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Dear iSir, 

Here is my internship report on Maisha and Raisha Trading. I am submitting the 

report as the part of my internship in Maisha and Raisha Trading. While preparing 

this report, I tried my level best to follow your guidelines and took help and 

suggestions from my organizational supervisor Miss Sanzida Afrin iThe ientire 

ireport iis ibased ion imy ipractical iexperience iin ithe imarketing idepartment iof iMaisha 

iand iRaisha iTrading. iI ihave itried imy ilevel ibest ito include ialmost ieverything iwhat ii 

ihave iexperienced iand ilearned iduring ithe iinternship iprogram iat iMaisha iand iRaisha 

iTrading. iI ishall ibe ihighly iencouraged iand iobliged iif iyou iwould ibe ikind ienough ito 

ireceive ithis ireport. iIf iyou ihave iany ifurther iquery iregarding iany iadditional 

iinformation ii iwould ibe ivery ipleased ito ilet iyou iknow. 

 

Thanking iyou. 

Sincerely iyours, 

 

 

 
Jannatul iFardous 

Id: i111141303 

Program: iBBA i(Major iin iMarketing) 

School iof iBusiness i& iEconomics i(SOBE) 

United iInternational iUniversity i(UIU) 
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At ithe ivery ibeginning, ii iwould ilike ito iexpress imy igratitude ito ialmighty iAllah ifor imaking ime iable 

ito icomplete imy iinternship iand imy igraduation. iThen ii imust iexpress imy ideep igratitude ito imy 

iuniversity isupervisor iMohammad iTohidul iIslam iMiya iUIU ifor ihis iguidance iand isuggestions iin 

ifinishing ithe iinternship iprogram isuccessfully. iI iwould ilike ito iplace imy igratitude ito ithe iHR iof 

iMaisha iand iRaisha iTrading ifor igiving ime ithe ichance ito ifinish imy iinternship iposition iin itheir 

iregarded iassociation. 

 

I iwould ialso ilike ito ithank imy ihost iorganization isupervisor iMiss iSanzida iAfrin iwho ihas ihelped ime 

ito ilearn imany inew ithings iduring imy iinternship iprogram. iI iwould ialso ilike ito ithank iMiss iBithi 

iGosh, iMiss iAbanti iAkter, iand iMiss iSumaiya iIslam ifor iall itheir isupport iand iinstructions. 

 

During ithe ipreparation iof ithe iproject iwork ii igot ihuge isupport ifrom imy ico-workers, ifriends, imy 

isupervisor iwho igave itheir iideas iand itime iin ithe iprocess iof icompleting ithe ireport ito ibe itrue ito 

imyself ii imust isay ithat iwithout itheir ihelp iit iwould ibe ivery ihard ifor ime ito igo ithrough ithe ientire 

iprocess. iI iam ithankful ito iall iof ithem.  
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The report intends to give an idea about the steel industry of Bangladesh and how M&R trading 

operates its business in local market. M&R Trading is a first steel company catering to a steel 

demand of the country and abroad for almost a decade now. The report has covered almost all 

the strategies of M&R Trading. It also includes a brief profile of the company. To know the 

strategy of the company it also includes the product and customer categories and operations and 

steps to meet the challenges and opportunities of the company. The objective of this report is to 

identify and analyze working procedure and developmental activities as well as strength and 

weakness of management of M&R. M&R Trading understands that the "Steel Industry" is central 

to the economies of modern societies and M&R is an indispensable motor of growth. A world 

class steel company like M&R Trading is essential to a developing country like Bangladesh, to 

widen its development base and meet its growing needs. In order to strengthen the steel industry 

of our country, M&R Trading has established the largest multi-diversified steel manufacturing 

unit of our country.  

However, finally in this report there are some recommendations Moreover, some 

recommendations have been provided so that the company can overcome the problems it is 

facing and run its business well. 
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The ipurpose iof ithe ireport iis ito ifulfill ithe ipartial irequirement iof ithe iBBA iprogram. iAnd ialso ito 

igive ian ioverview iof iMaisha iand iRaisha iTrading ibased ion imy iwork iexperience. iThe iinternship 

iprogram iand ithe istudy ihave ifollowing ipurposes: 

▪ To imake irecommendation ito ieliminate ithe iproblems ifaced iby iMaisha iand iRaisha iTrading 

ion iits ioverall iactivities 

▪ To iexperience ithe ireal ibusiness iworld, i 

▪ To iget ithe iorganize idetail iknowledge ion ithe ijob iresponsibility, 

▪ To icompare ithe ireal iscenario iwith ithe ilessons ilearned iin iunited iinternational iuniversity 

 

 

 

The ireport iaims ito iexperience ithe irelationship iof iin icontext iof ion imarketing istrategy iand 

isupervisory isupport, iwork iclimate, iorganizational isupport iand iemployee iservice iquality, iproblem 

isolving ienvironment iin ithe icontext iof iM&R iTrading. iPerceived iorganizational isupport i(POS) i– 

ithe ipoint ito iwhich iemployees irely ion ithat itheir iemployer iis iconcerned iabout iand iaware iof itheir 

ibeing iand icontribution i– ican ihelp iemployee's iself-esteem iand iso iperformance. iPOS iis imore ilikely 

ito iraise ithe iemployees iexpectation iunto imeeting iorganizational igoals iwill ibe irewarded iand ido 

ithus ithese iexpectancies ienhance itheir iefforts iin iservice iworks ito iget ithe iorganisational igoals. 

iGetting isupport ifrom isupervisor iis ialso iimportant ito iemployee’s iperformance ibut isome 

iemployees ican itake iit ifor igranted, iconsidering iit ito ibe ia ipart iof ithe isupervisors’ ijob. iI itried ito 

iknow iabout iactivities iof iMaisha iand iRaisha iTrading, ihow ia isteel icompany iworks. 

Maisha iand iRaisha iTrading iis ithe ifirst isteel icompany icatering ito isteel idemand iof ithe icountry iand 

iabroad ifor imore ior iless ia idecade inow. iThey irecognize ithat ithe i“Steel iIndustry” iis icentral iof ithe 

ieconomy iof imodern isocieties iand iMaisha iand iRaisha iTrading iis ian iessential imotor iof 

idevelopment. iA iworld iclass isteel icompany ilike iMaisha iand iRaisha iTrading iis iimportant ito ia 

ideveloping icountry ilike iBangladesh, ito iwiden iits idevelopment ibase iand imeet iits iincreasing ineeds. 

iIn iorder ito istrengthen ithe isteel iindustry iof ithe icountry, iMaisha iand iRaisha iTrading ihas 

iestablished ithe ibiggest imulti idiversified isteel imanufacturing iunit iof iour icountry. 
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In ithis ireport ii itried ito ifind iout ithe ireal ipicture iof iMaisha iand iRaisha iTrading. iIt icovers inot ionly 

ithe idescription iof iMaisha iand iRaisha iTrading ibut ialso iBangladesh’s isteel isecondary isources. iFor 

ithis ipurpose ii icollected idata ifrom iprimary iand isecondary iboth isources, 

Sources iof idata: 

I iinterviewed isome iemployees iof iMaisha iand iRaisha iTrading ifor iprimary idata. There iare 

iobservational itrials, participants i/ inon iparticipant iobservation, iso imy iprimary iinformation iis ibased 

ion ithese iexperiments. iMy iexperiences ion iworking iat iMaisha iand iRaisha iTrading ialso ihelp ime ito 

iprepare ithe ireport. iFor isecondary isources iof iinformation ii iused iERP isoftware iof iMaisha iand 

iRaisha iTrading iand ialso itook isome iassistance ifrom itext ibooks iand iinternet ijournals.                                    
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1.1  iBackground: 
 

Steel iindustry iis iconventional i& irising iindustry iin iBangladesh. iLargely igrounded iin ithe 

iChittagong’s iport icity, ithe iindustry ihas ideveloped ias ia imost iimportant iprovider ito ithe inational 

ieconomy. iRendering ito ithe iexperts, ithe ievolution iof ithe iindustry iin iBangladesh iis igenerally 

iprompted iby ithe ifast iexpansion iof ithe icountry's ishipbuilding iand ireal iestate isector, ialong iwith ithe 

imajor iinvestments iin iseveral iInfrastructure iProjects iall iover ithe icountry. iBangladesh iis iheavily 

ireliant ion iimports iof isemi ifinished iand ifinished iSteel iproducts ias iwell ias iflat iproducts iwhile 

ibeings istrategically ipositioned inext ito ithe itop i2 iSteel iproducers iin ithe iworld. iChina iand iIndia ithe 

imajority iof iimports iscraps, iflat iproducts iand isemi ifinished iand ifinished isteel iproducts imaking iup 

iat itotal iof i6,992 iMN iMT ior iover i93% iof iall iimports. 

Among ihundreds iof iSteel icompanies iDufarco iTrading ioperates iits isteel ibusiness iwith ithe ibrand 

iname i"M&R" ias ian iindustrial iconglomerate iin iBangladesh. iStarting ifrom iits ijourney iin i1989 

i"M&R" ihas iexpanded iits ibusiness iin isteel iindustry iin i1993 ias ia ipart iof iintending ito ibe iimporting 

icompany. iDuring iits iinitial istage i"M&R" istarted imanufacturing icorrugated iiron i(CI isheet) 

imanually iwith ia ibrand inamed i"CI iBrand". iNow ithey iare ioperating i6 iautomated igalvanizing ilines 

iin itheir ifactories iin iDhaka iand iChittagong ito isatisfy ithe icustomer idemand. iNow ithey iexport ithere 

iCI isheets iin iabout i25 icountries iof ithe iworld. 

 

1.2 Objectives: 
 

Broad iObjective 

The imain iobjective iof ithe ireport iis iattaining ian ioverall iidea iabout iM&R itrading ior ihow iits 

imanagement iinvolves isynchronizing iand iintegrating iflows iboth iwithin iand iamong icompanies iand 

istakeholders. 

Specific iObjectives 

There iare iseveral ispecific iobjectives iof ithis isupport iand ithese iare, 

❖ Knowing ithe iworking iprocedure iof iM&R iTrading. 

❖ Having ian ioverall iidea iabout idepartmental iactivities iof iMaisha iand iRaisha iTrading. 
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❖ Knowing ithe istrength iand iweakness iof imanagement iof iMaisha iand iRaisha iTrading. 

❖ Recommendations. 

 

 

1.3 Significance: 
 

Steel iis ione iof ithe imost iinnovative iessential imaterials iin ithe iworld. iSteel iis idefinitely irecyclable 

iand iexceptionally istrong. iIt igrants ian iarray iof iSustainable ibenefits iand iconduct iin ievery iaspect iof 

iour ilives. i iThe isteel iindustry's iconsequences ifor iour iwealth iand iwelfare icannot ibe ihighlighted 

ienough. iProducts iof ithe iindustry ialso iplay ian iimportant irole iin ithe idevelopment iof iSociety. i(one 

ithat iconfirms ithe ihealth iand istrength iof ihuman ilife iand inature). iSteel icompanies iwhich iare 

icompetitive igenerate itax irevenue, iemployment, iexport iin iearnings iand iinnovations. 

The iindustry igenerates iconsiderable iexport iearnings iand itext irevenues. iThe iexport iearnings 

icontribute istraight ito iGNP iand itherefore ithe itax irevenues ihelp iin idifferent iways ito isupply 

iinvestments iin ipublic iservices. iThe iimportance iof isteel iindustry, ialong iwith iother iBangladeshi 

iexport iIndustries, icannot ibe ihighlighted ienough. 
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2.1 Specification iOf iThe iIndustry: 
 

In iAsia iBangladesh iis ione iof ithe imost iprominent ideveloping isteel imarkets iand ihas ia irising ineed 

ifor iraw imaterials iand isteelmaking itechnologies. iThe iGDP ievolution iin iBangladesh iis inow ia idays 

i7.68 ipercent, iwhich iis isuggestively ihigher ithan ithat iof iany iother iemerging imarkets. iThe 

imovement iin ithe idirection iof ia iliberal inational ieconomy iintensely idepends ion ihow iproduction 

imaterials iespecially iSteels iconnected iIndustries ihave iprogressed iand isearch iproducts iare ireadily 

iavailable. iCurrently ithe imarket isize iof ithe iindustry iis i300 ibillion idollars iin iour ination. iThe 

iindustry ihas iraised ifrom imaking imerge i47,000 iMT iin i1971 ito i4.0 imillion iMt iin i2015. iThe 

imanufacture iof ithis isector ianticipated ito idouble iabout i8.0 imillion iMT ion i2022 iby ithe 

iindustrialists. iIn ithe ilast iyear, ithe ientire iproduction iis i5.5 imillion iMT, iLast iyear iup ito iOctober 

iproduction iis i7 imillion itones iand ithe imeasurements iis iabout i8 imillion iMT iwhich iindicates 

iprogressively iexpansion iof isteel iindustry iin iour icountry. 

 

 

 

In iBangladesh ithe isteel ibusiness iis ioligopoly iin inature. iHowever ithere iare ipresently iover i400 

iactive ifarms iin ithe iindustry, ithree ibig isteelmakers iBSRM, iAbul iKhair isteel iand iKSRM isupply 

imore ithan i50% iof ithe icountry's iannual ineed iof iSteel. iThe idemand ifor iSteel iin iBangladesh iis 

imainly idriven iby iinfrastructure iprojects iin icommercial, ihousing iand ipublic isector. iThe ipublic 

isector ican ibe ifurther ibroken idown iin iexecution iof igovernment's iannual idevelopment iStrategies 

iand iInfrastructure iProjects. iIt's iexpected ithat ithe isector iturns iover iaround i$3.6 ibillion ievery iyear. 

iIn i2016, igovernment iassignments iamounted ifor ialmost i40% iof itotal iSteel iconsumption. 
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2.2 Size, iTrend i& iMaturity iOf iThe iIndustry: 
 

Steel iindustries iplay ia ivital irole iis iin inot ionly ileading ieconomic igrowth, ibut ialso iother ibalancing 

iIndustries isuch ias itransportation, ienergy, iheavy iconstruction iand iengineering. iThe iGlobal isteel 

iindustry isecond iin isize imanufactured i1,665 imillion itonnes iof iSteel iand ihad ia ipredictable iturnover 

iof i900 ibillion iUSD iin i2014. iIn ispite iof, idynamic ishapes iin ithe iGlobal iscenario, ias ithe iindustry 

icontinue ito ibe ia ifoundation iof iemployment ifor iover i50 imillion ipeople. 

 

 

 

 

Now ia iday ia itransition iis iundertaken iby ithe 

iGlobal isteel iindustry. iThe imajority iof iboth 

iGlobal iconsumption iand iproduction iof isteel iwas 

idetermined iby iChina's igrowth iall iover ithe 

i2000s. iThe ievolution irate iof ithe iGlobal isteel 

iindustry ihopped ifrom i2.5% iin i1995–2000 ito 

i6.2% iin i2000–05. iIn ifact iseven iof ithe imost itop 

ififteen icompanies ifunctioning itoday iare ibased iin 

iChina. 
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The iGrowing iLocal iIndustry 

With ian iapprised imarket isize iof i300 ibillion iBDT, ithe iindustry iwithin iBangladesh iis icurrently 

ifacing iand iupsurge iin idemand. iThis iprogress iis idriving itypically iby igovernment ispending ion 

iinfrastructure iassignments, iwhich iaccounts ifor i40% iof iSteel iconsumption iin iBangladesh. iAs iper 

iwith ithe iGlobal imarket, ithere iis ialso ia iresource iaccess iin ithe ilocal isteel iindustry: ithe ipresent 

idemand iis iabout i4 imillion itonnes, iwhile ithe ientire icapacity iis iaround i8 imillion itonnes. 

 iIn iBangladesh ithe isteel iindustry iproduces iprimarily itwo iclasses iof iproducts: ithe ilong iSteel i(MS 

irod i/ iTMT ibar) iflat iSteel i(mainly iCI isheet iand iCR icoil). iEven ithough ithere're icurrently iover i400 

iactive ifarms iwithin ithe iindustry, ithe itop imost i20 icompanies’ iservice imore ithan ihalf iof ithe 

idemand. 

 

 

 

 

The imarket ileader iBSRM ipresently iproduces iabout i0.6 imillion itonnes iof iSteel iper iyear, iper iplans 

ito iscale iup imanufacture icapacity iby i0.3 ito i0.4 imillion itones ia iyear. i iBSRM iand iother itopmost 

ifarms isuch ias iAKS, iGPH iand iBashundhara iSteel igrow itheir icapacity iand iadvanced itheir 

itechnological icompetences; ithe iSteel iis ibecoming iprogressively imore imonopolistic. i 

The inecessity ifor istronger ibackward iintegration iof ithe iabove i400 iSteel ire irolling imills ioperating 

iin iBangladesh, iabout i350 imills iprimary iresource itheir iraw iingredients ifor iship-breaking. i 
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Conversely, ilatest iregulatory icrackdown iby ithe iEU ihas iput ithe ishipbreaking iindustry iin iterrible 

istraits. iNew iEU irules inecessitate ithat iEU iregistered iships ito ibe ireprocessed ionly iat imaintainable 

ifacilities iis iaccepted iby ithe iEU. iIt's iunlikely ithat iship ibreaking ifacilities iin iSouth iAsia icontaining 

ithose iin iBangladesh, iwhich iof iit ipractice iwork irelated iaccidents iwill ireceive ithis iapproval. i 

 

 

 

Moreover, isourcing ifrom iship ibreaking imakes ithe iconstruction imore iexpensive iassociated ito ithe 

icheap iChinese iSteel icurrently ioverflowing ithe iGlobal imarket. iTherefore ithere iis ia isupply idriving 

iforce ion ithe ilocal isteel iindustry ito ishift iaway ifrom iship ibreaking ias ia iraw imaterial ifoundation iin 

iorder ito irestructure iits iproduction. 

Subsequently, itop imost iplayers isuch ias iRSRM, iGPH, iBSRM, iRahim isteel iand iBashundhara iSteel 

iare ialready igenerating ithe i imain iraw imaterials, ibillets. iThough ithe icountry irecently iimports i1.2 

imillion itons iof ibillets ievery iyear, ithe iyearly idemand ifor ibillets istands iat i4 imillion itonnes. iBy ithe 

icorrect istrategies ilocal iplayers icould ifeel ithis ilarge idemand igap. i 
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The iCase ifor iGrowth i 

Following ito ithe iSteel iMint iGroup, iproduction icapacity iof iBangladesh iSteel iindustry imore ithan 

itriple iduring iFY i14–15. iDefinite iproduction iis ianticipated ito idouble iby i2022. 

 

 

 

The iSteel iindustry iis istill imostly idependent ion idomestic igrowth idrivers iin iBangladesh isuch ias 

igovt iinfrastructure iassignments iand itheir ireal iestate iindustry. iAt ipresent iin iBangladesh iper icapita 

isteel irebar iconsumption iis ionly i25 ikg, icompare ito i57 ikg iin iIndia iand ithe iworld iaverage iis i217 ikg 

iin i2012. iThis iis ianticipated ito igrow ito i50 ikg iby i2022. 

Even ithough ithere iis ia ilot iof iarea ifor igrowth iin ithe idomestic imarket, iconcentrating ion isteel 

iexports iis ikey ito ifuture idevelopment iof ithe iindustry. iBy inow ithe iproduction iexcess iis imore ithan 

i50% iof ithe ientire idomestic idemand. 
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Bangladesh ipresently iexports i57.9 imillion iUSD iof iiron, ithe isteel iproducts iand iraw imaterials. 

iEven ithough ibig imarkets ifor iexample iIndia ipresently ifeature iamong iBangladesh's itop imost 

iexport idestinations ifor ithe iSteel iproducts, iconcentrating imore ion iother irising iAsian imarkets ias 

iwell imay ibe imain ito ifuture iexports igrowth. iAs iper ithe iGlobal isteel iindustry icontinuous ito 

ialternation ito ia inew iphase, ithe ilocal isector ihas ithe ikey iopportunity ito idevelop ito isatisfy ithe 

idomestic idemand ias iwell ias iprotecting iposition iin ithe iemerging iexport imarkets iof itomorrow. 

 

2.3 External iEconomic iFactors: 
 

External ieconomic ifactors irefer ioutside iinfluences ithat ican iimpact ia ibusiness. iSeveral iexternal 

ifactors ican iinfluence ithe iability iof ia ibusiness ior iinvestment ito iaccomplish iits istrategic igoals iand 

iobjective. iThe iExternal ifactors imight icontain icompetition; itechnological, isocial iand ilegal 

ichanges iand ithe ipolitical iand ieconomic ienvironment. 

 

2.4 Technological iFactors: 
 

Technologies iused iby ia icompany imay ioffer icompetitive iadvantage iover ithe icompetitors. iFailure 

ito icompete iwith ithe iSupplementary imarket iplayers iin iterms iof itechnology iwould iresult iin 

iadversarial ieffect ion ithe icompany's iprofitability ias iwell ias iproductivity. iBeing ia icapital-intensive 

ientity iin ithe iindustry, iit iwould ineed itechnological iedge iover iits icompetitors iin iorder ito iform iand 

imaintain iits iposition iwithin ithe imarket iplace(s) iin ithe iyears ito icome. 
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2.5 Political, iLegal iAnd iRegulatory iFactors: 
 

All ithe icompanies iin ithe iindustry ineed ito ioperate iunder iCompanies iAct, iIncome iTax iOrdinance, 

iValue iAdded iTax i(VAT) iAct, iIncome iTax irules, iand iValue iAdded iTax i(VAT) irules. iAny 

iimpulsive ichanges iof ithe ipolicies imade iby ithe iregulatory iauthority imay iunfavorably iaffect ithe 

icompany iof ithe iindustry. 

 

2.6 Barriers iTo iEntry: 
 

The ithreat iof ipotential iof inew ientrance iwithin ithe iindustry iis ilow ibecause iof ithe ihigh ientry 

ibarriers ithat iare ipresent. i 

Capital irequirement: iIndustry inecessitates iheavy iinvestment iduring ia iplant: ifurnace, 

irudimentary ioxygen iconverters, irolling imills, itransportation, iand iinfrastructure ito ideliver 

iextraordinary ivolume iof iraw imaterials iand iso ion. 

Govt ipolicy: iIndustry icould ibe iprofoundly isecure iindustry iand ialso ithe igovernment ifeatures ia 

ifavourable ipolicy ifor isteel iproducers. iGovernment ican iuse ia irange iof istrategies ilike itariff, 

isubsidies iloan, iand iimport irestrictions ito icertify ithe icompetitiveness iof ithe idomestic imarket. iAs ia 

iresult iof igovernment iregulations iand isecurities, iit iis ioften iallowed ithe idomestic iSteel imarket ito 

icontinue ioperations ieven ibetter, ilow-cost iquality iSteel ican ibe iimported ifrom ianother icountry. 

iSimilarly ithe iSteel imarket iface ienvironment iregulations iand iindustries iare ilegally iguaranteed ito 

idevelop imore iefficient itechnologies. iRegulation iauthorization iand iother iissues iare iparticular 

iother imajor iconcerns iof irecent ientrants. 

Economics iof iscale: iEconomics iof iscale iare ithe icost iadvantages ia ibusiness ihas ibecause iof 

idevelopment. iThe icommon icost iof iconstruction iof ithe ifirm idecreases ias iper ithe ioutput iincreases. 

iAs ilong ias isteel isector iis iconcerned, ieconomics iof iscale ireduce ithe icosts; iR&D iexpenses ithe 

iindustries iwith ieconomies iof iscale ihave ibetter ibargaining ipower iwhile isourcing iraw imaterials. i 
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2.7 Supplier iPower: 
 

The isignificant iinputs ifor ithe iindustry iare imetallurgical iand icoal iiron iore. iThe iprices iof ithe 

icommodities iare iusually idetermined iby ilarge iscale imarket iforces iwhich iare iover ithe icontrol iof 

iindividual isteel imaking icompanies. iTherefore iso ias ito icut iback isupplier's ipower, iand inumber iof 

ithe iSteel iMaking icompanies igo ifor ibackward iintegration. iThe istrategy irequires isignificance 

icapital ibut iit ishould ibe iadvantageous iwithin ithe iend iof ithe iday ibecause ithe icompany ineedn't irely 

ion ithird iparty isuppliers iand iit'd ioffer ithe icorporate ia isupplementary isource iof irevenue iif iit icancels 

iits iraw imaterial ito iother icompanies. iSeveral imarket iplayers itoo itend ito ienter iinto ilong irun 

icontracts iwith itheir isuppliers iso ias ito imend iprice iand iprotect iagainst ifluctuations. 

The ibargaining ipower iof isuppliers iis ilow ifor ientirely iintegrated iSteel iplants ihave itheir iown imines 

iof imain iraw imaterials ilike iIron iOre. iHowever inon-integrated ior isemi iintegrated iSteel iplants ilike 

iSAIL, iwhich iimport icooking icoal ihas igot ito irely ion isuppliers. 

 

2.8 Buyer iPower: 
 

The ibuyers iwithin ithe iindustry iare iquite ilarge ilike ia inumber iof ithe imost iimportant iSteel 

iconsumption isectors ilike ioil iand igas, iautomobiles, icustomer igoods, ipower igeneration iwhich 

idelight iin ihigh ibargaining ipower iand iacquire ibetter ideals ifor ithemselves. iThis isupposed ito 

istrengthen ithe icustomer ipower isomewhat. iHowever isteel iis iwidely iemployed iin ia igood istyle iof 

iapplications iand iSteel icompanies ican isuppose irelatively ia isizable iamount iof icustomers ioverall 

iwhich idecreases ithe ibuyers ipower. iThere's inot ian iexcessive iamount iof ito idistinguish ibetween ithe 

iproducts iof icompanies iwithin ithe imarket ialso isome icompanies iattempt ito idifferentiate ithemselves 

iby ithat ispecialize iin iadded ivalue ispeciality iproducts. iShortage iof iproduct idifferentiation itends ito 

iincrease ibuyer ipower. iHowever iparticular icompanies ienjoy ia ipremium ion itheir iproducts iowing ito 

iits iquality iand iits ibrand ivalue. iThe ibuyers isupposed ito ienjoy ia imoderate ilevel iof ipower idue ito ithe 

irelatively ihigh inumber iof iplayers, ilower iproduct idifferentiation iand istraightforward iaccess ito 

iglobal imarkets. i 

 

2.9 Threat iOf iSubstitutes: 
Threat iof isubstitute iis imedium ito ilow ithough iuses iof isteel ihas ibeen irising iconstantly iwithin ithe 

iautomobile iand icustomer idurable isectors, iit's istill idoesn't icause iany isignificant ithreat ito isteel 

ibecause ithe iletter icannot ibe isubstituted icompletely iand ialso ithe icost idifferential iis iadditionally 

ivery ihigh. 
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2.10  iIndustry iRivalry: 
 

Accessibility iof iraw imaterials, itransportation, iport ifacilities iand itariff irationalization iare ithe 

ifundamental ichallenges ifor ithe idevelopment iof iindustry. iSteel idemand iis icausing ifrom 

isupplementary isectors ilike iconstruction iroads, ibuilding, iconsumer igood iand iinfrastructure, iits 

ifortune idepends ion ithe iexpansion iof ithis iuser iindustries. iInstead, iorganisation iof iPadma iBridge 

iconstruction, iacceleration iof igovernment's ibig iInfrastructure iProject iunder iAnnual iDevelopment 

iProgramme i(ADP) iand irevival iof ithe ilocal ireal iestate iindustry iwill iunquestionable iboost iup ithe 

iSteel iconsumption ilocally. i 

Uneven ifinishing ipoint ifrom ibig iplayers, iprice ifall iin iinternational iSteel imarket, iReliance ion 

iimported iraw imaterials iand idecline iin idomestic idemand ifor iproduction imaterial idue ito ibearish 

ivibe iwithin ithe ireal iestate isector iare iforcing ithe ismall imills iowners iout iof ithe imarket. 
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3.1 Overview iand iHistory: 
 

Maisha iand iRaisha iTrading iis ithe iname ithat iis ia ifirst iemerging iname iin iGlobal iSteel imarket itoday. 

iIt's ibeing irecognised ias ileading iSteel idistributors iin i"Flat iSteel" isection. iIt's ilocated iin ithe iheart iof 

ithe iDhaka iSteel imarket. i 

The iMaisha iand iRaisha iTrading i(M&R) ihas ibeen istarted iits ijourney isince i1989. iFrom ihumble 

ibeginning ias itrivial, iMaisha iand iRaisha iTrading iCompany iboarded iin ion ia ijourney iembued iwith 

ihumbleness iconstant ieffort iand ithe ione ithat inever icooperated ion iupholding igreater ihuman imorals 

iand ipreferring idevelopment iorientation iover imere iprofit igeneration. iMaisha iand iRaisha iTrading 

icompany ihas ibeen iredefining istrength iin ia icredible iway iand ihave ialtered ithe idimensions ithrough 

iwhich isteel iis imanufactured, ithus icontributing ia ilot ito ithe inational ieconomy iand imodernization iof 

iSteel imarket iin iBangladesh. 

In irecent iyears, iin iface iof icomplex ichanges iand isevere irisks iin idomestic iand iinternational 

ieconomic ienvironment, ias iwell ias ithe iwhite-heat irivalry iin iSteel iindustry, iMaisha iand iRaisha 

iTrading ihas iexecuted ithe isystematic ioutlook ion iimprovement iand inational ipolicies ion iSteel 

iindustry; itaken iadvantages ito iforge iahead; isteadily ipropelled iits ithird icampaign iof ibusiness 

ipioneering; iprepared igreat ieffort ito icarry iout ithe iprogress iof iSteel imarket iin iBangladesh; 

ieffectively iresponded ito ithe iInternational iFinancial icrisis iby irelying ion iits iemployees iand iby 

iimplementing iinnovative iconcepts iand imeasures; imade ihistory ichanges ito iits icorporate iimage. 

iImpressive icontribution iin iinternational iSteel imarket; ifastly iand icorrectly ihandle iall itype iof 

ioverseas idocuments. iMaking iconnection iOverseas isuppliers iwith ilocal imarket's ibuyer; iproviding 

itechnical isupport ithrough icall icentre. 

Right ifrom ithe ibeginning, ithe igoals iwhere iinterwinded iwith ithe iprogress iof ihomeland; ithe ipride 

iresides iin irefining ithe inational iexchequer iand iuplifting iindustrial igrowth. iThe iMaisha iand iRaisha 

iTrading icompany ihas irecognised iitself ias ia itrendsetter iin ithe isteel iindustry iof iBangladesh ito ibring 

iforth iSteel, iwhich ireasonates iand iglazes ito iacquire iacknowledgement ifor iexample iSteel ithat 

ipersists, iendures iand icontinuous ito isupport ithe igenerations inor iprogenies, ibut idynasties'. iIt iis 

ihandling ivarious iSteel isheet iitems ilike ihot-rolled, icold irolled, igalvanized, ielectro igalvanized, 

igalvalume, ichecker iplate, ipre-painted/color icoated, igalvanneal, ielectrolytic itinplate, itin ifree iSteel, 

itin imill iblack iplate icoils, istainless isteel, icrngo, i(master, iregular, ipup i/ ibaby), islit icalls i/ inarrow 

iwidth icoils iand istrips. 
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It iconcentrates imainly ion istock-lot i/ iex-stock ioffers iin isecondary iand iover-rolled igrade iin ithe 

iaforesaid imaterials. iIts iproducts iare isource ifrom ireputed isuppliers iand iservice icentres ibased iin 

iJapan, iKorea, iChina, iEurope iand iUSA iwho imaintain ia isupply iof iquality imaterials iwith istrict iand 

iprompt ishipment ischedule. 

With ithe iexperience iand iknowledge igained ifrom ithe ipast ifew iyears imanaging iits ibusiness. iNow iit 

iwould ilike ito itake ia istep iahead iapproach ileading iMills i/ isuppliers i(as iyours) idirectly ito imarket 

itheir iproducts ito iour istrong iclientele ideveloped iin iBangladesh iwho iare inot ionly ileading 

idistributors ibut ialso iend iuser iof isteel iutilizing ithe isame ifor ivarious iapplications. iMaisha iand 

iRaisha iTrading irecognised ilonger iand inearer iworking irelationships iwith iour iclients iand isuppliers 

inot ionly iprovide iimmediate iand ireliable iservice ibut ito icontinually iexceed iexpectations iand igoals. 

 

Vision iand iMission iof iM&R iTrading: 

M&R imake isure ithe iquality, iservice iand ivalue ithey ioffer iare ithe ibest iavailable itoday iand 

itomorrow. iThey iintense ito istay icompetitive, imeans ianalyzing, iinnovating, itaking irisks, 

iresponding ito ichange iand iusing iit iweather iin imarkets, ivariation iin iproducts iinternal icost ieffective 

iprogram ifor itechnology iadoption. iThey idream ito ibe imultinational icompanies isomeday. 

Maisha iand iRaisha iTrading ibelieves ithat icommitted ipeople iare ithe ikey ito iachieving ithis. iMaisha 

iand iRaisha iTrading ibelieves iin ikeeping ithe iorganisation isystematic iin iarranging itheir 

icommanding ihierarchy. iThey ihave iskilled iand idedicated imanpower iin ikey ipoints. i 

There iare isome ispecific imissions ithat iM&R iis irunning ibehind. iThose iare ias ifollows: 

❖ Setting iup inew itwo igalvanizing ilines. 

❖ Sourcing iown ipower isupply 

❖ Minimizing icost iin iany iposition iof isupply ichain 

❖ Producing imain iraw imaterial iHR iCoil i(Backward iLinkage) 

❖ Establishing ia imultinational iimage i 

❖ More icontribution iin iGDP 
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3.2 Customer iMix: 
 

 

 

It ishows ithat iretailers iform ilargest icustomer ifor iMaisha iand iRaisha iTrading iat i66% iof isales. iNext 

iis ireal iestate isector iwhich icontributes ito i13% iof isales. iProperty idevelopers iform i7% iof isales 

iwhile icontractors iform i6% iof isales iof iMaisha iand iRaisha iTrading. i2% icomes ifrom iship ibuilding 

icompanies. iCustomer imix isays iwhat iall icustomer isegments iare ibeing iserviced iby ithe ibusiness. iIt 

iindicates iwhich icustomer isegment iis ithe imost iimportant iin idriving ithe isales iand iwhich isegment iis 

ilagging ibehind. 

 

3.3 Product iMix: 
 

Maisha iand iRaisha iTrading iconcentrates imainly ion istock-lot i/ iex-stock ioffers iin isecondary iand 

iover-rolled igrade iin ithe iaforesaid imaterials. iIts iproducts iare isource ifrom ireputed isuppliers iand 

iservice icentres ibased iin iJapan, iKorea, iChina, iEurope iand iUSA iwho imaintain ia isupply iof iquality 

imaterials iwith istrict iand iprompt ishipment ischedule. 

M&R iSteel iproducts i(flat) ihas idiversify iand iproduct ilines. iM&R ihas itheir iaim ito ibe ian iintegrated 

icompany iin isteel iindustry. iFor ithat ithey iintend ito iextend itheir ibusiness iby ibackward iand iforward 

ilinkage. iSo ithey ialways itry ito iextend itheir iproduct iline iand ibring inew ikind iof iproducts ivariation 

iin ithe imarket. iTheir icurrent iproducts iare ias ifollows. i 

Retailers

Real iestate isector

Property idevelopers

Contractors i

Shipbuilding icompanies
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The imajor iitem iof iM&R itrading isteel i(Flat) iare ias ifollows i 

 

 

 

 

3.4 Trend iAnd iGrowth: 
 

During iits iinitial istage iMaisha iand iRaisha iTrading istarted imanufacturing icorrugated iiron i(CI 

isheet) imanually iwith ia ibrand inamed i"CI ibrand". iNow ithey iare ioperating i7 iautomobile 

igalvanizing ilines iat itheir ifactories iin iDhaka iand iChittagong ito isatisfy ithe icustomer idemand. iNow 

ithey iexport itheir iCI isheets iin iabout i25 icountries iof ithe iworld. 

Maisha iand iRaisha iTrading ihas ibeen irunning iits ibusiness isince i1993 iin isteel iindustry. iThen ithey 

istarted iproducing ionly icorrugated iIron. iIt ihad ionly ione imanual igalvanizing iline iand iwhich iwas 

ioxydental ifurnace. iThat itime iit icould iproduce ionly ione iton iof ifinished iproduct iin ia imonth iin itheir 

ifactory isituated iin iChittagong. iBut inow ithey iare irunning i7 inumbers iof igalvanizing iline iin itheir i2 

ifactories iin iDhaka iand iChittagong. iAnd iall iof ithem iare iwith iNOF i(Non iOxide iFurnace) 

itechnology. iAnd ithey iare inow ithinking iabout itheir i8th iand i9th iproduction iline. iThey iare ialso 

iproducing icolour isheet. iOn itheir iway ito irapid igrowth ithey iare inow iproducing imore ithan 

i10,00,000 i(one imillion) itons iof icorrugated iiron ievery iyear. iAnd ithey iare isuccessfully idistributing 

itheir iproducts iin ialmost i25 icountries iin ithe iworld. iThey iare ihoping ito ireach iin ithe imarket iof 
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iEurope ialso. iTo isatisfy itheir ibig imarket ithey ineed ito imaintain ia ihuge iand icomplicated isupply 

ichain. iAnd ithey iare idoing ithat iwith ia igreat isuccess iin ia irapid ispeed. 

 

3.5 Operations: 
 

There iis ia istructured idepartmental isegregation iin iMaisha iand iRaisha iTrading. iThe idepartments 

ithat iexist iin iMaisha iand iRaisha iTrading iare ias ifollows i 

➢ Marketing iDepartment i 

➢ Document iDepartment i 

➢ Accounts iDepartment 

 

In iMarketing iDepartment: 

Employees iare icommunicating iwith isuppliers ithrough imail. iFirst ithey isent iall ithe isuppliers 

iintroduction imail iand ian ienquiry imail iabout ithe irequirements iof iproducts imentioning ithe iorigin 

iand ishipment imonth. iThen ibased ion ithe irequirements, isuppliers ioffer ius ithe istocks iwith itheir ibest 

iprice. iAfter ireceiving ithe ioffer ithey igive ia ibid iprice ito isupplier iwith imentioning iour icommission 

iamount iwhich imight ibe isometimes iUSD i$5 iper iton ior i2% ito i5% iof itotal iamount. iIf isuppliers 

iaccept ithe ioffer ithen ithey iask ifor ithe ipacking ilist iof ithe iproduct iwhich iincludes ithe iproduct ithey 

iare ioffering ius iand idetails iabout ithe iproducts isuch ias ithe isize, iquantity, iorigin iand iso ion. i 

After ireceiving ithe idetailed ipacking ilist ifrom isuppliers ithey iedit ithe ipacking ilist ias ithey ifollow 

ispecific iformat ifor iediting ipacking ilist iand ithen ithey isent ithe ipacking ilist ito ithe ilocal imarket's 

ibuyers iand ioffer ithem iwith ibid iprice. iIf ibuyer iaccept ithe ioffer iat ithe ibid iprice ithen ithey isell ithe 

iproduct ito ithem. i 

When ithe ioffer iconfirmed isuppliers isend ius ithe isales icontract iand iasked ius ito isign iback ithe isales 

icontract. 

 

In iDocument iDepartment: 

After isign iback ithe isales icontract iemployees iof idocument idepartment imake iPI i(Proforma iInvoice) 

ifirst ion ibehalf iof ithe ibuyers. iThey ishow ithe iPI i(Proforma iInvoice) ito ibuyer's ibank ifor iopening ithe 

iLC i(Letter iof iCredit). iBuyers imake ithe iLC i(Letter iof iCredit) ibased ion ithe iPI(Proforma iInvoice) 

ithen isend ius ithe iLC i(Letter iof iCredit) idraft ito icheck ibefore imaking ipayment. iThey icheck ithe iLC 

i(Letter iof iCredit) idraft iif iany icorrection ineeded iand ialso iask ito isupplier iif ithey iwant ito iinclude 
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ianything iin ithe iLC i(Letter iof iCredit) ior iexclude ianything ifrom ithe iLC i(letter iof icredit). iIf iany 

icorrection ineeded ithen ithey ido ithe icorrection iand isend ithe iLC i(Letter iof iCredit) icopy ito ibuyers. 

iThen ibuyer's iBank idispatches ithe iLC i(Letter iof iCredit). iBuyer's iBank iSwift ithe iLC i(Letter iof 

iCredit) ito isupplier's iBank. 

After ifew idays iof iswift iLC i(Letter iof iCredit) isuppliers isend ia iset iof idocuments ito ibuyer's ibank. 

iSuppliers isend ithe idocuments ito icheck ias iMaisha iand iRaisha iTrading iare iintender. iWhen ithey 

ireceived ithe idocuments ithey iinform ibuyers ithat ithe idocument ihas ibeen isent ito itheir ibank iand ithey 

iask ithem ito ireceive ithe idocument ifrom itheir ibank. 

 

In iaccounts idepartment: 

Employee iof iaccounts idepartment iuses iTally isoftware iERP i9 iversion ito imaintain iaccounts. iThey 

imake ibalance isheet, ibills iand iinvoice ithrough ithe isoftware. iThey ientry ievery isingle idata iof ievery 

ipayment iand itransaction iin iexcel iand ikeep iupdating iit iin ia iregular ibasis. i 

They imake igraph ito imaintain ithe idata iof iAssets iand iliabilities iin iyearly ibasis iby iusing iTally 

isoftware. 

 

3.6 SWOT iAnalysis: 
 

 

 

SWOT istands ifor istrength, iweakness, iopportunity, iand ithreat iand ieach iof ithe ifour iareas imaking 

iup ione iquadrant. iThis ivisual ipreparation iprovides ia iquick ioverview iof ithe icompany's iposition. 

iEven ithough iall ithe ipoints iunder ia ispecific iheading imay inot ibe iof iequal iimportance, ithey iall 
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ishould irepresent imain iinsights iinto ithe ibalance iof iopportunities iand ithreats, iadvantages iand 

idisadvantages. iAnd iso iforth. 

 

Strengths- 

➢ Low ilabour icost 

➢ Efficient ilabor iforce 

➢ Loyal icustomer ibase 

➢ Maintaining istrong ibalance isheet 

 

Weakness- 

➢ Employees iare inot ithat imotivated iwith ithe icurrent iHR ipolicy 

➢ Higher iduty iand iTaxes i 

➢ High icost iof icapital i 

➢ High icost iof ienergy i 

➢ Quality iof icooking ioil i 

➢ Dependence ion iimports ifor isteel imanufacturing iequipments iand iTechnology i 

➢ Labour ilaws 

 

Opportunity- 

➢ Rapid iurbanization i 

➢ Increasing idemand ifor icustomer idurables i 

➢ Huge iinfrastructure idemand i 

➢ Increasing iinterest iof iforeign iSteel iproducers iin iBangladesh 

 

Threat- 

➢ Slow iindustry igrowth i 

➢ For iR&D iand ibreadth iof itechnological iof iobsolescence iin ia ilarge ipart iof ithe imarket i 

➢ Recession iin iother icountries iresulting iin idumping iof imaterials 
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3.7 Steps/Strategies iTo iMeet iThe iChallenges 

iAnd iOpportunities: 
 

M&R iuses ithe istrategies ito imeet ithe ichallenges iand iopportunities iare ifollowing- 

Pricing iStrategy: i 

M&R iflat isteel ihas isophisticated iERP isoftware inamed iOracle. iThrough ithis isoftware ithe icompany 

iset ithe iprices iof iits iproducts iwith ia igreat iskill. iAnd ithey ihave ialso inumbers iof iprofessional 

iChartered iAccountant ido ithe iwork iof ipricing iflawless. iSometimes iM&R ido iaggressive imarketing 

ifor ithat ithey ifix itheir iprice iat ia iminimum ilevel. iAnd isometime ithey iminimise ithe icost iaccording 

ito ithe irequirement iof ithe ibuyer. iBut iit iis ian iestablished itruth ithat iM&R itries ito ioffer ithe ileast iprice 

iin ithe imarket imaintaining itheir iquality. iThey iare iprice isensitive icompany iwe ican isay. 

The iInformation iAdvantage: i 

To imaintain ia iflawless iinformation isystem iit ihas ia ihuge inetworking iof iits iown iwith iregular ivideo 

iconferencing, idata itransfer, iand idirect iverbal italking ietc. iare idone iwith ia iswift ispeed. iM&R ihas 

iits iown iradio ilink iand iown idomain iname iin iinternet ito ioperate iwebsites iand iother ionline 

iactivities. iAnd iits iERP isoftwares ialso ihelps iin iits iinformation isystem. iAnd ithe iIT iteam ialso 

isupports ithe iinformation isystem ia ilot. iM&R ihas ia istrong iIT iteams icomprising iand inumbers iof 

iengineers ifrom iBUET iand iother iprominent iengineering icolleges ifrom ithe icountry iand iabroad. iIt 

ihas isome iforeign iIT iexperts ialso. 
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4.1 Position, iDuties, iAnd iResponsibilities: 
Position- 

• Intern ion imarketing idepartment 

Duties iand iResponsibilities- 

• Communicate iwith isuppliers itwo imales i 

• Following isupervisor iinstruction 

 

4.2 Training: 

 
• I ihave itrained iabout 

• How ito imodify ipacking ilist i 

• How ito ido iFBR i(Federal iBoard iof iRevenue) 

• How ito ido iauction ionline 

 

 

4.3 Contribution iTo iDepartmental iFunctions: 

 
• Replying imails 

• Editing ipacking ilist i 

• Update ithe isupplier ilist iin ia iweekly ibasis i 

• Finding iinformation ifrom iFBR i(Federal iBoard iof iRevenue) 

• Making ilist iof isuppliers ifrom iFBR i(Federal iBoard iof iRevenue) 

• Participating iin iauction iby iediting ilist iand ibidding i 

• Offering iour ilocal imarket icustomers i 

• Taking ibid ifrom ithe ilocal imarket icustomers 
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4.4 Skills iApplied: 

 
• Self iconfidence 

• Communication iskill i 

• Knowledge iof iMicrosoft iWord i 

• Knowledge iof iMicrosoft iExcel i 

• Strong iwork iEthic i 

• Time imanagement iabilities 

• Positive iattitude i 

• Effective ireading iand iconcentration itechniques i 

• Problem isolving iskills i 

• Efficient inote itaking iskill i 

• Ability ito iaccept iand ilearn ifrom icriticism i 

 

4.5 New iSkills iDeveloped: 

 
• Ability ito iaccept iand ilearn ifrom icriticism i 

• Positive iattitude i 

• Self iconfidence i 

• Strong iwork iethic i 

• Problem isolving iskills 

 

4.6 Application iOf iAcademic iKnowledge: 

 
• Communication iskill i 

• Knowledge iof iMicrosoft iWord i 

• Knowledge iof iMicrosoft iExcel i 

• Time imanagement iabilities 

• Effective ireading iand iconcentration itechniques i 

• Efficient inote itaking iskill 
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5.1 Recommendations iFor iImproving 

iDepartmental iOperations: 
 

HR ipolicy idevelopment: iHR ipolicy iof iM&R iis ito iimprove iso ithat iemployees ican ibe isatisfied iand 

ifeel isecure iin idoing ijob iin ithe icompany. iJob isecurity, isatisfaction, imotivations iincrease ithe 

iproductivity iand ilessen ithe iaccidental iloss. 

Marketing istrategy ichange: iM&R itrading ishould ido imore imarket ianalysis iby ichanging itheir 

imarketing iplan. iM&R itrading ishould irenovate ithemselves iwith inew itrands. iThe inumber iof iretail 

istores ishould iincreased iso ithat ithey icould ihire imore iqualified ipersons. iThey ishould iknow iwhat 

iInternational icompanies iare idoing. iThey ishould ido imore imarketing ito ilet ipeople iknow iabout 

ithem. iThey ican itrain imore iemployees iin ithis iregard. 

It idivision iestablish: iThey ishould ido imore imarket ianalysis iby ichanging itheir imarketing iso ithat 

ithey ishould idevelop ia igood iIT idivision iwhich iwill iupkeep ithem iin iall ifields. iThey ishould iopen 

ionline istore ias iwell ias iincreasing iphysical istore iin iDhaka iand ioutside iDhaka. 

 

5.2 Recommendations iFor iImproving iSelf-

Performance: 
 

✓ Conflict iresolution i 

✓ Interpersonal icommunication i 

✓ Accepting ifeedback iand iconstructive icriticism ias ipainless ias ipossible i 

 

 

 

 



36 
 

 

 

 

 

The idemand ifor isteel iis ianticipated ito icontinue ito irise iat ia igreater irate iin ithe ifuture iin ithe iline iwith 

ithe icountry's ieconomic igrowth iand irequirement ifor iinfrastructure, iin ispite iof ia ibit islow idown iin 

irecent imonths iin ithe ireal iestate isector. iHowever iMaisha iand iRaisha iTrading icontinuous ito ibe ia 

idominant iplayer iin ithe imarket iand imarket ishare iremains iabove i35%. 

The iexperience iof ipreparing ithe ireport iis ia ilifetime iexperience ifor ime. iThrough ithis iI igot ito ilearn 

ithe ireal ibusiness iscenario. iI ihave ilearned ihow ia icompany ilike iMaisha iand iRaisha iTrading 

imanages iand irun ithe ibusiness ito iachieve ithe icompany igoal. 
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https://www.lightcastlebd.com/about 

http://www.eblsecurities.com/AM_Resources/AM_ResearchReports/SectorReport/Bangladesh% 

i20Steel%20Industry%20Review-2016.pdf 

https://databd.co/wp-content/uploads/2019/01/Steel-industry-in-Bangladesh-2018-Royal- 

iCapital.pdf 

https://www.rclbd.co/steel-industry-review/ 

https://maishanraisha.en.ec21.com/ 

http://1261328.en.makepolo.com/informations/Maisha-and-Raisha-Trading-Company-Profile 

ihttps://www.bizsouthasia.com/BD/maisha-and-raisha-trading-02-7163403 

http://www.duferco.com/ 

https://www.bloomberg.com/research/stocks/private/snapshot.asp?privcapId=232640265 
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