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Executive Summary:
Reckitt Benkiser (Bangladesh) Ltd is doing their operations in Bangladesh for more the forty years. Their most successful brand is Harpic, Dettol and veet. These products are most trusted products as well as it has created good image to customer and also creates a well-deemed corporate reputation. 
Company’s main profit comes from sales of the aforementioned brands. Sales department is called the heart of this company. The department’s main role is to ensure the product availability and run the strong distribution system. This company is basically distribution-based company. In Bangladesh the company have 1000 plus distribution networks by which they run their businesses smoothly. They treat the distributor as their business partner.
To ensure product availability in the market the company divided the distribution system in two ways: one is regular distribution house which basically serve city-based markets and another distribution system is sub-DB system which is basically designed to ensure delivery in the areas where it is not possible to distribute through established sub distribution system. 
To operate the business properly as well as to continuously monitor the operation, the company has strong and efficient employee and advanced sales force. And those people are working in field and mainly taking the order called DSR. 
To promote their product and maintain good relation with outlets, they offer different trade promotion offer. They also offer consumer promotion offer. In the valuable outlets, they take under special criteria to offer customer promotions only through those outlets. These outlets get extra discount or commission so do their customers in those outlets.
Today’s business world is changing day by day and competitors are more aggressive than the previous era. Though the Reckitt has previous established reputation, they are trying to compete with that race. 
They are trying to improve their overall department employee skill and field sales force performance by taking different necessary steps. 
Key Words: Sales, Distribution, Reckitt Benkiser (Bangladesh) Ltd 
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Introduction:
Reckitt Benckiser is the world’s number one company in household cleaning product and also a leading performer in health and personal care. Reckitt Benckiser truly a global company with a consumer-oriented vision, operations in 60 countries and its product are sold nearly 200 countries, net revenue exceeds £ 12 billion. Reckitt Benckiser is intense about carry out better solutions and making life easier for consumers around the world is what guide the constant innovation. New product launches account for 20% of total net revenue. It goes without saying that the ultimate objective is to deliver outstanding result to the shareholders. 

Context of the Study:
Sales and distribution crucial activities that any FMCG should handle in an efficient way. Distribution is the through which final goods reached to the ultimate consumer. In these report we will see sales and distribution management system of Reckitt Benckiser (Bangladesh) Ltd. 

Organizational Background:
Johann Benckiser founded a business in Pforzheim, Germany in 1823. After that Ludwig Reimann took over Benckiser’s business moved it to Ludwigshafen. In 1992 it acquires Coty, Inc a North American beauty product manufacturer. In Benckiser’s product line it added two new product Vanish and Cillit Bang.
In the year 1840 Isaac Reckitt started a business which was named Reckitt and Sons in Hull, England. Reckitt first overseas business in Australia and listed on the London Stock Exchange in 1888. Harpic Lavatory Cleaners was acquired in 1932 and the same year Dettol was launched.
In 1938 Reckitt and Sons merged with J & J Colman to become Reckitt & Colman Ltd. The company made assorted accretion including the Airwick and Carpet Fresh Brands (1985). The Boyle-Midway division of American Home Product (1990) and the Lehn & Fink division of Sterling Drug (1994).  


1999 to Present:
The Company was formed by a merger between Britain’s Reckitt and Colman Plc and Dutch Company Benckiser NV in December 1999. This newly formed company CEO has been recognized for its transformation, focusing on core brands and improving efficiency in the supply chain. The new management team build up a new strategy “innovation marketing” which is amalgamation of increased marketing spend and product innovation, focusing on consumer needs that is linked to the company’s ongoing success. For example, in 2008, the company’s “rapid succession of well publicized new product variants” were credited for helping them “to capture shoppers’ immigration”. Business week has also noted that 40% of Reckitt Benckiser’s $ 10.5 billion in 2007 revenues came from product launched within the previous three years. 

Reckitt Benckiser acquired several manufacturers, company and brand which is described below:
	Year
	Company Name
	Brand
	Acquire Value

	October,2005 
	Over-The-Counter Drugs manufacturing business of Boots Group.
	Nurofen’s analgesics, Strepsils and Clearasil.
	£ 1.9 Billion.

	January, 2008
	Adams Respiratory Therapeutics Inc a pharmaceutical Company.
	Mucinex
	$ 2.3 Billion. 

	July, 2010
	SSL International 
	Durex Condoms and Scholl
	£ 2.5 Billion.

	November, 2012
	Schiff Nutrition 
	Digestive Advantage, Mega Red, Airborne and Move Free
	$ 1.4 Billion

	February, 2017 
	Mead Johnson (Infant Formula Maker)
	Enfamil
	$ 16.6 Billion.

	July, 2017
	McCormick 
	French’s Mustard & Frank’s RedHot 
	$ 4.2 Billion. 



In 2014, Reckitt Benckiser announced it was dropping its full name in favor of RB brand. According to Rakesh Kapoor (CEO) the old name was “a bit of a mouthful” and the name change would make life easier. 
Reckitt Benckiser has operations in around 60 countries and its product are sold nearly 200 countries. RB organizes the majority of its product into three main categories- health, hygiene and home- with other brands belonging to three further categories: food, pharmaceuticals and portfolio brands. The company’s strategy is to have a highly focused portfolio concentrating on its 19 most profitable brands, which are responsible for 70% of net revenues. 
Reckitt Benckiser currently produces the following Products:

     Aerogard
Airborne 
K-Y
Clearasil
d-CON
Sani Flush
Mr Sheen
Glass Plus
Strepsils
Veet
Brasso
Bonjela
Nurofen
Mucinex
Mortein
Lysol
Vanish
Gaviscon
Harpic
Lemsip
Scholl

Enfamil
E-45 Cream 

Durex
Dettol
Cillit Bang
Calgon
Air Wick



















Goals of the Sales and Distribution Department:
Sales is the process of exchange of goods and services which needs an amount of money or parallel things. To achieve proper organizational goal sales helps a lot. To ensure the proper sales function sales manager needs to motivate his sales people. 
By 
By offering vital information sales team helps the management team develop plans regarding sales, production and design.
So, Sales and distribution is a crucial to any a FMCG organization. Depends on that company maximizes profit and growth is depended. As well as proper distribution ensure ultimate goods of an organization to the end consumer. 
In this report we will discuss about the sales and distribution management system of Reckitt Benckiser Bangladesh (Ltd). 

Methodology of the Report:
Theoretical knowledge is required for this report that was collected through some books on this respective field. For these report we need both primary and secondary data. Primary data is collected through face to face conversation, regional sales manager, distributor, distributor sales representative, retailer and wholesaler.

Objectives of the Report: 
This report intends to fulfill the following specific objectives:
1. To evaluate the historical development of the organization with highlighting the milestones.
2. To report the findings of the SWOT analysis clarifying the strengths, weaknesses, opportunities and threats.
3. To clarify the sales management process of the company with a special focus on the alignment with the distribution strategy.
4. To come up with some recommendations that might help the organization to achieve their goals.



Now we discuss about the SWOT analysis:
Swot analysis is that kind of study by we can identify of an organization internal strength and weakness as well as we can external threats and opportunities. 

	Strength
	Weakness

	· Good Financial Condition.
· Qualified and most Advance sales force.
· High Involvement in business.
· Product depth in local market is good.
· Good business sense.
· Trust for the product.


	· Unfair Business Practice.
· Not properly maintain safety practice and product mix.
· Lack of necessary papers.
· TP and DSR incentive don’t give properly.
· Charge Higher Price.
· Bad market reputation.
· Market coverage gap
· Stock Out.
· Low ROI.

	Opportunities
	Treats 

	· Opportunities to make sales volume increase.
· Focus on economically growing area.
· Opportunities have to increase the high margin sku. 
	· No future plan in business.
· Competitors are more active. 
· Unrest political situation.
· Business may shut down because of low ROI. 



 
· Strength:
Good Financial Condition: 
To run or operate a business needs running product or item because slow product and not well product do not make profitable to any distribution business. In here reckitt’s distribution business is one step ahead because of its high demand product (Harpic, Dettol, Veet). So finding distributor is not any kind of hassle because of distributor are enthusiastic to operate the reckitt’s business. 
Distributor gets the commission, 6% for Regular and 2.6% for super. Regular is city market base and Super is rural market base. 
If we see the calculation:
If distributor sale 100000 then he will gain the commission 100000*6%=6000.
And if the distributor sale for super 100000*2.6%=2600. 
Qualified and Most Advanced Sales Force:
The hierarchy of Reckitt Benckiser sales team is:
Head of Sales


National Sales Manager


Regional Sales Manager



Area Sales Manager


Territory Sales Manager



Under territory sales manager have DSR (Distributor sales representative). They mainly take the order from the market. They are monitored and controlled by territory sales manager. Every morning TSM do KICK OFF meeting, in this meeting all DSR have to present in the distribution house and the TSM will describe about every day’s target vs achievement, how to achieve the full month target, remind all promotional offer as well as how they (DSR) can achieve their incentive. TSM also monitor are all outlet getting TP (Trade offer) properly.
TSM is always engaged with their line manager ASM or RSM. Line manager always guide the TSM. In Reckitt Benckiser Bangladesh Ltd has 33 TSO, 32 TSM, 18 STSM, 6 RSM, 7 ASM. 
High Involvement in Business: 
As Reckitt Benckiser is a renowned brand and they promise to deliver quality product so they have a good reputation in market. Considering these advantage distributor is willing to take the distribution business of Reckitt Benckiser. More over Reckitt offer 6% commission margin for regular and 2.6% for super. All over the Bangladesh Reckitt have 1000 Plus distribution house. As a renowned brand there is no hassle to introduce the product and market return practice less than 6%. Company is serious about damage return policy every three-month company announce the specific amount damage they want to take over. TSM sent their house damage amount to their line manager. By proper investigation company announce that a particular amount damage will take over. 
To motivate the distributor, company announce incentive and foreign trip. Every month there have four phasing date. If the distributor pays the specific amount of money on that phasing date he will earn the incentive as well as when the campaign begins if fulfill the criteria or bonus point he will be eligible for foreign trip. 
These factors help distributor to engage in business: 
     Renowned Product

   


Foreign Trip


Product Depth in the Local Market:
Product depth of Reckitt Benckiser Product is very high. Reckitt is doing their operation in Bangladesh more than 40 years, for the long term they have created a faith level to the customer by offering quality product. By taking these advantage company emphasize product depth level in the local market. Harpic is the main flagship product of this company. To more promote these product, offer customer different promotional offer like 
Buy two 750ml Harpic get 250ml Lyzol.
Every 750 ml Harpic you will get a bathroom mug.
Buy 500 ml any flavor Lyzol get a bathroom mug.
Buy 1 Liter Harpic get basket free. 
These types of promotional activities encourage customer to buy product.
Company not only promote their customer but also to the outlet owner. Company operate different type of program like Maharaja, Nobab, self-display. Suppose an outlet owner buy 120000tk buy in whole month will get 2% commission. Another program is held for rural market is suppose outlet owner buy 12000tk product will get 9” fan or buy 25000tk product get mobile phone or buy 50000tk product will get 1.2% commission. For self-display outlet owner get 500 tk for Harpic display, for soap display get 6 pieces 125gm soap, for Veet display will get 3 pieces 25gm Veet.
And all these promotional and display offer will monitor by Tsm. And regularly Dsr will give update to the Tsm.    
Good Business Sense: 
Good business sense is understanding the changing dynamics of the local national and international business climate. The company main objective is ensuring product availability in the market and as well as customer can purchase the product. 
In product line company target all income group people like in soap in three variant Original, Cool, Sensitive. All three have different size soap one is 30gm for 10tk, 75 gm for 38tk, 125gm for 55tk. In Harpic category 200ml 40tk 500ml 105tk 750ml 130tk 1 liter 160tk. Veet 25gm 90tk, Veet 50gm 178tk, Veet 100gm 245tk. From these it is very clear that they want grab all economic group people. 
Currently they introduce Harpic toilet cleaning powder which the innovation of Bill and Mandela charitable organization. This is a most cheap product of this organization 20gm powder only 5tk. It is basically powder version of Harpic liquid. The Company always try to consumer’s wellbeing as well as pricing that way they can buy the product. 
The company provide instruction to the distributor and personnel how to maintain stock as well as. To reduce the stock shortage and make the product availability in the market company make three depos in whole over the Bangladesh. One is Kustia which is basically serve the north region and Chittagong which serve the Chittagong region and last one is Gazipur which serve Dhaka and Dhaka outer section.
To proper maintain the stock in every month, first day of the month after delivery count physically. As a result, we find actual stock and previous month’s actual sale.
Which is basically called IMS (In market sales). IMS is calculated:
Previous month stock + Shipment-Current month stock= IMS
As well as the company has online data base system for every distribution house and they have specific user id and password for every single distribution house. Where you can get different type of information.
There is sample of one distribution’s data base. They called it Newspage.
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Trust for product: 
Reckitt has gain the trustiness of consumer as a quality product of health and hygiene related issue. Like Harpic is bathroom cleaning liquid product which operated in the country more than 40 years. Hapric holds roughly 83% market share in toilet cleaning category. Dettol is the most success full brand in antiseptic category. Dettol market share is 46%. Besides three variant of Dettol soap, original variant is the most popular. And the veet market share is 92%. This is possible only because quality, Reckitt does not compromise with their quality product. 
     


· Weakness:
Unfair Business Practices:
For achieving the target and achieve the big value target have to practice unfair way. Sometimes they sell product in under rate. Less than company rate sale it to the whole sale outlet. As a result, create an unstable market growth. The result of sale the product in underrate at whole sale outlet is not the good enough, because when the product sale at whole sale outlet in underrate, then sale it to other outlet at the low rate price as a result when you go the other store/ outlet then you can’t sale it in actual price. When you offer low price to sale the product, the outlet tries to get more low price than previous. It creates bad market reputation. As well it also shows that cross territory problem. Cross territory problem is when one territory personnel cross his area and sale product to another area. 
Company sometimes offer prizes or gift to the outlet owner who buy that amount of product, but problem is when the outlet owner does not get the prize or gift at the right time. Withdrawal Damage product from the market most of the time is delayed. 
Lack of Proper Maintaining of the Safety Practices and Product Mix:
According to company rule for safety and proper stock maintenance, crouton should be store maximum 6 in a column. But most of the cases it is seen that distributor store it in more than 10 in a column which is definitely a bad practice and also bad practice for product safety. The infrastructure where the product is taken sometimes it is not well secured as a result product is stolen by anonymous.
As a result, stock does not match with the online data base (Newspage) stock.
In store room product are stored in haphazard way. Do not maintain product mix.
It sees that in Harpic product line Dettol soap carton is contained. As well as uneducated delivery man don’t have proper knowledge to how to handle product with care. Lack of their knowledge unwanted damage happened. 
Clearly said that store should be clean and dry but lack of sincerity stock are dirty and remain damp. As well as it is seen that rat presence in store room.  
Lack of Necessary Papers: 
Some distribution house there is manager some other not. Distributor himself is acting as manager. In some cases, manger is not well trained about distribution management system and they have no training facilities to upgrade their skills. Territory manger himself have to collect stock report, credit notes, salary pay slip, stock report and other documents, expire dated trade licenses, missing TIN paper. Lack maintaining proper update book at the end of the day they cannot match the database stock report.  


TP and DSR incentive do not give properly:
Tp (Trade price) do not give properly to the outlet. As outlet owner don’t know about the trade about price DSR do not provide the actual TP, if they provide they will provide to their own interest. For achieving 90% of a target in a house they will get incentive which given by the company. But the distributor does not provide the incentive to the DSR. Sometimes DSR get less than what they achieve. Distributor use those personal purpose or give to the market for underrate.     
Charge Higher Prices:
It is sees that DSR doesn’t interested to sell the product to the shop at company price or does not describe about the TP price. Sometimes sell the product in higher price. Suppose the if a shop buy 12 pieces Harpic he will get 1 piece Harpic free. So normally one piece Harpic price is 103.77tk with offer and without offer it is 109.23tk. DSR charge that 109.23tk as shopkeeper does not know about the TP offer. As well as different type of gift is announced to shopkeeper but it is not provided accurately. 
Bad Market Reputation: 
Delivery creates one of the bad market reputation, some of the time it sees that the which is ordered the shopkeeper does not get the required product it creates dissatisfaction to the shopkeeper. 
Underrate is another problem which creates bad reputation. When one shopkeeper buy product at company rate but later he finds that there is available low rate same product. 
Negligence of take away damage goods is another reason in making bad reputation in market. Delivery of date expire product also creates bad market reputation.
Market Coverage Gap:
There is some market coverage gap existing, in Chapainwabgonj in shibgonj area there is Borgasi, Lakritola, Khoer Haat these market does not cover properly if these market value more than 100000 monthly. In Godagari Jakritola, Babuhaat, Dianibazar. In kanshat Chowdala. In Rohanpur khoyer mor. So these palace is more potential to increase the sales volume. In calculation it says that 2.5 lakh sales can be increase by proper monitoring. 
Low ROI:
	Salaries
	Break up
	Total
	Total

	Salesman(3)
	8000*3
	24000
	

	Deliveryman(3)
	8000*3
	24000
	

	Manger 
	
	6000
	

	Store Keeper
	
	5000
	

	Salary Expense 
	
	
	59000

	Fuel Cost
	
	3125
	

	Vehicle Maintenance Cost.  
	
	500
	

	Total Redistribution cost
	
	3625

	Office
	
	1500
	

	Warehouse 
	
	5000
	

	Garage 
	
	1000
	

	Total Rent Cost
	
	7500

	Printing 
	
	1000
	

	Stationeries 
	
	200
	

	Computer Maintenance 
	
	500
	

	Total Office Expense 
	
	1700

	Internet Bill 
	
	580
	

	Electricity Bill 
	
	800
	

	Telephone/Fax/Courier 
	
	350
	

	Total Utilities 
	
	1730

	Entertainment 
	
	1000
	

	Labor 
	
	1200
	

	Total Miscellaneous 
	
	
	2200

	Total Expense 
	
	
	74025

	Sale last 6 month average 1650000
	

	Commission over sale is 99000

	Net profit after operation 24975

	Profit for the year 299700

	Return on investment 18.16%


MM Enterprise sole distributor of Chapainwabgonj earns 18.16% of investment of tk 3502121 which is not good enough. The break of ROI down below.

 


Stock Out:
Stock out is of demandable product is a very negative issue. It impacts goes to the company reputation as well as it also creates threats to company market share because competitor will catch that market share gap. In Chapainwabgonj territory January 24th to February 16th there is stock out of 30gm original soap which is highly demandable every month 30gm original soap demand is almost 500 cases which value is more than 500,000tk. 
As it creates a severe market gap, the competitor like Unilever, ACI, Hemas take the opportunity take segmented market. 
Another most demandable product is 50gm Dettol liquid antiseptic. January to May there is severe shortage. Every month this territory needs 120 cases which value is more than 200,000tk.
This type of product shortage makes the question about the loyalty level about the consumer.
· Opportunities:
Opportunities to Make Sales Volume Increase:
Right now market is much more competitive, to compete with the competitor have to take the opportunity. Different type CP (Consumer Promotion) can be Introduced. Like buy three soap at a time and get a scratch card. Make quiz competition and get foreign trip. Right now the hand wash refill pack is higher price than their close competitor lifebuoy they can make a cash back offer.
Harpic Toilet cleaning powder which they have recently launched it is very cost effective and very quality product. This is very helpful to the low income group people. But lack of proper promotion it is not still familiar to the mass people. They can free sampling at weekly bazar at rural area, extra trade offers to the outlet owner, set a target to the individual outlet who will achieve the target he will get the reward. 
DSR they are main field solder, to motivate themselves introduce salary increment or make promotion policy.
Regular DB is applicable for any foreign trip program and other program but sub DB they don’t get this type of facilities; it will be fruitful to arrange this program and yearly business meet up.         

Focus on Economically Growing Area: 
In competitive business world company are much more focus about economically growing area. In Chapainwabgonj MONAKOSHA in SHIBGONJ, KAKON HAAT in GODAGARI, VOLAHATT in ROHANPUR. These market is growing and creates good value output these markets average sale in a week is 35000tk and in month value goes to the 140,000tk. Properly monitor the market it will create value close to 45,000 to 50,000. 
Opportunities have to increase high margin SKU:
Firstly, their flagship product is Harpic which carries 57% profit comes from these product line. Currently they have 200 ml, 500 ml, 750 ml, 1 liter. As well as if they launch Harpic Chotu 25ml it will more effective it will target to the low income group as well as it will more portable.
125 gm Dettol bundle soap can be introducing again. Because it has demand in the market. Demand creates because of cost effective.
15 gm Veet Alaska should be introducing again. Veet is a premium quality product. To avail to every customer, it should re introduce it.
As well as their most successful product is Mortein Coil and spry. Due to some environmental issue they stopped the coil distribution in the market. As they have previous reputation in they can again launch the under Mortein brand mosquito killer spry and liquid vaporizer machine.
· Threat
No Future Business Plan:
Reckitt Benckiser Bangladesh (Ltd) does not have future business plan. The product line is shrinking day by day their successful brand Mortein coil cannot sustain and they don’t have recent plan to bring out alternative product these segment.
Recently they have launched Harpic toilet cleaning powder, but lack of proper promotion, trade offer it is not creating familiar to the customer. In chapainwabgonj territory sale is only 8-10 carton in one carton 144 pieces 20gm Harpic Toilet cleaning powder contains. Recently they have stock out Durex their premium brand condom. As well as they unusually increase the price of their product. 125gm m.r.p is 55 tk rather savlon 125gm 50tk lifebuoy 100gm 32tk. 
Competitors are more active:
Competitors are always active to compete their opponent. Day by day competition is increasing. Unilever lifebuoy and ACI has huge market share comparative to Dettol. Lifebuoy is having grate share value comparative to the Dettol. In comparison with lifebuoy has seven variant lemon fresh, care, total, turmeric, neem, silver shield, attar protect. Savlon has also seven men, cool, sensitive, mild, sport, fresh, active antiseptic. Rather than Dettol has only three variant original, cool, sensitive.
Dettol popular SKU is 30gm soap is 10tk but recent lifebuoy also introduces 10tk soap in 38gm.

Unrest political situation:
Political situation in Bangladesh is not good enough. Political unrest like riot, strike keeps business in hazard. This types of political unrest creates barriers sales force to go to market as well as stock out the product very shortly because of depo cannot deliver the product on time. Though DSR can take the order but in next day it cannot delivered.

Business may shut down because of low ROI:
Previously discuss about the investing such 3502121 and get 18.16% is on up to the mark. These investment and low amount of return it is quite possible to run the business in log term as well as distributor will demotivate day by day and does not feel interest to invest and run the business. Besides cross territory problem, under rate issue, efficient man power these problem also create barrier to the business.





Findings of the study:
Reckitt Benckiser (Bangladesh) Ltd is operating their business more than 40 years in Bangladesh. 
Competitor pressure: Their most trusted brand is Harpic and also a high profit generating product. But in recent time they are facing competitor market gap pressure. “Shokti” which is brand from “Pran-Rfl” group, vixol, vanish. And important thing is Unilever’s Domex preparing themselves come into the Bangladesh market. 
ROI: Based on distributor’s investment ROI is not good. These type of ROI does not increase the distribution business of Reckitt Benckiser (Bangladesh) Ltd.
Unethical Practice: Cross territory problem and underrate issue does suitable for good business health. 
Training System: DSR and territory sales officer does not have any training opportunity. 
DSR Salary and Incentive: DSR’s don’t have any salary increment and they don’t get properly incentive.
Uncovered Area: There are some uncovered area which is described. These can contribute positive value to the entire sales volume.
Store House: Store house don’t maintain proper safety. Insects are noticed in store house as well as also notice infrastructure is not up to the mark as a result outside environmental situation damage the goods.
New depot can be opened: As demand is increased a new depot can be opened in Rajshai which is served Rajshai, Chapainwabgonj, Nowga, Pabana, Kustia. 
Damage should be withdrawal on time: Damage product should be withdrawal from the market as soon as possible, it creates bad reputation I the market. 
New product can be introduced: New product can be introducing as well as previously launch product like Robin Blue, Disprin, Dettol Coral Soap, Airwick, Moov cream can be reintroduce again.
Delivery van can be increased: Delivery van can be increased. In Chapainwabgonj territory there is only 3 delivery van, it doesn’t support needs. 

Recommendations: 
Focus more on present brand: As day by day competitors come in the market, so should more focus on present brand. Introduce different promotional offer, introduce more SKU, ensure not a single market gap cover every single shelve, sales force should be active than previous. 
Training program can be introduced: Day by day business environment is changing. To up to date sales force have to train up. Monthly, half yearly and yearly these type of training session can be introduced. 
Create code system: To prevent cross territory problem code system can be introduced which will these product is from that territory. 
Ware house standard system: Before giving authority distribution house provide the standard chart that to the distributor, if doesn’t follow the rule then company will not take any liabilities.
DSR Incentive: Incentive is reward to the DSR provided by company. These incentive should be monitored properly by TSM as it is given properly. Properly distribution of incentive will motive DSR.
Delivery van should be increased: Right now in Chapainawabgonj territory have three delivery van. As both super and regular both distribution in the same operated by same distribution house, it creates obstacle when sub distribution house needs shipment.
Train manger and proper documentation: In distribution house manager keeps all the account, it sees that they have no prior level experience. It creates hassle as do not know about the credit note policy where include DSR incentive, Maharaja/Nobab program, regular and sub DB incentive.
Damage Withdrawal: There is about 1.5 lack damage in Chapainwabgonj distribution house as well as in the market. As soon as damage should withdraw.
New Depot: As market size is increasing so the availability of stock is needed. It will very effective a depo opens in Rajshahi. It can deliver the product in shortest possible time these territory Rajshahi, Kushtia, Chapainwabgonj, Pabna. 
ROI: Based on investment the roi is not up to the mark. The calculation of ROI is 18.16% but it should be at least 20% up. 
Cover the uncover area: There are some uncovered are which is described that should be covered through employed a new DSR or company can provide some transportation facilities to cover that area.
Sub DB PSR can be PDA system: PDA (personal Device Assistance) can also be introduce in sub DB distribution point like regular DB. It will help to monitor the everyday sales and also find out the potential outlet. Right now they are doing their field operation in manual way.
Sub DB distributor engagement: Sub DB distributor engagement can be introduced like regular DB. As sub distribution provides a healthy number of company profit. So it will create a positive vibe if a yearly sub distribution’s distributor engagement is happened. They will more understand company future plan about the business and how distributor will profitable as a result they will encourage for more investment. 
Supply of every SKU should be ensured: It is necessary to more focus on supply of all SKU in depot. The more demandable item should be available. In Chapaineabgonj territory January to March there is absence of “Dettol hand wash refill original”, “100 ml Dettol antiseptic”. The unavailability of product may create shifted to the competitor brand.
Online Shipment: To shipment from depot to distribution house territory manager have to talk with depo manager over the phone. It creates a hassle to the territory manager to order verity of product at a time. It will be better with in a specific time upload the territory required product.
Discourage for over stock: To meet up the KPI it sees that the amount of product should be stored in the stock is higher than that. So this type of practice should be discouraged. Because it creates pressure in future.
In calculating price should be focused: In obtaining price of a product should be focus because of have to think over the competitor pricing. In Chapainwabgonj territory in there in “shigonj” sub DB where 10-15 cartons veet needs in every month there only 9-10 cartons of veet needs because of competitor offer the price cheaper. As well as it should be considering socioeconomic situation of an area.
Foreign trip for outlet owner: A foreign trip program can be organized every for the outlet owner who purchase more the product he will be the owner. It creates more engagement and also creates psychological attachment to the company.
Conclusion: 
Reckitt Benckiser (Bangladesh) Ltd is doing their operation in Bangladesh more than 40 years. In that time, they have created a trust level to the customer by improving product quality, availability of product, introducing new product as well as offer the utmost solution to the customer. 
And all these activities are going through a set of superbly proficient and efficient employee as well as the heart of Reckitt is advance sales team. 
To expand their operation and cover the more segment the team can make a strong strategic marketing plan with help of other department so that distribution operation can be operated smoothly.
Under rate, Cross territory problem, over pricing these type of problem can be reducing will help to build a good business health as well as well as also helps to create good reputation in the market.
Over stocking is a not good for any distribution business. In the long run creates tremendous pressure and not profitable for any kind of any distribution business and try to focus investment from the distributor.
In distribution house there is manger from the distributor side. In small distribution house they are not well educated as well not properly understand the how to take tale. So it creates hassle because of their lack of skill and creates misunderstanding between company tale and distribution tale.
And one most important thing is both DSR and territory manger do not have any training program or learning system. To updated business environment, it is necessary for training it will create the training program and also it build skill level upgraded.
Availability is a big factor; it is mandatory for availability of product in the market otherwise it will not create a trust worthy and loyalty level. For these reason it should believe that supply chain department should more active and estimate the amount of product needed for particular session.      
Business is expanding day by day and sales volume is also increasing as well competition also increasing. To compete with the present business situation as well as run the business smoothly Reckitt Benckiser (Bangladesh) Ltd can obtain the that suggestion which recommended in recommendation part.
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