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Letter of Transmittal

5" March, 2021

Dr. Khandoker Mahmudur Rahman
Associate Professor

School of Business and Economics
United International University

Subject: Submission of Internship Report

Dear Sir:

With due respect, | would like to submit my internship report titled as Accounts Receivable Management

of Aamra Networks Limited prepared on my internship with Aamra Networks Limited.

In this report | have tried to focus on the activities of credit control department to manage account
receivable. The report comprises of aamra networks way of minimizing account receivables and
maintaining a healthy cash flow. | was involved with process as an Intern and assisted my supervisor. To

write the report, | tried to stick to the guidelines and guidance you gave.
Hence, | am submitting my internship report, hoping that you will appreciate my instructive and

comprehensive approach. | will be glad to explain any matter in this report, if needed. You may

communicate me any time.
Sincerely yours

Md. Mortuza Hasan
ID: 111-161-189



/i aamra

the power of WE

Acknowledgement

First of all, to begin this report, I'd like to express my gratitude to the Almighty God. I'd like to express
my sincere gratitude to everyone who has supported me with the preparation of this internship article. I'd
like to express my gratitude to them for their unwavering encouragement, guidance, and trust in me at

every level.

I would like to thank the internship Supervisor, Dr. Khandoker Mahmudur Rahman who has helped me
in every step of my internship. He helped me to find the right topic and always inspired me to make the

report a successful one.

I would like to express my gratitude to Mr. Mobasher Hosssain, Deputy Manager of Credit Control
Department give me a chance to be a member of this Team at aamra networks limited. He supervised me
during my internship period and provided necessary guidance. Without his support and help I will never

be able to complete this internship effectively.
Last but not the least | would like to appreciate all those people inside and outside of aamra networks

limited who helped me during my internship period and provided me with necessary primary and

secondary data and support.



/i aamra

the power of WE

DECLARATION

I am Md Mortuza Hasan, student of School of Business and Economics (Marketing) of United
International University, Bangladesh, do hereby declare that the internship Repot on ‘“Accounts
Receivable Management of Aamra Networks” is an original work and has not been previously submitted

for any degree, diploma, title, or recognition.

t/

Md Mortuza Hasan
ID No: 111161189

School of Business and Economics

United International University



Table of Contents

EXECULIVE SUMMIAIY .....iiieie ettt ettt e st e s te et e e seesbe e teese e e te et e entesseeteanseateenteeneenneenrs vii
1 RePOIt BACKGIOUNG ... ..ottt ettt st et e st e et e s s e sbeesseesaesbeenteaneesteeeeeneenneeneeas 1
1.1 INAUSEIY BACKGIOUNG ......ooueiaiiietie et e e bbb 2
1.2 ODbjJeCtiVeS OF thE REPOIT.......cceeiiiieiiee ettt e st este e e s be e te e e e sraesreanee e 3
1.3 SCOPE OF TN STUAY .. .eoiieeieiiee ettt e st e e e sae e teeseesreesbeeneesreesreanee e 3
|V 1=11 g ToTo (o] [T | TSP P PP UR PRI 3
I o 4 T TV T L USSR 3
- Yoo [0 - T D T L - SRS 3

1.5 Limitations Of the REPOIT ......oviiiiiiie e 4

2 0rganizational PrOfile...........ooiiiiee ettt ers 5
2.1 Overview of the OrganiZation ............cccceiieiioiie et e e e sae e sbeenesneesreeee s 5
2.2 MaNAGEMENT SIIUCKUIE ......oieeiiiiieiiest ettt b e nb e s aseenbeenne s 7
2.3 KEY PrOUUCES & SEIVICE ....cuieivieeieciie ettt ettt te ettt e et e s s e ste et e e teesbeenbesaeesbeeteaneenraeneean 9
P V-V To] g @ [T o 3PSO 11
2.5 SWOT Analysis of aamra networks lMIted...........ccoooiiiiiiiiiiiice e 12

T O3 (o |1 A O] 11 o] RSSO 13
KT8 A [ 11 7T 11T o o ISP RSP PTTRPRI 13
3.1.1 Definition Of Credit CONMIOL.........ooiieiiiie et enee e 13
3.1.2 Background of Credit CONIOL............coiiiiiiee e 13
3.1.3 Observed in Credit Control DePartMeNnt ............cocveieeiiiiieieece e 14

4 Accounts Receivable ManagemeNt ...... ..o 16
4.1 Definition of Accounts Receivable Management...........cccoooveiieiieicieesece e 16
4.2 Functions of Accounts Receivable Management............cceiveiiiieieeie e 16
o N 101V o 1ot [ o TP U RO R O PR PRPTPPRTRPROON 16
4.2.2  STALBIMENTS ...ttt ettt et e e bt e bt e e s bt e bt e e s bt e s bt e e st e e b et et e e nan e e b e e e neeenneennneenes 16
4.2.3  ASKING FOr PAYIMENT... ..ottt te e r e e s e s beebe e e e sraesreenee e 16
4.2.4 Can’t Ay VEISES WON T PAY ...veeruviireerriireeseiesieessreasreesneesseessneesneessneesseeasreesneesnneesneesneenneeaneen 17
4.2.5 Receivable Management FUNCHION REVIBW........c.c.coiiiiiiiiiecie st 17

4.3 Receivable Management POLICIES. .......ccuiiiieiiiii ettt sbee e e raeenna e 18
4.3.1 SIME OFQANIZATION. ... .ciuiitieiiiieiesie ettt ettt bbbt b bbbt bbbt e se e et e b et sbesbeeneas 18
4.3.2 Large or Multinational COMPANIES .........cuiiiiiieieite et eneas 19
O G T O 1o [ 10 11011 | ST PRTRP 19
4.3.4 ODJeCtiVe OF the POIICY ......coiiiiiieiiiiri bbb 20

O =T 1o (| o TSP ROPOOPORPTPPTTRPRIN 20
4.4.1 Performance ANGIYSIS ........oiiiiiieiie ettt 21



5 Intern Role and ReSPONSIDIIITIES. .......coiuiiiiiieee e e 29

5.1 NAUIE OF tNE JOD ...ttt bbb 29
5.2 Responsibilities and different aspects of the Job ..........cccccviiiiicii i 29
5.2.1 Cheque information entry and Cash & Cheque deposit..........cccorvriririniiniieieiee e 29
ST B - V| VA O] | 1=Tod o] I = ] 1 YRS 29
5.2.3 Preparing LiSt OF INVOICE........cciiiiiiee ettt e ens 29
5.2.4 Preparing TAX LEE ...ttt bbb 30
5.2.5 Managing Company DatabaSe ...........cccccueiiiiieiiieiiee e ese e e e nre e ns 30
5.2.6 Preparing WIFT AQrEMENL........ccuciieie ettt e ettt et e e te e e sreesreeneesneenns 30

6 ObServations and FINAINGS ........coviiiiiiiiiie bbbt b e b 31
6.1 Deposit date Of CHEOUES.........cii ettt e e e re e 31
6.2 High bank charges for rejected ChEQUES ..........cov i 31
6.3 Party NAME SIMITAITLY ......oiiiiiieteii bbbttt sb e 31

7 RECOMMENTALION ...ttt bbbt b e s et e et e b et st e b e e b e e st et et e b et e nbenbenne e 32
7.1 Structure and aCCOUNTADTIITY ..........coviiieii ettt et sre e re e 32
7.2 Confirmation OF DAIANCE .........ceiiiee e 32
7.3 Reduction of Communication Gap among Company, Courier Service and Client.......................... 32
7.4 Updating Old DAtADASE .........ccceeiuiiiiiieeiie ettt ste e e st e e e s e teetesreesreenbeeneesraenreenee e 32

ST O] o [1 5] o] SRR 33
L =T =] 0TSSR 34
F A o] 0T a0 3 SO OSPRSPPSON 34

Vi



/i aamra

the power of WE

Executive Summary

Aamra Networks Limitated (formerly Global Online Services Ltd.), a concern of the Aamra Group of
Companies. Which was formally known as formerly Texas Group. It is a Corporate Internet Service
Provider (ISP) offering Internet connectivity in Dhaka, Chittagong and Singapore. It was founded in 1997
in response to the growing demand for high-bandwidth, dependable, and high-performance Internet
access. The company has acquired significant market share, consisting of MNCs, small and medium-sized
businesses, embassies, educational institutions, and other well-known institutions. The company has the
experience and specifications to provide not only dedicated internet bandwidth, but also other value-added
networking options for businesses, such as WAN, video conferencing, Biometric Attendance System,
Virtual Office, Network Monitoring, Remote video Surveillance, Data Backup and Disaster Recovery,

VPN, IPLC, BSAT network, and Roaming, all supported by carrier-grade network operations

Companies like Aamra Networks find it much easier to grow business in this sector. There are still a lot of
weaknesses and threats visible in the ICT industry. Businesses in this sector still need more skilled labor,
up-to-date IT infrastructure, financial support from both government and private investors, and
uninterrupted power supply. In the first place, | described and analyzed critically different aspects of the
industry in this report. Then, briefly, I introduced Aamra Networks and its competitors. | have also shown
the process of receivable management and how they manage their debts. Finally, I came up with a couple
of suggestions for the company.

vii
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1 Report Background

Information and communication is the only basic any need for living thing being in the 21st century.
Starting from the hairpin to the Aeroplan, every source of knowledge adds so much to the development of
humans, spices and, above everything, the improvement of the world. One of the most relevant and
valuable sources of knowledge and communication is the Internet. In Bangladesh, the Internet has only
lately become a necessity for any form of exchange. This is the simplest and fastest way to go global at
the touch of a button.

It opens up a huge route in front of Internet service providers, enabling them to exploit this opportunity.
Bangladesh, on the other hand, isn't quite able to use this medium for mobile services. By international
standards, the demand for internet services in this underdeveloped country is too small. As a credit
management professional, the role entails educating an inexperienced industry. The report focuses on a
clear overview of the lighted Department-Credit Control, as well as the constant challenges | encountered

while working in this department.

In just a few years, Bangladesh's information and communications technology (ICT) industry has been
growing way. It was calm and collected. The industry is no longer on the backburner. The mainstream has
entered it. In the last few years, Bangladesh's information and communications technology (ICT) industry
has come a long way. It was mature. The sector is no longer on the sidelines. It's joined by the
mainstream.

The presence of a large number of startups is one of the hallmarks of this industry. In the last couple of
years, many tech-savvy young graduates, some of whom returned from abroad after graduation, have
decided to start their IT ventures. In spite of various local and global challenges, these young buoyant
entrepreneurs have made a tremendous contribution to creating strong business organizations through
their creativity and passion. Indeed, the optimism and resilience of young entrepreneurs is the primary

driving force behind Bangladesh's ICT industry.



/i aamra

the power of WE

1.1 Industry Background

Aamra is a merger of companies focused on catalyzing the transformation of Bangladesh by providing
technology-driven solutions to the customers across various market segments. Aamra acknowledges the
up-to-date idea that Bangladeshi business companies really have to apply ineffective system integration.
Our corporate functions aim to provide all our customers with customized and integrated technology-
based capabilities that help them to maximize their business potential. As a result, Aamra holds patents,
distribution and marketing rights for a number of world-renowned high-tech products. We at Aamra are
constantly striving to satisfy our clients and target groups and also to better represent them by delivering

them with the same permitted and complete service and maintenance.

Aamra Resources and Aamra Technology are the Group's oldest companies and our flagship in the
garments industry. From the very beginning, we have provided high-quality systems, solutions and
support to our customers in the Garments and Textile Industries and have established a solid reputation as
a renowned supplier and service company. Aamra networks (Corporate ISP), Aamra infotainment (Web
Portal and Web Development) and Aamra solutions (Communications Software Developer) are our key

ICT investment areas.

We believe that special attention needs to be paid to living standards. In addition to clothing and ICT, we
therefore have a range of investments in the lifestyle sector, including Aamra Fitness (Health Club, Gym
and Fitness Center) and Aamra Management Solutions (T&D, Consulting, Job Placement, Conference
and Business Center) to increase performance and effectiveness of resources (Human and Material)
within corporate bodies. We make it our job to understand your needs and link it to today's technology to
maximize product satisfaction. With our cost-effective rates and locally unmatched knowledge and
expertise, we can provide your business with the right technological infrastructure to achieve higher
performance. Aamra customers can feel secure, realizing that we are consistently and repeatedly at work
to maximize their satisfaction and protect their capital expenditure through the quality of our products and

services.
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1.2 Objectives of the Report

This internship has some specific objectives. These objectives are set out below:

>» Describing the Receivable Management of ANL.

>» To determine the processes used by this department.

> To explore the problems that could be faced.

~» Defining both the outputs of this department and the mine.

>» Determine the areas that need further concentration for development.

1.3 Scope of the Study

The study is expected to include information on Aamra Networks Ltd's account receivable management.
Detailed information on transactions is given to the organization, as well as how these transactions are
registered, what records are used to validate the data entered, and the organization's receipt handling

guidelines and credit management department processes.

1.4 Methodology

I have followed two kinds of reporting methodology. The two ways I've been collecting information:

1.4.1 Primary Data
With the help of my company supervisor, | have collected this data. | have also received assistance from

the members of the Credit Control Department team.

1.4.2 Secondary Data

My secondary method of data collection from various sources. Those are:

>» Go through the websites.
> Annual reports of Aamra Networks Ltd

>» Different books, journals and newspapers.
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1.5 Limitations of the Report

Various points of view and meetings are needed to make a report. In either case, | have faced a few
barriers to making a complete and immaculate report. These limits or restrictions that postpone my work

are as follows:
> Find it difficult in getting information about its inward operations.
>» Non-availability of some of the previous and most current information.

>» Some data have been withheld to hold the categorization of the association.

> Limitation of time.

With regard to these limitations, | was unable to execute a more in-depth and more detailed study and to
be included in my report. Because of all of these limitations, however, | have tried my level best to
provide enough relevant information in order to make the report more insightful and analytical. | believe
that the information that I have accumulated in this report will be of real help in any further exploration of

this subject.
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2 Organizational Profile

2.1 Overview of the Organization

Over the last decade, Aamra Networks Limited (formerly Global Online Services Limited) has
consistently provided its customers with state-of-the-art IT communications solutions. Our customers
have been able to rely on our ability to deliver stable and consistent connectivity solutions. Using the
state-of-the-art backbone and infrastructure, we have ensured that our clients have had minimal concerns
about the reliability of their IT communications. That, in turn, provided us with an enviable list of blue-
chip customers. When the Internet and related value-added services are critical inputs to business,
Corporate Bangladesh has only one obvious choice.

Aamra Networks Limited (ANL) employs more than 150 staff with a wide range of skills and expertise.
Through years of experience, ANL is in a position to accurately assess constantly changing customer
requirements, offering the most extensive and affordable IT services available. The group has diversified
investments in the ICT, Textile and Lifestyle sectors in Bangladesh, starting in 1985 and currently

employs more than 2,000 people.(about aamra networks, 2020)

Vision
Become an organization that puts consumers, staff, shareholders, and communities first. (about aamra networks,
2020)

Mission Statement

“To become the most preferred IT and Communication Infrastructure Service Provider”. (about aamra networks,
2020)
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Quality Policy

Aamra Networks Ltd. is a supplier of corporate Internet services and IT solutions. We have implemented
a quality control framework at Aamra Networks to ensure that our customers follow professional
standards. To ensure maximum customer satisfaction, we are committed to continuously improving the
performance of our quality control system and services. Management shall be determined to ensure the

following in order to achieve our objectives:

>» Maintaining 99.9% service uptime
>» Ensuring at least 10% yearly revenue growth
>» Converting at least 50% of the paperwork to the digital edition

Quality Policy & Strategic goals shall be constructed and reviewed by the Chair on the basis of its
continuous suitability. It is our urge to become the country's leading vendor of Corporate IT Solutions
through our commitment to customer service, technological innovation and the achievement of our
Quality Objectives. Management is committed to providing adequate human resources, good
infrastructure, logistical support, etc. for the proper implementation of the Quality Management System

(1ISO 9001:2008) and to maintaining the same within the organization.

Aspiration
Aamra Networks Ltd's goal is to be the most respected and valued company in the world by exceeding
expectations in everything they do, upholding responsible business practices, and bringing value to all

stakeholders.

Values
> Integrity in all their dealings
» Excellence in everything they do
» TOTAL Communication to customer satisfaction

>» Thinking ahead and taking new initiatives.
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2.2 Management Structure

The Chairman and Managing Director along with 2 other directors of the company also own 14 other
companies under the banner of Aamra. Aamra networks is run by a Chief Operating Officer who takes
care of the overall operation of the company. The company is divided into 10 departments and the

departments are: (Management, n.d.)

Core Network:

This department is responsible for ensuring that Aamra networks are well connected to the global web,
network security and the proper functioning of all Aamra network-related services. The 3-member team is
located in the Aamra Network Operations Center and is headed by an experienced 12-year system
administrator.

Sales:

This department is in charge of increasing the company's sales. The team is also in charge of collecting
consumer knowledge through informal networks and promoting the company's goods and services to the
relevant target market. Dhaka, Chittagong, and the Industrial Zones are the three territories that make up
the department. All departments are led by AGMs and professional Sales Managers. The department is
populated with 13 members.

Helpdesk:
On a regular basis, the workers of this department are the first point of contact for customers. The
department provides a 24-hour call center. This department coordinates with all other departments to

address customer service problems. Currently, this is a three-person team led by the Senior Manager.

Credit Control:

The department sends out bills, follows up with clients, and ensures that payments are made as soon as
possible. In order to fix and payment-related problems, the department also manages and collaborates
with clients. This six-person team is led by the AGM and is based at the Aamra Networks corporate

office.
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This department ensures that the last mile of connectivity to clients from different Aamra network POPs
is excellent. The team, headed by the Manager, consists of 9 members and 19 Linemen. This department
operates from the Operation Center of Aamra Networks.

Technical Support:

This department is the customer contact point for issues related to the system. They ensure that the system
developed for customers by Aamra networks operates smoothly and also ensures that the system is up-to-
date. The department also provides the most needed value-added services; Building and maintaining LAN
for customers is the department key job. This is a newly developed team consists of 6 members presently.

Both teams stationed in networks operation Centre is headed by experienced AGM.

Marketing:

This department is in charge of the branding and marketing activities necessary to keep current and
prospective clients updated about the company and its products. This two-person team is located at Aamra
Networks' corporate headquarters.

Human Resource:
This group is in charge of bringing the organization's human resource policies into motion. This two-
person team consists of two people. This department is stationed in Aamra networks corporate Office.

Admin & Logistics:
This department is in charge of the company's administration, procurement, and logistics. This four-
person team is led by a Manager and is based in both the Aamra Networks corporate office and the

network operations center.

Accounts & Finance:

This department keeps book of all the accounts of the company. Members of the team also ensure that
future funding for the company's growth runs smoothly. Timely payment to suppliers is also a key
responsibility of the department. The department is consisting of 6 members and stationed in aamra

networks Corporate Office.
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Product Development:
This department is responsible for coordinating the activities of marketing, branding and sales
departments while planning marketing efforts for a new/existing product or company branding. It is also
responsible for estimating the consumer demand for new or existing services, stay informed of any
competing products on the market and develop pricing strategies. This is presently a 2-member team
headed by a Manager.

2.3 Key Products & Service

Virtual Office:
Enjoy the green benefits of a virtual paperless office by assisting in the development, management and
sharing of data, documents, calendar, etc. Enable efficient collaboration-all in a familiar, browser-based,

secure environment.

Wide Area Network:
Generate obsolete communication solutions for the exchange of data between separate office stations. Our

WAN solution ensures the need to maintain interaction between/among workplaces efficiently.

Biometric Attendance System:
Automate your time attendance with the latest fingerprint recognition solution through our remotely
hosted application. All software and data are stored safely off-site, allowing you to capture, manage and

access data at no cost to internal infrastructure and software licensing.
Remote Video Surveillance:
Facilitates remote video surveillance. Sends sms, mms, and e-mail if motion or intrusion is detected.

Excellent value added to your current security system.

Network Monitoring:



Ensures reliable, early problem and fault detection of multi-stage network equipment, accompanied by

real-time SMS alerts. /‘ aamra
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Web Based Helpdesk:

Outcome the monthly cost of relationship management by subscribing to the Hosted CRM solution that
will enable business process automation and analysis of information to better target marketing and an
aware sales force, better functioning support and online record keeping service.

Online Survey:
Facilitates a paperless automated survey to improve customer satisfaction, feedback on new products or
learn about purchasing behavior, conduct employee performance reviews, monitor employee satisfaction

and seek information on corporate issues.

Video Conferencing:
Create the ability to be in a few places at once without exiting your office. Quality assurance, save money

and resources through our engaging audio and video conferencing solutions.

Internet:
Experience a world-class network that ensures excellent quality, high capacity and low latency internet

connectivity, ensuring fast and reliable access to the World Wide Web.

Colocation Service:
Provides protection in emergency situations by safeguarding your critical data. Data will be backed up in
a highly secure, technically serviced, specially cooled environment with 24/7 physical security around the

clock by staff who will serve to meet all your technical needs.

IT Infrastructure Management:

Ensure reduced operating costs, increased operational efficiencies and a foundation for future growth.
Align your IT system with corporate objectives, all with a single source service, to simplify your IT
infrastructure with enhanced reliability and availability.

IPLC & IPVPN:
10
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Enable contact beyond the coast of Bangladesh, Aamra Networks, in partnership with Telecom Malaysia
(TM), offers a range of broadband services through TM's extensive international network infrastructure

covering all continents.

Data Backup and Disaster Recovery:
Provide ample protection against the risk of wasting precious company data that could damage the
efficiency of the entire business. The application recovers and restores data in order to get up and running

as soon as possible with minimal interruptions.

Hosted Anti-Spam & Anti-Virus Firewall:
Offers detailed protection against most email threats (e.g. spam, viruses, etc.) that can cripple your
network if left unprotected.

Business Email and Hosting:
Organizations looking for an Enterprise-level hosted e-mail system have many factors to consider:
servers, software, data redundancy, bandwidth, virus/junk-mail protection, and maintenance and support.

Every one of our solutions are delivered at fractions of regular costs.

2.4 Maior Clients:

Unilever Bangladesh Ltd

Orion Group

MasterCard Singapore Holdings
Arla Foods Bangladesh Itd.
Microsoft Bangladesh

ACI Logistics Limited
RECKITT BENCKISER (BD) LTD
Nitol Motors Ltd.

World Cat Ltd

Nuvista Pharma Limited

RAK Ceramics (Bangladesh) Ltd
Bangladesh Air Force

IPDC Finance Limited

Biman Bangladesh Airlines

US Bangla Airlines

Viyellatex Ltd.

Schlumberger Seaco Inc.
Bashundhara Group

11



Bank Asia Ltd
Bangladesh Bank
Bangladesh Navy
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2.5 SWOT Analysis of Aamra Networks limited.

Streng

ths

20+ years of experience

Robust national infrastructure
Priority access to best-in-class 11G
bandwidth from sister concern aamra
technologies limited

Rich clientele in both private and
public sector

4 strategically located data centers in
Dhaka, Chattogram and Jashore
Diverse, widespread and versatile
products and services

Best talents and employees available
in the country

Strategic alliances, i.e. BCB, BEPZA,
CRI, DNCC etc

Ability to adapt and innovate in
constantly changing market
environments

Weaknesses

B2B only, no B2C products
Dependencies on 3" party
infrastructure providers such as
NTTNs, LSPs

Its expensive to deliver premium
customer experience

Expansion and purchase are
contingent to profits

Oppor

tunities

Launch commercial vehicle tracking
solutions

Increase MPLS business portfolio
Partner with national content
providers

Launch B2C internet products
Explore robotics and automation
business

Innovate and explore in video/audio
communication and collaboration
space

Increase businesses in data center,
colocation, and other infrastructure
products

Collaborate and partner with
international companies and investors

Threats

Frequent cable cuts by various
authorities

Lack of transmission infrastructure
and NTTN coverage

Competitive market

Illegal ISPs and unregulated IT
companies

High TAX/VAT on various products
and services

Illegal and untaxed imports, lowering
revenue on equipment sell

the power of WE

12
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3 Credit Control

3.1 Introduction

Credit control refers to the restriction of further service sales to delinquent lenders and the negotiation of

payment in return for the restoration of regular service delivery.

Date of due date means the date indicated on the account statement by which payment of the amount on

the account is considered necessary.

3.1.1 Definition of Credit Control
Activity designed to serve the dual purpose of (1) increasing sales revenues by extending credit to
customers who are recognized to be in good credit risk, and (2) minimizing the risk of losing bad debt by

limiting or ignoring credit to customers who are not regarded to be in good credit risk.

The effectiveness of credit control lies in the procedures used to assess the creditworthiness of the
prospective rather than in the procedures used to extract the money owed. Also referred to as credit

Mmanagement. (KENTON, 2020)

3.1.2 Background of Credit Control

Sale is not going to be a sale until you have the cash in the bank! The impact of late payment
from customers, be it 59 days or 91 days plus, is that your money is used without interest being paid.
Currently, numerous customers will withhold rent until the last possible time and pay only on demand.
Customers also use different providers, and when you stop lending, They move on to the next vendor and
the cycle starts again, but getting your money is far more challenging this time.

Payment Applications are classified by CrediteControlgis, Cut-offs, Arrangements, Reconnections and
Legal Functions. The Cut-off' components include prohibitions on services, follow-up on non-responses,
no deposits & low-consumption cases. Other component functions of credit control include the indigent

management and repaying of closed accounts.

Debt Collection includes the issuance of reminder letters, contracts, summonses, telephone collections

and remittances. Legal functions concern prosecutors and collectors of remittances, as well as the

13
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3.1.3 Observed in Credit Control Department

The credit functions are an important part of the business operations of any company. Using sophisticated
methods when necessary to structure transactions so that sales can be approved, the credit department
can make a significant contribution to maximizing sales and profits. The key is to know when and how
to make a sale safely. The step is to find the best way to help reduce the risk of late payment or non-

payment by the customer. The core activities of the credit department shall include:

e Maximizing sale,

e Accelerating cash inflow,

e Minimizing bad debt losses,

e Review & approval of new accounts,

e Develop & update billing & collection policies,

o Establishing appropriate credit limits and contract terms to latest and active customers,

e Creation of new or more appropriate terms of payment [terms of sale],

e Adding accounts in the credit hold and releasing orders from the credit hold,

e Managing the collection function,

e Maintaining up-to-date information on each active customer in the credit file,

e Communication with other departments within the company, such as order entry, sales and
shipping,

e Management reporting, and

e Safeguarding the company's investment in receivable accounts.

14



/i aamra

the power of WE

Collections and Credit Holds: Customers sometimes override a creditor company's decision to place credit
orders. However, most lenders understand the collection methods that creditors use, and they understand
the risk they face when they delay payment. Occasionally, the penalty for delaying payments to creditors

involves the holding of credit.

Collections and Credit Risk Management: The majority of collection issues and bad debts stem from a
faulty or ineffective initial credit inquiry. It could be beneficial to see the loan extension as a loan to the
borrower. We realize that a bank would not make a loan without a completed and signed application and
without a clear explanation of the applicant's creditworthiness and financial value. The care taken by
banks to approve loans should not be lost to commercial creditors. The creditor should not approve the

terms of the open account until sufficient documentation exists to show that the applicant is creditable.

15
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4 Accounts Receivable Management

4.1 Definition of Accounts Receivable management

Accounts receivable is a legally binding payment claim held by a business for goods delivered and/or
benefits received by customers that have been tried to order but not paid for.

Accounts receivable management has more to do with ensuring that clients pay their invoices. Good debt
management helps to avoid late payment or default. It is therefore a quick and effective way to strengthen
the company's financial or liquidity position. This Wiki explains the importance of managing receivables,

the rewards and how to start preparing a solid strategy for receivables. (Accounts Receivable Management, n.d.)

4.2 Functions of Accounts Receivable Management

4.2.1 Invoicing

The timely issuance of error-free and easy-to-understand invoices is an important aspect of receivable
management. If a mistake is made, it should be corrected as soon as possible to prevent the debtor from
using it as an excuse for non-payment.

Aamra is a limited network provider of internet services. They generate recurring monthly revenue from

customers. They always deliver invoices to the customer in a timely manner and also in a correct manner.

4.2.2 Statements
Statements to all debtors must be sent out within five days of the month's end. This serves as a reminder
to the debtor of the amount owed, as well as a second opportunity to make the payment. Issuance of the

statement and invoice together.

4.2.3 Asking for payment

When a customer is under credit monitoring, it is important to keep track of all interactions with them, as
this will enhance the ability to collect payment.

Letters and e-mails are useful records for demonstrating that a debt has been accrued and informing the
debtor that payment is due. One of the most common methods of receiving payment is to call for
payment over the internet. When you ask to pay by phone, your previous experience is crucial. In
general, we must maintain a professional demeanor, be courteous yet firm, and always demand payment.
Telephone calls are still kept on tape.

16
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Aamra networks limited has professional call agent for asking for payment. After sending invoice to
client they start asking for payment.

4.2.4 Can’t pay Verses won’t pay

One of the abilities that a successful credit controller develops is the
ability to say the difference between a debtor who has the resources
to pay a debt but refuses to and a debtor who actually cannot afford

to pay a debt. Depending on the type of debtor you're dealing with,

you'll need to take a different approach.

A debtor who simply does not pay without justification must be made aware of the consequences of non-
payment. Issuing legal proceedings should be the last resort, but if you have compiled a water-restricted
case by following the above-mentioned receivable management procedures, you will increase your

chances of winning a court case.

4.2.5 Receivable Management Function Review
A review of the receivable management function may be useful for a business or organization with an
established credit control department. This review will identify issues requiring remedial action and a

template for action.

Step 1

Identify receivable management issues that relate to internal organizational issues that have a negative
impact on the collection of monies from debtors. Examples of such issues would be whether the
organization has a documented policy on receivable management? Is the policy on receivable
management appropriate and appropriate for the purpose? Is the receivable management policy being
enforced effectively? Is the billing system error free? The next step is to identify remedial actions that are

needed to rectify problems noted.

Step 2
Identify the issues of receivable management relating to the individual credit controller(s) that have a

negative impact on the collection of monies from the debtor. Examples of such issues would be whether

17
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personal credit controllers have the suitable level of skills needed to perform their duties effectively? Do
individual credit controllers have the appropriate level of debt gathering experience? Are credit
controllers evaluated on the basis of appropriate performance measures? The next step is to identify the
remedial measures needed to address the identified problems.

Step 3

Identify the issues of receivable management that relate to external factors that have a negative impact on
the collection of funds from debtors. Examples of such issues would be whether the economy is growing
or in recession? Do the debtors understand the invoices issued in full? Do the debtors have no money to
pay for? Is your organization's money a priority for your debtors? The next step is to identify the remedial
actions needed to address the problems identified.

4.3 Receivable Management Policies

Many people are put off by the word "regulation,” but it <&~
can actually be used to describe your desired method of DUE SOON
doing stuff. The realistic introduction and application of
the protocol within a credit regime is the major RENINO
challenge. L.

) _ OVERDUE!
A written document should be created to outline the —
company's receivable management strategy. This a\'/'E'Rb"UE,'-

document should specify the kinds of customers that are

eligible for credit:

4.3.1 SME Organization

e Who bought a minimum of.5 mbps of Internet orders in cash on delivery before applying for
credit,

e Who are in business for an excess of two years,

e Who have provided at least two trade references,

e Who have provided a bank reference,

Iy
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e Who is willing to sign an agreement on adherence to the credit terms on offer, B prver E W

4.3.2 Large or Multinational Companies
e Who bought a minimum of 3Mbps internet bandwidth orders in cash payment basis before
applying for credit,
e Who are in business for an excess of two years,
e Who have provided at least two trade references,
e Who have provided a bank reference,
e Who is willing to sign an agreement on adherence to the credit terms on offer,
e In the case of the company's liquidation, the directors are able to sign a personal pledge on any

debts owed by the company.

By sticking to the above, our business will reduce the risk of non-payment. Clients who are not inclined
to follow such guidelines should be treated with extreme caution as they may have something to hide
from them. It is a standard procedure for a bank to have similar criteria before a loan is issued, so why
your business should be put at risk for not doing the same thing. If customers completely oppose any
attempt to change your debt management procedure, it may be worth allowing them to do business

elsewhere, allowing your competitors to deal with the risk of significant bad debt.

4.3.3 Credit limits

Each customer's credit limit must be determined on an individual basis. The customer's credit cap should
be carefully considered, as it is theoretically the sum of money that would not be paid in the future if the
client has financial difficulties.

Criteria for the assessment of credit limits may be based on a combination of factors.

e How long is the customer in business?

e If the customer is a limited company, their accounts shall be filed at the registration office of the

company at the latest?

e If the clientis a Itd. company, are ready to accept personal guarantees for the money due?
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4.3.4 Objective of the Policy
e Good Cash Flow
Reduce and maintain our Debtor Days Outstanding below the stated target of the company, which will

be constantly reviewed and updated to reflect the needs of the company and the trading conditions we
face.

e Minimal Bad Debts

To decries and maintain bad debts to agreed and annualdtargets.

e Good customer Service
Customers should be notified within three working days of our decision to apply for a credit account,

and all questions should be answered within the timeframes stated.

e Team Approach
To ensure that all staff work together and operate the Credit at all times to achieve these objectives.

e Clear Management Information
Providing and distributing timely and accurate reporting on our achievement against our key performance

indicators and providing additional management information and our debt and trends on a continuous
basis.

e Communications to Staff

Keep staff informed of their achievement; key performance indicators on a daily, weekly and monthly
basis.

4.4 Reporting

A report will be forwarded to the Manager on a daily basis, providing a synopsis of discussions
with 60-and 90-day customers and also showing the promised dates for the payment of debt.

A detailed report of the actions and results achieved during the month will be forwarded to the
manager at the end of the month, together with recommendations for further recovery action.

A report with achieved results will be drawn up on a quarterly basis with key performance
indicators.
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4.4.1 Performance Analysis
REVENUE (IN MILLION)
900
795.52
800 739.04
700 = 662.95
= 595.09
000 = 515.11
500 —
400 ; =
300 % %
200 = %
100 %
0 =
016 Jan-D
Figure: 01
Year Jul-June 2017 Jul-June 2016 Jan- Dec 2015 Jan- Dec 2014 Jan- Dec 2013
Revenue 795.52 739.04 662.95 595.09 515.11

Revenue: If we look at the graph, we can see that the amount of revenue is increasing year after year.
In 2013 revenue was Taka 515.11 million and in 2017 revenue was Taka 795.52 million.

350
300
250
200
150
100
50
0

311.03

Jul-June
2017

Gross Profit (in million)

278.58

Jul-June
2016

Jan- Dec
2015

Figure: 02

238.6

Jan- Dec
2014

l 220.31

Jan- Dec
2013
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Year Jul-June 2017 Jul-June 2016 Jan- Dec 2015 Jan- Dec 2014 Jan- Dec 2013
Gross Profit 311.03 278.58 264.2 238.6 220.31

Gross Profit: Here, we can see that there is an upward trend in the profit growth. The highest Gross profit
was recorded at 2017 of Taka 311.03 million.

NET PROFIT AFTER TAX (IN MILLION)

140
122.27 121.11 120,08
120
— -G
100 82.54
80 84, .
60
40
20
0
JUL-JUNE 2017JUL-JUNE 2016JAN- DEC 2015 JAN- DEC 2014 JAN- DEC 2013
Figure: 03
Year Jul-June 2017 Jul-June 2016 Jan- Dec 2015  Jan- Dec 2014 Jan- Dec 2013
Net Profit after Tax 122.27 121.11 120.08 84.89 82.54

Net Profit after Tax: If we look at the graph, we can see that initially profit was growing very faster but
in the last three years changes were very little. In 2017 the profit was Taka 122.27 million.

NAV Per Share
30

26.88

25 21.98

20

16.77

15

10

5

0

® Jul-June 2017 = Jul-June 2016 = Jan- Dec 2015 = Jan- Dec 2014 = Jan- Dec 2013
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Figure: 04
Year Jul-June 2017  Jul-June 2016  Jan- Dec 2015 Jan- Dec 2014 Jan- Dec 2013
NAV Per Shares 26.88 23.66 21.98 16.77 13.66

Net Asset Value: As the company becomes stronger the net asset value per share reaches its top in

2017. The highest value is 26.88 Taka.

3.22 3.193.16

Jan- Dec 2013
Jan- Dec 2014

Jan- Dec 2015
Jul-June 2016

Jul-June 2017

S

Figure: 05

Jan- Dec 2015 | Jan- Dec 2014 Jan- Dec 2013

Year | Jul-June 2017 Jul-June 2016
3.16 3.26 3.17

EPS 3.22 3.19
EPS: Earning per share was quite stable in the last five years. Changes were very low. The

maximum EPS was 3.26 Taka in 2014.

A ddinra
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Financial Data for Last Five Years
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(Figures are in million except ratio and per share)

Particulars Jul-June Jul-June Jan- Dec Jan- Dec Jan- Dec
2017 2016 2015 2014 2013

el 5 739.04 662.95 595.09 515.11
311.03 278.58 264.20 238.6 220.31

Net Profit before 131.71 132.6 130.79 89.88 89.37
Net Profit after 122.27 121.11 120.08 84.89 82.54

1336.63 1080.43 943.15 858.82 601.24
1021.43 899.16 835.16 569.81 355.27

NAV Per Shares 26.88 23.66 21.98 16.77 13.66
No. of Share 38 38 38 26 26
3.22 3.19 3.16 3.26 3.17

EPS (Restated) 3.22 3.19 3.16 3.23 2.17

Dividend 10% Cash - - - 381%
(Proposed) (Stock)

(Based on current number of shares)
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571,543,564 389,935,757

Current asset / Current
- 298,953,182 165,457,024 (¢yrrent Ratio Liability
122,274,505 121,106,312
Return on NPAT/

- 1,021,431,770 899,157,265  Equity Shareholders’ equity

CURRENT RATIO

250 2.36
2.00
1.50
1.00
0.50
Jul-June 2017 Jul-June 2016
Figure: 06
Year Jul-June 2017 Jul-June 2016
Current Ratio 1.91 2.36

RETURN ON EQUITY

14%
13%
14% |

-—

=

=—

11% : —=
Jul-June 2017 Jul-June 2016

Figure: 07
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Ratio: Between the last two years 2017 has the highest return on investment which was 13%

and the highest current ratio that was 2.36 times.

Trend of MRC Add & Loss (Amount)

1,800,000
1,600,000
1,400,000
1,200,000
1,000,000
800,000
600,000
400,000
200,000
0
Jan-17 Feb-17 Mar-17 Apr-17 May-17 Jun-17 Jul-17 Aug-17 Sep-17 Oct-17

=il A(( ==ll=| 0SS
Figure: 08
Jan-17 Feb-17 Mar-17 Apr-17 May-17  Jun-17 Jul-17 Aug-17| Sep-17

Add 1,424,640 555,428 680,605 1,236,713 1,547,338 694,155 1,120,242 1,002,728 600,004

Loss 525,302 405,728 357,479 300,544 1,427,141 552,663 305,973  409,052| 286,714

Nov-17 Dec-17

Oct-17

Nov-17 Dec-17

1,002,550 1,059,640 887,015

846,477

609,838 808,061

MRC add & loss: Here we can see that in 2018 new MRC service was added and some was lost. In

comparison of add & loss we can say that more service was added and less service was lost. At May 2018

MRC service of Taka 1,427,141 was lost which was a significant amount.
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Trend of MRC Termination & New Client (No
of Client)

30
20
10

0
Jan-17 Feb-17 Mar-17 Apr-17 May-17 Jun-17 Jul-17 Aug-17 Sep-17 Oct-17 Nov-17 Dec-17

=== Add ==l=| 0SS

Figure: 09
Jan- Feb- Mar- Apr- May- Jun- Jul- Aug- Sep- Oct- Nov- Dec-
17 17 17 17 17 17 17 17 17 17 17 17
Add 13 8 8 27 10 19 17 12 12 11 20 16
Loss 13 4 5 9 9 14 7 7 5 6 9 7

MRC Termination and New Client: In 2018 ANL terminated some clients on the other hand they also
added new clients. In January 13 new clients were added where 13 old clients was terminated. In
December 16 new clients were added and 7 clients were terminated. In April 27 new clients were added
which was the highest addition of last year.

Overdue Regular

5,000,000
4,500,000
4,000,000
3,500,000
3,000,000
2,500,000
2,000,000
1,500,000
1,000,000

500,000

==f=C0Overdue2015 ===Qverdue 2016 ==@==Qverdue 2017

Figure: 10
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January

February

March

April

May

June July

August

September

October November

December

Overdue

2015

3,014,422

3,546,371

3,455,228

3,743,218

4,411,401

4,526,580 4,754,480

4,087,579

4,140,796

3,992,267 | 3,576,386

3,311,353

Overdue
2016

3,655,125

3,677,602

3,541,488

3,438,757

3,301,494

2,781,040 3,326,055

3,019,521

3,000,384

2,796,076 | 2,693,239

2,602,144

Overdue
2017

2,747,657

2,603,005

2,398,414

2,325,962

2,477,624

3,093,288 3,180,226

2,902,471

3,219,736

3,164,712 | 2,993,895

2,924,200

Overdue: Overdue of an organization and the control over it shows the impact of the receivable

management policy. If we look at the graph, we can see that the condition or situation was better in

December 2017 compared to last two years. It shows that the implementation of the policies helps to hold

the control over it.
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5 Intern Role and Responsibilities

5.1 Nature of the Job

Aamra Networks Limited (ANL) provides both prepaid and postpaid services. Every day different
transactions occur based on the collection. Those transactions are recorded in different Excel files. Any of
these files were meant to be prepared for the Credit Management Department by me.

5.2 Responsibilities and different aspects of the job

In the Credit Control department as an intern, 1 was required to participate in a range of activities.

5.2.1 Cheque information entry and Cash & Cheque deposit
In the first hour of office, | was supposed to maintain an excel sheet of the cheques to be deposited; which

have been received against accounts receivable. The information | was required to maintain about the
cheques were;

>» Bank name of the cheques which are going to be deposited.

>» The code of the money receipt.

>» Number of each cheque

>» Amounts mentioned in the cheques

» Specific bank name and account number where all the cheques are going to be deposited

> Deposit slip for the transfer cheques, non MICR cheques and cash.

5.2.2 Daily Collection Entry

The collection team hands me the collection voucher, which is filled out with various details and checks.
The vouchers and checks were organized by service. Then, using a device entry port, data was inserted
into the software.

5.2.3 Preparing List of Invoice

ANL sends its bill and invoice through e-mail and courier service. ANL takes the courier service from
Pathao. | was supposed to prepare a list containing the company name, address, contact number, and e-
mail address. Pathao used that list for delivery.
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5.2.4 Preparing TAX Letter

It is another part of the Credit Control Department. ANL is authorized by Bangladesh Government for
deducting or collecting VAT and TAX from the client. Every year ANL sends a TAX letter with the
invoice. | was instructed to prepare a TAX letter for more than 350 clients.

5.2.5 Managing Company Database

ANL has more than a thousand clients and it is increasing day by day. So maintaining the database of the
clients is very important. I was asked to maintain the clients’ information for the last three months. Their
main software for the database is Quick-Book Enterprise Solution and they store information on the
website named Aamra EMS. | worked with Quick-Book and updated customer information.

5.2.6 Preparing WIFI Agreement

ANL provides free WIFI in different locations all over the country. They made a new agreement for the
next three years for a specific bandwidth in 2018. | was directed to prepare those agreements. The
agreement contains the name and address of both ANL and client, duration of the agreement, bandwidth,
and the sign of authority.
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6 Observations and Findings

6.1 Deposit date of cheques

If a cheque is denied, the deposit date is critical; otherwise, when it comes time for bank reconciliation, a
problem occurs because the bank book and bank statement display different amounts. However, the

program does not keep track of the deposit date, so it must be done manually.

6.2 High bank charges for rejected cheques

Cheques deposited in the bank may be refused if the account balance is inadequate. The majority of
postdated cheques are refused because the party is supplying them without adequate funds. The charge
applies for rejected cheques is 20-250 Tk in Standard charted bank Rejection for insufficient balance
bank charge within Dhaka City is 150 Tk and outside Dhaka City 250 Tk. The charge for a
bounced cheque in Bank Asia is 200 Tk. Bounced cheque in DBBL is 200 Tk and returned cheque is
100 Tk.

6.3 Party name similarity

When it comes to circulation receivables, agents' names may be confusing. When writing money receipts,
the name used by the specific party in the accounting software is not always the same as the name written

on the money receipts. It causes uncertainty when entering data into apps,
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7 Recommendation

7.1 Structure and accountability

I recommended that refocusing operational accountability on one individual and establishing central
control of credit management and collection management would benefit the aamra networks Itd.

7.2 Confirmation of balance

Occasionally, a party will submit postdated cheques well in advance of the deposit date. To prevent a high
bank fee for insufficient credit in the account, check that there is enough balance when depositing this
postdated cheque to the bank over the phone.

7.3 Reduction of Communication Gap among Company, Courier Service and Client

ANL uses courier for invoicing. But there is a gap among the process. Though the courier boy takes the
invoices timely for delivery but some clients do not get it within the estimated time. This situation creates
misunderstanding between the company and the client. Sometimes ANL sends office assistants for the
collection of invoices but they become surprised when the client says that they (client) did not get the
invoice copy. | think ANL should consider the fact and reset the agreement with strict rules and
regulations which will help them getting earlier payment.

7.4 Updating Old Database

The Database is a basic component for the organization to run. A company like ANL is very concerned
about this. They keep their database and always try to update it. But not every piece of information is
constant. Different companies change their address, employees leave their jobs, information changes
sometimes for some other reason, and this should be updated on time. I think ANL should focus on this
area which will help them to reduce communication problem.
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8 Conclusion

A systematic approach to credit control, while helping to focus relationships between employees and
clients. An analysis of customers applying for credit, an assessment of their account balances,
creditworthiness and previous associations of companies, together with information from industry, allows
enlightened action to be taken prior to the issuing of credit.

In order to reduce outstanding accounts and write off bad debts of your company, you need a system of
debt control and management throughout the year, there is no single stage in debt reduction, there is only
one way — a constant and integrated management system that provides you with tools for controlling your
customer information and communication systems.
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Appendix

Abbreviation

ANL Aamra Networks Limited

ICT Information and Communication Technology

MICR Magnetic Ink Character Recognition

VAT Value Added Tax

ISP Internet Service Provider

AGM Annual General Meeting

WAN Wide Area Network

CRM Customer Relationship Management

MRC Monthly Recurring Charge

YTD Year To Date

34



/‘ daamra

the power of WE

Sample 01: Cheque information entry
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Account No: Aamra Networks Limited 30/01/2018
Bank Asia Limited F.R. Tower (17th floor),
Ph. no.: 32 Kemal Ataturk Avenue
Banani C/A, Dhaka-1213
2 1 | 18538 2971763 Mercantile Bok 210,000,
3 2 18539 0338420 EBL 30,000.00
- 3 18540 8296536 DB8BL 10,000.00
5 a4 18541 2109544 SCB 17,500.00
6 5 18542 5382672 EXIM Bank 40,000.00
7 6 18543 0780561 SCB 50,000.00 :
ey [V g gy ey e e 1] . :
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Sample 02: TAX letter
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Sample 03: WIFI Agreement
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8 n Power-Encegy Managemant & Enginewnng Company S0 Morshad Alam microwoft L100.00
19 U [Power-[nengy Management & Enginesnng Company 4. M. Motshed Alam =ecrowf 17.000.00
20 19 [Eatern Enitwoar L4 inoles Parver mitrouoft 3.000 §.000.00 S.150.00 |  BiN as per EMS order
A B |anants Growg M, Fuad R 15.000.00 788,00
W A |Anents Grose VO, Fusd oo JLAN.00
i 2 |Exte Group of indestres NG, Fuad magrosoft 13.000.00 13,000.00 Bikng
24 D |oesss up Bangladesh V. Sadar mcoich £,000.00 §,270.00 Biling
[/ M e prise bimited . Fuad ) 24.000.00 .125.00 Biting
A6 B |astire Gorden Lid {Envivotech) [Shatanier isls= _micorch _ 300,00 111800 Biling g
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Cownos Telecom (1) Lad Commas Covwr 891 New Crondar Rasd Malbagh Dhala- 1217 Mr Stonkat Sayom . O5T1MIT00) e commengren per
Dvach Cob Divaka Road- M, Mouse- 33 CGudihan- 2, Dhaka- 1217 M. Teully : 05019245308 sccovms Bdarhciobduska vy
Dwch Dasgla Dasik Lad Plote 47 Roods A, rd floor), Dhummeod, Dhaka 1200 Nr Avmm GLTII93411
Ewopasn Reads 3 Houser 36, Niowya 1 Dhalls Mr. Tarek " ornoaiss
Essdasay of the Repubic of MadSves o Basgladedd Road ¢ (2 House # 4 BurkBan Disda M Mufeet T UDERI4003 iy enabbivevernhiansy Com ol
Endunsy of (e State of Quese Diuks FHouse®, Roade793E, Culden. 2, Dhals M Noox * anessTes w2671 [Hwernad con
Eastemn coment mdastsies 3 Read 30, Hoone 12, LA 2, Fise 0 Gubibuas -2 MrMohindSs T BTN passceng Spnad cem
Ervoy Textle Lanied (Kalsbagan Offce) | 88 flox, I3E Lake Coom Kalsbagen, Dbala Ba M Tanw TN st arzed f emoaesties cam
Elne Garments Indsutres Led Seh Averse Tower (Ond Floor), House 90, Koad ), Gulrdan 1, Disea, A Sad : 01 79Rae 4
EOM Focowen Lamnnd 122 Teagaon VA, Togaes Golshan Link Resd Diaka- 1200 MroShaifd | 0UTS16H87  dohanbil@onal vem
Lovoy Gamenss Lod | Sovey Gowep) Eoves Tiwer, 1FE Lake Cooss. Kaibagun Wes: Pamapach, Dl M Ul OFTTTISSERS méoemation fevey ganp com
Eastcopeace Sman Cart (Dasgladesh) Lod 152 Floor, Plot- 200A. Tejgaon 1'A, Diala - 1296 Bangladesh M Enwases : 0010005 smienlf enscmmpence com M
05 Jovowe  Tastod lewance Cotgany Lussied 13 Dianha C'A. Dhaka 1000 L1V
64 levosce Ersared Sangladerh Limted Agus Tewes (Level 4), 43 Mohadol Comtiercial Areq, Dhskia. 1208 S8 Asadusamiss " s stud Jovearade) com
A7 lsvoace  Fatesst Kedniy & Dyemg Indesres (HO) Heutie & 98 Road ¥ 05 Cadshan | Dbaka- 1212, Basgladesh Mr Mabemads : OUONIIEN smaeni® Pasmunibont cren, Satsapee 80 (i it
1 Jsveace  Food Cham Asia Lnd Lot Karvamn Tower-2 Leved 11 Pl 596 Cudshan Aversse, Crdihum- £ A% Rumel OLIYMI000 prxome (duedkbunpania som
W lovvice  Franco-German Embasry Plet 11 & 1), Park Read Baridhurs Diploesatic Zone, Diiais 121) M Mitsn HRT1ION04S?
70 leavice  Food snd Agricultare Ovgasizasen of the Ursted Natl OCPBOD 000SA Khaddya Hhabax, 16 Abded Glass Road Db - Mr Haldh OEFTI M0
T dmvice  Galay Moseh and Resorts Lod Howes 10872, Noad & 540, Gahbis-2. Diaka -1211, Dangladeh " otaemarest saizhews 38 palaayhd sam
n:hwkt GAIN - Glebal Allance fur lproved Nummen MHowne » NE () 20, Road # 71 Geblun- 2, Dk e Rirwass | OLEIIS4300L nataves 3 ganbheadh oy
T dwvokce  Geavio Phams L Vil Plackion, S AL Mewe 07, Kaad 3D, Black 1 Bariara. Dbaka- 1212 Dargladesh ” 05777700200 ol gren oo W
74 lovvice  Gerdin Micks Humse ® S311 (98 Flaer], Lasee # 11 (west), DOMS Barslhara, Dhala B My Remy : OIBNIN109  rnarngan ff shild s
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