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Executive Summary  
The purpose of this report is to examine the “Corporate Customer Management Practices in Akij Textile Mills Ltd.” Through survey questionnaire regarding internal alignment, team effort, perceived risk, top management involvement, relational intimacy this study measured the overall performance of AKIJ Textile Mills Limited (ATML) in corporate customer management practices. The study is performed based on the information extracted from Akij Textile Mills Ltd. Data were collected from primary and secondary sources by counseling different officer of Akij Textile Mills Ltd (ATML) and their relevant documents associated with the study.
According to the survey result, we can see the highest ranking value goes to the relational intimacy(RI) and the lowest ranking value goes to the perceived risk (PR).In relational intimacy (RI) everything is discussed between the company and corporate customer to know about the customer buyer-seller relationship and cooperative work. On the other hand, perceived risk (PR) refers to some issues related to the risks of serving customer. But here people are concern about this. 
[bookmark: _GoBack]Most of the cases it is seen that the customers are happy with the Quality of Product and Service maintained by ATML. In addition, customers are satisfied with the after sales services of ATML. Akij textile has a narrow product line. They should enhance its product item in fabric &yarn. Natural yarn plays a role that is important still today. Product Quality, Service Quality & Brand image has a significant impact on yarn & fabric marketing. Because of quality, all the customers are very satisfied with the product & service of Akij Textile Mills Ltd. They have the latest technological machines for Yarn Dyeing, Weaving and Fabric Dyeing, and Finishing. Akij Textile Mills Ltd is used direct marketing as a promotional tool and uses a pull strategy as a marketing strategy. Due to this, they have covered 25%& 15 % market share in spinning and fabric sector of Bangladesh.ATML should take proper care about perceived risk (PR) and all other factors should work together to get the combined effect to success.
Keywords: Corporate customer, internal alignment, Team effort, Perceived risk, top management involvement, Relational intimacy, Woven fabric, Direct Marketing.
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1.1. Introduction
Basically this report is on Corporate Customer Management Practices in Akij Textile Mills Ltd. (ATML).So it is an important factor to any organization to manage and maintain the relationship between customer and supplier to survive in the market. Here we will find many ways to judge the market and customers need. 
Now a day many renowned companies use their own strategy to compete with others and do the best thing to capture the market. As an example we can talk about the two giant Apple and Samsung. They always take each other out by offering some exclusive to the market.
So our study is to know how the factors influence on managing the corporate customer in Akij Textile Mills Ltd (ATML).
1.2. Motivation of the study
Preparing report is an essential part of our learning. It enhances the creativity and helps to acquire the knowledge in the real life. It helps us to improve our knowledge and build up our expertise in various sectors. By this study now I can clearly understand how Akij Textile Mills Ltd. works so smoothly and satisfied the client.
1.3. Objectives of the Study
Main objective
The main objective of the study is to make an overall analysis on the corporate customer management practices in Akij Textile Mills Ltd.
Specific Objective
· To know the marketing policy of  ATML’s  products
· To know about the corporate customer of ATML
· To find out the consumer perception towards newly developed products
· To know what compels to consume ATML’s products. 
· To find out the market share and growth of   ATML products.
1.4. Scope of the study
Internship experience plays a significant role for every student to implement their theoretical information and get a practical knowledge from any organization. A student can implement this internship experience in his future employment area. ATML gives me the opportunity for gathering practical experience and preparation of the report. I prepared this report under the supervision of Md. Kawsar Ahmmed sir, Associate Professor, Department of Marketing, United International University (UIU). In this report, the overall view of the ATML’s Accessories, its history and instrument, policies and appraisal of ATML and other areas of activity is widely analyzed and the finding is clarified along with the depth study. This study focuses mainly on the corporate customer management practices in Akij Textile & Mills Ltd (ATML).
1.5. Methodology of the report:
The nature of the report is exploratory and descriptive. The required information is collected from the following sources: 
Primary data 
Primary data is collected through observation and interview with the officers in ATML. 
Secondary data: 
Internal Sources: Published documents on Textile industry and Brochure of ATML.
External Sources:  Web browsing (Company website, Wikipedia, Google)
1.6. Limitations of the study
Every work has its limitation as well as mine too. I have found some limitations while I have made this report. The limitations are following- 
· Time limitation was a big fact as it was a 3 months program so I had to collect all the information’s   around that time.
· Lack of intellectual thought and analytical ability to make it the most perfect one.
· Lack of detailed information.  
· Employees of the organization give us information in brief but not in detail.
1.7. Significant of the study
Managing corporate customer is very important issue for any organization because they play a significant role to earn profit. So it is necessary to nurture them properly so that they can’t switch to other organization. Besides an organization need to satisfy them by knowing their requirement for particular item. So to satisfy the corporate customer, many organizations take new strategy and changes strategy as per market demand. The essential elements of a corporate customer management strategy are:  
· 1.7.1 Managing Relationships
 Every sales professional in which the sales culture work and shapes their understanding, it refers to manage customer and prospect relationships. The cost of sales, market position, complexity of the product or solution and other factors are provided through sales leadership.   
· 1.7.2 Creating Opportunities
"Marketing needs to get the right messages out via the right channels to generate demand that can be converted into qualified leads so that the sales team’s prospecting efforts actually lead to meaningful new conversations "- Joe Galvin. Now many companies are  encouraging their salespeople to be active in social channels (Email, Facebook, Whatsapp, Skype) .But it may more harmful for the individuals (marketing executives) if their  efforts are not in sync with marketing’s messages.
· 1.7.3 Managing Opportunities
The first step in managing opportunities (from the corporate customer) is to qualify them.  To begin with a proven strategy helps salespeople use defined criteria to decide which opportunities are worth for their time, money, investment and resources. The second step is to know or  learn about the customer’s decision because it changes dynamically and it influences on buying pattern, customer issues and competitive positioning and that will form the basis of the next customer interaction. From there we can say that at each step of the way of managing customer, a good customer management strategy provides the guideline to allow the sales executives /persons to confirm/determine that the opportunity is on the way.

1.8. Organization of the remaining chapters
In the remaining chapter I‘ll discuss an overview of the organization. By this we will know about the profile, mission, vision, service, product, company organ gram , corporate social responsibilities, buyer and many more things.
In literature review I’ll discuss the factors which influences managing corporate customer practices in an organization. In chapter three the data collection and processing will be discussed.










Chapter 2
Organizational overview & literature review







2.1. Background of Akij Textile Mills Ltd.
The company Akij Textile Mills Ltd (ATML),a unit of Akij group, came into business in year 1998.ATML was a project of Tk-450 corer (approx) and the investment was being made by the parent company Akij Group itself, no financial outsourcing was made and any further investment needed will be supported by the parent company as well. Since the invasion of ATML, the company is using its strong resources continuously to provide various ranges of product lines to its customers.
Akij Group is one of the biggest conglomerates in Bangladesh. It consists of 24 big concerns with diverse activities & different products. Akij Group launched its venture as a small jute trader more than 50 years ago. Since then it has been progressing with tremendous pace in the industrial area of Bangladesh. A large number of people are employed by the group and cared for as members of the Akij family. The non-profit concerns are also involved in sustaining development of the country & social welfare. Akij Textile Mills Limited (ATML) is a sister concern of Akij Group - one of the biggest conglomerates in Bangladesh. Since 1998 Akij Textile has been operating its business by supplying excellent quality yarn primarily in the export market. The yarns produced by ATML are sold to the export oriented knit & woven garments industry. ATML's production capacity is around 40 tons per day, 25 tons combed & carded from Ring Spinning, 10 tons from SchlafhorstAutocoro& 5 tons from BD Rotors. ATML also converts around 5 tons of single yarn into double yarn through its TFO. The mill can produce all yarn counts from ,The counts mostly being produced are Ne 20/1 to Ne 60/1 combed & carded and Ne 20/2 to 60/2 Carded & Combed 100% cotton yarn from Ring Spinning, Ne 16/1 to Ne 24/1 from Schlafhorst Autocoro machine and Ne 7/1 to Ne 16/1 from Czech Rotors. The blow rooms are equipped with Vision Shields - foreign fiber (contamination) detectors. From the process of bale breaking to the packaging of yarn, everything is done with automation & state -of-the-art-technology. 

ATML is well equipped with the state -of-the-art technology. All the machineries are from reputed brand machines manufacturer. All back process from Reiter (Switzerland), Zinser (Germany), Trutzschler (Germany). It also has 4 Autocoro from Germany, Eight (08) Rotor machine to meet the need of coarse yarn. ATML has also added 3 Doubling & 8 Twisting machines (TFO) to cope up with the market demand & trend. ATML has latest generation of Uster apparatus from Switzerland for Yarn & Cotton testing i.e. AFIS, UT-4 and HVI. In the laboratory the Cotton quality & grade, staple lengths are measured for producing the best quality export yarn. A chilling plant has been installed for all the sections in the production floor to improve working environment for employees & machineries. Latest machinery at Akij Textile includes Robotic Pierce Carriage on Schlafhorst Autocoro, which increases productivity as well as quality of the end product.
Quality is of utmost significance and is therefore very carefully controlled. Beside other routine equipment to measure various properties of the cotton, sliver and yarn, the lab is equipped with a H.V.1 spectrum. It is used to check the suitability of the cotton from each bale and according to the results; the bale would either be accepted or rejected. The software in the machine is able to select the bales which do not meet the set standards and compile a list of them automatically. The Ulster T4 is used to test sliver, roving and yarn. It measures thickness variation per kilometer. Frequent samples are taken and tested meticulously.

The levels of computerization of the machines on the factory floor also mean that their performance can be monitored from the lab. ATML’s factory is situated in Golora, Charkhanda, and Manikgonj, and the company produces about 40,000kg of their goods.

2.2.Core Strength:
A company's core strength comes from the combination of its employees, how its leadership comes together and how the core beliefs of the company come across when the employees interact with each other as well as the outside world. It is called the Employee Experience. The core strength of ATML is briefly described below :
1. Financially solvent: They are financially solvent to do business across the country and globally. 
2.Group of Companies: ATML is the sister concern of Akij group which has preserved its heritage and culture for more than 60 years with diversified products and progress by rendering a top  quality products.
3.Group Reputation: ATML is well established, reputed and renowned company nationally and globally. 
4.Risk free Company: As Akij group has goodwill as the largest   conglomerate in Bangladesh. Many companies, Bank even Govt. do invest in this sector (ATML).
5.Good Quality with Good Price: They deliver good quality fabrics to the foreign buyers as well as to the local buyers with good price.
2.3.Core Values
Core values are the supporting tools that vision, shape the culture and reflect what the company values. They are the core of the company's identity – the principles, beliefs or philosophy of values. Core values educate clients and potential customers about the company and clarify the identity of the company. The core values of ATML is briefly described below :
Integrity: The quality of being honest and follow the moral principles are called integrity. Each and every employee of ATML do their work honestly and follow the office rules as per policy.
Accountability: The fact or condition of being accountable or responsible is called accountability. Each and every employee are bound to accountable to the dept. Head of Akij Textile Mills Ltd (ATML) for any particular business related  issue.
Diligence: The persistent of work or effort is called diligence. To get a better position in any job sector it is necessary to give effort. Every employee of ATML is very diligent and always try their best to do their work.
Discipline: Discipline guarantees proper delivery on time and excellence in the quality of products.
2.4. Vision
To consistently exceed the expectation of our customers through continuous development. Our vision is to be the trend setter of the industry.

2.5. Mission
To turn “mission impossible’’ to “mission possible’’, Akij Textile Mills Ltd(ATML) has the mission to produce superior quality product while exhibiting excellence in all of its endeavors, I.e Yarn, Dyed Yarn & Fabric. As a company, we strive to create best possible solutions that give our customers a competitive lead in the market.
2.6. Commitment to Clients:
Akij Textile Mills Ltd(ATML) is strongly focused on creating long term partnerships, creating operational efficiency and adding value for their buyers. Their marketing team of professionals is committed to providing the highest level of service to their buyers. Their team is prompt, friendly and provides reliable customer service to their clients.
2.7.Capabilities of ATML
2.7.1 Factory & Machinery:
Factory of Akij Textile Mills Ltd has been established in a beautiful site at Golora, Charkhanda, Manikgonj, and Dhaka. It is considered to be the best textile industry in Bangladesh. All the machineries are being imported from various international well reputed brand /companies. All the machineries are fully automatic and digitally controlled. Such high tech production plants that is sensible to reject products itself that fails to meet standard level that has been set. There are many companies in the sub-continent using such sophisticated machineries to manufacture products and among those companies ATML is one of them. This factor reflects the quality of the factory and the machineries which in reflects the quality standard of the products of ATML. For any technical breakdown highly experienced and trained engineers are there to serve round the clock.
[image: ]
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	Sl.NO.
	Name of Machinery
	Country of Origin

	1
	Sample Warper
	Switzerland 

	2
	Direct Warper
	Switzerland 

	3
	Sectional Warper
	Switzerland 

	4
	Airjet loom
	Belgium

	5
	Automatic Reaching & Drawing Machine
	Belgium

	6
	Auto Sampling Loom+ Mini Sample Warper
	Taiwan

	7
	Compressor 
	USA & Europe 

	8
	Over Head Travelling Cleaner
	Germany

	9
	A/C Plant
	Germany

	10
	Chiller Plant
	Taiwan

	11
	Warp Tying 2 set +Frame 3 set 
	Switzerland

	12
	Electric Substation+ bas bar Equipment
	Italy

	13
	Hi-Speed Sectional Warper (Ergotec)
	Switzerland

	14
	High Performance Sizing Machine with warpers beam
	Switzerland

	15
	Grey & Finished Cloth Inspection Machine
	Pakistan 

	16
	Beam trolleys & Carriers 
	India

	17
	Multy Layer Leasing Machine
	Switzerland 

	18
	Reeds 
	France


2.7.2.Human resource:
ATML (Akij Textile Mills Ltd) believes that their teamwork is their greatest asset. Useful contributions made by each individual bring them much closer to their goals . Akij Textile Mills Ltd (ATML) made up of a group of passionate individuals, uniquely qualified from diverse disciplines but working towards their vision.
ATML ensures that their employees are provided with:
· A friendly and supportive environment that encourages their people to develop their potentials to an optimal level.
· A true quality of professionalism that can be found in all world-class multinational companies
· Team oriented professionals, who contribute to the greater whole of the organization through their participation in decision making situations.
From the production till the selling of the ATML’s products, several departments work interconnected and they are outlined below:
· Production Dept: This department handles the entire production process of ATML’s products.
· Marketing Dept: This department is divided into four categories:

· Brand Dept:  Develops the marketing and promotional strategies for ATML’s products and executes them. 
· Sales Dept:  Forecast, Pursue, Co-ordinate  &Monitor the entire nation wide sales of ATML’s products.
· Distribution Dept: Distributes according the final products from the factory to the entire country’s individual distribution points from where products of ATML are being sold to the retail outlets.


The following departments: Finance & Accounts, Audit, Administration, Human resource, Purchase, Import & Export, Ad & Creative, IT & Transport of Akij Group conducts the department operation for ATML to carry out and complete the departmental portfolio of Akij Textile Mills Ltd.
2.8 Activities of Akij Textile Mills Ltd. (ATML)
Activities of Akij Textile are divided into two parts like marketing and commercial .These activities are given below;
2.8.1. Marketing Activities
· 2.8.1.1 Selling Activities:
Selling activity of ATML: Sales means value transfer from one to another. ATML sale its product on the buyer  requirement such as product quality, good business relation and buyer satisfaction. Sale is start by direct marketing and ended by providing after sale service. The following sales activities are followed by Akij Textile;
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FIGURE: SELLING ACTIVITIES OF AKIJ TEXTILE MILLS LTD.

First of all they collect buyers address from different sources such as Bangladesh Textile Mills Association (BTMA) & Bangladesh Manufacturer and Exporter Association (BGMFA) member’s directory, Internet etc. Then contact with them and share product information. After that they find out prospective customers and offer their price. After giving price they sit with them for price negotiation. On the basis of buyers requirement as they send sample for ensuring the product quality then they issue PI (Performa Invoice).Performa Invoice contains the rules & regulations of its (Akij textile ) product. If buyers accept this paper (PI) then buyers issue party acceptance letter to seller. After getting party acceptance letter from buyers then ATML communicate with buyers to get letter of credit (L/C).Buyers should be issued letter of credit for Akij Textile within a date which date is mentioned in PI. If buyers are failed to issue within a date then L/C can be rejected or accepted. Akij Textile also ensure after sales service for their respectable customers.
2.8.1.2 Marketing Strategy:
A plan identifies the marketing goals and objectives that pursue to sell a particular product or service and how these objectives will be achieved in the timeare available. Strategy is a vital issue for any company to succeed in the long run. A potential or proper strategy can help to develop any business. On the other hand wrong strategy is enough to destroy any business. As demand of yarn and fabric in textile sector in Bangladesh is huge, Akij Textile Mills Ltd (ATML) is in good position in the current market. And for this reason ATML has been used Pull strategy for keeping their performance. Akij Textile Mills Ltd (ATML) is playing this strategy by sharing product information to their   respectable buyers and through this way they are getting huge response from the buyers. By this way the company and product is standing up a good position in the yarn and fabric market of Bangladesh and clients are pulled up to acquire the demanded product.
2.8.1.3 Promotional Strategy:
Use of promotional strategy or promotional tool is depending on the product or service category .Long–term consumer product or service providers are more interested on Direct  marketing /Personal Selling. Marketing executives can motivate or influence to buyer by sharing their product information. Most of the textile company of Bangladesh are applying Direct Marketing as promotional strategy. Akij Textile also applies direct marketing as a promotional strategy. They collect buyers address from different sources such as Bangladesh Textile Mills Association (BTMA) and Bangladesh Garments Manufacturer and Exporter Association (BGMEA) member’s directory, internet. Then as an executive of the company contact with them and share about their product information. Direct Marketing means person to person interaction between a buyer and a seller in which the seller’s purpose is to persuade the buyer of the qualities of the product, to convince the buyer of his/her need for it. ATML also use some others promotional tools .In beginning of the year they give Calendar, Brochure, Diary, Month Planner etc.to their respective customers. They give an attractive gift package to the buyers in the cultural festival.
2.8.1.4 Commercial Activities:
Commercial activities are started after getting L/C from buyer. Document preparation and submission is a main job for commercial department. Documents are;
1. Commercial Invoice
2. Packing list
3. Beneficiary Certificate
4. Bill of Exchange
5. Delivery Challan
6. Truck Receipt
7. BTMA Certificate
8. Musok-11
After preparing these papers they submit to the Beneficiary Bank. Beneficiary Bank with check whether this document is related with the L/C clause or not. If it has no problem then Bank will send to Issuing Bank for payment. As a seller pursue for bank acceptance to the buyer. Bank acceptance means payment ensure document, this document is made according to the L/C. After getting bank acceptance they sell its Dollar amount to the bank as a investment .After that commercials are knocked or pursued to buyer for payment collection. This payment must be collected within due date of at sight or tenor, otherwise Beneficiary Bank will be charged interest at the rate of 13% on full invoice amount. This charged is acceptable only for delayed days from due date. 
2.8.1.5 Distribution Channel:
Distribution channel of Akij Textile is very straight forward. Akij textile has its own delivery van to provide back up support to their valued exportable garments customers. It has also a skilled quality department to listen to the day to day expectations from valued prospects of 100% cotton yarn and fabric in Bangladesh as well as in foreign countries. They have no intermediary or even dealership and whole seller. All the sales transactions have been made by over phone, email or door to door communication which is called personal selling. ATML is liable to reach product to buyer port of destination or factory. Distribution channel of ATML is given below;
 (
BUYER FACTORY
) (
AKIJ 
TEXTILE
 FACTORY 
)[image: ]
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2.9. Products of the Company:
In weaving sectionthere are two kinds of fabrics denim and non-denim. Non-denim fabrics also have three parts woven fabric, knit fabric and sweater. Mainly ATML uses woven fabric for making shirts and pants. In fabrics part they use solid dyed and yarn dyed fabric and non-denim fabrics. Generally the products of fabrics are poplin, dobby, twill, voile, oxford, canvas, Bedford, chambray, gabardin. The new products of fabrics are produced by inject, nappy, Siro yarn , high slub yarn and wrappy. In Spinning section basically they produce three types of yarn open end (autocoro,rotor,bt),Carded( knit, woven),Combed (combed hosiery, combed woven).In  yarn dyeing section ATML specializes in customized package dyeing of spun yarns. With our hands-on management experience & state-of the art manufacturing set up, they are dedicated to provide their customers with the highest quality dyed yarn.
There are three units of ATML. They are – Yarn dyeing, Spinning, and Weaving
Overview of all units
    
Looms Capacity                                  : 278 Looms

Total Weaving Capacity                      : 2.5 Million Yards/Month

Fabric dyeing & finishing capacity      : 3.50 Million Yards/Month for Yarn dyed + Solid dyed

Yarn Dyeing Capacity                          : 15 Tons/day

Fabrics Composition                             : 100% Cotton, Cotton ,Ela stain (up to 3%), PC and CVC (both for solid and yarn dyed)

Types of Finish                                    : Soft, Silky, Peach, Paper Touch, Brushing, ETI, Easy Care, Mercerizing, etc.

Types of Yarn Count                           : 7's, 10's, 12's, 16's, 20's, 30's, 40's, 50's, 60's, 80's and all double count.

Spinning Capacity                                : 40 Tons /day (as we have the won spinning mill)

TFO/Doubling Capacity                    : 05 Tons /Day
      

3.1.New Development:
They believe in continuous development and hence are committed in implementing innovative ways to add value to their goods and services.
3.2.Organizational Structure of  Akij Textile Mills Ltd:
An organizational structure should be well planned and structured. The key measures of the performance of a company, which are monitored an assessed to ensure its long-term success. Akij Textile is providing significant role to achieve long-term success of an organization.
3.3.Department:
Akij Textile has mainly two departments such as Marketing and Commercial Dept. Job responsibility of marketing department work hard to increase sales for achieving organizational goal and develop brand image. On the other hand Commercial department is also playing significant role by doing many jobs. This department is dealing with Bank and Documents related activities. All rights reserved by the director of the company. All kinds of decision are taken by the Director of company then it will distribute to the departmental head.
3.4.ATML: Morale, Ethics &Values
· Believing in quality and excellence in service
· Believing open communication, personal responsibilities, integrity and active participation
· Supporting the creative diversity and share of ideas
· Building culture of learning based on leadership, teamwork, accountability and co-operation.





3.5.Owners and Board of Directors:
	 Owner of Akij Group:
Founder Chairman, Akij Group: Mr. Sheikh Akij Uddin
Chairman, Akij Group: Mr. Sk. Nasir Uddin


	Board of director:
Chairman: Mr. Sk. Nasir Uddin
Managing director: Mr. Sk Bashir Uddin
Director: Sheikh Jamil Uddin
Director: Sk Shamim Uddin




3.6. Organgram of Akij textile Mills Ltd
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3.7. Corporate Social Responsibility:
In CSR they are doing below activities:
-They are giving support to poor   patients who are hospitalized in Hospital through their social   welfare officer.
-Prosthetic leg replacement with collaboration of foreign doctor (UK team) in every year.
-Sponsoring for educational institutes, also have own educational Institute (School)
-Relief work during national crisis i.e. Flood, Quilt distribution at winter season, Medicine center for charity purpose. 
3.8. Buyers of Akij Textile Mills Ltd.:
Akij Textile Mills Ltd. (ATML) have more than 100 buyers.90%, 5% and 5% buyers are from EU,USA and ASIA.
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3.9. Literature Review:
3.9.1 Corporate Customer: Corporate means relating to business corporations or (to a particular business corporation).  When a group of people takes a decision by keeping various factors is called corporate customer and in most of the cases buyer and consumers are different.
3.9.2 Managing the corporate customer at ATML: There are some major important issues to handle the corporate customer (buyers) in ATML. They are given below-
· Product knowledge
· Process knowledge
· Price negotiation power
· Capability
· Convincing power
· Smart presentation
There are some factors that impact on managing the corporate customer in ATML .They are described below :
3.9.3Internal Alignment:
According to Milkovich and Newman, 2008 -'' Internal alignment or internal equity refers to comparisons among jobs or skill levels inside single organizations.'' Organizations’ business objectives are compared in terms of the relative contributions of jobs and skills . It also focus on pay relationships that motivates employees to choose more training and greater responsibility to  deal with customers. The capabilities of the workforce and the efficiency of the entire organization are affected by internal pay relationship. This also agree by the report of Business for Social Responsibility (BSR) Report in 2008 which states that “ Internal alignment is the set of strategies, commitments, procedures, policies, behaviors and systems that support integrated customer decision making which is based on ethical commitment ,suppliers' commercial and performance. According to Bratton and Gold ,2001- " internal alignment is about to focus on comparing jobs and individuals in terms of employees  relative contributions to the company’s objectives "
In ATML the internal alignment performance is quite good and each and every internal dept. works step by step. Initially to communicate with the corporate customers (buyers) the marketing team knocks the customer door to door,through meeting, social media, email, friends and online marketing etc. After that they fix a date to meet with the buyer regarding the requirement of the product (fabrics).Here the buyers and the marketing team’s requirements must be match together. The buyer offers the marketing team/person through swatch/hanger/CAD. Then the marketing person/team sends the swatch to RND Team leader Mr. Galibuzzaman for analysis and after getting the analysis they negotiate about pricing. After that factory workers make Hand loom (yarn dyed) and lap-dip (solid dyed) for getting buyer approval. Then they get booking from buyers and Performa Invoice (PI).Through PI buyer make L/C of bank then send to our bank(ATML’s issuing bank) and send to the office also. If the L/C is ok then they issue bulk/development delivery order.
Documentation ( Commercial team):After completing delivery Mr. Imran ( marketing officer) send email all the marketing executive and they make the necessary documents .Then this document submit to deliver to the factory  & factory confirms with seal of this documents. Then the confirmed documents back to the office and transfer to Mr.Mahfuz(Officer ) to the ATML’s issuing bank and transfer buyer’s money to our bank for credit.
Accounts dept. They finalize all the necessary things and send to the management.
3.9.4 Perceived risks:
Perceived risk refers to the set of uncertainties when we purchase a product from the buyer regarding the outcome of the product usage. It is one kind of  psychological and functional risk that consumer feels while purchasing that product. Basically it is a level of uncertainty for the consumers regarding the value of buying product.
For example; generally the uncertainty regarding the product outcome  for high priced products and high complex items like car, laptops and mobile phones. Thus we can say that  before buying this kinds of products consumers are tend to gather information from the peers, social networks and experts for reviews. So to avoid this type of risks consumers willing to buy products that are leading in the market and avoid using   new   brands and products.
There are basically six kinds of perceived risks can be seen in consumers. They are-
Functional Risk: This is one kind of common risk which relates with the fear quality of the product whether the product fulfill its promised benefits or not.
Social Risk: This risk refers to the fear of losing status after buying the product.
Financial Risk :This risk  refers to the fear of losing monetary resources.
Physical Risk: This  risk refers to the fear  of getting harmed by using certain kinds of products.
Time Risk: This risk refers to the fear of losing time when a product is needed for replacement or not fulfilling required functions.
Psychological Risk: This risk refers to the uncertainty of product regarding its moral rightness.
 Marketers and manufacturers are trying their best to reduce uncertainties and anxiety by providing guarantees. Besides they are obtaining some recognized groups and persuade respected and well-known celebrities as spokesperson for the product. Thus we can say that while buying any product risk is very common factor. So manufacturers and marketers   should take care of these kinds of risk because it is their responsibility to make sure that consumers feel secured while purchasing their product. 
Therefore, this concludes or states the definition of Perceived Risk regarding its overview.
Risk is everywhere and for doing any business /any organization need to take risk. The perceived risk is very low in ATML. Sometimes the buyers cancel the order and then they sell the products to the local buyer at low price. But this scenario is very rare. Another risk is if the production’s fabrics products gets destroyed for unavoidable situation then the critical decision are taken by the top management to solve the problem. Sometimes because of the shortage of transportation vehicle they need to hire it and bear additional security money. To convince the new customer they need to take risk and do all the necessary things and bear the new buyer’s cost(rent hotel, tour fee) to take the order.
3.9.5 Top management involvement and support:
Top management has significant role in shaping organizations. Top management support is critical because they have to make fast and effective decisions, resolve conflicts, bring everyone to the same thinking to promote company-wide acceptance of the project and build co-operation among the diverse groups in the organization. The relationship between top management commitment and relationship quality are mediated by the top management involvement. Positively the relationship quality relates to financial performance. The roles of top management in implementing any objective they need to understand the capabilities and limitations, exhibiting commitment and communicating the corporate strategy to employees. Thus we can say that the invested effort by the top management helps to gain huge advantages for the company.

From the entry-level to top level employees are controlled by the top management and also the decisions taken by them. Those decisions, along with the way the management members treat the staff and affect the success of the company. To improve the achievement of the company  it is necessary to understand those effects that helps the management team to make changes as per necessary. Generally, the corporate policies and acceptable behaviors start at the top level of management. Procedures and expectations are established through those policies. Based on those policies the company is run day to day and  helps establish the corporate culture.  The employees are responsible to achieve the goal and vision of the company that guides the work. Usually,top management is responsible for establishing these goals. They need to establish goals to reach higher achievements for the company that push employees to grow. The goals should take under consideration regarding company's current situation .The top management of a company leads by example and it affects the motivation felt by the employees. The top management support should provide direction to the implementation team and monitoring the progress of the project.
The top management involvement and support is very rare to manage the corporate customer. Because maximum decisions are taken by the general manager and head of marketing team of ATML. But for taking any critical decision top management involves it to solve the problem.
3.9.6 Team Effort
Teamwork makes the dream work.
TEAM: Together Everyone Achieves More
Teamwork: Simply stated, is less me and more WE.
Teamwork divides the task and multiplies the success.
There’s no “I” in team.
Teamwork refers to work collaborate with a group of people in order to achieve a goal. It is a crucial part of a business and necessary for colleagues to work well together and try to give the best in any circumstances. So teamwork means people will try to cooperate by using their individual skills and providing constructive feedback despite any conflicts between individuals.
Team don’t work well without team work. Teamwork is important for the success of all businesses. To have a meaningful and lifelong career, we need to work well with others which is  is so important in the professional world.
It brings new ideas: Before starting any business need new, fresh ideas to succeed in the competitive world. Having a unique perspective to bring to the table  benefits overall business.An individual idea comes from the contribution of diverse team.
Teamwork helps solve problems: Collaboration within a group helps to solve difficult problems. Brainstorming is a good opportunity for the team to exchange ideas and deliver creative ideas .By working together the team  can find the solutions that work best for any business/company.
It's supportive: Teamwork can be called a system that ensures that deadlines of the project. When one team member falls behind, there is another team member to pick up the pieces of the project. When work is divided up among the members of a team then the work is done faster   and anyone can operate the overall business more efficiently. A team also develop a sense of companionship of the work toward a common goal.
Teamwork builds morale: One’s feel valued at work by contributing to something that produces results. By offering an idea through a team helps improve productivity. Each team member has something special unique idea to offer for any particular project . A strong sense of belonging and deep commitment to each other occurs by working together   that leads to the  common goal.
The marketing team’s effort in ATML is outstanding for providing superior customer service to the buyers They always try their best to handle the clients. By collaborating within a group they solve the problems. By working together, they can find the solutions that work best.
3.9.7 Relational Intimacy:
An intimate relationship is an interpersonal relationship that involves physical or emotional intimacy is called relational intimacy. The relational intimacy between the supplier and the buyer are very strong. When they deliver the product with the buyer within 6 month they don’t share information with other. While communicating with the buyer they describe about their products, whom they are work with. It can facilitate customer intimacy by invoking emotions in a variety of context. Importance of Relational Intimacy:
· Long term and intimate relationships between buyers and sellers happens through relational intimacy.
·  Open communication and the ability to know the customer 
· Anticipate changes in want and need
· To keep in touch with the corporate customer constantly
· Try hard to establish a long term buyer seller relationship.
· To rely on each other in corporate customer relationship



Chapter 3
Study Methods, Data Analysis and Discussion




         


4.1. Introduction
In this sector we will discuss about the findings and the result of Managing the corporate customer practices in Akij Textile Mills Ltd. What actually influence the success rate of managing the buyer and what is the reason behind the failure of it. By using some questionnaire we will try to understand the perception of the corporate customer/buyer.

4.2. Sample for the present study
We are using almost 35 people as a sample to answer those questions. Those samples are aware of market knowledge and also working with the customer compliance. For deliver the best customer experience.

4.3. Measurement
To measure the topic of managing the corporate customer practices in Akij Textile Mills Ltd(ATML), five items were used and tested on five point likert scale anchored with  1= strongly disagree, 5= strongly agree, 2=Disagree , 3=Average, 4=Agree
Table 1: Measurement for corporate customer management performance
	Compared to average account, our performance with this corporate customers in relation to achieving mutual trust is high
Our performance with corporate customers in relation to achieving information sharing is intensive
Our performance with this corporate customers in relation to achieving a reputation of fairness is notable
Our performance with this corporate customers in relation to achieving investments into the relationship is high
Our performance with this corporate customers in relation to maintaining long-term relationship is promising
Our performance with this corporate customers in relation to reducing conflicts is adequate
Our performance with this corporate customers in relation to meeting sales targets and objectives is outstanding


To measure the topic of internal alignment in managing the corporate customer practices in Akij Textile Mills Ltd(ATML), five items were used and tested on five point likert scale anchored with  1= strongly disagree to 5= strongly agree, 2=Disagree ,3=Average,4=Agree  
Table 2: Measurement for internal alignment
	In this organization, it is easy to talk with virtually anyone you need to, regardless of rank or position

	There is ample opportunity for informal "hall talk" among individuals from different departments in this organization

	In this organization, employees from different departments feel comfortable calling each other when the need arises 

	Managers here discourage employees from discussing work related matters with those who are not their immediate superiors or subordinates

	People around here are quite accessible to those in other departments

	Junior managers from one department can easily schedule meetings with junior managers in other departments of this organization 



To measure the topic of perceived risk in managing the corporate customer practices in Akij Textile Mills Ltd(ATML), five items were used and tested on five point likert scale anchored with  1= strongly disagree to 5= strongly agree, 2=Disagree ,3=Average, 4=Agree   
Table 3: Measurement of Perceived Risk


	In our business relationship, corporate customer often overstresses its needs to get what it desires

	Corporate customer often alters the facts to get what it wants

	Corporate customer often promises to do things, even though it actually had no intention of following through

	We have reason to believe that this corporate customer hides important information from it


To measure the topic of team effort in managing the corporate customer practices in Akij Textile Mills Ltd (ATML), five items were used and tested on five point likert scale anchored with  1= strongly disagree to 5= strongly agree, 2=Disagree , 3=Average, 4=Agree

Table 4: Measurement of Team Effort
	When there is a problem related to our corporate customer relationship, a group is brought in to solve it
Corporate customer related decisions are made by teams
We have teams that plan and coordinate activities for corporate customers



To measure the topic of relational intimacy in managing the corporate customer practices in Akij Textile Mills Ltd(ATML), five items were used and tested on five point likert scale anchored with  1= strongly disagree to 5= strongly agree, 2=Disagree ,3=Average,4=Agree

Table 5: Measurement for Relational Intimacy
	In our corporate customer relationship, we rely on each other
Both of us try very hard to establish a long-term corporate customer buyer-seller relationship
In our corporate customer   relationship, we work in close cooperation with each other
We constantly keep in touch with this corporate customer



Demographic Information
1. 1998  is the  establishment year of Akij textile Mills Ltd (ATML)
2. The number of corporate customer usually handled per year are 100+
3. The total number of employees are 38,000 

4.4. Data collection procedures
Data collection is the process where we can gather and measure information on variables of interest, in a built up efficient design that enables one to answer expressed research questions, test theories, and assess results. In this study I collected data from 35 sample people. At first I assure them these data will never affect their job life; it’s just a survey which will show a statistical data where they can put their opinions. Then I collected the data by one to one process. Sometimes they were confusing with some question, but I tried to make the question easy for them. Some of the samples are so busy that they even can’t give me much time as I want. They were trying to communicate with me by their free time. It takes almost 2 weeks to finish all of my survey. By these I also understood how the marketing sector works in the organization. It’s been a great experience to work with these people and understand some of the new principals of marketing.

4.5. Data Analysis
In this survey we used all the data’s mean and stand a graph for show which observation is stronger than the other observation. Here we can easily rank which one features are most expectable for the company. We used each options mean in the excel and also the grand sum of average of the average to stand the graph.













4.6.Findings



In this chart we can see the highest ranking value goes to the relational intimacy(RI)and the lowest ranking value goes to the  perceived risk (PR).

	RI
	TE
	CCMP
	IA
	PR

	156
	150
	146
	127.3333333
	121.75









4.7. Discussion

	RI
	TE
	CCMP
	IA
	PR

	156
	150
	146
	127.3333333
	121.75



In the previous discussion we can seethe relational intimacy ( RI) is in higher position and perceived risk (PR) is in lower position by rank. In relational intimacy(RI) everything is discussed between the company and corporate customer to know about the customer buyer-seller relationship and cooperative work. Here the entire customer recommends to study about the market to understand the customer need and the other variable. On the other hand perceived risk (PR) refers to some issues related to perceived risks of serving customer. But here people are concern about this. 


4.8. Recommendations
In recommendation we can say Organization should take proper care about perceived risk (PR). All other factors should work together to get the combined effect to success.Nobody wants to see the competition, they just want the result. A perfect result is what actually meet their needs properly. All the customers are playing a neutral role in case of competitiveness of the market. 










4.9. Conclusion
In conclusion, I can state that this temporary job report is extremely fundamental for each understudy of business concentrates to get thought regarding the material industry. By finishing this report I have learned a general thought of textile area, their marketing activities, corporate customer handling process and the achievement factor of new item improvement. This is an enormous segment but to find it entirely we   need to study more.

By setting up this report, I have accumulated a great deal of learning about the articles of textile sector and really this is a vital task in attire and piece of clothing businesses. I have tried my best to make this report enriched with lots of apparel related info and I am quite satisfied. Akij Textile Mills Ltd (ATML) is really a good experience for me because every one of there so much helpful and give me the proper guideline of practical learning. Finally I can say that by the knowledge from this report which will help me in my professional life to take challenge and solve it in a better way. 
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