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Executive Summary

%3 a requirement of BBA course at East West University, i have been carried out an
ntemship report based on my two month long working experiences in the Marketing
Department of Times International ( An Indenting Company). Times International is the
up growing house of chemical indenter in Bangladesh. Though they are very sincere to
their client & committed to serve the best of their service, they just establish their
pusiness within a very short time in large aspects. They are assuring the quality with a
competitive price. They are providing chemicals from Germany, USA, Indonesia, India,
Pakistan, Japan, Malaysia & China origin. Now everywhere in the chemical sector
quality is the most required issue. Times International also aware of it. They believe in
quality, price & service to their valued customer. They have a very strong marketing
division, who are always at a service to our client & working very hard for market
development. They provide their client all sorts of technical support any time they
required. And it is able to give delivery instantly both local & indenting clients. This
report focused on Overall Operation of Times International specially “The Marketing
Strategy of Times International’. It has been emphasized its marketing strategy
functions and activities. Moreover some recommendations have been suggested for
further improvement. Overall the business of chemical indenters of Bangladesh and the

condition of Times International has been analyzed in this report.
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INTRODUCTION
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BACKGROUND

Times International is a pioneer Trading & Distribution Company markets more than
3.000 products from 1,000 manufacturers around the globe in 15 different
categories. Their divisional structure aliows the company to strategically focus on the
unique needs of individual markets. They are now mainly enriched with Petroleum &
Petrochemicals, Hydrocarbon Fluids, Rubber & Poiymer Technoiogies, Engineered
Plastics, Adhesive & Sealants, Radio-Active Technologies, Nitro Cellulose, Coatings
8& Colorants, Performance Chemicais, Vitamins, Metal & Alloys, Health Care

Products and Oleo chemicals.

Times International pilay an instrumentai role in bringing quaiity products to their
customers and increasing its international brand awareness across many core
sectors. They have aiso beefed up their presence in the domestic distribution market
by successfully launching a series of strong foreign brands, capitalizing on the

Group’s most extensive, weil-deveioped distribution network.

Times International is successfully pursuing a consistent strategy. Their goals are to
build their brands and the value of their business, to improve their services. Through
more than 6 years of operations, they have built a strong international reputation for

high quality service to meet customers’ needs.
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OBJECTIVE

Tnhe general purpose of this report is to determine the Times International’s

—arketing effort and how they pursing their marketing strategy. This reports

Y]

ziiempts to identify the target market and growth of Times International and the
~2asons behind its growth. This report will also identify the capabilities of Times
nternational for future prospective in the Indenting sector, and heip know whether its
sxpansion will have any impact on indenting industries or how much it will affect

Times International itseif. Therefore, the purpose of the report is:

» Broad objective: To develop profile of Times International and its marketing
strategy.
» Specific objectives: To attain the broad objective foilowing specific

objectives were pursued:

To know briefly about the company.

Identify their marketing strategy.

To identify the promotional and selling strategy.
Identify the target market

Future prospective of Times International

E R AR HES=

Observe the quality and standard of service.
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ORIGIN OF THE REPORT

Tnis report is prepared to fuifill the partial requirement of my internship of BBA
Program at East West University supervised by S | Nusrat A Chaudhury, Associate
Professor & Head, Career Counseling Center. | have been working in Times
International since June 15 2008 and | have prepared this report in align with my

assigned responsibility of Internship.

SCOPE

The reports will basically covering the marketing strategy of Times International in
Bangladesh. In this report, according to the objective and gathered documents, | will

enlarge the report through the foliowing process:

+ Main operation of Times International

4+ Processing the information marketing strategy and problem related to this faced
by the company.

+ Applying the theoretical knowledge to solve some of the problem faced the

company.



Research Method :

® Study Design:
The purpose of the study is to determine the decisions in formulating the

marketing Strategy for Times International. This is a descriptive study.

® Primary Data:
In order to collect the primary data, following methods have been
followed:

- Key informant (Senior Officers & Clients)

- Unstructured Questionnaire

- in-depth Interview.

- Face-to-face interview.

® Secondary Data:
The secondary date have been collected from —
- Previous Reports.
- Web Site.
- Different Books.
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LIMITATIONS

Despite of the effort to make the study as proximate to perfection, there are several

_navoidable reasons, which might contribute for its limitations.

® There were several organization bindings and requirements those | needed to
consider while conducting the study.

® There are several data and formats, which are highly classified and contain
sensitive information. While, attaching them with this report would definitely
provide the reader with a broader view on the rationale of the study and the
findings, but it was not possible.

®’ In many ways, the geographical dispersion of the clusters hindered the study and
in certain cases prevented from going for deeper insights.

® Definitely, there might be some judgmental errors occurred due to inexperience

and surroundings.

SCOPE FOR FURTHER RESEARCH

Obviously, there are many factors, which are outside of the scope of the study but
will definitely have some impact over the market and the competition. Therefore,
there is scope to include as many of those factors as possible and consider their
effect in the study and observe the result. This will make the findings more
comprehensive and will help to minimize uncertainty, which are critical for decision-
making. Also there are some factors that can not be anticipated. But many factors
also can be overlooked. So factors that have impact will make the research accurate
if these are included. The recommendations from the findings will definitely help in
making future decisions and will also contribute by presenting some real life data
from its pilot run.



ORGANIZATIONAL PROFILE

TIMES INTERNATIONAL

Times International, the core company of Times Corp. led by founder Chairman
& Managing Director — Mr. Mohammad Salauddin made its official debut to
the service of local Chemical Importers back in 2000.Times International is the
one of the largest Chemicals indenter in Bangladesh. From the very beginning,
it has been serving the valued customers (mainly engaged in chemical
importing) through providing quality Chemicals (from USA, France,
Switzerland, Japan, Taiwan, Korea, China & India) with their complete

satisfaction.

Times International always carries forward the spirit of 'Unity, striving,
practicality, high efficiency’, insists on exploiting new opportunities, and carries
out development strategies in all business sectors related to country's chemical
imports. By combining industry and trade, they have been able to build an
extensive country-wide marketing network and efficient sourcing channels

around the globe.

For ensuring instant services to the valued customers, Times International
regularly keep substantial stocks for the chemicals commonly used in the
above industries they deal. Not only that, they also issue indents for those

industries who want to import directly in bulk quantity.

Now, the people here at Times International are working to meet the demands
of the new century and rapidly changing global market scenario. Based on the
rules of abiding contracts and maintaining credibility, it will continue to develop

better business relationships with its existing as well as prospective clients.
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Times International is looking forward to having the opportunity of being able to

create a long and prosperous future with its potential clients.

THE MISSION & VISION OF TIMES INTERNATIONAL

The Mission of the organization is:

“The mission of Times International is to provide maximum service to
the local & import oriented chemical processing industry through providing

best quality chemicals”.

The Vision of the organization is:

“To Extend ihe function through World-Class Performance”.
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HISTORICAL BACKGROUND OF TIMES.INTERNATIONAL

Times International is the up growing house of chemical indenter founded by
Mohammad Salauddin in 2000. Though they are very sincere to their client &
committed to serve the best of their service, they just establish their business within
a very short time in a large aspects. They are assuring the quality with a competitive
price. They are providing chemicals of Germany, USA, Indonesia, india, Pakistan,

Japan, Malaysia & China origin.

Now everywhere in the chemical sector quality is the most required issue. Times
International also aware of it. They believe in quality, price & service to their valued

customer.

They have a very strong marketing division, who are always at a service to our client
& working very hard for market development. They provide their client all sorts of

technical support any time they required.

Times International is trying to give an instant service to its valued client by keeping
a available stock of chemicals. And it is able to give delivery instantly both local &

indenting clients.




Name

Brand Name
Nature

Starting Operation
Product / Service

Area of Operation

Corporate Office

Head Office

Contact
Website

E-Mail

t =
T RN ATILNAL

COMPANY PROFILE

: Times international

: Times International

: Chemical Indenter

: 2000

: Chemical Indent

: All Over Bangladesh (Specially Dhaka

& Chittagong)

: Banani, Block B, Road 4, House 105,
Dhaka1213

: Phone: 02-9889353 Fax: 02-8824210

. www.times.com.bd

: abdullah.mamun@timescorp.com



STRUCTURE OF TIMES INTERNATIONAL"

Times International is a private company. Management Director is the operational
nead and appointed by the company itself. Head of every department carries out
tneir functions with the help of empioyees. Different departments have different

functions according to their service and responsibility.

The Executive Committee (ExCo) govern the overall activities of the company. Chief
Executive Officer of Times International is called the Managing Director, who is
normally appointed by company itseif. Managing Director of the company is the
chairperson of the Executive Committee. This committee includes the head of all the

functional departments.

—_———

[t

“ Finance &

Fig-1: Times International Organogram
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PRODUCT RANGE

They play an instrumental role in bringing quality products to their customers and
Increasing its international brand awareness across many core sectors. We have
also beefed up our presence in the domestic distribution market by successfully
launching a series of strong foreign brands, capitalizing on the Group's most
extensive, well-developed distribution network.

Our major products are-

Electro-fused Strontium Hydroxide Barium Chloride

Magnesia High Purity Dihydrate

Ammonium Amorphous Alloy C alcium Nitrate

Molybdate Catalysts for Crystal

L o |

. Calcium Chloride Calcium Chloride
Calcium Formate Calcium Bromide

11




ko cation
CARLIC Chenodeoxycholic

exchange resin ]
OIL CAPSULE Acid (CDCA)

Degassed Y

Chromium(Cr) Distilled Palm Fatty
Glucose Amylase

Powders

A

High State Amylase || High-purity Copper R— Hotmelt adhesive

High-purity Mn304
Oxide Powder glue
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M-N, N-Diethyl
lead acetate Lithium Chloride M-Amino Phenol Amino Phenol

Natural Manganese NBR/PVC rubber

Ore Powder blend

PFAD (Palm Fatty
Nickel Nitrate

Acid Distillate) Pigment Blue 15:3

L

13
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Pigment Red 48:2 Pigment Red 57:1

\-h"-"'—”",

; ) Pigment Violet 3 ) )
Pigment Violet 23 Pigment Yellow 13 Pigment Yellow 14

Potassium

pyrophosphate

|
|
! Raspberry ketone Refined Oxalic acid
|

Pigment Yellow 13

Sodium Citrate

14
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Sodium Erythorbate

Sodium

Naphthionate Sodium Nitrate

Sulfur

I 0%im
Ty spiped

b PN RITORS
] L B

L o TR
Dol s Doy
il g
g o, LY

R W e
B P o S

: . zinc oxide
zinc oxide

Zirconium Acetate

Sodium
Hydrosulfite15kg

Drum

Sodium Suiphate

Anhydrous

Zinc Oxide

Zn0O Zinc Oxide

pharmaceutical

material 99-100.5%
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EMPLOYEE OF TIMES INTERNATIONAL

Tne employees of the Times International are dynamic, self-motivated and energetic
10 perform any assigned job, because they are selected based on academic and
experience records. The company employs 10 permanent empioyees and varying
number of seasonal and temporary workers as required. Remuneration depends on
the nature and conditions of work. The workers are labeled in the following
categories:

% Permanent

% Probationer

% Temporary (seasonal)

PHYSICAL INFRASTRUCTURE OF THE COMPANY

The infrastructure of the company has a broader field where the company plays its
important role. Times International has broad warehouse with proper inventory
system and a Head office consisting of Corporate Head Office. The Company’s
Head office and warehouse are located in Dhaka. The company’'s chemical
inventories are stored in tne warehouse. The store Manager who reports to the

Managing Director at the Head Office heads.
The company performs its service operation all over the country through its

corporate office. To perform its operation smoothly, the company operates effective

communication system like e-mail, fax international couriers, phone etc.

16
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GOOD HOUSEKEEPING

= clean, tidy, well- planned and well-organized work site is an important factor in

oromoting safe working habits. Materials, tools and other equipment should be taken

aut from their proper storing place, and put back arter use.

FIRE PROTECTION AND SAFETY

Times International Security will ensure all possible measures for fire protection and

fire fighting training. They will ensure or make sure that:

"

AR EAA

The owner of any office premises used by Times International is
responsible for having a proper and safe evacuation plan in case of fire.
This should be a clause in contracts with the office premise owners. The
plan shall be displayed ciearly on all floors for all personnel in the office
premises.

If, for any reason, no such plan exists, the most senior manager/ region
head in GP for the specific location is responsible for producing one. He is
also responsible for carrying out other relevant actions relating to the office
premises and personnei safety.

Fire drills shall be arranged at least once per year.

Sufficient numbers of fire extinguishers shall be available.

The following types of fire extinguishers are to be used.

For electrical fires : Dry powder

For fires in fine technical equipment : Nitrogen

For burning oils : Dry powder

17
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COMMITMENT TO DEVELOP THE FUTURE

Times International has consistently invested in the market through its positioning.
Thus Times International has always been in the business of chemical and its

marketing brands that meet standards found anywhere in the world.

The company believes in attracting the best talent available by offering a challenging
working environment with career development opportunities. Individuals here are
entrusted with significant responsibility and autonomy, and investment in people
through regular training and career development has helped them to establish a
culture, which encourages people to think creatively, generate new ideas and
approach problems from a number of different perspectives. In the quest of
becoming a World Ciass Company by achieving the visions, sirategic imperatives
and the values. To this effect, the company has organized different workshops,
employee care and development activities throughout the year with direct

participation of its people.

With state-of-the-art machinery, excellent people, and a portfolio of world-beating

brands, Times International could not be anything but instinctively international.

People's attitudes have changed much over the time. Without this changed attitude
of excelling in their performance, it would not have been possible to make so much
progress. This spirit of people will help in achieving the company's Vision and
Mission and ultimately to be a world class company.

This strategic investment helps Times International to achieve competitive edge in
case of facing any competition.

Also the company has developed a system to have better control of its supply chain
process. This has made a major impact in terms of automating the entire supply
chain process from shipping go-down to retailer, providing on-line information at

every stage of the secondary supply chain.

18
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As a company that aspires to be the world class, the Cdmpany also looks at the
nterests of its suppliers and trading partners. A team is currently looking at how the

company can support them as they strive to improve their performance.

Functional Areas

Times International has been operating its business under the following major

functional areas:

+ Finance
+ Account

4 Marketing

+ Information Technology

+ Business Development

For the relevancy of the study, only the marketing department and its structure have

been discussed to provide a comprehensive view.

19



ACTIVITIES AT A GLANCE
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[ Collect Order from '
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| Collect Pl From |

" Issue PI To Importers |

: ”"'-'Calléct LC from
Importers i

I

i

EF_ s et et i "!EI
| Issue LC copy & BDH |
||] No To Suppllers f

Collect BDHNo |

1;@ Couect.s‘hipping
E Documents from

(Inspection i

| Reference No.) From |

!’ Provide Smppmg
I Documents To

] e

|g1 Collect Commission From The Bank | i

i Iil

Fig-2 : Activilies At a Glance of Times International
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(1) COLLECT ORDER FROM IMPORTERS

First job for any indenters is to collect order from the importers. This job is done by
the marketing people. In Times International there are four marketing people. The
marketing manager set a plan for other marketing executives, and the team of sales
oeople implement the plan. Marketing executives work as the sales people of the

company.

At first the marketing manger find out the target market. Their target market is
divided into fifteen categories depending on the chemicais they use for their

production or resale them into local market .

Detergent Production Companies

Food additive Product

Ceramic Companies

Fire-resistant materials Production Companies
Paint Production Companies

Water treatment

Glass Production Companies

Paper Production Companies

Pharmaceutical Companies

Tire /Rubber Industries

Leather Technologies

Plastic Companies
Cosmetics Production Companies

Textile Industries

S O S G S S S S b S S S N R

Chemicals Reseller

21
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Then marketing executives sort out the list of their targetred customers, and try to
communicate with them through phone, e-mail and physically visit to their office.
Marketing executives usually try to communicate with the purchase manager or
import manager of the targeted customers. After communicate with the clients they
try to find out the potential buyer and communicate with them regularly by providing
the updated information of the chemicals which they (ciients) want to import. If they
can success to convince their potential buyer, then the buyer will ask the price for
chemicals they want to import. The marketing people coliect the orders from

importers and report it to their marketing manager.

(2) TAKE PRICE FROM SUPPLIERS

Marketing manager make a list of clients ordered products and submit it to the
sourcing department. Sourcing Department communicate with various suppliers
through out the world, They try to find out the best Suppiiers, best product and better
price than others to make the deal successfully. In Times International there are
more than 3,000 products from 1,000 manufacturers around the globe in 15 different
categories. their divisional structure allows the company to strategically focus on the
unigue needs of individual markets. They are now mainly enriched with Petroleum &
Petrochemicals, Hydrocarbon Fluids, Rubber & Polymer Technologies, Engineered
Plastics, Adhesive & Sealants, Radio-Active Technologies, Nitro Cellulose, Coatings
& Colorants, Performance Chemicals, Vitamins, Metal & alloys, Health Care
Products and Oleo chemicals.

After taking the price from suppliers they add their commission with the quantity of

per metric ton product.

| have attached a real copy of a “Product Quotation” to the next page-

22
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(3) OFFER PRICE TO IMPORTERS

Marketing executives collect the product specification and priCe from the sourcing
Jepartment and offer to the importers or potential clients. The role of marketing
executive is very important here, if the marketing executive convince the clients that,
t is the best supplier, best product and better price offer than others then the
importers can agree to import the chemicals. But if there is any confusion with the
price the importers ask to marketing executives to bid the price, or let him know other
supplier or product. When the supplier, product and price is finai and convinced with
the importers then he (importers) ask for Pl (Pro-Forma Invoice), from marketing

executives.

(4) COLLECT PRO-FORMA INVOICE (Pl) FROM SUPPLIER

Pro-Forma Invoice (Pl) is the document where all the specific information about the
product as like as-name of the Supplier's Company Name and Address, Banks
Name and, Product Name, Grade, Origin, Packaging, Per Metric Ton Price, Total
Price in USD, Payment terms and Quantity are included. Others information that are
also included with the Pro-Forma Invoice are the Shipment Date, Name of the Sea

Port from where to exit the and where to Entry, Delivery terms etc.

When the Importer is convinced and agree to import the specific quantity of
chemicals and ask for Pl from Times International (Indenter), then Sourcing
Department collect the Pro-forma invoice from supplier through e-mail or
international courier services. At that time souring department also cross meeting
with suppliers about their commissions for the product they are dealing with
importers. There is an agreement between suppliers and Times International

(indenters) for the commission purpose is that after shipment of the product the

24
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commission for indenters is automatically deposited by the supplier bank to

ndenter’s barnk.

(5) ISSUE PRO-FORMA INVOICE (Pi) TO IMPORTERS

Sourcing department successfully end up the cross meeting with the supplier and
collect Pro-Forma Invoice (PI) from supplier. Then marketing executives issue Pl to

the Importers.

(6) COLLECT LC COPY FROM IMPORTERS

After marketing executive issue Pl to the Importers, they (importers / clients) need to
open a LC to the bank. Marketing executives coilects the LC copy from the importers

and submit it to the sourcing department.

| have attached the LC term for the import companies to the next page-

25
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DOCUMENTS REQUIRED FOR LC

i A) BENEFICIARY'S DRAFT IN DUPLICATE AT SIGHT FOR 100% CFR INVOICE

VALUE.

1/ B) BENEFICIARY'S MANUALLY SIGNED INVOICES IN 8 FOLD.

C) FULL SET OF CLEAN ON BOARD OCEAN BILLS OF LADING OF A
REGULAR LINER VESSEL MARKED FREIGHT PREPAID DRAWN ON OR
ENDORSED/CONSIGNED TO THE ORDER OF LC OPENING BANK. NOTIFY

OPENER AND US.

D) INSURANCE COVERED BY APPLICANT. ALL SHIPMENTS UNDER THIS
CREDIT MUST BE ADVISED BY THE BENEFICIARY ON THE DATE OF
SHIPMENT DIRECT TO INSURANCE COMPANY, THE OPENERS AND US
REFERRING TO COVER NOTE NUMBER, DATE AND OUR L/C NUMBER

GIVING FULL DETAILS OF SHIPMENT. A COPY OF THIS ADVICE MUST

ACCOMPANY EACH SET OF DOCUMENTS.
.|

E) DETAILED PACKING LIST IN 6 FOLD.
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|F) ONE SET OF NON-NEGOTIABLE DOCUMENTS INCLUDING DETAILED

i PACKING LIST MUST BE DESPATCHED TO APPLICANT WITHIN & DAYS
AFTER SHIPMENT BY COURIER. ORIGINAL COURIER RECEIPT MUST
| ACCOMPANY DOCUMENTS ALONGWITH BENEFICIARY'S CERTIFICATE IN
THIS REGARD.

IG) CERTIFICATE OF ORIGIN IN DUPLICATE FROM CHAMBER OF
Il COMMERCE.

ADDITIONAL CONDITIONS

. SHIPMENT/TRANSHIPMENT OF GOODS DESTINED FOR BANGLADESH BY
ISRAELI FLAG VESSEL/CARRIER PROHIBITED. A CERTIFICATE TO THIS
EFFECT ISSUED BY CARRIER MUST ACCOMPANY ORIGINAL
DOCUMENTS.

. DOCUMENTS EVIDENCING SHIPMENT MUST NOT BE DATED EARLIER

THAN THE DATE OF OPENING THIS CREDIT.

. THIRD PARTY, SHORT FORM, BLANK BACKED AND CHARTER PARTY

BILL OF LADING RECEIPT NOT ACCEPTABLE.
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. DOCUMENTS WITH DISCREPANCY MUST NOT BE NEGOTIATED EVEN

UNDER RESERVE WITHOUT OUR PRIOR APPROVAL.

V. ORIGINAL SET OF DOCUMENTS INCLUDING 6 COPIES OF INVOICE AND
DUPLICATE SET OF DOCUMENTS ALONGWITH REST 2 COPIES INVOICE
TO BE SENT TO US BY DHL/FEDEX COURIER TO LC OPENING BANK

IMMEDIATELY.

. COUNTRY OF ORIGIN, IMPORTER'S NAME, ADDRESS AND TIN NO. MUST

BE MENTIONED CLEARLY ON THE PACKAGES/CARTON/CASES AT LEAST
2 PCT OF THE CARTON/PACKAGES/CASES BY IRREMOVABLE INK AND A
CERTIFICATE TO THIS EFFECT MUST ACCOMPANY WITH THE ORIGINAL

DOCUMENTS.

. BENEFICIARY'S BANK MUST BE SENT TO US SATISFACTORY CREDIT
REPORT ON THE BENEFICIARY BY TELEX/SWIFT/COURIER BEFORE
SHIPMENT. A COPY OF THE CREDIT REPORT MUST ACCOMPANY

ORIGINAL DOCUMENTS.

. 01. PRESHIPMENT INSPECTION FOR QUANTITY, QUALITY, DESCRIPTION,

CLASSIFICATION AND PRICE SHOULD BE CARRIED OUT BY NOMINATED
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SURVEYOR. THE FINAL INVOICE AND PACKING LIST SHOULD BE
ENDORSED BY ITS WITH THE NUMBER AND DATE OF ISSUANCE OF THE

CRF.

102. A CLEAN REPORT OF FINDING (CRF) AS PER CLAUSE 01 MUST BE
;ISSLIED WITHIN 3(THREE) WORKING DAYS OF SUBMITTING THE FINAL
INVOICE AND PACKING LIST TO CUSTOMER NOMINATED SURVEYOR THE
SAME MUST BE SENT TO THE COMMISSIONER OF CUSTOMS

(CHITTAGONG) THROUGH THEIR LOCAL AGENT IN BANGLADESH WITHIN

| 7(SEVEN) WORKING DAYS FROM THE DATE OF ISSUANCE OF CRF.

103. THE FINAL INVOICE AND PACKING LIST DULY ENDORSED BY
NOMINATED SURVEYOR MENTIONING THEREIN THE CRF NUMBER AND
DATE OF ISSUANCE OF CRF MUST ACCOMPANY THE ORIGINAL SHIPPING
DOCUMENTS.

DETAILS OF CHARGES: ALL BANK CHARGES OUTSIDE BANGLADESH ARE

ON BENEFICIARY'S A/C.

PERIOD FOR PRESENTATION: 15 DAYS FROM THE DATE OF ISSUANCE OF

THE TRANSPORT DOCUMENT BUT WITHIN THE VALIDITY OF THE CREDIT.
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| CONFIRMATION INSTRUCTIONS: WITHOUT
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(7) COLLECT BDH NUMBER
INSPECTION REFERENCE NO.) FROM IMPORTERS

“‘BDH No’ is the Inspection Reference Number of the product which can be imported
by the Clients / Importers. Before import any product from other countries importers
need to take a * inspection Reference Number’ from the Pre-Shipment inspection
Company. Pre-Shipment are required when mandated by the government of the
importing country. These governments argue that pre-shipment inspections are
necessary in order to ensure that the price charged by the exporter reflects the true
value of the goods, to prevent substandard goods from entering their country and to
deflects attempts to avoid the payment of customers duties. It helps importers to
assess their products and commodities against a wide range of safety, regulatory,

quality and performance standards.

Marketing Executives collects the LC copy and BDH No from the importers and

submit it to the sourcing department.

Pre-Shipment Inspections are performed by contracted private organizations. In
most cases, importers can select from a short list of organizations when planning
inspections. However, it is important to note that in certain cases only one company

is sanctioned to carry out inspections for that country.

PSI Clause:

Pre-shipment Inspection for quantity, quality, description, classification and price
should be carried out by M/s ...........................The final Invoice and Packaging
list should be endorsed by M/s ..........................with the number and date

issuance of the CRF.

The following is a list of the most widely used private Pre-Shipment Inspection (PSI)

Companies-
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Taiwan

M/s Cotecna Inspection Bangladesh Ltd (Block B)

_ M/s Bureau Veritas (BIVAC) International (Block C)
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Solomon

’——v . Islands
Hong Kong | Australia - |
} ' !

M/s Intertek Testing Services (Block E)

Canada - South Africa Seychelles
R e o
[ T R g
i - g
LS

| ], Other European i 7
}____l_—_l
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And Countries, rest of the world which is /are not included in the other blocks.

(8) ISSUE LC COPY & BDH NO TO SUPPLIERS

After getting the LC copy and BDH No from the marketing executives, Sourcing
Department send it to the suppliers.

(9) COLLECT SHIPPING DOCUMENTS FROM SUPPLIERS
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When suppliers get the LC Paper and BDH No from the Times Intel. (indenter), they
checked it and confirmed the shipment of the product. Then Times Intl collect the

Shipping documents from the suppiiers.

(10) PROVIDE SHIPPING DOCUMENTS TO IMPORTER

After getting the shipping documents from the suppliers, sourcing department hand

over it to the importers / clients.

(11) COLLECT COMMISSION FROM THE BANK

When the shipping document is issue to the importers then it means the deal is
success. And after the product is shipment in the importing country the supplier

deposited the commission to the indenters banks.
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RECRUITMENT POLICY

The recruitment and selection process in Times international is different for top level

and worker level. The top level and middie level process is the same.

iﬂ' [‘} -Fﬂﬂi.'*i','u ?H“ ol ,I.t,nq i'.‘.nF Uc y
E(E:lﬂ-.-ﬂ “ —H '] ) T . 1 ) "'.ﬁCj L 3! ".E B
Vaaant o ommunicat | | Apod of a0pIGaT SEieCCn
qeated eswith MR | | Canddate | |onfom | | fods

_J Intervew

Witn e Perion
candidates

Fig-3: Recruitment & Seiection Process

First when a position becomes vacant then through advertising the Management
Department builds a pool of candidates to select from. Then they analyze the resume
of the applicants to find the most eligible ones. Here the Management scrutinizes and
makes a short list of candidates depending on their educational qualification and
reference. After that they use various selection tools like physical exam, background

checking etc. In order to finally select the best candidate HR conducts interview with
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candidates. The oral interview normally takes place after 7 weeks of testing the
candidates. The Management chooses the best 3-5 people after the interview. After
the employees have been selected they have to work for a 6month probation period.

After working for this probation period the candidates are finally selected.

For the labors, and workers the recruitment process is much more informal. Walk-in
interviews are taken for laborers and workers. The principal is to attract skilled
employees through attractive compensation packages. They have to give a minimum

2 hour technical expertise test to prove their ability.
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MARKETING STRATEGY

EVOLVING VIEWS OF MARKETING’S

ROLE IN TIMES INTERNATIONAL

Marketing division plays an important role for the success of Times International.

When Company faces various problems; marketing division of Times International

comes to solve those problems. Some of them are:-

»

»

»

»

Sailes Decline : When sales fail, marketing executives try to identify the
reason clearly of then search solution. To increase sales, marketing manager

will take new plans and actions.

Slow Growth: Slow sales growth leads Times International to search for new
markets. They realize they need marketing skills to identify & select new

opportunities.

Increasing Competition: When Times International attacked by powerful

competitors, it hired the best marketers it could find to help it compete.

Increasing Marketing Expenditures: When Times International finds that
their expenditures for advertising, sales promotion, marketing research &
customer service are yielding poor results, management decides to underiake

a serious marketing audit to improve its marketing.

Times International believes that a stronger marketing function threatens their power

in the organization. The nature of the threat of Marketing Division of Times

International is iliustrated in Fig-3(a) through (d).

(@)

Marketing as an Equal Function:-
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Initially, the marketing function of Times International 1s seen as one of

several equally important functions in a check-and-balance relationship.

Marketing as a more Important Function:-

Lack of demand leads marketers to argue that their function is more important to

attract new product.

(b) Marketing As the Major Function:-

When Times International realized that without consumers there would be no
company, it argued that marketing is the company, it argued that marketing is the
major function of the company. Times Internationai clarifies the issue by putting the

subscriber rather than marketing at the center of the company. They argue for a
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customer orientation in which all functions work together to respond to customer

satisfaction.

Management

Account

Finance

(c) The Customer as The Controiling Function:-

Marketing deals with customer's need & satisfaction, so customer needs to

command a central position.
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Production

Human Customer Finance

Resources

Marketing

(d) The customer as the controlling function & Marketing as

the integrative function:-

MARKETING MEMO FOR TIMES INTERNATIONAL

1. The Times International Company’s assets have little value without the
existence of customers.
The key task of Times international is therefore to aitract & retain customers.
Customers are attracted through competitively superior offerings & retained
through satisfaction.

4. Marketing’s task is to develop a superior offering & deliver customers

satisfaction.

42




M EMIVIIUNAL

MARKETING PROGRAM OF TIMES !NT-‘ERNATiONAL

The marketing executives of the Marketing Division of Times International invoived
building a marketing program or plan to achieve the company’s desired objectives.
The marketing program consists of numerous decisions on the mix of marketing

tools to use.

COMPONENTS OF MARKETING MIX
CONSIDERED BY TIMES INTERNATIONAL

The marketing mix is the set of marketing tools the firm uses to pursue

its marketing objectives in the target market.

Times Internationai aiways considers the components of marketing mix
while making decision on these matters. They usually follow four broad
groups of marketing mix tools classified by McCarthy which are known

as 4 Ps of marketing: product, price, place & promotion [shown in Figure]
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Marketing Mix

Target
Market

Product
¢ Product I:lace o
Variety ¢ Availability
¢ Quality of the
% Design ) - product
< Features m ) ELO“O“ ¢ Nearness of
+«» Brand name * List Pn(%e_ < Aggressive the dealers
% Packaging % Competitive Personal % Location
% Sizes Price selling ' +¢ Channel
% Services % Discounts % Attractive < Coverage
& Warranties <> Allqwances ad\_/ertlsement % Assortments
& Offers % Validity % Using sales % Inventory
& Returns Period promotion % Transport
< Payment % Sales force
Period ¢ Public relation
% Special Price + Direct
Marketing

Fig :- The Four P Components of the Marketing Mix.
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. Product:

Product means the goods & services combination the company offers to the

target market. For Times International the products are Chemicals.

. Price:

Price is the amounts of money customers have to pay to obtain the product.
The price of chemicals are modified with commissions and set by the
company.

. Place:

Place includes company activities that make the product available to target
consumers. Times International spread their services all over Bangladesh

specially Dhaka & Chittagong.
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4. Promotion:

Promotion means activities that communicate the merit of the product &
persuade target customers to buy it. Times international spends 10% of total

expenditure each year on promotion to tell consumers about the company.

An effective marketing program blends all of the marketing mix elements into
a coordinated program designed to achieve the company’s marketing
objectives by delivering value to consumers. The marketing mix constitutes
the company’s tactical tool kit for establishing strong positioning in target

markets.
MARKETING MIX STRATEGY OF TIMES INTERNATIONAL

Times International always trying to prepare an offering mix of products, services &
prices & utilize a promotion mix of advertising, sales force, public relations, direct

mail to reach the trade channels & the target subscribers.

Marketing mix strategies of Times International is shown in Figure — 2.

Promotion Mix

Sales
Promotion
Offering Mix |, = Advertising T .
Products ‘ istributi )
Mata | Service | Sales _| Dastributio | Target
dop | rees | Force n Customers
—> | Public i ]
‘ Relations
Direct mail, |
telemarketing |
& Internet.
Fig — 2:- “Marketing Mix Strategy of Times International”
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In marketing mix strategy, Times International can

Change its price, sales force size & advertising expenditures in the short

Y

run.

Y

Develop new package program & modify its distribution channels only in
the long run.
» Make fewer period-to-period marketing mix changes in the short run than

the number of marketing mix decision variables might suggest.

The four P’s represent the company’s view of the marketing tools avaiiable for
influencing buyers. Times International always tries to match the four Ps to the

customer’s four Cs.

Four Ps Four Cs

Product Customer satisfaction
Price Customer cost

Place Convenience
Promotion Communication

Times Internationai tries to meet current & potential subscriber’'s needs economically

& conveniently & with effective communication.
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PROMOTIONAL APPROACH

Promotional approach is must be required to do a business. If the product is totally
new and the market is not discovered by the customer high involvement on
promotion must be needed. if the product / service and its market already exist then
involvement will be low. So we consider the final and perhaps most flexible element
of the marketing strategy. Marketing communication are the means by which firms
attempt to inform, persuade., and remind consumers, directly or indirectly, about the
brands that they sell. In a sense, promotional approach represents the “voice” of the
brand and is a means by which it can establish a dialogue and build relationships

with consumers.

Times International also have some marketing communication approach to represent
its brand. Chemical Indenting is now awareness in Bangladesh which is possible

only because of Times Internationai has done the promotional activities.

For promotional approach, Times International has foliow up Two marketing
Communication Tools —
1. Above The Line (ATL) Communications

2. Bellow The Line (BTL) Communications
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Above The Line (ATL) Commhnications

In traditional promotional approach, ATL is very commoniy used approach. Media
Advertising, Direct Response Advertising, Place Advertising, Consumer Promotions,
Event Marketing and Sponsorship are includes in ATL communications. But TIMES
INTERNATIONAL does not follow all of above. Company just follows —

Media Advertising (Newspaper/Magazine Advertising): Times
International used to promote their service by newspaper and magazine advertising.
TIMES INTERNATIONAL prefer the Business Magazine Newspapers, like-
Bangladesh Plastic Industries Association and Bangladesh Yellow Page etc. where
the target customers have the awareness about the servicee TIMES
INTERNATIONAL published their ads on the other Business Magazine also.

Direct Response Advertising (E-mail & Telephone): Times International

used to promote their service by Direct Response Advertising. Their Marketing
Executives used Telephone and e-mail to communicate with new and potential

buyers by which the target customers have the awareness about the service.
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Bellow The Line (BTL) Communications

Times International has some activities which directly communicate with target
customers. These types of activities helps product to the closest view from the
customers. So Times International promotes the Deutz Power System by creating

direct relationship through the customers.
Door to Door Advertising : Marketing Personnel’s of Times International used

Door to Door Advertising through physically visit their clients office and

organizations.
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RECOMMENDATION & CONCLUSION

RECOMMENDATION

Times International have been operating with the highest amount of precision and
accuracy possible because of their services, millions of circumstances depend. To
make sure the best performance and the customers using their services to be
benefited that are going to propose a few minor but crucial suggestions on their
whole working process of different categories of chemical. These changes are
proposed considering the need for a 21 century state of the art technology enabled
chemical indenter in Bangiadesh for supplying world class chemical for the
importers. These propositions are made on the basis of the fact that the competition
for chemical indenter is getting fiercer day by day. That is why, to be competitive and
at the same time to be profitable, a company should get upgraded with the latest
technology possible. They have also considered the financial factor for Times

International before going with the suggestions.
ga

Considering the above situation, | can suggest that -

1.Times International should improve some management and marketing strategy.
2.Their marketing department is not so much strong, so they shouid recruit some
more experienced marketing executives tc communicate with their potential buyer /
importers / clients.

3.They should provide sample product/chemicals to their clients.

4.Their advertisement and promotion sirategy is too weak, so they should do more
promotional activities and advertisement for the company.

5. Times International should divide their marketing team in terms of their different
product / grade of chemicals.

As a example same marketing people is dealing with various chemical importers,

they should be divided into 15 different categories / grade-
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Detergent Production Companies
Food additive Product

Ceramic Companies
Fire-resistant materials Production Companies
Paint Production Companies
Water treatment

Glass Production Companies
Paper Production Companies
Pharmaceutical Companies

Tire /Rubber Industries

Leather Technologies

Plastic Companies

HE 2R aREeRAER RN

Cosmetics Production Companies

6.Times International must maintain the service and performance quality to be the
best position in the market.

7. Times International must increase their marketing team and employee tc maintain

there position and to give tuff competition to their competitors.

52



: K .
NTLENATILNAL

CONCLUSION

Even though a new era of deveiopment has just been established in the chemical
indenter sector of Bangladesh, however, still these local companies has to go a long
way. We believe that in order to reacnh at the pinnacie of the glory these saving
organizations have to show some improvements in the area of indenting. One way to
show improvement is being innovative in supplying chemicals and getting a
competitive advantage over others. Particularly, Times International is now trying to
create some newly modified versions of existing process which have efficient and
effective order processing system. In addition, Times International is using a
structured and well organized layout for its distribution process. Although it is using
the right storage process and layouts for all of its functions, however, it is requires
to use some technoiogical advancements such as various automation system of
order process management, effective communication process etc. So, lastly, it
should be mentioned that is Times International can integrate and implement those
technological advancements in their operation then and only then it can become a

giant in chemical indenter industry.
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