have developed as another outside money winning area, creating in 

excess of 30,000 occupations since its blast in mid-2009. With around 1,500 seats in 

47 such focuses as of now, specialists state, this division can possibly prosper, 

sacking very good quality work contracts from worldwide market. Victories are many. 

So the business insiders empowered for clarification of business that currently 

appreciates 60 percent development.  

A call Center's is an office where a nation's inbound calls are gotten, or outbound 

calls are made. The business here mostly works for various organizations situated in 

the US, UK, Canada and Australia. Its activity obligations incorporate selling items, 

checking worldwide charge cards, crusade for new item deals, booking lodgings and 

in any event, selling workstations, sun oriented boards. Notwithstanding re-

appropriating various administrations all inclusive, the industry presently eyes getting 

Tk 500 crore a year from the nearby market, albeit a deficiency of gifted specialists 

frequents call focus business. "A learning stage we are presently passing. We have 

examples of overcoming adversity also. In excess of 60 percent call focus is 

currently in make back the initial investment," says Reazulddin Mosharaf, secretary 

general of Bangladesh Association of call Center and re-appropriating.  

A measure of at any rate taka 1 crore is required to set up a Center having 25 seats. 

At first, business visionaries esteemed worldwide downturn a risk to their business, 

which in the end up being incorrectly as the money related firestorm had left a few 

openings. The remote organizations utilizing the call Center's for advancing items 

and administrations have decided on working with Bangladesh's fledgling call 

Centre's. Numerous an organization has brought together their client care capacities 

at call Centre's, which contributed a great deal to make this business well known.  

Be that as it may, proficient specialists stay rare, a fundamental deterrent to the 

sectorial turn of events. In the coming years, around 1, 50,000 operators will be 

required to adapt to the developing interest for call Centre's. Principally understudies 

from English medium schools and private colleges work with such Centre's. Rumana 
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Hossain, an operator of ATN call Center, thinks the calling isn't awful in any way. 

"Our workplace is decent. So we don't feel terrible during day of evening time." From 

a social point of view, the second year understudy of BRACK University stated, it is 

another thought in Bangladesh. She likewise highlighted the way that she confronted 

a volley of inquiries from individual understudies. "In any case, when someone turns 

out to be progressively familiar with the obligations of the action, they moreover 

become captivated." For the most part, telecoms, clinical foundations, protection 

organizations and bans offer different kinds of help through the private call Centre's. 

Mansurul Alam, executive of PC source, requested that the controller permit giving 

household and universal call Center's administrations at similar premises with a 

similar set up. "We are busy with our worldwide clients for the most part around 

night-time because of the qualification in time. In any case, in the day time, our call 

Center become sluggish as we have no work at that point," he brought up.  

Zia Ahmed, director of BTRC, accepts that the call Center industry is a promising 

segment to acquire remote money. 

 

2.2.3 External economic factors  

 

Financial variables are each and every one of those that relate to the economy of the 

nation that Major Telecommunication Call Center, for example, changes in the 

augmentation rate, the outside change scale, the hard and fast national yield, and 

the present time of the cash related cycle. These variables, and their following effect 

on full scale interest, hard and fast hypothesis and the business air, with everything 

considered, can make an affiliation particularly useful, or incredibly committed to 

understand an episode.  

The budgetary factor that Major Telecommunication Call Center might be fragile to, 

and thusly ought to consider before contributing may combine the going with: 

 The money related structure that is correct now operational in the section 

being alluded to, whether or not it is a controlling foundation, an oligopoly, or 

something like a perfect competition fiscal system. 

 The pace of GDP advancement in the country. 

 The advance expenses in the country would impact how much individuals are 

anxious to get and contribute. Higher rates would realize increasingly critical 

theory that would mean greater advancement for Major Telecommunication 

Call Center.  

 However beneficially the budgetary markets work moreover influence how 

well Major Telecommunication Call Center can raise capital at a sensible 

worth, recollecting the premium and gracefully. 

 A raised degree of joblessness in the country would mean there is a more 

noticeable load of occupations than demand, which implies people would 
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work for a lower wage, which would cut down the costs of Major 

Telecommunication Call Center. 

 

2.2.4 Technological factors   

 

Call Center advancements intertwine talk confirmation programming which permitted 

intuitive voice reaction structures to oversee first degrees of client care, content 

mining, conventional language showing signs of improvement client managing, 

executive arranging through cunning scripting and altered mining utilizing best 

practices from past exchanges, strengthen robotization and different movements to 

improve master efficiency and buyer unwavering quality. An altered lead choice or 

lead controlling is in like way proposed to improve efficiencies, both for inbound and 

outbound battles. 

 

 This permits inbound calls to be legitimately directed to the 

proper specialist for the assignment, while limiting hold up times 

and not insignificant arrangements of unimportant alternatives 

for individuals bringing in.  

 For inbound calls, lead choice permits the executives to assign 

what sort of leads go to which specialist dependent on factors 

including aptitude, financial components, past execution, and 

rate probability of bringing a deal to a close for each lead.  

 The widespread line estimated the handling of interchanges 

over different advances, for example, fax, telephone, and mail. 

The virtual line gives guests an option in contrast to looking out 

for hold when no specialists are accessible to deal with inbound 

call request.  

 Moreover, call Centers have been based on private branch trade 

(PBX) gear that is claimed, and kept up by call Center 

administrator. The PBX can give capacities, for example, 

programmed call appropriation, intelligent voice reaction, and 

aptitudes based directing. 
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2.2.5 Barriers to entry 

 

The organization plans inside the business require extreme approving and legal 

essentials to be fulfilled before an association can start selling. This makes it difficult 

for new contenders to join industry, thusly, exhibiting the threat of new members a 

weak force. 

 

2.2.6 Supplier Power  

 

The business wherein Major Telecommunication Call Center works is a gigantic 

customer for its suppliers. This infers the business' advantages are eagerly joined to 

that of the suppliers. These suppliers need to give reasonable esteeming. This 

makes the force of suppliers a progressively delicate force inside the business. 

 

2.2.7 Buyer Power  

 

The thing partition inside the business is high, which infers that the buyers can't find 

elective firms making a particular thing. This difficulty in trading makes the force of 

buyers an increasingly helpless force inside the business. 

2.2.8 Threat of Substitutes  

 

There are a ton of substitutes in call center industry. More than 80 call networks 

starting at now exist in exhibit they could offer relative organizations. Generally, firms 

conveying inside the business where Major Telecommunication sell at a lower cost 

than substitutes, with adequate quality. This infers buyers are less disposed to 

change to substitute things. This suggests the risk of substitute things is slight inside 

the business. 
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2.2.9 Industry contention 

The dispute among the contenders and the advancement in the business depends 

on the intensity of contention. High intensity of contention is seen around here 

division of Bangladesh. The leave blocks are in like manner high due to government 

rules and confinements. This makes firms inside the business hesitant to leave the 

business, and these continue making even at low advantages. This infers the 

opposition among existing firms a strong force with the business. 

 

 
 

 

 

CHAPTER III: INTERNSHIP EXPERIECNE 
 

3.1   Position, duties, and responsibilities  

 

I encountered fulltime workdays all through my internship. I joined as an internee in 

the Procurement division at Major Telecommunication. I passed the whole spring 

trimester there with lots of new learning. Through I had a tough time   working yet it 

was perhaps the best inclination in my work life. The workplace was excessively 

acceptable good. Everyone was exceptionally helpful, agreeable and friendly. 

Through they stay exceptionally occupied with their task; they managed time to 

address my questions and showed me their business. Mr Rashel Patowary, Head 

of the procurement   department, was my internship   manager. He appointed me 

under Mr Kazi Nur Mohammad Saddam Hossain, one of the directors of 

acquisition. There, I had been doled out to some particular obligations what I needed 

to do on standard premise. I additionally worked in (Direct sales) department   under 

Ms Jannatul Ferdous, Senior Executive of Direct deals office. A portion of the 

undertakings that I have done was somewhat exhausting and touchy however some 

way or another figured out how to be finished with those in an appropriate way.  

 

The first week was practically pretty much light of the fact that I didn't need to do 

anything without printing, copying and filtering archives. On the second   week, I was 

guided by Mr Mahbub Morshed, Mizanur Rahman what I need to do and how to do. 
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The whole week was listening   and understanding thing with copying   and 

scanning. I learned how to services   of inbound calls and outbound calls. In addition, 

I learned how to make inbound and outbound calls and how to discuss with overseas  

clients. I encountered the mix workplace and figured out how to be finished with 

those in an appropriate way. A portion of my activity obligations that I acted in my 

internship period are referenced underneath.  

 

 To sell products and submit client requests in the PC framework  

 Assisted clients with important data.  

 Received Mails and keep records on it. 

 Assisted clients with important data, for example, Name, Address, and 

so forth.  

 Products offered by the organization.  

 Provide clarification about the item or administration to the clients.  

 Provide scripted endeavour to take care of business to address issues 

of unequivocal individuals.  

 

It is my pleasure to have the  benefit fill in as sales executive at Major 

Telecommunication. This report incorporates the sales and marketing   division  at 

Major Telecommunication. It likewise incorporates the action I have educated, issue 

and arrangement. Working in a call center   it gives thought and experience about 

the Telemarketing, in actuality. Additionally, in the event that anybody needs to   do  

internship  report dependent on Telemarketing, it will support them.  

 

3.2   Training 

 

The called community on preparing advancements achieve amazing in client 

administrations, execution the executives' instruments alludes to the various 

routes through which the long haul of a client could be recognized. What's 

more, the use of client relationship the executives' morals to perceive capably 

reacts to the clients. The various channels for the conveyance of preparing 

are: 

 

 Face to confront homeroom preparing  

 Conference meetings  

 Wed based courses  

 Self-paced preparing (books and toolboxes)  
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Bangladesh proficient Training Institute has gone into the aptitude 

improvement part of Bangladesh in mid-2006, with the ground surface of R&G 

Group. It has earned the prestige of being practical and profession arranged 

preparing organization in Bangladesh.  

 

BPTI's Service for – Domestic and International Call Center Support include:  

 

 Call Center Agent Training  

 Call Center Management Training  

 

BPTI Training Contents:  

 

 Customer Service  

 Global Accent  

 Culture Sensitization  

 Communicative English 

3.3   New skills developed  

 Communication skill 

 Vocal  

 Gain Telemarked knowledge  

 Global accent  

 Professionalism  

  

3.4    Application of academic knowledge  

 

I have the opportunity to increase pragmatic information which is somewhat related 

to my scholastic information and rest of the things very surprising. In any case, I 

attempted to apply each one of that hypothetical information which I picked up from 

my university. 
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CHAPTER IV: CONCLUSIONS AND KEY FACTS  
 

 

4.1 Recommendations for improving departmental operations  

It is difficult to suggest any association as I have less information about the 

association in this brief timeframe period. Suggestions set forward progress in 

regions which have scope for cleaning and advancement. Including: 

 Need more workers as it is a building up organization they have less 

representative. They have to expand the number of representatives.  

 Increase organization brand picture.  

 Make inspiration after the sales  and service.  

 Increase group inspiration.  

 They can utilize innovation to keep up the representative's reliability.  

 Need more advancement.  

 Increase scholarly assets. 

  

4.2 Key understanding  

 

Some of key understandings  are- 

 Customer administration of Major Telecommunication. 

 Result of Major Telecommunication.  

 Dealing with different calls of the client. 

 

4.3 Conclusion 
 

It very well may be said that as Major Telecommunication is a developing 

organization. They are more anticipate to accomplish the objective. It was an 

extraordinary encounter for me to work deals official in Major Telecommunication. 

During my instructive period at college, I have increased just scholarly information. In 

the time of my entry-level position, I have the opportunity to increase viable 

information. I am happy that I could fill in as deals official.  
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