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Executive Summary
The main concentration of this report is to evaluate the sales steps and procedures and how these steps and procedures impact positively on the increase of sales in Runner Automobiles Ltd. There are many Automobile companies in Bangladesh. Among them, Runner Automobile Ltd is a remarkable one. With the combination of its high skills employees and resources, it has brought a revolutionary change in the field of transformation in Bangladesh. Runner Automobile Ltd has a wide range of motorcycle which has from 50cc to 150 cc motorbike, truck, pickup, three wheelers. Among them, Dayang Runner is a forerunner. With its sole operation in Bangladesh, it has employed nearly 1000 employees. Among all other competitors, this organization has positioned as a leader in the said industry.

Factors that impact on sales increase contain both internal and external including product, marketing system, and strategy, the performance of marketing executives, the technology used, Consumers and institutional buyer expectation, Economic cycle, laws and regulation,  and competitor. Based on the knowledge of these variables this study tried to find out the strategies Runner Automobile follows to create a positive impact on its sales. Major strategies followed by Runner Automobile include post-purchase memo & content, different facilities for dealer and coco point, usage of the efficient marketing team, categorizing customers into various categories and approaching accordingly, usage of cash and credit sales. Bases on the practical study, several recommendations have been provided with may play a key role to foster the sales of vehicles marketed by Runner Automobile Ltd.
Keywords: Sales Management, Benefits, Buyer Expectation, Consumers & Institutional Buyer
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Chapter 1

Introduction 
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Introduction:

Runner Automobiles Ltd, opening business ventures with the flagship organization in the year 2000, has founded a leading business Organization in Bangladesh. Runner Automobiles Ltd. (RAL) is first concern of Runner Group, was formally commissioned on 4th October 2004 in Dhaka, Bangladesh. Runner Automobiles Ltd. is contract deal to Eicher Motors Ltd. of India in 2000, Runner Automobiles Ltd. is playing the role of Excellent Distributor of popular Bullet, Kite and Tarbo brand motorbike in Bangladesh. Runner Automobiles Ltd. has organized its dealer network and well covered service supports countrywide and is now having around 33% market share in overall motorbike industry in Bangladesh. Over time, Runner has expanded their business ventures in diversified areas like automotive, oil and gas, lubricant and energy, real estate, land development, green technology generated bricks manufacturing, leather and footwear etc.

Objective of the Study:

There are two sets of objectives:

General Objective: To Focuses on sales steps & procedure and how to increase sales of Runner

Automobiles Ltd.

Specific Objective:

1) To collect primary information by new buyers.

2) To read about the consumer expectations.

3) To identify the selling strategy for local and corporate consumers.

4) To propose different types of recommendation for improve in selling and marketing area.

Methodology:

The report has been prepared on the basis of two methods.

1. Primarily source

2. 2. Secondary source.

Primary source: Key informant interview from sales and marketing department of Runner Automobile Ltd

1. Telephone interview from different types of consumer

2. Personal discussion with employees from top to bottom level

Secondary source:

1. Runner Automobile website

1. articles

2. newspaper

3. journals

Scope of the study:

Scope of the study:

The scope of the study is

1. To know how to increase sales

2. Marketing strategies

3. Consumer perceptions

4. Techniques to develop area

Limitations of the study:
The report has some drawbacks and limitations. Due to the preservation of the personal information, procedures and policies of a company to reach the bottom of knowledge is challenging under limitation.

Chapter 2

Overview of the Runner Automobiles Ltd. And Literature Review
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Introduction:

Runner Automobiles Limited is a largest motorbike manufacturer organization in Bangladesh. Runner produces 14 various design motorbike from 80 CC to 150 CC, Runner has become the motorbike leader of the market in sub 50 CC to 80 CC motorbike section in Bangladesh. Runner is providing different motorbike of different capacities and models. The main product of runner automobiles is motorbike. Runner manufactures their motorbike range varying from 50CC to 150 CC, with 14 different category motorbikes. The motorbikes are sold to local and foreign Customers and different types of corporate clients through Dealers, Company Owned Company Operated (COCO) stores, through tenders and newly initiated online retail mode.
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	Type
	
	Public limited company

	
	
	

	
	Industry
	Automotive
	

	
	
	

	
	Founded
	June 4, 2000; 18 years ago

	
	Founder
	Hafizur Rahman Khan


Headquarters Dhaka, Bangladesh
	
	Key people
	Mukesh Sharma (CEO & MD)

	
	
	

	
	Products
	Motorcycles, Scooters

	
	
	
	
	
	

	
	Total assets
	12,497,698,923 Taka (2016)

	
	
	
	

	
	Parent
	Runner Group of Companies

	
	
	
	

	
	Rating
	Rating- A3 by Credit Rating

	
	
	
	
	Agency of Bangladesh Ltd

	
	Website
	www.runnerbd.com
	


Source: Wikipedia

Runner Vision:

We will found RUNNER as a trusted brand through satisfying customers’ need offering desired products & services at an affordable price.

Runner Mission:

· Runner Automobiles Ltd. Mission is to found our brand image by interview consumer requirement through environment friendly technology and take care of repayment on investment of stakeholders.
· Runner will actualize our glance with effective and efficient human resource using lean producing process with high productivity.
· Runner will overcome consumer perceived value to make this earth a better lifestyle.
Core Values of Runner Group:

· R = Respect consumer feelings.
· U = Unite together as a group and celebrate improvement.
· N = No natural wastage is permissible.
· N = Never being favorable.
· E = Enjoy duty.
· R = Recognize social and environmental awareness
History:

Runner Automobiles Ltd is started as a private company in July 2000 and started its commercial function since 2000 as an importer and trader of motorbikes. It was changed as public limited company in January 2012 and started the business of manufacturing and selling the motorbike. It involves in producing motorcycle. Subsequently, the organization started its producing engines and manufacturing different type of parts of motorbike and recently build up its effective distribution channel throughout the different area with a network of more than 120 active dealers and over 310 sales centers along with own 29 operational COCO showrooms.

Runner Automobiles Ltd. products range of motorbikes covers series of motorbikes ranging from 80 CC to 150 CC, and about 14 different models of motorbikes. Runner Automobiles Ltd. producing facility is located at Bhaluka, 

 HYPERLINK "https://en.wikipedia.org/wiki/Mymensingh" Mymensingh. The industry is constructed with pre-fabricated steel building on its own premises of 5,944.04 decimals land with a covered space of over 4,45,316 square fit.
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Corporate office of Runner Automobiles Ltd.

Technical Collaborations:

Runner had technical adjuvants with Dayang Motors and Freedom in the past. In 2016, Runner Automobiles signed a collaboration agreement with USA by motorbike to manufacture UM motorbike in Bangladesh under the name of UM-Runner motorbike. The motorbikes will be produced at Runner’s motorbike manufacturing facilities at Bhaluka Mymensingh while UM International LLC will provide R&D support in technological & engineering area as well as international component sourcing.

Products:

The main products of the Runner Automobiles Ltd is motorbike. The motorbike is selling to local consumers and Corporate consumer through different types of showroom, Company Owned Company Operated (COCO) stores, through tenders and recently initiated online retail mode. Runner Automobiles Ltd. assemble motorbike is 50CC to 150CC for 14 different models motorcycle.

Factory:

Runner Automobile Ltd. main production plant at Mymensingh District which is more than 75 KM. away from the Dhaka city. Production plant area covers around 300,000 square feet. The production plant is constructed on prefabricated steel building on the organization own land.

Runner production plant worker is more than 470 that is including manager, supervisor, Engineer, and workers. It has manufacturing lines for pressing, wielding, assembling of engine, painting and quality control.
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Runner Automobiles Factory. Situated at Mymensingh, 

 HYPERLINK "https://en.wikipedia.org/wiki/Bhaluka_Upazila" Bhaluka.
The manufactory is efficient of manufacturing four grade of motorbikes. It produces more than twelve models of motorbikes. The plant capacity for manufacturing motorbike each day are more than 500.

Brand Ambassador:
Sakib Al Hasan is the Brand Ambassador for Runner Automobiles Ltd. He was started brand ambassador in 2017. According to the contract, Shakib Al Hasan is not promoted any other automobiles related product advertisement. That’s why after cancel the contract Sakib Al Hasan is continue the other brand motorbike branding.

Literature Review

What does a sale mean?

Sales are functions involved to the number of products or services sold in a conferred time period. The vendor of the services entire a sale in reaction to an acquision, annexation, or a direct interaction with the customer at the spot of sales. It was a momentary of degree wealth of the item, and the adjustment of a cost, in which contract is extended on a cost for which shift of property of the item will happen. The vendor, not the buyer typically conduct the sale and it may be performed before to the duty of payoff. In the case of imperceptible interaction, a man who sells goods or service on group of the owner is acquainted as a seller who man or women, but this hourly notice to anybody is providing services in a showroom/shop/office.

Important of sales:

A trade proprietor, if he is not related with maximizing sales, his organization may not be as beneficial as his hope it would be. Except the sale of goods, a business becomes a fancy or a nonprofit organization. The sales force is not the only division that's liable for sales within the organization. Each and every people must get how sales can and do happen at all division level, if a man or women is not selling, he may be absence a scope to favor the organization develop.

Business Growth: Business growth is to increase sales. It can be possible on the basis of a storefront and a fun mascot as well. But without sales, storefront and mascot are nothing else but a loose of the company. For example, Runner Automobile ltd, starts selling motorbike on online without presence of any salesman.

A Positive Corporate Culture: When all including the mascot, they can perform their role well. In another word, it can be stated that when people are conscious of their own duty, they do their level best. This is a matter of work satisfaction not work success. Only when a positive co-operative culture is created, a large number of sales person happy to perform.

Low-Customer Turnover: Basically, low customer turnover stands for the turning unhappy clients into happy clients. It depends on the sales man. If the sales system is positive, the clients are happy, if the sales system is negative, the clients are unhappy. Here, the ways of advertising, what to present, how to present, what to do ate very important.

Different factors that impact on sales:

Basically the key rule of all types of business is to ensure maximum profit keeping the customers satisfied. Therefore, the expansion of sales of a business is crucial as the ups and downs of a business depends on the mode of sales. So, in business there are different types of factors which keep impact on sales.

Typically the factors which influence on sales are principally classified into two parts. These are :

1. Internal factors
2. External Factors
Internal Factors affecting sales of a product:

Basically the factors which are in the core point of an organization are called internal factors. These internal factors can also influence on sales of a company or an organization.
To mention the internal factors, the remarkable ones are:

1. product

2. marketing system and strategy

3. marketing officials

4. technology

5. E-commerce
1. Company’s product:

Products are the core issue of a business. The more the quality of a product of a company is good, the more the demand of the product will be arisen. As a result, sales will also be higher.

2. Marketing strategy of the company:

Marketing system and strategy play a pivotal role on sales. If the system is perfect and trustworthy to customers, the customers will demand for the product and sales will be maximum. On the other hand, if it is bad, customers will not show interest and sales will decrease.

3. Marketing officials:

The marketing employees or officials are very important for sales. As firstly, the customers know about the INS and outs of a product From the Marketing officials. So, their way of presentation, attitude, gestures and honesty are crucial which impact on sales as well

4. Technology and Automation:

Technology has made life easy to easier. Through technology an organization inform the details of a product and the customers know about the product and it works as a factor which impact on sales

5. Presence in multiple formats especially in E-commerce:

Online shopping and selling facilities have influenced a lot on sales. Many a time, customers do not want to go to a shopping mall. They stay at home and order a product through on line. Thus e-commerce plays an important role on sales.

External Factors affecting sales of a product:

In a business some factors which are out of a company and impact on sales are called external factors. There are many external factors. Among them, the following factors are remarkable :

The external factors affecting sales are as follows:

1. Consumers and institutional buyer expectation,

2. Economic cycle

3. laws and regulation

4. competitor's market position

1. Consumers and institutional buyer expectations:

In a business, products are grown or produce for consumer. So their expectations are essential which impact on sales.

2. Economic cycle:

Growth, expansion and recession are crucial factors that determine sales.

3. Laws and regulations:

Every business has some rules, laws and regulation. These are initiated on the basis of the sales.

4. Competitors’ Market Position:

It is very important to keep marketing position. Otherwise, consumers will buy not buy the product least they may harmed as the position determines the quality as well.

Sales steps and procedure of Runner Automobiles Limited:

The First of Runner winning entities RUNNER group began the Journey in June 4, 2000. In this year the Runner group has grown to be top ranked conglomerate in the country. Runner Automobiles Limited Work with USA UM Motor Corporation in 2016. Since then, Runner is the authorized Distributor of UM motorbike and Eicher commercial Vehicle in Bangladesh.

Runner Automobiles Limited maintains stock of motorbike Vehicle under the supervision of sales department. Sales Department looks after the motorbike chassis number and engine number. When a customer wants to buy a motorbike and deposit the first payment, then the sales department provides information to the COCO showroom.

Post Purchase Memo & Content: To find a real customer for selling the motorbike, Runner Automobiles Limited run different steps through their Dealer Point, COCO showroom and The marketing Team.

Dealer and COCO Point: Runner Automobiles limited have 185 Dealer point and 76 COCO showrooms throughout the country under the supervision of Zonal In charge and Zonal Manager. It has 8 Zonal Manager who is responsible for the increase of selling in their Zone. Runner Automobiles Limited Divided the whole country in Seven Zone . These Zone are:

1. Zone A: Dhaka, Savar, Gazipur, Narayangong, Keranigonj, Tangail,
2. Zone B: Chittagong, Laxmipur, Chadpur
3. Zone C: Rajshahi, Bogra, Rangpur, Panchagar
4. Zone D: Barishal, Bhola, Kustia, Jessore, Khulna,
5. Zone E: Sylhet, B. Baria, Moulovibazar
6. Zone F: Comilla, Chadpur, Noakhali
7. Zone X: Dhaka Corporate Zone
Every Zone have 25 sales man called Zonal Sales Executive. Zonal in charge provide them Monthly Target. Senior executive sales push the dealer repeatedly to meet their goal. The sales executive have to going through regularly field visit.

The Marketing Team: Runner Automobiles Limited marketing team arranges road show, fair, in various areas to make aware people about their motorbike. Mostly they arrange fair in the Dhaka international trade fair and offer different types gift with the vehicle Like LED TV, Android Mobile Phone. Runner Marketing Team repeatedly put advertisement on first ranking local and national newspaper. Runner marketing team provide brochure, leaflet in different location. Sometimes Runner automobiles Marketing Team Provide advertisement on broadcasting media like television channel and on internet website like sell bazar, YouTube, Facebook page etc.

Sales Steps and Procedures: Runner Automobiles Limited Divided their local and corporate customer in Five Category. Those Categories are:

· Customer Type 1 : Customer type 1 shows their interest for the motorbike.

· Customer Type 2 : Customer type 2 are Potential Customer. They set Their Mind to Buy a motorbike and search in the option within his capability of budget.

· Customer Type 3 : Customer type 3 have agreement to pay the advance Money.

· Customer Type 4 : Customer type 4 is the actual customer who fulfil the total process or financial term of the Runner automobiles limited.

· Cancel Customer : Cancel customer has called zero profit customer. He refers a customer who cancel the selling process.

Sales process: Runner Automobiles Limited selling their motorbike in two Mode. Those Modes are;

1. Cash sales

2. Credit sales

Cash sales: In the Methods of cash sales customer provide the total payment of the motorcycle. In that case some time customer get cash discount from 10 to 15 percent take.

Credit sales: Credit sales Known as Early Settlement Process. In this process customer payment basically a semi cash process . We have a standard instalment system. In order to purchase our motorcycles a customer needs to submit all the required documents Our verification team will

verify details including the information of both Guarantors. After completing inspection properly, the salesperson will provide the feedback through SMS to the potential customer within 72 hours of receiving Application Form. After the verification, a customer can avail for 6,12,18,24 & 30 months instalment scheme. A customer has to pay the instalment amount monthly through allowed transaction method. Now write all motorbike model instalment details.

EMI Calculation:
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	Model Name
	MRP
	Installment Size
	Monthly Installment

	
	
	
	

	Bike RT
	TK
	6
	11,600

	
	64,000.00
	
	
	

	
	
	
	12
	6,300

	
	
	
	
	

	
	
	
	
	

	
	
	
	18
	4,500

	
	
	
	
	

	
	
	
	24
	3,600

	
	
	
	
	

	
	
	
	30
	3,100

	
	
	
	
	


[image: image9.jpg]



	Model Name
	MRP
	Installment Size
	Monthly Installment

	
	
	
	

	AD80SAlloy
	TK
	6
	15,100

	
	83,000.00
	
	
	

	
	
	
	12
	8,200

	
	
	
	
	

	
	
	
	
	

	
	
	
	18
	5,900

	
	
	
	
	

	
	
	
	24
	4,700

	
	
	
	
	

	
	
	
	30
	4,000
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	Model Name
	MRP
	Installment Size
	Monthly Installment

	
	
	
	

	AD80SDelux
	TK
	6
	15,400

	
	85,000.00
	
	
	

	
	
	
	12
	8,400

	
	
	
	
	

	
	
	
	
	

	
	
	
	18
	6,000

	
	
	
	
	

	
	
	
	24
	4,800

	
	
	
	
	

	
	
	
	30
	4,100
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Model Name
	MRP
	Installment Size
	Monthly Installment

	
	
	
	

	CHEETA
	TK
	6
	15,800

	
	87,000.00
	
	
	

	
	
	
	12
	8,600

	
	
	
	
	

	
	
	
	
	

	
	
	
	18
	6,100

	
	
	
	
	

	
	
	
	24
	4,900

	
	
	
	
	

	
	
	
	30
	4,200
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	Model Name
	MRP
	Installment Size
	Monthly Installment

	
	
	
	

	F100 6A
	TK
	6
	16,600

	
	88,000.00
	
	
	

	
	
	
	12
	8,700

	
	
	
	
	

	
	
	
	
	

	
	
	
	18
	6,200

	
	
	
	
	

	
	
	
	24
	5,000

	
	
	
	
	

	
	
	
	30
	4,300
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	Model Name
	MRP
	Installment Size
	Monthly Installment

	
	
	
	

	BULLET
	TK
	6
	19,100

	
	105,000.00
	
	
	

	
	
	
	12
	10,300

	
	
	
	
	

	
	
	
	
	

	
	
	
	18
	7,400

	
	
	
	
	

	
	
	
	24
	6,000

	
	
	
	
	

	
	
	
	30
	5,100
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	Model Name
	MRP
	Installment Size
	Monthly Installment

	
	
	
	

	KITE+
	TK
	6
	16,500

	
	91,000.00
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Model Name
	MRP
	Installment Size
	Monthly Installment

	
	
	
	
	

	
	
	
	12
	8,900

	
	
	
	
	

	
	
	
	18
	6,400

	
	
	
	
	

	
	
	
	24
	5,200

	
	
	
	
	

	
	
	
	30
	4,400
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	Model Name
	MRP
	Installment Size
	Monthly Installment

	
	
	
	

	TURBO 125
	TK
	6
	23,600

	
	130,000.00
	
	
	

	
	
	
	12
	12,800

	
	
	
	
	

	
	
	
	
	

	
	
	
	18
	9,200

	
	
	
	
	

	
	
	
	24
	7,400

	
	
	
	
	

	
	
	
	30
	6,300
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	Model Name
	MRP
	Installment Size
	Monthly Installment

	
	
	
	

	KNIGHT RIDER
	TK
	6
	28,300

	
	156,000.00
	
	
	

	
	
	
	12
	15,300

	
	
	
	
	

	
	
	
	
	

	
	
	
	18
	11,000

	
	
	
	
	

	
	
	
	24
	8,800

	
	
	
	
	

	
	
	
	30
	7,500

	
	
	
	
	


Documents and Process for Delivering a Motorbike: Runner Automobiles Limited Takes 12 important documents for delivering a vehicle to the customer. Without those documents a delivery of vehicle will not be possible. 12 Documents are :

· Buyer Application Form (4pp Size Photo of Buyer and Dealer Comments are attached with that)

· Receipt of Booking Money

· NID of Buyer

· NID of Nominee (1pp of Nominee is attached with that)

· NID of First and Second Guarantor

· Utility Bill Copy

· Bank Statement

· 8. 10 MICR cheque (Blank Cheque with Proper Signature of Buyer)

· Assessment From Recovery

· Delivery Challan

· Price Approval Sheet

· Tax Token/Route Permit/Fitness/ Insurance/Registration

1. Buyer Application Form: Buyer Application form is the first Document For Delivering a Vehicle. It is Basically a Application Form to the Managing Director of Runner Automobiles Limited for Buying a motorcycle. When a buyer Fix his mind and have the willingness to buy a motorcycle, Then he Visit to Runner Dealer point. Dealer gives him the application where the necessary Information of the buyer and his 4pp size photograph attached with that form. After collecting those information Dealer Initially makes comment on Buyer on the buyer Form and Gives a Unique ID to the customer.
2. Receipt of Booking Money and Down Payment: After Completing buyer Application form, a Customer Gives Booking Money of 20000/- and Down payment of 34000/-. From this steps a delivery process start. This Booking Money and down payment is taken by the Sales Executive of Runner Automobiles Limited.
3. National ID Card of Buyer :In this Step, Dealer Collect the National ID card of the Buyer Because All the documents, Motorcycle Registration, Tax Token, Route Permit, Insurance will be made under this ID card.
4. National ID Card of Nominee : In this step, Dealer Collect the National ID card of Nominee who will be the owner of the motorcycle in absence of the Buyer
5. National ID card of First and Second Guarantor: In this Stage Dealer Collect the national ID card of first and second guarantor who will responsible for the Instalment if the buyer unable to pay that.
6. Utility Bill Copy : Utility Bill Copy proves the present address of the Buyer. So in the six step Dealer Collect the Utility bill of the buyer, it may be Electricity Bill or Telephone Bill or GAS bill.
7. Bank Statement: Strong Bank Statement proves that Buyer will be able to pay the instalment. With The bank Statement Dealer Collect Bank Certificate of the Buyer. All the transaction of Instalment will be done by this bank account.
8. Three MICR Cheque: MICR Cheque Means Magnetic Ink Character Reader cheque. In the 8th steps Dealer Collect ten Blank MICR cheque from the customer. The account number should be the same of bank Statement’s Account Number. Company Reserve those cheque for security Purpose.
This is the last steps done by Dealer and Sales Executive.

9. Assessment from the Recovery team: When All the documents come from the dealer point to Runner Automobiles Head Quarter, then the first Step is done by the Recovery Team. They Visit the Buyer Present and Permanent address to collect information whether he gives the information true or not. In this stage Recovery office check his all Asset like House, Agricultural land, Business and other things. If the Assessment is positive then Company will give him the vehicle but if the assessment is negative then Company will not sale the motorcycle. In that case company refund the booking money.
10. Delivery Challan: When the assessment become positive then Runner Automobiles Limited Finance Department issue a delivery challan. This Delivery challan Includes the chassis number, Engine Number and the total number of tools and accessories. After issuing the Delivery challan,
the motorcycle is ready to handover to the buyer. 

11. Price Approval Sheet: Price Approval Sheet is the main Documents for the further Calculation. It is only for the official Purpose. It has No connection with the buyer. Price Approval Sheet includes all Calculation of transaction, Instalment details, Sales Team Commission, Dealer Commission etc. This Price Approval Sheet is Signed by the All department Head along With CEO and Divisional Director of Runner Automobiles Limited.
12. Tax Token/Route permit/Insurance/ Registration : This is the optional part of the whole delivery process. If Customer want to give responsibility for registration /Route permit/Insurance/ Tax token to the company , then Company takes 20 to 25 days for making those documents, otherwise Customer have the choice to make it by own.
Deed of Credit Agreement:

As initially, Customers give only down payment of 1 lac 60 thousand Tk, so it become necessary to go with the credit agreement that have two party. 1st party is Company Itself and 2nd party is buyer. This Credit agreement Includes all the term and condition of financial transaction, Uses of the vehicle and Seized Policy (if Customer fails to pay the instalment). This credit agreement is done under the 3 witness signature.

Chapter 3

Internship Experiences

Introduction:

I am working as intern in Runner Automobiles Ltd. which is under the Runner group of company. Though out my internship time I am getting different types of knowledge and experience that is develop my corporate skills. At first internship period is helps me how to talk about customer and corporate clients and it gives a overall knowledge about corporate culture. That’s why I develop my knowledge marketing and sales department. Sometime the authority of Runner Automobiles Ltd. permit me going different types of corporate sales meeting in different corporate sales team. Corporate sales division is providing different types of steps by increasing sales it helps me to develop how to influence team member.

Industry visiting experiences:

In the middle of intern period I am visiting Runner Automobiles Ltd. factory that is situated in bhaluka. Runner manufacturing plant is a mega project. They are manufacture different types of motorbike in one factory. Runner factory is providing good environment by the worker. Now right the overall capacity of runner factory different plants.

Runner Automobiles Manufacturer of 2W in BD:

Runner automobiles Ltd. manufacturing Plant situated in Bhaluka, 70 km North of Dhaka Total Land Area 38 acres 16% land occupied for manufacturing, rest left green garden to maintain environmental balance. Annual Production Capacity is 100,000 Bikes (single shift operations)

Key shops/ sections:

· Press & Machine Shop

· Weld Shop

· Paint Shop

· Engine Assembly Section

· Vehicle Assembly Section

· Logistics/ Warehousing

· Central Quality Control Section

· Research and Development
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Source: www. Runner.com

Press & Machine Shop:

Runner manufacturing factory is well organized and modernized Press & engine shop equipped with Hydraulic and Mechanical printing in conception range of 25 to 500 Ton. Blanking/ Piercing/ Bending/ Drawing of Frame Components.

The machine shop capacity (Everyday, Single Shift Operations)

· Frame Panels = More than 450 units

· Fuel Tank = More than 400 units

· Swing Arm = More than 500 units

· Main Stand = More than 500 units

· Child Parts of Fuel Tank,

· Swing Arm & Stand = More than 600
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Weld Shop:

Equipped with MIG, TIG, Arc, Spot, Seam and Gas molding machines manned with learned & skilled workers for taking steps qualitative & continuous creation.

Weld shop capacity (Per Day, Single Shift Operations)

· Frame Assembling = More than 250 units

· Fuel Tank = More than 400 units

· Swing Arm = More than 500

· Central Stand = More than 500

· Main Step = More than 500


!

Paint Shop:

presented Painting lines/ facility - mettle Components - spray Plastic Components (ABS) – spray Automatic applicator (Powder Coating) for metal components

Certified by Devision of Environment (DOE) for observing environmental controller in industrial efficiency.

Paint shop capacity (Everyday, Single Shift Operations)

· Frame = More than 600 units

· Fuel Tank = More than 600 units

· Swing Arm = More than 1200 Units

· Main Stand = More than 3000 Units

· Main Step = More than 3000 Units

· Fuel Tank Line = More than 300 Units

· ABS Components = More than 300 Sets


!

Engine Assembly Section:

Presented conveyer with 23 work-stations along with different sub assembly feeder lines, Leakage Testing, Engine Testing unit etc.

Engine assembly section capacity (Everyday, Single Shift Operations)

•

· Engines = More than 490 units (approx.)

!

Vehicle Assembly Section:

Different assembly conveyers along with off line sub assembly section for Frame sub assembly, wheels, handle bar, fairing, Seat, wiring harness, etc.

Vehicle assembly section capacity (Everyday, Single Shift Operations)

•

· Vehicle Assembly = More than 500 Units (approx.)
!
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Central Quality Control:

Different end of line Dynamometer to experiment max speed, resistance, wheel alignment and Head light. On the other hand, likewise end of line experiment benches are there for machine assembly also wherein we beginning and run each and every engine to make sure primary functionality and to notice any unusual noise or behavior.

The next step is vehicles passes from Chassis dyno, a group of devoted inspectors check total vehicle by going on road and also for esthetic parameters.


!

Research and Development:

Research and development department is one of the most important sector in runner automobiles limited. It focuses on different types of new idea and innovation by using automobile industry. They are also focuses on their internal motorbike update function, model and facilities. They are following different types of activities such as.

Design and development:

· Clay-Modelling Section.

· White light scanner.

· Design Section.

· Engine Analysis Wing.

· Frame Analysis Wing.

· Electrical and Electronics Dept.

Testing

3. 1. QC Laboratory for component test.
4. 2. Road Tests for vehicle performance tests.
5.

6. Including:
· Fuel consumption

· Engine performance

· Vehicle ergonomics

· Component compatibility

Chassis Dynamometer:

· Acceleration (by time, by distance)

· Maximum Vehicle speed

· Wheel Traction force, Torque, Power

· Vehicle fuel consumption (as per standard and customized drive cycles)

· Mileage accumulation

· Emission (CO, HC & Nox)

· Accelerated Tests for Endurance and Life testing of Components

· Drawing benchmarks and qualifying standards for components

· Customized Simulations


!
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By working I have learn how to behave in corporate sales man. I learn how to communicate with the clients and also learn punctuality and how to talk about top level management. In my working area i have learn about the excel that is helps me to prepare daily report on sales. I have learned how to fix corporate meeting in different types of corporate clients and how to provide information about our company product service and why our product is different by other product. I have learn about the technology by using Runner Automobiles and how the manufacturing process have done.

Recommendation:

Recommending a big public limited organization like RUNNER is not an easier for me. In my internship period some time i have seen different types of mis management by different sector. For that reason i am trying to some recommendation in my own point of view. These are,

1. Focus more on sales department training.

2. Focus it more on Bangladeshi Brand rather than foreign brand.

3. Not proposing variant in domestic market repeatedly.

4. Looking for more skilled worker in different place.

5. Focus on new offer for targeting different area.

6. Doing marketing research for each and every campaign

7. Focus on more than 150cc in different new market.

8. Target young star using brand ambassador.

Conclusion

Runner Automobiles Ltd. is top ranked motorbike brand in Bangladesh in terms of 80CC to 150CC motorbikes. They have made a brand value of trust and quality over the time for this portion only. Runner, a motorbike brand, is a highly reputed in Bangladesh. It ranges widely from 80cc to 150cc motorbikes. Though it has earned fame, in some area it is criticized and below the consumer satisfaction. Therefore, to test consumer demand and analysis the marketing strategies are crucial. Besides, to take proper steps to develop the weak area is also important. Otherwise, it may not reach the culmination of target in this competitive era. So that, if Runner are increase sales that’s why they can more focuses on after sales service and improve marketing department activities.
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