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Here is my report on Leather Export of Bangladesh, "The Current Scenario". This report 
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EXECUTIVE SUMMARY 

Th�s report is based on a 12-week internship program at TO, leading leather 
company the country report is divided into four parts -the profile 

Leather Industry tn Bangladesh. Prospects of Export Bangladesh, 
Problems Leather of Bangladesh, organization part and the project part .. 

main object of the project was to find out what is the reason of 
leather export, where is the problem ofleather our country. 

Ltd is one of the leading leather exporter groups Bangladesh . TO Ltd is the 
tlagship the leather-buying house, It is 

. 
largest leather buying media in 

Bangladesh based on the success of TO Ltd, the group has embarked on a vertical 
expansion program in to leather export such as crust leather, Finished leather, 

shoe with this view, Ltd was set-up £n March 16, 1985 as the 
� 00% Export oriented leather and leather goods trader in The office is 
Situated at Dhaka, Zigatala near Hazaribagh tannery area. In Feb . 1987 to 1998 the 
company undertook a massive expansion program to increase sales capacity. 

TO Ltd has a capacity selling 1 million finished leather export 
monthly. It exports varieties finished leather such as Cow, Buffalo, Goat China 
Kld� Drum Dyed etc The company has developed its competitive facilities 

company its competitors. 

mission statement TG Ltd "To become the best leather ""V.,.,.ArT Buying 
House company the World". 

The structure of the organization is 'gi ven in the annex. The managing director is at 
top most position the organization all function of company are 

carried out through six distinct functional areas or departments headed by 
officers. These are -

'!.ftnance 

2Jnformation technology 

section 

Marketing 

5.Customer's service 

resources-corporate affairs 



For project part, both primary and information were collected. 
Primary information were collected through questionnaire and interviews with 
shippers} buying houses and buyers. The information was collected 

various sources. The sample size was for 70, buying houses 30,buyer 
20 were randomly from the database list TG. 

The objectives of the project were find out 
1. What is the problem of leather export 
2. is the obstacles leather export 
3 How we procure the problem 
4. How we can increase export of the world 

The findings ofthe survey are as follows 

I.raw materials problem 

2 .delay shipment problem 

3.quality problem 

4.1acking information technology 

5.price negotiation with b uyer and shipper 

problem 

6.environmental problem. 

7.child labor problem 

8 Technic ian problem 
9 Machinery's problem 

the above findings, I will recommend the l!:> ...... ULA.UA'-'A'- to increase in 
Ltd as soon as possible .But shipper and buying houses not same 
to increase leather export. 

TO 



Leather of Bangladesh" The Current Scenario" 

Chapter 1 INTRODUCTION 

1.1 Background 

This report is 
leading leather 

on a 12-week internship TO, the 
export company in the country the report 

is divided into two organization part and the part. The 
proj ect parts, 
reason of 
OUf country. 

the project was to out what is the 
is the problem export of 

1.2 Purpose of the 

The prime objective internship program 
graduates with on the job an 
theoretical knowledge so into real 
objective of is to meet the 

"'n ... ',.'" ofBBA 

LTo have an overview the organization 

part of this 

2. find the organization and departmentation 

3. To identify the corporate 

prospective 
to apply 

and the 
for the 

are as 



4.To have a detail knowledge the 
of an organization 

1.3 SCOPE 

This report deals with the 
organization. The primary 
Department and its activities 

1.4 Methodology 

Marketing Department 

and marketing division of 
was given to Marketing 

Both primary and information were collected. Primary 
information was collected questionnaire and interviews with 
shippers, buying The secondary information was 
collected from vari sample size was for shipper 70, 
buying houses 30,buyer 20 were selected randomly from the .......... , ..... U' ....... "'" 
list ofTG. 

2 



Chapter 

2.1 Background the 

Organization 

TG is one of the leading exporter groups of J.J .... u."".u.u .. ,.;;,u . 

flagship of the leather-buying It is the single 
media in Bangladesh on the success of TG, the group 
on a vertical expansion in to leather export such as crust 
Finished leather, with end in view, TG was 
16, 1985 as the 100% oriented leather and leather goods 
Bangladesh. The at Dhaka, Zigatala near 
tannery area. In 1998 the company undertook a massive 
expansion program to sales capacity. Presently, TG has a cap acity 
of selling 1 leather export monthly. It 
finished leather as and Goat etc. is one of 
leather finished export Bangladesh. The company 
competitive competitors. 

Although a little bit sufficient for the present 

has decided to 3 acres of land for expansion m 

the future. Such a has been spotted in the 

proposed site about 40 KM from Dhaka-Tangail road. 

International the site is 25 KM. The finished goods 

TG is the 

operation 

At the early stage of 

and Japan. 

media of buying leather house. The and 

period 1997 to 1999 are bellow. 

on a specific area to the potential 

market in 1987 it their 

business. It also inherited a professional and technically competent 

management and work in all its functional areas had 

involved in the buying house for a l ong time. 

more than 15 years with initial on ... "" ........... "" ... TG has been rU''''''T'�n 

lead ing expert. two years of service were very difficult for 

3 
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