
First, the bad news:

We can outperform 
your sales force.



Now the good news:

We want to be
your sales force.

Berman Purdum Interna-
tional (BPI) sells other
company’s products. Our

reputation rises or falls on our
ability to improve the income—
and bottom line—of our clients.

So we have to be focused,
dedicated and effective.

Ours is a custom-tailored,
personalized operation. The
fact that we represent relatively
few clients ensures that you’ll
get the attention you need.
But many of the clients we do
serve are leaders in their 
industry, often due,
at least in part, to our
efforts. Some of
them started small
and grew with us.

We’re not afraid to get our
hands dirty.
To accomplish our kind of

success, we do more than just
look pretty and push products.

We get involved in the
entire spectrum of business—
search out opportunities, sug-
gest product enhancements,
provide accurate forecasts,
manage orders and make the
best use of ad co-op dollars.

When problems come up,
we handle them—in shipping,
receiving, collections or any-

where else.


