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Executive Summery
The Linde Group is a world-leading supplier of industrial, process and specialty gasses and is one of the most profitable engineering companies. Linde’s products and services can be found in nearly every industry, in more than 100 countries. The strategy of The Linde Group is geared towards long-term profitable growth and focuses on the expansion of its international business with forward-looking products and services. In March 2006, the Linde Group made a proposal to acquire BOC Group based on a £16 per share all-cash offer, valuing the company at £8.2bn (US$14.4bn; €12bn), was accepted and the takeover was completed on 5 September 2006. After nearly a century of intermittent courtship, BOC became a part of Linde. So the BOC Bangladesh Limited started working as Linde Bangladesh in our country.
I have apportioned this report into six major chapters. The first chapter of this report deals with the significance and background of the study. The second chapter describes the history, their management, values, standards, vision, mission, product offerings, SWOT analysis, assumptions for opportunities, global recognitions ‘and competitors’ analysis along with the comparison of their sales performance. The next chapter gives the objectives, methodology of the study and the limitations of the studies. Later on, in the fourth chapter there is a brief description of the findings and analysis of my internship experience at Linde Bangladesh. It gives a clear view of the strategies they had made to manage their clients and about the overall responsibilities I had and experiences I got while doing my internship in the marketing and sales department of Linde Bangladesh. Lastly, I have also added some recommendations based on my observations during my internship period at Linde Bangladesh in the last chapter.
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3. Introduction
[bookmark: _Toc524398441]1.1 Topic in hand
As an organization grows and a program is presented with new challenges, change is certain. A partner should be committed to tackling these demands with customers. Collaborate with organization’s strategic Client Relationship Management team. This team focuses on ensuring that customer’s needs are proactively addressed to ensure long-term program success. Strategic support is provided by Client Relationship Managers who work closely with our clients throughout the country as well as in regions throughout the globe. Our Client Relationship Managers are seasoned and experienced professionals, and many bring hands-on experience from enterprises where they personally ran extended workforce programs. These industry experts provide with a single point of contact to Beeline from a strategic and partnership perspective, and are responsible for coordination and execution of deliverables by the rest of the Beeline organization. One can feel confident knowing that your organization will have regular, executive-level reviews of your program with the Client Relationship Management team. This ensures that your needs are supported and addressed, and that customers are informed and aware of organization’s continuous technology development. Its goal is to help you enhance your program and keep up with the ever-changing needs of the business. Client Relationship Manager is a trusted partner and advisor, and is there to ensure that one experience a relationship that is proactive, efficient, and professional.








[bookmark: _Toc524398442]1.2 context of the study
Linde Bangladesh Limited is one of the biggest industrial gas procedure Company in Bangladesh and all over the world. who has been serving in Bangladesh and outside of the country to develop the country’s economy. Currently more than 35000 customers from a wide spectrum of industries running from chemicals and petrochemicals to steel. Their team of around 400 trained, motivated and professional members manages 24 hour operations at three major locations across the country to support their customers.
This report is about the ‘Strategic Client Management of Linde Bangladesh Limited’. Remember the old adage “The Client King”, they are the reason for which the businesses remain in existence. This business world is dynamic and it is very aggressive and highly competitive to operate. Thus these clients are the ultimate sophisticated buyers of the businesses and they also have a very high expectations and demand towards this business world. So this is very important to know your clients in a better way so that there left a less chance that your clients look elsewhere as there are thousands of alternatives available.
Types of Client Relationship Management (CRM); There are 4 types of CRM implemented overall the business. There are Strategic CRM, operational CRM, Analytical CRM, and Collaborative CRM.
Among them in this report the focus is on strategic client management, basically strategic client management is use to development a business with customer centric culture. This culture is dedicated to winning and keeping customers by creating and delivering better value than the competitors.
This report will show ta clear and well communicated company strategic plans which encompasses the strategic client management of Linde Bangladesh. Since the client management should be the number one business development management, thus it is important to align all the business development activities to looking after all the clients.



4. [bookmark: _Toc524398443]Company Background and Industry Perspective
[bookmark: _Toc524398444]2.1 Company background
In the 2017 financial year, The Linde Group generated revenue of EUR 17.113 bn, making it one of the leading gases and engineering companies in the world, with approximately 58,000 employees working in more than 100 countries worldwide.
The strategy of The Linde Group is geared towards long-term profitable growth and focuses on the expansion of its international business with forward-looking products and services.
[image: C:\Users\sadbee\Desktop\l_20150714_25603_tcm391-169328.jpg][image: C:\Users\sadbee\Desktop\l_20150730_93491_301_tcm391-170507.jpg] [image: C:\Users\sadbee\Desktop\Flasker_og_skyer_lille_flat_75646_tcm391-429972.jpg] [image: C:\Users\sadbee\Desktop\s_20150901_95268_1144_tcm17-173236.jpg]

Industrial Gases
Your supplier of industrial gases, application solutions, hardware and services 
The Linde Gases Division produces and distributes the atmospheric gases oxygen, nitrogen and argon, all of which are manufactured in our own air separation plants.
Our product portfolio also ranges from hydrogen, acetylene, carbon monoxide and carbon dioxide, to shielding gases for welding applications, noble gases and high-purity specialty gases.
We also develop and distribute procedures and systems for gas applications all over the world in several technological application centers.
In addition, we provide our customers with comprehensive support services, technical equipment and safety products.
Visit the Linde Industrial Gases international website

Healthcare
Your partner from hospital to home
Linde Healthcare is a global leader specializing along an integrated respiratory care path. It combines pharmaceutical gases, medical devices, services and clinical care into solutions with the patient in mind. Its products and services make a difference in the lives of its patients and to its healthcare partners in the care continuum from hospital to home. Linde Healthcare is a global business unit of The Linde Group and present in over 60 countries.

Engineering Division
The Engineering Division is a leading technology partner for plant engineering and construction worldwide. Our global success is built on our extensive process engineering expertise in the planning, project development and construction of turnkey industrial plants.
We focus on promising market segments such as plants for the production of hydrogen and synthesis gas, oxygen and olefins as well as plants for natural gas treatment.
Process plants are some of the largest and most sophisticated building structures ever built by mankind. Only a select few contractors are capable of designing and constructing them.
With more than 1,000 process engineering patents and 4,000 completed plant projects, Linde ranks among the leading international plant contractors. Customers all around the globe trust Linde's unparalleled reliability, efficiency and competence in project scheduling.


Other Activities
Other Activities comprises the operations of logistics services company Gist. Gist specializes in the distribution of chilled food and beverages, and operates principally in the United Kingdom and in Ireland. 
Due to the plans to sell Gist, the business has been reported as a discontinued operation in the Annual Report 2017.

Corporate History
 The Linde Group has a history of over 130 years built on a heritage of innovation with a strong focus on technology. The company’s founder, Carl von Linde, invented refrigeration technology and pioneered a process of air separation. Today, we are a global market leader in gases and engineering solutions.
Our bequest in Bangladesh
Linde Bangladesh Limited, a member of the Linde Group, has been contributing towards the development of the nation as a silent partner. A strong in–built culture with work values reinforced and developed Linde Bangladesh over the years which are reflected in the performance of its employees for more than 50 years with continuous expansion in operations and business.
We sell our products to more than 35000 customers from a wide spectrum of industries running from chemicals and petrochemicals to steel. Our team of around 400 trained, motivated and professional members manages 24 hour operations at three major locations across the country to support our customers.
In Linde Bangladesh Limited we are committed to the quality of our product & services. Our motto is to ensure optimum conditions in health, safety and the environment for employees, customers and stakeholders.








Linde milestones at a glance
	1958
	    
	Pakistan Oxygen Limited.

	1971
	
	Renamed as to Bangladesh Oxygen Limited (BOL).

	1973
	
	Incorporated in the joint stock companies and received government approval as the first full-fledged “Company” of the newly formed country.

	1976
	
	First CO2 plant was introduced.

	1979
	
	Welding Training Centre started its journey

	1995
	
	The company changed its name from “Bangladesh Oxygen Limited” to “BOC Bangladesh Limited”.

	1997
	
	Rupgonj ASU Plant was commissioned.

	1999
	
	Shitalpur plant was bought over with 20TPD production facility.

	2000
	
	ASPEN and LPG Bottling plant was commissioned.

	2004
	
	Moved into newly built Corporate Office.

	2006
	
	Acquisitioned by the Linde Group.

	2010
	
	Achieved BDT 100 Crore Profit.










Linde Bangladesh Management
Linde Bangladesh Limited (Formerly BOC Bangladesh Limited) is led by Mohsin Uddin Ahmed, the Country Head and Managing Director of the company.
The Board of Directors shoulders the responsibility of company’s welfare and shareholders’ interests.
Board of Directors
	Ayub Quadri
	Chairman

	Mohsin Uddin Ahmed
	Country Head & Managing Director

	Moloy Banerjee
	Director

	Desiree Bacher
	Director

	Kazi Sanaul Hoq
	Director

	Parveen Mahmud
	Independent Director

	Waliur Rahman Bhuiyan, OBE
	Independent Director

	Indranil Bagchi
	Director



· Vision
The Linde Group’s vision is to be the world’s leading global gases and engineering group admired for our people, who create innovative solutions that make a difference to the world.
Values and standards
Values and principles, which are set out in the Linde Spirit, form the basis of the way we do business. The four key corporate values describe how we achieve our goals. The four fundamental principles define issues of key importance in this context – both inside and outside the company.




· Values
	Empowering people
	People are given the space to contribute and grow.

	Innovating for customer
	We relentlessly pursue new ways to add value to external customers.

	Thriving through diversity
	Diversity results in enriched collaboration and enhanced solutions.

	Passion to excel
	We have the commitment and drive to pursue ever higher standards of excellence and we celebrate success.



· Principles
	Safety
	The Linde Group will avoid to harm people and society.

	Integrity
	Our actions are honest, fair and ethical.

	Sustainability
	We are focused on today's success, but accept our responsibility for future generations.

	Respect
	Every human being deserves to be treated with respect.
















· Key issues
Linde regularly reviews which sustainability topics are of particular relevance to the business activities of the Group. In the process, a variety of sources are considered, including: 

· Surveys among employees and customers
· Internal workshops with specialists and strategy experts
· Input from interdisciplinary working groups
· Insights from Group Risk Management on environmental and social risks
· Insights from stakeholder dialogues (e.g. enquiries, investor talks, projects with customers, specialist conferences, working groups in associations and sustainability networks)
· Guidelines on international standards and recommendations on sustainability management and sustainability reporting
· Analysis of sustainability issues in traditional and social media
· Feedback from the Linde Integrity Line 

· Corporate Responsibility Policy
Linde Groups’ corporate responsibility policy builds on the values and principles set down in the Linde Spirit. It outlines the sense of responsibility to the stakeholders, such as business partners, employees and society. It also addresses the commitment to protecting natural resources. Linde supports education, training and innovations of students, they have a strong commitment towards the healthcare industry.

· SHEQ
SHEQ (Safety, Health, Environment, and Quality) policy frames and inspires the
continuous improvement of the activities in the areas of environmental protection, occupational
health, safety and product quality. Together, these guidelines create an umbrella framework that
guides the actions of all Linde employees and divisions across the globe.


Products & Services
The Linde Group is a world-leading supplier of industrial, process and specialty gasses and is one of the most profitable engineering companies. Linde products and services can be found in nearly every industry, in more than 100 countries.
	Industrial Gases
	Welding gasses & equipment
	Medical gasses & equipment

	· Compressed oxygen
· Liquid oxygen
· Compressed nitrogen
· Liquid nitrogen
· Dissolved acetylene
· Carbon dioxide
· Dry ice
· Argon
· Lamp gases
· LPG
· Refrigerant gases
· Hydrogen
· Fire suppression system
· Compressed helium
· Helium
· Sulphur hexafluoride
· Sulphur dioxide
· Special gasses and gas mixtures
· Other gasses on request
	· Mild steel electrodes
· Low hydrogen/low alloy electrodes
· Cast iron electrodes
· Hard surfacing electrodes
· Stainless steel electrodes
· Arc welding equipment and accessories
· Gas welding rod & flux
· Gas welding and cutting equipment and accessories
· MIG welding equipment and accessories
· TIG welding equipment and accessories
· Plasma cutting equipment and accessories
· Welding training and services
· Welding testing and services
	· Medical oxygen liquid
· Medical oxygen compressed
· Nitrous oxide
· Medical gases cylinder
· Anesthesia machines
· Anesthesia ventilators
· ICU/CCU monitoring system
· ICU/CCU ventilators
· Pulse oximeter
· Infant warmer
· OT table
· OT light
· Autoclave
· Gynecological tables
· Humidifier
· Oxygen concentrator
· Other medical equipment on request






 Products and Services of Linde Bangladesh






[bookmark: _Toc524398445]2.2 Industry Perspective
Linde Bangladesh is a pioneer multinational company in the gasses business. The company is currently capable of producing 80 tons of liquid ASU gasses per day and 23,100 MT of Welding Electrodes per year. STP strategy of Linde Bangladesh is very well managed. They have targeted the chemical, industrial, power plant, manufacturing, hospitals, mills, scrap cutters, welders, and pipe line purging etc. sectors of our country. They have not left a single industry in which they could have performed. This is a very effective strategy to diversify their customer base. They sell our products to more than 35000 customers from a wide spectrum of industries running from chemicals and petrochemicals to steel. Our team of around 400 trained, motivated and professional members manages 24 hour operations at three major locations across the country to support our customers. Their sales team continuously looks for new opportunities to get a new contract where Linde can serve. Because of huge customer demand and limited production sometimes Linde can serve only a few of its customers. Because Linde has the demand and also the ability to increase its production capacity, if they can increase supply it will help them to serve their total targeted customers in future. With their innovative and qualified employees, they can even experiment with their products and target different industries too. Their positioning strategy has helped them to create a reputation in the industry which still provides them a competitive advantage for which they can provide a greater customer service to their customer and Linde has such an image because of its quality and safety that people are willing to buy from them even though their price is higher than that of competitors. It is obvious by the content of the report that Linde Bangladesh has not done much of promotion which can lead them into trouble in future. So despite this fact, the other initiatives taken by Linde Bangladesh for managing their customer are remarkable. In Linde Bangladesh Limited they are committed to the quality of our product & services. Our motto is to ensure optimum conditions in health, safety and the environment for employees, customers and stakeholders.




The territory snapshot and segment overview of Linde in Bangladesh;
[image: ]
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This table and the graph shows the targeted plan for sales and the actual sales of the YTD June 2017,2016 and also the gap between plan and actual volume of sales and also the variance between these two years.
Liquid Oxygen:
As you see, the actual plan for liquid oxygen for the year 2017 was 1,731.91 M3 in volume and 43,266.65 BDT in value. But the actual sales in volume was 1,395.65 M3 and 35,880.34 BDT in value. So the variance between plan and actual sales was (19%) in volume and (17%) in value.
The actual sales of liquid oxygen in 2016 was 1,200.04 M3 in volume and 31,070.92 BDT in value. So the variance between plan and actual sales was 14% in volume and 13% in value.



Liquid Nitrogen:
 The actual plan for liquid nitrogen for the year 2017 was 573.39 M3 in volume and 26,143.90 BDT in value. But the actual sales in volume was 773.18 M3 and 34,128.43 BDT in value. So the variance between plan and actual sales was 35% in volume and 31% in value.
The actual sales of liquid oxygen in 2016 was 539.34 M3 in volume and 25,951.41 BDT in value. So the variance between plan and actual sales was 30% in volume and 24% in value.

Liquid Argon:
The actual plan for liquid argon for the year 2017 was 238.21 M3 in volume and 27393.86 BDT in value. But the actual sales in volume was 199.60 M3 and 26777.86 BDT in value. So the variance between plan and actual sales was (16%) in volume and (2%) in value.
The actual sales of liquid oxygen in 2016 was 207.63 M3 in volume and 39722.26 BDT in value. So the variance between plan and actual sales was (4%) in volume and (48%) in value.

CO2 Liquid:
The actual plan for liquid argon for the year 2017 was 2,102.17 M3 in volume and 61,404.34 BDT in value. But the actual sales in volume was 1463.84 M3 and 44,226.28 BDT in value. So the variance between plan and actual sales was (30%) in volume and (28%) in value.
The actual sales of liquid oxygen in 2016 was 1302.90 M3 in volume and 32,770.95 BDT in value. So the variance between plan and actual sales was 11% in volume and 26% in value.

[image: ]
This table shows the actual planning and the actual achieved target in 2017 only.

Liquid Oxygen:
The actual planning for sales of liquid oxygen in 2017 was set 3,475.52 in volume and 86,825.81 BDT in value. But the actual sales were 1,395.65 M3 in volume and 35,880.34 BDT in value, so the variance between plan and actual sales was (8%) in volume and (1%) in value.
Liquid Nitrogen:
The actual planning for sales of liquid oxygen in 2017 was set 1,150.66 in volume and 52,464.46 BDT in value. But the actual sales were 773.18 M3 in volume and 34,128.43 BDT in value, so the variance between plan and actual sales was 28% in volume and 26% in value.
Liquid Argon:
The actual planning for sales of liquid oxygen in 2017 was set 478.02 M3 in volume and 54,972.81 BDT in value. But the actual sales were 1990.60 M3 in volume and 26,777.86 BDT in value, so the variance between plan and actual sales was (26%) in volume and (13%) in value.

CO2 Liquid:
The actual planning for sales of liquid oxygen in 2017 was set 4234.73 in volume and 123,704.86 BDT in value. But the actual sales were 1,463.84 M3 in volume and 44,226.28 BDT in value, so the variance between plan and actual sales was (27%) in volume and (23%) in value.

Global Recognition for Sustainability 
The capital market increasingly assesses how responsibly companies do business with investments that also reflect sustainability criteria (socially responsible investment, SRI). Linde is represented in a number of SRI funds, indices and rankings. Some selected ratings and rankings are presented here.
	
	

	[image: https://www.the-linde-group.com/internet.global.thelindegroup.global/en/images/DJSI_Member_Logo_223px14_100069.jpg?v=4.0]
	Dow Jones Sustainanility Index
In September 2017, Linde was again listed in the global Dow Jones Sustainability Index (DJSI World).

	[image: https://www.the-linde-group.com/internet.global.thelindegroup.global/en/images/%5B133x107%5DFTSE4Good14_394785.jpg?v=2.0]
	FTSE4Good Index Series
Linde is a component of the FTSE4Good Index Series, an equity index series honoring companies meeting globally recognized corporate responsibility standards.

	[image: https://www.the-linde-group.com/internet.global.thelindegroup.global/en/images/Ratings_Rankings_CDP14_100072.jpg?v=2.0]
	CDP
Linde has achieved an A- score in CDP's climate rating and a B score in its water rating.

	[image: https://www.the-linde-group.com/internet.global.thelindegroup.global/en/images/Ratings_Rankings_Prime14_100075.jpg?v=2.0]
	Oekom research
Oekom research has given Linde AG an overall B- rating (Prime status).

	[image: https://www.the-linde-group.com/internet.global.thelindegroup.global/en/images/STOXX_Logo_ELI_RGB14_175623.jpg?v=4.0]  
	STOXX Global ESG Leaders Indices
Linde is represented in the EURO STOXX Sustainability Top 40, representing the largest sustainability leaders in the Eurozone, and the STOXX Global ESG Leaders Indices – a series of equity indices covering environmental, social and governance aspects.

	[image: https://www.the-linde-group.com/internet.global.thelindegroup.global/en/images/Ethibel_214_175695.jpg?v=4.0]  
	Ethibel EXCELLENCE
Linde has been reconfirmed as a constituent of the Ethibel Sustainability Index (ESI) Excellence Europe since 03/03/2018.

	
[image: https://www.the-linde-group.com/internet.global.thelindegroup.global/en/images/Ratings_Ranking_Global_Challenges14_100080.jpg?v=2.0]



	Global Challenges Index
Linde is a member of the Global Challenges Index. The index contains 50 stocks of global companies, as well as small and medium-sized enterprises, that promote sustainable development through their product and service range.










[bookmark: _Toc524398446]2.3 Competitor Analysis
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Liquid Argon – 5,000 Liters/Month in SKB by Bin Habib, 6,000 Liters/Month in Meghna Alloytech by MAMICO. SKB has also installed a 1976-liter Argon Mega Cylinder recently. RFL bike started taking argon from KMC KMC again. We have recently lost 25,000-liter monthly uptake from SKB & RFL bike.
Liquid Carbon-di-Oxide – Pran Dairy (24 MT/Day) and Akij (24 MT/Day) have capability and tendency to sell surplus LCO to the customers in competitive market, if we fail to retain existing and grab potential customers. Already New Juthi, Hashem Foods, BD Thai Foods & Prime Pushti moved to Pran. But other than New Juthi, all are managed to be converted to Linde again.

Liquid Nitrogen – So far no major Liquid competitor except captive plant of Beximco, who sells surplus LIN to BRAC and other Livestock customers in Dewar (Portable Cryogenic Containers). When Spectra Oxygen will start their 65 TPD ASU plant they will compete for our major livestock customer SLDP, whose avg. monthly uptake is 65 KL/Month. They may try to sell LIN to other customers also. American Dairy moved to Beximco but we managed to get it back again in February 2017.

Liquid Oxygen – Major competitor will be Spectra Oxygen, who is installing 65 TPD ASU Plant very shortly. Although their major targets are healthcare customers, but they will surely make impact on industrial customers whose factories are nearby Spectra plant like Buildtrade, Sarker Steel etc.






[image: ]
This table describes the sales unit of Linde Bangladesh and Other competitors.
Product Name: Oxygen- Linde Bangladesh’s sales unit was 110600 where other competitor’s total sales unit was 471600. So there is a huge scope for potential new clients.
Product Name: DA- - Linde Bangladesh’s sales unit was 24150 where other competitor’s total sales unit was only 14303.
Product Name: Nitrogen- Linde Bangladesh’s sales unit was 16400 where other competitor’s total sales unit was only 2580.
Product Name: Argon- Linde Bangladesh’s sales unit was only 8125 where other competitor’s total sales unit was 14305. So there is a huge scope for potential new clients.
Product Name: CO2- Linde Bangladesh’s sales unit was 29230 where other competitor’s total sales unit was only 15300.
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Country Competition
Dhaka
Product Name: Oxygen
Area: Cantonment- Linde Bangladesh’s sales unit in cantonment is 250 m3 where the other companies like Diamond, Union, AKM, Balahuddir have sales 300 m3 each. And the price per unit Linde Bangladesh charges 42 taka with a higher plant capacity which is 80 tons per day or tpd whereas other competitors’ charges 10 taka less than Linde Bangladesh which is 30 taka and plant capacity is respectably Diamond 46, Union 10, AKM 26 and Balahuddir 5 tpd with delivery service.
Area: Gulshan- Linde Bangladesh’s sales unit in gulshan is 1500 m3 where the other companies like Diamond, Union, AKM, Balahuddir have sales 500 m3 each. And the price per unit Linde Bangladesh charges 42 taka with a higher plant capacity which is 80 tons per day or tpd whereas other competitors’ charges 10 taka less than Linde Bangladesh which is 30 taka and plant capacity is respectably Diamond 46, Union 10, AKM 26 and Balahuddir 5 tpd with delivery service.
Area: Tejgaon- Linde Bangladesh’s sales unit in tejgaon is 5000 m3 where the other companies like Diamond, Union, AKM, Balahuddir have sales respectably 500,500,400,1000 m3 each. And the price per unit Linde Bangladesh charges 42 taka with a higher plant capacity which is 80 tons per day or tpd whereas other competitors’ charges 10 taka less than Linde Bangladesh which is 30 taka and plant capacity is respectably Diamond 46, Union 10, AKM 26 and Balahuddir 5 tpd with delivery service.
Area: Mirpur- Linde Bangladesh’s sales unit in mirpur is 2000 m3 where the other companies like Diamond, Union, AKM, Balahuddir have sales respectably 500,400,500,500 m3 each. And the price per unit Linde Bangladesh charges 42 taka with a higher plant capacity which is 80 tons per day or tpd whereas other competitors’ charges 10 taka less than Linde Bangladesh which is 30 taka and plant capacity is respectably Diamond 46, Union 10, AKM 26 and Balahuddir 5 tpd with delivery service.

Area: Ramna- Linde Bangladesh’s sales unit in ramna is 500 m3 where the other companies like Diamond, Union, AKM, Balahuddir have sales respectably 500,600,400,500 m3 each. And the price per unit Linde Bangladesh charges 42 taka with a higher plant capacity which is 80 tons per day or tpd whereas other competitors’ charges 10 taka less than Linde Bangladesh which is 30 taka and plant capacity is respectably Diamond 46, Union 10, AKM 26 and Balahuddir 5 tpd with delivery service.
Area: Uttara- Linde Bangladesh’s sales unit in uttara is 1500 m3 where the other companies like Diamond, Union, AKM, Balahuddir have sales 500,600,500,1500 m3 each. And the price per unit Linde Bangladesh charges 42 taka with a higher plant capacity which is 80 tons per day or tpd whereas other competitors’ charges 10 taka less than Linde Bangladesh which is 30 taka and plant capacity is respectably Diamond 46, Union 10, AKM 26 and Balahuddir 5 tpd with delivery service.
Area: Savar- Linde Bangladesh’s sales unit in savar is 5000 m3 where the other companies like Diamond, Union, AKM, Balahuddir have sales 700,500,800,700 m3 each. And the price per unit Linde Bangladesh charges 42 taka with a higher plant capacity which is 80 tons per day or tpd whereas other competitors’ charges 10 taka less than Linde Bangladesh which is 30 taka and plant capacity is respectably Diamond 46, Union 10, AKM 26 and Balahuddir 5 tpd with delivery service.
Area: Gazipur Sadar- Linde Bangladesh’s sales unit in gazipur is 1500 m3 where the other companies like Diamond, Union, AKM, Balahuddir have sales 600 m3 each. And the price per unit Linde Bangladesh charges 42 taka with a higher plant capacity which is 80 tons per day or tpd whereas other competitors’ charges 10 taka less than Linde Bangladesh which is 30 taka and plant capacity is respectably Diamond 46, Union 10, AKM 26 and Balahuddir 5 tpd with delivery service.
Area: Tongi- Linde Bangladesh’s sales unit in tongi is 8500 m3 where the other companies like Diamond, Union, AKM, Balahuddir have sales 500 m3 each. And the price per unit Linde Bangladesh charges 42 taka with a higher plant capacity which is 80 tons per day or tpd whereas other competitors’ charges 10 taka less than Linde Bangladesh which is 30 taka and plant capacity is respectably Diamond 46, Union 10, AKM 26 and Balahuddir 5 tpd with delivery service.
Area: Kaliganj- Linde Bangladesh’s sales unit in kaliganj is 500 m3 where the other companies like Diamond, Union, AKM, Balahuddir have sales 450 m3 each. And the price per unit Linde Bangladesh charges 42 taka whereas other competitors’ charges 10 taka less than Linde Bangladesh which is 30 taka and plant capacity is respectably Diamond 46, Union 10, AKM 26 and Balahuddir 5 tpd with delivery service.
Area: kapasia- Linde Bangladesh’s sales unit in kapasia is 500 m3 where the other companies like Diamond, Union, AKM, Balahuddir have sales 450 m3 each. And the price per unit Linde Bangladesh charges 42 taka with a higher plant capacity which is 80 tons per day or tpd whereas other competitors’ charges 10 taka less than Linde Bangladesh which is 30 taka and plant capacity is respectably Diamond 46, Union 10, AKM 26 and Balahuddir 5 tpd with delivery service.
Area: Sreepur- Linde Bangladesh’s sales unit in sreepur is 1500 m3 where the other companies like Diamond, Union, AKM, Balahuddir have sales 500 m3 each. And the price per unit Linde Bangladesh charges 42 taka with a higher plant capacity which is 80 tons per day or tpd whereas other competitors’ charges 10 taka less than Linde Bangladesh which is 30 taka and plant capacity is respectably Diamond 46, Union 10, AKM 26 and Balahuddir 5 tpd with delivery service.
Area: Kaliakoir- Linde Bangladesh’s sales unit in kaliakoir is 1500 m3 where the other companies like Diamond, Union, AKM, Balahuddir have sales respectably 1000,350,1500,500 m3 each. And the price per unit Linde Bangladesh charges 42 taka with a higher plant capacity which is 80 tons per day or tpd whereas other competitors’ charges 10 taka less than Linde Bangladesh which is 30 taka and plant capacity is respectably Diamond 46, Union 10, AKM 26 and Balahuddir 5 tpd with delivery service.
Area: Tangail- Linde Bangladesh’s sales unit in tangail is 500 m3 where the other companies like Diamond, Union, AKM, Balahuddir have sales respectably 1500,1000,350,500 m3 each. And the price per unit Linde Bangladesh charges 42 taka with a higher plant capacity which is 80 tons per day or tpd whereas other competitors’ charges 10 taka less than Linde Bangladesh which is 30 taka and plant capacity is respectably Diamond 46, Union 10, AKM 26 and Balahuddir 5 tpd with delivery service.
Product Name:  Dissolved acetylene (DA)
Dhaka
Area: Cantonment- Linde Bangladesh’s sales unit in cantonment is 250 m3 where the other companies like Diamond, Islam, BIGL have sales respectably 100,150,0 m3 each. And the price per unit Linde Bangladesh charges 720 taka with a higher plant capacity which is 70 tons per day or tpd whereas other competitors’ charges 70 taka less than Linde Bangladesh which is respectably 650,670,660 taka and plant capacity is respectably Diamond 40, Islam 40 and BIGL 30 tpd with delivery service.
Area: Gulshan- Linde Bangladesh’s sales unit in gulshan is 300 m3 where the other companies like Diamond, Islam, BIGL have sales respectably 105,0,0 m3 each. And the price per unit Linde Bangladesh charges 720 taka with a higher plant capacity which is 70 tons per day or tpd whereas other competitors’ charges 70 taka less than Linde Bangladesh which is respectably 650,670,660 taka and plant capacity is respectably Diamond 40, Islam 40 and BIGL 30 tpd with delivery service.
Area: Tejgaon- Linde Bangladesh’s sales unit in tejgaon is 1000 m3 where the other companies like Diamond, Islam, BIGL have sales respectably 100,150,0 m3 each. And the price per unit Linde Bangladesh charges 720 taka with a higher plant capacity which is 70 tons per day or tpd whereas other competitors’ charges 70 taka less than Linde Bangladesh which is respectably 650,670,660 taka and plant capacity is respectably Diamond 40, Islam 40 and BIGL 30 tpd with delivery service.
Area: Mirpur- Linde Bangladesh’s sales unit in mirpur is 500 m3 where the other companies like Diamond, Islam, BIGL have sales respectably 100,50,0 m3 each. And the price per unit Linde Bangladesh charges 720 taka with a higher plant capacity which is 70 tons per day or tpd whereas other competitors’ charges 70 taka less than Linde Bangladesh which is respectably 650,670,660 taka and plant capacity is respectably Diamond 40, Islam 40 and BIGL 30 tpd with delivery service.

Area: Ramna- Linde Bangladesh’s sales unit in ramna is 250 m3 where the other companies like Diamond, Islam, BIGL have sales respectably 100,150,0 m3 each. And the price per unit Linde Bangladesh charges 720 taka with a higher plant capacity which is 70 tons per day or tpd whereas other competitors’ charges 70 taka less than Linde Bangladesh which is respectably 650,670,660 taka and plant capacity is respectably Diamond 40, Islam 40 and BIGL 30 tpd with delivery service.
Area: Uttara- Linde Bangladesh’s sales unit in uttara is 150 m3 where the other companies like Diamond, Islam, BIGL have sales respectably 50,50,0 m3 each. And the price per unit Linde Bangladesh charges 720 taka with a higher plant capacity which is 70 tons per day or tpd whereas other competitors’ charges 70 taka less than Linde Bangladesh which is respectably 650,670,660 taka and plant capacity is respectably Diamond 40, Islam 40 and BIGL 30 tpd with delivery service.
Area: Savar- Linde Bangladesh’s sales unit in savar is 500 m3 where the other companies like Diamond, Islam, BIGL have sales respectably 100,0,0 m3 each. And the price per unit Linde Bangladesh charges 720 taka with a higher plant capacity which is 70 tons per day or tpd whereas other competitors’ charges 70 taka less than Linde Bangladesh which is respectably 650,670,660 taka and plant capacity is respectably Diamond 40, Islam 40 and BIGL 30 tpd with delivery service.
 
Area: Gazipur Sadar- Linde Bangladesh’s sales unit in gazipur sadar is 500 m3 where the other companies like Diamond, Islam, BIGL have sales respectably 100,150,150 m3 each. And the price per unit Linde Bangladesh charges 720 taka with a higher plant capacity which is 70 tons per day or tpd whereas other competitors’ charges 70 taka less than Linde Bangladesh which is respectably 650,670,660 taka and plant capacity is respectably Diamond 40, Islam 40 and BIGL 30 tpd with delivery service.


Area: Tongi- Linde Bangladesh’s sales unit in tongi is 700 m3 where the other companies like Diamond, Islam, BIGL have sales 100 m3 each. And the price per unit Linde Bangladesh charges 720 taka with a higher plant capacity which is 70 tons per day or tpd whereas other competitors’ charges 70 taka less than Linde Bangladesh which is respectably 650,670,660 taka and plant capacity is respectably Diamond 40, Islam 40 and BIGL 30 tpd with delivery service.
Area: Kaliganj- Linde Bangladesh’s sales unit in kaliganj is 100 m3 where the other companies like Diamond, Islam, BIGL have sales respectably 0,50,100 m3 each. And the price per unit Linde Bangladesh charges 720 taka with a higher plant capacity which is 70 tons per day or tpd whereas other competitors’ charges 70 taka less than Linde Bangladesh which is respectably 650,670,660 taka and plant capacity is respectably Diamond 40, Islam 40 and BIGL 30 tpd with delivery service.
Area: kapasia- Linde Bangladesh’s sales unit in kapasia is 100 m3 where the other companies like Diamond, Islam, BIGL have sales respectably 0,0,100 m3 each. And the price per unit Linde Bangladesh charges 720 taka with a higher plant capacity which is 70 tons per day or tpd whereas other competitors’ charges 70 taka less than Linde Bangladesh which is respectably 650,670,660 taka and plant capacity is respectably Diamond 40, Islam 40 and BIGL 30 tpd with delivery service.
Area: Sreepur- Linde Bangladesh’s sales unit in sreepur is 150 m3 where the other companies like Diamond, Islam, BIGL have sales respectably 0,0,100 m3 each. And the price per unit Linde Bangladesh charges 720 taka with a higher plant capacity which is 70 tons per day or tpd whereas other competitors’ charges 70 taka less than Linde Bangladesh which is respectably 650,670,660 taka and plant capacity is respectably Diamond 40, Islam 40 and BIGL 30 tpd with delivery service.
Area: Kaliakoir- Linde Bangladesh’s sales unit in kaliakoir is 50 m3 where the other companies like Diamond, Islam, BIGL have sales respectably 0,0,100 m3 each. And the price per unit Linde Bangladesh charges 720 taka with a higher plant capacity which is 70 tons per day or tpd whereas other competitors’ charges 70 taka less than Linde Bangladesh which is respectably 650,670,660 taka and plant capacity is respectably Diamond 40, Islam 40 and BIGL 30 tpd with delivery service.
Area: Tangail- Linde Bangladesh’s sales unit in tangail is 50 m3 where the other companies like Diamond, Islam, BIGL have sales respectably 0,0,100 m3 each. And the price per unit Linde Bangladesh charges 720 taka with a higher plant capacity which is 70 tons per day or tpd whereas other competitors’ charges 70 taka less than Linde Bangladesh which is respectably 650,670,660 taka and plant capacity is respectably Diamond 40, Islam 40 and BIGL 30 tpd with delivery service.

Product Name: Nitrogen
Dhaka
Area: Cantonment- Linde Bangladesh’s sales unit in cantonment is 450 m3 where the other company like Islam’s sales 300 m3. And the price per unit Linde Bangladesh charges 70 taka whereas other competitors’ charges 15 taka less than Linde Bangladesh which is 55 taka with delivery service.
Area: Gulshan- Linde Bangladesh’s sales unit in gulshan is 350 m3 where the other company like Islam’s sales 50 m3 each. And the price per unit Linde Bangladesh charges 70 taka whereas other competitors’ charges 15 taka less than Linde Bangladesh which is 55 taka with delivery service.
Area: Tejgaon- Linde Bangladesh’s sales unit in tejgaon is 2500 m3 where the other company like Islam’s sales only 300 m3. And the price per unit Linde Bangladesh charges 70 taka whereas other competitors’ charges 15 taka less than Linde Bangladesh which is 55 taka with delivery service.
Area: Mirpur- Linde Bangladesh’s sales unit in mirpur is 700 m3 where the other company like Islam’s sales only 100 m3. And the price per unit Linde Bangladesh charges 70 taka whereas other competitors’ charges 15 taka less than Linde Bangladesh which is 55 taka with delivery service.


 Area: Ramna- Linde Bangladesh’s sales unit in ramna is 500 m3 where the other company like Islam’s sales only 70 m3. And the price per unit Linde Bangladesh charges 70 taka whereas other competitors’ charges 15 taka less than Linde Bangladesh which is 55 taka with delivery service.
Area: Uttara- Linde Bangladesh’s sales unit in uttara is 450 m3 where the other company like Islam’s sales only 60 m3. And the price per unit Linde Bangladesh charges 70 taka whereas other competitors’ charges 15 taka less than Linde Bangladesh which is 55 taka with delivery service.
Area: Savar- Linde Bangladesh’s sales unit in savar is 750 m3 where the other company like Islam’s sales only 115 m3. And the price per unit Linde Bangladesh charges 70 taka whereas other competitors’ charges 15 taka less than Linde Bangladesh which is 55 taka with delivery service.
Area: Gazipur Sadar- Linde Bangladesh’s sales unit in gazipur sadar is 1000 m3 where the other company like Islam’s sales only 150 m3. And the price per unit Linde Bangladesh charges 70 taka whereas other competitors’ charges 15 taka less than Linde Bangladesh which is 55 taka with delivery service.
Area: Tongi- Linde Bangladesh’s sales unit in tejgaon is 1000 m3 where the other company like Islam’s sales only 150 m3. And the price per unit Linde Bangladesh charges 70 taka whereas other competitors’ charges 15 taka less than Linde Bangladesh which is 55 taka with delivery service.
Area: Kaliganj- Linde Bangladesh’s sales unit in kaliganj is 150 m3 where the other company like Islam’s sales only 30 m3. And the price per unit Linde Bangladesh charges 70 taka whereas other competitors’ charges 15 taka less than Linde Bangladesh which is 55 taka with delivery service.
Area: kapasia- Linde Bangladesh’s sales unit in kapasia is 150 m3 where the other company like Islam’s sales only 30 m3. And the price per unit Linde Bangladesh charges 70 taka whereas other competitors’ charges 15 taka less than Linde Bangladesh which is 55 taka with delivery service.
Area: Sreepur- Linde Bangladesh’s sales unit in sreepur is 400 m3 where the other company like Islam’s sales only 60 m3. And the price per unit Linde Bangladesh charges 70 taka whereas other competitors’ charges 15 taka less than Linde Bangladesh which is 55 taka with delivery service.
Area: Kaliakoir- Linde Bangladesh’s sales unit in kaliakoir is 300 m3 where the other company like Islam’s sales only 45 m3. And the price per unit Linde Bangladesh charges 70 taka whereas other competitors’ charges 15 taka less than Linde Bangladesh which is 55 taka with delivery service.
Area: Tangail- Linde Bangladesh’s sales unit in tangail is 350 m3 where the other company like Islam’s sales only 50 m3. And the price per unit Linde Bangladesh charges 70 taka whereas other competitors’ charges 15 taka less than Linde Bangladesh which is 55 taka with delivery service.
Product Name: Argon
Dhaka
Area: Cantonment- Linde Bangladesh’s sales unit in cantonment is 200 m3 where the other companies like Sanji, Binhabib, KMC have sales respectably 150,50,0 m3 each. And the price per unit Linde Bangladesh charges 427 taka whereas other competitors’ charges 100 taka less than Linde Bangladesh which is respectably 300,300 and 350 taka with delivery service.
Area: Gulshan- Linde Bangladesh’s sales unit in gulshan is 685 m3 where the other companies like Sanji, Binhabib, KMC have sales respectably 150,350,350 m3 each. And the price per unit Linde Bangladesh charges 427 taka whereas other competitors’ charges 100 taka less than Linde Bangladesh which is respectably 300,300 and 350 taka with delivery service.
Area: Tejgaon- Linde Bangladesh’s sales unit in tejgaon is 1000 m3 where the other companies like Sanji, Binhabib, KMC have sales respectably 150,350,0 m3 each. And the price per unit Linde Bangladesh charges 427 taka whereas other competitors’ charges 100 taka less than Linde Bangladesh which is respectably 300,300 and 350 taka with delivery service.

Area: Mirpur- Linde Bangladesh’s sales unit in mirpur is 90 m3 where the other companies like Sanji, Binhabib, KMC have sales respectably 45,500,50 m3 each. And the price per unit Linde Bangladesh charges 427 taka whereas other competitors’ charges 100 taka less than Linde Bangladesh which is respectably 300,300 and 350 taka with delivery service.
 Area: Ramna- Linde Bangladesh’s sales unit in ramna is 50 m3 where the other companies like Sanji, Binhabib, KMC have sales respectably 50,200,0 m3 each. And the price per unit Linde Bangladesh charges 427 taka whereas other competitors’ charges 100 taka less than Linde Bangladesh which is respectably 300,300 and 350 taka with delivery service.
Area: Uttara- Linde Bangladesh’s sales unit in uttara is 250 m3 where the other companies like Sanji, Binhabib, KMC have sales respectably 50,150,0 m3 each. And the price per unit Linde Bangladesh charges 427 taka whereas other competitors’ charges 100 taka less than Linde Bangladesh which is respectably 300,300 and 350 taka with delivery service.
Area: Savar- Linde Bangladesh’s sales unit in savar is 650 m3 where the other companies like Sanji, Binhabib, KMC have sales respectably 257,1230,150 m3 each. And the price per unit Linde Bangladesh charges 427 taka whereas other competitors’ charges 100 taka less than Linde Bangladesh which is respectably 300,300 and 350 taka with delivery service.
Area: Gazipur Sadar- Linde Bangladesh’s sales unit in gazipur sadar is 90 m3 where the other companies like Sanji, Binhabib, KMC have sales respectably 28,2500,0 m3 each. And the price per unit Linde Bangladesh charges 427 taka whereas other competitors’ charges 100 taka less than Linde Bangladesh which is respectably 300,300 and 350 taka with delivery service.
Area: Tongi- Linde Bangladesh’s sales unit in tongi is 150 m3 where the other companies like Sanji, Binhabib, KMC have sales respectably 270,50,50 m3 each. And the price per unit Linde Bangladesh charges 427 taka whereas other competitors’ charges 100 taka less than Linde Bangladesh which is respectably 300,300 and 350 taka with delivery service.
Area: Kaliganj- Linde Bangladesh’s sales unit in kaliganj is 20 m3 where the other companies like Sanji, Binhabib, KMC have sales respectably 0,0,0 m3 each. And the price per unit Linde Bangladesh charges 427 taka whereas other competitors’ charges 100 taka less than Linde Bangladesh which is respectably 300,300 and 350 taka with delivery service.
Area: kapasia- Linde Bangladesh’s sales unit in kapasia is 20 m3 where the other companies like Sanji, Binhabib, KMC have sales respectably 0,0,0 m3 each. And the price per unit Linde Bangladesh charges 427 taka whereas other competitors’ charges 100 taka less than Linde Bangladesh which is respectably 300,300 and 350 taka with delivery service.
Area: Sreepur- Linde Bangladesh’s sales unit in sreepur is 25 m3 where the other companies like Sanji, Binhabib, KMC have sales respectably 0,1000,0 m3 each. And the price per unit Linde Bangladesh charges 427 taka whereas other competitors’ charges 100 taka less than Linde Bangladesh which is respectably 300,300 and 350 taka with delivery service.
Area: Kaliakoir- Linde Bangladesh’s sales unit in cantonment is 15 m3 where the other companies like Sanji, Binhabib, KMC have sales respectably 0,0,50 m3 each. And the price per unit Linde Bangladesh charges 427 taka whereas other competitors’ charges 100 taka less than Linde Bangladesh which is respectably 300,300 and 350 taka with delivery service.
Area: Tangail- Linde Bangladesh’s sales unit in cantonment is 25 m3 where the other companies like Sanji, Binhabib, KMC have sales respectably 0,0,50 m3 each. And the price per unit Linde Bangladesh charges 427 taka whereas other competitors’ charges 100 taka less than Linde Bangladesh which is respectably 300,300 and 350 taka with delivery service.
Product Name: CO2
Dhaka
Area: Cantonment- Linde Bangladesh’s sales unit in cantonment is 150 m3 where the companies like Mamico and others have sales 0 m3 each. And the price per unit Linde Bangladesh charges 43 taka whereas other competitors’ charges 5 taka less than Linde Bangladesh which is respectably 38 and 39 taka with delivery service.
Area: Gulshan- Linde Bangladesh’s sales unit in gulshan is 200 m3 where the companies like Mamico and others have sales respectably 0,250 m3 each. And the price per unit Linde Bangladesh charges 43 taka whereas other competitors’ charges 5 taka less than Linde Bangladesh which is respectably 38 and 39 taka with delivery service.

Area: Tejgaon- Linde Bangladesh’s sales unit in tejgaon is 1500 m3 where the companies like Mamico and others have sales respectably 750,150 m3 each. And the price per unit Linde Bangladesh charges 43 taka whereas other competitors’ charges 5 taka less than Linde Bangladesh which is respectably 38 and 39 taka with delivery service.
Area: Mirpur- Linde Bangladesh’s sales unit in mirpur is 250 m3 where the companies like Mamico and others have sales respectably 0,250 m3 each. And the price per unit Linde Bangladesh charges 43 taka whereas other competitors’ charges 5 taka less than Linde Bangladesh which is respectably 38 and 39 taka with delivery service.
Area: Ramna- Linde Bangladesh’s sales unit in ramna is 500 m3 where the companies like Mamico and others have sales respectably 0,150 m3 each. And the price per unit Linde Bangladesh charges 43 taka whereas other competitors’ charges 5 taka less than Linde Bangladesh which is respectably 38 and 39 taka with delivery service.
Area: Uttara- Linde Bangladesh’s sales unit in uttara is 1000 m3 where the companies like Mamico and others have sales respectably 750,750 m3 each. And the price per unit Linde Bangladesh charges 43 taka whereas other competitors’ charges 5 taka less than Linde Bangladesh which is respectably 38 and 39 taka with delivery service.
Area: Savar- Linde Bangladesh’s sales unit in savar is 3500 m3 where the companies like Mamico and others have sales respectably 2000,500 m3 each. And the price per unit Linde Bangladesh charges 43 taka whereas other competitors’ charges 5 taka less than Linde Bangladesh which is respectably 38 and 39 taka with delivery service.
Area: Gazipur Sadar- Linde Bangladesh’s sales unit in gazipur sadar is 150 m3 where the companies like Mamico and others have sales respectably 0,0 m3 each. And the price per unit Linde Bangladesh charges 43 taka whereas other competitors’ charges 5 taka less than Linde Bangladesh which is respectably 38 and 39 taka with delivery service.
Area: Tongi- Linde Bangladesh’s sales unit in tongi is 2000 m3 where the companies like Mamico and others have sales respectably 1000,150 m3 each. And the price per unit Linde Bangladesh charges 43 taka whereas other competitors’ charges 5 taka less than Linde Bangladesh which is respectably 38 and 39 taka with delivery service.
Area: Kaliganj- Linde Bangladesh’s sales unit in kaliganj is 500 m3 where the companies like Mamico and others have sales respectably 0,0 m3 each. And the price per unit Linde Bangladesh charges 43 taka whereas other competitors’ charges 5 taka less than Linde Bangladesh which is respectably 38 and 39 taka with delivery service.
Area: kapasia- Linde Bangladesh’s sales unit in kapasia is 400 m3 where the companies like Mamico and others have sales respectably 350,150 m3 each. And the price per unit Linde Bangladesh charges 43 taka whereas other competitors’ charges 5 taka less than Linde Bangladesh which is respectably 38 and 39 taka with delivery service.
Area: Sreepur- Linde Bangladesh’s sales unit in sreepur is 350 m3 where the companies like Mamico and others have sales respectably 0,0 m3 each. And the price per unit Linde Bangladesh charges 43 taka whereas other competitors’ charges 5 taka less than Linde Bangladesh which is respectably 38 and 39 taka with delivery service.
Area: Kaliakoir- Linde Bangladesh’s sales unit in kaliakoir is 200 m3 where the companies like Mamico and others have sales respectably20 0,200 m3 each. And the price per unit Linde Bangladesh charges 43 taka whereas other competitors’ charges 5 taka less than Linde Bangladesh which is respectably 38 and 39 taka with delivery service.
Area: Tangail- Linde Bangladesh’s sales unit in tangail is 150 m3 where the companies like Mamico and others have sales respectably 0,0 m3 each. And the price per unit Linde Bangladesh charges 43 taka whereas other competitors’ charges 5 taka less than Linde Bangladesh which is respectably 38 and 39 taka with delivery service.
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Product Name: Oxygen
Chittagong
Area: Patenga- Linde Bangladesh’s sales unit in patenga is 5000 m3 where the other companies like Jilani, PHP, BOL, SIMA, BWEL have sales 3000 m3 each. And the price per unit Linde Bangladesh charges 42 taka with a higher plant capacity which is 80 tons per day or tpd whereas other competitors’ charges 20 taka less than Linde Bangladesh which is 22 taka and plant capacity is respectably Jilani 10, PHP 10, BOL 6, SIMA 25, BWEL 30 tpd with delivery service.
Area: Kaptai- Linde Bangladesh’s sales unit in kaptai is 1000 m3 where the other companies like Jilani, PHP, BOL, SIMA, BWEL have sales 500 m3 each. And the price per unit Linde Bangladesh charges 42 taka with a higher plant capacity which is 80 tons per day or tpd whereas other competitors’ charges 20 taka less than Linde Bangladesh which is 22 taka and plant capacity is respectably Jilani 10, PHP 10, BOL 6, SIMA 25, BWEL 30 tpd with delivery service.
Area: Kalurghat- Linde Bangladesh’s sales unit in kalurghat is 3000 m3 where the other companies like Jilani, PHP, BOL, SIMA, BWEL have sales respectably 3200,3200,1500,2500 each. And the price per unit Linde Bangladesh charges 42 taka with a higher plant capacity which is 80 tons per day or tpd whereas other competitors’ charges 20 taka less than Linde Bangladesh which is 22 taka and plant capacity is respectably Jilani 10, PHP 10, BOL 6, SIMA 25, BWEL 30 tpd with delivery service.
Area: Bariarhat- Linde Bangladesh’s sales unit in bariarhat is 2500 m3 where the other companies like Jilani, PHP, BOL, SIMA, BWEL have sales 3000 m3 each. And the price per unit Linde Bangladesh charges 42 taka with a higher plant capacity which is 80 tons per day or tpd whereas other competitors’ charges 20 taka less than Linde Bangladesh which is 22 taka and plant capacity is respectably Jilani 10, PHP 10, BOL 6, SIMA 25, BWEL 30 tpd with delivery service.
Area: Sadarghat- Linde Bangladesh’s sales unit in sadarghat is 4500 m3 where the other companies like Jilani, PHP, BOL, SIMA, BWEL have sales 3000 m3 each. And the price per unit Linde Bangladesh charges 42 taka with a higher plant capacity which is 80 tons per day or tpd whereas other competitors’ charges 20 taka less than Linde Bangladesh which is 22 taka and plant capacity is respectably Jilani 10, PHP 10, BOL 6, SIMA 25, BWEL 30 tpd with delivery service.
Area: Rangamatia- Linde Bangladesh’s sales unit in rangamatia is 200 m3 where the other companies like Jilani, PHP, BOL, SIMA, BWEL have sales 3000 m3 each. And the price per unit Linde Bangladesh charges 42 taka with a higher plant capacity which is 80 tons per day or tpd whereas other competitors’ charges 20 taka less than Linde Bangladesh which is 22 taka and plant capacity is respectably Jilani 10, PHP 10, BOL 6, SIMA 25, BWEL 30 tpd with delivery service.
Area: Khagrachari- Linde Bangladesh’s sales unit in khagrachari is 2500 m3 where the other companies like Jilani, PHP, BOL, SIMA, BWEL have sales 3000 m3 each. And the price per unit Linde Bangladesh charges 42 taka with a higher plant capacity which is 80 tons per day or tpd whereas other competitors’ charges 20 taka less than Linde Bangladesh which is 22 taka and plant capacity is respectably Jilani 10, PHP 10, BOL 6, SIMA 25, BWEL 30 tpd with delivery service.

Product Name: Dissolved acetylene (DA)
Chittagong
Area: Patenga- Linde Bangladesh’s sales unit in patenga is 2000 m3 where the other companies like Bin habib, SOL have sales respectably 300,50 m3 each only. And the price per unit Linde Bangladesh charges 720 taka with a higher plant capacity which is 70 tons per day or tpd whereas other competitors’ charges 100 taka less than Linde Bangladesh which is respectably 600,620 taka and plant capacity is respectably Bin habib 40, SOL 40 tpd with delivery service.
Area: Kaptai- Linde Bangladesh’s sales unit in patenga is 500 m3 where the other companies like Bin habib, SOL have sales respectably 0,50 m3 each only. And the price per unit Linde Bangladesh charges 720 taka with a higher plant capacity which is 70 tons per day or tpd whereas other competitors’ charges 100 taka less than Linde Bangladesh which is respectably 600,620 taka and plant capacity is respectably Bin habib 40, SOL 40 tpd with delivery service.
Area: Kalurghat- Linde Bangladesh’s sales unit in patenga is 600 m3 where the other companies like Bin habib, SOL have sales respectably 150,100 m3 each only. And the price per unit Linde Bangladesh charges 720 taka with a higher plant capacity which is 70 tons per day or tpd whereas other competitors’ charges 100 taka less than Linde Bangladesh which is respectably 600,620 taka and plant capacity is respectably Bin habib 40, SOL 40 tpd with delivery service.
Area: Bariarhat- Linde Bangladesh’s sales unit in patenga is 500 m3 where the other companies like Bin habib, SOL have sales respectably 200,100 m3 each only. And the price per unit Linde Bangladesh charges 720 taka with a higher plant capacity which is 70 tons per day or tpd whereas other competitors’ charges 100 taka less than Linde Bangladesh which is respectably 600,620 taka and plant capacity is respectably Bin habib 40, SOL 40 tpd with delivery service.
Area: Sadarghat- Linde Bangladesh’s sales unit in patenga is 1500m3 where the other companies like Bin habib, SOL have sales respectably 150,600 m3 each only. And the price per unit Linde Bangladesh charges 720 taka with a higher plant capacity which is 70 tons per day or tpd whereas other competitors’ charges 100 taka less than Linde Bangladesh which is respectably 600,620 taka and plant capacity is respectably Bin habib 40, SOL 40 tpd with delivery service.
Area: Rangamatia- Linde Bangladesh’s sales unit in patenga is 100 m3 where the other companies like Bin habib, SOL have sales respectably 0 m3 each. And the price per unit Linde Bangladesh charges 720 taka with a higher plant capacity which is 70 tons per day or tpd whereas other competitors’ charges 100 taka less than Linde Bangladesh which is respectably 600,620 taka and plant capacity is respectably Bin habib 40, SOL 40 tpd with delivery service.
Area: Khagrachari- Linde Bangladesh’s sales unit in patenga is 200 m3 where the other companies like Bin habib, SOL have sales respectably 0 m3 each. And the price per unit Linde Bangladesh charges 720 taka with a higher plant capacity which is 70 tons per day or tpd whereas other competitors’ charges 100 taka less than Linde Bangladesh which is respectably 600,620 taka and plant capacity is respectably Bin habib 40, SOL 40 tpd with delivery service.

Product Name: Nitrogen
Chittagong
Area: Patenga- Linde Bangladesh’s sales unit in patenga is 150 m3 where the other company like SIMA’s sales 50 m3. And the price per unit Linde Bangladesh charges 70 taka whereas other competitors’ charges 30 taka less than Linde Bangladesh which is 40 taka with delivery service.
Area: Kaptai- Linde Bangladesh’s sales unit in kaptai is 50 m3 where the other company like SIMA’s sales 0 m3. And the price per unit Linde Bangladesh charges 70 taka whereas other competitors’ charges 30 taka less than Linde Bangladesh which is 40 taka with delivery service.
Area: Kalurghat- Linde Bangladesh’s sales unit in kalurghat is 100 m3 where the other company like SIMA’s sales 50 m3. And the price per unit Linde Bangladesh charges 70 taka whereas other competitors’ charges 30 taka less than Linde Bangladesh which is 40 taka with delivery service.
Area: Bariarhat- Linde Bangladesh’s sales unit in bariarhat is 300 m3 where the other company like SIMA’s sales 200 m3. And the price per unit Linde Bangladesh charges 70 taka whereas other competitors’ charges 30 taka less than Linde Bangladesh which is 40 taka with delivery service.
Area: Sadarghat- Linde Bangladesh’s sales unit in sadarghat is 200 m3 where the other company like SIMA’s sales 300 m3. And the price per unit Linde Bangladesh charges 70 taka whereas other competitors’ charges 30 taka less than Linde Bangladesh which is 40 taka with delivery service.
Area: Rangamatia- Linde Bangladesh’s sales unit in rangamatia is 20 m3 where the other company like SIMA’s sales 0 m3. And the price per unit Linde Bangladesh charges 70 taka whereas other competitors’ charges 30 taka less than Linde Bangladesh which is 40 taka with delivery service.


Area: Khagrachari- Linde Bangladesh’s sales unit in khagrachari is 30 m3 where the other company like SIMA’s sales 0 m3. And the price per unit Linde Bangladesh charges 70 taka whereas other competitors’ charges 30 taka less than Linde Bangladesh which is 40 taka with delivery service.

Product Name: Argon
Chittagong
Area: Patenga- Linde Bangladesh’s sales unit in patenga is 200 m3 where the other companies like Sanji, Binhabib, KMC have sales respectably 0,50,0 m3 each. And the price per unit Linde Bangladesh charges 427 taka whereas other competitors’ charges 100 taka less than Linde Bangladesh which is respectably 300,300 and 350 taka with delivery service.
Area: Kaptai- Linde Bangladesh’s sales unit in kaptai is 50 m3 where the other companies like Sanji, Binhabib, KMC have sales respectably 150,50,0 m3 each. And the price per unit Linde Bangladesh charges 427 taka whereas other competitors’ charges 100 taka less than Linde Bangladesh which is respectably 300,300 and 350 taka with delivery service.
Area: Kalurghat- Linde Bangladesh’s sales unit in kalurghat is 100 m3 where the other companies like Sanji, Binhabib, KMC have sales respectably 150,50,0 m3 each. And the price per unit Linde Bangladesh charges 427 taka whereas other competitors’ charges 100 taka less than Linde Bangladesh which is respectably 300,300 and 350 taka with delivery service.
Area: Bariarhat- Linde Bangladesh’s sales unit in bariarhat is 50 m3 where the other companies like Sanji, Binhabib, KMC have sales respectably 150,50,0 m3 each. And the price per unit Linde Bangladesh charges 427 taka whereas other competitors’ charges 100 taka less than Linde Bangladesh which is respectably 300,300 and 350 taka with delivery service.
Area: Sadarghat- Linde Bangladesh’s sales unit in sadarghat is 200 m3 where the other companies like Sanji, Binhabib, KMC have sales respectably 150,50,0 m3 each. And the price per unit Linde Bangladesh charges 427 taka whereas other competitors’ charges 100 taka less than Linde Bangladesh which is respectably 300,300 and 350 taka with delivery service.
Area: Rangamatia- Linde Bangladesh’s sales unit in rangamatia is 600 m3 where the other companies like Sanji, Binhabib, KMC have sales respectably 150,50,0 m3 each. And the price per unit Linde Bangladesh charges 427 taka whereas other competitors’ charges 100 taka less than Linde Bangladesh which is respectably 300,300 and 350 taka with delivery service.
Area: Khagrachari- Linde Bangladesh’s sales unit in khagrachari is 1200 m3 where the other companies like Sanji, Binhabib, KMC have sales respectably 150,50,0 m3 each. And the price per unit Linde Bangladesh charges 427 taka whereas other competitors’ charges 100 taka less than Linde Bangladesh which is respectably 300,300 and 350 taka with delivery service.

Product Name: CO2
Chittagong
Area: Patenga- Linde Bangladesh’s sales unit in patenga is 1200 m3 where the companies like Ship has sales 200 m3 each. And the price per unit Linde Bangladesh charges 43 taka whereas other competitors’ charges 5 taka less than Linde Bangladesh which is respectably 38 and 39 taka with delivery service.
Area: Kaptai- Linde Bangladesh’s sales unit in kaptai is 0 m3 where the companies like Ship has sales 0 m3 each. And the price per unit Linde Bangladesh charges 43 taka whereas other competitors’ charges 5 taka less than Linde Bangladesh which is respectably 38 and 39 taka with delivery service.
Area: Kalurghat- Linde Bangladesh’s sales unit in kalurghat is 200 m3 where the companies like Ship has sales 100 m3 each. And the price per unit Linde Bangladesh charges 43 taka whereas other competitors’ charges 5 taka less than Linde Bangladesh which is respectably 38 and 39 taka with delivery service.
Area: Bariarhat- Linde Bangladesh’s sales unit in bariarhat is 50 m3 where the companies like Ship has sales 0 m3 each. And the price per unit Linde Bangladesh charges 43 taka whereas other competitors’ charges 5 taka less than Linde Bangladesh which is respectably 38 and 39 taka with delivery service.
Area: Sadarghat- Linde Bangladesh’s sales unit in patenga is 200 m3 where the companies like Ship has sales 0 m3 each. And the price per unit Linde Bangladesh charges 43 taka whereas other competitors’ charges 5 taka less than Linde Bangladesh which is respectably 38 and 39 taka with delivery service.
Area: Rangamatia- Linde Bangladesh’s sales unit in patenga is 150 m3 where the companies like Ship has sales 0 m3 each. And the price per unit Linde Bangladesh charges 43 taka whereas other competitors’ charges 5 taka less than Linde Bangladesh which is respectably 38 and 39 taka with delivery service.
Area: Khagrachari- Linde Bangladesh’s sales unit in patenga is 200 m3 where the companies like Ship has sales 0 m3 each. And the price per unit Linde Bangladesh charges 43 taka whereas other competitors’ charges 5 taka less than Linde Bangladesh which is respectably 38 and 39 taka with delivery service.


[image: ]
Product Name: Oxygen
Area: Bogra- Linde Bangladesh’s sales unit in bogra is 250 m3 where the other companies like Diamond, Union, AKM, Balahuddir have sales 300 m3 each. And the price per unit Linde Bangladesh charges 42 taka with a higher plant capacity which is 80 tons per day or tpd whereas other competitors’ charges 10 taka less than Linde Bangladesh which is 30 taka and plant capacity is respectably Diamond 46, Union 10, AKM 26 and Balahuddir 5 tpd with delivery service.
Area: Joypurhat- Linde Bangladesh’s sales unit in joypurhat is 250 m3 where the other companies like Diamond, Union, AKM, Balahuddir have sales 300 m3 each. And the price per unit Linde Bangladesh charges 42 taka with a higher plant capacity which is 80 tons per day or tpd whereas other competitors’ charges 10 taka less than Linde Bangladesh which is 30 taka and plant capacity is respectably Diamond 46, Union 10, AKM 26 and Balahuddir 5 tpd with delivery service.
Area: Gaibandha- Linde Bangladesh’s sales unit in gaibandha is 250 m3 where the other companies like Diamond, Union, AKM, Balahuddir have sales 300 m3 each. And the price per unit Linde Bangladesh charges 42 taka with a higher plant capacity which is 80 tons per day or tpd whereas other competitors’ charges 10 taka less than Linde Bangladesh which is 30 taka and plant capacity is respectably Diamond 46, Union 10, AKM 26 and Balahuddir 5 tpd with delivery service.
Area: Sirajgonj- Linde Bangladesh’s sales unit in sirajgonj is 250 m3 where the other companies like Diamond, Union, AKM, Balahuddir have sales 300 m3 each. And the price per unit Linde Bangladesh charges 42 taka with a higher plant capacity which is 80 tons per day or tpd whereas other competitors’ charges 10 taka less than Linde Bangladesh which is 30 taka and plant capacity is respectably Diamond 46, Union 10, AKM 26 and Balahuddir 5 tpd with delivery service.
Area: Natore- Linde Bangladesh’s sales unit in natore is 250 m3 where the other companies like Diamond, Union, AKM, Balahuddir have sales 300 m3 each. And the price per unit Linde Bangladesh charges 42 taka with a higher plant capacity which is 80 tons per day or tpd whereas other competitors’ charges 10 taka less than Linde Bangladesh which is 30 taka and plant capacity is respectably Diamond 46, Union 10, AKM 26 and Balahuddir 5 tpd with delivery service.
Area: Rajshahi- Linde Bangladesh’s sales unit in rajshahi is 250 m3 where the other companies like Diamond, Union, AKM, Balahuddir have sales 300 m3 each. And the price per unit Linde Bangladesh charges 42 taka with a higher plant capacity which is 80 tons per day or tpd whereas other competitors’ charges 10 taka less than Linde Bangladesh which is 30 taka and plant capacity is respectably Diamond 46, Union 10, AKM 26 and Balahuddir 5 tpd with delivery service.
Area: Naogaon- Linde Bangladesh’s sales unit in naogaon is 250 m3 where the other companies like Diamond, Union, AKM, Balahuddir have sales 300 m3 each. And the price per unit Linde Bangladesh charges 42 taka with a higher plant capacity which is 80 tons per day or tpd whereas other competitors’ charges 10 taka less than Linde Bangladesh which is 30 taka and plant capacity is respectably Diamond 46, Union 10, AKM 26 and Balahuddir 5 tpd with delivery service.
Area: Pabna- Linde Bangladesh’s sales unit in pabna is 250 m3 where the other companies like Diamond, Union, AKM, Balahuddir have sales 300 m3 each. And the price per unit Linde Bangladesh charges 42 taka with a higher plant capacity which is 80 tons per day or tpd whereas other competitors’ charges 10 taka less than Linde Bangladesh which is 30 taka and plant capacity is respectably Diamond 46, Union 10, AKM 26 and Balahuddir 5 tpd with delivery service.
Area: Chapainawabgonj- Linde Bangladesh’s sales unit in chapainawabganj is 250 m3 where the other companies like Diamond, Union, AKM, Balahuddir have sales 300 m3 each. And the price per unit Linde Bangladesh charges 42 taka with a higher plant capacity which is 80 tons per day or tpd whereas other competitors’ charges 10 taka less than Linde Bangladesh which is 30 taka and plant capacity is respectably Diamond 46, Union 10, AKM 26 and Balahuddir 5 tpd with delivery service.
Area: Rangpur- Linde Bangladesh’s sales unit in rangpur is 250 m3 where the other companies like Diamond, Union, AKM, Balahuddir have sales 300 m3 each. And the price per unit Linde Bangladesh charges 42 taka with a higher plant capacity which is 80 tons per day or tpd whereas other competitors’ charges 10 taka less than Linde Bangladesh which is 30 taka and plant capacity is respectably Diamond 46, Union 10, AKM 26 and Balahuddir 5 tpd with delivery service.
Area: Nilfamari- Linde Bangladesh’s sales unit in nilfamari is 250 m3 where the other companies like Diamond, Union, AKM, Balahuddir have sales 300 m3 each. And the price per unit Linde Bangladesh charges 42 taka with a higher plant capacity which is 80 tons per day or tpd whereas other competitors’ charges 10 taka less than Linde Bangladesh which is 30 taka and plant capacity is respectably Diamond 46, Union 10, AKM 26 and Balahuddir 5 tpd with delivery service.
Area: Dinajpur- Linde Bangladesh’s sales unit in dinajpur is 250 m3 where the other companies like Diamond, Union, AKM, Balahuddir have sales 300 m3 each. And the price per unit Linde Bangladesh charges 42 taka with a higher plant capacity which is 80 tons per day or tpd whereas other competitors’ charges 10 taka less than Linde Bangladesh which is 30 taka and plant capacity is respectably Diamond 46, Union 10, AKM 26 and Balahuddir 5 tpd with delivery service.
Area: Thakurgaon- Linde Bangladesh’s sales unit in thakurgaon is 250 m3 where the other companies like Diamond, Union, AKM, Balahuddir have sales 300 m3 each. And the price per unit Linde Bangladesh charges 42 taka with a higher plant capacity which is 80 tons per day or tpd whereas other competitors’ charges 10 taka less than Linde Bangladesh which is 30 taka and plant capacity is respectably Diamond 46, Union 10, AKM 26 and Balahuddir 5 tpd with delivery service.
Area: Panchagar- Linde Bangladesh’s sales unit in panchagar is 250 m3 where the other companies like Diamond, Union, AKM, Balahuddir have sales 300 m3 each. And the price per unit Linde Bangladesh charges 42 taka with a higher plant capacity which is 80 tons per day or tpd whereas other competitors’ charges 10 taka less than Linde Bangladesh which is 30 taka and plant capacity is respectably Diamond 46, Union 10, AKM 26 and Balahuddir 5 tpd with delivery service.

Area: Lalmonirhat- Linde Bangladesh’s sales unit in lalmonirhat is 250 m3 where the other companies like Diamond, Union, AKM, Balahuddir have sales 300 m3 each. And the price per unit Linde Bangladesh charges 42 taka with a higher plant capacity which is 80 tons per day or tpd whereas other competitors’ charges 10 taka less than Linde Bangladesh which is 30 taka and plant capacity is respectably Diamond 46, Union 10, AKM 26 and Balahuddir 5 tpd with delivery service.
Area: Kurigram- Linde Bangladesh’s sales unit in kurigram is 250 m3 where the other companies like Diamond, Union, AKM, Balahuddir have sales 300 m3 each. And the price per unit Linde Bangladesh charges 42 taka with a higher plant capacity which is 80 tons per day or tpd whereas other competitors’ charges 10 taka less than Linde Bangladesh which is 30 taka and plant capacity is respectably Diamond 46, Union 10, AKM 26 and Balahuddir 5 tpd with delivery service.

Product Name: Dissolved acetylene (DA)
Area: Bogra- Linde Bangladesh’s sales unit in bogra is 250 m3 where the other companies like Diamond, Islam, BIGL have sales respectably 100,150,0 m3 each. And the price per unit Linde Bangladesh charges 720 taka with a higher plant capacity which is 70 tons per day or tpd whereas other competitors’ charges 70 taka less than Linde Bangladesh which is respectably 650,670,660 taka and plant capacity is respectably Diamond 40, Islam 40 and BIGL 30 tpd with delivery service.
Area: Joypurhat- Linde Bangladesh’s sales unit in joypurhat is 250 m3 where the other companies like Diamond, Islam, BIGL have sales respectably 100,150,0 m3 each. And the price per unit Linde Bangladesh charges 720 taka with a higher plant capacity which is 70 tons per day or tpd whereas other competitors’ charges 70 taka less than Linde Bangladesh which is respectably 650,670,660 taka and plant capacity is respectably Diamond 40, Islam 40 and BIGL 30 tpd with delivery service.
Area: Gaibandha- Linde Bangladesh’s sales unit in gaibandha is 250 m3 where the other companies like Diamond, Islam, BIGL have sales respectably 100,150,0 m3 each. And the price per unit Linde Bangladesh charges 720 taka with a higher plant capacity which is 70 tons per day or tpd whereas other competitors’ charges 70 taka less than Linde Bangladesh which is respectably 650,670,660 taka and plant capacity is respectably Diamond 40, Islam 40 and BIGL 30 tpd with delivery service.
Area: Sirajgonj- Linde Bangladesh’s sales unit in sirajgonj is 250 m3 where the other companies like Diamond, Islam, BIGL have sales respectably 100,150,0 m3 each. And the price per unit Linde Bangladesh charges 720 taka with a higher plant capacity which is 70 tons per day or tpd whereas other competitors’ charges 70 taka less than Linde Bangladesh which is respectably 650,670,660 taka and plant capacity is respectably Diamond 40, Islam 40 and BIGL 30 tpd with delivery service.
Area: Natore- Linde Bangladesh’s sales unit in nature is 250 m3 where the other companies like Diamond, Islam, BIGL have sales respectably 100,150,0 m3 each. And the price per unit Linde Bangladesh charges 720 taka with a higher plant capacity which is 70 tons per day or tpd whereas other competitors’ charges 70 taka less than Linde Bangladesh which is respectably 650,670,660 taka and plant capacity is respectably Diamond 40, Islam 40 and BIGL 30 tpd with delivery service.
Area: Rajshahi- Linde Bangladesh’s sales unit in rajshahi is 250 m3 where the other companies like Diamond, Islam, BIGL have sales respectably 100,150,0 m3 each. And the price per unit Linde Bangladesh charges 720 taka with a higher plant capacity which is 70 tons per day or tpd whereas other competitors’ charges 70 taka less than Linde Bangladesh which is respectably 650,670,660 taka and plant capacity is respectably Diamond 40, Islam 40 and BIGL 30 tpd with delivery service.
Area: Naogaon- Linde Bangladesh’s sales unit in naogaon is 250 m3 where the other companies like Diamond, Islam, BIGL have sales respectably 100,150,0 m3 each. And the price per unit Linde Bangladesh charges 720 taka with a higher plant capacity which is 70 tons per day or tpd whereas other competitors’ charges 70 taka less than Linde Bangladesh which is respectably 650,670,660 taka and plant capacity is respectably Diamond 40, Islam 40 and BIGL 30 tpd with delivery service.

Area: Pabna- Linde Bangladesh’s sales unit in pabna is 250 m3 where the other companies like Diamond, Islam, BIGL have sales respectably 100,150,0 m3 each. And the price per unit Linde Bangladesh charges 720 taka with a higher plant capacity which is 70 tons per day or tpd whereas other competitors’ charges 70 taka less than Linde Bangladesh which is respectably 650,670,660 taka and plant capacity is respectably Diamond 40, Islam 40 and BIGL 30 tpd with delivery service.
Area: Chapainawabgonj- Linde Bangladesh’s sales unit in chapainawabgonj is 250 m3 where the other companies like Diamond, Islam, BIGL have sales respectably 100,150,0 m3 each. And the price per unit Linde Bangladesh charges 720 taka with a higher plant capacity which is 70 tons per day or tpd whereas other competitors’ charges 70 taka less than Linde Bangladesh which is respectably 650,670,660 taka and plant capacity is respectably Diamond 40, Islam 40 and BIGL 30 tpd with delivery service.
Area: Rangpur- Linde Bangladesh’s sales unit in Rangpur is 250 m3 where the other companies like Diamond, Islam, BIGL have sales respectably 100,150,0 m3 each. And the price per unit Linde Bangladesh charges 720 taka with a higher plant capacity which is 70 tons per day or tpd whereas other competitors’ charges 70 taka less than Linde Bangladesh which is respectably 650,670,660 taka and plant capacity is respectably Diamond 40, Islam 40 and BIGL 30 tpd with delivery service.
Area: Nilfamari- Linde Bangladesh’s sales unit in nilfamari is 250 m3 where the other companies like Diamond, Islam, BIGL have sales respectably 100,150,0 m3 each. And the price per unit Linde Bangladesh charges 720 taka with a higher plant capacity which is 70 tons per day or tpd whereas other competitors’ charges 70 taka less than Linde Bangladesh which is respectably 650,670,660 taka and plant capacity is respectably Diamond 40, Islam 40 and BIGL 30 tpd with delivery service.
Area: Dinajpur- Linde Bangladesh’s sales unit in dinajpur is 250 m3 where the other companies like Diamond, Islam, BIGL have sales respectably 100,150,0 m3 each. And the price per unit Linde Bangladesh charges 720 taka with a higher plant capacity which is 70 tons per day or tpd whereas other competitors’ charges 70 taka less than Linde Bangladesh which is respectably 650,670,660 taka and plant capacity is respectably Diamond 40, Islam 40 and BIGL 30 tpd with delivery service.
Area: Thakurgaon- Linde Bangladesh’s sales unit in thakugaon is 250 m3 where the other companies like Diamond, Islam, BIGL have sales respectably 100,150,0 m3 each. And the price per unit Linde Bangladesh charges 720 taka with a higher plant capacity which is 70 tons per day or tpd whereas other competitors’ charges 70 taka less than Linde Bangladesh which is respectably 650,670,660 taka and plant capacity is respectably Diamond 40, Islam 40 and BIGL 30 tpd with delivery service.
Area: Panchagar- Linde Bangladesh’s sales unit in panchagar is 250 m3 where the other companies like Diamond, Islam, BIGL have sales respectably 100,150,0 m3 each. And the price per unit Linde Bangladesh charges 720 taka with a higher plant capacity which is 70 tons per day or tpd whereas other competitors’ charges 70 taka less than Linde Bangladesh which is respectably 650,670,660 taka and plant capacity is respectably Diamond 40, Islam 40 and BIGL 30 tpd with delivery service.
Area: Lalmonirhat- Linde Bangladesh’s sales unit in lalmonirhat is 250 m3 where the other companies like Diamond, Islam, BIGL have sales respectably 100,150,0 m3 each. And the price per unit Linde Bangladesh charges 720 taka with a higher plant capacity which is 70 tons per day or tpd whereas other competitors’ charges 70 taka less than Linde Bangladesh which is respectably 650,670,660 taka and plant capacity is respectably Diamond 40, Islam 40 and BIGL 30 tpd with delivery service.
Area: Kurigram- Linde Bangladesh’s sales unit in kurigram is 250 m3 where the other companies like Diamond, Islam, BIGL have sales respectably 100,150,0 m3 each. And the price per unit Linde Bangladesh charges 720 taka with a higher plant capacity which is 70 tons per day or tpd whereas other competitors’ charges 70 taka less than Linde Bangladesh which is respectably 650,670,660 taka and plant capacity is respectably Diamond 40, Islam 40 and BIGL 30 tpd with delivery service.




Product Name: Nitrogen
Area: Bogra- Linde Bangladesh’s sales unit in bogra is 450 m3 where the other company like Islam’s sales 300 m3. And the price per unit Linde Bangladesh charges 70 taka whereas other competitors’ charges 15 taka less than Linde Bangladesh which is 55 taka with delivery service.
Area: Joypurhat- Linde Bangladesh’s sales unit in joypurhat is 450 m3 where the other company like Islam’s sales 300 m3. And the price per unit Linde Bangladesh charges 70 taka whereas other competitors’ charges 15 taka less than Linde Bangladesh which is 55 taka with delivery service.
Area: Gaibandha- Linde Bangladesh’s sales unit in gaibandha is 450 m3 where the other company like Islam’s sales 300 m3. And the price per unit Linde Bangladesh charges 70 taka whereas other competitors’ charges 15 taka less than Linde Bangladesh which is 55 taka with delivery service.
Area: Sirajgonj- Linde Bangladesh’s sales unit in sirajgonj is 450 m3 where the other company like Islam’s sales 300 m3. And the price per unit Linde Bangladesh charges 70 taka whereas other competitors’ charges 15 taka less than Linde Bangladesh which is 55 taka with delivery service.
Area: Natore- Linde Bangladesh’s sales unit in natore is 450 m3 where the other company like Islam’s sales 300 m3. And the price per unit Linde Bangladesh charges 70 taka whereas other competitors’ charges 15 taka less than Linde Bangladesh which is 55 taka with delivery service.
Area: Rajshahi- Linde Bangladesh’s sales unit in rajshahi is 450 m3 where the other company like Islam’s sales 300 m3. And the price per unit Linde Bangladesh charges 70 taka whereas other competitors’ charges 15 taka less than Linde Bangladesh which is 55 taka with delivery service.
Area: Naogaon- Linde Bangladesh’s sales unit in naogaon is 450 m3 where the other company like Islam’s sales 300 m3. And the price per unit Linde Bangladesh charges 70 taka whereas other competitors’ charges 15 taka less than Linde Bangladesh which is 55 taka with delivery service.
Area: Pabna- Linde Bangladesh’s sales unit in pabna is 450 m3 where the other company like Islam’s sales 300 m3. And the price per unit Linde Bangladesh charges 70 taka whereas other competitors’ charges 15 taka less than Linde Bangladesh which is 55 taka with delivery service.
Area: Chapainawabgonj- Linde Bangladesh’s sales unit in chapainawabganj is 450 m3 where the other company like Islam’s sales 300 m3. And the price per unit Linde Bangladesh charges 70 taka whereas other competitors’ charges 15 taka less than Linde Bangladesh which is 55 taka with delivery service.
Area: Rangpur- Linde Bangladesh’s sales unit in rangpur is 450 m3 where the other company like Islam’s sales 300 m3. And the price per unit Linde Bangladesh charges 70 taka whereas other competitors’ charges 15 taka less than Linde Bangladesh which is 55 taka with delivery service.
Area: Nilfamari- Linde Bangladesh’s sales unit in nilfamari is 450 m3 where the other company like Islam’s sales 300 m3. And the price per unit Linde Bangladesh charges 70 taka whereas other competitors’ charges 15 taka less than Linde Bangladesh which is 55 taka with delivery service.
Area: Dinajpur- Linde Bangladesh’s sales unit in dinajpur is 450 m3 where the other company like Islam’s sales 300 m3. And the price per unit Linde Bangladesh charges 70 taka whereas other competitors’ charges 15 taka less than Linde Bangladesh which is 55 taka with delivery service.
Area: Thakurgaon- Linde Bangladesh’s sales unit in thakurgaon is 450 m3 where the other company like Islam’s sales 300 m3. And the price per unit Linde Bangladesh charges 70 taka whereas other competitors’ charges 15 taka less than Linde Bangladesh which is 55 taka with delivery service.
Area: Panchagar- Linde Bangladesh’s sales unit in panchagar is 450 m3 where the other company like Islam’s sales 300 m3. And the price per unit Linde Bangladesh charges 70 taka whereas other competitors’ charges 15 taka less than Linde Bangladesh which is 55 taka with delivery service.
Area: Lalmonirhat- Linde Bangladesh’s sales unit in lalmonirhat is 450 m3 where the other company like Islam’s sales 300 m3. And the price per unit Linde Bangladesh charges 70 taka whereas other competitors’ charges 15 taka less than Linde Bangladesh which is 55 taka with delivery service.
Area: Kurigram- Linde Bangladesh’s sales unit in kurigram is 450 m3 where the other company like Islam’s sales 300 m3. And the price per unit Linde Bangladesh charges 70 taka whereas other competitors’ charges 15 taka less than Linde Bangladesh which is 55 taka with delivery service.

Product Name: Argon
Area: Bogra- Linde Bangladesh’s sales unit in bogra is 200 m3 where the other companies like Sanji, Binhabib, KMC have sales respectably 150,50,0 m3 each. And the price per unit Linde Bangladesh charges 427 taka whereas other competitors’ charges 100 taka less than Linde Bangladesh which is respectably 300,300 and 350 taka with delivery service.
Area: Joypurhat- Linde Bangladesh’s sales unit in joypurhat is 200 m3 where the other companies like Sanji, Binhabib, KMC have sales respectably 150,50,0 m3 each. And the price per unit Linde Bangladesh charges 427 taka whereas other competitors’ charges 100 taka less than Linde Bangladesh which is respectably 300,300 and 350 taka with delivery service.
Area: Gaibandha- Linde Bangladesh’s sales unit in gaibandha is 200 m3 where the other companies like Sanji, Binhabib, KMC have sales respectably 150,50,0 m3 each. And the price per unit Linde Bangladesh charges 427 taka whereas other competitors’ charges 100 taka less than Linde Bangladesh which is respectably 300,300 and 350 taka with delivery service.
Area: Sirajgonj- Linde Bangladesh’s sales unit in sirajgonj is 200 m3 where the other companies like Sanji, Binhabib, KMC have sales respectably 150,50,0 m3 each. And the price per unit Linde Bangladesh charges 427 taka whereas other competitors’ charges 100 taka less than Linde Bangladesh which is respectably 300,300 and 350 taka with delivery service.

Area: Natore- Linde Bangladesh’s sales unit in natore is 200 m3 where the other companies like Sanji, Binhabib, KMC have sales respectably 150,50,0 m3 each. And the price per unit Linde Bangladesh charges 427 taka whereas other competitors’ charges 100 taka less than Linde Bangladesh which is respectably 300,300 and 350 taka with delivery service.
Area: Rajshahi- Linde Bangladesh’s sales unit in rajshahi is 200 m3 where the other companies like Sanji, Binhabib, KMC have sales respectably 150,50,0 m3 each. And the price per unit Linde Bangladesh charges 427 taka whereas other competitors’ charges 100 taka less than Linde Bangladesh which is respectably 300,300 and 350 taka with delivery service.
Area: Naogaon- Linde Bangladesh’s sales unit in naogaon is 200 m3 where the other companies like Sanji, Binhabib, KMC have sales respectably 150,50,0 m3 each. And the price per unit Linde Bangladesh charges 427 taka whereas other competitors’ charges 100 taka less than Linde Bangladesh which is respectably 300,300 and 350 taka with delivery service.
Area: Pabna- Linde Bangladesh’s sales unit in pabna is 200 m3 where the other companies like Sanji, Binhabib, KMC have sales respectably 150,50,0 m3 each. And the price per unit Linde Bangladesh charges 427 taka whereas other competitors’ charges 100 taka less than Linde Bangladesh which is respectably 300,300 and 350 taka with delivery service.
Area: Chapainawabgonj- Linde Bangladesh’s sales unit in chapainawabgonj is 200 m3 where the other companies like Sanji, Binhabib, KMC have sales respectably 150,50,0 m3 each. And the price per unit Linde Bangladesh charges 427 taka whereas other competitors’ charges 100 taka less than Linde Bangladesh which is respectably 300,300 and 350 taka with delivery service.
Area: Rangpur- Linde Bangladesh’s sales unit in rangpur is 200 m3 where the other companies like Sanji, Binhabib, KMC have sales respectably 150,50,0 m3 each. And the price per unit Linde Bangladesh charges 427 taka whereas other competitors’ charges 100 taka less than Linde Bangladesh which is respectably 300,300 and 350 taka with delivery service.
Area: Nilfamari- Linde Bangladesh’s sales unit in nilfamari is 200 m3 where the other companies like Sanji, Binhabib, KMC have sales respectably 150,50,0 m3 each. And the price per unit Linde Bangladesh charges 427 taka whereas other competitors’ charges 100 taka less than Linde Bangladesh which is respectably 300,300 and 350 taka with delivery service.
Area: Dinajpur- Linde Bangladesh’s sales unit in dinajpur is 200 m3 where the other companies like Sanji, Binhabib, KMC have sales respectably 150,50,0 m3 each. And the price per unit Linde Bangladesh charges 427 taka whereas other competitors’ charges 100 taka less than Linde Bangladesh which is respectably 300,300 and 350 taka with delivery service.
Area: Thakurgaon- Linde Bangladesh’s sales unit in thakurgaon is 200 m3 where the other companies like Sanji, Binhabib, KMC have sales respectably 150,50,0 m3 each. And the price per unit Linde Bangladesh charges 427 taka whereas other competitors’ charges 100 taka less than Linde Bangladesh which is respectably 300,300 and 350 taka with delivery service.
Area: Panchagar- Linde Bangladesh’s sales unit in panchagar is 200 m3 where the other companies like Sanji, Binhabib, KMC have sales respectably 150,50,0 m3 each. And the price per unit Linde Bangladesh charges 427 taka whereas other competitors’ charges 100 taka less than Linde Bangladesh which is respectably 300,300 and 350 taka with delivery service.
Area: Lalmonirhat- Linde Bangladesh’s sales unit in lalmonirhat is 200 m3 where the other companies like Sanji, Binhabib, KMC have sales respectably 150,50,0 m3 each. And the price per unit Linde Bangladesh charges 427 taka whereas other competitors’ charges 100 taka less than Linde Bangladesh which is respectably 300,300 and 350 taka with delivery service.
Area: Kurigram- Linde Bangladesh’s sales unit in kurigram is 200 m3 where the other companies like Sanji, Binhabib, KMC have sales respectably 150,50,0 m3 each. And the price per unit Linde Bangladesh charges 427 taka whereas other competitors’ charges 100 taka less than Linde Bangladesh which is respectably 300,300 and 350 taka with delivery service.







Product Name: CO2
Area: Bogra- Linde Bangladesh’s sales unit in bogra is 150 m3 where the companies like Mamico and others have sales 0 m3 each. And the price per unit Linde Bangladesh charges 43 taka whereas other competitors’ charges 5 taka less than Linde Bangladesh which is respectably 38 and 39 taka with delivery service.
Area: Joypurhat- Linde Bangladesh’s sales unit in joypurhat is 150 m3 where the companies like Mamico and others have sales 0 m3 each. And the price per unit Linde Bangladesh charges 43 taka whereas other competitors’ charges 5 taka less than Linde Bangladesh which is respectably 38 and 39 taka with delivery service.
Area: Gaibandha- Linde Bangladesh’s sales unit in gaibandha is 150 m3 where the companies like Mamico and others have sales 0 m3 each. And the price per unit Linde Bangladesh charges 43 taka whereas other competitors’ charges 5 taka less than Linde Bangladesh which is respectably 38 and 39 taka with delivery service.
Area: Sirajgonj- Linde Bangladesh’s sales unit in sirajgonj is 150 m3 where the companies like Mamico and others have sales 0 m3 each. And the price per unit Linde Bangladesh charges 43 taka whereas other competitors’ charges 5 taka less than Linde Bangladesh which is respectably 38 and 39 taka with delivery service.
Area: Natore- Linde Bangladesh’s sales unit in natore is 150 m3 where the companies like Mamico and others have sales 0 m3 each. And the price per unit Linde Bangladesh charges 43 taka whereas other competitors’ charges 5 taka less than Linde Bangladesh which is respectably 38 and 39 taka with delivery service.
Area: Rajshahi- Linde Bangladesh’s sales unit in rajshahi is 150 m3 where the companies like Mamico and others have sales 0 m3 each. And the price per unit Linde Bangladesh charges 43 taka whereas other competitors’ charges 5 taka less than Linde Bangladesh which is respectably 38 and 39 taka with delivery service.
Area: Naogaon- Linde Bangladesh’s sales unit in naogaon is 150 m3 where the companies like Mamico and others have sales 0 m3 each. And the price per unit Linde Bangladesh charges 43 taka whereas other competitors’ charges 5 taka less than Linde Bangladesh which is respectably 38 and 39 taka with delivery service.
Area: Pabna- Linde Bangladesh’s sales unit in pabna is 150 m3 where the companies like Mamico and others have sales 0 m3 each. And the price per unit Linde Bangladesh charges 43 taka whereas other competitors’ charges 5 taka less than Linde Bangladesh which is respectably 38 and 39 taka with delivery service.
Area: Chapainawabgonj- Linde Bangladesh’s sales unit in chapainawabgonj is 150 m3 where the companies like Mamico and others have sales 0 m3 each. And the price per unit Linde Bangladesh charges 43 taka whereas other competitors’ charges 5 taka less than Linde Bangladesh which is respectably 38 and 39 taka with delivery service.
Area: Rangpur- Linde Bangladesh’s sales unit in rangpur is 150 m3 where the companies like Mamico and others have sales 0 m3 each. And the price per unit Linde Bangladesh charges 43 taka whereas other competitors’ charges 5 taka less than Linde Bangladesh which is respectably 38 and 39 taka with delivery service.
Area: Nilfamari- Linde Bangladesh’s sales unit in nilfamari is 150 m3 where the companies like Mamico and others have sales 0 m3 each. And the price per unit Linde Bangladesh charges 43 taka whereas other competitors’ charges 5 taka less than Linde Bangladesh which is respectably 38 and 39 taka with delivery service.
Area: Dinajpur- Linde Bangladesh’s sales unit in dinajpur is 150 m3 where the companies like Mamico and others have sales 0 m3 each. And the price per unit Linde Bangladesh charges 43 taka whereas other competitors’ charges 5 taka less than Linde Bangladesh which is respectably 38 and 39 taka with delivery service.
Area: Thakurgaon- Linde Bangladesh’s sales unit in thakurgaon is 150 m3 where the companies like Mamico and others have sales 0 m3 each. And the price per unit Linde Bangladesh charges 43 taka whereas other competitors’ charges 5 taka less than Linde Bangladesh which is respectably 38 and 39 taka with delivery service.

Area: Panchagar- Linde Bangladesh’s sales unit in panchagar is 150 m3 where the companies like Mamico and others have sales 0 m3 each. And the price per unit Linde Bangladesh charges 43 taka whereas other competitors’ charges 5 taka less than Linde Bangladesh which is respectably 38 and 39 taka with delivery service.
Area: Lalmonirhat- Linde Bangladesh’s sales unit in lalmonirhat is 150 m3 where the companies like Mamico and others have sales 0 m3 each. And the price per unit Linde Bangladesh charges 43 taka whereas other competitors’ charges 5 taka less than Linde Bangladesh which is respectably 38 and 39 taka with delivery service.
Area: Kurigram- Linde Bangladesh’s sales unit in kurigram is 150 m3 where the companies like Mamico and others have sales 0 m3 each. And the price per unit Linde Bangladesh charges 43 taka whereas other competitors’ charges 5 taka less than Linde Bangladesh which is respectably 38 and 39 taka with delivery service.












[image: ][image: ]
This is the summary of competitor business analysis over the country. The total area covered by Linde Bangladesh and also by the competitors and the total units are given.
[bookmark: _Toc524398447]2.4 SOWT Analysis
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This table shows the assumptions for doing business more effectively and at the same time the future possible opportunities for business with potential industries.








5. [bookmark: _Toc524398448]Objectives and Methodology of the Study
[bookmark: _Toc524398449]3.1 Objectives of the Study
The specific objectives of the study can be summarized as follows:
1. To describe the operations and organizational structures of Linde Bangladesh Limited.
2. To evaluate the industry structure of the industrial gas industry of Bangladesh including the major competitors of the mentioned organization.
3. How MNC’s in Bangladesh are operating and dealing with customers.
4. Different segmentation strategy of mentioned organization on the basis of divided categories for maintaining a sustainable customer relationship or different strategies for client management.
5. The opportunities for new product development to create a new client base.
6. To recommend necessary changes for more effectively maintain their valuable client base, to development of the organizational performance through client management Linde Bangladesh.














[bookmark: _Toc524398450]3.2 Methodology of the Study
The methodology part of a report makes it more meaningful and presentable, two sources of data were used widely. Both primary and secondary data sources were used to prepare this report.
· Primary Data: I have acquired primary data through the following method:
Interview: For primary data collection, I took interview of my supervisor Nurur Rahman who is the Head of Sales and Marketing. He gave me instructions about my daily tasks and also gave me elaborate description of the works related with client management. The other employees of the department were interviewed with open-ended questions related to the subject. The report is prepared according to the information provided by them.
Observation: In Linde Bangladesh, I was recruited as an intern. During my job, I have experienced a lot of important things about strategic client management which is now helping me to do my report. I have acquired many information through direct observation and my day to day activities.

· Secondary data: Along with primary data, secondary data were also collected to learn about the company history and background of the company. The company website and annual report are used to collect secondary data.









[bookmark: _Toc524398451]3.3 Limitations of the study
One of the major limitations is the shortage of time. Sometimes it was very difficult for me to find original information about Linde’s past and/or current customer marketing activities since these are confidential information. On the other hand, as the organization is very much formal and everyone is very busy all the time, it was hard to take interviews and collect proper and enough information in time but they had tried their best to help me to provide information.
Nevertheless, I have given my best efforts and hope it accurately describes my overall learning process and I have attempted to make the best use of this opportunity as an intern in Linde Bangladesh and the report is a thorough reflection of the experiences of my internship period.

















[bookmark: _Toc524398452]4. Findings & Analysis 
[bookmark: _Toc524398453]4.1 Client Management
Client Management or Client Relationship Management (CRM) is a business strategy that maximizes profitability, revenue and customer satisfaction by organizing around customer segments, fostering behavior that satisfies customers and implementing customer centric processes.
Types of CRM: There are 4 types of CRM implemented overall the business, this are;
· Strategic CRM.
· Operational CRM.
· Analytical CRM.
· Collaborative CRM.
 Strategic CRM is use to development a business with customer centric culture. This culture is dedicated to winning and keeping customers by creating and delivering better value than the competitors.
Customer centricity is competing with 3 others business logic, which is product, production and sales.
 Product-oriented businesses believe that the product with best quality, performance, design or features will be chosen by customer. 
Production-oriented businesses believe that customer more likely to choose low cost product.
 Sales-oriented businesses believe that customer will be persuaded to buy their product if they do enough for advertising, selling and public relation. 
A customer or market-oriented businesses share a set of belief putting the customer at first. Many managers say that customer centric must be right. However, sometime other orientation may stronger.



[bookmark: _Toc524398454]4.2 Strategies for Maintaining Clients
There are thousands of strategies which are followed by the companies. It is important to have a clear strategy that encompasses strategic relationship with the clients to accomplish the business. The strategic plans include: vision, values, purpose, mission, key success factors; goals and actions.
Linde Bangladesh segmented their market through the business description or application basis and then target their potential client base and then develop positioning strategies for them, after that develop the business accomplishment process for individual segment to maintain their client base. 
[bookmark: _Toc524398455]4.2.1 Segmentation Strategies
One organization, product or brand can't be same to all the people. This is why a company needs to use market segmentation to divide the customers into groups of people with common characteristics and needs. This allows the company to tailor an approach to meet each group's needs cost-effectively, and this gives a huge advantage over competitors who use a "one size fits all" approach.
Linde Bangladesh segmented their customer to maintain a sustainable relationship with their customer and make appropriate strategies which fits them to make a loyal customer base and to satisfied them.
There are many different ways to segment the target markets. Linde Bangladesh is using the business description or application basis for segmenting their market. As their main products are industrial gasses, welding equipment, and medical gasses, they can only serve those industries where these are used. There is not any particular segment that they are not serving. They are trying to serve all the industries which match with the application of their products.











Segments served by Linde Bangladesh





Chemical and Manufacturing Industries: Industrial gasses are gaseous materials that are manufactured for use in Industry. The principal gasses provided are nitrogen, oxygen, carbon dioxide, argon, hydrogen, helium, and acetylene; although a huge variety of gasses and mixtures are available in gas cylinders. Industrial gasses are sold to chemical industries, power plant, and manufacturing industries.
Healthcare: Linde Healthcare is committed to quality care and patient safety, supported by pharmaceutical and medical device regulations and standards, from the selection of raw materials through production to the administration of the medical gasses. Medical gasses are sold to different hospitals, clinics, Laboratories & research centers. The purity of the gasses matters a lot in the medical sector. According to the customer, they can customize the purity of different gasses and serve them with the desired mix of gasses. They follow the pharmaceutical guidelines set by the International Conference on Harmonization (ICH) when documenting the safety and efficacy of their medicinal gasses. Their documentation for traditional medicinal gasses such as oxygen and nitrous oxide follow regulatory guidelines issued by the respective drug authorities. Linde’s quality, pre-clinical and clinical documentation of gas-enabled therapies follows the same guidelines as for any new pharmaceutical compound.
Welders: Welding is a fabrication or sculptural process that joins materials, usually metals or thermoplastics, by causing fusion, which is distinct from lower temperature metal-joining techniques such as brazing and soldering, which do not melt the base metal. In addition to melting the base metal, a filler material is typically added to the joint to form a pool of molten material (the weld pool) that cools to form a joint that is usually stronger than the base material. Pressure may also be used in conjunction with heat, or by itself, to produce a weld. With years of experience in the equipment market, they understand the needs of welding customers. This allows them to develop complete solutions that meet customers’ specific productivity, quality and safety needs. Regardless of customers’ technical challenge, they can rely on Linde to help find the best possible solution. Linde provides the necessary gasses and welding equipment to the welders. Linde also organizes welding training for welders. They hold technical seminars, monographic courses, high-pressure pipeline welding training etc.


[bookmark: _Toc524398456]4.2.2. Targeting Strategy
Target marketing tailors a marketing mix for one or more segments identified by market segmentation. Target marketing contrasts with mass marketing, which offers a single product to the entire market. Linde tries to serve all the customers in the mentioned 3 segments. They have targeted these three segments based on the following characteristics:
  The size of the segment: The three segments have a huge number of customers. The size of the segments plays a crucial role in increasing the profit. Higher the segment sizes higher the profit. There are an increasing number of industries, hospitals and welding shops in our country which make all these segments very attractive. According to the size Linde divided their customer:
· Bulk Customer.
· PGP&P Customer.
Competition in the segment: Even though some competitors are emerging in these sectors, Linde still holds a strong position compared to them. New competitors include- Spectra Oxygen Limited, Islam Oxygen, Advance Oxygen Ltd. Etc. As Linde is here for a long time people have trust on them and they have the first mover advantage over the competitors.
Brand loyalty of existing customers in the segment: Linde has such an image because of its quality and safety that people are willing to buy from them even though their price is higher than that of competitors. Their electronic inventory management and automatic supply solutions, for instance, leave customers free to focus on their core business by relieving them of routine tasks. In addition, safety training and preventive maintenance can help customers ensure compliance with evolving regulations. Customers can always rely on Linde’s application experts to help them optimize all gas-related processes.
Attainable market share is given promotional budget: Linde does not use any promotion for their customers. They have promotional activities only for their dealers. The customers continue to buy from them because of their loyalty. As the customers do not have variety seeking behavior, once they purchase from them they continue to do so. Moreover, the sales persons help them a lot from the moment of purchase to after sale service. So serving these segments do not cost them much for promotional activities which make these segments very attractive.
Expected profit margins in the segment: They also focus on the profit margin. For example, for industrial and medical sector they try to serve those customers first where they can set up VIE because it will result in higher profit margin. A vacuum insulated evaporator (VIE) is a form of pressure vessel that allows the bulk storage of cryogenic liquids including oxygen, nitrogen, and argon for industrial processes and medical applications to avoid explosions or other dangerous events, the VIE must be kept in an open space with no overhead wires (to prevent sparks from igniting surrounding materials, which will combust easier in the presence of liquid oxygen) and ringed by a fence of non-combustible material. Parking vehicles, open flames, smoking, and other potentially hazardous activities are normally prohibited anywhere near the VIE. So the industries which have these facilities, Linde tries to establish VIE in their premises.














[bookmark: _Toc524398457]4.2.3. Positioning Strategy
There are many positioning strategies from which Linde has used symbolic positioning in which a company enhances the self-image, creates belongingness and social meaningfulness. Linde Bangladesh has positioned itself in the customer mind with quality and safety. Linde Bangladesh has used three characteristics throughout their function in Bangladesh which includes-
· Safety.
· Quality.
· Ethical Business Practice.
Safety: As Linde transports highly explosive gasses around the country they are very careful about it. Drivers play a major role when it comes to road safety. Everything depends on the hands of the drivers once they are out on the roads. Drivers must be always alert to their surroundings, rested completely, and have a clear mind when they are driving. To ensure all of these, the company came up with certain rules for the drivers. The rules include driving hours of not more than 12 hours, resting time of at least 10 hours between duties, at least one-day break in every week, etc. The reason for creating a report on drivers’ duty hours was to see if these rules are being followed by the drivers. The GPS tracking devices that are attached to all the vehicles sends movement reports to the Vehicle Tracking System regarding the vehicle speed, location and any violations caused by the vehicles. There are safety meetings held with the drivers and the drivers are given feedback about their driving. They are given a warning first for minor rule breaks. If they continue to do so they are no longer allowed to drive for the company. This has made the customers of Linde to have trust in them as they know how safely the gasses will be transported to them.
Quality: Linde provides the best quality gasses and welding equipment. The quality of the gasses and medical equipment matters a lot. There are many competitors who are selling at a cheaper rate but the quality of the products is not good. Linde never compromises with the quality. Their prices of Linde are often higher than the competitors but the quality also matches with the price. There are many customers who want to buy the products of Linde because of their quality. Linde even conducts surveys from the customers to provide them with a quality product. Linde can provide customized mixtures of gasses to its customers which other competitors cannot serve. To meet the overall requirements of the healthcare sector Linde also holds a specials license to enable them to supply any gas specifically requested by a healthcare professional.
Ethical business practice: The Linde Code of Ethics is structured to reflect the expectations of their main stakeholder groups. Each Linde employee must learn and comply with the standards and laws that apply to their job. Linde will actively monitor the standards set out in the code. The standards set out in the code determine how Linde will maintain its relationships with customers, suppliers, governments, other businesses, the environment and people. These standards provide clear guidance on how they are expected to act in certain circumstances and will ensure that Linde’s good reputation will be maintained and enhanced. Failing to follow Linde’s Code of Ethics may expose the organization and its employees to serious harm – to the business, environment, people and the reputation they have all worked to earn. They could also be exposed to penalties and even imprisonment of individuals in serious cases of misconduct. Acting responsibly is important and requires ever greater care given the ever-changing corporate environment. The Linde Code of Ethics is structured to reflect the expectations of the main stakeholder groups. The stakeholders are people with an abiding interest in our company. Customers, suppliers and markets – customers who are satisfied and feel understood; suppliers who appreciate us because we are demanding, yet fair; and markets, in which they play an important role. Shareholders – who expect the organization to maximize the value of their investment, Employees – who work with enthusiasm and pride because they feel challenged and valued. Communities – in which they play a practical and positive –all their expectations are reflected.  







[bookmark: _Toc524398458]4.3 Business Accomplishment Process by Maintaining Client

[bookmark: _Toc524398459]4.3.1 Bulk Customer Business Accomplishment Process
Industrial liquid gases, Oxygen, Nitrogen, Argon, Carbon dioxide comprise the bulk segment. The entire bulk business has grown over last year with significant volume growth in all product portfolio. The growth was supported by the capacity enhancement in distribution channel and also from higher demand in segment like Ship Breaking, Metallurgy, Manufacturing, Livestock, Pharmaceuticals and petroleum industry. Nitrogen sales were maintained based on its demand for gas pipeline purging in gas projects and the livestock sales. The company secured new contracts in beverage industry due to quality and other aspects and started supplying Liquid CO2 part of which were secured by additional trunking from India.
· Prospect Search: Linde Bangladesh search for their potential clients through query from their existing clients, for instance, International Beverage Bangladesh Ltd.(IBBL) is one of the important clients of Linde Bangladesh, the area sales officer asks for information regarding any new potential clients known by IBBL. And this is how an area sales officer finds new business prospect for Linde Bangladesh through query from their existing clients.
Linde Bangladesh also search for their clients by visit. And finds their prospective clients. The area sales officer finds out the client and then send them a formal letter for appointment or make a phone call to any responsible employee from that company asks for appointment to meet them for a new business prospect.
· Location selection: By the time of searching new business prospect Linde Bangladesh also paying attention to the fact that is there have an easy road access for delivery. Road access is very important because of the nature of the product as there have to implant tanker. However, there must have to 20 fit by 20 fit space for constructing foundation for implant the tanker.
· Formal offer: After the first meeting with the client if all terms and conditions of both companies become agreeable then Linde Bangladesh creates a formal offer letter which includes all the terms and conditions, price details, delivery conditions and other important things. 
· Work order: After preparing the offer letter Linde Bangladesh send it to the client. And if all the conditions mentioned in the offer letter including price, the client send an acceptance letter to Linde Bangladesh. This acceptance letter provides the work order for Linde Bangladesh. And after getting the work order Linde Bangladesh creates a customer code.
Noted: Price negotiation can be made in this stage of agreement.  
· Soil test report: Customer will provide the soil test report, as there have to make a foundation for implanting VIE (Vacuum Insulated Evaporator) tanker. And if the soil test report provides result that this is not appropriate soil then Linde Bangladesh does not implant the VIE tanker.
· Foundation drawing: After getting the soil test report from customer Linde Bangladesh will provide a foundation drawing to the client for construction. Foundation will start by customer.
· Document preparation for explosive permission: Due to the nature of the product which is gas, that is likely to shatter violently or burst apart. Linde Bangladesh have to take the permission from explosive department of government to get the permission for constructing the foundation.
· Follow up by customer
· Drawing approval from DOE: DOE means Department of Explosives. DOE gives the approval for drawing of the foundation.
· VIE-vacuum insulated evaporator: VIE vacuum insulated evaporator is being installed on that specific land.
· DOE permission received: By this time Linde Bangladesh gets the permission from the Department of Explosives for conducting the operation further.
· Agreement and payment: At this time payment was made by the client to Linde Bangladesh.
· VIE commissioning through liquid: Finally VIE is commissioning with the required liquid gas.



[bookmark: _Toc524398460]4.3.2 PGP&P Customer Business Accomplishment Process
PG&P comprise of mild steel electrodes and compressed industrial gases. Overall revenue of PG&P segment has grown by 7% from prior year, a turnaround in revenue growth after years of stagnant business performance. The major products contributing in growth were Hydrogen, Helium, Fire Suppression and Packaged special gases. The renewed focus on special gases and project based sales made this possible.

· Prospect Search: Linde Bangladesh search for their potential clients through query from their existing clients, for instance, International Beverage Bangladesh Ltd.(IBBL) is one of the important clients of Linde Bangladesh, the area sales officer asks for information regarding any new potential clients known by IBBL. And this is how an area sales officer finds new business prospect for Linde Bangladesh through query from their existing clients.
Linde Bangladesh also search for their clients by visit. And finds their prospective clients. The area sales officer finds out the client and then send them a formal letter for appointment or make a phone call to any responsible employee from that company asks for appointment to meet them for a new business prospect.
· Consumption Pattern: Customer know-how is very important in this stage. Linde Bangladesh studies all its customer their needs, their consumption pattern, for what purpose customers are going to use it, in what amount they are going to use etc. are specifically recognize Linde Bangladesh.
· Offer: Linde Bangladesh at this stage make their offer paper and send it to the customer. In this offer letter they mentioned all the terms and conditions regarding this agreement.
· Acceptance letter: After receiving the offer letter customer carefully read the paper and then add additional conditions if needed and send an acceptance letter to Linde Bangladesh.  
· Pop form: Pro forma of Process form is prepared by Linde Bangladesh. This form basically included- customers name, two copies of passport size photographs, national id, rules by Linde Bangladesh, and the details of the agreement.
· New customer code: After preparing the POP new customer code was made by Linde customer specialist department. This is a unique code for every single customer. By which code with the name of customer entered into the data base of Linde.
· Security money given by customer: After creating a new customer code customer has to deposited security money. The amount of this security deposit basically depends on the amount or unit of purchase.
· Business Start: After all the process is done the business has started with that particular customer.
· Contract/ Payment: In this stage customer has to clear all the payment according to the contract paper.
· Cylinder movement follow up: Most crucial thing is to follow up the cylinder movement of the customer as Linde themselves provide the cylinder as a rent basis.
· Cylinder site delivery process: Linde provides delivery service to the customers site.
















[bookmark: _Toc524398461]4.3.3 Government Customer Business Accomplishment Process
DGDP- Directorate General Defense Purchase Yearly Procurement Process:
· Requisition from user: An official order made by Directorate General Defense Purchase DGDP of Bangladesh to Linde Bangladesh for requisition of products.
· Central Deposits: There are three central deposits in DGDP which are Army, Navy and Bangladesh Air force (BAF).
· DGDP-DP-Air, DP-Navy, DP-Army: DGDP drops tender in separate wings like DP- Army, DP- Navy, DP- BAF.
· Linde offer submission: Linde Bangladesh purchase the tender and submit offer letter by registration. The process for registration are-
 Linde have to apply with 3000/- pay order, bio data, application on company pad and 2 copies of photographs.
After that on an appointed date Linde collects form.
DGFI grants security clearance through DGDP.
Linde submit form with a forwarding letter along with all necessary papers.
Linde have to deposit a certain amount of money for pay order, security money and also for enlistment fee on receipt of DGFI clearance.
And finally on a scheduled date the enlistment letter will be handed over to Linde by DGDP.
· Evaluation by DP: After submission of offer letter Linde have to wait for the evaluation from DP.
· Preparation of contract: After evaluation by DP if they approved the offer Linde prepare the contract paper. This is a Rate Running Contract- which means whatever the price of the product will be fixed in the contract, for that certain period Linde cannot make any kind of changes in the price, even if the price of that product increase or decrease.
· Product Supply: Finally, the products are supplied to the specific DP.
· Customer collect the product from Linde depots: Linde has their own sales center and DP’s assigned officer have to collect product from that depots.
· Linde supply on credit: As Linde supply on credit to DGDP, account receivable listed in account for that reason a letter of credit will be authorized with the concurrence of the finance division of DGDP have to submit to Linde for the accuracy of the credit sales.

Billing Process of DGDP:
· Inspection at customer: - After the inspected and accepted by the Inspector at customer, Linde will forward the original copy of the Inspection Note/Certificate along with the following documents to the Chief Controller, DSSD or Attaché (Defense Procurement): 
(1) One copy of supplier’s Commercial invoice.
 (2) Nine copies of Form 18/Supplier’s invoice obtained from the said officers.
· User send CRV- DGDP have to send credit received voucher to Linde as acceptance of product by mentioning the individual products names, units, price, total amount with adding vat.
· Final bill preparation in prescribed format (DP-5 form)
Bill submission to DGDP: Linde Bangladesh will prepare their claim on the appropriate form to be obtained from defense procurement. The following documents must have needed for claiming the bills from DGDP:
(1) 3 copies of Negotiable Bill of Lading.
 (2) Invoices (Two Copies). 
(3) Inspection Note/Certificate.
(4) a forwarding letter to DGDP.
· Bill approved at DGDP: After submitting the documents for bill to DGDP, DGDP gives the payment slip.
· Bill collection: Finally, the assigned officer collects the payment from specific bank mentioned in the payment slip.




[bookmark: _Toc524398462]4.4 Services to Maintain Sustainable Relationship with Client
Customer Service: Their electronic inventory management and automatic supply solutions, for instance, leave customers free to focus on their core business by relieving them of routine tasks. In addition, safety training and preventive maintenance can help customers ensure compliance with evolving regulations. Customers can always rely on Linde’s application experts to help them optimize all gas-related processes.
Conducts Surveys: Linde even conducts surveys quarterly of the year from the customers to provide them with a quality product. Customers feedback is very important to Linde as the customers are the reason for which their business remains in existence.
Provides Customized Mixtures of Gases: Linde can provide customized mixtures of gasses to its customers which other competitors cannot serve. To meet the overall requirements of the healthcare sector Linde also holds a specials license to enable them to supply any gas specifically requested by a healthcare professional.
Ensure Safe Transportation Facilities: Linde handle a large proportion of gas transportation to their customers themselves. Linde has set itself the target of minimizing the number of transport incidents. In 2016, it set itself a more specific target. Incidents previously classified as non-preventable are included in the new target. By the end of 2020, Linde wants to reduce the number of serious transport incidents per million kilometers travelled by 20 percent in comparison with the year 2015. 
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Quality: Linde provides the best quality gasses and welding equipment. The quality of the gasses and medical equipment matters a lot. There are many competitors who are selling at a cheaper rate but the quality of the products is not good. Linde never compromises with the quality. Their prices of Linde are often higher than the competitors but the quality also matches with the price. There are many customers who want to buy the products of Linde because of their quality.
Constructing VIE for Customer: For industrial and medical sector Linde try to serve those customers first. A vacuum insulated evaporator (VIE) is a form of pressure vessel that allows the bulk storage of cryogenic liquids including oxygen, nitrogen, and argon for industrial processes and medical applications to avoid explosions or other dangerous events, the VIE must be kept in an open space with no overhead wires (to prevent sparks from igniting surrounding materials, which will combust easier in the presence of liquid oxygen) and ringed by a fence of non-combustible material. Parking vehicles, open flames, smoking, and other potentially hazardous activities are normally prohibited anywhere near the VIE. So the industries which have these facilities, Linde tries to establish VIE in their premises.














[bookmark: _Toc524398463]4.5 Product Development to Capture New Client Base
Apart from their current products Linde Bangladesh continuously improve their product line as there are many customers in our country and they can serve them if they want to.
· Establish new plant: There are many customers of gasses and hard goods in our country. But Linde is not able to serve them all due to limited production. There are many customers whose needs are not fulfilled. There are huge numbers of welding workshops in our country who need gasses and there are not many competitors. So if Linde can increase its production capacity then there is an attractive number of customers to serve. For this, they need to invest in new plants. Even though it is a matter of great investment but it can be paid off by serving those customers. There are three plants now at Tejgaon, Rupganj, and Shitalpur. But these are not enough to serve all the customers.

· Petroleum: Petroleum products are materials derived from crude oil (petroleum) as it is processed in oil refineries. Unlike petrochemicals, which are a collection of well-defined usually pure chemical compounds, petroleum products are complex mixtures. The majority of petroleum is converted to petroleum products, which includes several classes of fuels. These fuels include or can be blended to give gasoline, jet fuel, diesel fuel, heating oil, and heavier fuel oils. Heavier (less volatile) fractions can also be used to produce asphalt, tar, paraffin wax, lubricating and other heavy oils. Refineries also produce other chemicals, some of which are used in chemical processes to produce plastics and other useful materials. Carbon, in the form of petroleum coke, and hydrogen may also be produced as petroleum products. The hydrogen produced is often used as an intermediate product for other oil refinery processes such as hydrocracking and hydride sulfurization. Over 6,000 items are made from petroleum waste by-products including Fertilizer, Linoleum, Perfume, Insecticide, Petroleum Jelly, Soap, and Vitamin Capsules. So they can use the wastes to produce other products too.



· Own raw materials: New competitors in this sector are emerging. It is no longer a monopoly business for Linde Bangladesh. Especially in hard goods sector, many welding shops are purchasing from Chinese raw material suppliers which are threatening to Linde Bangladesh. Even though the quality of the products of Linde is very superior compared to the competitor's people are often priced sensitive. They have a tendency to buy products at a cheaper rate. So if Linde can reduce their price they can get huge customers. In order to reduce cost Linde should try to produce own raw material rather than exporting it. That way they can reduce the cost which will lead to decreased price. As Linde do not compromise with their quality, this will be an effective way of reducing price and competing with the competitors.



· Packaging gas: A packaging gas is used to pack sensitive materials such as food into a modified atmosphere environment. The gas used is usually inert, or of a nature that protects the integrity of the packaged goods, inhibiting unwanted chemical reactions such as food spoilage or oxidation. Some may also serve as a propellant for aerosol sprays like cans of whipped cream. For packaging food, the use of various gasses is approved by regulatory organizations. An inert gas is a gas which does not undergo chemical reactions under a set of given conditions. Food is packed in an inert gas to remove oxygen gas. This prevents bacteria from growing. These gas types do not cause a chemical change to the substance that they protect. It should be kept in mind that the taste of the food should not be blunt. 
I. argon
 II. helium
 III. nitrogen
 IV. carbon dioxide


· Diving: In underwater diving, an inert gas is a component of the breathing mixture which is not metabolically active, and serves to dilute the gas mixture. The most common inert gas used in breathing gas for commercial diving is helium. There are other different gasses too that can be used in diving. I. Nitrox: Enriched air nitrox (or simply called Nitrox is the second most commonly used gas in diving after air. Nitrox is simply a blend of Oxygen and Nitrogen that has higher levels of oxygen than air does. Common mixtures are 32% oxygen 68% Nitrogen, or 36% Oxygen 64% Nitrogen. II. Trimix: Trimix is a mixture of Nitrogen, Oxygen, and Helium used to increase depth limits. A diver could use Trimix to dive to depths of 100 + meters and still be clear headed. As a diver descends over 100 meters using a helium based breathing gas, they may get ‘High-Pressure Nervous Syndrome’ (HPNS) which causes the diver to shake uncontrollably while at depth. III. Heliox: Heliox is helium based breathing gas, but unlike Trimix, it does not contain nitrogen. It is used for the same reasons as Trimix, so it is only ever encountered in the worlds of technical and commercial diving. IV. Oxygen: Oxygen is the key to life, without it, we would die within minutes. However, under pressure oxygen can be toxic, therefore oxygen is only used by technical divers who use it to accelerate their decompression. Oxygen is also highly reactive and can make other substances burn with very high intensity. Proper training and special equipment are required to work with pure oxygen. Despite its dangers, a cylinder of pure oxygen is an essential piece of a first aid kit for divers. As this is a segment in which Linde Bangladesh has not targeted any customer yet, this could be a way of brand extension by which they can target new customers.








· CO2 and Argon mix in welding: Argon, Helium, Carbon Dioxide and Oxygen are the four most common shielding gasses used in MIG welding, with each providing unique benefits and drawbacks in any given application. As Linde provides an emphasis on weld quality, appearance and reducing post-weld cleanup, a mixture of between 75 – 95 percent Argon and 5 – 25 percent CO2 will provide a more desirable combination of arc stability, puddle control and reduced spatter than pure CO2. This mixture also allows the use of a spray transfer process, which can produce higher productivity rates and more visually appealing welds. Argon also produces a narrower penetration profile, which is useful for fillet and butt welds. The welding quality will be increased if they can use this mixture. This is a mixture which Linde Bangladesh has not used yet. So using it can be effective in getting customer satisfaction.

·  Promoting L.P.G.: In our country, natural gas is used in our houses. But L.P.G. can be used too. It is not widely used in houses now. But promoting it can create awareness that people can use it at less cost. In using natural gasses, people have to pay a fixed bill regardless of the fact that they use it or not. If they are not at home for one month even, then they have to pay the bill. But if they use L.P.G. they can pay according to their usage. Even though the initial costing may be higher, it follows pay as you go model. This will help reduce the pressure on natural gas. The top most use of LPG is to use as the main fuel for vehicles. It burns better than diesel or petrol and hence, the top most use for LPG is to use it as ignition fuel. It can also be used in food processing.













[bookmark: _Toc524398464]4.6. Findings
Doing business has never been as competitive as it has been in this modern time. Business has now come out of its traditional production and selling activities, and evolved to a great extent. The revenue of a company now relies as much as on the satisfaction of the clients and on the presentation of a product as it relies on its quality.
In this report I have tried to evaluate the strategic plans for the clients and its execution process of Linde Bangladesh. I have closely worked with the Marketing and Sales Department of Linde Bangladesh, which helped me thoroughly to examine how efficiently and effectively they have maintained their potential client base and develop unique and separate strategies for each of the clients to meet their satisfaction. The methods that has assisted in their success are as follows:
· Effective strategic plans for clients.
· Integrated monitoring system.
· Innovation for application of gas products.
· Impactful training system.
· Quality management: International Standard.
· Ensure safety.
· Maintain global standard for sustainability.





[bookmark: _Toc524398465]4.7. Analysis
The Linde Group is a world-leading supplier of industrial, process and specialty gasses and is one of the most profitable engineering companies. Linde products and services can be found in nearly every industry, in more than 100 countries. The strategy of The Linde Group is aimed towards long-term profitable growth through maintaining their quality of products and services.
Linde Bangladesh develop different strategies for their every single client base according to the nature of the business their clients do thus helps them to concentrate more effectively towards that particular client base. Thus they have accomplished their business successfully.
Moreover, they have an integrated cross functional team of around 400 trained, motivated and professional members manages 24 hour operations at three major locations across the country to support our customers. Linde sell products to more than 35000 customers from a wide spectrum of industries running from chemicals and petrochemicals to steel.
Linde continuously developing new areas of application for gas products and working on further improving processes and plant technologies to offer more variety to their clients. Linde develops new applications as part of business transactions, in close collaboration with its customers and taking into account their specific needs. Furthermore, we concentrate on making technical processes and plants more energy efficient and on reducing emissions – in our own operations as well as those of our customers.
Linde Bangladesh adopted an impactful training approach for their employees that aided in their success in conducting business and in their continuous innovation. Their training provided team indulge themselves in creating new and innovative training tools and methods which makes their employees more efficient.
Linde never compromises with their quality of the product. Thus their price becomes high than the competitors. quality also matches with the price. There are many customers who want to buy the products of Linde because of their quality. Linde maintain international standard for the quality of their product.

Safety is a top priority for Linde Bangladesh, regarding both their own business processes and the use of the products. They have defined globally applicable standards for safety and environmental management, which are implemented through their whole internal management systems. The primary focus is on minimizing safety risks and reducing the Group's environmental impact as well as on the efficient use of energy, resources and materials.











[bookmark: _Toc524398466]5. Recommendations and Conclusion
[bookmark: _Toc524398467]5.1 Recommendations
Though the five months of my internship period are not fully enough to see and understand all the work processes of such big company like Linde Bangladesh Ltd, I found some areas on which some improvements can be made. I have sketched out some of the limitations that it possesses. I would recommend to:

 It has been already discussed in the product development part about how Linde Bangladesh can improve and target new customers in new segments. Here are some suggestions regarding those factors;

· Plant location decision: Wrong plant location generally affects cost parameters can act as a continuous stimulus of higher cost. Marketing, transportation, quality, customer satisfaction is some of the other factors which are greatly influenced by the plant location decisions. Once a plant is set up at a location which is not much suitable, it is a very disturbing as well as very expensive process to shift works of a company to some other place. The investments involved in the in setting up of the plant premises, buying of the land etc. are very large and especially in the case of big multinational companies like Linde the investments can go into millions of taka, so economic factors of the location should be very minutely and carefully checked and discussed in order to achieve good returns on the money which will be invested by Linde Bangladesh.

· Investing in Innovation and R&D: Every company understands nowadays, that R&D and Innovation is a key to growth and prosperity. This position creates severe competition between market players with sufficient resources for R&D. If Linde invests in the petroleum industry, then they must be ready to spend a great deal in research and development process. First, the petroleum industry and its technological infrastructure must be understood. Petroleum is a high-technology industry, where companies, scientists, and engineers continually challenge the barriers of what is possible to find and produce energy. New techniques and technologies discovered through R&D is going to be vital in enabling the industry to meet global demand and challenges.

· Improving electrode quality: Though welding electrode is a highly consumable industrial item, the success of this project depends on marketing, financial planning, and production of quality electrodes. Electrodes are needed both in bulk and a small quantity of production. The most important factor in marketing this product is consumer satisfaction and this can be achieved by producing good quality electrodes and selling at the most economical price with the best sales network. As many customers are buying electrodes from China, Linde should improve their quality or reduce the price to capture this huge market of electrode.

·  Using Argon in packaging food: When foods such as crisps are packaged, the bag's empty space is filled with an inert gas such as nitrogen to prevent the food spoiling too quickly. Gas is used to replace oxygen which causes food to oxidize, the chemical reaction that turns crisps stale and apple brown. Oxygen also allows bacteria and other microbes to breed. Using Argon instead of other gasses like Ammonia removed oxygen more efficiently. Argon is denser and fills spaces around the food more completely. It also keeps food fresher for longer and improves its quality. Packets of crisps, processed meats, and lettuce last about 25 percent longer, while argon extends the life of pizzas by up to 50 percent. Argon preserves chemical flavor components better than other techniques. So Linde should use Argon in packaging food to satisfy their customers.

·  Safety in diving gas: As we have given a suggestion to Linde to expand its product line by serving the diving sector, they should keep some safety measures regarding this. It is possible for gas blenders to create toxic and dangerous gas mixes for divers. Too much or too little oxygen in the mix can be fatal for the diver. Oxygen analyzers should be used to measure the oxygen content of the mix after blending. 

·  Variation in the mix of CO2 and Argon: The cost of basic gasses and gas mixtures for welding can vary greatly. CO2 is the least expensive, while helium is most expensive; argon is priced between the two. Linde can use differentiation or customization in mixing these gasses according to the requirements of its customers. Some mixes can be
I. 100 Percent CO2 -Lowest price, generally greatest penetration, and higher levels of spatter.
II. 75 Percent Argon - 25 Percent CO2 -Higher price, most commonly used by home hobbyist and light fabricator, lower levels of spatter and flatter weld bead than 100 Percent CO2. 
III. 85 Percent Argon - 15 Percent CO2-Higher price, most commonly used by fabricators, with a good combination of lower spatter levels and excellent penetration for heavier plate applications and with steels that have more mill scale 
IV. 90 Percent Argon - 10 Percent CO2- Higher price, most commonly used by fabricators, with a good combination of lower spatters levels and good penetration for a wide variety of steel plate applications.

· Engage in more promotional activities: Linde Bangladesh Limited should engage in more promotional activities of their products given the vast opportunity that lies doing business in Bangladesh. The financial stability and growth of the economy of the country illuminates a very bright future.

· Increase Production: Because of huge customer demand and limited production sometimes Linde can serve only a few of its customers. Because Linde has the demand and also the ability to increase its production capacity, if they can increase supply it will help them to serve their total targeted customers in future.
· Improve Central Invoicing System: To maintain more efficiently the work of client management or their billing Linde should be more careful of avoiding double invoicing.

· Use of Mobile App: Use mobile app to store scan copy of delivery log sheets in central server as sometime it would not be possible to store log sheets immediately to the central server through computer. The work will be easy through using a mobile app for storing the scanned copies of the log sheets and other important documents.

· Improve Coordination: If Linde improves the coordination among the sales, distributions, operations and CES departments they can do their works more effectively and efficiently.

· Reduction in Price: competitors in this sector are emerging. It is no longer a monopoly business for Linde Bangladesh. Especially in hard goods sector, many welding shops are purchasing from Chinese raw material suppliers which are threatening to Linde Bangladesh. Even though the quality of the products of Linde is very superior compared to the competitor's people are often priced sensitive. They have a tendency to buy products at a cheaper rate. So if Linde can reduce their price they can get huge customers



















[bookmark: _Toc524398468]5.2 Conclusion
Strategic Client Management is one of the crucial tools to drive the business engine. As clients are the reason for which businesses remains in existence. The more a business can know their clients, their expectations and demand the better will be the relationship with the clients and for that reason there will be a less chance for clients to move elsewhere as in this aggressively competitive business world there is a lots of alternatives available. To continuously capture the eye of the clients it is most important to develop strategies which is clear and well communicated with the clients’ base. Linde has such an image because of its quality and safety that people are willing to buy from them even though their price is higher than that of competitors. It is obvious by the content of the report that Linde Bangladesh has not done much of promotion which can lead them into trouble in future. So despite this fact, the other initiatives taken by Linde Bangladesh for managing their clients are remarkable.
This internship experience allowed me to learn more about different tools to communicate effectively with consumers, how to maintain a quality service, how to handle significant business issues the clients are facing, understand is special and unique about every single client, not only these but also how to satisfied the existing clients and many more to enhance the relationship with the existing clients as well as retaining new clients.
All in all, the internship program was a very useful and learning experience where I was able to implement my learning from my academic life in the practical field. I am very thankful to seek proper guidance and help from my line manager at Linde Bangladesh Limited as well as from my faculty supervisor in my University. In addition, executives here always motivate their colleagues to come up with better solutions. The learning from the four years of my Undergraduate program came handy and has prepared me with the strength to pursue my future endeavors. The internship experience has taught me that the best place to carry out the program is to commit to a company that is most convenient, has extensive learning opportunity, provides at least some motivational remuneration and which has a reasonable national/international recognition. In hindsight, the overall internship experience was one that developed my knowledge and assisted personal growth. Finally, it is time to take what I have learned and incorporate it in my work life; a time to take a step further in the future.
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Liquid Argon 5,000 Liters/Month in SKB by Bin Habib, 6,000 Liters/Month in Meghna Aloytech by MAMICO. SKB
has also installed a 1976 liter Argon mega Cylinder recently. RFL bike started taking argon from KMC KMC again
We have recently lost 25,000 fter monthly uptake from SKB & RFL bike

2. Liquid Carbon-di-Oxide — Pran Dary (24 MT/Day) and Akj (24 MT/Day) have capabilty and tendency to sell
surplus LCO to the customers in compettive market,if v fail to retain existing and arab potential customers.
‘Already New Juthi, Hashem Foods, BD Thai Foods & Prime Pushti moved to Pran. But other than New Juthi, all are
managed to be converted to Linde again

3. Liquid Nitrogen —So far no major Liquid competitor except captive plant of Beximco, who sells surplus LIN to
BRAC and other Livestock customers in Dewar (Portable Cryogenic Containers). When Spectra Oxygen wil start
their 65 TPD ASU plant they wil compete for our major livestock customer SLDP, whose avg. monthly uptake is 65
KUMonth. They may try to sell LIN to other customers also. American Dairy moved to Beximco but we managed to
getitback again in February 2017.
Liquid Oxygen — Major competitor will be Spectra Oxygen, who s instaling 65 TPD ASU Plant very shorty
Although their major targets are healthcare customers, but they wil surely make impact on industial customers.
wihose factories are nearby Specira plant ke Buildtrade, Sarker Steel etc.
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Product Oxygen Product DA Product Nitrogen Product Argon Product CO2

Sales Unit M3 Sales Unit M3 Sales Unit M3 Sales Unit M3 Sales Unit Kg

Linde 110600 Linde 24150 Linde 16400 Linde 8125 Linde 29230

Competition 471600 Competition 14303 Competition 2580 Competition 14305 Competition 15300

Total 582200 Total 38453 Total 18980 Total 22430 Total 44530
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Product Oxygen

Sales Unit M3

Area Name Linde Diamond Islam Union AKM  Salahuddin Total

CANTONMENT 250        300          300          300          300          300           1,750       

GULSHAN 1,500     500          500          500          500          500           4,000       

TEJGAON 5,000     500          1,000       500          400          1,000        8,400       

MIRPUR 2,000     500          500          400          500          500           4,400       

RAMNA 500        500          500          600          400          500           3,000       

UTTARA 1,500     500          500          600          500          1,500        5,100       

SAVAR 5,000     700          1,000       500          800          700           8,700       

GAZIPUR SADAR 1,500     600          600          600          600          600           4,500       

TONGI 8,500     500          500          500          500          850           11,350     

KALIGANJ 500        450          400          500          500          450           2,800       

KAPASIA 500        450          450          450          450          450           2,750       

SREEPUR 1,500     500          450          500          500          500           3,950       

KALIAKOIR 1,500     1,000       1,000       350          1,500       500           5,850       

TANGAIL 500        1,500       1,500       350          1,000       500           5,350       

Total 26,500   8,500       9,200       6,650       8,450       8,850       

71,900   

Price (BDT) 42          30            31            30            31            30            

Plant Capacity (TPD) 80          46            10            26            6              5              

Delivery Facility No Yes Yes Yes Yes Yes

Dealer/Retailer Yes Yes Yes Yes Yes Yes

Product DA

Sales Unit M3

Area Name Linde Diamond Islam BIGL Total

CANTONMENT 250 100 150 0 500

GULSHAN 300 105 0 0 405

TEJGAON 1000 100 150 0 1250

MIRPUR 500 100 50 0 650

RAMNA 250 100 150 0 500

UTTARA 150 50 50 0 250

SAVAR 500 100 0 0 600

GAZIPUR SADAR 500 100 150 150 900

TONGI 700 100 100 100 1000

KALIGANJ 100 0 50 100 250

KAPASIA 100 0 0 100 200

SREEPUR 150 0 0 100 250

KALIAKOIR 50 0 0 100 150

TANGAIL 50 0 0 500 550

Total 4,600     855          850          1,150      

7,455     

Price (BDT) 720        650          675          660         

Plant Capacity (M3/hr) 70          40            40            30           

Delivery Facility No Yes Yes No

Dealer/Retailer Yes Yes Yes No

Product Nitrogen

PCC Excluded

Sales Unit M3

Area Name Linde Islam Total

CANTONMENT 450 60 510

GULSHAN 350 50 400

TEJGAON 2500 300 2800

MIRPUR 700 100 800

RAMNA 500 70 570

UTTARA 450 60 510

SAVAR 750 115 865

GAZIPUR SADAR 1000 150 1150

TONGI 1000 150 1150

KALIGANJ 150 30 180

KAPASIA 150 30 180

SREEPUR 400 60 460

KALIAKOIR 300 45 345

TANGAIL 350 50 400

Total 9,050     1,270      

10,320   

Price (BDT) 70          55           

Delivery Facility No Yes

Dealer/Retailer Yes Yes

Product Argon

PCC Excluded

Sales Unit M3

Area Name Linde Sanji Binhabib KMC Total

CANTONMENT 200 50 150 0 400

GULSHAN 685 150 350 350 1535

TEJGAON 1000 150 350 0 1500

MIRPUR 90 35 500 50 675

RAMNA 50 50 200 0 300

UTTARA 250 50 150 0 450

SAVAR 650 257 1230 150 2287

GAZIPUR SADAR 90 28 2500 0 2618

TONGI 150 50 270 50 520

KALIGANJ 20 0 0 0 20

KAPASIA 20 0 0 0 20

SREEPUR 25 0 1000 0 1025

KALIAKOIR 15 0 0 50 65

TANGAIL 25 0 0 50 75

Total 4,500     820          4,500       720         

9,840     

Price (BDT) 427        300          300          350         

Delivery Facility No Yes Yes Yes

Dealer/Retailer Yes Yes Yes Yes

Product CO2

PCC Excluded

Sales Unit Kg

Area Name Linde Mamico Others Total

CANTONMENT 150 150

GULSHAN 200 250 450

TEJGAON 1500 750 150 2400

MIRPUR 1500 750 250 2500

RAMNA 500 150 650

UTTARA 1000 750 750 2500

SAVAR 3500 2000 500 6000

GAZIPUR SADAR 150 150

TONGI 2000 1000 150 3150

KALIGANJ 500 500

KAPASIA 400 350 150 900

SREEPUR 350 350

KALIAKOIR 200 200 200 600

TANGAIL 150 150

Total 12,000   2,500       1,500      

16,000   

Price (BDT) 43          38            39           

Delivery Facility No Yes

Dealer/Retailer Yes Yes
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Product Oxygen

PCC Included

Sales Unit M3

Area Name Linde Jilani  PHP BOL SIMA BWEL Total

Patenga 5,000     -           -           -           -           3,000        8,000       

Kaptai 1,000     -           -           -           -           500           1,500       

Kalurghat 3,000     3,200       3,200       -           1,500       2,500        13,400     

Bariarhat 2,500     -           -           1,000       500          800           4,800       

Sadarghat 4,500     -           -           -           3,000       6,000        13,500     

Rangamatia 200        -           -           -           500          1,000        1,700       

Oxygen 2,500     -           -           2,500       6,000       8,000        19,000     

Khagchari 200        -           -           -           1,000       500           1,700       

Total 17,600   3,200       3,200       3,500       12,500     22,300     

63,600   

Price (BDT) 42          18            22            22            22            22            

Plant Capacity (TPD) 80          10            10            6              25            30            

Delivery Facility No Yes Yes Yes Yes Yes

Dealer/Retailer Yes Yes Yes Yes Yes Yes

Product DA

Sales Unit M3

Area Name Linde Bin Habib SOL Total

Patenga 2000 300 50 2350

Kaptai 500 50 -           550

Kalurghat 600 150 100 850

Bariarhat 500 200 100 800

Sadarghat 1500 150 600 2250

Rangamatia 100 -           -           100

Oxygen 1200 200 200          1600

Khagchari 200 -           -           200

Total 6,600     1,050       1,050       -          

8,700     

Price (BDT) 720        600          620         

Plant Capacity (M3/hr) 70          40            40           

Delivery Facility No Yes Yes

Dealer/Retailer Yes Yes Yes

Product Nitrogen

PCC Excluded

Sales Unit M3

Area Name Linde SIMA Total

Patenga 100 50 150

Kaptai 50 -           50

Kalurghat 100 50 150

Bariarhat 300 200 500

Sadarghat 200 300 500

Rangamatia 20 -           20

Oxygen 2000 200 2200

Khagchari 30 -           30

Total 2,800     800         

3,600     

Price (BDT) 70          40           

Delivery Facility No Yes

Dealer/Retailer Yes Yes

Product Argon

PCC Excluded

Sales Unit M3

Area Name Linde Sanji Binhabib KMC Total

Patenga 200 -           50 -           250

Kaptai 50 -           -           -           50

Kalurghat 100 -           100 200

Bariarhat 50 -           50

Sadarghat 200 50            200 50 500

Rangamatia -         -           -           -           0

Oxygen 600 -           100 -           700

Khagchari -         -           -           -           0

Total 1,200     50            350          150         

1,750     

Price (BDT) 427        300          300          350         

Delivery Facility No Yes Yes Yes

Dealer/Retailer Yes Yes Yes Yes

Product CO2

PCC Excluded

Sales Unit Kg

Area Name Linde Ship Total

Patenga 1200 200 1400

Kaptai -         -           0

Kalurghat 200 100 300

Bariarhat 50 -           50

Sadarghat 200 200 400

Oxygen 150 -           150

Khagchari -         -           0

0

Total 1,800     500          -          

2,300     

Price (BDT) 43          35           

Delivery Facility No Yes

Dealer/Retailer Yes Yes
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Product Oxygen

PCC Included

Sales Unit M3

Area Name Linde Diamond Islam Union AKM  BIGLSalahuddin Total

Bogra 3,200     500          100          2,800       300          -            6,900       

Joypurhat 100        -           -           150          250          

Gaibanda 100        -           100          400          -           -            600          

Sirajgonj 250        -           -           500          -           400   -            1,150       

Natore 300        -           400          400          -           -            1,100       

Rajshahi 400        -           400          400          400   -            1,600       

Naogaon 700        1,000       -           -           -           -            1,700       

Pabna 1,900     1,000       -           -           -           -            2,900       

Chapainawabgonj -         -           700          700          

Rangpur 1,700     -           -           500          -           -            2,200       

Nilphamary 2,200     -           500          500          200          -            3,400       

Dinajpur 800        -           500          500          500           2,300       

Takurgaon 500        -           500          -           -           -            1,000       

Panchagor 100        200          300          

Lalmonirhat  50          300          350          

Kurigram 200        100          300          

Total 12,500   2,500       2,600       6,850       1,000       800   500          

26,750   

Plant selling price (BDT) 36          27            19            20            18            36     20            

Dealer's selling price 36          45            36            36            36            36     36            

Plant Capacity (TPD) 80          46            10            26            6              5              

Delivery Facility No Yes Yes Yes Yes Yes

Dealer/Retailer Yes Yes Yes Yes Yes Yes

Product DA

Sales Unit M3

Area Name Linde Diamond Islam BIGL UOL Total

Bogra 450 30 50 0 70 600

Joypurhat 70 5 0 20 95

Gaibanda 70 0 0 0 15 85

Sirajgonj 20 0 25 50 25 120

Natore 200 10 0 0 210

Rajshahi 200 0 20 100 0 320

Naogaon 150 50 0 0 200

Pabna 400 50 0 0 450

Chapainawabgonj 0 0 0 0 50 50

Rangpur 350 0 50 0 50 450

Nilphamary 550 0 50 0 20 620

Dinajpur 300 0 50 0 100 450

Takurgaon 50 0 50 0 100

Panchagor 40 50 90

Lalmonirhat  20 40 60

Kurigram 80 10 90

Total 2,950     130          410          150         

350        

3990

Plant Selling price  (BDT) 661        650          575          550          580         

Dealer's  Selling price 750          630          600          630         

Delivery Facility No Yes Yes No Yes

Dealer/Retailer No Yes Yes No Yes

Product Nitrogen

PCC Excluded

Sales Unit M3

Area Name Linde Islam Total

Bogra 60 0 60

Joypurhat 0 0

Gaibanda 0 0

Sirajgonj 0 0

Natore 20 0 20

Rajshahi 10 10

Naogaon 0 0

Pabna 200 0 200

Chapainawabgonj 0 0

Rangpur 20 0 20

Nilphamary 0 0

Dinajpur 0 0

Takurgaon 0 0

Panchagor 0 0

Lalmonirhat  0

Kurigram 0

0

Total 300        10           

310        

Plant selling Price (BDT) 58          45           

Dealers selling Price (BDT) 70           

Delivery Facility No Yes

Dealer/Retailer No Yes

Product Argon

PCC Excluded

Sales Unit M3

Area Name Linde Sanji Binhabib KMC Total

Bogra 15 10 20 0 45

Joypurhat 0

Gaibanda 0

Sirajgonj 10 10

Natore 20 10 30 0 60

Rajshahi 40 10 70 0 120

Naogaon 10 10 30 0 50

Pabna 60 0 10 0 70

Chapainawabgonj 0 0

Rangpur 0 0 0 0 0

Nilphamary 10 0 10 0 20

Dinajpur 20 0 5 0 25

Takurgaon 0 0 0 0

Panchagor 0 0 0 0

Lalmonirhat 

Kurigram

Total 175        40            185         

400        

Plant selling Price (BDT) 403        300          300          350         

Dealers selling Price (BDT) 500        414          443          428         

Delivery Facility No Yes Yes Yes

Product CO2

PCC Excluded

Area Name Linde Mamico Others Total

Bogra 800

Joypurhat

Gaibanda

Sirajgonj

Natore

Rajshahi

Naogaon

Pabna

Chapainawabgonj

Rangpur 30

Nilphamary

Dinajpur 200

Takurgaon

Panchagor

Lalmonirhat 

Kurigram

Total 1,030     -          

1,030     

Plant selling Price (BDT) 38         

Dealers selling Price (BDT) No -          

Dealer/Retailer No -          
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Product Oxygen

PCC Included

Sales Unit M3

Area Name Linde Diamond Islam Union AKMOL Salauddin Total

Total 12,500   60,000     80,000     50,000     100,000     40,000      

342,500      

Price (BDT)

Plant Capacity (TPD)

Delivery Facility No Yes Yes Yes

Dealer/Retailer Yes Yes Yes Yes

Product DA

Sales Unit M3

Area Name Linde Diamond Islam Union AKMOL Salauddin Total

Total 4,500     2,000       300          500         

150          

100 7550

Price (BDT) 720        800          700          750         

Plant Capacity (M3/hr) 70          40            40            30           

Delivery Facility No Yes Yes No

Dealer/Retailer Yes Yes Yes Yes

Product Nitrogen

PCC Excluded

Sales Unit M3

Area Name Linde Diamond Total

Total 3,000    

500         3,500     

Price (BDT) 70         

Delivery Facility No

Dealer/Retailer No

Product Argon

PCC Excluded

Sales Unit M3

Area Name Linde Binhabib KMC Sanji Total

Total 1,500     4,000       1,500      

500        

7,500        

Price (BDT)

Delivery Facility No Yes Yes

Dealer/Retailer Yes Yes Yes

Product CO2

PCC Excluded

Sales Unit Kg

Area Name Linde Others New Juthi Total

Total 11,000  

4,000    

5000 20,000    

Price (BDT) 43         

Delivery Facility No

Dealer/Retailer Yes
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Product Oxygen

PCC Included

Sales Unit M3

Area Name Linde Diamond Islam Union AKM  Salahuddin Total

Total 10,500   8,500       1,000       2,500       500            2,000       

25,000   

Price (BDT) 65          30            60            62            60              59            

Plant Capacity (TPD) 80          46            10            26            6                5              

Delivery Facility No Yes Yes Yes Yes Yes

Dealer/Retailer Yes Yes Yes Yes Yes Yes

Product DA

Sales Unit M3

Area Name Linde Diamond Islam Ak Salauddin Union Total

Total 2,400     1,430       98            59            90              281          

4,358      

Price (BDT) 720        800          700          750          720            750          

Plant Capacity (M3/hr) 70          40            40            30            30              30            

Delivery Facility No Yes Yes No No No

Dealer/Retailer Yes Yes Yes No No Yes

Product Nitrogen

PCC Excluded

Sales Unit M3

Area Name Linde Total

Total 500       

500        

Price (BDT) 70         

Delivery Facility No

Dealer/Retailer No

Product Argon

PCC Excluded

Sales Unit M3

Area Name Linde Binhabib KMC Total

Total 400        300          200         

900        

Price (BDT) 427        300          300         

Delivery Facility No Yes Yes

Dealer/Retailer Yes Yes Yes

Product CO2

PCC Excluded

Sales Unit Kg

Area Name Linde Mamico Others Total

Total 2,000     1,000       800         

3,800     

Price (BDT) 43          38            39           

Delivery Facility No Yes

Dealer/Retailer Yes Yes


image25.PNG
Assumptions & Opportunities

Lirte

Assumptions.

Opportunities.

Uninterrupted production rom Rupgonj and
‘Shitapur Plant.

Uninterrupted importof prodct from Linde India as
per customer demand.

‘Smooth logisic supportfrom distoution for
importing product a5 wel 2 defvering fo
customers.

Import of VIES atright moment as per cusomer.
requirement

‘Smooth operation fom Department of Explosives
forgetting license of VIES.

New ASU Plant commissioning.
Less breakdown of CO2 plant
Uninterrupted import of food grade LCO.

s

10, Meghna Beverage - LCO 15 MTAM, MBDT 61Y.
1. AMCL : LIN 20 KLM, MBDT 81Y

12.Incepta Pharma - LIN Purging MBDT 0.51Job
13.Orion Gas - LIN Purging MBDT 0.51Job.
14.HKG Steel :LOX 20 KLM, MEDT Y

15 Azim Group - LOX 20 MTIM, MBDT 51Y.

16, Hatim Industres: LAR 2KLM, MEDT 3.21Y

7. Energypac: LIN Purging MBDT 3 401Job

Chakda Steel: LOX - 20 KLM, MBDT 5.0
NDE: LOX-20 KLIM, LCO 15 MTAM, MBDT 12/Y
McDonald: LCO 15 MTM, MEDT 61Y

Banga Buiding: LOX 10 KLM, MEDT 2.51¥
Winner Steel: LAR KL, MEDT 1.6
Walton : LAR 2KLM, MEDT 3.21Y

Brac  LIN 60 KLIM, MEDT 13 MBDT/Y
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