Support Services to foster Sales Performance: A Study at The ACME Laboratories Ltd







Meraz Rahman








This report is submitted to the School of Business & Economics, United International University as a partial requirement for the fulfillment of Bachelors of Business Administration Degree.

Support Services to foster Sales Performance: A Study at The ACME Laboratories Ltd






Submitted by
Meraz Rahman
ID: 111 151 556


Supervised by
Dr. Kawsar  Ahmmed
Associate Professor
School of Business & Economics 
United International University

Date of Submission  
25 September, 2019 

[bookmark: _Toc15713511][bookmark: _Toc20232083]Letter of Transmittal

25th September 2019
Dr. Kawsar Ahmmed
Associate Professor
School of Business and Economics 
United International University 

Subject: Support Services to foster Sales Performance: A Study at The ACME Laboratories Ltd
Dear Sir, 
With great pleasure, I am submitting to you this internship report which was assigned to me as a significant necessity of finishing "Bachelor of Business Admiration” program at United International University. I have finished this report titled as " Sales Support Services at The ACME Laboratories Ltd” by the learning that I have accumulated my 3 months' Internship at The ACME Laboratories Ltd at sales support service department.
I have attempted my best to make the work according to following your rules and my dimension of understanding and ability. In addition, I am incredibly grateful for the open door that you offered me to express my capacity and I eagerly trust that you will like the work that I have done. Any challenges or imperfections may emerge as due to my learning viewpoints. I will wholeheartedly acknowledge any recommendation or assessment with respect to my report.
Sincerely Yours,

……………………………………..
Meraz Rahman
ID: 111 151 556


v

[bookmark: _Toc20232084]Acknowledgement


At Firstly, I would like to thank my parents who have given me the support for my studies and the unconditional love and encouragement throughout my life.  Thanks for the exceptional care, knowledge and the wise advice that you have always given me for making me as the person I am today. 

The successful accomplishment of this internship report is the outcome of the contribution of number of people specially those who have given the time and effort to share their thoughts and suggestions to improve the internship report at the very beginning. I would love to express my deepest gratitude to Almighty ALLAH for giving me strength and the composure to finish the task within the scheduled time.

I would like to express my appreciation to my supervisor Dr. Kawsar Ahmmed, Associate Professor, United International University for providing me all the guidance and support that I needed.

I am very grateful to The ACME Laboratories Ltd for granting my internship. Here are certain important persons whose names I cannot go on without mentioning Mr. AKM Fakrul Islam (Senior Manager, Sales support service department), Mr, Based Ali (Executive), Mr. Ariful Islam (Senior Executive), Md. Anowar Hossain (Senior Engineer), Mr. Rolan Patowary and all other employees of The ACME Laboratories Ltd who taught me and helped me a lot.

In the end, I would like to thank The ACME Laboratories Ltd, for letting do my internship there for pursuing my career.  

[bookmark: _Toc15713513][bookmark: _Toc20232085]Executive Summary

[bookmark: _GoBack]Sales performance basically gives an insight about how effectively the sales force of the organization is achieving sales target. Sales performance plays a vital role for sales planning & sales executions. Sales performance can be influenced by many factors such as- market area, transportation system, customer relationship, sales performance management etc. Sales support service offers the solutions to the sales team by giving various support such as logistic support, transportation support, proper sales management support etc co responding to the factors that influences sales performance. This study is done under the Sales Support Service Department of the ACME laboratories ltd. These department falls under the Marketing Services Department of The ACME Laboratories Ltd. The ACME Laboratories Ltd is a pharmaceutical company and has a big product line but to be competitive in the market, they have twenty-one sales centers all around in Bangladesh. To maintain sales market operation in the whole country is quite challenging. Maintaining and monitoring sales performance of the entire sales center is also quite difficult. To face this challenge any manufacturing company needs a strategic way to deal. In this report, one of the strategic departments of the ACME laboratories which is sales support service department. How this department works and what kind of situation it faces all with details will explain this report. This report will also explain how ACME laboratories is facing problem while doing it and what kind of solutions can be adopted towards it. Throughout the operational activities what strength, weakness points of the sales support service department are discussed here along with suggestion of rectifying all the shortcomings.

Keywords: Sales performance, field employee management, logistics support, transportation support, service problems & solutions.
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1. [bookmark: _Toc15713516][bookmark: _Toc20232088]Introduction

Among the most promising technology sectors inside Bangladesh, the pharmaceutical industry is one of them. Manufacturers produce insulin, hormones, and most cancers drugs. This quarter gives 97% of the whole medicinal requirement of the neighborhood market. The enterprise additionally exports drugs to global markets, such as Europe. Pharmaceutical agencies are increasing their commercial enterprise with the goal to make bigger the export market. Among the most developed hi-tech sectors inside the country's economy, the pharmaceutical enterprise is one of them. 5,600 brands of drugs in specific dosage forms is manufactured by this enterprise. There are about one thousand four hundred ninety-five wholesale drug license holders and about thirty-seven thousand seven hundred retail drug license holders in Bangladesh. Continuous improvement of this sector enabling the enterprise to export drug treatments to global markets, which includes the European market. This zone is additionally presenting 97% of the whole medication requirement of the local market. To meet the demands of the local market company has to imitate many activities to support the sales and fulfilling the demand of the market. The Industry exports energetic pharmaceutical components (APIs) and a broad range of pharmaceutical products, overlaying all most important therapeutic lessons and dosage forms, to 79 countries. Along with ordinary forms like tablets, drugs and syrups, Bangladesh additionally exports specialized products like HFA inhalers, CFC inhalers, suppositories, nasal sprays, injectable, IV infusions, etc. These products have been well prevalent through scientific practitioners, chemists, patients and the regulatory bodies of all of their importing nations.

[bookmark: _Toc15713517][bookmark: _Toc20232089]1.1 Motivation of the Study

This report was assigned to me by from United international university, school of business & economics as a requirement for completing BBA (Bachelor of Business Administration) program. The report has been prepared from the experience of my internship in the ACME Laboratories Ltd. I have been interned of The ACME Laboratories Ltd in the Sales Support Service department. After successfully completing my three-months of internship at The ACME Laboratories Ltd, I have come up with a report on, “Sales Support Services at The ACME Laboratories Ltd” and this report has been made under supervision of academic supervisor, Dr. Kawsar Ahmmed from United International University and Organizational Supervisor was Mr. AKM Fakrul Islam from The ACME Laboratories Ltd.
[bookmark: _Toc15713518]
[bookmark: _Toc15713519][bookmark: _Toc20232090]1.2 Objective of the Study

The objective of the study is bring an insight of support service and how the support services is creating impact on sales performance along with problems it faces. The objective of the study is divided into two parts. The are-
[bookmark: _Toc15713520][bookmark: _Toc20232091]1.2.1   Broad Objective
To analyze support services to foster sales performance of The ACME Laboratories Ltd. 
[bookmark: _Toc15713521][bookmark: _Toc20232092]1.2.2   Specific Objective
· To know about all field employee management.
· Analyzing sales management & sales performance management.
· To know about logistic support.
· To know about transportation support.

[bookmark: _Toc20232093]1.3 Scope & Limitations of the Study

Regardless of knowing every one of the impediments while setting up this report, I have put my full endeavors and vitality to make my internship fruitful just as my report. 
For me, the primary restriction was time constraint. As a quarter of a year's internship isn't sufficient to learn immense and get involvement in various segments of Sales Support Services Department.
Besides, the vast majority of the prestigious associations don't unveil their interior data to other people. Clearly, they need to keep their data emit and Square additionally needs the equivalent. More often than not, I was confronting some issue of information accessibility. For this situation, it's somewhat hard to make my report informatics however as I was engaged with my duties at the organization, I have collected information that was sufficient to make my report pertinent. 

[bookmark: _Toc20232094]1.4 Significant of the Study

For any product manufacturing organization, their product & services are the fundamental segments in doing the business effectively. Besides, sales support service is the strategies for setting up the Organization in the commercial center broadly and universally. In this way, for appropriate task and usage of these promotional and sales programs, it is required to keep up essential rules. As the ACME laboratories is aggregate foundation, there may have opportunity to production of fumble and different issues in the means of handling sales and sales opportunity programs for their sales field persons. Along these lines, the fundamental purpose of the report is:

· [bookmark: _Toc15713522]To know about all field employee management.
· To know about sales management.
· Analyzing sales performance management.
· To know about logistic support.
· To know about transportation support.

[bookmark: _Toc20232095]1.5 Organization of the remaining chapters

Here, in this Internship report remaining chapters are chapter Two and Three. 
Chapter Two includes the company overview, mission, vision, core values, organogram of the company, products/services, corporate social responsibilities of the company.
In chapter Three I will discuss about the activities of sales service support department of ACME laboratories, their All field employee management, Sales Management. Sales Performance management, Logistic Support, Transportation support activities in details along strength, weakness and potential avenues to improve.
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1. [bookmark: _Toc15713528][bookmark: _Toc20232098]Company Profile

The history of ACME laboratories limited dates back to 1954 when a proprietorship firm used to be conceived to manufacture moral pills with the modest introduction of a few oral liquid products.
The association used to be converted into a private limited business enterprise in the 12 months 1976. The employer began its application of balancing, modernization, substitute and expansion (BMR&E) in 1976. Small historic unit used to be converted into modernized plant at massive new premises at Dhamrai, Dhaka. Commercial operation at the new plant started out at the end of 1983. This used to be indeed a foremost step in company’s journey toward excellence. The later years located company’s first-rate growth and success. Now the ACME laboratories ltd is one of the largest pharmaceutical’s corporations in Bangladesh. 
ACME’s success in the home market precipitated it to explore the worldwide market. With the philosophy of ensuring health, vigor and happiness for the complete mankind, ACME started out its worldwide business operations in 1995 by using exporting drugs to Bhutan. Since then, ACME made a sturdy presence in the worldwide market. At present, ACME is correctly exporting its first-class products to more than 20 nations in South Asia, South East Asia, Africa and Central America.

The future promises increased possibilities for the global marketing of ACME. ACME being conscious of the world opportunities for pharmaceutical business relentlessly bolsters its international presence by way of ability building, first-class merchandise and best services.

[bookmark: _Toc20232099]2.1 Core Values

Our organization values are the measure for our thinking and actions. They are the core of what ties us together in the past, present and future. We do business on the groundwork of common values. Our success is based totally on consumer focus, group spirit, wish to win, pro-activity, integrity and excellence. These values decide our actions in each day dealing with customers and enterprise companions as well as in our teamwork and our collaboration with each other.

[bookmark: _Toc20232100]2.2 Mission

Mission:
Our holistic strategy is to ensure Health, Vigor and Happiness for all by using manufacturing ethical pills and drug treatments of the highest exceptional at less expensive fee and expanding in the nearby and global market.
We view ourselves as companions with the doctors, healthcare professionals, all different customers, our personnel and harmonize with environmental issues.

[bookmark: _Toc20232101]2.3 Vision

Vision: 
To ensure Health, vigor and Happiness for all.



[bookmark: _Toc20232102]2.4 Organogram of the company
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[bookmark: _Toc20232103]2.5 Sales and Distribution Channel of “The ACME Laboratories Limited” around the Bangladesh

The ACME Laboratories Limited has 19 sales and distribution center around the country. Their main functions and activities are-
· Collecting cash from the market and sending it to the company bank account.
· Territory wise strategic control for the market.
· Placing orders and supplying orders from factory to distribute territory wise.
· Marinating cash outflow from the headquarter to the  strategic positions according to company planning.  

The sales caenters are given below: 
· Sylhet Sales Center 
· Comilla Sales Center 
· Chittagong Sales Center 
· B.Baria Sales Center 
· Dinajpur Sales Center 
· Narayanganj Sales Center 
· Savar Sales Center  
· Faridpur Sales Center 
· Chakoria Sales Center 
· Chowmohani Sales Center
· Pabna Sales Center
· Rangpur Sales Center 
· Bogra Sales Center
· Rajshahi Sales Center 
· Jessore Sales Center 
· Khulna Sales Center 
· Barisal Sales Center 
· Mymenshingh Sales Center 
· Dhaka City Sales Center South and north
[bookmark: _Toc20232104]2.6 Details of the product line or services


The ACME Laboratories Ltd.’s manufacturing plants are placed at Dhamrai, about 40 km N.W. of Dhaka, the capital of Bangladesh. Today they produce wide range of pharmaceutical formulations in distinctive dosage forms. These include:

· CP PAEDIATRIC DROPS 15ML
· AZIN 30ML
· NIDOZOX 30ML
· AZIN P/S 50ML
· CP DS 50ML PFS
· ALCLOR P/S 100ML
· ALCLOR PAED. DROPS 15ML
· FIX-A 75ML P/S
· FIX-A DS 50ML P/S
· FIX-A 21ML PED.DROPS
· FAMICLAV 70ML
· CLARICIN P/S 60ML
· LOGIBAC 60ML P/S
· RHINOZOL 0.05% 15ML
· RHINOZOL 0.1% 15ML
· A-PHENICOL EYE DROPS
· CIPRO-A EYE DROPS
· A-PHENICOL EYE DROP 5ML
· EYEMOX
· WINOP EYE DROPS 5ML
· CATNIL 5ML
· ALERCON 0.1% 5ML
· LEO .5% EYE DROPS 5ML
· STERON 5ML
· A-PHENICOL D EYE DROPS 5ML
· CIPRO-D 5ML
· AZOLIN PAED. 0.25%
· AZOLIN 0.05%
· ALERCON NASAL SPRAY
· FLUTICON NASAL SPRAY
· STERON-T EYE DROPS 5ML
· ALERCON DS 5ML
· EYEFEN 5ML EYE DROPS
· OPCOL 10ML EYE DROPS
· LOTEMYCIN 5ML
· BRINOP OPTHALMIC SUSP. 5ML
· EYEDEW 10ML
· GLYPEG EYE DROPS 10ML
· BRINDIN SUSP. 5ML
· EYETIN EYE DROPS 5ML
· HAPPYSOL NASAL DROPS 10ML
· EYEMOX-D EYE DROPS 5ML
· A-CLOX 250MG
· A-CLOX 500MG
· ACMECILIN 250MG
· ACMECILIN 500MG
· A-FENAC 3ML
· MOXILIN 250MG
· MOXILIN 500MG
· V-PLEX 2ML
· RANIDIN 2ML
· COMBIPEN 4LACS
· A-FENAC PLUS
· A-FLOX 250MG
· A-FLOX 500MG
· SEFRIL 500MG
· TRIZON-IV 250MG
· TRIZON-IV 500MG
· TRIZON-IV 1G
· TRIZON-IM 250MG
· TRIZON-IM 500MG
· TRIZON-IM 1G
· KETO-A
· TAXIM 1G
· TAXIM 250MG
· TAXIM 500MG
· SEFRIL 1G
· DOT
· NEROMIN 3ML
· TRIZON IV 2GM
· NALPHIN 10
· NALPHIN 20
· MB - 12
· WINOP 10MG
· WINOP 30MG
· TRIZIDIM 250MG
· TRIZIDIM 500MG
· TRIZIDIM 1GM
· TRACID
· TINIUM
· CIPRO-A 200 IV INFUSION
· DIROZYL 500 IV INFUSION
· DOLONIL 100MG
· [bookmark: _Toc14815566]WINOP 30MG (1 PC) INJECTION
There are many more products, those isn’t mentioned here due to limitation of information.
[bookmark: _Toc20232105]2.7 Corporate Social Responsibilities Activities

Corporate social responsibility is a business practices by the companies. The main purpose is to create a positive image on society while maximizing the shared value for the owners of the business and its all stakeholders. In this study it is important in a way that proves that ACME Laboratories is fulfilling their corporate social responsibilities and which also effects on their sales. 
ACME is firmly committed to provide support to the society the place they operate. ACME believes that their fantastic mind-set ought to make distinction in the community and society and they make investments a lot to make fantastic modifications in the society. They are working in unique areas like-
· Poverty reduction program
· Promoting education
· Creating awareness about healthcare. 
· Helping & organizing Sports and Other Events

Poverty Eradication
The ACME Laboratories ltd. has been working with natural and medicinal plants. The mission in the back of this has some objectives:
· To help the rural poor and ultra-poor peoples.
· Promoting organically grown herbs and meeting poor family’s necessities via using them as natural remedies for their major healthcare purposes.

Promoting Education
For promoting education, The ACME Laboratories Ltd. has donated to certain educational institutions, where it is necessary
Promoting Health Care Awareness
For generating beneﬁt to society and other public and non-proﬁt organizations, ACME has committed clinical offerings branch that generally holds various consciousness applications on various diseases in affiliation with applicable experts. The company also donates free drugs and aid for fitness camps run by the doctors’ community and other non-proﬁt organizations.
Patronizing Sports and Other Events
ACME has contributed many social activities, particularly in sports like Football, Cricket and Hokey nationwide.

[bookmark: _Toc20232106]2.8 Internship Experience

I have worked in the sales support service distribution department of the company. During the three month of internship my roles and responsibilities were-
Logistic Support responsibilities
· Filling up the necessary information from the field person’ visiting card, doctor’s pad and doctor’s visiting card requisition form. Afterwards filled up information is sent to procurement department for ordering and making the logistics. 
· If any logistic order is not placed or not delivered, querying at the procurement department and providing necessary details of the order.
· There are twenty-one sales centers of ACME in all over the country. Marinating all incoming documents from all sales center and distributing them according to the personnel who controls particular sales center.
· Dispatching documents according to sales center.

Sales forecast responsibilities
· Calculating total monthly cash, monthly cheque and one-time cash amount in order to insure corrective and proper work flow.
· Taking out the cheques from the accounts and finance department to sales support service department for distributing pay order to sales centers.
· Creating total amount of others bill which has been supported by the sales support service department.
· Creating a grand total figure of monthly cash and cheque amount.

Motorcycle and vehicle insurance maintenance
·  Cataloguing motor cycle insurance list according to sales center and delivering the list to my reporting personnel.
· Cataloguing all the field personnel’s insurance list to check every personnel has all the information is listed to the main database.
· Making vehicle repair quotation.
· Calculating all the vehicle fuel and toll bills from all sales centers.
· Adding new motorcycle insurance to the main insurance database.
· Preparing pre approval, post approval and requisition document for vehicle repairing.
· Entering data to database where the vehicle requisition by doctors is listed.

Employee recruitment, salary and allowance database maintenance 
· Entering field personnel or personnel data to the salary stop and salary exit list.
· Maintaining documents related with new filed person recruitment process.
· Filling up and processing the date expired medicine cost reduction application for the filed employee.
· Department to department documents handling.
· Calculating zone wise allowance for field person.
· Marinating a proper communication with my reporting head personnel if any problem occurs.










[bookmark: _Toc20232107]Chapter – 3
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[bookmark: _Toc20232109]Activities of Sales support service distribution


The ACME Laboratories is a ISO 9001:2015 certified Company. Which means it is maintain it’s all activities by following international standard provide by International Standards Organization.
The international standard that is known as the ISO 9001:2015 offers a list of requirements for a system that determines that an organization is capable to supply international-quality products and services consistently.
Creating, implementing and keeping the Quality Management Systems (QMS) is a necessary documentary requirement for any company. It formalizes the approaches and insurance policies that promote the first-rate of products and offerings that a corporation provides.

· The effectiveness and suitability of the satisfactory management system have to be consistently improved via the use of:
· Audit results
· Analysis of data
· Corrective and preventive actions
· Quality policy
· Quality objectives
· Management review
Companies are granted with ISO certificate for a duration of three years. During this three-year period, certification physique will lift out periodic surveillance audits to make certain that the system is persevering with to function satisfactorily.

All the activities of sales support and services of ACME laboratories are done through ISO 9001:2015 requirements and it is divided into five parts. They are –
· [bookmark: _Hlk17643134]All field employee management.
· Sales Management.
· Sales Performance management.
· Logistic Support.
· Transportation support.


[bookmark: _Toc20232110]All field employee management


Nowadays businesses across industries are facing complex challenges to maintain their field workers. Field Staff Management is crucial to businesses that need to keep track of their workforce, as well as a log of all the work done by their field employees.
Employee management can be explained as gaining, using & maintaining a satisfied workforce. It is one of the crucial parts of management concerned with the employees at work and with their relationship within the organization.
Personnel administration can be described as the organizing, planning, compensation, integration and renovation of people for contributing to organizational, person and societal goals.

Necessity of Personnel Management
· Personnel administration includes the function of employment, improvement and compensation- These features are carried out notably through the personnel management in session with other departments.
· Personnel administration is an extension to normal management. It is worried with merchandising and stimulating successful work force to make their fullest contribution to the concern.
· Employee administration is available to advocate and assist line managers on personnel issues. Therefore, the branch of workforce is the group of employee’s branches of an organization.
· Personnel management emphasizes movement as an alternative to long schedules, plans, working methods. The problems and grievances of human beings at work can be solved extra efficiently by means of intent personnel policies. It is based totally on human orientation. It tries to assist the employees to increase their achievable completely to the concern.
· It also motivates the employees through its fine incentive plans so that the employees furnish fullest co-operation.
· Personnel management offers with human sources of a concern. In context to human resources, it manages both individual as well as blue- collar workers.






[bookmark: _Toc20232111]How ACME laboratories are using it

Sales support service department is following field personnel employee management by these ways-
Field Employee join
Recruit and join of new filed personnel follow these formal steps-
· Firstly, the need of new field personnel is identified.
· Then field personnel requisition is made.
· In response to requisition, Human resource department issues a circular.
· Those who has given responses to the circular, among them specific number of candidates are sorted out.
· Then they have to sit for a written test to test their general knowledge, aptitude ability and which is total 25 marks test. Pass number is eight out of twenty-five.
· Exam passed candidates have to pass viva for training program.
· Before making a human resource to a company asset, thirty days of training is given to the all newly selected candidates for medical promotion officer.
·  Based on training result, selected employee is sent to the respective posting anywhere in Bangladesh according to sales center.
· For newly joined as entry level position, they had to pass a probation period to securing a permanent position in the company.
· Creating a new employee ID number for the respective personnel.

Field employee resignation/termination
Field personnel resignation can be happened in two ways-
· Self-resignation/ death
· Company forced resignation
Company force resignation causes-
· Not performing well continuously after giving training and proper warning.
· Not showing proper cause in show cause.
· Continuous bad report from supervisor.  
Those who have resigned from the company he or she will get 3 months of salary as company policy.
For those who is dead during his life time in company, his or her family will get ten lakh takas.
In terms of resignation, office circular is issued and collection of exit clearance from respective sales dep will be the end of formal process of resignation.

Termination from company can be happened for-
· Involving in crime.
· Using market money for personal use.
· Money filching. 
Furthermore, company will take legal action against these types of actions.
When a resignation or termination happens, from the sales service support center a salary stop is issued against the respective personnel.
Field employee TA/ DA allowance
When personnel become permanent employee, he or she gets TA/DA allowance and city allowance. Which travel allowance and dearness allowance. Travel allowance depends on the work filed distance. Dearness allowance depends on how high the living cost in a certain area as per company policy.


[bookmark: _Toc20232112]Strength
· Giving proper and standard training to the employee. 
[bookmark: _Toc20232113]Drawback
· Redundant work. Because human resource is doing quite the same work which is done here in sales support service department.

[bookmark: _Toc20232114]Potential Avenues to improve
· Process optimization is required doing office automation. 

[bookmark: _Toc20232115]Sales Management

Sales administration consists greater than monitoring the industrial organization and imparting guide for sales team. It involved with assisting improve the proper products, putting the proper charges and distributing to the proper places. In addition, it continues with a view of advertising, client carrier and different promoting efforts. 
Sales management also helps to take decisions of-

· Making and improving the development of products and services.
· Making distribution at a strategic level.
· Making better financial decisions.


[bookmark: _Toc20232116]How ACME laboratories are using it

Sales Target
A monthly target sales value is decided for each medical presentative officer. Not only medical officer is under target sales system- area manager, regional sales manager and deputy sales manager also has the sales target. 
Sales target depends on –
· Product wise target
· Current financial condition.
Product wise target –
“A” category product = “X” amount.
“B” category product = “X” amount.
“C” category product = “X” amount.

For illustration-
“A” category product
Dirozyl 60ml
Electro-k 100ml
Ferroglobin 200ml
Histalex 100ml
Naligram 50ml
Naligram 100ml

“B” category product
Oxecone-m 200ml
Salmolin 60ml
Thenglate 100ml
V-plex drop 15ml
Acme's milk of megnesia
V-plex syrup 100ml
V-plex syrup 200ml

“C” category product 
Fast 60ml
Don-a 30ml
Tulos 100ml
Ferroglobin 100ml
Tulos 200ml
Feziplex 100ml

Based on company’s financial condition, a national sales target is decided. Then the target is distributed part by part according to sales center to regional sale manager to area manager and finally to medical presentative officer.
After collecting money from the market, the total amount goes to sales depot. Sales depot sends them over to the company bank account,

Sales promotion
To generate sales, ACME laboratories mainly get it done via prescribing medicine of the company to the doctor through MPO. Doing so the sales generates.
Sometimes boosting the sales company give certain amount of commission to the doctor. Commission fee is based on the experience of the doctor and how many medicines he or will prescribe to patient. commissions can be in form of –
· MC (Monthly cash_
· MC (Monthly Cheque)
· OT (One-time cash)
· Other bills. (Carrying out other costs which helps to grow good relationship with doctor) 

Sometimes the given amount changes ore renewed for various reasons.

Sales forecast
An MIS (Management information system) is maintained every day sells to forecast and manage sales. 


[bookmark: _Toc20232117]Strength
· Focusing on business relationship.
· Using MIS (management information system) to keep an eye on the market daily.

[bookmark: _Toc20232118]Drawback
· Risk of too much cash out flow due to business relationship growth purpose.

[bookmark: _Toc20232119]Potential Avenues to improve
· Only the potential doctors to be selected.
· Creating a specific criterion for bearing costs for doctors to reduce less cash out flow.



[bookmark: _Toc20232120]Sales Performance management

The exercise of Sales Performance Management is futile without a firm perception of key "must-haves" for income and finance leaders—including visibility, correct forecasts, motivation. Such as-
1. Visibility
Sales Performance Management isn’t easy, and entails many exceptional departments and more than a few stakeholders inside a company. At the stop of the quarter, the closing element you choose to deal with is unforeseen, adverse results. 
The intention be to enable sales reps, managers, and executives to see sales progress in real-time. Specifically, reps need to be able to easily get entry to pertinent information to see how shut they are to making quota (and how a lot they’ll make when they get there). It has to also be handy for managers to see which group individuals may need assistance.
The solely way to make certain that entire income method is strolling as easily and efficiently as viable is to have visibility into worker performance. With elevated transparency, smarter, more strategic selections about the way that incent and control entire income process.
2. Accurate Sales Forecasts
A finance professional’s one of the main problems is inaccurate numbers. They have to make sure that precision of all of the company’s financial information and one of the most fundamental ways they do this is by forecasting compensation numbers. If they don’t have the equipment at hand to correct forecast, they may additionally find some not-so-nice surprises ready for them at the stop of the quarter—including cash-flow issues and neglected numbers.
To take manipulate of this aspect of Performance Management system, and avoid abruptly high incentive compensation expenses, organization must make certain that they usually close the books on time and without error.

3. Sales Team Motivation
An integral section of SPM is maintaining representatives feeling stimulated and stimulated throughout the whole quarter. However, it’s no longer individual to see motivation dwindle. Representatives can get distracted, wait until the cease of the quarter to try to close deals, or even get discouraged to the point of quitting altogether.
To extended visibility, being in a position to accurately estimate bonuses and tune development for the duration of the quarter will make certain representatives never lose interest of their goals while remaining motivated.
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Properly appraising sales performance brings an increase in sales generation of the company. 
Before making a human resource to a company asset, thirty days of training is given to the all newly selected candidates for medical promotion officer. Based on training result, selected employee is sent to the respective posting anywhere in Bangladesh according to sales center.
After that a monthly target sales value is decided for each medical presentative officer. Not only medical officer is under target sales system- area manager, regional sales manager and deputy sales manager also has the sales target. 
For newly joined as entry level position, they had to pass a probation period to securing a permanent position in the company. 
Based on their monthly performance, yearly the sales performance is managed in two ways. They are- 
Promotion
For prompting an employee from one rank to next rank, there is a pre analysis steps to be followed. Thy are-
Those who have better performance according to management, a panel of 10 to 15 selected employee will be created by management,
IQ test, competency test. key performance indicator test will be held for the selected personnel.
Results are sorted from highest t to lowest.
Then management selects necessary amount of personnel to promote them to the next immediate position.
As the promotion goes up salary basic amount goes up too. 
Promotion chains are-
· MPO i
· MPO ii
· MPO iii
· Area manager
· Regional sales Manager
· Deputy sales Manager
· Sales Manager
· General manager

Demotion
Demotion is a one way to motivate employee in negative way. Company demotes personnel for not meeting up target sales regular basis, breaking the company corporate rules, showing not enough interest in work.
For demotion, management don’t downgrade any rank. Simply the decrease the salary basic. For example-
An MPO get 30000-taka total salary and within it the basic salary is 60%, which means 18000 takas.
An area manager gets demoted and his salary is 50000 taka and his basic salary was 60% which means 30000 takas, after demotion he now gets 30% salary basic which means 15000-taka basic salary.
Now when it comes to a festive bonus, amount of a monthly salary basic is given as a bonus by company policy. Here the MPO is getting more bonus than the area manager because MPO is getting 18000-taka bonus and area manager is getting 15000-taka bonus as per their basic salary
  
[bookmark: _Toc20232122]Strength
· Appropriate promotion method is generating sales in the market.

[bookmark: _Toc20232123]Drawback
· Promotion, demotion is totally up to management, even if personnel is giving his or her utmost best, she may not be evaluated ta proper time. 
· Improper timing may cause employee turnover.

[bookmark: _Toc20232124]Potential Avenues to improve
· Proper attention from management is required to see whether –

· Someone who has multi-functional experience
· Someone who can prioritize work.
· A team player,



[bookmark: _Toc20232125]Logistic Support

Integrating a successful logistic service can help differentiate company from different corporations through supplying an aggressive edge. It presents a system or process to ensure that the patron receives his or her product/service in a greater environment friendly manner. If a company can furnish it’s merchandise faster and extra precisely than its rivals can, it is an immediately benefit.
Building magnificent patron relationships Business logistics offerings can help furnish products in an environment friendly manner. If having a best product and environment friendly transport system, it is going to build desirable patron relations. This is not solely going to benefit the organization in the temporary thru economic gain, but it would possibly also suggest extra enterprise in the future due to the fact of nourished consumer relations. Remember that presenting good, fantastic provider is going to be the excellent way to advertise a business and reason income to grow.
Generating a finished product Companies need to make completed products, this capability that companies want to be positive that there are ample raw materials reachable to do so. A commercial enterprise can't make pleasant products besides satisfactory goods. This permits agencies to maximize purchaser pride and live up to the supply and demand purposes.
Benefits inside the organization Having logistic services can ensure that the technique progresses effectively each time that a product is created. It is vital that inventory be manufactured, stored, transported, and tracked, all in a way that will advantage each of the departments of the organization. This will help the organization continue to be on track, due to the fact every department is aware of what it ought to be doing and what is expected.
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Logistic Support is only given to –
· Field and sales personnel
· Doctors and hospitals.



Mobile and mobile sim card
For keeping a continuous inter communication from sales personnel to sales personnel and keeping the information flow smoothly, mobile sim card and mobile is provided by sales support service department.

Field and sales personnel visiting Card

Visiting card for field and sales personnel plays some vital roles They are –
· To create existence of the company in the market 
· To create a communication bridge in future 
· To generate sales by enabling contact information.
· For creating a professional identity in the field.
Therefore, sale support service center gives a proper attention to this part to make sure nobody gets untouched from anybody in the field.
[bookmark: _Hlk17525865]For requisition of visiting card –
· Respective person has to fill up the visiting card requisition form with personal information details along with the company given personal ID number.
· A specimen of the visiting card should be attached to the requisition form.
· Then the form is approved by the area manager or regional sales manager.
· After that the requisition paper is sent to sales support service department.
· Sales support service department receives and keeps entry the requisition form by extracting user name, user ID, RSM ID, visiting card quantity and respective sales center.
· After wards this paper is sent to the procurement department,
· Procurement department receives it and entry the requisition into their database for making order to the company’s own printing press.
· After the order is completed, the visiting cards are sent to the respective sales depot.
· From the sales depot field or sales personnel can pick up their visiting cards. 

Doctor Prescription pad, prescription folder and visiting card
For requisition of doctor visiting card and prescription pad–
· Medical promotion officer has to fill up the visiting card or prescription pad or prescription folder requisition form with the doctor’s name along with the company given Doctors unique ID and existing ID.
· A specimen of the visiting card or prescription pad, folder should be attached to the requisition form.
· Then the form is approved by the area manager or regional sales manager.
· After that the requisition paper is sent to sales support service department.
· Sales support service department receives and keeps entry the requisition form by extracting user name, user ID, RSM ID, visiting card quantity and respective sales center.
· After wards this paper is sent to the procurement department,
· Procurement department receives it and entry the requisition into their database for making order to the company’s own printing press.
· After the order is completed, the visiting cards are sent to the respective sales depot.
· From the sales depot field or sales personnel can pick up their visiting cards or pad, folders and delivering to the respective doctor. 


[bookmark: _Toc20232127]Strength
· Creating sales generation via awareness.
· Creating good doctor to company business relationship. 

[bookmark: _Toc20232128]Drawback
· All the documentation is done manually hand written
· Very slow process.
· Sometimes many personnel don’t send the specimen along with the requisition form. As a result, the process gets delayed.
· Sometimes printing press don’t complete order in time.
· Priority wise print deliver almost impossible
· Sometimes due to late one person sends same requisition over and over again.
· Sometimes requested item quantity is too high that increases company’s marketing cost.

[bookmark: _Toc20232129]Potential Avenues to improve
· Need proper communication
· Need proper guidance to the medical promotion officer.
· Strong attention is required by the regional sales manager and area manager for approving valid requisition.

[bookmark: _Toc20232130]Transportation support

Transportation support is important working function of a manufacturer company. It mainly creates a bridge between the source to destination of the company. After manufacturing the product and distributing to certain sales point or center transportation plays a vital role. Without it whole market operation will be freeze. Not only after production, carrying the raw materials in the factory and warehouse transportation is being used. 
The range of facility provide by transportation system not only limited in production facility. To communicate with client and meeting the necessity of market communication from one side to another side requires transportation. Even company personnel have to secure deals to the very distance from the headquarter. The transportation support again comes forward to aid the process. Overall, it’s a link creator and distance reducer between every outdoor activities of the organization.
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Sales support service department provides the transportation facility for meeting three types of needs. They are –

Transportation vehicle for distribution.
Providing transportation vehicle for distributing products and inter communication documents handling sales depot to sales depot.

Transportation vehicle for Sales and field personnel
Providing mean of transportation for field employee to increase work efficiency and high rank order sales personnel. 

Transportation vehicle for doctors.
Vehicle requisition for yielding transportation facilities for the doctors. To deal with such purposes as – medical center visit, hospital visit, attending seminars, company visit, personal reasons etc.

All the end results from the activities of transportation support is being automated by Central Transport System in the Company.

Field employee & sales personnel vehicle requisition, repair & disposal
Transpiration support makes sure that field employee can achieve greater work efficiency by providing transportation mean such as – motor cycle. In addition, higher ranks sales personnel also get transportation facility.
Working field distance should not disrupt the company activities- it’s the main purpose of transportation support.

For making a requisition of a new car, some essential systematic steps are required to follow. They are-
· Firstly, appointed respective personnel’s information with very much details and requisition form is being sent to company’s managing director. 
· After evaluating all the information and aspects, managing director issues a proposed amount of capital expenditure.
· Then the capital expenditure is being sent to the accounts & finance department.
· After the bill is passed by accounts and finance department, the bill and requisition order is sent to procurement department.
· Procurement department purchases the vehicle and hands it over to the human resource department.
· Human resource department prepares the necessary documentation, vehicle registration.
· After doing all these, a central note (Office order) is issued.
· Then this office order comes to the sales support service department and the vehicle is hand over to the respective personnel.

For repairing a car-
· Firstly, a pre-approval form is generated by doing a quotation where preparing bills from three repairing shop along with mentioning vehicle problems. 
· Then the bill with least cost is selected with the respected repair shop and a post approval form is created.
· Finally, with a summary and vehicle, user information. A requisition form is created and should be approved by the respected office personnel. 

Disposal of car-
A car is not in a usable condition or in condition, that decision is made by Human resource department and Managing director.


Vehicle Ownership transfer

At the end of the working period at the company, the field and sales personnel return the vehicle to the company. If they want to take ownership of the appointed vehicles, they can do it y paying through installment to the company.   
If any personnel want to stop transfer the ownership of vehicle, these steps are being followed-
· Filling up the ownership transfer form with adding necessary documents
· Creating an internal form to create a formal process
· Approval from Human resource department head.


Field employee vehicle insurance
Every vehicle of the sales and field personnel is under vehicle insurance co ordinated by the company and supported by the pioneer insurance limited company. Every year insurance is renewed. For renewal of insurance these steps are followed-
· Creating a list by setting up and gathering all the vehicles and vehicle owner’s information.
· Sending the list to the accounts and finance department for verification.
· After verification, the list is sent to the insurance company.
· Insurance company prepares insurance papers and send it to the sales support service department. 



Vehicle bill approval
From the twenty-one sales center, all the vehicles in distribution are going from one place to another. In the mean time a lot of fuel and toll cost is being generated. They are procced by following these steps-
· All the bills are sent to the sells supports service department. 
· After checking and approving all the bill. They are sent to accounts and finance department for auditing. 
· After auditing, they are sent to the respective sales depot.
· Regional sales manager who is responsible for paying Vehicle bills and tolls, can now collect cash from the sales depot against those verified transportation bills and tolls.


[bookmark: _Toc20232132]Strength
· They are using Central transportation system software for automating all the activity results. So, in this way information access is gained with greater efficiency.
[bookmark: _Toc20232133]Drawback
· All the decimations and activities are being done manually.
[bookmark: _Toc20232134]Potential Avenues to improve
· Using office automation.


[bookmark: _Toc20232135]Conclusion

The ACME Laboratories Ltd is a very professional company and one of the leading pharmaceuticals company in our country. They are usually dedicated to their work and additionally responsible in serving the state with their fantastic drug treatment. Since they are ISO 9001:2015 certified company, they are maintaining their quality standard in both inside and outside of the organization. Inside the organization, every activity is being processed in a certain way that is helping them to overcoming any obstacle daily. One of the main things I have experienced that, every employee has intention to help nature very much. Inside the sales support services department the corporate culture is integrated in a way that everyone is alternative of each other. As a result, service activity never stops in each particular section of the department. Though there are some issues, resolving them in an effective way will create more impactful result in the company. 
 The ACME Laboratories Ltd is a place where an intern can learn a lot of things to start their career in the corporate world. My experience was really good here. The most important thing that I have learned here is coping up with work pressure within time management.
Overall, the experience was very good and useful for me. The things that I have discovered from right here will help me in the future. I have learned a lot from right here and very much grateful to the organization.
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