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Executive Summary

As part of Internship at United International University, | have been assigned for doing an internship
project at Rancon Automobiles limited- a concern of Rangs Group . | have worked in Sales Support
Department. My Daily Activity was Scrutinizing sales process documentation & pre-sales documentation
and updating in database, Maintaining pre-sales checklist and keeping soft copy records of the
documents in the system, Assisting Line Manager for monthly sales count calculation per sales person
Assisting Line Manager to calculate sales bonus as per policy Preparing sales process documents for pre-

audit and post audit.

Sales Support Activity is a complex process as in this department Executive needs to update a lot of
documents in daily basis. As an intern ,though | have face tough duty while doing intern, but | have

learned a lot of things that will help to do better in my future career.
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Chapter 1 : Introduction

1.1 History of Rangs Group: Rangs group is one of the diversified and growing group of Companies
representing global brand in Bangladesh. Rangs started its business in 1979. Rangs group believes in
operational expertise to meet customer need with diversification and a very rich variety of production. It

has earned reputation From the Bangladesh as well as other country of the world.

IR ANGS.

Rangs Group

Type Public

Industry automobile, electronics, real estate,
shipping, pharmaceuticals

Headquarters Dhaka, Bangladesh.

Number of
5000 (Approx)

employees

Source: Wikipedia
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1.2 Business Segments: Rangs Group Business Segments are:

Automobiles
Electronics

Banking

Media and Publication
Real Estate

ICT

Hospitality

Security Service

O ® N o v~ W NP

Petrochemical

1.3 Strategic Business Unit of Rangs Group : Strategic Business unit of Rangs Group are:

Rancon automobiles Limited
Rancon Motorbikes Limited
Rangs Limited

Rangs Electronics

Bank Asia

Ranks IIT Limited

Dainik Shokaler Khobor

Rancon Hospitality

W X N v kW N R

Guarda Sheild

1.4 Vision of Rangs Group: We set our Vision to be a leader and role model in diversified Business

Sectors that cater to even growing human need.

1.5 Mission of Rangs group: We Consistently strive to implement the particular initiative require to
achieve our vision guided by relentless focus on our Values. In doing this, We deliver operational

Excellence in every corner of the company and meet our commitments to the community we serve.
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1.6 Values of Rangs Group : Rangs Group holds some values while operating Business. Their values are:

1. Integrity
2. Commitment
3. Determination

4. Speed

1.7 Product Line of Rangs Group : Rangs has multiple product line line . Brand of Rangs are:

Mercedes-Benz
Mitsubishi
Suzuki

IMC

KAMA

FUSO

Mahindra

Rankstel

O ® N o U~ W NP

Dainik Shokaler Khobor
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Chapter 2 : Sales Method of Rancon Automobiles Limited

The First of Rancon’s winning entities RANGS Limited Began the Journey in 1979. Over the year the

group has grown to be one of the leading conglomerate in the country. Rancon Automobiles Limited

Work With China Jiangling Motor Corporation in 2010. Since then, Rancon is the authorized Distributor

of IMC commercial Vehicle in Bangladesh .

Rancon Automobiles Limited maintains stock of commercial Vehicle under the supervision of supply

chain department. Supply Chain Department looks after the vehicles chassis number and engine

number. When a final customer want to buy a car and deposit the downpayment, then the supply chain

department provide those number to the sales department .

2.1 Post Purchase Memo & Content: To find a potential customer for selling the commercial vehicle ,

Rancon Automobiles Limited run different program through their Dealer Point and The marketing Team.

e Dealer Point: Rancon Automobiles limited have 113 Dealer point throughout the country under

the supervision of Zonal In charge /Zonal Manager. It has Six Zonal Manager who is responsible

for the progress of selling in his Zone. Rancon Automobiles Limited Divided the whole country in

Six Zone . These Zone are:

1.

2
3
4.
5
6

Zone A: Dhaka, Savar, Narayangong, Keranigonj, Tangail,Gazipur
Zone B : Chittagong, Chadpur, Laxmipur, Comilla

Zone C: Bogra, Rajshahi, Rangpur, Panchagar

Zone D : Bhola, Barishal, Jessore, Khulna, Kustia

Zone E: Sylhet, B. Baria, Moulovibazar

Zone X : Corporate

Each Zone have 13 sales person called National Sales Executive. Zonal Manager Gives them Monthly

Target. Sales Executive Push The dealer frequently to meet their target. The sales executive have to go

through continuous field visit . Sometimes they meet the truck owner to the truck stand .

e The Marketing Team: Rancon Automobiles Limited marketing team arranges road show, fair,in

the various location to make aware people about their vehicle.Mostly they arrange fair in the

truck stand and offer various gift with the vehicle Like LED Television , Android Mobile Phone. In

the Month of Ramadan 2018, Rancon Autombiles Limited runs a marketing Campaign named “

Scratches and Win
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“«

. Rancon Marketing Team Frequently put advertisement on local



newspaper. They provide brochure, leaflet in the bus or truck stand. Sometimes Marketing
Team Provide ads on broadcasting media like television channel and on internet website like

bikroy.com, carhat.com, facebook.com.

2.2 Sales Procedures and Steps: Rancon Automobiles Limited Divided it’s customer in Five Category.

Those Categories are:

1. CO(Customer Type O): This Type of customer shows their interest for the vehicles.

2. C1( Customer Type 1) : This Type of Customer are Potential Customer. They Fix Their Mind to
Buy a vehicle, search in the market within his budget.

3. C2(Customer Type 2) : This Type of Customer have willingness to pay the booking Money.

4. C3(Customer Type 3) : This Type of customer are the final customer who fulfill the whole
process or financial term of the company.

5. C ( Cancel Customer ): This type of Customer are called zero profit customer .It refers Those

customer who cancel the Purchasing process.
2.3 Sales Mode: Rancon Automobiles Limited Sales their Vehicle in three Mode . Those Modes are;

1. Full Cash Sales
2. Hybrid Policy

3. Hire Purchase

Full Cash Sales: In this Method , Customer gives the full payment of the vehicle. In that case customer

get cash discount from 50 Thousand to 1 Lack Taka.

Hybrid Policy: Hybrid Policy Known as Early Settlement Process. It is basically a semi cash process .
Hybrid Policy is for 18 months. In this policy customer don’t have to give interest . Initially they give 50%
of total payment and rest 50% payment will give within 18 Months . If it is cross 18 months to pay the

rest amount then Hybrid Policy Will become void. Then this policy will Become Hire Purchase Policy.

Hire Purchase policy : In this Method customer have to pay 3 lack 60 thousand taka as down payment
and rest of the money will give within 18 to 48 Month.In this Process Customer Have to give interest for

every Month .
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2.4 EMI Calculation: Suppose JMC 1.5 ton Pickup Price is 1600000/-. Initially Customer Gives 360000/-

As down payment.
*So rest of the amount is =(1600000-360000)Tk

=1240000tk
*Yearly Interest Rate is 12% (According to Policy)
*So, Interest of 1 year is = (1240000*.12)tk

=148800tk
*Interest of 4 year is = (148800*4)tk

= 595200tk
*So, After 48 month Customer have to pay =(1240000+ 595200)tk
=1835200tk

*For vehicle Tracking system Customer have to give 600tk per month.So, In 48 month Customer will give

= (600*48) tk
=28800tk
Final Payable of Customer: Total Payable of Customer is = ( 1835200+28800)tk
=1864000tk
This Payable is divided by 48 months Installment. A customer Have to give (1864000/48) tk

=388340tk per month
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2.5 Important Documents and Process For Delivering a Vehicle: Rancon 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

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

L ® N o v B~ W N

Assessment From Recovery
10. Delivery Challan
11. Price Approval Sheet

12. Tax Token/Route Permit/Fitness/ Insurance/Registration

Figure: Checklist of A delivery

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 Rancon Automobiles Limited for

Buying a Pickup. When a buyer Fix his mind and have the willingness to buy a Pick up, Then he
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Visit to Rancon 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 an Unique ID

to the customer.
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Figure: Buyer Application Forms

2. Receipt of Booking Money and Down Payment: After Completing buyer Application form, a
Customer Gives Booking Money of 20000/- and Down payment of 340000/- .From this steps a
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delivery process start. This Booking Money and down payment is taken by the Sales Executive of
Rancon Automobiles Limited.

Figure: Booking money Receipt
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3. National ID Card of Buyer :In this Step, Dealer Collect the National ID card of the Buyer Because
All the documents, Vehicle Registration, Tax Token ,Route Permit, Insurance will be made under
this ID card.

Figure: NID of Buyer

4. National ID Card of Nominee : In this step, Dealer Collect the National ID card of Nominee who
will be the owner of the vehicle in absence of the Buyer

< =TS SfABuTa / National 1D Card
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Figure: NID of Nominee

10|Page



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 Installment if the buyer unable to pay

that.
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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.

3
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Figure: Utility Bill Copy

7. Bank Statement: Strong Bank Statement proves that Buyer will be able to pay the installment.
With The bank Statement Dealer Collect Bank Certificate of the Buyer

. All the transaction of
Installment will be done by this bank account.

Account Statement, s

hitp://10.10.97.33:9092/mblprodweb/serviet BrowserServict |

Results 1 -3 of 3

0.00
Cheque No Debit  Credit Balance
0.00 1,000.00 1.000.00
-4.50 0.00  995.50
-30.00 0.00  965.50

03/12/2017 11:06 AM

Figure: Bank Statement
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8. Ten MICR Cheque: MICR Cheque Means Magnetic Ink Character Reader cheque .In the 8" 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.

Mercantlle Bank leltgd
Donia Branch ( 140271423 )

Date

Payto_ z = = or Bearer

The Sum of Taka e & il 1 ‘Tk

AL A73B AN ALO27AL 2311 OSkE2a2287AEL AN L0
:.ﬁ] ST > SA 1417362
Mercantile Bank Limited s :
= Branch ( 140271423 ) pate | ; I - | _ L1
& Pay © o Lo = - o S or Bearer
The Sum of Taka . NSNS &
= AL 27353« WLO27a2L 2311 OS:2k22874BLar W0
&= é‘i' =FC-C 1= =31 o= SA 1417363
i 4 Mercantile Bﬁnk L 1rnltLd T . T
: i3 oate [ _L_IC L LI
= < 2 B T
= = e i s ____or Beare
o S of Toka S e P ’Tk
- = == R = ==
a2 a273S3% WLO27aL 231 OSE22287aBLar L0

Figure: MICR Security Cheque

9. Assessment from the Recovery team: When All the documents come from the dealer point to
Rancon 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 vehicle .In that case
company refund the booking money .
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Figure: Assessment from Recovery

10. Delivery Challan: When the assessment become positive then Rancon 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 vehicle is ready to handover to the buyer.

AuUTOMORILES

Delivery Challan

Date: 09.01.18

Place of delivery: SRL Motors in Narayangonj

Customer details:
Customer 1D: HP1529

==

e
mho-’hm:s Thana,

= 01922-329434 =
= Description of vehicie I Gnit ]
Scepiy of brand new JMC 1.5 Ton Diesel Engine Non- Turbo Pickup with 6 wheels
with Powwer Steering & Tilt Cabin. Year of manufacture: 2017 and 2771 CC with o1
= == toois sets. .

Chassis Number Engine Number [ Mileage | color
LEFASCAZINHNSS362Z ixas3Qinzosiase | - T Blue ji
~ R Tools and Accessories = Pes ]
= = Jack — ASM Spiral T £y 1
= Cigarette Lighter i | EY
= Triangle Bar/Reflector - 1 1 q
== Screw Driver-1, Monkey Plier-1, & Sliding Wrench-1 | 3
= = Double Open Ended Spanner (Size= 8-10, 12-14, 13-16, 17-22, 18-21) | s
= Fire Extinguisher =
= i IMC —User Manual - T i

=y = " Spare Wheel 1pcs EY |
= — _ Wheel Wrench 1 set =
= Tyre Sleeve Bar 3
= D = N Original key o B =)
= Free Service book Y
= “Total - ) 18 pcs
N2 o Received the vehi‘cle In new & .ood condition
> 4I< g
o oj a/
=/92 23554z
For mamcon Automobiles Limited Delivered To: Md. Khalak Dowan
Formg Mranabub Desh Plaza, 25 Noyamati,
= Narayangonj Model Thana,

Se Emecutive, SCM
Narayangonj.

Figure:Delivery-Challan=. =--oco--
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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 , Installment 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 Rancon Automobiles Limited.

[Work Order Date :
[Sales Mode : TP
VTS IMEI No: 3588
stration Type: Commercial Mini-Truck
Registration Under Bank
nsurance No:
Registration No:
Commission Disbursement Taformatlon ]
ealer 50,000
roker -
ales Person 3
cam 7,000
Qty Total(BDT) [ Remarks
1 )}ij 5,000
=
=
=
]
= Fany o
N\ > A\ - < — -
>
96'2:‘\06\6 NS S
< " <G>
s
Sub Total VI,
' (D_fNet Sciling I — 1,685,000 | Summarytgformation for Deed-
Down Payment Received 340,000 Sales Value 1,685,000
Recelvable Amount ( Principal) 4,345,000 Total _Sales Vaiue 2,330,600
Interest Rate % 12%| |[DP 40,000 4
Number of 48.00 Total R/IA 1 0.
Interest A q 645,600 otal VIS Amount 800
Total Receivable Amount /1,990,600 EMI - Without VTS 1,471
VTS Pa’ 9. monthly 6 =)
Total VTS Amount 28,800 Documents Received
Monthly Amount Za1,a71 MICR / Non Cheque B
Total Monthly Installments Amount (VTS + in2) 42,071 NID Owner Yes
v S Yeos
lesel 10 lit! TK. 65 per litre per v. i1 j
VTS arantor In
Tools Box omi: ¥!_!
Service Manual

[Financial Record : T Amount I Money Receipt T Dated ]
[DP Amount/ Registration / Insurance 1 340,000 18481, 18441, 17621 |

Remarks (F & A Depar )

DP mRaiiveR e“A-:— 2>t40 660 o2 YHICR o heopy
o® : : -
ks (Sales Depar y ot

e = 3+
. ks (HOP/COO):
= 3
=

Service Warranty: 3 Free Service with materials and 1 year's warranty or 50,000 Kim which one comes first. ]

P o ﬁ?de& al o

Prepared by = Zonal Manager Sales Recovery Dept Head Of F & A Audit Fo)
1}

S§ ; »)\\/ 20 DEC 2017
Head Of Operation Chief Executive Officer

-1l Supply Chain Mgt.

Figure: Price Approval Sheet
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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.
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Figure: Tax Token/Fitness
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2.6 Deed of Credit Agreement : As initially , Customers give only down payment of 3 lack 60 thousand tk
,50 it become necessary to go with the credit agreement that have two party.1% party is Company ltself
and 2" 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 installment). This credit agreement is
done under the 3 witness signature.
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Chapter 3 : Recommendations and Conclusion

3.1 Recommendation : My recommendations are:

1. For light commercial vehicle they should focus more on auto tempo

2. For passenger vehicle segment companies should focus on Human hauler as the size of the
vehicle is small . It is suitable for Narrow road

3. More Incentive should be given to the dealer so that they will Push Rankon vehicle

4. Selling process should be on digital system rather than manually.

3.2 Conclusion: For the last few year automotive leader have witnessed an industry in threat.
Slowing global economy is responsible for that . In today’s world success depends on economy.
The Increased raw material, unstable crude oil price, poor road infrastructure decline the total

sales. Now automobile Company should increased the number of service sectors in order to

build customer relation.
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