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2.1 Beximco Group

	Bangladesh has come a long way since its independence. It has improved key social indicators and the well being of its people. The Beximco Group of Companies has been an integral part of this progress. BEXIMCO's philosophy is simple: In identifying opportunities, it has targeted those industries, which the country needs most in order to progress and to improve living standards. Beximco is also focused on those industries, which make the most of Bangladesh's competitive advantages in the international market. 

As a result of this philosophy, the Beximco Group is today Bangladesh's largest private sector industrial conglomerate. In the course of its growth, it has created industrial and management capabilities that will serve the country for generations to come. BEXIMCO's industrial businesses include jute, textiles, basic chemicals and pharmaceuticals and marine foods. BEXIMCO's non-industrial undertakings are focused on real estate and construction, engineering, media, information technology, trading and financial services.

It is the creation and expansion of businesses critical to Bangladesh's development, businesses, which are developed and run by Bangladeshis, businesses that develop technologies and practices specific to the needs of the country, which is the defining characteristic of the BEXIMCO story

2.1.1 THE BEXIMCO GROUP:

Established in 1965 the Beximco group has expanded dramatically over the past 40 years and is today the largest and most diversified industrial conglomerate in Bangladesh, representing nearly 17% of the entire market capitalization of the Dhaka Stock Exchange. Employing 25,000 people including 2,600 qualified professionals and dealing in a wide of consumer and industrial products for domestics and global markets, Beximco has fast become one of the leading foreign exchange earners in the country’s private sector. Textiles & Garments is the largest and fastest growing division of the Beximco Group and presently accounts for half the Group’s business turnover and profit. The Group’s major investment continues to be concentrated in this Division.

Other major areas are Pharmaceuticals, a Ceramics Division manufacturing Bone China and Porcelain tableware for prestigious buyers such as Royal Doulton and Libbey in Europe and USA, and, a Real Estate development and IT division among others.

2.1.2 THE TEXTILES DIVISION:

Comprising 2 ring spinning mills with 120,000 spindles, an open end spinning unit, a 24 tons/day polyester filament unit and 3 state-of-the-art fabric mills with 300 Toyoda airjet and 50 Tsudakoma airjet looms, Beximco Textiles Division products 35 million yards of processed woven fabrics both solid and yarn dyed, 5000 tons of knit fabric and 10 million yards of Denim in a wide range of weights, constructions and finishes. Besides superfine qualities such as US Pima and Egyptian Giza, cotton fiber is also sourced from other locations such as Central Asia, Australia, and Peru in keeping with the specified yarn quality and standard.

In keeping with the vision and philosophy to be a truly strategic business partner to customers Beximco has made every effort to be involved at all levels of the business process. The in-house Design & Product Development team is backed with a dedicated sampling facility for fabrics and garments allowing Beximco to assist customers in their product development process and ensure a relevant and timely product for the market.

Marketing offices established in the US, China and Hong Kong, soon to be followed by one in Europe ensure Quick Response to customer needs.

Beximco 100% export oriented garment factories have a current annual production capacity of 15 million garments with a projected target of 45 million high quality garments. These combine the best of the indigenous features of Bangladesh such as easy availability of low cost skilled labour with focused investment in modern technology and qualified professionals.

The latest investment through a joint venture with Freshtex (Germany), the international market leader in apparel washing and finishing, has culminated in cutting edge technology and new product development capabilities in this critical area. Housed in the Beximco Textiles Park, the washing facility has an annual capacity of over 10 million garments including garment over dyeing and, fashion finishes such as whiskers and sandblasting. 

Systems such as an enterprise wide resource planning (ERP) system allowing online integration of the whole manufacturing process and, GSD for time study and control of the apparel manufacturing process are also used to improve efficiency. This use of relevant and up to date technology in a completely vertical operation allows Beximco to offer extremely short lead times for competitively priced world class products to business partners including Phillips Van Heusen and Oxford Industries. Beximco currently sells to retailers such as Zara, GAP, JC Penney, Federated Stores, NEXT, H&M brands including DKNY, Hugo Boss, Polo, Ralph Lauren, Tommy Hilfiger, Levi’s Dockers, Geoffrey Beene and Arrow among others.

ONE STOP SHOPPING
Beximco offers partners a one-stop shop for fabric and apparel. This means shorter lead times, no port congestion, in-house delivery of fabric to own garment factories, and partial fabric deliveries to begin immediate production for short lead times. This allows for quick response to changing fashion cycles and rigorous attention to quality throughout the complete production process.

With the entire supply channel vertically integrated from research, design & product development, fiber through spinning, weaving, knitting, processing, garment production and washing, Beximco offers the most technically advanced and efficient resource in the country for textile and apparel buyers the world over. 
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2.1.3 THE FAMILY OF TEXTILE DIVISION:
The textiles division of-Beximco incorporates the following companies.

· Beximco Textiles Ltd.                                                                         
· Beximco Knitting Ltd.
· Beximco Apparels Ltd.                                                                          
· Beximco Denims Ltd.    
· Beximco Fashion Ltd.                                                                           
· Beximco Synthetics Ltd.                                                                         
· Padma Textile Mills Ltd. 
· Asses Fashion Ltd.
2.1.4 BEXIMCO TEXTILES LIMITED:

The flagship of the Textiles Division is amongst the most modern and technologically advances mills in South Asia. Using state-of-[image: image27.emf]the-art equipment coupled with the highest caliber of technical support, the mill is equipped to produce over 100,000 yards a day of a wide range of high quality woven processed fabric. 

The capability includes yarn dyed and piece dyed fabrics, dobby, seersucker, oxford, sateen, poplin, light twills and special double counts in 100% cotton and also cotton blends including polyester, Lycra and Tencel.

Fabrics are available in a variety of finishes such as peach, wet peach, water repellant Teflon, chintz, easy care, aero finish and wrinkle free. New finishes are constantly being researched and developed in keeping with identified market needs.

2.1.5 BEXIMCO KNITTING LIMITED:

Beximco Knitting Ltd. is equipped with modern machinery from leading manufacturers such as Camber, Thies, Ruckh, Dornier and Santex among others. With capabilities such as computer controlled colour kitchens and facilities for singeing, mercerization, and reactive, vat and pigment dyeing, the mill has a daily production capacity of 20 tons of processed knit fabric. Beximco can offer a whole range of fine quality cotton and cotton blends including Lycra and Tencel in wide variety of textures and finishes.
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Current production of knit fabric is in weights ranging from 120gsm to over 300gsm and includes jersey, 1x1 rib, interlock, pique, needle out textures, ottomans, waffle knit, flat back ribs, single and double jacquards and engineered stripes. 

With capabilities for specialized finishes such as soil resistant, UV protection, water resistant and antistatic, Beximco Knitting offers a complete range of high performance knit fabrics. 

2.1.6 BEXIMCO DENIMS LIMITED:
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Beximco Denims Ltd. is a composite fabric mill with yarn dyeing, weaving and finishing facilities. A modern garment washing and dyeing plant enables fully integrated production capability for denim fabric and apparel.

The daily production capacity of over 30,000 yards of denim fabric ranges from 3.5oz. light weight denim for tops to heavy bottom weights up to 15 oz. Denim is produced using open, end/open end, ring/open end, and ring/ring yarns for different qualities. In addition to standard indigo denims, black, coloured dobby, overdyed, bull denims and slab and cross hatch denims are also produced. The product range includes Denim blends with polyester, lurex, Lycra and Tencel besides 100% cotton fabrications. 

The partnership with Freshtex Germany gives Beximco the capability to offer world-class levels of innovation and cutting edge washing and finishing capabilities such as tinting, scraping and sandblasting for denims.

2.1.7 BEXIMCO FASHIONS LIMITED:

Beximco Fashions Limited -an unit of Beximco Textile Division is a 100% Export Oriented Garment Industry. Beximco Fashion Limited is located at Dhaka Export Processing Zone at Savar Dhaka and it has started its commercial production during the July 1997. The company is a vertically integrated garment producer using in house fabrics Beximco Fashions Limited comprises of.

· Beximco Fashions Limited produces over 6 million pcs of high quality dress shirts for some ladies brands and retails in USA and Europe.
· The Company is managed by a group of professionals including expatriates & aims at producing high quality garments through an effective quality control system right from sourcing of fabric to end product. The number of employees at the end of 2005 is 2,355.
2.1.8 BEXIMCO SYNTHETICS LIMITED:
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Beximco Synthetics Limited (the "Company"), a member of the BEXIMCO Group, was incorporated in Bangladesh as a public limited company. It commenced commercial operation in July 1994 and went for public issue of shares and debentures in 1993.

The shares of the Company are listed in the Dhaka and Chittagong stock exchanges of Bangladesh and the debentures of the Company are listed in the Dhaka Stock Exchange of Bangladesh.  The registered office of the Company is located at House No.17, Road No.2, Dhanmondi Residential Area, Dhaka-1205. The industrial units are located at Kashaimpur, Savar, Dhaka.

2.1.9 PADMA TEXTILE MILLS LIMITED:
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Padma Textile Mills Limited was the first Yarn producing company in the division and started off in 1989 with 27000 spindles setting unparalleled standards in yarn quality and growing to 70000 spindles in the span of just five years.  With   119520   spindles, Padma Textile mills ltd., yarn-spinning capacity is the largest in Bangladesh.



	


	2.2 Corporate office Information:
2.2.1 It’s Mission:

The mission of Beximco Apparels Ltd. is to earn foreign exchange for the country through manufacturing and export of high quality apparel. Besides this, each of the company's activities must benefit and add value to the common wealth of the society. The company firmly believes that in the final   analysis   it   should   be   accountable   to   each   of the constituents with   whom   it   interacts, namely: the   company's employees, its   business   associates, its   fellow   citizens   and   its shareholders.
2.2.2 It’s Vision:

· The company has established itself as a fabric & garments manufacturer off repute with a customer profile that includes some of the best names in business. The company sees itself not merely as a supplier of fabric and garments but as an integral business partner in the value chain of eminent buyers and retailers worldwide. It is well known to the company that in the volatile world of quote free access, winners would be decided based on their international competitiveness.

· This company would continue to innovate with new and better varieties of fabrics and garments, upgrade the quality of its product and thereby widen its potential range of end users and customers, offer goods within the lowest lead time for enhanced customer satisfaction.

· To ceaselessly pursue manufacturing efficiency and rationalization of costs and nature as well as develop talent of its people.
· To establish its own brand “Yellow” & “Cotton by Beximco” as a world class standard brand.
2.2.4 Board of Directors:
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                             3.1)     COMPANY PROFILE
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ESSES FASHIONS LIMITED

Factory Profile

	Parent Company
	Beximco Group



	Head Office
	Beximco Industrial Park

Sarabo, Kashimpur, Gazipur

Bangladesh




	Group Chairman

(BEXIMCO Group)
	Mr. A S F Rahman

Tel: (880-2) 8611891-5

Fax: (880-2) 8613470, 8617647



	Chief Executive Officer (CEO)


	Mr. Syed Naved Husain

Tel: (880-2) 8619185-6

Fax: (880-2) 8619187, 8613470

E-mail: snh@beximtex.com , naved@beximtex.com



	Chief Operating Officer (COO)


	Mr. Sardar Ahmed Khan

Chief Operating Officer

Tel: (880-2) 8618220-7, 8611891-5, 7701165-6 Ext. 5024

Fax: (880-2) 8619187, 8610672, 7701164

E-mail: sardar@beximtex.com


	Factory In-charge
	Mr. Sorder Mominul Haque Roni

General Manager (Knit)

Tel: (880-2) 9862022

Mobile: 0167 8086812

Fax: (880-2) 8819315

E-mail: roni@beximtex.com


	Factory Address
	Esses Fashions Limited

Beximco Industrial Park

Sarabo, Kashimpur, Gazipur

Bangladesh

Tel: (880-2) 8618220-7, 7701186, 7701165-6

Fax: (880-2) 7701164



	Date of Incorporation
	November, 2004



	Number of Years in Business
	About 6 Years



	Total Number of Floor
	1 Floor



	Total Area Per Floor
	19,305sq. ft



	Total Area of Factory
	36,538 sq. ft



	Office Timing
	8: 00 am to 5: 00 pm (1 hour lunch break)



	Total Number of Exit
	10 (Ten)



	Lunch Time
	1 hour 


1:00 pm to 2:00 pm

1:30 pm to 2:30 pm)

	Canteen Accommodation
	680 People at a time



	Total Manpower


	880 (Male 359=41%, Female 521=59%)

	
	

	Key Contacts


	

	Marketing


	Mr. Sardar Ahmed Khan

Chief Operating Officer

Tel: (880-2) 8618220-7, 8611891-5, 7701165-6 Ext. 5024

Fax: (880-2) 8619187, 8610672, 7701164

E-mail: sardar@beximtex.com


	Head of PAGD
	Major Arif Momen Chowdhury (Retd.)

General Manager

Head of Garments Manufacturing & PAGD

Tel: (880-2) 9862021-2, 8819315 Ext. 5022

Fax: (880-2) 8619187, 8610672, 7701164

E-mail: arif@beximtex.com


	Human Resources & Compliance
	Mr. Md. Raziur Rahman Khan

Head of Human Resources & Compliance

Tel: (880-2) 8618220-7, 8611891-5, 7701165-6 Ext.5044

Fax: (880-2) 8619187,8613470

E-mail: raz@beximtex.com




Products and Customers

Primary Products: Polo shirts, Rugby Shirts, Golf Shirt, Tank Top, T Shirts, Dress, Long Pant, Jacket.

	Major

Markets
	Main Customer
	Products by Customer

	Europe
	Present Customers:
(   Garage

(   S-Oliver

(   Asmara

(   Charter House

(   Tom Tailor

(   Echo Sourcing


	Children’s wears

Kids’ wear, T – Shirts

Polo Shirt/V-Neck Shirts

T-Shirts

Kids’ wear/ T-Shirts

Polo Shirts

T- /Polo Shirts

Knitted Shirts / Rugby Shirts



	USA / Canada
	Present Customers:

(   Henbury 

· Wall-mart

· JC Penny

· PVH


	Polo Shirts / Golf Shirts                / Kids’ Wear / T-Shirt / Long Pant /Jacket / Dress 


List of Machinery
CUTTING SECTION

	SL No
	M/C Name
	Brand / Model No
	Total M/C

Qty

	1
	Cloth Cutting Machine
	Eastman-629


	4 Sets

	2


	Rib Cutting Machine


	Hashima HW-40
	3 Sets

	3
	Cutting Table


	
	4 Sets

	Total
	11 Sets




SEWING SECTION

	SL No
	M/C Name
	Brand / Model No
	Description
	Total M/C

Qty

	1
	Plain Machine
	Sun Star
	KM-250
	157 Sets

	2
	Over Lock
	Siruba
	747F-514M2-24
	87 Sets

	3
	F/L-Machine
	Siruba
	C007JW-122
	43 Sets

	4
	F/L-Machine
	Siruba
	C007JW-822
	

	5
	F/L-Machine
	Siruba
	C007JW-222
	

	6
	B/H-Machine
	Juki
	LBH781
	3 Sets

	7
	B/H-Machine
	Brother
	BEF4438
	4 Sets

	8
	B/S-Machine
	Brother
	BE4438
	4 Sets

	9
	B/T-Machine
	Brother
	KE430C-07
	5 Sets

	10
	R/C-Machine
	Idea
	SM-601
	3 Sets

	11
	K/S-Machine
	Kansai
	DFB-1404 PWD
	1 Sets

	12
	P/Q-Machine
	Kansai
	PX-30204W
	4 Sets

	13
	B/KT
	Kansai
	BLR 1502L
	3 Sets

	14
	P/G
	Hashima
	EP1000ED
	1 Set

	15
	C/T
	KM-MAck
	KS-AUV
	4 Sets

	16
	M/TD
	Oshima
	OM-688C
	1 Sets

	17
	Thread Recone
	Oshima
	OW20
	2 Sets

	18
	Iron
	Jackput
	
	7 Sets

	Total
	329 Sets




FINISHING SECTION

	SL No
	M/C Name
	Brand / Model No
	Description
	Total M/C

Qty

	1
	Compressor
	
	20 HP
	Nill

	2
	Vacuum Table
	VT 760
	
	Nill

	3
	Steam Iron
	NAMOTO
	
	17 Sets

	4
	Gas Boiler
	
	
	Nill

	5
	Steam Iron Table
	OSHIMA
	
	17 Sets

	6
	Needle Detector
	OShima-688C
	
	1 Set

	Total
	35 Sets




Production Capacity

	Number of Production Lines
	12 (Twelve)



	Production per Day
	Around 13752Pcs



	Production Per line per Day
	Around 1146 Pcs



	Production Per Month
	Around 34679 Pcs



	Production Per Annum
	Around 4124148 Pcs




Delivery Schedule

Average Work-In- Process Time ( From Approval to Ready to Ship)

	Products
	Timing

	Polo Shirts
	60 –90 Days




Delivery Methods & Average Lead- times to Any Port to USA/ Europe

	
	Country



	
	USA
	EUROPE



	Method


	Sea
	Air
	Sea
	Air

	Days
	30-35
	3-7
	30-37
	2-5


Strength of Workers & Staff



    Date: 05.05.2010


Categories wise Manpower Strength for Workers & Staff

	Designation
	Department
	Total

	
	Planning
	Sewing
	Cutting
	Finishing
	Quality
	Sample
	

	In-charge
	
	2
	1
	0
	0
	0
	3

	Line Chief
	
	11
	0
	0
	2
	0
	13

	Supervisor /Patt.master
	
	15
	3
	4
	5
	9
	36

	Q.I
	
	0
	0
	0
	96
	2
	98

	Iron man
	
	16
	0
	17
	0
	0
	33

	Packing man/Jr.Paking
	
	0
	0
	11
	0
	0
	11

	Polly/ Assort man
	
	0
	0
	18
	0
	0
	18

	Folding man
	
	0
	0
	12
	0
	0
	12

	Operator
	
	326
	0
	0
	0
	6
	332

	Input Man/Fusingman
	
	14
	0
	0
	0
	0
	14

	Helper
	
	213
	53
	19
	0
	1
	286

	Cutter man
	
	0
	4
	0
	0
	1
	5

	Marker man/Sr.Marker
	
	0
	3
	0
	0
	0
	3

	Production Recorder
	2
	0
	0
	0
	0
	0
	2

	Spot Remover
	
	0
	0
	0
	0
	0
	0

	Sub Total
	2
	597
	64
	81
	103
	19
	866

	Maintenance Incharge
	59

Common for all Departments
	0
	59

	Supervisor/Sr.Mechanic

Mechanic/Electrician/Jr.Electrician /Mec. Asst.
	
	9
	

	Admin. Staff
	
	3
	

	Medical Asst.
	
	2
	

	H.K. Supervisor
	
	1
	

	Driver/Peon/ Checker /Cleaner/Sweeper
	
	21
	

	Store In-Chare
	
	0
	

	Store Keeper/Store Asst. / Loader
	
	12
	

	Planning Assistant 
	
	6
	

	IE Asst
	
	5
	

	Management Staff
	General Manager-01
	Factory Manager-01
	Deputy Manager-02
	59
	15

	
	Assistant Manager-03
	Executive-02
	Jr.Executive-06
	
	

	Grand Total
	940


Gender wise Manpower Strength (Mgt. & Staff)

	Dept./Section
	Designation
	Break Up
	Total Manpower Strength

	
	
	Male
	Female
	

	Cutting
	In-charge
	1
	
	1

	
	Supervisor
	3
	
	3

	
	Cutter man
	4
	
	4

	
	Sr./Marker man
	3
	
	3

	
	Input Man
	0
	
	0

	
	Cutting Assistant 
	45
	8
	53

	Sub Total
	56
	8
	64

	Sewing
	In-charge 
	2
	0
	2

	
	Line Chief
	10
	1
	11

	
	Supervisor 
	14
	1
	15

	
	Operator 
	50
	276
	326

	
	Input Man/Fusing Man
	14
	0
	14

	
	Sewing Helper
	2
	211
	213

	
	Iron Man
	16
	0
	16

	Sub Total
	108
	489
	597

	Finishing
	In-charge
	0
	0
	0

	
	Supervisor
	4
	0
	4

	
	Iron Man
	17
	0
	17

	
	Packing Man/Jr.Pac.
	11
	0
	11

	
	Folding Man
	8
	4
	12

	
	Poly / Assort Man
	11
	7
	18

	
	Sport Removing 
	0
	0
	0

	
	Finishing Helper 
	6
	13
	19

	Sub Total
	57
	24
	81

	Quality
	In-charge/Controller
	2
	0
	2

	
	Supervisor
	5
	0
	5

	
	Q.I (Sewing)
	52
	13
	65

	
	Q.I (Finishing)
	28
	0
	28

	
	Q.I. (Cutting)
	3
	0
	3

	Sub Total
	90
	13
	103

	Sample
	In-charge 
	0
	0
	0

	
	Pattern Master
	2
	0
	1

	
	Supervisor
	7
	0
	7

	
	Sample Man
	6
	0
	6

	
	Sample Asst.
	2
	0
	2

	
	Sample Q.I
	2
	0
	2

	Sub Total
	17
	
	17

	Planning
	Planning Assistant
	5
	1
	6

	
	Production Coordinator
	2
	0
	1

	Sub Total
	7
	1
	8

	Store 
	In-Chare
	0
	0
	0

	
	Store Keeper
	1
	0
	1

	
	Store Assistant 
	3
	0
	4

	
	Helper/Labour
	8
	0
	7

	Sub Total
	12
	0
	12

	Maintenance
	In-charge
	0
	
	0

	
	Supervisor
	1
	
	1

	
	Sr./Mechanic
	3
	
	3

	
	Electrician 
	2
	
	2

	
	Needle Man
	
	1
	1

	
	Maint. Asst.
	2
	
	2

	Sub Total
	8
	1
	9

	I.E Dept.
	I.E. Assistant 
	5
	
	5

	Sub Total
	5
	
	5

	House Keeping


	Supervisor
	1
	
	1

	
	Checker
	
	1
	1

	
	Cleaner
	1
	14
	15

	
	Sweeper
	1
	1
	2

	Sub Total
	3
	16
	19

	General
	Admin/ office Asst. 
	1
	2
	3

	
	Medical Asst.
	1
	1
	2

	
	Peon
	3
	
	3

	Sub Total
	5
	3
	8

	Management Staff
	14
	1
	15

	Grand Total
	384
	556
	940

	Male Female Ratio
	41
	59
	


Line wise set up

Production Department Set up
	Number of Production Lines
	12 (Twelve)



	Per Line Line-Chief
	1 (One)



	Per Line Supervisor
	2 (Two) Polo



	Per Line Operator
	38 (Thirty Eight)



	Per Line Helper
	22 (Twenty Two)



	Per Line Quality Inspector
	8 (Eight)



	Quality Supervisor
	1 (One) per Two Line



	Per Line Machines
	36 (Thirty Six)




Manpower Strength of Management Staff

Department wise Manpower Strength (Management Staff)

	Department
	Designation
	Total

	
	GM
	F M
	Deputy Manager
	Asst. Manager
	Sr. Executive
	Executive
	Jr. Executive
	

	Factory Operations
	1
	1
	
	
	
	
	
	2

	Cutting


	
	
	
	
	
	
	
	

	Finishing


	
	
	
	1
	
	
	1
	2

	Sewing


	
	
	
	1
	
	1
	
	2

	Finance & Accounts
	
	
	
	
	
	
	1
	1

	Maintenance


	
	
	
	
	
	
	1
	1

	Personnel & Admin
	
	
	1
	
	
	
	1
	2

	Production, Planning & Control
	
	
	1
	
	
	
	
	1

	Quality

Control
	
	
	
	1
	
	
	
	1

	I.E.


	
	
	
	
	
	
	1
	1

	Maintenance
	
	
	
	
	
	
	1
	1

	Sample
	
	
	
	
	
	1
	
	1

	Total
	1
	1
	2
	3
	
	2
	6
	15


3.1 MERCHANDISING DEPARTMENT:

      3.1.1 Business Development:

 In merchandising departments Merchandiser teams work for business development. They communicate with buyer in mail, telephone, participating in international fair in Own and other country is Major factor of business development. This stage company present their  previous items, reputation, strengths of capability, Quality etc.

3.1.1.1 Analyzing the International Buyer
In every marketing situation it is important to understand potential buyers and the process they use to select one product over another. Most of the elements of a mar​keting program are designed to influence the buyer to choose your product versus a competitor's product. In the case of each type of buyer-consumer, business, or government-the marketer must be able to identify who the buyers are, what is the size of the potential market, and how do they make a purchase decision. For example, in purchasing automobiles in Italy, who usually makes the decision, the husband or wife? When a Japanese company purchases a computer system, what type of people are involved? Is price more important than the reputation of the computer manufacturer? When young man in Germany decides to open a savings account, what information sources does he use to select a bank? Having set a framework for understanding international buyers, we will exam​ine each type of buyer-consumers, businesses, and governments

3.1.1.2 International Buyer Analysis Process
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                                   Identification of Potential Buyers
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                                 Estimate of Total Potential Market Size
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                            Identification of Members of the Buying Group
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                         Determination and Weighting of Selection Criteria Used

                           Identification and Weighting of Information Sources

          3.1.1.3 Mailing corresponding with Buyers:
For every update, Merchandisers need to update Buyers corresponding with new buyer and as well as on daily basis either by mail or sometimes calling them. When the fabric & trims are in housing, when the materials will be approved by them, when we are expecting to start the production etc. Alana updates on every issue related to manufacture and other activities so that they can proceed smoothly without facing any problem. Sometime they talk over phone with USA, European countries, Hong Kong, China, Korea, Pakistan, India to finalize the problems if arises for any issue.

           3.1.2Consumption, Pricing &Costing   :

After communicate Buyer merchandiser give a initial costing and consumption for make understanding their range of capability  of  buying and selling .If both satisfied costing and consumption than business will started next level.

3.1.2.1 Consumption

Fabric consumption for woven fabric:

The quality of fabric which is required to produce a garment is called consumption. 

10.2 System of fabric consumption

There are two type of fabric consumption:

· Marker planning system (actual)

· Mathematical system / estimation

3.1.2.2 Basic principle of marker planning

· Pattern set (small, medium, large & XL)

· Place it on marker paper

· With regards to fabric inspection the factory generally inspects 10% of the fabric, in case there is a problem the factory goes on to inspect 100% of the fabric.

· For fabric shrinkage test - different procedures have to be adopted for ascertaining the shrinkages for a washed and a non-washed style.

· In case of a non-wash garment testing 10% of the fabric is sufficient to determine the shrinkage that needs to be included in the pattern. The fabric is washed based on the recommended wash care instructions in the FPT.

· In case of a washed garment, 100% fabric should be tested for shrinkage. The test is done as per the wash recipe. Once all rolls are tested, the rolls are segregated as per the shrinkages and different patterns are made to incorporate the shrinkages.             

· Factory then also checks the fabric for shade banding, compares the same with the once sent by the mill and if found acceptable sends one sent out to log the same with customer. '31nce the buyer confirms that the shade bands are ok, the fabric is ready to be cut.

3.1.2.3Consumption calculation for Basic Shirt

Example:
For a long sleeve shirt:​

Spec. sheet:​

Collar= 16" Chest = 48"

Center back length = 31" Sleeve length = 34.5" Drop shoulder= 21 "(yoke) Arm hole depth (1/2) = 10.5" Cuff = 9"

Pocket= 6" x 5.5" Yoke is all time = 4"    [Area means - L x  W]

Back part

Formula:​
                           (Center back length + allowance) x (1/2 chest + allowance) 

                               36 x 44
= (31" + 2") x (24" + 2") 

36 x 44

= 0.541yds

Yoke

Formula:​
                           (Yoke length + allowance) x (yoke width + a(allowance)

                            36  x  44


= (21'+4") x (4"+ 1") 

                                                        36 x 44

= 0.079 ydz

Front part

Formula:​

(Body length + allowance) x ('/a chest + allowance) x 2 

                                                           36 x 44

= [13111-1 %4"+1"}X{12"+2%z"}]2"

                                         36 x 44

= 0.562 yds

Sleeve

Formula:​

(Sleeve length + allowance) x (arm hole depth full + allowance) x2

                                     36 x 44

=  {sleeve length -(1/2 drop shoulder +1/2") x (arm hole depth + allowance)) x2

                                               36 x 44 
= {34 '/z" -11 "} +141 x 121" +10) x 2 

                             36 x 44

      = 0.68yds

Cuff

Formula:​

(Cuff length + allowance) x (cuff width + allowance) x2

                                 36 x  44

= (9"+3")X(2%z"+%2")X2

                        36 x 44

= 0.05yds

Collar

Formula:​

(Collar length + allowance)x (collar width + allowance) x 2

                                                             36 x 44

(collar length + allowance) x (collar width + allowance) x4

                                                        36 x 44

=  (16" + 5") x (2" +1 ") x 4

36 x 44

=  0.159yds

Pocket

Formula:​

(Pocket length + allowance) x (pocket width +allowance) 

                                        36  x 44

=  (6" +2") (5%Z" +1") 

36 x 44

= 0.032yds

Total consumption for one garment = 0.541+0.079+0.562+0.68+0.05+0.159+0.032 

                                                                = 2.100yds per garment 

Per dz = 2.100 x12

 = 25.20/dz (ypd) + 5%

   =  {25.20 x5 / 1001 + 25.20

             = 1. 26 + 25.20

    =  26.46

3.1.2.4 Consumption calculation for trouser

Measurements:​

Out seam = 42"

In seam = 32"

Waist = 36"

Hip = 40"

Bottom = 20"

Find out fabric consumption / dz if fabric width = 58"

Formula:​
Out seam x thigh x 4

              36" x 57"

=  (42" + 2" + 2") X (Hipl4 + 1.5" + 1.5" ) x 4

 36"x 57"

=  46" x(40"l4 + 3") x 4

          36"x 57"

=   46" X 13" X 4 

     36" x 57"

= 1.165 yd /per trouser

1.165 yd l per trouser + zipper fly (2) + pocket facing (4) + back pocket bone + belt loop

= 1.165 x 5% (for regular trouser)

         {= 0.058}

=  1.165 + 0.058 = 1.21

 =  1.21 +5%

= 1.21 +0.060  = 1.270 x 12 (per dz)  =15.24 ypd

3.1.2.5 Consumption calculation for Knit Fabric

For, T-shirt {(s/j) 30/1 combed yarn}

Measurement:​

Length = 70 cm

1/2 chest = 60 cm / dia . Sleeve length = 25 cm,

 Arm hole width = 40 cm, GSM = 145

Find out consumption / dz in kg?

Formula:​
(Back length + sleeve length) x1/2 chest x 2 x GSM x12

10000 x 1000

=   {B.L +S.L x chest x GSM x12} 

                 10000000


 = {(70 +5) +(25 +5)} x 60 x 2 x145 x12

                  10000000


=  2.28 kg + 7%

= 2.28 kg +0.159

= 2.439 kg
[neck and sleeve are made rib so add 0.10] All time collar in rib = (350-400)

3.1.2.6 Pricing 
Pricing is a creative marketing exercise done by the marketing manager. Pricing is taking a decision about the price to be quoted in the market. It is the marketing manager who will decide whether he can sell (or wants to sell) a product at a very high price, or that he will quote a price which is 5% lower than the price of the main competitor. He may even have good reasons to sell below cost price and accept a loss. 

3.1.2.7 Some cost price calculation considerations 

Even today some smaller companies in the industrialized countries get away successfully by setting their (domestic) sales prices by simply undercutting the prices of large scale competitors with 5% or more, without even trying to make a serious calculation. This may work in cases where there is limited competition and if that competition comes from a few large companies since 

· the high overhead costs of the large corporations nullify the advantage of the economics of scale at the purchasing level of raw materials. 

· marketing costs are with the large corporati​ons normally much higher than with smaller companies. 

· a low profile operation of the smaller companies works in their advantage. 

This pricing policy does not work for exports however. Before attaching an export price label to a product we have to take a number of details in to consideration among which 

· the market segment 

· the promotional activities needed to penetrate that segment 

· price levels of comparable competing products 

· anticipation of a strike back from the competition 

· the considerations of high price/maximum profits or lower price/growing market share 

· total strategy 

· actual cost price 

3.1.2.8 Components of a cost price 

A cost price comprises a number of components: 

I). Fixed production cost: 
All production costs not directly related to the size of the production such as depreciation of machinery, energy consumption for heating in the factory, maintenance, factory management and workers that cannot be laid off even if there is no work for them, etc.) 

II). Variable production cost: 
Cost directly related to the production of a certain quantity of products: Raw materials, accessories, packing materials, direct production labor cost, energy to operate the machines, etc. 

III). Overhead expenses 

Non-production related fixed cost such as administration, maintenance of office buildings, non-production personnel, cars, representation, interest on general overdraft facilities or mortgages, etc. 

IV). Logistic expenses: 
Transport from factory to the harbor, sea (air) transport, special packing materials, insurance, bank expenses, etc. 

V). Marketing and distribution
Agent´s commissions, ware housing, Promotion, service, trade fair participation, travelling, brochures, etc. 

VI). Hidden profits 

Overhead expenses can contain sometimes a hidden profit. Let us presume that a company sold last year 200´000 pieces and the overhead expenses were $ 150´000. The overhead expense can be calculated at $ 0.75 per unit (150´000/200´000). If the company takes this $ 0.75 for today´s calculation as well, but the expected sales volume for this year is 300´000 the actual overhead per piece drops to $ 0.50. 

Exporting at a lower profit margin than obtainable in the local market can very well be a wise decision. The more or less hidden advantages are: 

· the Economics of scale (lower prices for larger quantities of raw materials) this has a positive effect on the cost price for the locally sold products as well 

· full utilization of producti​on capacity. This results in lower fixed production cost per product unit. 

· larger sales volume per year let the fixed general cost drop per unit. 

3.1.2.9  Systems of Costing

Cost information is one basis of a firm's decision making. Decision making is usu​ally related to a time span of activity that may be short range (days or weeks) or long range (months or years). When viewed in the context of a time span, costs that are variable and non variable change. For example, labor costs and factory costs, when viewed long range, are variable costs that increase or decrease as the demand for product fluctuates. Plants can be opened or closed and employees hired or laid off. The same costs when viewed for short-range decisions become non variable costs as the investment has been made in the factory and the labor force employed. The type of plant, skill level of the workers,’ and the type of equipment that is avail​able limit short-range decisions. Decisions impacting the short range should deter​mine how to achieve the most output with the investment that has been made.

When viewed long range, labor, materials, and factory overhead are variable costs. When these same costs are reviewed for immediate decisions they are non​ variable. Long range, priorities change and variable costs can be changed with ap​propriate decisions.

There are several different types of cost systems that firms use, and each has its benefits and drawbacks. Managers must determine the cost information needed and how the information will be used. Some of the systems generate good product cost data for external reporting but are not relevant for internal man agreement decisions needed by the firm. Others provide incomplete information for accurately differentiating the costs or various products.
The costing process includes assembling data on (1) variable & non variable costs of materials and labor required to produce a product, (2) overhead necessary to operate the factory, and (3) general operating expenses required to run the firm. To be effective, cost data must be specific, accurate, and timely. The more accurate the costing, the better the business decisions and the greater the potential for business success.

Product costing requires in-depth understanding of product development, ma​terials, production processes, and plant and business operations. Three product costing systems commonly used in the apparel industry are direct, costing, ab​sorption costing, and activity-based costing.

3.1.2.10 Direct Costing

Direct costing is a concept that considers only the variable costs, such as pro​duction labor, material costs, and sales commission, to be product costs. Non vari​able costs, both manufacturing and nonmanufacturing, are treated as time period costs. Because individual product costs are clearly identified, direct costing makes it possible to determine the contribution margin for each product. A contribution margin is the difference between the price of a product an d the cost of goods (vari​able costs). The contribution margin is the amount of revenue available to cover non variable costs and profit. Direct costing makes it possible to compare the cost of production and the contribution each product makes to non variable selling and administrative costs and profit. Direct costing also makes it possible to identify individual styles and their level of contribution. It is useful in determining whether to make or buy a product.

3.1.2.11 Absorption Costing

Absorption costing is a costing system that recovers overhead costs by assign​ing a percentage to some element of direct labor. It considers all manufacturing costs, both variable and non variable, to be product costs that can be allocated to products. An overhead application rate is a percentage determined to be rep​resentative of all the overhead costs. It would be applied to a measurable direct cost driver such as labor hours or machine time. Determination of a realistic over​head application rate is difficult, especially in today's plants when direct labor may be only 15% of a product's cost. Firms often project the expected total over​head for the period based on the past year's costs and expected changes. The over​head application rate may be determined by dividing the total factory overhead by the total direct labor costs for the period.

Absorption costing makes it difficult to focus on the actual variable costs and to analyze specific non variable costs because overhead costs are generally allo​cated from a single cost pool. The profit potential associated with a particular product or product line is often distorted by the overhead application rate. Figure 8-4 shows the factors that can be included in absorption costing and their rela​tionships. In Figure the garment has sewing costs of $3.230 (line 7).'The over​head application rate for management and clerical expenses is 25% (line 18). The overhead costs are $0.8075 per garment ($3.230 X 0.25 _$0.8075).

Several risks are associated with using absorption costing. Are direct labor costs accurate? Is the overhead application rate accurate? Does the overhead ap​plication rate really reflect true product costs? The first risk is the dependency of the costing system on the accuracy of costing direct labor. The second risk is the determination of the overhead application rate, which is arbitrary.

3.1.2.12 Activity-Based Costing

Activity-based costing (ABC) is a costing system that treats all costs as vari​able elements of product cost. "Virtually all of a company's activities exist to sup​port the production and delivery of today's goods and services. They should therefore all be considered product costs" (Cooper & Kaplan, 1988). Activities cre​ate costs, and products consume activities. Costs that can be associated with cer​tain products, customers, or suppliers should be allocated accordingly. What would be considered indirect product costs with another accounting system are allocated based on utilization of these activities.

ABC builds realistic product cost data by determining the demands of particu​lar styles on what is regarded, in other costing systems, as indirect resources. The result is a compressive product cost that provides a realistic basis for making long-range business decisions. All factories overhead, administrative overhead, and any other organizational resources used in support of a product line are first as​signed to activity centers such as design, merchandising, MIS, quality assurance, and distribution. Costs of using these resources are then assessed to the styles, customers, or suppliers that create the demand for these resources. Under an ABC

3.1.2.13  The cost-plus method 
If an exporter receives an enquiry from an importer, he often takes the cost price as a basis (100), adds an acceptable profit (15% for example) and offers the importer a price of 115. This is the cost-plus method. 

The exporter may get the order because the main competitor offered 195. If the exporter had offered 185 or 190 he would have got the order as well. By using the cost-plus method he missed the chance to make a very good price. If the exporter later finds out that his main competitor was quoting prices as high as 195 he will find himself in a very difficult spot. It is not easy to raise a price from 115 to 185. It may take him a long time before he can raise the price in conformity with the market. 

The export could have found himself as well in a totally different situation. He does not get the order because the competitor is supplying the market at 114 (which he does not know). If he would have know this, he might have been happy to offer a price of 112 and do a regular business on that level. Companies that do not have any information on the market use the Cost-plus method, but they should make a major effort to change as soon as possible to a different pricing strategy 

3.1.2.14  Some alternative pricing strategies
I). Profit oriented pricing
Profit oriented pricing is a pricing strategy that aims at achieving a specific profit percentage on the turnover or absolute profit maximization. Achieving a specific profit percentage is similar to the cost-plus, but means that the company will not consider a price that does not give the target profit. 

II). Turnover oriented pricing 
The company sets the turnover they want to reach in a specific period. The price is set with the objective to realize the turnover objective. Obviously the company will aim at the highest possible price, but the turnover objectives have a higher priority. 

III). Survival strategy 

Simply surviving can be an objective in a market with a temporary oversupply and very strong competition. Under these circumstances the weaker companies will disappear and the stronger, healthier companies will survive. A pricing strategy under these difficult circumstances depends on a number of factors: 

· In case the company is making sufficient profit in other markets it can consider to stay in that difficult market even at prices below cost price in order to wait for better times. Companies that have an important market share, may even consider to drop the prices further in order to push other competitors out of the market. 

· If the company has no other profitable market, they either can stay in the market and lose money for a specific time in case they have the financial muscle to see the difficult period out. If this is not the case they will have to quote prices that at least cover the cost. 

IV). Competition oriented pricing 

This strategy can go in two directions: 

· quote prices that discourage others to come into the market 

· quote prices that are related to the price of a market leader (just below the price of the market leader, or higher than the market leader in case the exporter has a much better product) 

V). Image oriented prices 

This is a pricing strategy that sets or supports a specific image of a product. A Swiss Omega watch is not necessarily a better quality watch than the Citizen watch from Japan. Omega wants to sell their watch however at a price that is many times higher than the Citizen prices. 

In the mass consumer market there are retail chains that specialize in low priced products. These products are not always inferior to more expensive products. These companies calculate with extremely low unit profits but due to the large turnover the total profit is attractive. 

3.1.2.15 16 Price fixation

Price fixation during – processing an order those are:

1. FOB order
(Free on board)

2. C&F order
(Cost and freight)

3. CIF order
(Cost and freight with insurance)

4. CM order
(Cost of making)

5. CMT order (Cost of making with trimming)

· Most common order of Bangladesh RMG sector is FOB and CM order.

3.1.2.16  Costing

There are two kind of costing:

1. Pre-cost

2. Final costing

· Pre-cost

· This is a rough estimation which is done by merchandiser.

· Before getting order pre cost is essential.

· On the basis of pre-cost, contract is signed between buyer and supplier.

· Final costing

· This is the actual cost which is done by merchandiser with the help of commercial and finance department.

· After completing hole order final cost is calculate.

· To know the “Break event point” of a company it is essential.

· It is helpful to get “Repeat order”. 

3.1.2.17 Pro-Forma of Cost Sheet

	A.    Direct cost 
	Amount

	1. Fabric

2. Trimming

3. Labor (Making charge) 
	…………..

…………..

	                                                                             Total direct cost =    …………..


	B.   Indirect cost 
	Amount

	4. Salaries and wages 

5. Rent

6. M/C depreciation

7. Insurance 

8. Utilities

9. Sample cost

10. Freight   
	…………..

…………..

…………..

…………..

…………..

…………..

…………..

	                                                                          Total indirect cost =   …………..

	C.  Profit                                                                                            = ………………………


Total cost =    A+B

 Costing =    A+B+C.

Costing / Pricing Sheet
Date:…....../……./……..

	Item:
	Style#
	Order Quantity:

	P.O#
	Buyer:
	

	Delivery date:
	
	

	 I).  Fabric:
	Specification
	Width
	Consumption
	Unit
	Unit price
	Total price

	1).
	
	
	
	
	
	

	2).
	
	
	
	
	
	

	3).
	
	
	
	
	
	

	4).
	
	
	
	
	
	

	5).
	
	
	
	
	
	

	6).
	
	
	
	
	
	

	Sub-Total:

	II). Accessories:

	1).
	
	
	
	
	

	2).
	
	
	
	
	

	3).
	
	
	
	
	

	4).
	
	
	
	
	

	5).
	
	
	
	
	

	6).
	
	
	
	
	

	7).
	
	
	
	
	

	8).
	
	
	
	
	

	9).
	
	
	
	
	

	10).
	
	
	
	
	

	11).
	
	
	
	
	

	12).
	
	
	
	
	

	13).
	
	
	
	
	

	14).
	
	
	
	
	

	15).
	
	
	
	
	

	16).
	
	
	
	
	

	17).
	
	
	
	
	

	Sub-Total:

	Total material cost:

	III).  C.M
	
	
	
	
	

	IV).  Transport
	
	
	
	
	

	V). Clearing & Forwarding
	
	
	
	
	

	VI). Overhead
	
	
	
	
	

	VII). Sample charge
	
	
	
	
	

	VIII).Margin @ 15%
	
	
	
	
	

	FOB price:

	IX). Freight @ 4%
	
	
	
	
	

	C & F price:

	Insurance @ 1.5%
	
	
	
	
	

	CIF Price:


3.1.3 Negotiation between Buyers:
After confirming the order Company does an agreement between buyer and Merchandiser. In the contract normally shows the Purchase Order # & style # based on what Essas proceeds under this contract. After completion the contract with two parties we submit the contract to our bank & start sourcing of different fabric and trims. 

A successful negotiation outcome does not generally occur through luck, but by following a clear process. The process reflects the different levels of knowledge of the subject of negotiation, various parties and the way they communicate at various stages in the negotiation. The following is an outline of steps essential to effective negotiation:

Preparation

Effective preparation is also vital to successful communication. It is essential that the buyer also has identified the maximum and minimum positions that she will accept for a range of factors including:

product price

order size

Lead- time.

Offer

The buyer and supplier can make specific proposals to set the boundaries of the negotiation.

Counter and revised offers
This is the real bargaining where elements of the order, such as number of units, product details, lead-time and so on are being decided in the context of an overall cost price the buyer should make firm proposals.

        3.1.4 Different Sample Making:

In order collection to shipment process merchandiser has to make different sample, below show the sequence;

a).  Sequence of sampling

· Serial No. Name of Sampling

· 1 1st Pattern

· 2 2nd Pattern

· 3 Counter Sample

· 4 Sales Man Sample

· 5 PHOTO Sample

· 6 Approval Sample (Size Set, Mock-up)

· 7 Pre-production

· 8 Production Sample

· 9 Shipping Sa

b). First pattern

· Def.: The first physical version of any garment as per the artwork done by designer and/or developer.

· HUMAN MIND > SKETCH > PAPER PATTERN > SAMPLE

· Purpose: See the Design work & test the  fitting

· Status: Nothing specific

· Material: Available

· Price: Not conformed

· Quantity: 1 (for customer) + 1 (for Merchandiser)

· Delivery: As per urgency

c). Second pattern

· Usually designer/ developer always ask for some CHANGES to the first pattern.

· Second pattern is made as per comments.

d). Counter sample

Where first pattern is made on designers artwork, Counter sample is to make not on designer’s artwork, has to follow another sample given by the merchandiser.

· Purpose: See the Workmanship &Test the Factory skill.

· Status: Nothing specific

· Material: Available

· Price: Not conformed

· Quantity: 1 (for customer) + 1 (for self keeping)

· Delivery: As per request

e).   Salesman sample

Sample is made when price is confirmed and orders are on speculation, usually in L size in all color combinations of expected order. Buyer arrange a meeting with its customer and record their response on order quantity per color, size etc. and finally place order to their vendor.

· Purpose: Sales Meeting by Retailers, Market Appraisal, Demand / Order Forecast

· Status: Final stage of the order confirmation

· Material: Actual

· Price: Confirmed

· Quantity: There is minimum quantity per color combination

· Delivery: Very important to meet  the delivery date.

f). Photo sample

Samples are made with actual color and material to be worn by the models on the event of shooting for catalog.

g). Approval sample

In any discrete period of time, whenever it required any revision in the sample, a new sample is made (sometimes mock-up is workable too) as per new specification. It is sent to buyer for his approval of the conformity that- the revision is done correctly.

h). Size set

Consists of 1 pc from Each Size for Each Color combination.
i).   Mock up

Any part of the garment to make for particular purpose, not complete garment. Sometimes it is necessary to send to the buyer any part of the garments, such as sleeve, collar, neck etc and some accessories.

j).   Pre-Production sample

When material for bulk production arrived, factory makes a sample with the actual material and sends to buyer.

k).   Production sample

It is a reference to the buyer that the bulk is being produced as per specification. Buyer wants to be assured that correct material is sourced and line workmanship confirm to the quality.

l). Shipping sample

A sample is kept from every Pre Shipping inspection to be referred, if required, after the order has been delivered. Usually for any disputes (e.g. Claim) shipping sample is important

3.1.5 Documentation Preparation:

3.1.5.1  PURCHASE ORDER SHEET:

    What is Purchase Order Sheet?

· This is generally abbreviated to P.O.

· The Purchase Order can be defined as a written sales contract between buyer and seller detailing the exact merchandise to be rend from a single vendor.

· It will specify payment terms, delivery dates, item identification, quantities, shipping terms and all other obligations and conditions. 

· A contract to purchase merchandise may include a number of P.O. sheets defining them color-wise and size-wise quantity or as per buyers’ wish.

 What does a P.O. contain?

The Purchase Order is provided to the vendor as a record of the Purchase. A sample Purchase Order Sheet indicates the followings-

· Purchase Order Number

· The number is assigned to the purchase order. This is used to identify a definite order and for departmental record keeping.

· Vendor’s Name and Address

· The complete name and address of the individual or company which manufacture the merchandise.

·  Ship To

· Receiving Department address.

· Deliver To

· The complete name and location of the individual who requested the ordered goods.

·  Date

· The date at which the purchase order was received and also the date at which the order will have to be shipped.

·  Payment Terms

· Payment terms defined by Purchasing Department of the buyer.

·  Ship Via

· Shipping instructions entered by Purchasing Department.

·  F.O.B.

· Shipping terms defined by Purchasing Department.

·  Freight Terms

· Freight terms defined by Purchasing Department.

· 3.2.10. P. O. Line No.

· The sequential line number which corresponds with the line on the requisition (i.e., the first item would be line 1; the second would be line 2, etc.).

· Quantity

· The quantity of the item being purchased.

· UOP (Unit of Purchase) 

· The packaging of the item to be purchased (i.e., each, box, package, poly, dozen, carton etc.).

· Unit Price

· The unit price of the item ordered.

·  Extended Price/ Total Price

· The total quantity of the item multiplied by its unit price.

·  Description

· The complete description of the item ordered in detail, i.e. color, size ratio, critical designs, buttons and other trims, printings, sewing thread used etc.

· Total

· The total amount of all items on the purchase order.

· During partial shipment, color-wise and size-wise quantity to be shipped is mentioned.                                                                                                                                             

·  For Questions Concerning This Purchase Order

· The buyer's name and telephone number to contact for questions concerning this purchase order.

     Importance of Purchase Order:

The Purchase Order Sheet is abbreviated to PO Sheet. This is one of the very important documents for both buyer and manufacturer. It can be explained from the both buyer’s and seller’s point if view.

Application of the P.O. Sheet in the Factory:

From the previous discussion, this is much clarified that the Purchase Order Sheet is how much essential for beginning the production of a particular order to be purchased. 

Way of Application:

•
When an exporter or a buyer confirms a merchandise to purchase, he sends a Purchase Order Sheet to the assigned merchandiser.

•
After receiving the P.O. sheet, it has to be sent in each department of the factory related to the purchasing from getting order to the shipment of the merchandise. 

Therefore, the P.O. sheets are copied a few copies – 

a)
for cutting section,

b)
for commercial section,

c)
for each production floor,

d)
for the merchandiser himself,

e)
For others if needed.

After receiving the copies of P.O., first the cutting section starts their action and the hereafter functions go on accordingly one after another.

      Possible Problems during Application:
The application is not so much easier as described before. There may create lots of problems regarding the copies of P.O. The most two of them are as below –

As the activities start from the cutting section, the P.O. sheets should be reviewed as very good and notified the number of pieces to be cut as per size and color.  Then the cutting master proceeds on his function. But the problem arises when he is to find out the necessary points (color –wise and size –wise quantity) from each of the large number of P.O. sheets. It becomes very difficult for him to spend such a huge time beyond this. Besides, sometimes in our country the cutting incharges are not literate enough to study the P.O. sheets as well.    

Another problem arises when a large number of P.O. sheets have to be copied. We know that the Purchase Order for a particular product may contain a lot of sheets having different P.O. number. The merchandiser does not do this work himself rather it is generally done by the peon or the photocopier. So, often it occurs that there have to face problems during copying them and arranging them in order according to the P.O. number.

     Solution of the Problem:

The problems mentioned above must have to be eradicated in order to minimize the obstacles during further functions. And a merchandiser is the only one who can find out the solution. Just he has to perform one more function after obtaining the P.O. sheets. 

The merchandiser studies the P.O. sheets from point to point and prepares a Microsoft Excel Sheet notifying each important point separately. The necessary points to be mentioned are as follows – 

1.
Factory Name,

2.
P.O. Number,

3.
Style #,

4.
Color Ratio,

5.
Size Ratio,

6.
Quantity as per size,

7.
Total Quantity,

8.
Poly – no. of pieces per poly,

9.
Carton – no. of pieces per carton,

10.
Delivery Date,

11.
Order replete or not.

Therefore, a lot of P.O. sheets will be summarized in one sheet that makes easier to study for others as well as also increase the productivity.

A sheet is given next where there a number of P.O. sheets are summarized. If it is compared with the P.O. sheets stated before, we shall find out that how much it is easy to study than that of a number of sheets.  
3.1.5.2 LETTER OF CREDIT:

    What is meant by Letter of Credit?

This is abbreviated to L/C. This is the agreement between the buyer’s nominated bank and the seller’s nominated bank during exporting or importing of goods.

Generally an L/C is used in international trade requested by the buyer from his bank in order to guarantee that the payment for goods will be transferred to the seller.

L/C is a guarantee of a bank (Issuing Bank) on behalf of the importer in a trade in favor of the exporter to pay a certain sum of money under some specific terms and conditions.

An L/C is a negotiable instrument that carries a promise of payment with the fulfillment of certain conditions.

An L/C can be used in foreign trade as well as for local payments.

A letter of credit gives the seller reassurance that he will receive the payment for the goods.

· Common Parties in an L/C:

· Importer:

•
The party that imports goods 

•
Also knows as applicant, buyer or consignee.

· Exporter:

The party that sells or export goods.

Also known as seller, beneficiary.

· Issuing Bank:

•
The Importer’s bank that issues the L/C. 

•
Also called L/C Opening Bank.

· Advising Bank:

An agent of the Opening Bank.

To verify the authenticity of the L/C Opening Bank

· Negotiating Bank: 

After receiving the L/C, the bank that negotiates it along with other documents.

· Confirming Bank:

A bank giving such confirmation for the payment asked for by the exporter.

The Confirming Bank is usually the Advising Bank, but it confirms that the credit exists.

It takes a confirmation charge from the issuing bank.

It can also negotiate the documents, and can accept the letter of credit that the Opening Bank will not pay. 

· Reimbursement Bank: 

The bank that makes transfer of funds to the negotiating bank according to the instruction from the Issuing Bank.

· Types of Letter of Credit:

     a. Depending on the terms and conditions: 

There are several types of L/C depending on the terms and conditions. In a broad sense, we can divide L/Cs into two broad categories:-

Revocable L/C

Irrevocable L/C

       a. 1. Revocable L/C: 

The L/C of which the terms and conditions can be changed at any time without the consent or notice of the beneficiary (the seller), is known as Revocable L/C.

A revocable credit may be amended or cancelled by the issuing bank prior notice to the beneficiary. So, revocable credit gives the maximum flexibility to the buyer.

On the other hand, in case of seller revocable credit involves risk. Because a revocable letter of credit can be changed or withdrawn without notifying the seller. 

This kind of L/C does not exist in our country.

     a. 2. Irrevocable L/C:

The L/C of which the terms and conditions can not be changed at any time, once it is opened, without the consent or notice of the beneficiary (the seller).

•
It is a definite commitment of the issuing Bank of the buyer that the documents are presented to the nominated Bank of the seller. Once this commitment has been entered into, the bank cannot disown its responsibility without the agreement of the seller.

Any amendment or cancellation is not possible in case of Irrevocable L/C as in the case of a Revocable L/C.

This kind of L/C exists in Bangladesh.

· Depending on the duration of payment:

Besides, L/Cs can also be divided into two categories depending on the duration of payment. They are - 

Sight Credit

Usance or Deferred credit

· Sight L/C: 

The L/C at sight means the payment is made as soon as the necessary documents are shown to the issuing Bank that has determined in order and payment received from importer.  

· Usance L/C:

This is also called Deferred L/C. This is a form of delayed payment and should be avoided.

The payment of this kind of L/C is made after 30, 60, 90, 120 or 180 days so as the documents are shown to the issuing Bank.

· Some special types: 

There are some special types of Documentary Letter of Credit. They are-

· Master L/C:

When a deal is finalized for exporting or importing products, a letter of credit requested by the buyer to his nominated bank and issued by the Issuing Bank in favor of the beneficiary or the manufacturer of that product, is known as the Master L/C.

During requesting a Master L/C, the beneficiary should be careful about that the Master L/C should be confirmed, irrevocable and at sight.

·  Back-to-back L/C:

•
This L/C is issued by the beneficiary of one L/C (prime or master L/C) as security for the issue of a further L/C (second letter of credit) in favor of another beneficiary or the supplier of the goods and opened on the basis of an already existing, non-transferable, Master letter of credit.

For example, an American buyer agrees to buy 10,000 pcs of shirts from a Bangladeshi garments manufacturer. The American buyer issues a Master L/C for the payment to the Bangladeshi manufacturer. Now the manufacturer will need fabrics and other accessories to be supplied. The manufacturer will issue another L/C against the Master L/C in favor of the supplier of the fabrics and accessories. This second L/C is called the Back to Back L/C.

· Confirmed L/C:

•
In this L/C, the Confirming Bank promises to pay. So, Confirmed letter of credit is preferred.

· Advised L/C:

               Advised L/C does not guarantee the creditworthiness of the Opening Bank. 

· Straight L/C:

            A straight letter of credit can only be paid in the country of the Paying Bank. 

· Negotiation L/C:

            A negotiation letter of credit can be presented to any bank. 

·  Red Clause L/C:

It is normally used only where the buyer and seller have intimate working relationship.

The L/C that carries a provision  which allows a seller to draw up a fixed money from the paying-bank, in advance of the shipment or before presenting the prescribed documents. 

Traditionally it was written or typed in red ink.

The Red Clause L/C was once popular, but nowadays it is rare.

· Stand-by L/C:

•
The stand-by letter of credit (SBLC) is only used when the agreement between the two parties is not performed or is performed incorrectly.

•
SBLCs are used to-

guarantee any failure to pay on the part of the purchaser or importer 

guarantee any failure to perform the agreement on the part of the supplier or exporter.

•
An SBLC may also be confirmed.

3.1.5.3 PROFORMA INVOICE
•
A Proforma Invoice is a document provided by a manufacturer prior to the shipment of merchandise products, informing the supplier about the kinds and quantities of goods to be supplied and important specifications like 

Payment terms,

Their unit price and total price,

Shipping terms, 

Weights and dimensions, 

Time of shipment, etc

•
Essentially the Proforma invoice is a quotation laid out in the format of the proposed billing invoice summarizing the key terms of the sales contract.

Why is a Proforma Invoice essential?

A Proforma Invoice is always useful that is needed to communicate one’s expectations clearly.

For merchandising business, it is necessary to enable the manufacturer to open a Back to Back Letter of Credit.

Besides, it is also necessary to enable the Buyer to obtain an Import License and foreign currency exchange.

3.1.5.4  INVENTORY CONTROL:

Inventory control is an essential ingredient of a successful and well organized industry. The goal of the Inventory Control is to provide timely accurate information persuading to inventory location, movement and valuation, receipt of goods, the sale and return of goods and profit, at any time.

· Why Inventory Control is important in Merchandising?

Merchandise purchases are a large part of the total costs of a merchandising business. Therefore, an effective inventory system is needed to control merchandise inventory. Knowing the size of inventory to maintain requires frequent analysis of purchases, sale, and inventory records. Many businesses fail because of too much or too little merchandise inventory is kept on hand, and sometimes the wrong merchandise is kept on hand. If the merchandise is not sold, the result is less revenue. In addition, greater expense results from storing merchandise that sells slowly.

· 7.3. List of Inventory Reports:

a.
Product Listing:

Consignments

Substitute & Associated Items 

Assemblies 

Done according to Number, Description, Category, Type, Manufacturer, Bin etc.

b.
New Stock Report:

Accurate Stock Status 

Stock Classification 

Stock Requirements 

Minimum Stocking Levels per Item.

c.
Product Trace: 

Unit of Measure Conversion Item Trace 

Economic Order Trace

Quantity Trace 

d.
Price List:

Multilevel Pricing 

Quantity Price Breaks 

Special Customer Pricing 

Item Pricing to Maximize Profits

Multiple Price Levels.

e.
Transaction Register:

-
Provides audit trail

-
Entered for Receiving and Adjustments for Individual or a Group of Items. 

f.
Valuation Report:

used to meet the  specific business needs

Two methods- 

1) average and 

2) retail valuation methods.

g.
Year to Date Report

h.   Period to Date Report 

      i.   Order Fulfillment Report 

      j.   Pricing Labels 

      k. Purchasing Advice Report

      l. Count Sheet

     m. Inventory Activity Report 

   n. Reorder Report

3.1.5.5  INQUIRY SHEET:

This is the most important document sent by the buyer to a merchandiser to start the merchandising activities. 

The technical term of Inquiry Sheet is Product Specification Sheet (P.S.S.). But some buyer and some manufacturer also use the term of Tech-Pack or Style-Pack.

The buyer specifies all the necessary points of a particular garment what they want to purchase.

The merchandiser has to study the P.S.S. very well for further activities. He must reply within 24 hours.

·  What does the Inquiry Sheet possess? 

The Tech-Pack includes the following-


Styling of the garment


Sketch of the garment


Size range


Fabric (denoted with cut-able width )


Interlining


Pocketing(for shirt or pant)


Measurement sheet


Trims/Accessories-

Label-Main label (with/without size)

              -Care label

              -Trucking label/DPCR label

              -Size label

Tag- hand tag, joker tag and adjustable waist tag.

Thread- color & count specified.

Button- ligne number and types specified.

Zipper

Bow (for kids’ item)

Poly

Tag pin

Gum tag

Carton

ETC.


Washing details (for denim fabrics)


Embroidery details (if any)


Printing details on Art Sheet (if any)


3.1.6 Negotiation with Suppliers:

After above steps merchandiser negotiation with suppliers through supply chain department. Due to CS of suppliers they arrange meeting with suppliers . the issue deal merchandiser with suppliers are-

· Cheek quality of materials.

· Cost of materials

· Ensure supply of materials for smooth delivery of fabrics and accessories. .

· Capability of taking order.

·  Responsibility for the specific order.

· Suppliers business background

· Present status of  their business

Writing minutes after price negotiation meeting with suppliers required price confirmation from suppliers. Merchandiser issue P.O to suppliers according to buyer requirements and suppliers give P.I to Merchandiser for agree to take order.

3.1.7 Time and Action Plan:

A "Time and Action ", or T&A in short, is something that captures several work steps, the deadlines for completing the work steps and the actual time when the steps were completed. Hence it is a tool for monitoring all work steps within the order cycle time. Since the T&A also captures the actual date of completion of work steps, it is also used to calculate the delays in work steps and analyze their subsequent effects. The work steps are mentioned in the sequence in which they are expected to be completed.

In short, the T&A captures 2 main concerns of buyers, merchandisers in buying offices and manufacturers:

· Are we on time?

· Are all work steps happening the way they should?

3.1.7.1 Building a Time & Action Calendar

Some of the key points that analyzed before start building a Time and Action calendar as below.
These points are very critical, as they will ascertain the effectiveness of the T&A.

· Identifying critical path - there are multiple steps involved in execution of an order, from order receipt to the final shipment. It is essential that out of these multiple steps, the critical path be identified. The activities within the critical path are crucial in the sense that a delay in any of the critical activities will delay the whole process (perhaps missing the delivery date). On the other hand a delay in non-critical activities may not impact the delivery.

· Identifying activities that can be overlapped - it is important to know the activities, which can be, performed parallel to each other (overlapped). A very simple example is Fabric and Trim sourcing. These two activities can be performed in parallel to each other. The important thing here is to ascertain the activity, which takes the longer time, as this now becomes the critical path.

· Networking - it is often assumed that T&A is like a linear chain, however the actual calendar is a network with diverging and converging tasks. This means that one task can trigger multiple parallel tasks and completion of multiple tasks can lead to one task. Hence it is important to chart out the network of activities to be able to determine the critical path and the critical activities.

Setting due dates for the activities - it is a common practice to set the duration of each activity in number of days. There is a problem area here. Firstly, it is often not clarified whether those days are working days or calendar days. Secondly, apart from the weekend there are numerous other holidays, which do not get accounted. Hence it is prudent to create one's own calendar with holidays built-in and then generate realistic due dates in time & action calendar.

Let us now analyze the above points by means of an example. Some of the critical activities involved in execution of an order are taken into consideration in this example. Also the time and action calendar has been worked backwards from the delivery date and lead time for each of these activities has been assumed as per the chart given below:

	Activity
	Description
	Duration
	Dependency

	A
	Delivery date
	
	Determine by buyer

	B
	Production start
	30 days prior to delivery date
	Order quantity production capacity per day & factory capacity.

	C
	Fabric in house date
	5 days prior to production start
	Production start date

	D
	Trim in house date
	5 days prior to production start
	Production start date

	E
	Fabric order date
	60 days prior to fabric in house
	Fabric lead time & approval

	F
	Trim order
	45 days prior to trim in house
	Trim lead time & approval

	G
	Fit approval date
	20 days prior to production start
	Production start date

	H
	Fitting start
	30 days prior to fit approval
	Fit approval

	I
	Order confirmation
	2 days prior to fabric order date
	


Let us now give dates to the above activities to be able to visualize the Time & Action calendar and draw the critical path.

A - 301h Dec 2007 

B - 301h Nov 2007 

C - 251h Nov 2007 

D - 251h Nov 2007

 E - 25th Sep 2007 

F -10th Oct 2007 

G -10th Nov 2007 

H -10th Oct 2007 

I - 23rd Sep 2007

The above illustration clearly defines the to ascertain the activities, which can be performed in parallel. The below analysis can be done from the illustration.



Activity E falls in the critical path since fabric lead-time is the largest.

· Activity F & H can start simultaneously but are not in the critical path. This does not

mean that they are not important OR without completion of these activities (represented by D & G) the goods can be produced, BUT it only means that a small delay in these activities will not impact the delivery date.

· NOTE - in case activities D & G are delayed beyond C, the delivery date will be impacted.

· As per the above example. - all activities D, C & G need to be completed in order to proceed to B.

Similar to the above example a detailed Time & Action calendar can be developed which includes all activities that are preformed during the entire order cycle as explained above, it is important to ascertain the critical path (especially when the T&A has numerous activities). Also, by creating a critical path chart we are able to know the dependency between activities.
3.1.7.2 Types of T&A planning

Broadly speaking, there can be 2 ways in which a T&A can be planned -

· Backward planning - this is the most common approach. Here the delivery date is fixed (as specified by the customer) and all other activities are backward planned from the delivery date. By doing so we can ascertain the date by which order confirmation is required, to be able to meet the required delivery date. Hence, by planning the T&A in this manner, we ascertain the deadline date for completion of each activity so as to make the shipment on time.

· Forward planning - in this case the entire time line is forward planned from the date of receipt of the order.

Let us go back to the earlier example to understand the difference between the two methods of planning.

Backward planning                                              Forward planning 

A - 30th Dec 2004                                                 A- 301h Dec 2004 

B- 30th Nov 2004                                                   B - 30th Nov 2004 

C - 25th Nov 2004                                                 C - 25th Nov 2004 

D - 25th Nov 2004                                                 D-10t" Nov 2004 

E - 25th Sep 2004                                                  E - 25th Sep 2004

F-101h Oct 2004                                                    F- 25th Sep 2004 

G-10th Nov 2004                                                   G- 23rd Oct 2004 

H-10th Oct 2004                                                    H - 23rd Sep 2004

I - 23rd Sep 2004                                                   I – 23rd Sep 2004
As you can see from the above, there is no difference in the critical path of the T&A. However dates for some other activities have changed. In all the highlighted cases the activities have got pre-planned in the forward planning as compared to backward planning.

3.1.7.3 Advantage of backward planning over Forward planning

· The backward plan provides the last date / deadline date by which the task need to be completed in order to be able to maintain delivery.

· Hence the backward plan help monitoring the order, as the user is always aware of the deadlines that are to be met. The task could be started earlier and could be completed earlier, as long as it is completed before the deadline date the delivery is intact.

· This method of monitoring the order serves a very handy tool especially if there are large no of order to be executed, since it is more important to know the deadline dates which will impact the order delivery.

3.1.7.4  Use of software to create a Time & Action calendar

More and more companies are using moving towards use of software in order management. Here are some of the features and benefits that a good software should offer.

· Consistent fundamental principals - the software should be based on logic and mathematics that does not change from person to person and is constant in its functioning. This eliminates the possibility of individual variations and errors.

· Automatic analysis if timelines - in case of several activities being delayed the software should automatically calculate the total delay and should also be able to throw an alert on the activities that will be impacted due to these delays. Hence the software should be able to highlight the potential future delays & problems well in advance so that adequate action can be taken rather that firefighting once the delay has already occurred.

· Automated messaging and reminders of activities to the people involved in the order - the software should automatically fire off reminders and warnings about specific activities to the concerned people. Not only that, based on rules that are defined in advance the reminders should start getting generated earlier that the actual due date of the activity. Say for example; the reminder should start getting generated 3 days prior to the due date of the activity. Also once the due date for an activity has passed and the task has not been completed (which means it is delayed) the software should be equipped enough to send out messages to concerned superiors, thereby ensuring pressure o complete the task.

· Clearly defined responsibilities - the software should be programmed in a manner that the responsibility of each activity is clearly defined right from the start. This rules out any ambiguity of who is to do the task and hence the entire process becomes much more transparent.

· Real time information and reporting -working on a software would mean access to real time information for all people involved. This means that, at any given point of time the software would enable the concerned people to know the exact situation of the order. Further since the software captures all that data that is fed, in terms of the actual dates on which the activities are preformed, the system should be able to generate numerous reports such as - % of on time shipments, % of delayed activities, order status (qty, PO no, shipment dates etc). All these reports can be generated for multiple vendors / factories thus enabling comparison between them.

· Easy access - since most of such systems are being designed either to be internet based or internet compatible, it is possible to log in from any location and updated status as well as keep track of the events in the orders that one is working with.

· Improved effectiveness and higher productivity - due to it's automated reminders, clearly defined responsibilities, the software should improve the effectiveness and productivity of people using it. Easy access to information also reduces the time that is wasted otherwise in getting the information.

3.1.7.5 Challenges in Implementation of software

In the adoption of a computer aided T&A tool, the weakest link is "human". No matter how well the system is programmed to respond to alerts etc, it is the people who feed in information into it and use the information produced by it. In case the people using the software lack commitment to update the system or lack understanding of how to use the information that system is generating, the effectiveness of the system is lost.

Hence, before implementation of a system the management should have clarity of how it has to be implemented and what can be done with it. Implementation of software may require a change in the work culture, and the management should be aware of the same before going ahead with it.

Another weak link is "processes". It is often observed that most organizations do not have a well laid down process for execution of orders. Even two people catering to the same customer may be working in their own ways. Hence standardization of processes is very important before implementation of software.

Production and Q.C Monitoring:

3.1.7.6  Factory Capacity planning

This is a very important tool and helps in decision making while confirming an order. By planning the capacities of the production facility, the merchandising division comes to know the exact production slot available before confirming an order.

The label on a denim pant says "Made in Bangladesh" but it is quite possible that the fabric came from India, Zippers and trims came from Hong Kong and the cutting, sewing, finishing, inspection & packing happened in Bangladesh.

When several organizations across countries have to work together to produce a single garment, co-ordination of production schedules becomes a necessity. The real challenge lies in planning production schedules in a manner that allows reasonable utilization of factory at all given point of times. It is not only the garment manufacturing units that need to plan the factory capacities, but also the fabric and trim suppliers in order to deliver the goods on time. This coordinated planning should also be flexible to respond quickly to unforeseen changes and that is the most difficult challenge.

Thus Capacity planning helps in-

· Decision making - confirming the order delivery dates.

· Optimum utilization of resources - ensuring that the factory is adequately utilized throughout the year. This is very important as it helps in bring down the costs. For example take this case –

·  A manufacturing unit which employees salaried operators, does not have adequate work for 2 months of an year and has more that capacity bookings for another 2 months of the year. So the months when there are not enough orders, the company has to still pay the wages of the operators & also the months when there are more than capacity orders, the unit has to run on overtime to meet the delivery dates. In both cases the cost of operations increases.

· Easy visualization of effects of delay or preponement of one order on the subsequent orders.

Factory capacity plan
The most common question is how do we plan and calculate capacity when the company does mufti style products?

The answer is - a factory capacity should be planned in a manner that it is independent of styling. Hence production capacities for all styles have to be converted into a common unit of measurement, which is time.

The following parameters have to be calculated to ascertain the factory production capacity. 

· SAM for a garment - Standard Allowed Minutes for a garment 

·  Factory efficiency Levels

1. SAM and Factory Efficiency Level calculation
· SAM is the total time taken by a 100% efficient operator to perform a particular job  / operation.

· The Industrial Engineering department by means of Time & Motion study calculates SAM.

· Once SAM has been calculated the operator efficiency level is determined. This can be illustrated by the below example:

SAM of a operation
= 2 minutes

Total available time
= 8 hrs shift x 60 minutes = 480 minutes

Total no of SAM's produced
= no of operations done in 8 hrs x SAM of the operation

=
150 x 2= 300 minutes

Efficiency
= (Total SAM's produced / Hours Worked) x 100

                                                               = (300 / 480) x 100

   = 62.5 °t°

· Similarly line efficiencies can also be calculated. In this case the total available hours are calculated and this includes the hours worked by operators and helpers in the line.

· By combining the efficiencies of all lines in a factory, the Factory Efficiency is ascertained. The below example illustrates how the calculation is done.

LINE I
LINE 2

Style
A
B

SAM
20 minutes
30 minutes

No of Operators
60
40

No of helpers
15
10

Total available time
75x8x60
50x8x60

36000 minutes
24000 minutes

Total garments produced
1200
500

Total SAM's produced
1200 x 20
500 x 30

24000 minutes
15000 minutes

Hence,

Total available time for the factory =36000+24.000=60000 minutes

Total SAM's produced by the factory = 24000 + 15000 = 39000 minutes

2. Factory Efficiency
= (SAM's produced /Available minutes) x 100

=(39000/60000) x 100

= 65%

The Factory efficiency is calculated on a daily basis and over a period 3-6 months the Average Factory Efficiency is determined from the data collected. X This Average efficiency is then utilized for calculation of factory production capacity.

3.  Explaining the same with the help of below example:
A 500 machine factory employees a workforce of 600 people (operators & helpers). The factory on an average works for 26 days in a month, 8 hours shift per day. The average factory efficiency as calculated over a period of time is - 60%

From the above details we can calculate -

Total available time
= 600 x 26 x 8 x 60 = 7488000 minutes

Productive time
= available time x efficiency = 7488000 x 60% = 4492800 minutes

· Hence Factory Capacity        = 4492800 minutes

No of garments that the factory can produce
= Capacity I SAM of the garment

Based on the above calculation Factory Capacity can be determined for any product, if the below information is available:

· SAM of the garment

· Average Factory Efficiency

· Total workforce

· Working hours / shift 1 day

 Factory Capacity Report






3.1.8.2 PRODUCTION CONTROL

Production control, one of the most important concerns in making a product, is coordinating the interaction of people, materials and machinery so at products are made in the proper amounts at the required times to fill orders. Six steps are involved: planning, routing, scheduling, dispatching, and follow-up and quality assurance


3.1.8.3 Planning:​

Successful production, like other successful business activities, is based on planning. Production planners know what materials, equipment, process, and working time must be allotted to make a given time. Often they re form^.~ production workers themselves, so they can visualize the end product at various stages of completion, knowing from experience what remains to be done.

The production plan is a document that contains a list of materials and equipment needed to manufacture a finished product that also specifies which operations will be performed in-

house or out-of-house. In addition, this plan reveals any operations that require special machinery or equipment to be brought out of storage or purchased and set up when the product reaches a particular stage of completion.

Production planer like S Nahar garments. They coordinate the performances of purchasing, manufacturing, shipping and marketing, all of which contribute to or need information about the status of an order at various stages of completion.

3.1.8.4 Routing:​

Routing is the production control step in which a logical sequence is established for the operations that the product must undergo on its way to completion. Each job's path is defined, thus determining what work will be done at what point. The person handling routing for a brewery must take into account all of the following steps: germinating the barley gain, cleaning it, milling it, weighing it, cooking it, blending it with water, removing the grain solids to produce a clear liquid, brewing the liquid, straining out hops, cooling the liquid, fomenters it, and again, filtering and packaging the beer.

3.1.8.4 Scheduling:​

Scheduling is the production control step that allots time for each operation along the route. Knowledgeable production planner is asset here. Schedules that allow too much or too little time can lead to slack periods in various departments, causing wasted time and perhaps employee layoffs, or create bottlenecks that back up work at certain points, causing late deliveries and canceled orders. Production planner 

also has to take network time into account. A production planner who does not know how much time to allow will leave workers idle at next step along the route.

A product rarely follows the original schedule from start to finish. Production planner must reschedule work in process because of canceled orders and customer requests of earlier delivery dates of because of a machinery breakdowns, design changes, strikes, and inclement weather, all of which can cause lost work time and delays in the delivery of essential materials.

3.1.8.5 Dispatching.​
Dispatching occurs after jobs have been planned, routed, and scheduled. This is the production control step in which a production planner release a job to the first production department on its route. Before dispatching, production control employees must gather up the materials and parts required by the production plan and issue them to the correct department.

3.1.8.6 Follow-up:

Follow-up is the production control step in which production planners monitor each job's progress along its route, and report and attempt to deal with any delays or difficulties that occur. A job is usually identified by number so it can be traced from one operation or department to the next. Follow-up is 

Essential in these cases to ensure that work moves according to  schedule. When delays occur, production planners should be notified so they can bring the job back on schedule or reschedule it.

3.1.8.7 Quality assurance

Total Quality Management Program:

Total quality management is an approach of doing business that is initially practiced by Japanese for more than 50 years and ~ gains its respect in ''.S.A: in late 1980s. The individual elements of this system such as the use of statistical data, strategic planning, teamwork, employee involvement have been used by the organizations for many years. But the effective collaboration and communication of these elements results the new management philosophy.

Quality can be defined as the totality of features and characteristics of a product or service that bears on its ability to satisfy given needs. Another way "quality measures how well a product or service meets customer needs, he basic consideration is thus always the extent to which the product or service meets the customer's expectation. Besides above this, there are several definitions of quality or quality dimensions. According to David Garvin it may be either: 

· Transcendent: Quality is something that is intuitively understood but nearly impossible to communicate. Like beauty or love.

· Product Based: Quality is the features and attributes of a product

· User Based: If the customer is happy then it is of good quality.

· Manufacturing Based: If the product conforms to the design Specifications then it have a good quality.

· Value Based: If the product is perceived as providing good value for the price, it is quality product.
So it shows that quality is a dynamic state and changes continually as it goes to different customer .it  gives rise the two types of customer: Internal and external customer. Anyway since customer is the use; of a product, they are the ultimate judge of the quality. Hence quality involves meeting customer need and exceeding customer expectation.

To   satisfy a customer we need quality product. And a product is again a result of people, process, service and environment. Therefore management of product, people, process, service and environment to meet and exceed customer expectation gives rise to Total Quality Management.

The advances in communication and transportation technology coupled with open market economy have made people from all over the world a global customer. Now a garment is designed in Italy, the raw material is coming from China, the fabric may go to India and then it is marketed in New York, Paris, and London. Another counterpart may choose to collect raw material from India, make in Bangladesh and sell in New York, Paris and London. This example shows how a garment manufacturer in Bangladesh is competing with Indian counterpart. This type of global competition is taking place everyday. This used to be a norm for large organization but now for open market economy small organizations are forced to play this role.

The global market place exerts enormous, relentless pressure on the organizations to continually improve quality while simultaneously reduce the price they charge for goods and services. The key to achieve higher quality and lower prices for customer is the reduction of expenses associated with unhappy customers... expenses that amount as much as 25% of the cost of sales. The cost of poor quality accounts for 15-30% of a company's overall costs. When an organization does what is necessary to improve its performance by reducing deficiency in key areas (cycle time, warranty costs, scrap and rework, on time delivery etc.) , it can reduce overall costs without eliminating essential services, functions, product features and personnel. Reducing cost associated with poor quality is mandatory for companies that hope to compete in the global market. The flowing figure shows how a poor quality cost.

	Traditional Cost

	1. Waste         2. Rejects      3. Inspection 

4. Customer returns    5. Rework   6. Testing     7. Recalls 

	Hidden Cost

	Excessive over time 

Pricing Errors

Billing Errors 

Excessive turnover 

Premium freight costs 

Development cost of failed products 

Field service cost 

Overdue receivables 

Unused capacity  
	Handling complaints 

Expediting 

System cost 

Planning delays 

Late paperwork 

Lack of follow-up 

Excess inventory 

Customer allowance 


3.1.8.8 CHARACTERISTICS OF TQM

Total quality approach has the following characteristic:

· Strategically based

· Customer focus ( internal & external)
· Obsession with quality
· Scientific approach to problem solving
· Long term commitment
· Teamwork
· Continual process improvement
· Education & training
· Freedom through control
· Unity of purpose
· Employees involvement and empowerment
3.1.8.9  DEMINGS 14 Points: 

Deming's philosophy both summarized and operational zed by his fourteen points. These points describe his views on what a company must do to effect a positive transition from traditional business to TQM.

DEMINGS 14 Points:
1. 
Create constancy of Purpose toward the improvement of products and services in order to become competitive, stay in business and provide jobs.

2. 
Adopt the new philosophy. Management must learn that it is a new economic age and awaken to the challenge, learn their responsibilities and take on leadership for change.

3.
Stop depending on inspection to achieve quality. Build in quality from the start.

4.
Stop awarding contracts on the basis of low bids.

5. 
Improve continuously and forever the system of production and service,

     To improve quality and productivity, and this continuously reduces cost.

6. Institute training on the job.

7. Institute leadership. The purpose of leadership to help people and 

  technology work better.

8. Drive out fear so that everyone works effectively.

9. Breakdown barriers between departments so that people can work as a team.

10. Eliminate slogans, exhortations, and targets for the workforce they 

create adversarial relationship.

11. Eliminate quotas and management by objective. Substitute leadership.

12. Remove barriers that rob employees of their pride in workmanship.

13. Institute vigorous program for education and self improvement. 

14. Make the transformation everyone's job and put everyone work on it.

Dr. Deming also pointed seven deadly diseases that inhibit the transformation an organization.
Demings Seven deadly diseases

1. Lack of constancy of purpose to plan products and services that have 

    sufficient to keep the company in business.

2. Emphasis on short time profits.

3. Personal review systems for managers and management by objectives 

    without providing methods or resources to accomplish objectives. 

4. Job hopping by managers

5. Using only visible data and information in decision making with little  

    no consideration given to what is not known or cannot be known.

6. Excessive medical costs

7. Excessive cost of warranty.

3.1.8.10  Juran's Philosophy:

Jcsph M. Juran ranks near Deming in contribution he has made in quality, Movement. His Ten steps to quality improvement are given below:

I. Build awareness of the need for improvement and opportunities for 

    improvement.

II. Set goals for improvement.

III. Organize to meet the goals that    have been set.
IV. Provide training.
V. Implement projects aimed at solving   problems. 

VI. Report progress.

VII. Give recognition.

VIII. Communicate results.

1X. Keep score
X. Maintain momentum by building improvement into the company's 

    regular system.

3.1.8.11 Common Errors:​

There are score common errors organizations make   when implementing total the committed organization should avoid these errors.

· Lack of commitment from top management


· Senior management delegation and poor leadership
· Team Mania
· Deployment process: some organizations develop quality initiatives without concurrently developing plans for integrating them into all elements of the organization. According to Jim Clemmer " More time must be spent preparing plans and getting key stakeholders on board,
including managers, unions, suppliers, and other production people. It takes time to pull them in. It involves thinking about structure, Recognition, skill development, education and awareness” 

· Taking narrow, dogmatic approach

· Confusion about the difference among education, awareness, Inspiration and skill building.

Quality control is the more traditional way that businesses have used to manage quality. Quality control is concerned with checking and reviewing work that has been done. But is this the best way for a business to manage quality?

Under traditional quality control, inspection of products and services (checking to make sure that what's being produced is meeting the required standard) takes place during and at the end of the operations process. 

	1.
	When raw materials are received prior to entering production

	2.
	Whilst products are going through the production process

	3.
	When products are finished - inspection or testing takes place before products are dispatched to customers



The problem with this sort of inspection is that it doesn't work very well!

There are several problems with inspection under traditional quality control: 

	1.
	The inspection process does not add any "value". If there were any guarantees that no defective output would be produced, then there would be no need for an inspection process in the first place!

	2.
	Inspection is costly, in terms of both tangible and intangible costs. For example, materials, labour, time, employee morale, customer goodwill, lost sales

	3.
	It is sometimes done too late in the production process. This often results in defective or non-acceptable goods actually being received by the customer

	4.
	It is usually done by the wrong people - e.g. by a separate "quality control inspection team" rather than by the workers themselves

	5.
	Inspection is often not compatible with more modern production techniques (e.g. "Just in Time Manufacturing") which do not allow time for much (if any) inspection.

	6.
	Working capital is tied up in stocks which cannot be sold

	7.
	There is often disagreement as to what constitutes a "quality product". For example, to meet quotas, inspectors may approve goods that don't meet 100% conformance, giving the message to workers that it doesn't matter if their work is a bit sloppy. Or one quality control inspector may follow different procedures from another, or use different measurements. 


 

As a result of the above problems, many businesses have focused their efforts on improving quality by implementing quality management techniques - which emphasize the role of quality assurance. As Deming (a "quality guru") wrote:

"Inspection with the aim of finding the bad ones and throwing them out is too late, ineffective, costly. Quality comes not from inspection but from improvement of the process."

3.1.12 The quality control charts:

For controlling quality characteristics that represent attributes the product, the following charts are commonly constructed: 

C chart
In this chart we plot the number of defects (per batch, per day, per machine, per 100 feet of pipe, etc.). This chart assumes that defects of the quality attribute are rare and the control limits in this chart are computed based on the Poisson distribution (distribution of rare events). 

U chart
In this chart we plot the rate of defects that is, the number of defectives   divided by the number of units inspected (the n; e.g., feet of pipe, 

number of batches). Unlike the C chart, this chart does not require a constant number of units, and it can be used, for example, when the batches (samples) are of different sizes.

Np chart

In this chart, we plot the number of defectives (per batch, per day, per machine) as in the C chart. However, the control limits in this chart are not based on the distribution of rare events, but rather on the binomial distribution. Therefore, this chart should be used if the occurrence of defectives is not rare (e.g., they occur in more than 5% of the units inspected). For example, we may use this chart to control the number of units produced with minor flaws.

P chart

In this chart, we plot the percent of defectives (per batch, per day, per machine, etc.) as in the U chart. However, the control limits in this chart are not based on the distribution of rare events but rather on the binomial distribution (of proportions). Therefore, this chart is most applicable to situations where the occurrence of defectives is not rare (e.g., we expect the percent of defectives to be more than 5% of the total number of units produced).

3.1.9 Documentation and Shipping Fright , Voyager, Air Freight                   

3.1.9.1   Bill of Lading:

It is generally abbreviated to BOL or B/L.

It can be used as a traded object and as a evidence of the contract of carriage of goods. 

The term bill of lading consists of two words – ‘bill’ and ‘lading’. The term ‘bill’ means the cost for any services supplied and the term ‘lading’means to load a cargo onto a ship or transport.

A bill of lading is a document which acknowledges that the particular goods have been loaded on board as cargo for transporting to a definite address to the identified exporter of that goods. 

The B/L document is issued by the transportation company or carrier to a shipper and the document is also signed by the captain of the board.

5.2. Terms indicated on B/L:

Complete name and address of the carrier or the transportation company,

The particular vessel on which the goods have been placed,

Their intended destination, and

The terms for transporting the shipment.

A short description of the gods to be shipped.

· Importance of B/L:

•
The most important fact is that the bill of lading serves as evidence of a valid contract of carriage between the consignor and the carrier.

•
It is a document issued by the carrier confirming that the goods described on the contract matches with the received goods on board in good condition.

•
It is also a document of transfer that governs all the legal aspects of physical carriage and it may be endorsed affecting ownership of the goods.

•
It creates a safe and liable carriage of the goods as it binds the carrier to its terms and the owner of the goods at a specific moment

· Types of Bill of Lading:

. A. The main types of Bill of Lading are given below-

Straight bill of lading

Order bill of lading

Bearer bill of lading

Surrender bill of lading

. A.1. Straight bill of lading:

-
It is not negotiable.

-
Goods are consigned to a specified person.

-
In this B/L, if the endorser wrongfully failed to disclose the charge, the endorsee will have a right to claim damages for failing to transfer.

-
This type of bill of lading is not safe.

 A.2. Order bill of lading:

It is negotiable.

In this B/L, the delivery is to be made to the further order of the consignee. 

Delivery can be transferred by physical delivery of the bill accompanied by adequate evidence of consignee’s intention.

 A.3. Bearer bill of lading:

It can be negotiated by physical delivery.

Delivery is to be made to the one who holds the bill.

It is an order bill that fails to nominate the consignee whether in its original form.

A.4. Surrender bill of lading:

This is a direct liability.

It states that when the Surrender bill of lading is handed over, the title to the goods and power of sale over the goodsis surrendered.

 B. The Bill of Lading can also be categorized depending on the terms for transporting. They are-

Inland Bill of Lading,

Ocean Bill of Lading,

Through Bill of Lading, and

Air Bill of Lading.

 B. 1. Inland Bill of Lading:

It is an agreement between a shipper and a transportation company for the transportation of goods overland to the exporter's international transportation company. 

It may be negotiable or non-negotiable. 

This is necessary for the domestic transportation of goods.

 B. 2. Ocean bill of lading:

-
It is an agreement between an exporter and international carrier for the shipment of goods to a foreign location overseas. 

-
It may be negotiable or non-negotiable. 

-
This is necessary for the international carriage of goods

 B. 3. Through Bill of Lading:

-
It is an agreement upon transportation of the goods between a shipper and carrier.

-
It covers the domestic and international transportation of export merchandise providing the details of the agreement of transportation between specific locations.

B. 4. Air Bill of Lading:

-
It establishes terms of flights for the transportation of goods both domestically and internationally.

-
It is an agreement to prove the carrier's acceptance of the shipper's goods and to carry those goods to a specific airport.

 C. Depending on the terms of negotiation, the Bill of Lading can be categorized into two 

categories. Here are the categories-

1.
Negotiable Bill of Lading

2.
Non-negotiable Bill of Lading

 C. 1. Negotiable Bill of Lading:

If the bill of lading is negotiable, the person who is the owner of the bill lading has the right of ownership of the goods and the right to re-route the shipment.

 C. 2.  Non-negotiable Bill of Lading:

If the bill of lading is non-negotiable, the transportation carrier is required to provide delivery only to the consignee named in the document. 

       3.19.2FREIGHT

Both air transportation and sea transportation used in delivering goods from one country to another. However, the calculation for the changes of air freight and sea freight are different, as following:

 Sea Freight

Sea freight is changed on a volume (cubic meter or CBM) basis. Firstly, the volume of a carton is calculated by multiplying the length by the width by the height of the carton. Secondly, the freight charges for the deliver merchandise can be calculated by multiplying the volume of a carton by the number of needed cartons by the price charged per cubic meter (CBM).

Sea Freight Charges:

= Volume per carton in CBM x number of cartons x cost of sea freight per (CBM). 

Where

Volume per carton (CBM)

     Length(cm) x Width(cm) x Height(cm)

 = --------     --------
--------

        100               100                 100

        Length(cm) x Width(cm) x Height(cm)

 =  ---------------------------------  

                 1728 x 35.32                                     
 Air Freight 

Air freight is charged on a weight basis, either by volume weight or actual weight of the freight. In Hong kong, in most cases, both volume and actual weight are calculated and the air freight will be charged based on he weight, wherever is greater:

Volume weight:

5.2.1: Air freight charges basis on volume weight
= Volume per carton (Kg) x number of cartons x cost of air freight per (Kg). 

Where

Volume per carton (Kg)

     Length(cm) x Width(cm) x Height(cm)

 = --------------------------------     

                      6000

        Length(in) x Width(in) x Height(in)

 =  ---------------------------------  

                     366              

Actual weight:

Air freight charges basis on volume weight

= Volume per carton (Kg) x number of cartons x cost of air freight per (Kg).

 VOYAGER

Estimated Shipment Qty:  38192  Pcs. (868 Ctns) (One 40’ HQ)

Estimated delivery date :  31st  Jan, 2004

ACTUALEXTERNALCARTONDIMENTION:490MM(L)X390MM(W)X352MM(H)

CONTAINER INSIDE SIZE :  1170CM(L)X234CM(W)X236CM(H) = 40’ GP

                                                   1170CM(L)X234CM(W)X266CM(H) = 40’ HP

CONTAINER LOAD PLAN:

40’HQ  : 30 CTNS FOR LENGTH (CTN WIDTH WISE)

               04 CTNS FOR WIDTH (CTN LENGTH WISE)

               07 CTNS FOR HEIGHT

40’GP  : 30 CTNS FOR LENGTH (CTN WIDTH WISE)

               04 CTNS FOR WIDTH (CTN LENGTH WISE)

               06 CTNS FOR HEIGHT

TOTAL CTNS LOAD INTO CONTAINER FOR 40’ GP=720CTNS (15120 PCS)

TOTAL CTNS LOAD INTO CONTAINER FOR 40’ HQ=840CTNS (17540PCS)

	 
	L
	W
	H
	CUFT
	CUM
	
	
	
	

	CONTAINER   SPC
	20'
	8'
	8' 6"
	 
	 
	
	

	CONTAINER   
	19'4 1/4"
	7' 8" 5/8
	7' 10"
	1165
	 
	
	

	
	5.899 mm
	2.325 m
	2.386 m
	 
	 
	
	

	 
	L
	W
	H
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	CONTAINER   SPC
	40'
	8"
	8' 6"
	 
	 
	

	CONTAINER   
	39' 5 5/8"
	7' 8 5/8"
	7' 10 1/4"
	2392
	 
	

	
	12.02 mm
	2.34 mm
	2.39 mm
	 
	 
	

	 
	L
	W
	H
	CUFT
	CUM
	

	CONTAINER   SPC
	40'
	8'
	9' 6"
	 
	 
	

	CONTAINER   
	39' 5"1/2
	7' 8"1/2
	8' 10 1/4"
	2696
	 
	

	
	12.02 mm
	2.35 m
	2.69 m
	 
	 
	


3.2 SUPPLY CHAIN/ PROCUREMENT DEPARTMENT

3.2.1 Maintaining data bank of suppliers:

Supply chain department should maintain a data bank of different suppliers such as yearn, fabrics, accessories etc. The purpose of this work are-

· It help negotiation with buyers.

· Smooth the supply chain system.

· It gives present status of price.

· Present status of price.

· Ensure quality of raw materials.

· Improve the delivery system.

· It ensure Right time, right place, right quality, right price

3.2.2 Price Quotation and Having Sample from Suppliers:

For every individual order collect price quotation from different suppliers. And cheek the status of price that fulfils the buyer requirements’. These process buyers give the approval of price. Also collect the sample for individual order by order sample from suppliers. And ensure the quality of goods.

3.2.3 Prepare C.S of Suppliers;

Comparative statements are statements that cover a different time frame, but are formatted in a manner that makes comparing the suppliers  items from one period to those of a different period an easy process. This quality means that the comparative statement is a result statement that lends itself well to the process of comparative analysis. companies make use of standardized formats in Selection functions that make the generation of a comparative statement quick and easy.

The Board approved the following Purchase Policy, Rules and Procedure. It alsodesired that the same be reviewed after one year.

3.2.4 Organize Negotiation Meeting:

Supply chain department arrange the negotiation meeting organizing to Merchandiser with buyer and merchandiser with suppliers. Fixit the meeting time and date and give information to both of them  Also collect the outcomes from meeting  and minutes writing after meeting.  Preserve document properly.

3.2.5 PURCHASE POLICY, RULES AND PROCEDURE

These rules for purchase of equipment/ consumables for Departments/Sponsored/ Consultancy Projects have been framed in order to provide aconducive working environment for teachers and students to promote excellenceexpected from institutions like PEC, so that the procurement of the neededequipment/ stores is done in time and without procedural wrangles which permitslaboratories and research works to be pursued with greater vigour.

3.2.6 DIRECT PURCHASE

A buyer may make purchase of goods up to a value of Rs. 15,000/- oneach occasion after ensuring the reasonability of prices. The purchase may beeffected either through a permanent imprest held in the name of HOD or hisnominee/Principal Investigator or through a temporary advance of up to Rs.

15,000/- that may be specifically drawn for the purchase in the name of a buyeror through credit after obtaining the approval of Competent Financial Authority. Acertificate in the following format must be recorded:

3.2.7 PURCHASE BY PURCHASE COMMITTEE THROUGH SPOT QUOTATIONS

Goods up to a value of Rs. 1,00,000/- may be purchased on therecommendation of a local purchase committee. The composition of thecommittee for such purchase shall consist of at least three faculty

members/Group A officers and one representative of the Finance Section. Inorder to ensure reasonability of the prices, the committee may obtain minimumthree quotations from reliable suppliers. The Committee will jointly record acertificate in the following format:“Certified that we, members of the purchase committee, are jointly andindividually satisfied that the goods recommended for purchase are of therequisite quality and specifications, priced at the prevailing market rate and the

supplier recommended is reliable and competent to supply the goods in

3.2.8 PURCHASE THROUGH QUOTATION/TENDER

The following procedure for obtaining tenders should be followed as far as

possible for purchase of goods/ equipment valuing more than Rs. 1, 00,000/-.

Tender should be obtained by:

(i) Direct invitation to a limited number of firms (Limited tender)

(ii) Advertisement (open tender)

(iii) Invitation to one firm only (Single tender)

Limited tender system should ordinarily be adopted in the cases of all

orders the limited value of which is less than Rs. 25,00,000/-.

The open tender system, that is invitation to the tender by public

advertisement and should be adopted in all cases in which the estimated value of

the demand is Rs. 25,00,000/- and above.

The Single tender system must be adopted in case of articles that are

specifically certified as proprietary nature by giving full justification on record.

In case of purchase on the basis of single tender/single bidder, the

following certificate must be obtained from the vendor:

“I/We have not supplied the quoted stores at a rate less than the instant

quote within the current financial year.”

3.2.9 PROCESSING OF QUOTATIONS

Quotations may be invited or received through post/ courier service/ press

by the department or Store Purchase Section from the firms listed on the

approved panel of suppliers. The quotation letters should be signed by HOD of

the concerned department and DDO in the case of central purchase.

The notice inviting quotations could be sent by raising an indent or blank

NIQ format. A panel of approved vendors for various items shall be maintained

by Store purchase section. The buyer may also recommend names of the firms

for inclusion in the approved panel.

Thereafter, on the due date & time the individual quotations shall be

opened in the presence of a Committee of at least three members including one

member from the Finance Section and the buyer and an official of the store purchase section or the officer/ official who initially invited the quotations. All the quotations will be signed by the officials present at the time of opening. A comparative statement shall be prepared either by the buyer or the store purchase section as the case may be. The comparative statement along with the quotations will be submitted to the purchase committee for necessary recommendation. The accepted quotations will be circled on the original
quotations and on the comparative statement. Also a justification for a particular

choice, i.e. being the lowest quotation or on technical grounds should be

recorded on the Comparative statement.

Normally the purchase shall be approved on the basis of at least three

quotations. However, the director / his nominee can relax these conditions on

sufficient grounds on the recommendation of the purchase committee. In case of

proprietary items may be procured from the proprietary source on the basis of

single quotations after certification of the proprietary nature of the item by the

supplier/ seller. In such cases, wherever, possible, the purchase price of similar

item paid previously may be used as a benchmark to ensure reasonability of

price.

The store purchase section will prepare the supply order and send the file

to audit. The audit shall pre audit the supply order. Since it also maintained

budgetary record of recurring/ non-recurring expenditure of all departments, it

shall certify availability of funds extra. Thereafter, approval for the purchase shall

be obtained from the college purchase committee, if applicable, and the supply

order duly checked shall be sent to store purchase section for issue to the

vendor.

3.2.9 INTERNATIONAL PURCHASE

For procurement of items from outside India against the open general

import licence or otherwise in foreign currency, all the rules and procedures laid

down in earlier shall apply. However, the role of the various purchase committees

will be to recommend the purchase rather than make purchases. The quotation

should be obtained directly from the foreign supplier or alternatively, the sole

selling agent. All further processing including pre audit and placement of order

shall be through store purchase section irrespective of the value of the purchase.

The procedure of processing subsequent to receipt of goods shall be the same

as that of purchase of indigenous stores.

3.2.10 DISCREPANCY IN SUPPLY

Where stores supplied are found not acceptable due to damage in transit,

wrong supply and are consequently rejected, the department concerned or Store

Purchase Section shall immediately notify such rejection specifying the grounds

on which such rejection has been made to the supplier directly depending upon

who initiated the purchase and take necessary action for getting the items as the

specification of the Supply Order.

3.2.11 MAINTENANCE OF RECORDS, DISPOSAL/WRITE-OFF STORES,

TRANSFER OF STORES

This section describes the records pertaining to stores that must be

maintained by store purchase section and departments.

This section also describes the procedure for stock verification, the

procedure for Write-off, Disposal, Transfer of stores from one department to

another, Up gradation as well as processing of documents.

The following records need to be maintained by department and store

purchase section.

i) Existing Asset Register one each for college and projects.

ii) Existing stock register for consumables/ non-consumables and assets.

iii) Existing inventories of officials.

3.2.12  Monitoring Delivery of Fabric and Accessories to Factory:

Fabric and accessories smooth delivery is essential to production and due time shipment .

Cheek the supplier’s production of raw materials gives them mail or phone to supply for raw material in time. And also in mid production ensure the supply of fabric and accessories. Monitoring the fabric and accessories is routine work.

3.2.13 Inventory Management

Inventory management is one aspect of SCM. The main goal of SCM is to better manage throughout the chain via improved information flow aimed at improved customer service, higher product variety, and lower costs and used the term “Networked inventory Management“(p. 16) for the inventory aspect of SCM. The efficiency of SCM can be measured by inventory performance such as the speed of inventory passing through the chain and the load of inventory throughout the chain. Inventory of various forms from raw materials trough WIP to finished goods is fed into the chain from suppliers, production, and subsequently distribution centers to customers. This flow of inventory requires responsibilities of channel members for the planning, acquisition, storage, movement, and control of mat6erials and final products. High levels of inventory are found when the chain members less communicates due to lack of information sharing between chain members and inefficiency of SCM.
Whether a supply chain is efficiently managed or not well managed can be determined by looking at the indicators of inventory management such as inventory turnover ratio. Inventory turnover ratio has been a useful indicator to measure the efficiency of inventory management of an industry. If other information such as absolute value of total sales volume and on hand inventory is given together, inventory turnover ratio can tell mare about the efficiency of a company’ performance Manufacturers, the main interest of this study. Have the most difficult and complex inventory problem as they deal with raw material acquisition, transformation of the material into final finished goods, and movement to the customer. These consecutive activities require manufacturers to control production scheduling and timing that are not easily accomplished due to uncertainties in supplier performance, manufacturing process, and customer demand. Manufacturers could not reduce their buffer stocks without trusting in their partnerships and sharing forecasting information on actual demand at retail level because of the “bullwhip effect” which means the effect of retail sales fluctuation grows larger as it traverses to upstream chain members. More customer requirements for broader product coverage and greater delivery capabilities escalate manufacturers’ problem in production process complexity and forecasting of future demand. When customers are trying to operate on fewer inventories, manufacturing can respond in two ways. 

1. Carrying more inventories to compensate for the shorter lead times.

2. Improving the management of the supply chain. 
Manufacturers tend to respond to their customers’ requirement by building more finished goods inventory instead of working to improve their manufacturing capabilities. Increased attention to managing inventory has led to larger manufacturer inventories for some companies because the retailers’ demands for manufacturer’ self- monitoring and replenishing of the retailers’ inventory are obtained at the expense of manufacturers’ storage burden. A trade article reported that a supplier’s decision to cut inventory quantities of raw materials also results in high inventories in manufacturing sites (Good Business, Apr.3, 1997). In case raw materials are available only in a certain period, manufacturers need to order enough to meet the anticipated peak demand of finished goods, which cause the excessive inventory level of raw material for these reason, manufacturers have not only internal problems ends of the supply chain.

· As shown in Figure there are three inventories in the model: The raw product inventory (RPI), the woke in process (WIP), and the finished goods inventory (FGI). The RPI is the inventory for incoming parts ready to enter assembly, the WIP are the products that are in the assembly, the WIP are products that are in the assembly, and in the FGI we find the finished products ready for shipment to customers.

Inventory
Re-order 
Re-order

         

Level                                       Point                                                Point

                 Manufacturer                                 Wholesaler                         Retailer

Figure : Inventory hides demand

3.3 COMMERCIAL DEPARTMENT

3.3.1 Opening an L/C:

There are some important factors that must have to be mentioned during opening an L/C.

•
The L/C must be confirmed, irrevocable, and at sight. 

•
Suggest a Paying Bank that is convenient to the seller.

•
Quantity of items to be shipped. 

•
Value of items to be shipped. 

•
Specify the currency. 

•
Specify the latest shipping and expiration date. 

•
Specify the appropriate shipping term. 

•
State whether partial shipments are allowed. 

•
Specify which documents that are required for payment.

3.3.2 Reviewing an L/C:

When the beneficiary receives a Letter of Credit, they need to verify the L/C that whether it is in favor of them or not. The beneficiary should ask some question themselves for this. A list of some questions is given below:-

· Is the L/C irrevocable and at sight? 

· Do we trust the Paying Bank? 

· Can we convert the currency to our currency? 

· Are the value and quantities correct? 

· Are the shipping terms correct? 

· Can we provide the required documents? 

· Are the L/C fees as we had agreed? 

· Is the merchandise correctly described? 

· Is there sufficient time to meet the shipping date and expiration date?

· Specify which documents that are required for payment. 

If the beneficiary is unable or unwilling to meet all the conditions stated in the L/C, they should not ship out the goods rather request an amendment to the letter of credit. 

4.6. Documents needed to present an L/C:

When a letter of credit is received, it needs to be presented to the bank for payment along with other documents. These documents are very essential because the bank will not pay if there are deficiencies and the documentation is not in order. 

· Commercial invoice 

· Consular invoice 

· Insurance documents 

· Bill of lading 

· Certificate of origin 

· Packing list 

· Inspection certificates 

· Import permits 

3.4 PRODUCTION DEPARTMENT

3.4.1 Sample Room 

All garment-manufacturing units have a department for sampling used for developing new samples and making pre-production samples (fit samples, PP sample & size set samples).

Apart from this the sampling room is also used for researching and incorporating all the for engineering inputs at the sampling stage to the product, and so it plays an important role in deciding the cycle time of the order.

In a factory dealing with varied products, where each one has to go through the sampling stage the sampling room management becomes a challenge. A production merchandiser specially keeps running to the sampling department on a periodic basis to keep a track of his/her sample. Ineffective management of the sampling room may results in the order delay/cancellation or airlifting.

A production merchandiser has to constantly exchange inputs with the sampling room. On the part of the merchandiser the following inputs need to be given to the sampling room

· A sampling priority plan, planned on the basis of due dates and material arrival dates for the different orders. This is done in consultation with the merchandise manager looking after different orders running in the same sampling room. The plan typically would contain all the material arrival dates, and submission dates for the samples on a weekly basis. This helps the sampling manager to allocate capacities to the various orders in a judicious way. In case of his inability to meet any dates the sampling manager has to revert back on the plan.

· A buyer QA plans mentioning the dates, time and name of the buyer QA who would inspect the sample in the sampling room before a counter is sent to buyer sifting in US/Europe. On the basis of this document the sampling room along with the corresponding merchant has to offer the sample for inspection to the QA.

· Merchandiser has to raise the indents for the samples at the correct time with all the materials and information with regards to washing, embroidery, any special changes in construction etc.

· The Development of samples

· Creation of prototype pattern- (Design activity)

· used technology of block pattern

· Modeling

· Figure types in the market segment.

· Material technology

· Sample making

· Using information collected through the market research skilled sample machinist construct first sample.

                     Conducting range meeting (Key decision - making point in the whole sale    

                       process)

· Members are          representatives of marketing. Production management and design team.

· Examine            design concept initial estimation of profit material needs, labor cost, and overheads, The refinement of business objectives.

· Pattern adoption

· Plan the sequence of construction to be used in mass production.

· Make proposals to purchase new machine for mass production.

· Over range of objective

· Comfort attach by fluids

· Resistance to sunlight Wear

· Behavior in washing and dry cleaning

               The attainment of commercial products 
· Production patterns making

· According to necessary pattern specification grading Information from sizing surveys is used to grade the pattern.

· Marker making

· Minimizing the wastage.

· Maximize the utilization of material without breaking marker making rules

· Production of templates

· For button hole marking, pocket marking, collar marking.

           Finalizing the specifications

· Feedback from manufacturing

· Based initially on a test base

· Feedback from market place

· Based on test marking and is continuous the life of the style.

· Trim Ordering- a similar process as done for the fabric is done for trims except for pilot trims. The factory can call in trims for sampling and these are called as PROMO TRIMS.

· FIT Sample Approval- while fabric and trim ordering is happening, simultaneously the sample approval procedure is also underway. The moment a style is selected it goes to the tech department for fitting. Here models wear the samples and they are evaluated in terms of fit, construction, measurement. The buyer then sends out comments, which are called as fit comments. In case another sample is requested the factory makes the same incorporating the comments and send again to buyer. This process is called fit cycle. Different customers have different no of fit cycles.

· PP Sample- Once the fit sample is approved the factory makes a PP (Pre-production) sample. This can be called by different names such as sealer sample, green tag sample etc. This sample is sent out the buyer for final approval and once approved becomes the final sample on the basis of which entire production is made and audited. This is the most important sample and one should take care that everything on this sample is correct as this then becomes the standard.

· SIZE SET - Once PP sample is approved the next step is to make a SIZE SET. All the fit samples and the PP samples are in the medium size, now the medium size is graded into the different sizes as per the purchase order. The basic purpose of size set is to ensure that grading between sizes is correct.

· PRE- PRODUCTION MEETING - in this meeting everybody concerned with the style sits together to make sure that everybody is on the same page and understands the product. Hence, this meeting has the merchandiser, production in-charge, cutting, finishing, fabric in-charge, line supervisor, pattern master, sample master etc. All tentative problems are discussed and solutions sought to execute the order smoothly.

· Pilot Run- once pre-production meeting is done the factory does PILOT RUN. Factory cuts 100 - 200 garments based on the order quantity. The pilot run is done on the assembly line and is aimed at ensuring that the operators of the assemble line understand the required quality levels. This is very essential since all sample prior to the pilot run (fit samples, PP & size set) are made in the sampling unit.

· Once Pilot Run- is approved the factory goes into bulk production. In line and interim inspections are preformed during the production process to ensure that the final product quality meets the required quality level.

· Once 80 - 90 % of the goods are packed a pre-final audit is done. This helps in taking corrective action if required before the final audit. Generally since the final audit happens very close to the shipment date, the pre-final gives factory a chance to amend problems if any.

· Final audit- This is the last checkpoint before shipment. All aspects (packing, packaging, measurement, construction & visuals) are evaluated. Once the garments adhere to the required quality standards in all the parameters the shipment is passed and then the shipment is moved to thee logistic team.

· Now the merchandiser interacts with the logistic department, takes the shipment schedule and sends the same to the customer.

3.4.2 Work Study or I.E Unit:

There is Industrial Engineering Department in Essas Ltd. The key functions of this department are operating breakdown, method analysis of each operation, GSD works, Standard Minute Value, Capacity study, calculating operation targets, calculation of manpower requirements, productivity, line terget and achieving production targets. 

   Work Study
The vital facts that should be implemented in the production department.

Work study is branch of management science by which we can set up standard time for each job, discover cheapest & easiest method of doing that job.

Objectives of the work study
· Setting up standard time of each job.

· Use modern technology.

· More production.

· Proper use of Man, Machine & Money.

Implementation of industrial engineering
Work study makes the productivity high. I observed production department of ALANA Group. Without implementation of work study we got production of Shirt 70 pieces, Jeans Pant 80 pieces, T-Shirt 200 pieces per hour. We identified some bottle neck & extra use of operators & machine. That may cause the low production of garments. Than we implement work study & got the productivity Shirt 150, Jeans pant 156, T-Shirt 278 pieces per hour. 

Benefit of work study
· It is very valuable tool of substantially improving productivity of an organization at a very cheap cost.

· It is a systematic & comprehensive method of analyzing a problem so that no factor is overlooked in evaluating the problem or finding out a solution.

· Work study can be easily implemented & at a relatively cheap cost.

· Work study provokes benefit as soon as it is applied & continues till in use.

· It can reduce hazards by developing safer mode of operations.

· It is the most accurate method of setting standard of performance upon which effective planning production control relies upon.

· It is the most effective tool of investigation of process. It helps to find out problems & work out right action.

· Standard time can be determined for a definite work.

· Production quota may be determined for daily or hourly workers.

· Production capacity of a Firm, machine or worker may be establish.

· Balance number of machine & worker may be determined.
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3.4.3 Production Plan Unit Cutting Section:

CUTTING SECTION

	SL No
	M/C Name
	Brand / Model No
	Total M/C

Qty

	1
	Cloth Cutting Machine
	Eastman-629


	4 Sets

	2


	Rib Cutting Machine


	Hashima HW-40
	3 Sets

	3
	Cutting Table


	
	4 Sets

	Total
	11 Sets




Essas Cutting dept.  manager requisition the fabric through factory manager.

 And are fabric inspection by 4 point system than fabric are ready to cutting.

Two marker man marker according to sample room pattern. Then lay the fabric on cutting table lay the fabric and group 1one and cutting group 2has each  8 worker and cut fabric for different parts of items. Than numbering and bundling the part body 12 workers. After that cut panel inspected the part items and put in to in put section to sewing. 

   Cutting department work flow
























· 14.2 Scheduling in the Cutting
Planning is an essential function of management. The work of each department in a production unit must be coordinated if work is to flow. Smoothly, and the master schedule

provides the means to do this. A brief review of planning concept is given in this session, so that constraints on culling room activities can be identified.

In a garment factory, the cutting room does not dominate the manufacturing process; it must supply the sewing room with the correct garment components at the right time. It must never become a bottleneck between an overall plan and proper scheduling to the sewing room. Therefore, there must be an overall sewing programmed in order to have a cutting plan at all. Cutting room manager must have statistics available showing the balance of outwork in hand, cloth availability, and also availability of patterns. Production process in the cutting room.

Material represents around 5o% of the cost of a garment and is the largest cost component of a garment. Excessive use of fabric caused by lack of detailed planning, together with inferior spreading and cutting techniques can cause serious losses to the organization. Let us first identify the production process of the cutting room. Cutting of garments starts with the receipt of Inspected raw materials, production orders and graded patterns. This process finishes when bundles of cut-work is issued for sewing. The total process has four stages:

· Planning

· Spreading

· Cutting

· Preparation for sewing

We concentrate on planning procedure, which covers the scheduling procedure of the cutting room. Inputs to this function are the cut order plan. Which contains detailed instructions regarding the cutting markers to be planned and/or copied from existing markers, and a graded set of patterns for the style to be cut etc?

a). Scheduling Procedure in a Garment Factory

As we have already discussed in load and capacity planning, the planner has to quantify two variables - the load and the capacity - and from them determine the time requirements for manufacture. Both the time required for manufacture and the delivery dates fixed by the customer must be satisfied. Once the available time for manufacture is known, the manufacturing resources can then be organized to produce the contracted garments; i.e. a production schedule is prepared which balances the load and the capacity. However, since the hulk of the labor force in a clothing factory is in the sewing room, the sewing schedule must be the master schedule and the reference point for all other schedules. Production planning personnel are then able to determine the targets for sewing, cutting and fabric delivery. Let us understand the different schedules necessary in a garment factory.

b). Sewing schedule

The sewing schedule is designed to satisfy the contract placed by the customer. 

c). Cutting schedule

The cutting schedule gives the input necessary to achieve the sewing- schedule. The cutting room exists to satisfy the needs of the sewing room, so the cutting schedule must be derived from the sewing schedule. It is not based on the cutting room capacity but on the sewing room needs. Manufactures often plan to have a little spare capacity in the cutting room, but if the cutting schedule reveals that resources arc insufficient, some management decisions oil capacity arc necessary. Arranging over time or handing over work to the subcontractors are some of the decisions to be taken by the management.

d). Fabric delivery schedule

The delivery schedule provides the input necessary to achieve the cutting schedule. It takes into account the constrains of lead times, the stock levels required to buffer against unsatisfactory quality or late delivery problems, and aims to minimize the costs of acquisition and storage.

Consequently scheduling in the cutting room cannot be isolated from the scheduling of work through the whole factory. Furthermore, disruptions to the cutting schedule are likely to affect subsequent stages of production. CUT Order planning takes the targets established by the cutting schedule and translates them to a loading plan of successive batches to the cutting room, so that culling proceeds in the most efficient and cost effective way.

 Issue of the Cutting Instructions

The cutting instruction controls the issuing, spreading. Cutting and work preparation of each batch processed in the cutting room. Decisions about batch sizes are made after considering a number of factors, as illustrated in this worked example:

The sewing room is scheduled to produce 200 garments/day. The marker is 9 m long, with six garments marked. A figure of 2% is included in the costing to cover laying losses. The maximum lay depth is 60 plies.

The first step is to determine the rating of fabric usage (RFU), which is the marker length per garment, plus an allowance for essential laying losses.

                                                     9  x  102

Rating of fabric usage=                      
            =  1.53 in/garment 

                                                     6  x   100

Ne will now consider some options that arc opened to the management:

· Plan ‘A’
Plan to cut 1 lay/day, to supply the sewing room on a daily basis.

Length of fabric required producing 200 garments: 200 x 1.53 m of fabric - 306 m

                                   200

Number of plies is      ----
=
33.33

                                    6

Length of fabric per lay - 306 m

Number of days per week 5 days (assuming five working. days per week) Look at the plan A, carefully. We are in a position to lay 60 plies, but we lay only about 34 plies. However, as the lays arc shallow and wasteful in cutting labor, shall we go on U; consider ways of increasing the depths of the lays?

· Plan B

Plan to cut all lays 60 plies deep. 

Number of garments per lay =60 x 6     =360 garments

360 garments require 360 x 1.53
m   of fabric"


550.8 m Length of fabric per lay - approximately 550 m

Number of lays required to cut 1000= (200 x 5) garments, per week = 3 days

However, now you may have noticed that [his will produce 1080 garments instead of 1000 in the week (360 per clay and number of days per week is 3. therefore total number of cut garments per week is 360 x 3 - 1080 garments). Some modification to this cutting plan will in needed in future weeks and there may he also a problem of holding cut-work in temporary storage, Consequently we consider a third alternative, which is to cut the weekly target as exactly as possible.

· Plan C

Plan to cm 1000
garments / week (approx) from 3 lays.

Number of garments per lay= 100016 = 333.33 As there are 6 garments marked: Number of plies per lay = 333.6/6 =55.56

It is not possible to cut exactly 1000 garments per week. The number of plies must be an integer. 11 the number of plies is 56, the number of garment/lay is 336. If the number of plies is 55. then the number of garments/lay is 330. Let us consider cutting lays with 56 plies.

Length of fabric required 10 lay 336 garments = 336 x 1.53

=  514.08m

Length of fabric per lay      = 514m

Number of days per week   = 3 lays

We note that this plan gives a total of 1008 garments/week, a small difference from the target. A decision may now be made about which option to select, and the choice will be between plans B and C depending on the local situation.

This worked example shows that there may be several ways of achieving a target, and that it is the function of management to weigh the merits of the different options and to make decisions, which promote efficiency of action. The optimum batch size is called the economic cut quantity. The function of cut order planning is lo authorize (lie issuing and processing of economic cut quantities. Now we will list out the general procedure for issuing cutting instructions as follows:

   The general procedure for issuing cutting instructions

A general procedure for issuing cutting instructions is as follows: 

1. What is the target to be cut?

· Analyze data

2. How can the target he achieved at minimum cost?

· Consider alternatives

3. Make a decision.

· Issue instructions for economic cut quantities In the next session we will be discussing about the economic cut quantities.

Economic Cut Quantities

When the factory receives an order, cutting room manager can commence cutting by looking at different available options. However the material is the most costly component in a garment. Therefore he has to decide and plan the quantities of garments to cut with the idea of achieving the maximum profit. That is the economic cut quantity. The economic cut quantities will

1. Make the best use of fabric

2. Make the best use of labor

3. Make the best use of machinery and available space 

4. Maintain a smooth How of work to the sewing room.

Some of these goals considered in isolation may conflict with each other, so the economic cut quantity must be seen as an optimum quantity, which satisfies the overall goal. The following analysis of factors affecting lay dimensions explores these conflicts and explains how optimum decisions can be made.

Now we will try to understand the main factors affecting the economic cut quantities. One of the important factors, winch affect the economic cut quantities, is the marker utilization. Now we have to decide, what is the factor, which has a significant influence on the marker utilization?

Number of sizes included in the contract for the garments, is the main factor, which influences the marker utilization strongly. You have gained some knowledge about marker utilization in unit two. We have already studied that, when we include more sizes, the utilization will be improved and the short markers have low utilizations. That is simply because there are larger number of pieces available and therefore longer markers with a higher utilization can generally be planned. This is especially the case with multi-size lays.
Now you can understand, all these depend on the contract, otherwise how can we just increase the number of sizes without an order?

The next important factor is the width of the fabric. Presently most of the factories prefer to use fabrics with a width of 60" than 36" or 45". The reason behind this is better fabric utilization with the broad fabrics than with narrow fabrics.

After preparing the marker, then we have to lay the fabrics. Then there are other factors, which influence economic cut quantities. They are Essential laying losses

· Labor cost

· Fabric properties

· Quality constraints

· Equipment constraints

· Material availability

 Essential laying losses or Fabric waste at lay ends

It is inevitable that some fabric is wasted at the ends of every ply that is spread. This essential laying loss is included in the rating of fabric usage, because it is acknowledged that spreaders cannot layup exactly to the ends of the marker. A realistic target for ends waste is 2 an per end or 4 cm per ply. However, it depends on the fabric properties. Let us take the same example that we have taken in the previous session to understand this. The same example is given below:

The sewing room is scheduled to produce 200 garments / day. The marker is 9 m long, with six garments marked. A Figure of 2% is included in the costing to cover laying losses. The maximum lay depth is 60 plies.

Example (part 1): the cost of lay ends waste

A single garment marker 1.5 m long has been prepared. Copying the marker and joining the copies together make longer markers. This exercise considers the ends waste when laying and cutting a fabric roll 200m long. Remnants are laid aside and not used in the waste calculations.

The number of plies (column3) is determined very simply by dividing the roll length by the ply length. The ends/lay (column4) is obtained by multiplying the number of plies by the ends waste per ply, when this figure is multiplied by the fabric cost (column6). The cost of the ends waste per lay is found.

The percentage ends waster per ply (column 5) is calculated by dividing the length of the ends per ply by length of the ply and multiplying the result by 100.

Column 5 and 6 of Table 1 should now be studied to determine trends; the main conclusion is simple and clear short lays are inherently wasteful in fabric, while longer lays significantly reduce ends waste.

You should not forget that we have considered only one component, which is the material component. In the Next session we will also consider the labor component for the same exercise.

 Cost Labor in the Cutting Room

It is customary to analyze labor costs in a cutting room in four categories:

· Marker making

· spreading

· cutting

•
work preparation

In the worked example, which follows, labor costs for cutting only are considered.

Since longer lays reduce ends waste, the question must be asked: why are all lays not as long as possible? There will be many factors constraining the length of a lay, but let it be assumed here that there is a limit on the quantity of garments required; in which case, lays will not necessarily be as long as possible because of the greater cutting costs. Example (Purl 2): Using the lay details in Table. Carry out some additional calculations to determine the costs. Let us take that the cutting time for a 6m marker is one hour. And the cutter is paid TK 2.5/= per hour. The 6m marker has four garment marked and the cutting time is known to be one hour. Consequently, the culling lime for the 3 m marker (two garments) will be half an hour and the other cases are pro rata (Table 2). The ends waste per lay figures are copied across from Table 1 and the final column has combined ends waste cost and cutting costs.

In this worked example, only cutting costs are calculated. Marker making costs are unchanged because the same marker is used each time (copied and joined together). Spreading costs are assumed to be changed slightly, although there may be small savings as the ply length increases. Work preparation costs are considered to be unchanged. The final column has some very interesting figures: there is now a minimum cost when using the 6 m marker. The trends of reducing ends waste and increasing cutting costs conflict, so an optimum length must be selected. This brings us again to the theme of this chapter: the objective of the cutting room manager is to minimize total costs by issuing economic cut quantities.

	Marker length
	Cutting time / hour
	Cutting cost TK. 24 / hr.
	End waste per lay TK.
	Cutting cost plus end cost   R. 3

	1.5

3.0

6.0

12.0
	0.25

0.50

1.00

2.00
	6.00

12.00

24.00

48.00
	1032.00

520.00

264.00

128.00
	1038.00

532.00

288.00

176.00


Table 2: Analysis of cutting costs for four lays. 

Note the Following qualifying comments and observations:

1. This example is for fabric with a fixed length of 200 m. With different lengths the most economic lay size will change.

2. If longer lay lengths allow a better marker plan with a better marker utilization, then further savings will be gained.

3. Building cost may need to be considered. They may be greater with longer lay lengths, particularly where there is a need for shade cantro4.

4. Remnant lengths get longer with longer lays and it is important for management to control the way they are processed.

Marker utilization

As discussed the marker utilization is an important factor. An extension of the previous worked example could illustrate the principles involved. In Parts 1 and 2 single garment markers were simply joined together to make longer lays however by re-planning the markers, savings in material are expected. In this particular case the .following in formation is known.

2% for 2 garment markers

4% for 3- 4 garments markers

5% for 5-8 garment markers

The single - garment marker is 1.5 m long, and from the roll of 200m approximately 130 garments are cut. (You can check this by calculating the number of garments cut on the four lays. excluding remnants). The Figure of 130 garments is used in Table 3, to allow a comparison savings. The fabric cost is Tk. 200.00 per meter,

Column 3 has the new marker lengths, based on the estimated improvements in marker utilization. From tills the savings per garments arc determined, and consequent the cost savings for 130 garments.

A strict comparison of the four lays is not possible because of the varying length of remnants and number of garments cut from each lay. However, Table 4 combines figure from tables 2 and 3, and enable a reasonable comparison to be made.

Fabric properties

Fabrics vary in thickness and hardness. Fifty plies of a worsted suiting may be thicker than 150 plies of cotton poplin, with direct implication for the number of plies that can be put down in a lay.

Differences in their resistance to culling may also be apparent, and high resistances 10 the movement of a cutting knife can also limit the depth of the lay. In some cases fabrics with high resistance to cutting produce considerable heat energy, which increases the temperature of the cutting blade. In extreme cases, the; thermoplastic materials can fuse and join neighboring plies together reducing the lay depth will certainly reduce the problems. 

Quality constraints

With deep lays, blocks can' get very heavy and are more difficult to control during band-knife cutting. This can result in poor quality workmanship. Spreading shallower lays reduces the problem. Smaller pieces cut from deep lays may be distorted. Consider an example of shoulder inserts cut from 2 x 2 rib knitted fabric. The block is compressible and the inserts are only 2.5 cm wide. 11'the knife tends to cut the lay slightly deviating from the vertical position the plies at the bottom will produce pattern pieces of different size. This is of critical importance, because the shoulder inserts are a feature, which catches the eye of the customer. Inserts of variable width results in substandard products.

A few comments

1. Numerous solutions are possible.

2. This solution has used the fact that the medium and large figures are in the ratio 3:2. The marker for lay 2 can be copied and used for lays 3 and 4, thus reducing the costs of marker making.

3. An alternative for lay I is to have a four garments marker and to spread 75 plies deep. This would reduce cutting costs but was rejected because of material costs: it has 1:' more plies and higher ends waste, and the additional garment marked might permit slightly higher marker utilization.

 Cost of the cut order plan

Having established a cut order plan. It may be useful to quantify the costs. In some cases the cost of different options may be required in order to make a decision. Now let us cost each and every section separately and calculate the total cost
Material costs

Example

you have received the following contract: 

Quantity -1204 garments

	   Size
	A
	B
	C
	D
	E

	        Contract ratio
	1
	2
	2
	4    
	1

	   Single garment marker length (inch)
	2.0
	2.2
	2.4
	2.5        
	2.6


 Other relevant information

Ends allowance
3 cm per ply

Maximum number of plies 100 Maximum lay length 10 meters Cost of fabric TK 100/= per meter

Cloth saving on a mufti-size or mufti-garments marker is 5%.

 Cost an economical way of cutting this order.

This example has a number of additional features, which you should understand.

The contract quantities are given as a ratio, which will need to be converted to be absolute figures.

Calculating material cost
Let us now consider the labor costs. The approach should be systematic, as before. We assume operatives work at standard performance unless informed otherwise. The times arc determined in minutes using the supplied information, and converted to hours when it is necessary to establish the cost:

Time for Making = 0.90 x 60   = 54.00 minutes

Time for spreading = 0.85 x 25
= 21.25 minutes

Time for cutting =15.Ox3
= 45.00 minutes

Total time requirements = 120.25 minutes

Labor costs = (120.25 / 60 x 25)  = Rs. 50.10

Total cutting room cost using an economical lay plan

Analyze contract: In this case. all the relevant information is available in the question,

Consider options You are invited to consider the options.

Make a decision: The marker plan selected is as follows:

                                        Lay 1. 75 Plies 

	Determine costs

	Marker length    (Lay 1)
	= (2.4+2.1+2.3+2.1) x 94 / 100
	= 8.366m

	Marker length    (Lay 2)
	= (2.0+2.2+2.2+2.3) x 94 / 100 
	= 8.178m

	Play length  ( Lay 1)
	= 8.366+0.040)
	= 8.406m

	Play length  ( Lay 2)
	= 8.178+0.040
	= 8.218m

	Lay length  ( Lay 1)
	= 8.406 x 75 
	= 630.45m

	Lay length  ( Lay 2)
	= 8.218 x 100
	= 821.80m

	Material cost (Lay1)
	= 630.45 x 100
	= 63,045.00 Tk.

	Material cost (Lay2)
	= 821.80 x 100
	= 82,180.00 Tk.

	
	
	

	Labor cost
	
	

	Time for marker making 

(Lay 1-2)
	= 1.00 x 60
	= 60.00 minutes

	Time for spreading (Lay 1)
	= 0.90 x 75
	= 67.50 minutes

	Time for spreading (Lay 2)
	= 0.90 x 100
	= 90.00 minutes

	Time for cutting (Lay 1-2)
	= 15.00 x 4
	= 60.00 minutes

	Total time requirements 

(Lay 1)
	
	= 127.50 minutes

	Total time requirements 

(Lay 2)
	
	= 150.00 minutes

	Total labor cost  (Lay 1)
	= (127.50 / 60) x 25
	= 53.13 Tk.

	Total labor cost  (Lay 2)
	= (150.00 / 60) x 25
	= 62.50 Tk.

	Total cost of cutting the contract
	= 63045 + 82180 + 53.13 + 62.50
	= 145,340.63 Tk.


Marker efficiency
Fabric area covered by all pattern pieces in a marker divided by total area of a marker paper, when expressed in percentage is called marker efficiency.


i.e.: 

Which is considered before marker making?
1. Fabric width.

Example: If fabric width=60" then marker width=44.05"


2. Nature of the Fabric:

a. Asymmetrical fabric--- Check / Stripe & printed fabric.
b. Symmetrical fabric—Solid color fabric.

· If we have printed fabric then all patterns pieces in the marker must be placed in one-way direction.

· If we have solid color fabric then all pattern pieces in the marker must be placed in two ways or both way directions.

3. Grain direction:

All patterns pieces must be parallel to the grain of the fabric or warp direction.

4. Production Planning:

                                                         Size chart:


5. Cutting Quality:

During making a marker distance between pattern to pattern must kept of basis of the thickness of the blade.

Methods of marker planning and marker use

a). Manual marker planning with full size patterns in a full size marker

Prior to the development of computerized marker planning systems, all markers were planned by working with full size patterns. For many companies in the industry this method is still used, because the more modern alternatives are expensive, and because these companies make only short or single size markers and the planner can see the whole of the plan relatively easily. The planner works by moving around the full size patterns until a satisfactory plan is obtained. In a few clothing companies this planning is clone directly on the fabric to be cut and the pattern shapes marked in immediately. This can only be done when the length of the marker is predictable and in marking directly onto fabric, the necessary accurate reproduction of the pattern and good definition of line can be difficult to achieve. Patterns are usually made from card and it is important that the edges do not become worn and that the pattern is held firmly while drawing takes place. Various chalk or wax materials can be used to draw with but whatever is used needs to be easily held and readily sharpened. The quality of the line also depends on the surface nature of the fabric. This method takes considerable skill to achieve accuracy and it takes considerable time. But it is economical for single garments and also for check fabric since it allows the patterns to be manipulated during the marking process in many companies; more than one lay is cut using the same marker plan. If the plan is drawn directly onto the fabric, this process of drawing round the patterns has to be repeated for each lay. It is much more common for a paper marker to be used for cutting and in this case the pattern lines and style and size information are usually drawn on spot and cross paper to ensure adherence to grain lines. It is still essential that patterns do not become worn but a satisfactorily fine line is easier to achieve than when marking directly onto fabric as a pencil or a ballpoint-pen can be used. Again, multiple copies of the paper marker are normally needed. These copies can either be made when the marker plan is first drawn, or the master marker can be reproduced as needed by a variety of methods.

b). Carbon duplicating

For copies to be made as the original is drawn, and where small numbers of copies are needed, use can be made of carbon paper, usually double-sided, or the same effect am be achieved with special NCR-type (no carbon required) paper. In either case, 6-8 copies can be made without too great a deterioration in the fineness of the line. Where double-sided carbon is used with asymmetrical pattern pieces, the sequence of markers created would be used alternately with a lay spread all right side up and a lay spread all right side down. This method of duplicating has the advantage of low capital and material costs. (Is) Spirit duplicating a hectograph carbon system in this process, the master marker is drawn on paper with a layer d special hectograph paper underneath it. This paper transfers a blue line onto the back of the master as it is drawn; the master is then used to make one copy at a time in a duplicating machine. The machine uses alcohol to wet a plain white paper which is then passed with the master between two rollers, transferring the lines or, to the copy. It is a messy process but many copies can be produced. Its use is decreasing in favor of the following method.

c). Dlaxo photographic method

This process makes as many copies of the marker as are needed, one at a time, following the drawing of a master marker. The master marker and a light-sensitive paper are passed under high immensity ultraviolet light and the light-sensitive paper is developed using ammonia vapor. The lines and other markings on the master marker prevent exposure of the light- sensitive paper which forms the copy and when developed the lines remain visible. It is a clean process which can make unlimited numbers of copies with good line definition but it must be used with ample ventilation to remove ammonia fumes. The paper is expensive but the equipment is comparatively cheap. An alternative to making multiples of paper markers is the creation of a perforated marker from the initial hand-drawn version by means of a punch perforator. This has been used in the clothing industry but is more commonly used for cutting upholstery fabrics.  The perforator punches about four suitably sized holes per inch through the paper along the pattern lines. The perforated marker is placed on the lay and by means of Special lay powder the pattern lines are transferred to the top ply as a series of dots. Care must be taken that comers and notch positions are adequately defined. The powder is available with various degrees of adhesion to suit various fabrics.

d). Computerized marker planning

This method is normally part of an integrated system which includes digitizing or scanning of full-size patterns into the computer, facilities for pattern adaptation, and, by inputting appropriate grade rules, the means to generate all the sizes required. The planner uses a visual display unit with keyboard, tablet and data pen, puck or mouse. Methods and equipment vary slightly between manufacturers but a typical example is as follows. The planner specifies the exact make-up of the marker plan: the width of the fabric, the pattern pieces to be used, the sizes to be included and all constraints to be applied, including any matching of checks. The System  produces a major plan automatically or interactively. Automatic marker planning wraps calling up data defining the placement of pieces in markers previously planned, and Selecting from a series, that marker conformation which gives the highest marker efficiency. There is no guarantee that the best marker plan will be achieved, but this is a rapid method of achieving a relatively efficient plan and it has the advantage of not needing an operator. Interactive marker planning is more common and is the process by which the operator plans markers by interacting; directly with the system through a VDU screen. All the pattern pieces are displayed in miniature at the top of the screen. In the middle of the screen are two horizontal lines defining the marker width and a vertical line at the left representing the beginning of the marker. The right end is for the moment open. At the bottom of the screen is written marker identification, with marker length and efficiency constantly updated during the planning process. A view of a computer system for marker planning, and also for pattern development and grading, is shown in Figure 2.3. A data pen (or puck or mouse), tablet and the computer keyboard are used to manipulate the pattern pieces. The table, which rests on the desk in front of the operator, represents the display screen and consists of a grid of fine wires immediately below the surface when using a data pen, the pen is touched on the surface of the tablet and it registers a position on the grid which shows as a position on the screen. A combination of movements of the pen and commands via the keyboard enable pattern.

Computer system for pattern development, grading, marker planning and marker plotting (Reproduced by permission of Leuctra Systems Ltd) Pieces to be moved about the screen and. positioned in the marker. The system finally positions the pattern pieces precisely according to the marking rules specified. This process enables the planner to produce a trial marker very rapidly and accurately, thus enabling the planner to run through the feasible placements of pattern pieces more quickly than with no computerized systems. After selecting the most economical marker plan devised in the time available, the computer will provide an accurate piece count, calculate marker plan efficiency Percentage and total the length of the pattern peripheries. When the marker plan is complete it will be stored in a marker plan file for future retrieval. The system is not limited to large marker plan but can be used, when combined with a pattern adaptation facility, to provide single size marker plans for made- to-measure cutting of men's suits. An alternative to the data pen in some systems is the puck or mouse. In this case keys are pressed to achieve the same effect as pressing the data pen on the tablet. The quality of marker planning is more co-insistent than will  manual methods, because instructions regarding grain lines are always followed, because the  butting of pattern pieces is precise with no overlapping, and the pattern count is automatic, a boon in complex markers. It is difficult to compare the capital cost of the computer system used in marker planning with the other methods described previously because in all cases the computer system provides a pattern development and grading facility as well. It also enables the reproduction of as many copies of a marker as are required without resorting to additional methods of reproduction such as the manual methods require. However, the fact that the cost of such a package of computer equipment is many times that of a manual marker planning and reproducing system indicates a difference in scale which makes it unsurprising that the computer systems are used by the larger companies making substantial quantities of many garment styles, where small percentage savings in fabric can mean saving large amounts of money. After planning the marker on the computer, the marker planner instructs the computer to plot the marker automatically onto paper. Granted a well-maintained mechanical plotter, this provides the most accurate marker. The plotter operates on a dual axis system, the direction determined by a beam traveling along the table, the y direction by the pen's travel along the beam. The process requires minimum attention since the plotter uses a continuous roll of paper and a series of markers can be plotted continuously. In practice, plotters are commonly left to run overnight. If required, markers may also be plotted to a slightly larger scale, such as a one per cent increase lengthwise, to allow for shrinkage on certain fabrics. Reference copies in miniature can also be plotted. It is, of course, the cleanest system of marker making. As was stated before, the planning and plotting systems involve a high capital cost, which is justified by its potential to achieve the most economical use of fabric, its savings in expensive marker planning and plotting time and its storage of large amounts of information. When methods of cutting are discussed later, it will be seen that it is possible, for a further considerable capital cost, to feed the marker plan to a computer-contractile cutting knife. This knife does not require that the pattern shapes are drawn on paper, indeed does not require a marker at all, but for the cut work to be sectioned off correctly into garment parts and sizes there is a need for a means of showing the size code of each garment section the knife cuts. In this case, the plotter will not actually draw the pattern outlines; it will only write the size codes in the correct positions on the marker and mark a corner reference point which gives an initial position to the knife. The plotting of markers by computer is shown, along with the rest of the system, in Figure As an alternative to plotting even this amount of information on a marker, it is possible, when cutting will be by computer-controlled knife, not to plot any of the marker but to attach adhesive labels to the top ply of fabric to give the information necessary to section garment parts into bundles. This saves both the time of plotting and the cost of plotter and paper. Instead, a system is mounted over the lay of fabric, similar in principle to the plotter described above. A beam travels along the table and a label dispenser travels along the beam, the x and y coordinates again giving the position. In some systems the label dispenser also prints the labels, in others they are printed separately and loaded into the dispenser. Positioning is faster when printing is done separately. The labels carry bar coded or alphanumeric information.

Sewing Section

3.4.4 Sewing Section:

Sewing department organ gram



Sewing
	1
	In must be taken color wise. Factory to advise sewing line. 

	2
	Cut #’s must be followed in the sewing line. 

	3
	# 9 Ball point needle must be used at all times. 

	4
	The top seam SPI must be 11-12 and over lock must be 13-14.

	5
	Cut mark must be flowed while joining sleeve and the cut marks must be done at sewing floor.  

	6
	Auto cutter machine must be used for bottom hem. No raw edges are acceptable.

	7
	Cotton elastane 1x1 color height must be 1.2 cm with .03 cm double top stitch all around the neck line.  

	8
	Shoulder drop must measure to 1 cm.

	9
	Silicon tape 0.5 cm must be used to cover the shoulder seam allowance.

	
	Sleeve hem and bottom hem height must measure to 1.5 cm. the double stitching gap must measure to .03 cm.

	10
	Bottom hem must be tacked by plain machine at the side seam point. 

	11
	Main label X_OT_0012 must be centered to the neck line and should be evenly inserted in the neck rib.

	12
	Care label # X_AG_C110 must be fixed on inside seam of wearer’s left side sem 10 cm above bottom hem. 

	13
	Second care label # X_AG_C111 must be attached with the main care label. 

	14
	Print artwork # GB_1007 must be placed on the center front panel as per the graded specs. 

	15
	Quality stations during the sewing process must be as discussed. Neck and sleeve join.


	SL No
	M/C Name
	Brand / Model No
	Description
	Total M/C

Qty

	1
	Plain Machine
	Sun Star
	KM-250
	157 Sets

	2
	Over Lock
	Siruba
	747F-514M2-24
	87 Sets

	3
	F/L-Machine
	Siruba
	C007JW-122
	43 Sets

	4
	F/L-Machine
	Siruba
	C007JW-822
	

	5
	F/L-Machine
	Siruba
	C007JW-222
	

	6
	B/H-Machine
	Juki
	LBH781
	3 Sets

	7
	B/H-Machine
	Brother
	BEF4438
	4 Sets

	8
	B/S-Machine
	Brother
	BE4438
	4 Sets

	9
	B/T-Machine
	Brother
	KE430C-07
	5 Sets

	10
	R/C-Machine
	Idea
	SM-601
	3 Sets

	11
	K/S-Machine
	Kansai
	DFB-1404 PWD
	1 Sets

	12
	P/Q-Machine
	Kansai
	PX-30204W
	4 Sets

	13
	B/KT
	Kansai
	BLR 1502L
	3 Sets

	14
	P/G
	Hashima
	EP1000ED
	1 Set

	15
	C/T
	KM-MAck
	KS-AUV
	4 Sets

	16
	M/TD
	Oshima
	OM-688C
	1 Sets

	17
	Thread Recone
	Oshima
	OW20
	2 Sets

	18
	Iron
	Jackput
	
	7 Sets

	Total
	329 Sets




In  factory has 12 line each line has line in charge and in line inspection system. According to IE department lay out process the man and m/c setup and start to sewing. Below show a sample of layout of sewing-

Input area

1. Peak rolling  in  plan m/c

2. Placket joning in plan m/c

3. Noch cut

4. Moon joning in plan m/c

5. Shoulder joning in over lock m/c

6. Shoulder top stitch in single needle lock stitch

7. Collar piping in single needle lock stitch

8. Collar joining in single needle lock stitch

9. Placket top stitch plain m/c

10. Placket box in plain m/c

11. Sleeve joining in over lock m/c

12. Armhole in faad lock m/c

13cufff joining in over lock m/c

14. Cuff top stitch in flad lock m/c

15.placket box size/cut

16.bar tak in bar tak m/c

17.sleev point


3.4.5 Finishing Section:

	SL No
	M/C Name
	Brand / Model No
	Description
	Total M/C

Qty

	1
	Compressor
	
	20 HP
	Nill

	2
	Vacuum Table
	VT 760
	
	Nill

	3
	Steam Iron
	NAMOTO
	
	17 Sets

	4
	Gas Boiler
	
	
	Nill

	5
	Steam Iron Table
	OSHIMA
	
	17 Sets

	6
	Needle Detector
	OShima-688C
	
	1 Set

	Total
	35 Sets




   Finishing department organ gram


























Finishing department: Quality

· Quality

After making the garment on the sewing floor garments comes to the Finishing department. Firstly Quality Inspector in Table Q.I section garment is inspected for quality assurance. Than the garment goes to the thread sucking to remove all the dust & threads from the garment. 
But if buyer required garment wash than garment comes from sewing floor to finishing department & after table quality check garment send for washing plant to wash garment.

In the other way round, if there is no wash required from the buyer (if Knit garment) than after the quality check garment goes for thread sucking & than garments are properly ironed. 
After ironing the garment it comes to size man which is under folding section for proper measurement check.

Than the garments send to the get-up table to check the garment again to inspect properly that the garment is good quality or not. 

The garment comes to folding table where the garment dust is removed manually by using gum tape than the garment is folded with insert board. 

After folding the garment properly it comes to the hangtag table to attach hangtag on the garment properly. Than the garment poly properly & the barcode inserted on the poly bag.
 Poly garment is being cartoon properly by following an assortment process which will be a size wise/color wise/style wise ratio. 

The assortment man assorts the garments properly & packs it on the cartoon. The finishing department offers a packing list to the pre-final inspection department that the garment is being ready for shipment. 

After getting the packing list there is a pre-final inspection done by the garment Q.C for total check. 

Than the buyer comes for the final inspection. If inspection passed than garment goes for shipment if fail than recheck offered by the buyer. 

They have metal detector machine which basically used by the finishing department after poly the garments & before cartooning. This machine work is to trace metal on the garments for safety reasons because any metal equipment is not allowed with the garment shipment. 

 Finishing & packing selection
	1
	Inside ironing of the garment is required to set the seam allowance.

	2
	The vacuum Tables tope must be marked size wise as per pattern to maintain correct shape. 

	3
	The garments should not be ironed Head. Do not iron on print.

	4
	Folding and packing approval must be taken from S. Oliver QC.

	5
	All approved shades must be packed separately.


Workmanship on sample

	1
	Please follow new measurement for sleeve length. 

	2
	Care label # X_AG_C110 is wrong.

	3
	Care label # X_AG_C111is missing.

	4
	Sleeve hem and bottom hem height uneven.


 Finishing Section Working Process 

1.     Thread trimming and sucking

2.       Primary Inspection 

3.       Ironing

4.       Final Inspection

5.       Measurement check

6.       Hang tag & Price tag attach

7.       Folding

8.       Presentation checking

9.       Insert to poly beg

10. Shorting according to color and size

11. Assortment with buyer ratio

12. Put into export carton

13. Stacking carton with color and size

14. Put serial no on carton

15. Make packing list

16. Final inspection

3.5 Information Technology Department:
One of the policies of Beximco is to utilize the most modern and efficient technology available for each of its SUBs. As in the factory of the BTD they have installed the latest technology, they also have furnished their information technology department very strongly in terms of both personnel and equipment. A number of computer engineers are working along with management experts for the BTD's IT department. More or less all the departments use computer for their documentation. Finance 85 Accounts department is using accounting software, 'MAPICS' Currently they gave a new software Textile integrated Manufacturing (TIM) and ERP. The responsibility of the department includes-
· All sorts of trouble shooting for all the computers in the organization both for hardware & software.
· Looks after the area Network both for factory and head office.
·  Write program for new module if necessary
· To experiment and implement new software for any of the departments etc. 
3.6 Management Information System Department:

MIS department can help the top management by giving accurate, reliable and relevant information for decision-making. MIS department is always ready to perform their duties. They can rapidly provide information as and when required by the top management because they are dedicated to do this job. For this reason, for conventional management control system & to achieve competitive edge over other enterprises, it is required to establish a separate MIS department for improved performance of whole organization.

Main task of MIS department is to help the top management in decision-making process. The MIS department of Beximco textile Division helps to take decision in strategic planning and tactical decision-making process by providing following information:
· Short term sales planning- Capacity checking, Margin M analysis, Cost volume profit analysis etc.
· Productivity- Machine speeds, Rejection, Wastage, capital /assets and employment.

· Profitability-Standard Setting for rejection/ wastage/expenses/ materials consumption etc.

3.8  COMPLIANCE DEPARTMENT

3.8.1 IMPORTANTS OF EFFLUENT TREATMENT PLANT

     Comprising over 70% of the Earth’s surface, water is undoubtedly the most precious natural resource that exists on our planet.  Without the seemingly invaluable compound comprised of hydrogen and oxygen, life on Earth would be non-existent: it is essential for everything on our planet to grow and prosper.  Although we as humans recognize this fact, we disregard it by polluting our rivers, lakes, and oceans. Subsequently, we are slowly but surely harming our planet to the point where organisms 
are dying at a very alarming rate.  In addition to innocent organisms dying off, our drinking water has become greatly affected as is our ability to use water for recreational purposes.  In order to combat water pollution, we must understand the problems and become part of the solution.

Many causes of pollution including sewage and fertilizers contain nutrients such as nitrates and phosphates.  In excess levels, nutrients over stimulate the growth of aquatic plants and algae.  Surface water and groundwater have often been studied and managed as separate resources, although they are interrelated. Sources of surface water pollution are generally grouped into two categories based on their origin.

The specific contaminants leading to pollution in water include a wide spectrum of chemicals, pathogens, and physical or sensory changes such as elevated temperature and discoloration. While many of the chemicals and substances that are regulated may be naturally occurring calcium, sodium, iron, manganese the concentration is often the key in determining what is a natural component of water, and what is a contaminant.

Oxygen-depleting substances may be natural materials, such as plant matter leaves and grass as well as man-made chemicals. Other natural and anthropogenic substances may cause turbidity cloudiness which blocks light and disrupts plant growth, and clogs the gills of some fish species. 

Many of the chemical substances are toxic. Pathogens can produce waterborne diseases in either human or animal hosts. Alteration of water's physical chemistry includes acidity (change in pH), electrical conductivity, temperature, and eutrophication. Eutrophication is an increase in the concentration of chemical nutrients in an ecosystem to an extent that increases in the primary productivity of the ecosystem. Depending on the degree of eutrophication, subsequent negative environmental effects such as anoxia oxygen depletion and severe reductions in water quality may occur, affecting fish and other animal populations.

ADDITIONAL FORMS OF WATER POLLUTION
 

     Three last forms of water pollution exist in the forms of petroleum, radioactive substances, and heat.  Petroleum often pollutes water bodies in the form of oil, resulting from oil spills.  The previously mentioned Exxon Valdez is an example of this type of water pollution.  These large-scale accidental discharges of petroleum are an important cause of pollution along shore lines.  Besides the supertankers, off-shore drilling operations contribute a large share of pollution.  One estimate is that one ton of oil is spilled for every million tons of oil transported.  This is equal to about 0.0001 percent. Radioactive substances are produced in the form of waste from nuclear power plants, and from the industrial, medical, and scientific use of radioactive materials.  Specific forms of waste are uranium and thorium mining and refining.  The last form of water pollution is heat.  Heat is a pollutant because increased temperatures result in the deaths of many aquatic organisms.  These decreases in temperatures are caused when a discharge of cooling water by factories and power plants occurs.

Some industrial facilities generate ordinary domestic sewage that can be treated by municipal facilities. Industries that generate wastewater with high concentrations of conventional pollutants oil and grease, toxic 

Pollutants or other no conventional pollutants such as ammonia need specialized treatment systems. Some of these facilities can install a pre-treatment system to remove the toxic components, and then send the partially-treated wastewater to the municipal system. Industries generating large volumes of wastewater typically operate their own complete on-site treatment systems.

· Some industries have been successful at redesigning their manufacturing processes to reduce or eliminate pollutants, through a process called pollution prevention.

· Heated water generated by power plants or manufacturing plants may be controlled with:


· 
pond" 
cooling ponds
, man-made bodies of water designed for cooling by evaporation, convection, and radiation

· 
tower" 
cooling towers
, which transfer waste heat to the atmosphere through evaporation and/or heat transfer
· Cogeneration, a process where waste heat is recycled for domestic and/or industrial heating purposes. 

Above all the point of pollutions, effluent treatment plant is important for garment industry.  The Government also takes control about this pollution. Effluent treatment plant clean industrial pollution and it help our environments. However, in garment industry it is so much important for run business and environment of our country.        

Industrial wastewater treatment 
   A range of industries manufacture or use complex organic chemicals. These include pesticides, pharmaceuticals, paints and dyes, petro-chemicals, detergents, plastics, paper pollution, etc. Waste waters can be contaminated by feed-stock materials, by-products, product material in soluble or particulate form, washing and cleaning agents, solvents and added value products such as plasticizers
Industrial wastewater treatment covers the mechanisms and processes used to treat waters that have been contaminated in some way by anthropogenic industrial or commercial activities prior to its release into the environment or its re-use.

Most industries produce some wet waste although recent trends in the developed world have been to minimize such production or recycle such waste within the production process. However, many industries remain dependent on processes that produce 

wastewaters.

[image: image3.jpg]chuent
remgroces|

Nevtalaaton Tank Clarfcaton Disntecsan

© 2005 George Fischer Signet Inc.




3.8.2
ETP Operation Procedure:
Local water authorities require industrial wastewater discharge neutralization to protect the ecological systems in the surrounding lakes, rivers, and oceans or to protect the local sewer networks and treatment plant.

The use of acidic and caustic chemicals to neutralize the discharge is widely used because they are effective and inexpensive. The neutralization process can be complex and is different for each industrial location. A good understanding of the wastewater chemical make up, buffering capacity (alkalinity), flow rate, and sewer discharge requirements (pH, suspended solids, dissolved solids etc.) is critical in selecting the proper chemical neutralization treatment program. 

It is most effective to perform the neutralization process in a tank rather than in a pipe to the final process or discharge. 

The neutralization tank construction should include a pH sensor, mounted in a position that will allow the easy removal of the sensor for periodic maintenance and calibration, a mixing motor, and chemical injection pumps located opposite of the pH sensor. 

Sensors that measure pH are crucial in the neutralization process, however, all pH sensors are not the same. Many neutralization processes contain materials or chemicals that can cause premature senor failure by contamination of the internal reference solution. In these cases, a more rugged sensor such as one with a differential reference, will extend the life of the sensor. 
3.8.3
Chemical Used in ETP Treatment: 
Flow: 
· Track the amount of process effluent water being treated 

· Record the amount of process waste water being discharged to the sewer 

pH: 
· Adjust and control pH levels in the neutralization tanks as well as throughout the 

Process 

· Monitor and adjust the pH levels being discharged into the sewer system

ORP:

· Monitor the disinfectant ability of the chlorine injection. 

Conductivity:

· May be used to monitor and adjust conductivity levels being discharged to the sewer to prevent high salt pollution..

4.1   BANGLADESH GARMENT MANUFACTURERS AND EXPORTERS 

ASSOCIATION:

The Bangladesh Garment Manufacturers and Exporters Association (BGMEA) is the apex trade body that represents the export oriented woven knit and sweater garment manufacturers and exporters of the country. Readymade Garment (RMG) is the leading sector of Bangladesh in terms of employment, production and foreign exchange earning. Readymade garment (RMG) alone earned about 78% of the yearly foreign exchange earning of the country. About 3.5 million people are employed in the garment - manufacturing sector. The growth rate of RMG export was over 20% per over the last two decades.


A Success Story of RMG Sector: 
 

The importance of RMG sector can hardly be over emphasized. There has been a steady growth in the field of RMG during last two decades. The RMG industry enjoyed a meteoric rise from 30 enterprises in 1980 increased to about 4825 in 2007-08 fiscal year. The growth of the industry in terms of number of units and employment generation is shown in table - 1 below:

 
Table 1: Growth of the industry and Employment
[image: image4.jpg]Year Number of Garment Factories Employmentin
1983-84 134 0.040
1984-85 384 0.115
1985-86 554 0.158
1986-87 629 0.283
1987-88 685 0.306
1988-89 725 0.317
1983-90 755 0.335
1990-91 834 0.402
1991-92 1163 0.582
1992.93 1537 0.804
1993-94 1839 0827
1992-95 2182 1200
1995-96 2353 1.250
1996-97 2503 1300
1997-98 7% 1500
1998-99 2963 1500
1993-2000 3200 1600
2000-2001 380 1800
2001-2002 3618 1800
2002-2003 3760 2.000
2003-2004 3957 2.000
2004-2005 4107 2.000
2005-2006 4220 2.200
2006-2007 4450 2.400
2007-2008 743 2.800
2008-2009 4825 3100





  

Out of 3.1 million manpower employed in BGMEA member factories, 2.38 million are women (85%), majorities of them are disadvantaged and economically poverty stricken women folk. The country's RMG sector, to a creditable level has relieved Bangladesh from over populous unemployment burden through providing the largest employment next to agriculture, transport, trade and industry sector. This sector has uplifted the neglected section of the population, thus radically transforming the socio-economic condition of the country. Such empowerment and employment raised awareness regarding children education, health safety, population control disaster management only so for. It is an epoch making event in the history of Bangladesh.

4.1.1 Main Functions of BGMEA:

BGMEA is being run by a 27-member elected Board of Directors. Four Vice Presidents having important portfolios, along with a secretariat of experienced officials, assists the Board in formulating and executing vital policies and programs of the organization. The President is the highest executive authority of the BGMEA.


The fundamental objective of BGMEA is to establish a healthy business environment for a close and mutually beneficial relationship between the manufacturers, exporters and importers in the process ensuring a steady growth in the foreign exchange earnings of the country. BGMEA issues UD to its exporters thereby monitors export as well. BGMEA plays a very strong role to lead the industry in concurrence with the government. The following are the regular activities of BGMEA for its members, apparel buyers and other partners.

 

To Protect and uphold the interest of the industry by aiding the formulation of government policies consistent with a congenial growth of the sector.

 

•    Committed to protect the interests of its members and their employees by implementing legitimate rights and privileges for garments workers.

•    To negotiate and consult with foreign and local agencies to promote the garments sector in every possible fields.

•    To maintain liaisons with foreign buyers, business associations and chambers.

•    To provide foreign buyers with all necessary information regarding all issues concerned with the RMG sector.

•    BGMEA brings the opportunities for local manufacturers to interact with foreign buyers and form new rapport by arranging different apparel fairs at home and abroad.

•    To keep the BGMEA factories child labor free through continued monitoring.

•    Continue and expand collaboration with relevant Ministries of the Governments.

•    Continue educational support to workers’ children and make a provision for skill training for children removed from the BGMEA’s member factories.

•    Provides information services to its members by publishing monthly newsletters, issuance of circulars and through Dhaka's first B2B web portal which directly links exporters and buyers around the world.

•    BGMEA also established its own Institute called "BGMEA Institute of Fashion & Technology (BIFT)" in 1999. Till the day BIFT is continuously developing professionals for this sector through the courses of Fashion Designing and Garment Merchandising; and other certificate, diploma and short courses. Transforming it into University is under process.

•    Promotes computer oriented solutions for better management to its member units.

•    Participates actively in all trade negotiations for the sector in order to get easier market access and GSP benefits.

•    BGMEA's appointed lobbyist firm has been working to get duty free access in the US market. The New Partnership for Development Act (NPDA)of 2007 was introduced in the US House of Representatives by Congressman McDermott and our lobbyist is working to get the bill passed.

•    BGMEA has introduced Service Books for each and every workers employed in the factories.

•    BGMEA is going to launch a workers welfare committee in the factories.

•    BGMEA has ensured the minimum wage implementation to the tune of 99.49% of all factories.

•    BMGEA has set up a Crisis Management Committee for emergencies.

•    BGMEA regularly helps out the victims of natural calamity by providing relief, rehabilitation and other support. BGMEA stood beside the SIDR affected people with huge relief and support. BGMEA also rehabilitated 100 families by establishing a weaver's village (Taath Palli) in Manikgonj.

•    BGMEA provides scholarship to meritorious children of the garments workers. Each year 2000 students are getting the scholarships at Dhaka and Chittagong.

•    BGMEA runs training programs through 27 Technical Training Centers and 3 other centers with the objective of producing skilled workers for the RMG sector. More than 15000 trainees will be shaped up through this program and BGMEA will appoint them in the factories. BGMEA has trained and employed 10,000 people till the date.

•    BGMEA is in the process of taking over 34 vocational training centers to provide various skill sets to the unemployed.

•    BGMEA regularly conducts fire drills and fire safety program at the member factories. Although 18 fire incidents took place in 2007 and 2008, there were no casualties.

•    BGMEA runs 10 medical centers for its workers and provides HIV/AIDS awareness. Around 4.5 million workers have already received medical treatment and 55,000 workers have been made aware of HIV/AIDS and reproductive health.

•    BGMEA is going to develop a central database system for the garment workers, which will cover all workers' information of the readymade garment sector.

•    BGMEA is going to start a UD automation system to speed up custom procedures. Such online system will bring dynamism in a way that reduces lengthiness in custom procedures.

•    BGMEA has distributed essential food items among workers at subsidized price during the last Ramadan through 12 centers at Dhaka and Chittagong.

•    A Memorandum of Understanding (MoU) has been signed between BGMEA and IFC-SEDF on 17th June 2008 to monitor occupational safety and health status of the workers employed in the member factories of BGMEA operating at Dhaka. Under this program all the running factories at Dhaka have already been audited by the social compliance monitors of BGMEA and a database in being prepared.

4.1.2 Activities of BGMEA

BGMEA’s Model Role in the field of Training & Development on Human Resource:
As a part of the activities of Corporate Social Responsibility (CSR), BGMEA has been playing a socially responsible role for the RMG Sector and the country as well. We have been continuously working for the reduction of poverty by providing the employment for the rural, semi-literate, and unemployed people (especially women) of the country. Bangladesh Readymade Garment Sector still lacks 25% skilled workers. This scenario upholds the average yearly increase demand of workers in the RMG sector is about 5 (Five) lacs. Keeping it on the top priority BGMEA in collaboration with several ministries of the Bangladesh Government and some Development Partners started a number of HRD projects countrywide.


Objective:
The project intends to enhance competitiveness and production efficiency in the global apparel market, producing the skill human resources to the sector. Therefore the main objective is to retain our competitive edge in the world market in long run. The purpose of this project also covers the rehabilitation and development of livelihood of especially the poverty stricken inhabitants in the char areas, monga effected areas or the tribal people which mean to focus on the people all over the country who require the training & employment in a true sense.

BGMEA’s Model Role in the field of Training & Development on Human Resource:
To develop the skill human resources for RMG sector, BGMEA started its journey on August, 2007.Being stirred by the awareness of the corporate social responsibility (CSR) BGMEA initially launched few programs in collaboration with the Department of Youth Development (DYD), Bangladesh Army, another one is continuing by the financial support of DFID and additional support provided by the Bureau of Manpower, Employment & Training (BMET) and some programs have been persisting with the support of different govt. & non govt. organizations.



BGMEA-DYD-Bangladesh Army Project: 

    Through the discussion of BGMEA management with Bangladesh Army and Department of Youth Development under the Ministry of Youth and Sports, this project had been launched on August 16, 2007.

Project Brief:    

Name of the project                 : Sweater Knitting & Linking Machine Operating Course.

Date of commencement         : 16 August 2007

Project Location                        : Gaibandha (initially).

Course Duration                       : One Month

Total No. of Trainee                  : 88 (Male-52 & Female- 36)

Target Group                              : The poverty stricken inhabitants of Monga effected areas.

Selection Procedure                 : DYD & District Administration

Infrastructural set up                : DYD

Fund                                            : BGMEA & BIFT (50% + 50%)

Training Facility                        : BIFT

Curriculum                               :BGMEA formed a high level Curriculum Committee for preparing all sorts curriculum on RMG sector.

Cetification                              : DYD, BGMEA& BIFT


Later on, this program extended in Kurigram & Nilphamari.

BGMEA-CLP-BMET Project:
There are 38 Technical Training Center (TTC) in Bangladesh directed by Bureau of Manpower, Employment and Training (BMET) under the Ministry of Labor and Ministry of Overseas and Welfare. As per the proposal of BGMEA, BMET signed an agreement with the objective of utilizing the resources of all TTCs. Now BGMEA is being working with 27 Technical Training Center (TTC) since those are facilitating the garment trade.     


Project Brief:

Name of the project                : Woven Machine Operating Course.

Date of commencement       : 1 November, 2007

Project Location                     : Bogra & Lalmonirhat (initially).

Course Duration                    :   One Month

Total No. of Trainee              : 120 (Male-60 & Female- 60)

Target Group                          : The poverty stricken inhabitants of Chars areas.

Selection Procedure             : Implementing Organization (IMOs)

Infrastructural set up            : Technical Training Center (TTC)

Fund                                        : DFID

Accommodation                    : TTC Dormitory

Training Facility                     : Technical Training Center

Curriculum                             : BGMEA

Certification                           : BMET, CLP & BGMEA

After completion of the 1st phase of this program it has been extended into 2nd phase in Mymensingh and Natore TTC by extending the agreement. 120 trainee workers will be produced from 4 TTC as per the ratio of 30x4=120.



Project between BGMEA Regional Office & Chittagong Technical Training Center: 

BGMEA regional office, Chittagong has taken its own initiatives inaugurating a training program in Chittagong Technical Training Center which is under Bureau of Manpower, Employment and Training (BMET).



Project Brief:

    Name of the project                : Sweater Knitting & Linking Training Lab.

    Date of commencement      : 17 February, 2009

    Project Location                       : Chittagong TTC (initially).    

   Course Duration                       : One Month (6 days in a week) 

   Total No. of Trainee                 : 60 (Male-30 & Female- 30)

   Target Group                            : The poverty stricken inhabitants of 11 upazilla of   Chittagong. 

   Selection Procedure               : Regional Office BGMEA Chittagong

   Fund                                          : BGMEA

   Food                                          : Self financed

   Accommodation                     : Dormitory of TTC

   Training Facility                      : Technical Training Center

   Infrastructural set up             : Technical Training Center (TTC)

   Curriculum                              : BGMEA

   Equipment donated by         : 40-45 owners of BGMEA member factory.

  Certification                             : Through TTC (Govt. body) & BGMEA.


Project with Ansar-VDP Academy at Shafipur:



Project Brief:

Name of the project                : Sweater Knitting Training.

Date of commencement        : 1 January, 2009

Project Location                      :  Shafipur Ansar-VDP Academy (initially).       

Total No. of Trainee               : 100 male (knitting)

Target Group                           : The member of Ansar-VDP force

Selection Procedure              : District Adjutant, Ansar-VDP force. 

Infrastructural set up             : Ansar-VDP Academy, Shafipur.

Fund                                         : Ansar-VDP force & BGMEA

BGMEAs Fund Allocation    : Only instructor’s salary 25,000 tk

Training Facility                     : Ansar-VDP force & BGMEA 

Accommodation                   : Dormitory of Ansar-VDP Academy 

Curriculum                            : BGMEA

Equipment                            : Ansar-VDP Academy, Shafipur..

Certification                         : Signing authority commandant Ansar-VDP Academy & President, BGMEA.

Very soon we are extending this project in two more centers namely Kolalopa and Gazipur under the Ansar-VDP academy which will produce 75 trained workers on linking machine operating course and 110 on woven machine operating course.


Project for the rehabilitation of the returned camel jokies from Dubai:

Partnership between BGMEA and Bangladesh National Woman Lawyers Association: Bangladesh National Woman Lawyers Association (BNWLA) has come forward with the proposal of producing 1000 workers specially women in collaboration with BGMEA. In this regard BGMEA has signed a Memorandum of Understanding (MOU) on 19 August, 2009 where the counter parties are BNWLA, BIFT, and Ministry of Home Affairs.



Project Brief:
Name of the project                : Sweater Knitting & Linking Training.

Date of commencement       :  31 August, 2009

Project Location                     : Selected 28 districts of Bangladesh.       

Started in                                 : 31, August, 2009

Total No. of Trainee               : 60 (30 male & 30 female) 

Target Group                          : unemployed youth male and female specially those who are previously engaged in camel racing at UAE or their parents/relatives. 

Selection Procedure             : BNWLA. 

Infrastructural set up            : BGMEA Institute of Fashion & Technology   (BIFT).

Fund                                        : UNICEF Bangladesh

Accommodation                   : BIFT (BSMTC)

Curriculum                            : BGMEA

Certification                         : Signing authority President, BGMEA, Executive Director, BNWLA, President, BIFT & Project Director, Ministry of Home Affairs.


Project in Pipeline:

BGMEA has settle down the final negotiation for launching few more programs with the objective of increasing the skilled human resources for Readymade Garment Sector (RMG). BGMEA is giving the utmost priority on this issue because these programs will be able to produce the yearly shortage of workers in Bangladesh which can be mentioned 4-5 lacs approximately.  The following projects which are in pipeline aim to support to youth (particularly women) from sheathing areas to participate in the booming garment industry.


1.    Partnership between BGMEA and Social Development Foundation:

BGMEA is going to start a partnership program with Social Development Foundation (SDF), a not-for-profit agency set by the government of Bangladesh to promote socio economic development funded by World Bank. This project will be producing 100 (Hundred) workers per month from one   program    which will be started initially as pilot only for women.

2.    Public Private Partnership between BGMEA and Govt: To contribute a huge number of skilled women workers to the RMG sector, BGMEA is going to launch a bulk program in collaboration with other organization funded by Ministry of Commerce.


3.    Public Private Partnership between BGMEA and World Bank:

BGMEA will launch a project entitled WELFARE AND EMPLOYMENT IN THE GARMENT SECTOR funded by World Bank with the core intervention of Ministry of Finance and Ministry of Labor and Industry. This program will also provide skilled manpower for the sector.


In fine, BGMEA jointly with other government and non-government organization is playing a vital role in imparting training on the existing manpower in sweater & knitting division as well. This industry is now earning the country’s lion’s share of foreign exchange and providing the nations most disadvantaged part of the population, with the highest formal employment. The industry has proved itself to be the most prospective industry for a country like Bangladesh which is endowed with the huge labor force. One of the most inevitable aspects of BGMEA’s mission is to further increase the skilled labor force because still this sector lacks 5-6 lacks skilled labor force in next 10 years. BGMEA has been trying to formulate specific policies for strengthening competitiveness of RMG sector of Bangladesh providing skilled manpower through these projects. This sector has changed their social identity, setting a unique example of women empowerment, job-creation, and rapid socio-economic development in Bangladesh. The RMG sector will become the great instruments to contribute for healthy economic growth of Bangladesh. And it can be a phenomenal tool in achieving a better standard of living of million people and can earn honour and dignity for our beloved country.

4.1.2.2 Productivity and Quality

Productivity & Quality: Today’s challenge and BGMEA initiative

The competitiveness of the apparel industry in different parts of the world has been a matter of debate for many years. However, post abolition of quota system in end 2004, the interest of industry watchers and policy makers increased in the textile and apparel industry. Several studies were carried out by international institutions and industry bodies to gauge the likely impact of the elimination of textile and apparel quotas on the future of the world trade in these products. The studies suggested that many countries involved in textile and apparel exports including Bangladesh, may lose their market share significantly. However, the apparel industry in Bangladesh has proved many trade Pundits wrong by a spectacular performance in exports post quota abolition.

 

Apparel industry has played and will continue to play an important role in the economic development of many Asian countries, including Bangladesh. However, the important point not to be missed is that although apparel industry has flourished in Bangladesh, if the industry does not address a few crucial issues like low productivity the real gains in time to come would be limited. Globalization has opened the door to unlimited potential and at the same time, remaining competitive has become a big issue. The major task of the industry now is to balance between increasing production costs and lower price of products. 

 
Competitiveness through Productivity

Higher productivity brings down the manufacturing cost thus improves cost competitiveness in the price sensitive market. Higher productivity also helps the factories bring down the need for excessive overtime. This is a major issue that international buyers are trying to address worldwide. In fact many leading international apparel retailers/ sourcing companies are actively promoting productivity and quality improvement programs in their supplier factories for above reasons.


Bangladesh is a country of relatively low labor cost. The industry did not grow in a structured way and still lacks sufficient institutional training facility to create skilled manpower both for the factory floor and factory management. In a number of factories conventional manufacturing system is still in practice and the factory management lacks scientific production management knowledge and skill compared to our competing countries. Productivity levels generally achieved in Asian apparel industry and especially in the Bangladesh apparel industry have been very low compared to the global benchmark performance. This does not mean that there aren't success stories of factories that have substantially higher productivity performance, but such factories are a small minority. Therefore, the basic idea of productivity enhancement is to ensure full utilization of resources to produce maximum output.


Scope of Productivity and Quality:

Garment manufacturers are now working in an open market scenario. And the customer/ market sets product price reverse to monopoly or closed market.


Profit = Sales Price - Manufacturing Cost


As investor will not prefer to reduce profit margin, the only factor that can ensure business continuation is optimize manufacturing cost. Being one of the lowest productive countries, Bangladesh has the biggest opportunity to improve competitiveness through productivity enhancement and even control the market.


Proper motivation and awareness campaign needs to be raised for the factory management to realize the benefits of optimum productivity. At the same time modern technology and scientific tools must be acquired and practiced to improve and maintain higher productivity level. Work study/ industrial engineering department can help monitor and improve productivity related issue.


Quality has an important role to play in the competitiveness of the apparel exporting industry. As per a study by the US Importers of Textile and Apparel (US ITA), Consistent Quality was the ‘top most’ criterion used to decide where to place import orders. This was followed by Speed to market, low cost, product development capabilities and social compliance.


As far as quality is concerned, our industry is proudly in a satisfactory position. However, there is a tremendous scope of improvement in the area of ‘Quality’ in the manufacturing units here as a good percentage of rework takes place to maintain the high quality which incurs financial loss. Factories sometimes need to consider price discount and shipment cancelation. The value of such penalties is very high and that is where the issue of proper quality management system comes in.


Productivity and quality improvement brings better financial results for the organizations, which in turn can be shared within the stakeholder. The workers can earn higher wages and help improve the standard of living. The satisfied worker can contribute at a higher level in productivity through high morale, less absenteeism, less turn over and concentrated work effort. At the same time buyers can have more value of their money through better quality and lead time.



BGMEA’s initiative:

Access to world class consultants to get support on productivity and quality improvement is not always affordable due to high charges, particularly for the small and medium enterprises. Considering this fact, BGMEA started the Competitiveness Enhancement Program (CEP) in collaboration with German Technical Cooperation, GTZ to improve productivity standard of member factories in 2008. The program was successfully carried out in several factories. Participating factories achieved measurable improvement through the program which is very encouraging.


After the CEP experience, BGMEA established a permanent Productivity Improvement Cell (PIC) to support members both on productivity and quality.  The team is equipped with professionals of industrial and production engineering background and good industry exposure. BGMEA has good intention to increase the six members team, both in quantity and quality through good work exposure and training from world class professionals with a view to provide technical services to its Member factories at low cost.  The cell will provide following technical supports with minimal service charge.


Quality Improvement Program(QIP): BGMEA has already announced to its member factories to participate in a quality improvement program that will be led by a team of foreign quality expert with PIC members with the support of GTZ. The initial project will cover 20 factories in two batches with an objective to reduce quality losses in monetary terms by at least 50%. The program was launched on 12 of October, 2009 by BGMEA president.


PICTURE of QIP LAUNCH

Productivity Improvement Program (PIP) of BGMEA: PIC will soon start productivity improvement program for Member factories to raise the productivity standard of the industry. World class productivity improvement methodologies will be applied for this purpose depending on factory requirement.

BGMEA and Stakeholders:

BGMEA is thankful to GTZ for providing technical and financial support to many of its program along with productivity and quality. The association also feels that buyers can also play a greater role in this venture. A coordinated effort can also at the same time help significantly to increase the success rate. 


The Bangladesh apparel industry is being recognized globally as a major player in the international market. Further, the industry has tremendous untapped potential in the areas of Productivity and Quality. The BGMEA in partnership with GTZ has taken timely initiative to do the capacity building in the area of productivity and quality improvement by bringing in international expertise. Remarkable improvement potential is available for all apparel manufacturers, although organizations that will benefit substantially will be the ones that embrace new thinking and take ownership of the implementation of this change.  Quick acceptance and commitment to change will ensure competitive edge and assured international business for them.



Reproduced from the Competitiveness through Productivity and Quality report of Dr. Rajesh Bheda and Productivity & Quality: Today’s Challenge and BGMEA Initiative report of Engr. Md. Al Bokor, Project Coordinator, Productivity Improvement Cell (PIC), BGMEA.

4.1.2.3 Member Services

Services to Factory Members:
 

· Legal Advice: BGMEA Labor Cell provides legal advice to its member-units in various labor and compliance related issues. 

· Bi-lateral Committee:  BGMEA has formed a Bi-lateral committee on 30th June 1997 with Registered Trade Union Federation to solve labor issues such as maternity leave, overtime, payment of wages, minimum wages.

· Conciliation-cum-Arbitration Committee (CAC): Since 26th April 1998 CAC in accordance to Industrial Relations Ordinance   (IRO)-1969 performs the following activities:

1. The committee solves the grievances of the owners and the workers rapidly to keep production uninterrupted;

2. The committee tries to solve the disputes without any charge that arise between the owner and the employees of the factory before referring the matter to court.

 

The BGMEA
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	Provides trade information to its members
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	Keeps its members updated on contemporary global business trends
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	Endorses ICT solutions for better management of RMG units
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	Manages a B2B web portal directly linking RMG exporters and buyers
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	Organises seminars and dialogues for recommending on key policies for trade and industry
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	Provides advisory services to its member on how to improve environmental standards
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	Publishes a newsletter about RMG business news, events and activities in Bangladesh
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	Fosters relationships between the local exporters and international buyers by arranging fairs in Bangladesh and participates with its members in international fairs


      Helps members to honour national and international compliance.

4.1.3   Number of Garments in BGMEA

  Total 2912 Members Garment in BGMEA

4.1.4   Business Development Idea in Different Countries in the World               

CBI-BGMEA ASIA Invest Program 2007-2008

BGMEA signed a MoU with the Center for Promotion of Imports from Developing Countries (CBI) to match-make between Bangladeshi apparel manufacturers and European buyers to enlarge the knowledge of EU markets, finding commercial partners for exporters and to get closer on all product/ market related issues through direct business contacts with EU potential buyers. In a narrow focus, the purpose of the program is to enable local participating companies to obtain a solid and durable business network within the EU.

About CBI

The CBI was found by the Dutch Ministry of Foreign Affairs in 1971 which was later transformed into a Government Agency. It works to strengthening the firms' competitiveness of exporters in developing countries, business support organisations (BSO’s) and importers. CBI contributes to the economic development of developing countries by strengthening the competitiveness of companies from those countries on the European (EU & EFTA) markets. It stimulates and supports economic activities that are sustainable, socially responsible and environmentally sound.

 Buyer-Seller missions to the EU
Under the framework objective of the program 2 missions to EU have been integrated to showcasing products and establishing network with EU buyers. This also includes knowledge sharing on fashion and technology, awaring buyers on social compliance situation in Bangladesh and contribute to build the image of the nation.

Mission - Rotterdam, The Netherlands

25-27 July, 2007. Rotterdam hosted a grand gathering of buyers and sellers where 15 Bangladeshi RMG manufacturers and a good number of Dutch buyers came across to explore potential trades. Netherlands being one of the largest EU importers from Bangladesh was seen to have enormous potentials to penetrate.

Mission - Boras, Sweden

20 November 2007. Boras, the city of textile in Sweden, was an wonderful meeting place for both the Bangladeshi companies and Scandinavian buyers. The Simonsland which is going to be an international hub for textile and apparel trade hosted its first event with this show. Presence of Diginitaries, crowd of buyers, exotic fashion show and students of an adjacent textile university made the gathering a vibrant place throughout the day. The one day program concluded with a number of prospective individual meeting outcomes and some buyers expressed their instatnt interests to fly over to Bangladesh in the next step.

Mission - Dhaka, Bangladesh

5-11 April, 2008. A 12 member EU delegation visited Dhaka under this program including the Regional Manager of Malardalen Chamber of Commerce, Sweden and a CBI's External Expert. During the week-long visit local participants and buyers gathered collectively and in individual factories/showrooms. BGMEA apprised the team on social compliance status and the rate of progress. A good and instant orders were also received as a timely & positive step of the buyers. The delegation rated mission as a most successful one and local companies have the full credit to make it possible.

Projected Output

The success of the program is seeded on how the knowledge gained will be nurtured and multipying  the network spread. Especially the Scandinavian markets could be a core focus where maximum market opportunities will be explored since Bangladesh has a relatively smaller pie in Scandinavian markets. Moreover, the knowledge and awareness on Bangladesh RMG industry, business prospects and pro-dynamic people are the good experiences carried by the EU delegates. Such reputation will be a key factor to further expore potential trades

4.2 BANGLADESH KNITWEAR MANUFACTURERS AND     

       EXPORTERS       ASSOCIATION               

4.2.1   Functions of BKMEA:

BKMEA has a broad function and activities all in two part 1. Is administration 2. Is Utilization 

1.Administrative function and activities: 

This is a general activities and function in BKMEA as a corporate organization and structures just run their activities and function.

3. Utilization :

This part  actives are broad in Bangladesh are

a. Total Arrangement fair in both country and other country.

b. Cheek factory policy of their member.

c. Development Monitoring Regular policy

d. Training of worker

e. Help government to take policy making

f. CSR program of worker such as food supply in industry, flood relief distributions program.

g. Education scholarship for poor student.

They have different cell units

a. Compliance unit cell.

b. Fire safety cell

c. Labour Cell

d. IART INSTITUATIONS

4.2.2 Activities of BKMEA

Social Compliance is a burning issue in the challenging world market. Prominent buyers from development countries are increasingly emphasizing on compliance standard as their customers are much more concern about this issue. As a custodian of the sector, BKMEA is aware of its responsibility and putting incessant to make the members competitive and uphold the image of Bangladesh RMG sector.

Social Compliance is a legal requirement that takes into account minimum lbour standards, occupational safety measures and environmental concern. To run a factory in Bangladesh, the entrepreneur is obliged to comply with the ‘national labour law’ and if any additional requirement from buyer, BKMEA, from its own commitment towards the sector, has taken rigorous programs for ensuring    a fully compliant knitwear industry. Key initiatives of the association are as follow:

Social Compliance Monitoring Program  

To enhance the compliance status of the whole industry, BKMEA with the support of GTZ, is implementing a ‘Social Compliance Monitoring Program’ since 2007.Twenty (20) members competent monitoring cell of BKMEA are working at factory level to check the labour welfare and safety issues regularly. The project has included the following activities :

i) Formation of a skilled monitoring team.

ii) Development of a detail check list including 89 compliance related questions and grading systems (A,B,C,D) based on national labour law

iii) Unannounced visits to factories 

iv) Provide corrective Action Plan (CAP) and follow up visits to check the progress.

v) Comprehensive software for storing field data and systematic evlution of factories

vi) BKMEa takes crash programs  for degraded factories for providing special guidance and in extreme case  imposing penalty measures 

vii) Besides, the compliance cell is organizing trainings for midlevel management and factory based training for workers to enhance their skill, knowledge and awareness.   

Skill Development Programs 

The social compliance cell also renders Mid Level Management Training to the social compliance officers on compliance issues and disciplinary procedures. The cell arranges factory based workers training on key compliance issues such as appointment latter, ID card, wages and overtime calculation; leave application, maternity benefits etc so as to develop sound knowledge on social compliance issues for effective implementation. The skill development program details are given as below:

Mid Level Management Training : Dearth of skilled management is one of the major barriers of developing complaint RMg industry in Bangladesh. To develop true professionalism in factory management, BKMEA is arranging series of training programs for mid level management of factories. The training has started from 10 november, 2007. Three training manuals for mid level officers have been published already which are being distributed to the factory people as a ready reference for their day to day work under this to provide a complete reference to the factory management which is being distributed at free for cost duration and training sessions. The core contents of mid level management training  1, 2 & 3 are : Child labour, Appointment letter, ID card , wages, Overtime & maternity benefit calculation, Salary sheet, Using of PPES, Fire safety, Register maintenance< roles & responsibilities of welfare officer, Condition of appointment, Workers classification, Grievance handling procedure, Health & safety issues, Welfare facilities, industrial relations, ILO codes, Offence & its penalty etc. By May 2010, BKMEA has trained about 2000 mid level officers of member factories under this program. The objective of the initiative is to develop at least one competent compliance officer in each factory which will support the factory for maintaining compliance necessities by own effort. 

Awareness Raising Programs

Publications Materials: To disseminate information on core compliance issues, BKMEA has published a complete guidebook on social and environmental compliance along with structural safety, a handbook on labor law, three training manuals for mid level management, one training manual for workers, a number of posters and stickers. All these materials are in local language and have been distributed already to the member factories at free of cost. Processing for further publication is going on.

TV Advertisement: BKMEA has developed a series of tv commercial on the following key compliance issues: minimum wages and on time payment, owner-worker relationship, personal protective equipment (PPE’s), These are being aired in the prominent TV channels of Bangladesh to raise mass awareness on workers rights.

Documentary:  A fastidious documentary has been made by the association including all the ongoing compliance activities for dissemination within national and international shareholders. It has included the regular monitoring, skill development program, workers festival, charity program and other significant activities. The documentary has been distributed to all share holders. 

Experience Sharing Session with Factory Owners: Development of compliant factory is largely dependent on the intention and capability of an owner. To motivate owners and provide them updated information on world compliance scenario, BKMEA is regularly arranging experience sharing sessions with factory owners dividing total industrial areas into particular zones pioneer owners in RMG business are being invited in these sessions to encourage other entrepreneurs from his/her practical experience. 

4.2.3   Number of Garments in BKMEA
BKMEA has 1650 garment Members.

4.3.1                    Organ gram
Board of Director

President

  Vice – President      Vice- President          Vice – President

Director

Secretariat

Secretary General

Sectary

        Assistant Secretary                               Sr. Accounts Officer

                                                                      Accounts  Department   

       Administration 

       Certification Department 

      Public Relation                General Staff

4.3. 2. Functions and Activities of BTMA
Bangladesh Textile Mills association (BTMA) is the national trade organization representing Yarn, Fabric Manufacturers and Textile Product Processors mill of the country under private sector. BTMA is registered in 1983 with the Joint Stock Companies as an Association, not for profit, under the Companies Act 1994. Among others, following are the main functions/activities of the Association. •
•,  To promote and protect the trade, commerce and manufacturers of Bangladesh in general and of the textile related trade in particular.
•    To collect and circulate statistics and to collect, classify and circulate
information relating to the trade, commerce and manufactures of its members.
•    To take all steps which may be necessary for promoting, supporting or   } opposing legislative and other measures affecting the trade, commerce or     , manufactures of its members. ,                             !
•    To make representations to the appropriate authorities on any matter connected with the trade, commerce and manufactures of its members.
•   To advance and promote commercial and technical education connected with the trade and commerce of its members. i
•    To undertake special inquiries and initiate or support any action for securing the redress of legitimate grievances connected with the trade or commerce of its members. i
•    To engage in such activities for imports, exports of raw materials, spares and finished products for the collective benefit of the members of the Association.
•    To organize such factories and workshops for selling or display centers   centrally which may be of common benefit for sections which might not be: possible or feasible for individual members. ''
The Association is run by a BOARD OF DIRECTORS of 27 members, headed by one President and 3 Vice-President, who are elected through ballot/votes jasper provisions of the Trade Organization Ordinance, 1961 and Rules made there under by the Government of Bangladesh. The tenure of the Board of Directors is 2'years. The Association has a separate Secretariat tp look after all Administrative activities and is headed by the Secretary General. He is assisted by a numbers of officers in the discharge of his duties. 

3. Documents issued by BTMA as required by Apparel Industry
4. Explain all documents in details like item, export & uses of the document,  
Textile Mills under BTMA is now playing an important role in retaining huge foreign currency tlirough supply of raw materials of the Knit and Woven RMG. As such the industries unde'r Primary Textile Sector (PTS) are being treated as Import Substitute Industry. At present BTMA is issuing following documents which are' being used for country's Textile and clothing Exports: 

4.3.3 Issue of Certificate of production for availing GSP facilities.
Since independent EU has been extending all possible help to Bangladesh to promote trade and development. In line with that, EU introduced a perception of Trade, not Aid' by introducing a "Generalized System of Preference" (GSP) in 1971 allowing export from I.DC'S to entire EU duty free. 

the aim of the scheme is to achieve industrialization, eradication of poverty, sustainable development of the country. The scheme has been a catalyst in transforming our imports substitution approach to export led growth. On the basis of the EU GSP concept, Bangladesh has invested heavily into the Back-ward linkage textile industry based on 2 stage transformation Rules of Origin. Due to EU GSP, Bangladesh is the only LDC which has a considerable size of PTS supporting Textiles and Clothing exports.

4.3.4 Issue of Certificate of production for availing Alternative Cash Assistance. 

The government has introduced a facility namely Alternative Cash Assistance- to the | mills/industrial undertakings who will not avail Bonded Warehouse Facilities and duty 1 draw back. When the scheme was introduced, the rate of Cash Assistance was 25%. Due j to above, tremendous development has been made in the Primary Textile Sector (PTS). Subsequently, the rate of Alternative Cash Assistance has been reduced and at present the I said rate is 5%. .                                                                                                       
4.4 Export Promotion Bureau (EPB) 

Business has become an activity. Nations used for survival. As a country rich in natural resources and a rowing economy, Bangladeshi garment products compete globally to a favorable degree. Now even a single nation cannot fulfill its even residential needs with only domestic business. So the nations now thing how to promote their export. As it is happening in all over the world so, in Bangladesh, It performs various functions to assist in trade, one of that is marketing pertaining to market research, execution of fairs and exhibitions both local and international, and trade delegations for exploring international markets.

The EPB maintains a comprehensive record of Bangladeshi exporters/manufacturers and their product profiles. The information is useful when attending to foreign enquiries by Bangladesh’s trade offices abroad. The EPB produces a number of documentary films each year which are distributed to Bangladesh embassies abroad for screening before potential buyers and at trade fairs abroad. At present, there are over 40 trade offices in Bangladeshi Missions abroad. The main purpose of these trade offices is to boost Bangladeshi exports. EPB maintains a close working relationship with all of these trade offices which also act as export houses. In order to introduce Bangladesh’s exportable commodities to the world, EPB has been arranging permanent display of products within Bangladesh and in selected centres abroad to attract prospective foreign buyers. 

4.4.1 Functions of EPB 

The functions of Export promotion Bureau is given as below-

(a) to suggest to the Government measures designed to provide efficient, adequate, economic and co-ordinated plans and policies for promotion of exports from the country by both private and public sectors;

(b) to explore and examine the potentials of export-oriented products within the country and help ensure quality control of all exporters; and

(c) to co-ordinate the export efforts of various private and public sector organisations within the country and provide necessary advice, information and assistance to such organisations so as to enable them to participate in, or increase their exports to, other countries.

(1) Without prejudice to the generality of the provisions of sub-section (2), the Board may-

(a) explore and examine markets of other countries with a view to promoting export of raw, semi-finished and finished products from Bangladesh to such countries;


(b) establish such regional or other offices, branches, agencies, display and or sale centres within Bangladesh and, with prior approval of Government, abroad;


(c) establish with the approval of the Government, subsidiary organisations in Bangladesh or abroad for promotion of export of Bangladesh products;


(d) organise and arrange participation in industrial, trade and export fairs and exhibitions abroad;

(e) organise trade and export fairs within the country;


(f) undertake and organise publicity of Bangladesh export products abroad;


(g) perform such functions as may be assigned to it by the Government;


(h) appoint such committee or committees as it think fit to assist it in the formulation of policies and programmes and for efficient and expeditious execution of those policies and programmes;

(i) provide for training, studies, surveys, experiments or technical research; or contribute towards the costs of any such studies, surveys, experiments or technical research made by any other agency;

(j) impose any fee or other charges for services rendered by it;

(k) do all other things connected with or ancillary to the attainment of the objectives aforesaid.

Golden Rule: In order to be successful in exporting one must fully research its markets. No one should ever try to tackle every market at once. Many enthusiastic persons bitten by the export bug, fail because they bite off more than they can chew. Overseas design and product requirements must be carefully considered.

Always sell as close to the market as possible. The fewer intermediaries one has the better, because every intermediary needs some percentage for his share in his business, which means less profit for the exporter and higher prices for the customer. All goods for export must be efficiently produced. They must be produced with due regard to the needs of export markets. It is no use trying to sell windows which open outwards in a country where, traditionally, windows open inwards. 

Sell Experience: If a person cannot easily export his goods, may be he can sell his experience. Alternatively, he can concentrate on supplying goods and materials to exporters' who already have established an export trade. He can concentrate on making what are termed 'own brand' products, much demanded by buyers in overseas markets which have the manufacturing know-how or facilities.

Selling in Export: In today's competitive world, everyone has to be sold. The customer always has a choice of suppliers. Selling is an honorable profession, and you have to be an expert salesman. 

On-Time Deliveries: Late deliveries are not always an exporters fault. Dock strikes, go-slows, etc. occur almost everywhere in the world. If one enters into export for the first time, he must ensure of fast and efficient delivery of the promised consignment. 

Communication: Communication internal and external must be comprehensive and immediate. Good communication is vital in export. When you are in doubt, pick up the phone or email for immediate clarification. 

Testing Product: The risk of failure in export markets can be minimized by intelligent use of research. Before committing to a large-scale operation overseas, try out on a small scale. Use the a sample test, and any mistakes can then be corrected without much harm having been done. While the test campaign may appear to cost more initially, remember that some of the cost will be repaid by sales, so that test marketing often turns out to be cheaper. 

Approach: If possible some indication of the attitudes towards the product should be established, like any sales operation. Even if the product is successful, to obtain reactions from the customer.


Preliminaries for Starting Export Business 
· Setting up an appropriate business organization. 

· Choosing appropriate mode of operations 

· Naming the Business 

· Selecting the company 

· Making effective business correspondence 

· Selecting the markets 

· Selecting prospective buyers 

· Selecting channels of distribution 

· Negotiating with prospective buyers 

· Processing an export order 

· Entering into export contract 

· Export pricing and costing 

· Understanding risks in international trade 

Setting up an appropriate business organization
The first and the foremost question you as a prospective exporter has to decide is about the kind of business organisation needed for the purpose. You have to take a crucial decision as to whether a business will be run as a sole proprietary concern or a partnership firm or a company. The proper selection of organisation will depend upon

· Your ability to raise finance 

· Your capacity to bear the risk 

· Your desire to exercise control over the business 

· Nature of regulatory framework applicable to you 

If the size of the business is small, it would be advantageous to form a sole proprietary business organisation. It can be set up easily without much expenses and legal formalities. It is subject to only a few governmental regulations. However, the biggest disadvantage of #138;sole proprietary business is limited liability to raise funds which restricts its growth. Besides, the owner has unlimited personal liability. In order to avoid this disadvantage, it is advisable to form a partnership firm. The partnership firm can also be set up with ease and economy. Business can take benefit of the varied experiences and expertise of the partners. The liability of the partner though joint and several, is practically distributed amongst the various partners, despite the fact that the personal liability of the partner is unlimited. The major disadvantage of partnership form of business organisation is that conflict amongst the partners is a potential threat to the business. It will not be out of place to mention here that partnership firms are governed by the Indian Partnership Act,1932 and, therefore they should be form within the parameters laid down by the Act.

Exporters Manual and Documentation

Company is another form of business organisation,which has the advantage of distinct legal identity and limited liability to the shareholders. It can be a private limited company or a public limited company. A private limited company can be formed by just two persons subscribing to its share capital. However, the number of its shareholders cannot exceed fifty, public cannot be invited to subscribe to its capital and the member's right to transfer shares is restricted. On the other hand, a public limited company has a minimum of seven members. There is no limit to maximum number of its members. It can invite the public to subscribe to its capital and permit the transfer of shares. A public limited company offers enormous potential for growth because of access to substantial funds. The liquidity of investment is high because of easiness of transfer of shares. However, its formation can be recommended only when the size of the business is large. For small business, a sole proprietary concern or a partnership firm will be the most suitable form of business organisation.In case it is decided to incorporate a private limited company, the same is to be registered with the Registrar of Companies.

For details as to be procedures for registration with the registrar of Companies, kindly refer to Nabhi's FORMATION AND MANAGEMENT OF A PRIVATE COMPANY ALONG WITH PRACTICAL PROCEDURES.

Choosing appropriate mode of operation 

Merchant Exporter i.e. buying the goods from the market or from a manufacturer and then selling them to foreign buyers.

Manufacturer Exporter i.e. manufacturing the goods yourself for export Sales Agent/Commission Agent/Indenting Agent i.e. acting on behalf of the seller and charging commission Buying Agent i.e. acting on behalf of the buyer and charging commission

Naming the Business 

Whatever form of business organisation has been finally decided, naming the business is an essential task for every exporter. The name and style should be attractive, short and meaningful. Simple and attractive name indicating the nature of business is ideal. The office should be located preferably in a commercial complex, in clean and workable surroundings. The letter head should be simple and superb providing information concerning H.O., branches, cable address, telephone number, fax number, banker's name and address etc. Pick up a beautiful trade name and logo which reinforces your organisation's name and image.

Open a current account in the name of the organisation in whose name you intend to export. It is advisable to open the account with a bank which is authorised to deal in Foreign Exchange.

Selecting the Company 

Carefully select the product to be exported. For proper selection of product, study the trends of export of different items from India. The selected product must be in demand in the countries where it is to be exported. It should be possible to procure or manufacture the selected product at most economic cost so that it can be competitively priced. It should also be available in sufficient quantity and it should be possible to supply it repeatedly and regularly. Besides, while selecting the product, it has to be ensured that you are conversant with government policy and regulations in respect of product selected for export. You should also know import regulations in respect of such commodities by the importing countries. It would be preferable if you have previous knowledge and experience of commodities selected by you for export. A non-technical person should avoid in dealing in high tech products.

Making effective Business Correspondence 

You should recognise the importance of business correspondence as it is an introduction with the buyer in proxy which may clinch his response according to the impression created by the correspondence. For creating a very favorable and excellent impression, you must use a beautiful letter head on airmail paper and a good envelope, nicely printed, giving fully particulars of your firm's name, telephone, telex and fax number etc. Your language should be polite, soft, brief and to the point, giving a very clear picture of the subject to be put before the customer. Letters should be typed/ computer typed set, preferably in the language of the importing country. Also make sure that the full and correct address is written and the envelope is duly stamped. It should also be borne in mind that the aim of your business correspondence is not only to clinch the buyer's order but also to obtain the information on the following:

The specifications of the products already in use in the importing country. Whether your product meets the above specifications. If not, Whether your specifications offer any distinct advantages in terms of prices, quality, after-sales service, etc. The import policy prevailing in the buyer's country (e.g. whether there is any import licensing, any restrictions on remittances, any pre-qualification for product/supplier, etc.)

The trade practices in the buyers' country with special reference to your product, information like whether importers import and distribute the product/high sea sales, whether agent is required to book orders from actual users etc. In case your item requires after sales service, the manner in which it can be offered. The prices at which your product sells in the retail/wholesale market, the duty structure and any other cost element to arrive at the landed cost. Information on the margins at which the product is sold. This information will help you in evolving a pricing strategy.

Study of various market segments viz. Importers, Supermarkets, Government Suppliers, Institutional Sales, Tenders, Suppliers, etc.

The various factors that rule the market viz. Quality, Price, Delivery, Brand Name, Credit Terms, etc. Role of advertising and publicity and reference to the product and the country.

A specimen export letter is given below :

Specimen of Introductory Letter to International Importers

Ref: TIL/NYK2001/ 14th Novl,2000

The Manager (Purchase)

M/s. TIL Ltd.

.........................

.........................

(U.S.A.)

Dear Sir,

We are exporters of a wide variety of items including .......... for the last ten years. Our major buyers are ......... in .......... We are one of the registered export houses in India. We represent .......... the leading manufacturers of these items in India. These items are produced in collaboration with .........., the world famous company. We follow the ISI specifications. We believe that your company imports the items we export. We are enclosing herewith a copy of our brochure and price list for your perusal. We shall be glad to send you detailed literature/ samples of items that may be of interests to you.

Yours sincerely,

For NYK Ltd.

Manager (Marketing)

Encl: As above.

Comments :

The text can be suitably amended with reference to the manufacturing activity or/items dealt in by the exporter.

Where the manufacturing is not in collaboration with a foreign company, it need not be referred to.

Product literature (of the buyer's interest) and price list should invariably be sent along with the letter.

The price list should categorically indicate whether the prices are f.o.b., & C&f or c.i.f. etc. However, discount need not be indicated in the price list.

The profile about your company should generally include the following matters:

· Company's name and address /Telex /Telephone /Cable /Fax/Email/ Date of establishment 

· Export Executives 

· Status: Partnership/ Company (Pvt. Ltd./Pub.Ltd) Govt.(Semi-Govt.) 

· Bank Reference 

· Exporting Since 

· Value of Assets 

· No. of Employees/ Manufacturing/ Sales/ Administration 

· Foreign Offices/Representatives, if any 

· Exporter/ Manufacturer/ Agent 

· Main Line 

· Technical Collaboration 

· Standards/Specification followed 

· Major Buyers- In India; Abroad 

Selecting the markets 

Target markets should be selected after careful consideration of various factors like political embargo, scope of exporter's selected product, demand stability, preferential treatment to products from developing countries, market penetration by competitive countries and products, distance of potential market, transport problems, language problems, tariff and non-tariff barriers, distribution infrastructure, size of demand in the market, expected life span of market and product requirements, sales and distribution channels. For this purpose you should collect adequate market information before selecting one or more target markets. The information can be collected from various sources like Export Promotion Council (EPCs)/Commodity Boards, Federation of Indian Export Organisation, (FIEO), Indian Institute of Foreign Trade (IIFT), Indian Trade Promotion Organisation (ITPO), Indian Embassies Abroad, Foreign Embassies in India, Import Promotion Institutions Abroad, Overseas Chambers of Commerce and Industries, Various Directories, Journals, Market Survey Reports.

Selecting prospective Buyers 

You can collect addresses of the prospective buyers of the commodity from the following sources:

Enquiries from friends and relatives or other acquaintances residing in foreign countries.

Visiting/ participating in International Trade Fairs and Exhibitions in India and abroad. Contact with the Export Promotion Councils, Commodity Boards and other Government Agencies. List given in Appendix 4 of this book).

Consulting International Yellow Pages (A Publication from New York by Dun & Bradstreet, USA or other Yellow Pages of different countries like Japan,Dubai Etc.)

Collecting addresses from various Private Indian Publications Directories available on cost at Jain Book Agency,C-9, Connaught Place, New Delhi-1. (PH. 3355686, Fax.3731117).

Collecting information from International Trade Directories/ Journals/periodicals available in the libraries of Directorate General of Commercial Intelligenceand Statistics, IIFT, EPCs, ITPO etc. A list of selected trade directories published abroad is given in Appendix 5 of this book.

Making contacts with Trade Representatives of Overseas Govt. in India and Indian Trade and Other Representatives/ International Trade Development Authorities abroad. A list of international trade development authorities abroad like Foreign Chambers of Commerce etc. is given in Nabhi's EXPORTERS MANUAL AND DOCUMENTATION.

Reading biweekly, fortnightly, monthly bulletins such as Indian Trade Journal, Export Service Bulletin, Bulletins and Magazines issued and published by Federation of Exporters' Organisations, ITPO, EPCs, Commodity Boards and other allied agencies. A list of Indian Trade Periodicals containing names and addresses of importers is given in Appendix 6 of this book.

Visiting Embassies, Consulates etc. of other countries and taking note of addresses of importers for products proposed to be exported.

Advertising in newspapers having overseas editions and other foreign newspapers and magazines etc.

Consulting ITPO,IIFT,etc.

Contacting authorised dealers in foreign exchange with whom exporter is maintaining bank account.

Overseas importers can be contacted or informed about the products by the following methods:

By corresponding and sending brochures and product literature to prospective overseas buyers.

By undertaking trips to foreign markets and establishing personal rapport with overseas buyers. The number of trips will depend on your budget and resources. But it is essential forlong-term success in international marketing to establish personal rapport. Foreign trip will provide first-hand information regarding the market, overseas customers, their requirement, taste, preference and better out communication of the merits of exporters' products.

Participation in buyer-seller meets and meeting the members of foreign delegation invited by Export Promotion Councils concerned.

Participation in international trade fairs, seminars.

Advertisement and publicity in overseas reputed newspapers and magazines. Facilities of free publicity can be availed from Import Development Centres.

Selecting channels of distribution 

The following channels of distribution are generally utilised while exporting to overseas markets :

· Exports through Export Consortia 

· Export through Canalising Agencies 

· Export through Other Established Merchant Exporters or Export Houses, or Trading Houses 

· Direct Exports 

· Export through Overseas Sales Agencies 

Negotiating with Prospective Buyers 

Whatever the channel of distribution for exporting to the overseas countries is proposed to be is utilized, it is essential that the exporters should possess the necessary skill for negotiating with the overseas channels of distribution. The ability to negatiate effectively is needed for discussion with importers or trade agents. While conducting business negotiations, the prospective exporter should avoid conflict, controversy and criticism vis-`-vis the other party. During conversation the attitude should be to communicate effectively. There should be coherence, creativity, compromise, concessions, commonality, consensus, commitment and compensation in business negotiations. The general problem you may face is about pricing. The buyer's contention is that prices are too high. It should be noted that though the price is only one of the many issues that are discussed during business negotiations, it influences the entire negotiating process.

Since this is the most sensitive issue in business negotiations, it should be tactfully postponed until all the issues have been discussed and mutually agreed upon. As far as the price is concerned, you should try to determine the buyer's real interest in the product from the outset, only then a suitable counter proposal should be presented. It should also be remembered that the buyer may request modifications in presentation of the product. You should show the willingness to meet such request, if possible, provided that it will result in profitable export business. Price being the most important sales tool, it has to be properly developed and presented.

Therefore, in order to create a favorable impression, minimize costly errors and generate repeated business. The following points should be kept in mind while preparing the price list:

Submit a typewritten list, printed on the regular bond paper and laid out simply and clearly (with at least an inch between columns and between groupings) Prominently indicate the name of your company, its full address, telephone and fax numbers, including the country and city codes. Fully describe the items being quoted. Group the items logically( i.e. all the fabrics together, all the made-up together etc.).

Specify whether shipped by sea or by air, f.o.b. or c.i.f. and to what port.

Quote exact amount and not rounded-off figures.

Mention the dates upto which the prices quoted will remain valid.

Where there is an internal reference number which must be quoted, to keep it short (the buyer has no interest in this detail and the more complex it is, the greater is the risk of error).

As regards the factors determining your price, please refer to 'EXPORT PRICING AND COSTING' 

One main point regarding export pricing is that while negotiating with overseas buyer, you may not remember the cost of a product. It may also be difficult for you to remember the profit margin built in various prices quoted by you. A clear jotting of this information is not free from the risk of being leaked out to the competitors or to the overseas buyers.

Some coding is, therefore, essential for the prices quoted by you so that at any stage/point of time, you can always utilise the information, enabling you to profitably negotiate with the overseas buyer. This can be done by assigning codes to the cost price.

For assigning codes to the cost price, you may select an English password consisting of 10 separate letters, each letter to represent a numerical figure. For example: 'CRAZY MOUTH' is the password selected by you, where C=1, R=2, A=3, Z=4, Y=5, M=6, O=7, U=8, T=9, H=0. This password can be successfully used for recognising various items of exports and their varieties.

Thus, a brass candle stand which is being quoted at Rs. 100(sale price) but whose cost price to you is Rs 25.50 will be coded as item number 'RYYH' and then assigned with a running serial number to make it more fascinating. You can decode the word 'RYYH' to write as Rs 25.50 so as to get an idea of difference between the Sale Price and the Cost Price, which will provide you the range within which you can negotiate with overseas buyers.

Processing an Export order 

You should not be happy merely on receiving an export order. You should first acknowledge the export order, and then proceed to examine carefully in respect of items, specification, preshipment inspection, payment conditions, special packaging, labeling and marketing requirements, shipment and delivery date, marine insurance, documentation etc. if you are satisfied on these aspects, a formal confirmation should be sent to the buyer, otherwise clarification should be sought from the buyer before confirming the order. After confirmation of the export order immediate steps should be taken for procurement/manufacture of the export goods. In the meanwhile, you should proceed to enter into a formal export contract with the overseas buyer.

Entering into an Export contract 

In order to avoid disputes, it is necessary to enter into an export contract with the overseas buyer. For this purpose, export contract should be carefully drafted incorporating comprehensive but in precise terms, all relevant and important conditions of the trade deal.

There should not be any ambiguity regarding the exact specifications of goods and terms of sale including export price, mode of payment, storage and distribution methods, type of packaging, port of shipment, delivery schedule etc. The different aspects of an export contract are enumerated as under :

· Product, Standards and Specifications 

· Quantity 

· Inspection 

· Total Value of Contract 

· Terms of Delivery 

· Taxes, Duties and Charges 

· Period of Delivery/Shipment 

· Packing, Labeling and Marking 

· Terms of Payment-- Amount/Mode & Currency 

· Discounts and Commissions 

· Licenses and Permits 

· Insurance 

· Documentary Requirements 

· Guarantee 

· Force Majeure of Excuse for Non-performance of contract 

· Remedies 

· Arbitration It will not be out of place to mention here the importance of arbitration clause in an export contract Court proceedings do not offer a satisfactory method for settlement of commercial disputes, as they involve inevitable delays, costs and technicalities. On the other hand, arbitration provides an economic, expeditious and informal remedy for settlement of commercial disputes. Arbitration proceedings are conducted in privacy and the awards are kept confidential. The Arbitrator is usually an expert in the subject matter of the dispute. The dates for arbitration meetings are fixed with the convenience of all concerned. Thus, arbitration is the most suitable way for settlements of commercial disputes and it may invariably be used by businessmen in their commercial dealings. 

The Indian Council of Arbitration Federation House, Tansen Marg, New Delhi. (Ph. 3319251 Fax:3320714) is a specialized arbitration institution providing arbitration facilities for all types of domestic or international commercial disputes. You should use their services as far a possible.

BRIEF SPECIMEN CONTRACT FORM FOR SALE PURCHASE TRANSACTIONS

EXPORTS AND IMPORTS 

I. Name and address of the parties.......(state correct appellation and complete address of the parties) 

II. We, the above named parties have entered into this contract for the sale/purchase, etc. ....... (state briefly the purpose of the contract) on this ........(date) at ........(place)..... subject to the following terms and conditions: 

a. Goods ................ 

b. Quantity ...............Quality................. (Describe the quantity, quality and the other specifications of the goods precisely as per the agreement. An agency for inspection/certification of quality and/or quantity may also be stipulated). 

c. Price................ Mode of payment ...................(Quote the price, terms, i.e. ex-works/FOB(free on board) CIF(Cost, Insurance & Freight) etc. in the currency agreed upon and describe the mode of payment i.e. payment against L/C(letter of credit)/DA (document against acceptance) /D/P(document against payment)etc. It is also desirable to mention the exchange rate.) 

d. Shipment...............(Specify date of delivery and the maximum period upto which delivery could be delayed and for which reasons, port of shipment and delivery should be mentioned). 

e. Packing and marking...............(Requirements to be specified precisely) 

f. Insurance .................(State the type of insurance cover required, i.e. FPA(free from particular average)/WA (with average)/ All Risks, etc. State also the party responsible for insurance) 

g. Brokerage/Commission ........(if any payable may be mentioned) 

h. Passing of the property and of risk. The property or ownership of the goods and the risk shall finally pass to the buyer at such stage as the parties may agree, i.e. when the goods are delivered at the seller's place of work/pass the ship's rails/are covered by insurance etc. as per agreed terms). 

Arbitration 

Arbitration clause recommended by the Indian Council of Arbitration: "All disputes or differences whatsoever arising between the parties out of relating to the construction, meaning and operation or effect of this contract or the breach thereof shall be settled by arbitration in accordance with the rules of the arbitration of the Indian Council of Arbitration and the award made in pursuance thereof shall be binding on the parties."(or any other arbitration clause that may be agreed upon between the parties). 3.Any other special condition, prevalent in or relevant to the particular line of trade or transaction, may also be specified.

Sd/-Seller

Sd/-Buyer

Notes: The above specimen contract form, drawn up in brief essentials, is meant for simple small scale transactions and is intended to draw the attention of the parties to important aspects of the trade deal in drafting the contract. The parties are free to add to or modify the terms as per the peculiar nature of their trade transaction. They may also consult with advantage, experienced commercial or arbitration bodies for the purpose or study published literature on the subject. The use of the arbitration clauses in commercial contracts is becoming increasingly commom, particularly in export-import transactions, with a view to promoting smooth and swift flow of business. The Indian Council of Arbitration (ICA) which is partly founded by the Government of India, provides comprehensive institutional arbitration service to all government departments and public undertakings as well as private traders, exporters and importers in India for amicable and quick settlement of all types of commercial disputes. It has been suggested by the Ministry of Commerce that all commercial organisations should make use of the arbitration clause of the Council in their commercial contracts with Indian and foreign parties.

Export Pricing and Costing 

Export pricing should be differentiated from export costing. Price is what we offer to the customer.Cost is the price that we pay/incur for the product. Price includes our profit margin, cost includes only expenses we have incurred. Export pricing is the most important tool for promoting sales and facing international competition. The price has to be realistically worked out taking into consideration all export benefits and expenses. However, there is no fixed formula for successful export pricing. It will differ from exporter to exporter depending upon whether the exporter is a merchant exporter or a manufacturer exporter or exporting through a canalising agency. You should also assess the strength of your competitor and anticipate the move of the competitor in the market. Pricing strategies will depend on various circumstantial situations. You can still be competitive with higher prices but with better delivery package or other advantages.

Your prices will be determined by the following factors:

· Range of products offered 

· Prompt deliveries and continuity in supply 

· After-sales service in products like machine tools, consumer durables 

· Product differentiation and brand image 

· Frequency of purchase 

· Presumed relationship between quality and price 

· Specialty value goods and gift items 

· Credit offered 

· Preference or prejudice for products originating from a particular source 

· Aggressive marketing and sales promotion 

· Prompt acceptance and settlement of claims 

· Unique value goods and gift items 

Export Costing is basically Cost Accountant's job. It consists of fixed cost and variable cost comprising various elements. It is advisable to prepare an export costing sheet for every export product. For the format of the export costing sheet and other relevant details refer to Nabhi's EXPORTERS MANUAL AND DOCUMENTATION.As regards quoting the prices to the overseas buyer, the same are quoted in the following internationally accepted terms:

Ex-Works: 'Ex-works' means that your responsibility is to make goods available to the buyer at works or factory. The full cost and risk involved in bringing the goods from this place to the desired destination will be borne by the buyer. This term thus represents the minimum obligation for you. It is mostly used for sale of plantation commodities such as tea, coffee and cocoa.

Free on Rail(FOR): Free on Truck(FOT):These terms are used when the goods are to be carried by rail, but they are also used for road transport. Your obligations are fulfilled when the goods are delivered to the carrier.

Free Alongside Ship (FAS): Once the goods have been placed alongside the ship, your obligations are fulfilled and the buyer notified. The buyer has to contract with the sea carrier for the carriage of the goods to the destination and pay the freight. The buyer has to bear all costs and risks of loss or damage to the goods hereafter.

Free on Board (FOB): Your responsibility ends the moment the contracted goods are placed on board the ship, free of cost to the buyer at a port of shipment named in the sales contract. 'On board' means that a 'Received for Shipment' B/L (Bill of Lading) is not sufficient. Such B/L if issued must be converted into 'Shipped on Board B/L' by using the stamp 'Shipped on Board' and must bear signature of the carrier or his authorised representative together with date on which the goods were 'boarded'.

Cost and Freight (C&F): You must on your own risk and not as an agent of the buyer, contract for the carriage of the goods to the port of destination named in the sale contract and pay the freight. This being a shipment contract, the point of delivery is fixed to the ship's rail and the risk of loss or of damage to the goods is transferred from the seller to the buyer at that very point. As will be seen though you bear the cost of carriage to the named destination, the risk is already transferred to the buyer at the port of shipment itself.

Cost Insurance Freight (CIF): The term is basically the same as C&F, but with the addition that you have to obtain insurance at your cost against the risks of loss or damage to the goods during the carriage.

Freight or Carriage Paid (DCP): While C&F is used for goods which are to be carried by sea, the term "DCP" is used for land transport only, including national and international transport by road, rail and inland waterways. You have to contract for the carriage of the goods to the agreed destination named in the contract of the sale and pay freight. Your obligations are fulfilled when the goods are delivered to the first carrier and not beyond. In case the buyer desires you to insure the goods till the destination, he would add 'including insurance' before the word 'Paid in Freight' or 'Carriage Paid to'.

EXS/EX-Ship: This is an arrival contract and means that you make the goods available to the buyer in the ship at the named port of destination as per sales contract. You have to bear the full cost and risk involved in bringing the goods there. Your obligation is fulfilled before the customs border of the foreign country and it is for the buyer to obtain necessary import license at his own risk and expense.

EXQ/Ex-Quay: Ex-Quay means that you make the goods available to the buyer at a named quay. As in the term 'Ex-Ship' the points of division of costs and risks coincide, but they have now been moved one step further -- from the ship into the quay or wharf i.e. after crossing the customs border at destination. Therefore, in addition to arranging for carriage and paying freight and insurance you have to bear the cost of unloading the goods from the ship.

Delivered at Frontier (DAF): The term is primarily intended to be used when the goods are to be carried by rail or road. Your obligations are fulfilled when the goods have arrived at the frontier, but before the 'Customs border' of the country named in the sales contract.

Delivery Duty Paid (DDP): This term may be used irrespective of the type of transport involved and denotes your maximum obligation as opposed to 'Ex-Works'. You have not fulfilled his obligation till such time that the goods are made available at his risk and cost to the buyer at his premises or any other named destination. In the latter case necessary documents (e.g. transport document or Warehouse Warrant) will have to be made available to the buyer to enable him to take delivery of goods. The term 'duty' includes taxes, fees and charges.Therefore, the obligation to pay VAT (Value Added Tax) levied upon importation will fall upon you. It is, therefore, advisable to use 'exclusive of VAT' after the words 'duty paid'.

FAO/FOB Airport: 'FOB Airport' is based on the same main principle as the ordinary FOB term. You fulfill your obligation by delivering the goods to the air carrier at the airport of departure. Without the buyer's approval delivery at a town terminal outside the airport is not sufficient, your obligations with respect to costs and risks do not extend to the arrival of the goods at the destination.

Free Carrier (Named Point) FRC: The term has been designed particularly to meet the requirements of modern transport like 'multi-modal' transport as container or 'roll-on-roll-off' traffic by trailers and ferries. The principles on which the term is based is same as applicable to FOB except that the seller or the exporter fulfills his obligations when he delivers the goods into the custody of the carrier at the named point.

Freight Carriage and Insurance Paid (CIP): The term is similar to 'Freight or Carriage Paid to'. However, in case of CIP you have additionally to procure transport insurance against the risk of loss or damage to the goods during the carriage. You contract with the insurer and pay the insurance premium.

Understanding risks in International trade 

While selling abroad, you may undergo the following risks:

xv. Credit risk 

xvi. Currency risk 

xvii. Carriage risk 

xviii. Country risk 

These risks can be insured to a great extent by taking appropriate steps. Credit risk against the buyer can be covered by insisting upon an irrevocable letter of credit from the overseas buyer. An appropriate policy from Export Credit and Guarantee Corporation of India Ltd. can also be obtained for this purpose. Country risks are also covered by the ECGC. As regards currency risk, i.e. possible loss due to adverse fluctuation in exchange rate, You should obtain forward cover from your bank authorised to deal in foreign exchange. Alternatively, you should obtain export order in Indian rupee. Carriage risk, i.e. possible loss of cargo in transit can be covered by taking a marine insurance policy from the general insurance companies. 

Registration 

· Registration with Reserve Bank Of India: No longer required. Prior to 1.1.1997 it was compulsory for every exporter to obtain an exporters' code number from the Reserve Bank of India before engaging in export. This has since been dispensed with and registration with the licensing authorities is sufficient before commencing export or import. 

· Registration with Regional Licensing: Authorities (obtaining IEC Code Number) The Customs Authorities will not allow you to import or export goods into or from India unless you hold a valid IEC number. For obtaining IEC number you should apply to Regional Licensing Authority (list given in Appendix 2) in duplicate in the prescribed form given in Appendix 1. Before applying for IEC number it is necessary to open a bank account in the name of your company / firm with any commercial bank authorised to deal in foreign exchange. The duly signed application form should be supported by the following documents: 

Bank Receipt (in duplicates)/Demand Draft for payment of the fee of Rs. 1,000/-.

Certificate from the Banker of the applicant firm as per Annexure 1 to the form given in Appendix 1 of this Book.

Two copies of Passport size photographs of the applicant duly attested by the banker to the applicants.

A copy of Permanent Account Number issued by Income Tax Authorities. If PAN has not been allotted, a copy of application of PAN submitted to Income Tax Authorities.

In case the application is signed by an authorised signatory, a copy of the letter of legal authority may be furnished.

If there is any non-resident interest in the firm and NRI investment is to be made with repatriation benefits, a simple declaration indicating whether it is held with the general/specific permission of the RBI on the letter head of the firm should be furnished. In case of specific approval, a copy may also be furnished.

Declaration by the applicant that the proprietors/partners/directors of the applicant firm/company, as the case may be, are not associated as proprietor/partners/directors with any other firm/company which has been caution-listed by the RBI. Where the applicant is so associated with a caution-listed firm/company the IEC No. is allotted with a condition that he can export only with the prior approval of the RBI.

Exporter's Profile as per form attached to Appendix 1 of this book (See Appendix 1A of this Book). The Regional Licensing Authority concerned will on merits grant an IEC number to the applicant. The number should normally be given within 3 days provided the application is complete in all respects and is accompanied by the prescribed documents. An IEC number allotted to an applicant shall be valid for all its branches/divisions as indicated on the IEC number.

Register With Export Promotion Council 
In order to enable you to obtain benefits/concession under the export-import policy, you are required to register yourself with an appropriate export promotion agency by obtaining registration-cum- membership certificate. 

For this purpose you should apply in the prescribed form, given at Appendix 3 of this Book to the Export Promotion Council relating to your main line of business.

For list of Registering Agencies, please refer to Appendix 4 of this Book. However, if the export is such that it is not covered by any EPC, RCMC in respect thereof may be obtained from the Regional Licensing Authority concerned.

An application for registration should be accompanied by a self certified copy of the Importer-Exporter code number issued by the Regional Licensing Authority concerned and bank certificate in support of the applicant's financial soundness. In case an exporter desires to get registration as a manufacturer exporter, he should furnish evidence to that effect. In the case of a manufacturer exporter the licensing authority may seek copy of registration with SSI/any other sponsoring authority in addition to the application in the prescribed form for the Import Export Code Number.

If the application for registration is granted, the EPC or FIEO shall issue the RCMC indicating the status of the applicant as merchant exporter or manufacturer exporter. The RCMC shall be valid for five years ending 31st March of the licensing year. The certificate shall be deemed to be valid from 1st April of the licensing year in which it was issued.

Registration With Sales Tax Authorities: Goods which are to be shipped out of the country for export are eligible for exemption from both Sales Tax and Central Sales Tax. For this purpose, you should get yourself registered with the Sales Tax Authority of your state after following the procedure prescribed under the Sales Tax Act applicable to your State.

Despatching Samples 
As the overseas buyers generally insist for the samples before placing confirmed orders, it is essential that the samples are attractive, informative and have retention and reminder value. Besides, the exporter should know the Government policy and procedures for export of samples from India. He should also be aware about the cheapest modes of sending samples. 

In this connection, it is advised that the postal channel is comparatively cheaper than sending samples by air. While sending samples through postal channel due regard should be given to weight and dimension of the post parcels as postal authorities have prescribed maximum weight and dimension for the post parcels handled by them. Where it is not possible to send the samples by post parcels, the same may be sent by air. So far as the Government policy regarding export of samples is concerned, distinction has been made between export of commercial samples and gift parcels. In terms of Para 11.4 of the Import Export Policy as modified upto 31.3.1999, goods including edible items of value not exceeding Rs.1,00,000 in a licensing year may be exported as a gift. Items mentioned as restricted for exports in the ITC (HS) Classifications of Export & Import Items shall not be exported as a gift without a license except in the case of edible items. Export of bonafide trade and technical samples having indelible marking as "sample not for sale" is allowed freely without any limit. However, in such cases where indelible marking is not available, the samples may be allowed for a value not exceeding US $ 10,000, per consignment. In addition the exporter has the option to avail the facility of free samples upto US $ 5,000 or 1% of the preceding year's exports, whichever is higher. An application for export of gifts/samples in excess of the limits specified above may be made to the DGFT.

Special provisions have been made for export of garment samples. Garment samples are allowed to be exported only by exporters who are registered with the Apparel Export Promotion Council (AEPC) or the Wool and Woolen Export Promotion Council for woolen Knitwears. Export of samples to be sent by post parcel or air freight are further divided into 3 categories, namely : 1.Samples of value upto Rs.10,000, 2.Samples of value less than Rs. 25,000, 3.Samples of value more than Rs. 25,000.Where the value of the articles is less than Rs. 10,000, the exporter should file a simple declaration that the sample does not involve foreign exchange and its value is less than Rs. 10,000.Where the value of samples is more than Rs. 10,000 but less than Rs. 25,000 you should obtain a value certificate from the authorised dealer in foreign exchange (i.e. your bank). For this purpose, you should submit a commercial invoice certifying thereon that the parcel does not involve foreign exchange and the aggregate value of the samples exported by you does not exceed Rs. 25,000 in the current calendar year.If the value of samples exceeds Rs. 25,000 you should obtain Gr/PP waiver from the Reserve Bank of India.

Export of trade samples is allowed by sea/air (as distinguished from sea/airmail) without any value restriction, provided the customs authorities are satisfied about the bona fide of the goods that they do not fall in the export control restrictions. However, customs authorities may ask for suitable documentary evidence in this regard viz. correspondence etc. with the overseas buyer. Trade samples against which the foreign buyer agrees to make payment can be exported in the same manner in which normal exports are effected. Samples can also be carried personally by you while traveling abroad provided these are otherwise permissible or cleared for export as explained earlier.

However, in case of precious jewelry/stone items, you should declare the same to the customs authorities while leaving the country and obtain necessary endorsement on export certificate issued by the Jewelry Appraiser of the Customs.

Appointing Agents 
Selling through an overseas agent is an effective strategy. These agents serve as a source of market intelligence. Regularly sending the latest trends on the current fashion, taste and price in the market. Being a man on the spot, the agent is in a position to render his advice to exporter or new methods and strategy for pushing up sales of your products. He also provides you support in the matter of transportation, reservation of accommodation, appointment with the government as and when required by you. In some countries it is compulsory under their law to sell through local agents only. It is, therefore, essential that you should carefully select your overseas agent. 

Consider the points listed below when appointing an Agent :

· Size of the agent's company 

· Date of foundation of the agent's company 

· Company's ownership and control 

· Company's capital, funds, available and liabilities 

· Name, age and experience of the company's senior executives 

· Number, age and experience of the company's salesman 

· Oher agencies that the company holds, including those of competing products and turn-over of each 

· Length of company's association with other principal 

· New agencies that the company obtained or lost during the past year 

· Company's total annual sales and the trends in its sales in recent years 

· Company's sales coverage, overall and by area 

· Number of sales calls per month and per salesman by company staff 

· Any major obstacles expected in the company's sales growth 

· Agent's capability to provide sales promotion and advertising services 

· Agent's transport facilities and warehousing capacity 

· Agent's rate of commission; payment terms required 

· References on the agents from banks, trade associations and major buyers 

Some source of information on agents are:

· Government Departments Trade Associations 

· Chambers of Commerce 

· Banks 

· Independent Consultants 

· Export Promotion Councils 

· Advertisement Abroad. 

Specimen Copy of Agreement 
An agreement made this the ....... day ....... of between .......(name and address) hereinafter called the exporters of the first part and ........ (name and address) hereinafter called the importers of the second part, wherein the exporters grant to the importers the importation and selling right in the territory of ..........(fill name of country) for .........(names and brief description of product) subject to the terms and conditions given below : 

i. The exporter agrees that during the currency of the agreement he will not correspond or in any way deal with any part in the territory specified unless requested to do so by the importers. 

ii. The exporter agrees that any orders or enquiries relating to the specified territory received by him during the currency of this agreement will be passed on to the importers to deal with. 

iii. The exporter agrees that he will make shipment of all orders received from the importers by earliest shipping opportunity unless prevented from so doing by circumstances beyond the former's control. 

iv. The exporter agrees to charge the importers for all goods ordered during the currency of this agreement the prices detailed in Price List No. ......... appended to this agreement unless any order is received at least one month after notification of price changes by the exporter to the importer. 

v. The exporter agrees to pay the importer commission on ......... (fill in the dates of each year during the currency of this agreement) at the rate of ...... per cent of ....... the F.O.B. value of all orders satisfactorily completed during the ...... months preceding the dates specified. 

vi. The exporter agrees that he will allow to the importers ........ per cent ....... of the value of all business satisfactorily completed with the importers during the currency of this agreement as contribution towards the importer's costs in publicising the products covered by this agreement. This allowance is to be settled by deduction from the manufacturer's invoices to the importers. 

vii. The importers agree that during the currency of this agreement they will not sell, recommend or in any other way deal with any competing or rivaling lines in the territory specified. 

viii. The importers agree that they will use their best efforts and endeavors at all times during the currency of this agreement to promote the sales of products covered by this agreement. 

ix. The importers agree that they will make net and full payment for all goods ordered through confirmed and irrevocable letter of credit established in ........... (name of manufacturer's town or city). OR The importers agree that they will make net and full payment for all goods ordered against presentation of draft and shipping documents in ......... (name of importer's town or city). OR The importers agree that they will immediately upon presentation at ......... and retire such drafts net and in full upon maturity. 

x. The importers agree that they will write to the manufacturer at least once each calendar month and will send to the manufacturer a full market report on the prospects for sale of the products covered by this agreement every six months. 

xi. The importer agrees that they will place regular and adequate order with the manufacturer amounting in total to not less than ........ during the first calendar year and not less than Rs. .......... in each and every subsequent year during the currency of this agreement. 

xii. This agreement shall become valid with effect from the date of shipment of the substantial order amounting in value of not less than Rs. ........ and remain in force for a period of twelve calendar months there from subject to either party being at liberty to terminate this agreement without notice in the event of the other party being in breach of any of the terms and conditions stated herein. 

xiii. Notwithstanding anything herein aforesaid if during the first twelve calendar months the importers have placed satisfactory orders with the exporters amounting to not less than Rs. ....... this agreement shall be automatically renewed year after year provided that in the twelve calendar months immediately preceding the expiry date satisfactorily business amounting in total to not less than Rs. ....... has been placed by the importers with the manufacturer. 

xiv. Any disputes arising under this agreement shall be settled in accordance with Indian Law in (.............) 

Witness.............. (Exporter)

Witness.............. (Importer)

Acquire Export License 
Exports free unless regulated: The current Export Licensing Policy of the Government of India is contained in the new Import Export Policy and Procedures, 1997-2002 as amended upto 31.3.1999. The Policy and Procedures are amended from time to time and for latest position kindly refer to. However, for the sake of information of the prospective exporters, it may be stated that all goods may be exported without any restriction except to the extent such exports are regulated by the ITC (HS) Classifications of Export and Import items or any other provisions of this policy or any other law for the time being in force. The Director General of Foreign Trade may, however, specify through a Public Notice such terms and conditions according to which any goods, not included in the ITC (HS) Classifications of Export and Import items may be exported without a license. Such terms and conditions may include Minimum Export Price (MEP), registration with specified authorities, quantitative ceilings and compliance with other laws, rules, regulations. 

Application for an Export License: An application for grant of export license in respect of items mentioned in Schedule 2 of ITC (HS) Classifications of Export and Import items may be made in the form given in Appendix-18A or 18B or 18C, as the case may be, to the Director General of Foreign Trade and shall be accompanied by the documents prescribed therein. The Export Licensing Committee under the Chairmanship of Export Commissioner shall consider such applications on merits for issue of export licenses special High Powered Licensing Committee under the Chairmanship of Director General of Foreign Trade shall consider applications for export of dual purpose chemicals and for special materials, equipment and technologies, as specified in Schedule 2 Appendix 5 and Schedule 2 Appendix 6 respectively of the book p 7 3 titled ITC(HS) Classifications of Export and Import items on the basis of guidelines issued in this regard from time to time.

Export of Canalised Items: An application for export of canalised items mentioned in ITC (HS) Classifications of Export and Import items may be made to the Director General of Foreign Trade.

Trade Fairs/Exhibitions: Any Indian wishing to organise any Trade Fair/Exhibition in India or abroad, would be required to obtain a certificate from an officer of the rank not below that of an Under Secretary to the Government of India, in the Ministry of Commerce, or an Officer of India Trade Promotion Organisation, duly authorised by its chairman in this behalf, to the effect that such exhibition, fair or as the case may be, similar show or display, has been approved or sponsored by the Government of India in the Ministry of Commerce or the India Trade Promotion Organisation and the same is being held in public interest.

Gifts/Spares/Replacement Goods: For export of gifts, indigenous/imported spares and replacement goods in excess of the prescribed ceiling/period, an application may be made to the Director General of Foreign Trade.

Export through Courier Service: Import/Exports through a registered courier service is permitted as per the Notification issued by the Department of Revenue. However, importability/exportability of such items shall be regulated in accordance with the policy.

Acquire Export Credit Insurance 
Export credit insurance protects you from the consequences of the payment risks, both political and commercial. It enables you to expand your overseas business without fear of loss. Further, it creates a favorable climate for you under which you can hope to get timely and liberal credit facilities from the banks at home. 

You can obtain Export Credit Insurance from the Export Credit and Guarantee Corporation of India Limited. In order to provide you Export Credit Insurance, the following covers are issued by the ECGC :

Standard policies to protect you against the risk of not p 7 3 receiving payment while trading with overseas buyers on short-term credit.

Specific policies designed to protect you against the risk of not receiving payment in respect of:

· exports on deferred payment terms 

· services rendered to foreign parties 

· construction work, including turnkey projects undertaken abroad 

The policies are either:

Whole Turnover Policies in the form of 'Open Cover' in respect of shipments made during 24 months period. You have to obtain credit limit on each one of your buyers to enable ECGC to approve a limit on the basis of credit worthiness of the buyer. These policies are basically similar to whole turnover policies but only apply to specific contracts.

Specific Policies for exports of capital goods on medium or long-term credit, turnkey projects, civil construction works and technical services.These policies are basically similar to whole turnover policies but only apply to specific contracts.

Financial guarantees issued to banks against risk involved in providing credit or guarantee facilities to you, and

Special schemes viz. transfer guarantee issued to protect banks which add confirmation to letters of credit, Insurance cover for Buyers' Credit, Lines of Credit, Joint Ventures and Overseas Investment Insurance, and Exchange Fluctuation Risk Insurance. The other guarantees which banks can offer to youthrough ECGC schemes are :--- Bid Bonds,--- Advance Payments Guarantee,--- Bank guarantee for due performance of the contract by the exporter,---Bank guarantee for payment of retention money,--- Bank guarantee for loans in foreign currencies. Details of these schemes can be obtained from your own banker or local office of the Export Credit and Guarantee Corporation of India Ltd.

The Shipments (Comprehensive Risks) Policy is the one ideally suited to cover risks in respect of goods exported on short-term credit. Shipments to associates or to agents and those against letter of credit can be covered for only political risks by suitable endorsements to the shipments (comprehensive risks) Policy. Premium is charged on such shipments at lower rates.

For obtaining a policy you should apply to the nearest office of the ECGC in the prescribed Form no.121 (obtainable from ECGC) along with the following documents :

i. Bank Certificate about the financial position 

ii. Application form for fixing the credit limit 

iii. Name/address of foreign buyer fixing sub-limits 

After examining the proposal, ECGC would send the exporter an offer letter stating the terms of its cover and premium rates. The policy will be issued after the exporter conveys his consent to the premium rate and pays a non-refundable policy fee of Rs. 100 for policies with maximum liability limit p 7 3 upto Rs. 5 lakhs; Rs. 200 between Rs. 5 lakhs and Rs. 20 lakhs and Rs. 100 for each additional Rs. 10 lakhs or part thereof subject to a ceiling of Rs. 2500.As commercial risks are not covered in the absence of a credit limit, you are advised to apply to ECGC for approval of credit limit on buyer in the prescribed Form No:144 (obtainable from ECGC) before making shipment. Credit limit is the limit upto which claim can be paid under the policy for losses on account of commercial risks. If no application for credit limit on a buyer has been made, ECGC accepts liability for commercial risks upto a maximum of Rs. 5,00,000 for D.P./C.A.D. transactions and Rs. 2,00,000 for D.A. transactions provided that at least three shipments have been effected to the buyer during the preceding two years on similar terms, at least one of them was not less than the discretionary limit availed of by the exporter and the buyer had made payment on the due dates.

Arranging Finance 
Financial assistance to the exporters are generally provided by Commercial Banks, before shipment as well as after shipment of the said goods. The assistance provided before shipment of goods is known as per-shipment finance and that provided after the shipment of goods is known as post-shipment finance.Pre-shipment finance is given for working capital for purchase of raw-material, processing, packing, transportation, ware-housing etc. of the goods meant for export. Post-shipment finance is provided for bridging the gap between the shipment of goods and realization of export proceeds. The later is done by the Banks by purchasing or negotiating the export documents or by extending advance against export bills accepted on collection basis. While doing so, the Banks adjust the pre-shipment advance, if any, already granted to the exporter. 

Pre-Shipment Finance
An application for pre-shipment advance should be made by you to your banker along with the following documents:

Confirmed export order/contract or L/C etc. in original. Where it is not available, an undertaking to the effect that the same will be produced to the bank within a reasonable time for verification and endorsement should be given. An undertaking that the advance will be utilised for the specific purpose of procuring/manufacturing/shipping etc., of the goods meant for export only, as stated in the relative confirmed export order or the L/C. If you are a sub-supplier and want to supply the goods to the Export/Trading/Star Trading House or Merchant Exporter, an undertaking from the Merchant

Exporter or Export/Trading/Star Trading House stating that they have not/will p 7 3 not avail themselves of packing credit facility against the same transaction for the same purpose till the original packing credit is liquidated. Copies of Income Tax/Wealth Tax assessment Order for the last 2-3 years in the case of sole proprietary and partnership firm. Copy of Exporter's Code Number (CNX). Copy of a valid RCMC (Registration-cum-Membership Certificate) held by you and/or the Export/Trading/StarTrading House Certificate. Appropriate policy/guarantee of the ECGC.

Any other document required by the Bank. For encouraging exports, R.B.I. has instructed the banks to grant preshipment advance at a concessional rate of interest. The present rate of interest is 10% p.a. for preshipment advance upto an initial period of 180 days. Preshipment advance for a further period of 90 days is given at the concessional rate of 13% p.a. Banks are free to determine the interest rate for advances beyond 270 days and upto 360 days.

Following special schemes are also available in respect of pre-shipment finance: 

Exim Bank's scheme for grant of foreign currency pre-shipment credit to exporters for financing cost of imported inputs for manufacture of export products.

Scheme of export packing credit to sub-suppliers from export order.

Packing credit for deemed exports.

Pre-shipment Credit in Foreign Currency (PCFC). For further details refer to Nabhi's "How to Borrow from Financial and Banking Institutions".

Post Shipment Finance
Post-shipment finance is the finance provided against shipping documents. It is also provided against duty drawback claims. It is provided in the following forms:

Purchase of Export Documents drawn under Export Order: Purchase or discount facilities in respect of export bills drawn under confirmed export order are generally granted to the customers who are enjoying Bill Purchase/Discounting limits from the Bank. As in case of purchase or discounting of export documents drawn under export order, the security offered under L/C by way of substitution of credit-worthiness of the buyer by the issuing bank is not available, the bank financing is totally dependent upon the credit worthiness of the buyer, i.e. the importer, as well as that of the exporter or the beneficiary. The documents dawn on DP basis are parted with through foreign correspondent only when payment is received while in case of DA bills documents (including that of title to the goods) are passed on to the overseas importer against the acceptance of the draft to make payment on maturity. DA bills are thus unsecured. The bank financing against export bills is open to the risk of non-payment. Banks, in order to enhance security, generally opt for ECGC policies and guarantees which are issued in favor of the exporter/banks to protect their interest on percentage basis in case of non-payment or delayed payment which is not on account of mischief, mistake or negligence on the part of exporter. Within the total limit of policy issued to the customer, drawee-wise limits are generally fixed for individual customers. At the time of purchasing the bill bank has to ascertain that this drawee limit is not exceeded so as to make the bank ineligible for claim in case of non-payment.

Advances against Export Bills Sent on Collection: It may sometimes be possible to avail advance against export bills sent on collection. In such cases the export bills are sent by the bank on collection basis as against their purchase/discounting by the bank. Advance against such bills is granted by way of a 'separate loan' usually termed as 'post-shipment loan'. This facility is, in fact, another form of post- shipment advance and is sanctioned by the bank on the same terms and conditions as applicable to the facility of Negotiation/Purchase/Discount of export bills. A margin of 10 to 25% is, however, stipulated in such cases. The rates of interest etc., chargeable on this facility are also governed by the same rules. This type of facility is, however, not very popular and most of the advances against export bills are made by the bank by way of negotiation/purchase/discount.

Advance against Goods Sent on Consignment Basis: When the goods are exported on consignment basis at the risk of the exporter for sale and eventual remittance of sale proceeds to him by the agent/consignee, bank may finance against such transaction subject to the customer enjoying specific limit to that effect. However, the bank should ensure while forwarding shipping documents to its overseas branch/correspondent to instruct the latter to deliver the document only against Trust Receipt/Undertaking to deliver the sale proceeds by specified date, which should be within the prescribed date even if according to the practice in certain trades a bill for part of the estimated value is drawn in advance against the exports.

Advance against Undrawn Balance: In certain lines of export it is the trade practice that bills are not to be drawn for the full invoice value of the goods but to leave small part undrawn for payment after adjustment due to difference in rates, weight, quality etc. to be ascertained after approval and inspection of the goods. Banks do finance against the undrawn balance if undrawn balance is in conformity with the normal level of balance left undrawn in the particular line of export subject to a maximum of 10% of the value of export and an undertaking is obtained from the exporter that he will, within 6 months from due date of payment or the date of shipment of the goods, whichever is earlier surrender balance proceeds of the shipment. Against the specific prior approval from Reserve Bank of India the percentage of undrawn balance can be enhanced by the exporter and the finance can be made available accordingly at higher rate. Since the actual amount to be realised out of the undrawn balance, may be less than the undrawn balance, it is necessary to keep a margin on such advance.

Advance against Retention Money: Banks also grant advances against retention money, which is payable within one year from the date of shipment, at a concessional rate of interest up to 90 days. If such advances extend beyond one year, they are treated as deferred payment advances which are also eligible for concessional rate of interest.

Advances against Claims of Duty Drawback: Duty Drawback is permitted against exports of different categories of goods under the 'Customs and Central Excise Duty Drawback Rules, 1995'. Drawback in relation to goods manufactured in India and exported means a rebate of duties chargeable on any imported materials or excisable materials used in manufacture of such goods in India or rebate on excise duty chargeable under Central Excises Act, 1944 on certain specified goods. The Duty Drawback Scheme is administered by Directorate of Duty Drawback in the Ministry of Finance. The claims of duty drawback are settled by Custom House at the rates determined and notified by the Directorate. As per the present procedure, no separate claim of duty drawback is to be filed by the exporter. A copy of the shipping bill presented by the exporter at the time of making shipment of goods serves the purpose of claim of duty drawback as well. This claim is provisionally accepted by the customs at the time of shipment and the shipping bill is duly verified. The claim is settled by customs office later. As a further incentive to exporters, Customs Houses at Delhi, Mumbai, Calcutta, Chennai, Chandigarh, Hyderabad have evolved a simplified procedure under which claims of duty drawback are settled immediately after shipment and no funds of exporter are blocked.

However, where settlement is not possible under the simplified procedure exporters may obtain advances against claims of duty drawback as provisionally certified by customs.

Negotiation of Export documents Drawn under L/C: This aspect has been discussed in the chapter on Special Care for negotiation of Export Documents under Letter of Credit.

Rates of Interest 
The rate of interest depends on the nature of the Bills, i.e., whether it is a demand bill or usance bill. Like pre-shipment, post-shipment finance is also available at concessional rate of interest. Present Rates of interest are as under: 

Demand Bills for transit period Not exceeding ( as specified by FEDAI) 10% p.a.

Usance for total period comprising usance period of ex-port bills, transit period as specified by FEDAI and grace period, wherever applicable:

a. Upto 90 days 10% p.a. 

b. Beyond 90 days and upto six 12% p.a.months from the date of shipment. 

c. Beyond six months from the 20% date of Shipment (Minimum) 

Against duty drawback etc., receive- Not exce-vable from Government covered by adding 10%ECGC guarantees (upto 90 days) p.a. 4. Against undrawn balance (upto 90 days) -- do -- 5.Against retention money (for suppl- -- do -- ies portion only) payable within one year from the date of shipment (upto90 days)

Normal Transit Period: Foreign Exchange Dealers Association of India (FEDAI) has fixed transit period for export bills drawn on different countries in the world. The concept of this transit period is that an export bill should normally be realised within that period. The transit period so fixed by FEDAI is known as 'Normal Transit Period' and mainly depends on geographical location of a particular country.

Direct and Indirect Bill: If the currency of the bill is the same as the currency of the country on which it is drawn, it is termed as direct bill, e.g. an export bill in US $ drawn on a place in U.S.A. However, if the currency of the bill in which it is drawn is different than the currency of the country on which it is drawn, it is termed as indirect bill, e.g. an export bill in US $ drawn on a place in Japan. The normal transit period fixed for indirect bill is on higher side as compared to transit period fixed for direct bills.

Notional Due Date: To determine the due date of an export bill we have to consider the following 3 components: (1) Normal transit period as fixed by FEDAI (2) Usance period of the bill (3) Grace period if applicable in the country on which the bill is drawn. Grace period is applicable only in the case of usance bills. The notional due date of an export bill may thus be calculated after adding all the above 3 components The concessional rate of interest is chargeable upto the notional due date subject to a maximum of 90 days.

FORFAITING FINANCE BY AUTHORISED DEALERS: Reserve Bank has now permitted the authorised dealers (Banks) to arrange forfeiting of medium term export receivables p 7 3 on the same lines as per the scheme of EXIM Bank and many International forfeiting agencies have now become active in Indian market. Forfeiting may be usefully employed as an additional window of export finance particularly for exports to those countries for which normal exports credit is not intended by the commercial banks.It must be noted that charges of forfaiting are eventually to be passed on to the ultimate buyer and should, therefore, be so declared on relative export declaration forms.

EXTERNAL COMMERCIAL BORROWINGS: Proposals for raising foreign currency loans/credits viz., Buyer's Credits, Supplier's Credits or Lines of Credits by firms/companies/lending institutions, banks, etc. for financing cost of import of goods, technology or for any other purposes, other than short-term loans/credits maturing within one year should first be submitted to government of India, Ministry of Finance (Department Economic Affairs), ECB Division, New Delhi for necessary clearance. The proposals are considered by the government on merits of each case and in the light of prevailing Government policy. For details refer to (1) NABHI'S FOREIGN EXCHANGE MANUAL & (2) NABHI'S MANUAL OF SEBI GUIDELINES ON CAPITAL ISSUES, EURO ISSUES, MERCHANT BANKNG & MUTUAL FUNDS

EXIM BANK FINANCE: Besides commercial banks,export finance is also made available by the EXIM bank. The EXIM bank provides financial assistance to promote Indian exports through direct financial assistance , overseas investment finance, term finance for export production and export development, pre-shipment credit, lines of credit, re-lending facility, export bills re-discounting, refinance to commercial banks, finance for computer software exports, finance for export marketing and bulk import finance to commercial banks. The EXIM Bank also extends non-funded facility to Indian exports in the form of guarantees. The diversified lending programme of the EXIM Bank now covers various stages of exports, i.e. from the development export markets to expansion of production capacity for exports, production for export and post shipment financing. The EXIM Bank's focus is on export of manufactured goods, project exports, exports of technology, services and export of computer software.

Forfaiting Finance from EXIM Bank: A new financing option for the Indian exporters is available under the forfaiting finance Scheme recently introduced by the EXIM Bank. Forfaiting is a form of trade finance involving discounting of medium-term export receivables with or without recourse to the exporter. The arrangement envisages discounting by Indian exporters of bill of exchange/promissory notes relating to export transactions which are "avalised" or guaranteed by the buyer's bankers with overseas forfaiting agencies on "without recourse" basis.Briefly, the procedure involved in the scheme of for p 7 3 faiting finance by the Exim Bank is as follows:

Exporter initiates negotiations with the prospective overseas buyer with regard to the basic contract price, period of credit, rate of interest, etc., After successful negotiations, he furnishes the relevant particulars such as name and country of overseas buyer, contract value, nature of goods, tenure of credit, name and country of guaranteeing bankers to the Exim Bank and requests for an indicative discounting quote. Exim Bank obtains the indicative quote of forfaiting discount together with commitment fee and other charges, if any, to be paid by the exporter, from an overseas forfaiting agency.

On receipt of the indicative quote from the Exim Bank, the exporter finalises the terms of the contract, loading the discount and other charges in the value and approaches Exim Bank for obtaining a firm quote. Exim Bank arranges to get the same from an appropriate overseas forfaiting agency and furnishes the same to the exporter. At this stage, exporter would be required to confirm acceptance of the arrangement to Exim Bank within a specific period as stipulated by that Bank.

The export contract clearly indicates that the overseas buyer shall prepare a series of avalised Promissory Notes in favour of the exporter and hand them over against the shipping documents to his banker. The Prommissory Notes will be endorsed with the words without recourse by the exporter and handed over to his banker in India for onward transmission to the Exim Bank.

Alternatively, the export contract may provide for exporter to draw a series of Bills of exchange on the overseas buyer which will be sent with the shipping documents through latter's banker for acceptance by the overseas buyer. Overseas buyer's banker will handover the documents against acceptance of Bills of Exchange by the buyer and signature of 'aval' or the guaranteeing bank. Avalised and accepted bills of exchange will be returned to the exporter through his banker. Exporter will endorse avalised Bills of Exchange with the words 'without recourse' and return them to his banker for onward transmission to the Exim Bank.

Exim Bank will forward the Bills of Exchange/Promissory Notes after verification to the forfaiting agency for discounting by the latter.

Exim Bank will arrange to collect the discounted proceeds of Promissory Notes/Bills of Exchange from the overseas forfaiting agency and effect payment to the nostro account of the exporter's bank as per the latter's instruction.

Understand Foreign Exchange Rates & Protect Against their Adverse Movement 
I. Exchange Rates: Export contracts are concluded either in Indian rupee or in foreign currency. Where the contracts are in Indian rupee, the related documents are also prepared in Indian rupees and no conversion is involved. However, where the bill is drawn in foreign currency, like US $, , DM etc., you will get Indian rupees only after the conversion of foreign currency at the appropriate exchange rate. Thus the exchange rates become very important to determine the Indian rupees payable. A favorable exchange rate will fetch you more rupees and vice-versa. It, therefore, becomes essential for you to gain some basic knowledge about exchange rate, the working out of its quotation by the banks, the factors determining the exchange rates in the market and the precautions you should take so as to avoid possible losses in future, due to adverse movement of the exchange rates. In the following paragraphs we shall endeavor to explain these issues. The rates applied by the banks for converting foreign currency into Indian rupees and vice versa are known as exchange rates. In other words, exchange rate is the rate at which one currency can be exchanged for another. There are two systems of quoting exchange rates : 

a. Direct Quotation: Where the price of foreign currency is quoted in terms of home or local currency. In this system variable units of home currency equivalent to a fixed unit of foreign currency is quoted. For example : US $ 1 = Rs. 40.00 

b. Indirect Quotation: Where exchange rates are quoted in terms of variable units of foreign currency as equivalent to a fixed number of units of home currency. For example : US $ 2,500 = Rs. 40.00 Till 1.8.1993 banks were required to quote all the rates on indirect basis as foreign currency equivalent to Rs. 100 except in case of sale/purchase of foreign currency notes and traveller cheques where exchange rates on direct quotation basis were quoted. 

From 2.8.1993 banks are quoting rates on direct basis only.There is distinction between inter-bank exchange rates and merchant rates. Merchant rates are the exchange rates applied by the bankers for transactions with their customers for various purposes, such as import, export, travel, remittances etc. These rates are calculated by the banks as per the guidelines issued by the Foreign Exchange Dealers Association of India (FEDAI). On the other hand inter-bank rates are the rates for transactions amongst the authorised dealers in foreign exchange. These rates depend on the market conditions. It is not in out of place to mention here that exchange rates are volatile and, therefore, you should make sincere efforts to choose appropriate time for tendering your export documents to the bank for purchase/negotiation. Therefore, plan your affairs in such a way that the documents are delivered to the bank when exchange rates are favorable enabling you to get more Indian rupees after conversion of foreign currency amount of the bill into Indian rupees. A distinction is also made between spot rates and forward rates. Spot rates are applicable on the day of transact p 7 3 tion , i.e, the same day, whereas forward rates are the rates fixed in advance for a transaction which will mature at a specified date or during a specified period in future. Quotations for spot rates only are generally available and the customers have to enter into specific contracts for forward rates. Foreign exchange rates are always quoted as two way price i.e., a rate at which the bank is willing to buy foreign currency (buying rate) and a rate at which the bank sells foreign currency (selling rate). Banks do expect some profit in exchange operations and there is always some difference in buying and selling rates. However, the maximum spread available to banks is restricted in terms of ceiling imposed by Reserve Bank of India. All exchange rates by authorised dealers are quoted in terms of their capacity as buyer or seller. Different sets of exchange rates are applied for various types of foreign exchange transactions as under : 

TT Selling Rate: This rate is applied for all clean remittances outside India i.e., for selling foreign currency to its customer by the bank such as for issuance of bank drafts, mail/telegraphic transfers etc. Bill Selling Rate: This rate is applied for all foreign remittances outside India as proceeds of import bills payable in India. This rate is a little worse than TT selling rate.

TT Buying Rate: This rate is appled for purchase of foreign currency by banks where cover is already obtained by banks in India. Thus all foreign inward remittances which are made payable in India are converted by applying this rate. A mail transfer issued by a bank in Dubai for US $ 10,000 drawn on (say) Oriental Bank of Commerce in New York.

Bills Rate: This rate is applied for purchase of sight export bills which will result in foreign remittance to India after realisation. This rate is worsen than TT buying rate and, in addition, interest will also be recovered by the bank for the period for which the bank is out of funds.

Forward Contracts 
Elimination of exchange risk due to movement in the exchange rat can be avoided by the following options: 

· By invoicing in Indian Rupees. 

· By fixing the Foreign Exchange Contract. 

First alternative is possible only when the buyer agrees to it. He may have his own reasons for not agreeing to invoice in Indian rupees. The second alternative is commonly resorted to. This alternative involves booking of forward exchange contract with your bank.

This means that pending submission of documents to the bank for purchase/negotiation, you have made firm commitment with the bank under which you agree to sell to the bank foreign exchange at a future date/period and the bank agrees to purchase at the firm rate the foreign exchange to be tendered by you on that date / during the agreed period.

Thus you are in a position to know in advance the exchange rate you are going to get on submission of your export documents. Thus, though you have to pay some charge for booking a forward contract, you are certain about the rupee amount of the bill on conversion of foreign currency at a future date. For booking a forward contract, you should approach your bank with whom you are enjoying a credit limit.

The bank will book a forward contract only against a firm export order showing description and quantity of the goods to be supplied, aggregate price and approximate date of shipment. The bank can accept telex, cable order/fax in this regard, provided you give an undertaking to produce the original one. Where shipment has already been completed, forward contract will be booked on the basis of export bill tendered by you. It can also be booked against an irrevocable Letter of Credit provided L/C is complete in all respects and you give a declaration to the bank that you have not booked any forward contract against the underlying sale contract covering shipments under the L/C.You must ensure delivery of the related documents within the agreed period of the contract. In case you fail to deliver the documents within the specified period, the forward contract needs to be cancelled and fresh contract booked for which your bank will levy cancellation charges as per the FEDAI Rules.

In case the documents are delivered before the stipulated period, it will involve early delivery and bank will levy charges for the early delivery, as per FEDAI Rules. Where the documents are not delivered at all, contract has to be cancelled either at your request or by the bank itself under certain circumstances, and this will entail cancellation charges as per the FEDAI Rules.

It, therefore becomes extremely important that the period of delivery of the export documents is carefully chosen and strictly adhered to, so as to avoid unnecessary charges on account of early delivery or cancellation of forward contracts. However, facility for substitution of export order is permitted by RBI on specific request if the unfulfilled export order and the substituted order is for the same commodity.

Procuring/Manufacturing Goods for Export & their Inspection by Government Authorities 
I. Procuring / Manufacturing Goods 

Once you are ready with the infrastructure for exporting goods and have obtained necessary finance, you should proceed to procure the goods for export. Procuring the goods should be done with extreme care and caution as to the quality and cost. However, procuring the raw materials etc. and manufacturing the goods for export will need extra efforts on your part. If you are an established exporter, you can have the facility of procuring raw materials under the Duty Exemption Scheme.

II. Compulsory Quality Control & Preshipment Inspection 

An important aspect about the goods to be exported is compulsory quality control and pre-shipment inspection. Under the Export(Quality Control and Inspection) Act, 1963, about 1000 commodities under the major groups of Food and Agriculture, Fishery, Minerals, Organic and Inorganic Chemicals, Rubber Products, Refractoriness, Ceramic Products, Pesticides, Light Engineering, Steel Products, Jute Products, Coir and Coir Products, Footwear and Footwear Products / Components are subject to compulsory pre-shipment inspection.

At times, foreign buyers lay down their own standards / specifications which may or may not be in consonance with the Indian standards. They may also insist upon inspection by their own nominated agencies. These issues should be sorted out before confirmation of order. Specific provisions have also been made for compulsory inspection of textile goods.

Products having ISI Certification mark or Agmark are not required to be inspected by any agency. These products do not fall within the purview of the export inspection agencies network. The Customs Authorities allow export of such goods even if not accompanied by any pre-shipment inspection certificate, provided they are otherwise satisfied that the goods carry ISI Certification or the Agmark.

Depending upon the nature of products, goods meant for export are inspected for quality in the following manner: Consignment to Consignment Inspection Each individual consignment is inspected by the Export Inspection Agency, Commodity Board and certificate of inspection is issued. The application for inspection for goods has to be submitted well in advance before the expected date of shipment of the consignment. Inspection of the consignment is generally carried out either at the premises of the exporter, provided adequate facilities exist therein for inspection, or at the port of shipment. The export inspection agency has a right to exercise supervision of inspected consignment(s) at any place or time.

The application should be made in duplicate in the new prescribed form 'Intimation for Inspection' as per standardised pre-shipment export documents to the nearest office of the respective Export Inspection Agency along with the following documents :

Particulars of the consignment intended to be exported. A crossed cheque/draft for the amount of requisite inspection fees or an Indian Postal Order.

· Copy of the Commercial Invoice. 

· Copy of letter of credit. 

· Details of packing specifications. 

· Copy of the export order/contract, indicating inter alia the buyer's requirement that goods are strictly according to the prescribed specifications, or as per samples etc. 

After satisfying itself that the consignment of exportable goods meets the requirements stipulated in the export contract/order, the inspection agency issues, generally within four days of receipt of intimation for inspection, the necessary certificate of inspection to the exporter in the prescribed proforma in five copies.

The certificate is issued in the standardised form which is aligned pre-shipment export document. (Three copies for exporter, original copy for customs use, the second copy for the use of the foreign buyer and the third copy for the exporter's use, fourth copy for Data Bank, Export Inspection Council, New Delhi and the fifth copy is retained with the agency for their own office record).

In-Process Quality Control (IPQC)
Certain products like chemicals or engineering goods are subject to this control. The inspection is done at various stages of production. The exporter has to get his unit registered as "Export Worthy" and keep record of processing and production. Inspection by the officers of Export Inspection Agency is done from time to time. The certification of inspection on the end-products is then given without in-depth study at the shipment stage. Under this system, export is allowed on the basis of adequacy of in-process quality control and inspection measures exercised by the manufacturing units themselves. The certificates of inspection in favor of the units approved under the scheme are issued by the Export Inspection Agencies (EIAs) in the normal course. However, these units are kept under surveillance by the EIAs and random spot checks of the consignments are carried out by them. Units approved under this system of in-process quality control may themselves issue the certificate of inspection, but only for the products for which they have been granted IPQC facilities. However, these units have the option either to get the certificate from the Export Inspection Agencies (EIAs) or issue the same themselves. Consequently, the manufacturer exporters of products approved under the IPQC have been recognised as an agency for pre-shipment inspection for export of engineering products for which they have been approved by the Export Inspection Agencies at Bombay, Calcutta, Cochin, Delhi and Madras.

Self Certification Scheme
Large manufacturers/exporters, export houses/tradingp 7 3 houses are allowed the facility of Self-Certification on the theory that the exporter himself is the best judge of the quality of his products and will not allow his reputation to be spoiled in the international market by compromising on quality. The industrial units having proven reputation and adequate testing facilities have to apply to the Director (Inspection and Quality Control), Export Inspection Council of India, 11th Floor, Pragati Tower, 26 Rajendra Place, New Delhi-110008. They are granted a certificate valid for a period of one year, allowing them self-certification facility. The facility is available to manufacturers of engineering products, chemical and allied products and marine products. During this period the exporter can issue a certificate signed by himself or by a person authorised by him. The certificate has to indicate the number and date of EIA's reference for registration under Self-Certification Scheme. It has to be issued in the aligned format as per new standardised pre-shipment documents. The approval of an industrial unit under this scheme is notified in the Gazette of India and the exporter has to pay a lump sum fee to the export inspection agencies depending upon his export turnover.

Minimum Quality Norms prescribed by the Export Inspection Council should be maintained and achieved for the grant of facility under Self-Certification Scheme.

III. ISO 9000 

The discussion on quality control and preshipment inspection will be incomplete without saying a few words about ISO 9000.The ISO-9000 Series of Standards evolved by the International Standards Organisation has been accepted worldwide as the norm assuring high quality of goods. The ISO-9000 is also the hallmark of a good quality- oriented system for suppliers and manufacturers. It identifies the basic principles underlying quality, and specifies the procedures and criteria to be followed to ensure that what leaves the manufacturer / supplier's premises fully meets the customers requirements. The ISO-9000 series of standards are basically quality assurance standards and not product standards.ISO-9000 spells out how a company can establish, document and maintain an effective and economic quality control system which will demonstrate to the customer that the company is committed to quality. The series of Standards aims the following:

· Increased customer confidence in the company 

· Shift from a system of inspection, to one of quality management 

· Removing the need for multiple assessments of suppliers 

· Gaining management commitment 

· Linking quality to cost-effectiveness 

· Giving customers what they need 

The implementation of ISO-9000 Standards involves:

· Management education 

· Writing quality policy 

· Nominating a quality representative 

· Identifying responsibilities 

· Identifying business processes 

· Writing a quality manual 

· Writing procedures 

· Writing work instructions 

It is thus clear that the ISO-9000 series of standards constitute of concept of Total Quality Management (TQM).

Labeling, Packaging, Packing and Marking Goods 
An important stage after manufacturing of goods or their procurement is their preparation for shipment. This involves labeling, packaging, packing and marking of export consignments. Labeling requirements differ from country to country and the same should be ascertained well in advance from the buyer. The label should indicate quality, quantity, method of use etc. Special international care labels have been specified for the textile items by GINITEX, and the same should be scrupulously adhered to. Packaging fulfills a vital role in helping to get your export products to the market in top condition, as well as in presenting your goods to the overseas buyer in an attractive way. While packaging, quality should not be compromised merely to cut down costs, packaging should also be in conformity with the instructions issued by the importer. Packing refers to the external containers used for transportation . The shape of packing cases play a very important role in packing the cargo, and the nature of packing material to be used will depend upon the items exported As regard specification for the size, weight and strength care must be taken to ensure that the weight of standard case does not exceed 50 Kg. for easy handling of the cargo. Before packing and sealing the goods, it should be ensured that all the contents are properly placed in the case and the list of contents of packing notes should be prepared so that the buyer, the Customs authorities and the Insurance authorities can easily check the contents of each and every case. 

The consolidated statement of contents for a number of case is called the Packing List, which should be prepared in the prescribed standardised format.

Marking means to mark the address, number of packages etc. on the packets. It is essential for identification purpose and should provide information on exporters' mark, port of destination, place of destination, order number and date, gross, net and tare weight and handling instructions. It should also be ensured that while putting marks, the law of buyer's country is duly compiled with.

All shipping cases should be marked a number with special symbols selected by the exporters or the importers, so that the competitors cannot find out the details of the customers and the country of destination or supplier's country of despatch. Care should also be taken to ensure that the marking conforms to those written in the invoice, insurance certificate, bill of lading and other documents. The International Cargo Handling Co-ordination, Association has set out for the use of exporters a number of recommendations for the marking of goods carried by ocean-going vessels. They are equally useful for sending goods by other modes of transportation.

Suggestions:
The marks should appear in certain order. Essential data should be placed in oblong frames with lines 1.5 centimeters thick, and subsidiary information should be placed in another type of frame.

Declaration on large packages should be placed on two continuous sides, and for consignments bound together on a pallet, also on the top.

Handling instructions should be placed on all four sides. Similar packages, such as goods in sacks, should be marked on two opposite sides.

Lettering should be at least 7.5 centimeters high for essential data, and at least 3.5 centimeters for subsidiary data. If the package is too small for such letter, other sizes may be used, but in the same ratio. The sizes of the symbols should also be in proportion to the size of the package and of the other markings.

Only fast dyes should be used for lettering. Essential data should be in black and subsidiary data in a less conspicuous colour; red and orange lettering should be reversed for dangerous goods only. For food packed in sacks, only harmless dyes should be employed, and the dye should not come through the packing in such a way as to affect the goods.

Stick-on labels should only be used on individual package or parcel and all old labels should be removed. Marking should be made by stencil or by branding or by pencil or brush without a stencil. If stencils are used, care should be taken that the letters and figures are perfectly legible to prevent confusion. This is especially true of the letters and figures --- B.R.P, O, G-G-D-C, H.N; 3-8 : 6-9 and 1-7.

The surface to be marked should be smooth and clean. If packages are to be bonded, they can be marked before this is done; the hoops should not however, cover the markings.

The figure should indicate the total number of packages making up the consignment and the consecutive number of the individual package. For example :1520/15/1 identifies the first package of a total number of 15 packets and 1520/15/15 the last one.

The name of the ship and the bill of lading number should be shown when this is possible. Handling instructions must appear in the language of the exporter and importer, and also, if possible, in the language of the countries where goods are to be handled en route or trans shipped.

New Excise Procedure 
All excisable goods exported out of India are exempt from payment of Central Excise Duties, for which two different procedures have been approved

Rebate of Duty on Goods Export Procedure

Under the first procedure, known as 'Rebate of duty on Goods Export. The manufacturer has first to pay the excise duty on goods meant for export and then claim refund of the same after exportation of such goods to countries except Nepal and Bhutan. This is done under Rule 12 of Central Excise Rules. Under this rule, rebate of duty is granted for the finished stage as well as input stage. Rebate of duty in respect of the excisable materials used in the manufacture of the exported goods shall not be allowed if the exporter avails of the drawback allowed under the Customs and Central Excise Duties Drawback Rules, 1995 or Modvat. The following procedure should be followed while exporting under the rebate of duty. Removal of goods under claim of rebate from a factory or warehouse without examination by the Central Excise Officers. The exporters are allowed to remove the goods for export on their own without getting the goods examined by the Central Excise Officers. Form AR4 in such cases should be prepared in sixtuplicate, giving all particulars and declarations. The exporter shall deliver triplicate, and quadruplicate, quintuplicateand sixtuplicate copies of AR4 to the Superintendent of Central Excise having jurisdiction over the factory or the warehouse, within 24 hours of the removal of the consignment and would retain the original and duplicate copies for presenting along with the consignment to the Customs Officer at the point of export. The jurisdictional superintendent of Central Excise examines the information contained in AR4 and verifies the facts of payment of duty and other certificates/declarations made by the exporter. After he is satisfied that the information contained in the AR4 is true, he signs at appropriate places in the four copies of AR4 submitted to him and plus his stamp with his name and designation below his signature. He would then dispose of the triplicate, quadruplicate, quintuplicate and sixtuplicate copies of AR4 as under:-

i. Triplicate: To there bate sanctioning authority viz. Maritime Commissioner of Central Excise or the assistant commissioner of Central Excise declared by the exporter on the AR4. This copy on the request of exporter may be sealed and handed over to the exporter / his authorized agent for presenting to the rebate sanctioning authority. 

ii. Quadruplicate: To the Chief Accounts Officer in the Commissionerate Headquarters. 

iii. Quintuplicate: Office copy to be retained by the Central Excise Officer. 

iv. Sixtuplicate: To be given to the exporter. 

Procedure for exports under Central Excise Seal Where the exporter desires the sealing of the goods by the Central Excise Officers so that the export goods may not be examined by the Customs Officers at the Port/Airport of shipment, he should present an AR4 application in sixtuplicate to the Superintendent of Central Excise having jurisdiction over the factory/warehouse at least 24 hours before the intended removal of the export goods from the factory/warehouse. The Superintendent of Central Excise may depute an Inspector of Central Excise or may himself go for sealing and examination of the export consignment. Where the AR4 indicates that the export is in discharge of an export obligation under a Quantity-based advance License or a Value-based Advance License issued under the Duty Exemption Scheme, in such cases the consignment is invariably examined and sealed by the Superintendent of Central Excise himself. The Central Excise Officer examining the consignment would draw samples wherever necessary in triplicate. He would hand over two sets of samples, duly sealed, to the exporter or his authorized agent, for delivering to the Customs Officers at the point of export. He would retain the third set for his records. The export consignment is carefully examined vis-`-vis the description of goods, their value and other particulars/declarations on the AR4. The Central Excise Officer verifies the facts of payment of duty and other certificates/declarations made by the exporter. After he is satisfied that the information contained in the AR4 is true he would allow the clearances and also sign all the six copies of the AR4 at appropriate places and put his stamp with his name and designation below his signature. The copies of AR4 are disposed of as under:

Original and Duplicate: To the exporter for presenting to Customs Officer at the point of export along with the export consignment.

Triplicate: To the rebate sanctioning authority i.e. Maritime Commissioner of Central Excise or the jurisdictional Assistant Commissioner of Central Excise, as declared by the exporter on the AR4. The Central Excise officer may handover this copy under the sealed cover on exporter's request.

Quadruplicate: To the Chief Accounts Officer at his Commissionerate Headquarters.

Quintuplicate: To be retained for records.

Export under Bond Procedure
Under the second procedure known as "Exports Under Bond" goods can be exported out of India except to Nepal or Bhutan without prior payment of duty subject to the execution of the Bond with security / security for a sum equivalent to the duty chargeable on the goods to be exported. This is done under Rule 13 of Central Excise Rules which deals with export of goods in Bond as well as utilisation of raw materials etc. without payment of duty for manufacture and export of excisable goods. The following procedure has been prescribed in this regard.

Bills (

4.5 C & F AGENT
For Air shipment:

01:       MAWB  = Master air way bill  [ Execute from airlines ]

02:       HAWB   = House air way bill  [Forwarder BL ] 

03:       DUMMY BL = Provide to shipper . [Shipper make the document's G.S.P and C.O

            GSP = Generalized  System of Preferences. /  FORM A

            C.O = Certificate of Origin

HAWB = 02  For non negotiable  . 

             = 04 copy with pouch document  . ( Attached in cargo )

              = 03 copy for shipper 

And for SEA shipment :

For forwarder BL ( Bill of lading )

01.  Original copy =03

02.  Dummy bl copy=02

03.  Non negotiable copy =07 

From Shipping line :

01 . Original copy 01 or 03

02. 03 Non negotiable copy

4.6 BANK
Function of Foreign Exchange (An overview)
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3.2.1 Import Department

3.2.1.1 Import Procedure

An importer is required to submit the following documents in order to get a license to import through ONE Bank Limited, Gulshan Branch –

· A bank account with the branch;

· Import Registration Certificate (IRC);

· Tax Payer’s Identification Number (TIN);

· Pro forma Invoice Indent;

· Membership Certificate from a recognized Chamber of Commerce & Industry or Town Association or registered Trade Association;

· Letter of Credit Authorization (LCA) Form properly filled in duplicate signed by the importer;  

· L/C Application duly signed by the importer;

· One set of IMP Form;

· Insurance Cover Note with money receipt;

· VAT Registration Certificate (for Commercial Importers);

· In case of Public Sector, attested photocopy of allocation letter issued by the allocation authority, Administrative Ministry or Division specifying the source, amount, purpose, validity and other terms and conditions against the imports;

Any such documents as may be required as per instruction issued/to are issued by the Chief Controller of Imports & Exports (CCI&E) from time to time.

On receipt of the LCA Form and the other documents, the branch officials carefully scrutinize the documents and lodge the same in their respective registration books and duly verify the signature of the importer put on the LCA Form. 

To import, a person should be competent to be an ‘Importer’. According to the “Import & Export Control Act, 1950”, the office of the Chief Controller of Imports & Exports (CCI&E) provides the registration (IRC) to the importer. After obtaining the IRC, the person has to secure a “Letter of Credit Authorization” (LCA) registration from the 

Registration Unit of Bangladesh Bank. After getting the LCA registration, a person becomes a qualified importer. He is the person who requests or instructs the opening bank to open an L/C is also called the “Opener” or “Applicant” of the credit.

3.2.1.2 Types of Importer

Import is the flow of goods and services purchased by economic agents located in one country from economic agents located in another. Hence, import of merchandise essentially involves two things: bringing of goods physically into the country and remittance of foreign exchange towards the cost of the merchandise and services connected with its dispatch to the importer. In case of import, the importers are asked by their exporters to open letters of credit so that their payment against goods is ensured. 

(See Figure 17)









Types of Importers

3.2.1.3 Documentary Credit/Letter of Credit (L/C)
Documentary Credit is an assurance of payment by the bank. It is an arrangement under which the bank at the request of the buyer or on its own undertakes to make payment to the seller provided specified documents are submitted. 

Documentary Credit is an arrangement whereby a bank (Issuing Bank) acting at the request and on the instruction of a customer (the Applicant) or on its own behalf undertakes to make payment to or to the order of a third party (the Beneficiary) or to accept and pay bills of exchange (Draft) drawn by the beneficiary, or authorize another bank to negotiate against stipulated documents provided the terms and conditions to the credit are complied. Thus, documentary credits are akin to bank guarantees. In popular language, they are known as letters of credit (L/Cs). Bank guarantees are, however, issued to cover situation of non-performance whereas documentary credits are issued on behalf of the buyer to cover situation of performance, i.e., the Issuing Bank agrees to make payment to the beneficiary once he surrenders the requisite complying documents. However, the term documentary credit has of late been extended to cover the situation of non-performance too. Documentary credits have gained wider acceptance in international trade for they try to safeguard the interest of both the buyer and the seller by reducing their risks. Thus, documentary credit offers a unique and universally used method of achieving a commercially acceptable arrangement by providing for payment to be made against complying documents that represent the goods and making possible the transfer of those goods.  

3.2.1.3.1 Form of Letter of Credit (L/C)
A Letter of Credit (L/C) may be two forms. These are given below :
                  3.2.1.3.1.1 Revocable Letter of Credit (L/C).
                  3.2.1.3.1.2 Irrevocable Letter of Credit (L/C).
3.2.1.3.1.1 Revocable Letter of Credit (L/C)
If any Letter of Credit (L/C) can be amendment or change of any clause or canceled by consent of the exporter and importer is known as Revocable Letter of Credit (L/C).
A Revocable Letter of Credit (L/C) can be amended or canceled by the issuing bank at any time without prior notice to the beneficiary. It does not constitute a legally binding undertaking by the bank to make payment. Revocation is possible only until the documents have been honored by the issuing bank or its correspondent. Thus a revocable credit does not usually provide adequate security for the beneficiary.

3.2.1.3.1.2 Irrevocable Letter of Credit (L/C)
If any Letter of Credit (L/C) cannot be changed or amendment without the consent of the importer and exporter is known as Irrevocable Letter of Credit (L/C).
Irrevocable Credit constitutions a firm undertaking by the issuing bank to make payment. It therefore, gives the beneficiary a high degree of assurance that he will pay to his goods or services provide he complies with terms of the credit.
3.2.1.3.2 Parties to a Letter of Credit (L/C)
A Letter of Credit (L/C) is issued by a bank at the request of an importer in favor of an exporter from whom he has contracted to purchases some commodity or commodities. The importer, the exporter and the issuing bank are parties to the Letter of Credit (L/C). There are however, one or more than one banks that are involved in various capacities and at various stages to play an important role in the total operation of the credit.

3.2.1.3.2.1 The Opening Bank/ the Issuing Bank
3.2.1.3.2.2  The Advising Bank
3.2.1.3.2.3  The Buyer and the Beneficiary
3.2.1.3.2.4  The Paying Bank
3.2.1.3.2.5  The Negotiating Bank
3.2.1.3.2.6  The Confirming Bank

3.2.1.3.2.1 The Opening Bank/ the Issuing Bank
The opening Bank is one that issues the Letter of Credit (L/C) at the request of the buyer. By issuing a Letter of Credit (L/C) it takes upon itself the liability to pay the bills drawn under the credit. If the drafts are negotiated by another bank, the opening Bank reimburses that Bank. As soon as the opening Bank, issuing a Letter of Credit (L/C), it express its undertaking to pay the bill or bills as and when they are drawn by the beneficiary under the credit. When the bills are presented to or when antic is received that bills have been presented to a paying or negotiating Banks its liability matures.

3.2.1.3.2.2  The Advising Bank
The Letter of Credit (L/C) is often transmitted to the beneficiary through a bank in the latter country. The bank may be a branch or a correspondent of the opening bank. The credit is some times advised to this bank by cable and is then transmitted by it to the beneficiary on its own special form. On the other occasions, the letter is sent to the bank by mail or telex and forwarded by it to the exporter. The bank providing this service is 

known as the Advising Bank. The Advising Bank undertakes the responsibility of prompt advice of credit to the beneficiary and has to be careful in communicating all its details.

3.2.1.3.2.3  The Buyer and the Beneficiary
The importer at whose request a Letter of Credit (L/C) is issued is known as the buyer. On the basis of strength of the contract that he makes with the exporter for the purchase of some goods that the Letter of Credit (L/C) is opened by the opening bank. 

The exporter in whose favor the credit is opened and to whom the Letter of Credit (L/C) is addressed is known as the beneficiary. As the seller of goods he is entitled to receive payment, which he does by drawing bills under the Letter of Credit (L/C). As soon as he has shipped the goods and has collected the required documents, he draws a set of papers and presents it with the documents to the opening bank or some other bank mentioned in the L/C. 

3.2.1.3.2.4  The Paying Bank
The paying bank only pays the drafts drawn under the credit but under takes no opening bank, by debating the latter accounts with it if there is such an account or by any other measured up, between the two bankers. As soon as the beneficiary has received payment for the draft, he is out of the picture and the rest of the operation concerns only the paying bank and the opening bank.

3.2.1.3.2.5  The Negotiating Bank
The negotiating bank has to be careful in scrutinize that the drafts and the documents attached there to are in conformity with the condition laid down in the L/C. Any discrepancy may result in refused on the part of the opening bank to honor the instruments is such an eventuality the negotiating bank has to look back to the beneficiary for refund of the amounts paid to him.

3.2.1.3.2.6 The Confirming Bank
 Sometimes an exporter stipulates that a L/C issued in his favor be confirm by a bank in his own country. The opening this country to add its confirming to the credit the bank confirming the credit is known as the confirming bank and the credit is known as confirmed credit.

3.2.1.3.3 Procedure involved in L/C opening

Banks normally issued letter of credit (L/C) on forms, which clearly indicate the banks name and extent of the banks obligation under the credit.
L/C form for ONE Bank Limited, is given in the Appendix. The procedure involved for ONE Bank Limited, Gulshan Branch in opening an L/C is described below:

3.2.1.3.3.1 Application

At first, the L/C opener is required to fill the prescribed application form for requesting to open a L/C for him. L/C Application Form is a sort of an agreement between customer and bank based on which letter of credit is opened. Principal Branch provides a printed form for opening of L/C to the importer. A special adhesive stamp of value of Tk.150 is affixed on the form in accordance with Stamp Act in force. While opening, the stamp is cancelled. Typically the importer expresses his decision to open the L/C quoting the amount of margin in percentage. Usually the importer gives the following information in the form given by ONE Bank Limited. (See Appendix 6, pg 201)
· The mode of the transmission of document (Mail/Airmail or Swift in full) 

· Opener’s / The Importer’s Name & Address

· Beneficiary’s / Seller’s Name & Address

· Draft Amount (L/C Opening) – In Figures

· Draft Amount (L/C Opening) – In Words

· Trade Terms (CFR or FOB)

· Availability of the credit by At Sight Payment or Days Sight (Differed Payment)

· Brief description of the commodities to be imported

· Contract/ Proforma Invoice/ Indent Number with date

· H.S. Code No

· Tax Identification Number (TIN No)

· Country of Origin

· Letter of Credit Authorization Number Form (LCAF No)

· Import Registration Certificate Number (IRC No)

· VAT Registration Number

· Shipment from…………….... to………………by Sea/ Air/ Road, etc.

· Documents Required to submitted by the Opener/ Importer

( Commercial Invoice in Sextuplicate

( Packing List in Triplicate

( Full set of clean shipped on Board Ocean Bills of Loading/ Airway

     Bill/ Truck Receipt/ Other Documents relating to shipment drawn or

     endorsed to the order of ONE Bank Ltd.

(Certificate of Origin issued by chamber of commerce or any similar

     institutions.

· Last date of Shipment

· Last date of Negotiation

· Insurance Cover Note/ Policy No

· Insurance Company Name & Address

· Part shipment: Allowed or Prohibited

· Transshipment: Allowed or Prohibited

· Other Terms and Conditions, if any

· Signature of Applicant and Account No.

At the back of the L/C, the officials of ONE Bank Limited, Gulshan Branch will fill up the spaces specified in the Form.

( L/C Amount in Foreign Currency

( Exchange Rate (Local Currency’s Exchange Rate as of the L/C Opening Date)

( L/C Amount in Taka (L/C Amount in Foreign Currency ( Exchange Rate)

( Contra Liability Taka (Round Figures)

( Approving Authority

( Approval Number & Date

( % Margin Tk

( Commission Tk.

( Stamp Charges Tk.

( Telex/ Cable Charges/ Postage Tk.

( Handling Charges Tk.

( Miscellaneous Tk

( Total Amount in Tk.

( Signature of Dealing Officer, ONE Bank Limited
Banks deal in documents and not in goods. Once the bank has issued the credits its obligation to pay is conditional on the presentation of the stipulated documents with in the prescribed time limit. The applicant cannot prevent a bank from honoring the documents on the grounds that the beneficiary has not delivered goods on redder reissues as contracted.

The Bank will supply the following documents before opening of the L/C :
a.  LCA Form.
b. Application and Agreement form.
c. IMP Form
d. Necessary charge documents for documentation.

The above documents / papers must be completed duly signed and filled in by the party according to the instruction of the banker.

3.2.1.3.3.2 Presentation of the Documents
As soon as the seller /exporter receives the L/C and is satisfied that he can deliver the goods mentioning in the L/C he is going to make shipment of the required goods to the buyer and after that, he presents the documents evidencing dispatching of goods to the negotiating bank on or before the stipulated expiry date of the credit. After receiving all the documents, the negotiating bank then checks the documents against the credit. The documents are sent to the issuing bank i.e. OBL and the bank will scrutinize all the documents and terms and conditions mentioning in the L/C.  

The bank will check the following documents:

· Insurance Cover Note

· Commercial/Performa Invoice

· Bill of Lading

· Certificate of Origin

· Packing List

· Shipping Advice

· Bill of Exchange

· Pre-shipment Inspection Report

· Shipment Certificate

· Clean Report of Finding (CFR)

3.2.1.3.3.3 Examination of Documents

· Letter of Credit
· The documents should have been negotiated or presented before expiry of the credit. 

· The amount which drawn should not exceed the amount available under the credit

· Commercial Invoice

· It has to be verified that the commercial invoice has been properly drawn and signed by the beneficiary according to the terms and conditions of L/C.

· The beneficiary should properly invoice the merchandise.

· The merchandise is invoiced to the importer on whose account the L/C is opened.

· The description of merchandise & the unit price correspond with that in the L/C. 

· The import license or IRC number of the importer, indenters’ registration number and Letter of Credit Authorization number are incorporated in the Invoice.

· Bill of Exchange

· It has to be verified that the bill of exchange has been properly drawn and signed by the beneficiary according to the terms and conditions of L/C.

· The amount in the Bill is identical with amount mentioned in the invoice.

· The amount drawn does not exceed the amount mentioned in the L/C.

· The amount in words and figures should be same.

· The bill of exchange should be properly endorsed.

· The Bill of Lading

· First, it has to be cleared that the Bill of Lading is showing “Shipped on Board” and it has to be properly endorsed to the bank.

· The B/L should include the description of the merchandise according to invoice.

· The port of shipment and destination, date of shipment and the name of the consignee are in agreement with those mentioned in the L/C.

· The shipping company or their authorized agents properly sign the B/L.

· The date on the B/L is not ‘stale’ which means it is not dated in unreasonably long time prior to negotiation.

· The Insurance Cover Note

· Is the insurance documents specified in the credit submitted?

· Does the insurance cover the risks mentioned in the credit in the currency of the credit and for the prescribed amount but not less than CIF value?

· Is the insurance documents dated not later than the shipping documents?

· Does the insurance policy/Certificate agree with other documents as regards description, weight & marks of the goods, mode of transport & the route?

· Does the insurance company attached and as far as necessary, endorsed issue all the copies?

· Certificate of Origin

· The Merchandise described in the Certificate is in accordance with the L/C.

3.2.1.3.3.4 Scrutinizing

After receiving the application form with other required documents submitted by the opener, they are to be thoroughly scrutinized.

The ONE Bank Limited Official scrutinizes the application in the following manner according to the L/C manual: 

· The terms and conditions of the L/C must be complied with UCPDC 500 and Exchange Control & Import Trade Regulation.

· Eligibility of the goods to import

· The L/C must not be opened in favor of the importer.

· Radioactivity report in case of food item.

· Survey report or certificate in case of old machinery

3.2.1.3.3.5 Determining Margin

 If all the documents along with the application are in order, the financial position and credit worthiness of the importer, market demand of the good will is assessed. Margin for letter of credit will also be determined. The rate of margin depends on the financial condition of the banker, importers previous performance, status of relationship with the importer, nature of goods etc. This margin is to be retained from the importer either in cash or in debiting the importer current account with the bank. The importer is also required to pay the other concerning charge like foreign corresponding charge, telex charge if any, handling charge, and commission etc.

3.2.1.3.3.6 Advising a Letter of Credit

The advising or notifying bank is the bank through which the L/C is advised to the exporter. It is a bank situated in the exporting country and it may be a branch of the opening bank. It becomes customary to advise a credit to the beneficiary through an advising bank. Advising depicts the proof of authenticity of the credit to the seller. The opening bank has a corresponding relationship or arrangement throughout the world by which the L/C is advised. Actually, the advising bank does not take any liability if otherwise not requested. (See Figure 18)


APPLICATION


ISSUE L/C 


Advising of Letter of Credit
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3.2.1.3.3.7 Adding Confirmation

The confirming bank does adding confirmation. Confirming bank is a bank, which adds its confirmation to the credit, and it is done at the request of the issuing bank. The confirming bank may or may not be the advising bank. The advising bank usually does not do it if there is not a prior arrangement with the issuing bank. By being involved as a confirming agent the advising bank undertakes to negotiate beneficiary’s bill without recourse to him.                             

3.2.1.3.3.8 L/C Transmitting

Letter of credit can be transmitted to the advising bank through SWIFT (Society for Worldwide Inter bank Financial Telecommunication). (See Figure 19)

After verifying all that the respective officer opens an L/C. 




Sending Message by SWIFT

In the SWIFT following information are provided:

· Address of the L/C issuing bank

· Input message type 

· Name of the Advising Bank

· Form of documentary credit (Revocable /irrevocable)

· L/C No

· Date and place of expiry

· Applicant/Importer

· Beneficiary /Exporter

· USD

· Draft at (sight)

· Partial shipment allowed or not
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· Trans-shipment

· Ships on board or deck

· Description of goods and services

After giving the message to the advising bank, the bank keeps Margin on total L/C value. Normally the margin is kept 40 % or it is based on banker customer relationship or based on goods imported. 

3.2.1.3.3.9 Negotiating

The beneficiary (exporter) receives the letter of credit from advising bank. After proper shipment of goods as per terms and conditions of the L/C, required documents like Commercial Invoice, Bill of Lading, and bill of exchange are presented to the negotiating bank by the beneficiary for negotiation. If the documents are in order as per L/C then the negotiating bank negotiates the drafts making payment to the beneficiary. Then the negotiating bank forwards the drafts along with the shipping documents to the L/C opening bank. The negotiating bank reimburses the amount paid against the draft from reimbursement bank (authorized by opening bank) by debiting Nostro A/C of the opening bank. Negotiating banks have the option to send the drafts and documents to the opening bank for collection.

3.2.1.3.3.10 Amendment

After opening of L/C sometime alteration to the original terms and conditions become necessary. These amendments involve changes in

              (i) Unit price 

              (ii) Extension of validity the L/C

Such amendments can be affected only if all the concerned parties agree i.e. the beneficiary, the importer, the issuing bank and the advising bank. 

For any amendment the importer must request the issuing bank in writing duly supported by revised Indent/ Performa invoice. The issuing bank then advises the required amendment to the advising bank. L/C amendment commission including postage is charged to the clients A/C. 
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3.2.1.3.3.11 Making the payment through the Reimbursing Bank
The L/C issuing bank after getting the document and check the document and if the terms and condition meet the requirement, the issuing bank take initiative to make payment to the exporter through reimbursing bank. (See Figure 20)




                                                       Reimbursing Bank

The issuing bank then inform the importer that his document has come to the Bank and by giving the payment he can release the document and unloading his good from the ship or any other place as per L/C terms and conditions. After giving the payment to the bank, the bank will give the following accounting entries:




3.2.1.3.3.12 Payment against Documents (PAD)
After realizing the telex charge, service charge, interest (if any), the shipping documents is then stamped with PAD Number & entered in the PAD Register. Intimation is given to the customer calling on the bank’s counter requesting retirement of the shipping documents. After passing the necessary vouchers, endorsement is made on the back of the Bill Of Exchange as “Received Payment” and the Bill of Lading is endorsed to the effect “Please deliver to the order of        M/S---------”, under two authorized signatures of the bank’s officers (P.A. Holder). Then the documents are delivered to the Importer.
The different categories of L/C opened in ONE Bank Limited, Gulshan Branch are mentioned below: (See Table 3)

	Category
	Description

	01
	Total Cash L/C. The payment is made at site and the Master L/C is taken into Lien at the time of opening. This particular category is not applicable for any Back to Back L/C. 

	02
	This sort of L/C is opened without having any Master Export L/C into Lien.  

	04
	Local Back to Back L/C. Any L/C opened for shipment within the boundary of the country. It is opened against lien of Master Export L/C. Ready Made Garment Industries usually open this type of L/C.

	05
	Bangladesh Bank giving the guarantee as permission to open the L/C. The L/C is opened against Master Export L/C being into Lien. At Sight payment is made

	06
	Foreign Back to Back L/C. Any L/C opened for shipment outside the boundary of the country.

	10
	L/C opened only for shipment to the Dhaka Export Processing Zone (DEPZ) and Chittagong Export Processing Zone (CEPZ). L/C opened for only capital machinery and any other commodity is not considered in this category.

	12
	Back To Back L/C shipment from Dhaka Export Processing Zone (DEPZ) and Chittagong Export Processing Zone (CEPZ). The payment is made in 

US $.

	99
	Local L/C opened in Taka. Payment is made only in local currency. In this type of L/C, the margin may or may not be considered at the time of opening. Depending on the client’s interaction with the bank, the margin is considered.


Table: 3
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The serial of the L/C is given according to the branch, year and the category of the L/C.

For example: An L/C opened in Gulshan Branch, would be given the serial number as



( The branch code of Gulshan. Any category of L/C opened in Gulshan Branch, will contain this code. This code is always is fixed. 


· This number indicates the year of opening of the L/C. Any category of L/C will 

      contain the second code, opened in a particular year.

· This number indicates the category of the L/C. Different category of L/C will have its specific code. 

· This number indicates the serial number under a specific category of the L/C.

3.2.2 Export Department

The other type of L/C facility offered by ONE Bank Limited, Gulshan Branch is Export L/C.
The goods and services sold by Bangladesh to foreign households, businessmen and Government are called Export. The export trade of the country is regulated by the Imports and Exports (control) Act, 1950. There are a number of formalities, which an exporter has to fulfill before and after shipment of goods. The exports from Bangladesh are subject to export trade control exercised by the Ministry of Commerce through Chief Controller of Imports and Exports (CCI & E). No exporter is allowed to export any commodity permissible for export from Bangladesh unless he is registered with CCI & E and holds valid Export Registration Certificate (ERC). The ERC is required to be renewed every year. The ERC number is to be incorporated on EXP forms and other documents connected with exports. 

Readymade textile garments (both knitted and woven), Jute, Jute-made products, frozen shrimps, tea are the main goods that Bangladeshi exporters export to foreign countries. Garments sector is the largest sector that exports the lion share of the country's export. Bangladesh exports most of its readymade garments products to U.S.A and European countries. Bangladesh export about 40% of its readymade garments products to U.S.A. Most of the exporters who export through ONE Bank are readymade garment exporters. They open export L/Cs here to export their goods, which they open against the import L/Cs opened by their foreign importers.

3.2.2.1 Parties involved in Export L/C

· L/C Issuing Bank

· Importer

· Exporter L/C Advising Bank 

· Negotiating Bank

· The Paying /Reimbursing Bank

3.2.2.2 Documents for Export L/C
These documents should be submitted to the bank for negotiation:

· Export L/C

· EXP form

· Pro forma Invoice

· Bill of Exchange

· Invoice

· Certificate of Origin

· Bill of Lading

· Packing List

· Inspection Certificate

· Insurance Documents

· Any other document as per L/C

Respective officer must scrutinize all the documents with reasonable care to confirm whether the terms and conditions are right or wrong.

3.2.2.3 Procedure for Export L/C

These procedures are enumerated as follows:

3.2.2.3.1 Export Registration Certificate (ERC)
The exports from Bangladesh are subject to export trade control exercised by the Ministry of Commerce through Chief Controller of Imports and Exports (CCI & E). No exporter is allowed to export any commodity permissible for export from Bangladesh unless he is registered with CCI & E and holds valid Export Registration Certificate (ERC). The ERC is required to be renewed every year. The ERC number is to be incorporated on EXP forms and other documents connected with exports.

3.2.2.3.2  Obtaining EXP: 

After having the registration, the exporter applies to OBL with the trade license, ERC and the Certificate from the concerned Government Organization to get EXP. If the bank is satisfied, an EXP is issued to the exporter.

An EXP-Form contains the following particulars:

· Name and Address of Authorized Dealer

· Particulars of the commodity to be exported with code

· Country of Destination

· Port of Destination

· Quantity

· L/C value in Foreign Currency

· Terms of Sale

· Name and Address of Importer/ Consignee

· Bill of Lading/ Railway Receipt/ Airway Bill/ Truck Receipt/ Post Parcel Receipt No. and Date

· Port of Shipment

· Land Custom Post

· Shipment Date

· Name of the Exporter with address

· CCI & E's Registration number and date of the Exporter

· Sector (Public or Private) under which the Exporter falls.

3.2.2.3.3  Securing the order
Upon registration, the exporter may proceed to secure the export order. Contracting the buyers directly through correspondence may be done. Some buyers of goods like Jute and Jute goods maintain liaison office, representative of local agents who can be contracted to secure a deal. Sometimes, TCB, BJMC and BJEC secure bulk contracts and pass or allocate the contracts to the actual exporters.

3.2.2.3.4  Signing of the Contract 

While making a contract, the following points are to be mentioned,

· Description of the goods

· Quantity of the commodity

· Price of the commodity

· Shipment

· Insurance and marks

· Inspection

· Arbitration

3.2.2.3.5  The following points are to be looked for
· The terms of the L/C are in conformity with those of the contract.

· The L/C is an irrevocable one, preferably confirmed by the advising bank.

· The L/C allows sufficient time for shipment and a reasonable time for registration.

· If the exporter wants the L/C to be transferable, divisible and advisable, he should ensure those stipulations are specially mentioned in the L/C.

3.2.2.3.6  Procuring the Materials 

After making the deal and on having the L/C opened in his favor, the next step for the exporter is to set about the task of procuring or manufacturing the contracted merchandise.

3.2.2.3.7 Shipment of Goods
The following are the documents normally involved at the stage of shipment:

· EXP Form

· Photocopy of registration certificate

· Photocopy of the contract

· Photocopy of the L/C

· Freight certificate from the bank in case of payment of the freight at the port of lading is involved.

· Railway Receipt, Berge Receipt or Truck Receipt.

· Shipping instructions.

· Insurance policy.

3.2.2.4 Modes of Payment of Export Bills under L/C

The most common methods of payment under a L/C are as follows: (See Figure 29)









3.2.2.4.1  At Sight Payment Credit

In a Sight Payment Credit, the bank pays the stipulated sum immediately against the exporter’s presentation of the documents.

3.2.2.4.2  Negotiation Credit

In Negotiation credit, the exporter has to present a bill of exchange payable to him in addition to other documents that the bank negotiates.

3.2.2.4.3  Deferred Payment Credit

In deferred payment, the bank agrees to pay on a specified future date or event, after presentation of the export documents. No bill of exchange is involved. In OBL, payment is given to the party at the rate of D.A 60-90-120-180 as the case may be. But the Head office is paid at T.T clean rate. The difference between the two rates is the exchange trading for the branch.

.

3.2.2.4.4  Acceptance Credit

In acceptance credit, the exporter presents a bill of exchange payable to himself and drawn at the agreed tenor (that is, on a specified future date or event) on the bank that is to accept it. The bank signs its acceptance on the bill and returns it to the exporter. The exporter can then represent it for payment on maturity. Alternatively he can discount it in order to obtain immediate payment.

3.2.2.5 Reporting to Bangladesh Bank

At the beginning of the each month (within the first week), the reporting regarding the following information is mandatory. 

· Filling of E-2/P-2 schedule of S-1 category; which covers the entire month amount of import, category of goods, currency, country etc.

· Filling of E-3/P-3 schedule for all charges, commission with T/M form.

· Disposal of IMP form, which includes:

a) Original IMP is forwarded to Bangladesh Bank with invoice

b) Duplicate IMP is kept with the bank along with the bill of entry

c) Triplicate IMP is kept for office record

d) Quadruplicate is kept for Bangladesh Bank

Total Value of Export Documents Negotiated from January 2005 to June 2007

ONE Bank, Gulshan Branch

	Year
	Month
	Number of Documents 


	Value in 

Taka ‘000
	Total Value in Taka ‘000

	2005
	January
	51
	1,22,943
	

	
	February
	46
	63,214
	

	
	March
	53
	1,44,945
	

	
	April
	57
	77,991
	

	
	May
	69
	1,00,685
	

	
	June
	110
	2,36,456
	

	Half Year
	386
	7,46,234
	

	
	July 
	138
	35,001
	

	
	August
	156
	3,64,638
	

	
	September
	108
	3,15,625
	

	
	October
	108
	3,50,313
	

	
	November
	97
	2,44,597
	

	
	December
	87
	2,90,059
	

	Total Value of Export in 2005


	1080
	
	23,46,467

	2006
	January
	43
	1,56,857
	

	
	February
	55
	1,82,181
	

	
	March
	47
	1,75,774
	

	
	April
	50
	1,11,823
	

	
	May
	76
	1,58,768
	

	
	June
	94
	2,72,723
	

	Half Year
	365
	10,58,126
	

	
	July 
	141
	4,07,563
	

	
	August
	125
	3,45,918
	

	
	September
	98
	2,74,017
	

	
	October
	106
	3,40,583
	

	
	November
	74
	2,42,818
	

	
	December
	103
	4,35,559
	

	Total Value of Export in 2006


	1012
	
	31,04,584

	2007
	January
	57
	1,20,457
	

	
	February
	49
	1,66,489
	

	
	March
	59
	1,52,438
	

	
	April
	56
	1,59,225
	

	
	May
	58
	2,25,503
	

	
	June
	73
	2,73,647
	

	Total Value of Export in 2007 (Jan- June)


	352
	
	10,97,759
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The above Table 6 and Figure 30 shows the total number and the total amount of Export Documents Negotiated from the period of January 2005 to the half year end of June 2007 of ONE Bank Limited, Gulshan Branch. From the chart, it is evident that the number and the amount of Exports have increased gradually. In comparison of the year 2005, the value of Exports increased in the year 2006 in both the segments (January – June) and (July – December). The total amount therefore increased at the year end 2006. At the half year end of 2007 (January – June), the value of exports have also increased. It can be forecasted that at the year end 2007, the value of Exports will cross the figures of 2005 and 2006. As the Economy of Bangladesh is developing, the trade of home country with the foreign countries is increasing in number. Exports are always encouraged by the government of any country as it contributes in the development of the National Income. 

The majority of the Export Documents Negotiated in the OBL, Gulshan Branch is prepared for the Garments Businesses and other business sectors which include Shrimp Export, Tea, etc. 
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The above Figure 30 shows the Exports Documents Negotiated of the year 2005. The Table shows that the months from August to December, the value of Exports is greater than the figures of the months from January to July. The later half of the year experienced greater amount of Exports which indicates that there were more businesses that have opened the documents to export the goods to other local and business institutions, than the earlier months. 
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The above Figure 31 shows the Exports Documents Negotiated of the year 2006. The Table shows that the months from July to December, the value of Exports is greater than the figures of the months from January to June. The later half of the year experienced greater amount of Exports which indicates that there were more businesses that have opened the documents to export the goods to other local and business institutions, than the earlier months. 
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The above Figure 32 shows the Exports Documents Negotiated of the half year end of 2007 from the period of January to June. ONE Bank Limited, Gulshan Branch rendered the services to the business clients in larger amounts in the half year end of 2007 than any other time. The number and the total amount of Exports are higher and the figures have increased gradually over the time. This indicates that the businesses are flourishing in the country as the increase in Exports shows the position of the economy. It is predicted that by the year end of 2007, the number and the value of Exports will increase to a greater extent.

4.8 INSURANCE COMPANY

I visited  to  SADHARAN BIMA CORPORATION AND PHOENIX INSURANCE COMPANY LIMITED below I brif the observation.

4.8.1 Insurance Policy for Export Garments from  Bangladesh to Other Country: 

For the Export Insurance are three types

xviii. Truck risk insurance

xviii. Air Risk Insurance

xviii. Marine Cargo Insurance

For the export business buyer requerment is Marine Cover not eand invoivce paper and two copy of policy.

4.8.2 What Are Papers Issued By Insurance company:

Insurance company issue –

a. Marine Cover note

b. Marine Cover note premium rate and premium

c. Fire Policy

4.2.3 Payment Procedure of Against Any Claims:

When any accident happen and the  customer clam than Insurance company required the 

a. G.d police copy

b. If Fire Case Than Fire and civil defiance authority letter.

c. Justify to the Survey Company  and Letter

                   After all Document satisfy insurance company pay Payment in Chaque.

4.5 The Chittagong Port Bangladesh

The Chittagong Port is the principal seaport of Bangladesh handling about 92% of import-export trade of the country. As such its importance in the national economy is paramount. The Chittagong Port Authority (CPA) is a basic services provider. Its objective focuses mainly on providing necessary services and facilities to the port users efficiently and effectively at competitive price.

Historical Background of Chittagong Port

4th Century BC: Used to be called SHETGANG. Ships from Middle East and China used this Port. 

9th century: Omani & Yemeni traders landed in this Port. 

16th century: Used to be known as "PORTE GRANDE". Portuguese took great interest to use this port. 

1887: Formal Port operation started from 25th April. 

1895-1910: Four Jetties were constructed to handle 0.5 million tons of cargo. Port used to be administered jointly by Port Commissioners and Assam-Bengal Railway. 

1960: Chittagong Port Trust was formed. 

1976: Chittagong Port Authority was formed.

Chittagong through the Ages

The political status of Chittagong during the early days is rather sketchy. However, from the available records, it appears that in 151 A. D. the war Lord of Magadha named Chandra Surya occupied Chittagong and Arakan and established his Kingdom in the region and the same dynasty ruled up to 5th century A. D. In the 6th Century A. D. Chittagong was annexed by the king of Samatata and ruled by the Khargaraj dynasty for about 100 years. In the 8th century Dharmapal ruled Chittagong for a short period. In the 10th century A. D. Chittagong was annexed by Arakan kingdom. In the last part of 10th centaury, Chang Thump the king of Tripura conquered Chittagong. In the 11-12th century Chittagong was a part of Paga kingdom. King Damadar Dev ruled Chittagong during the 1st part of 13th century. From the writings of European traveller Marco Polo, it appears that in 1273 chittagong was conquered by the Tatar Khans. In the beginning of 14th century A. D. Chittagong was again annexed by Arakan kingdom. In 1340 Fakharuddin Mubarak Shah, the ruler of Sonargaon conquered Chittagong.

From that time up to the emergence of the Pathan rule in the 16th century but with certain brief intervals, Chittagong was ruled by the sultans of Gour. During the year 1538-39 Sher Shah’s General Noazish occupied Chittagong and till 1580 it was ruled by the Afgans. Though the Afghans left Bengal in 1575, Jamal Khan panni ruled Chittagong up to 1580. In 1580 she was re-captured by the Arakans and remained under the occupation till 1665, when Moghul General Shaestha Khan expelled Arakanese from Chittagong and the area from the south of the Feni river to the south of Shankha river was under the occupation of Moghuls. In 1756 Moghul General Adhu Khan of Dohazari Fort occupied the southern part of the river Shankha upto the north of Naf river from the Arakans.

In 1760 the Nawab of Bengal Mir Kashem gave away the ruler ship of this region to the East India Company through a mandate. From that time Chittagong was a part of India under the British rule till the partition of India. In 1971, the then East Pakistan emerged as an independent country known as Bangladesh and Chittagong became the major port of the country.

Introducing Chittagong Port

Shetgang

The history of Chittagong port dates back to the fourth century B.C. Although the political status of Chittagong and its region in pre-historic time is rather sketchy, but the periplus of the Erythrean Sea documents a vivid picture of the Port of Chittagong. The Yemeni and the Arab traders of Babylon of ancient time used to trade with Greece, Macedonia and in the East with India, Java, sumatra and China. For the purpose of trade they used to call at the Indian ports of Surat, Cochin, Tamralipta and Chittagong. According to Ptolemi, the famous historian, Chittagong was one of the finest port in the near and far east at that time. Malayan history bears that the greatest sailor Buddha Gupta sailed from Chittagong to Malya in the 4th century B. C. Chittagong derives its name from the Arabic word “Shetgang” (shet-Delta, Gang-the river). The Arab traders considered Chittagong to be the delta of the Ganges.

According to the works of Fa-hien, Hieu-en tsng, lbn Battuta, the port of Chittagong mingled with the ancient civilization of the world. Chinese, Turkish and traders from the Middle East and Europe used to trade with this part of the world through the port of Chittagong. Due to the southern part of Chittagong having emerged gradually from the Bay of Bengal, the actual site of the Port changed from time to time.

Samunda

During the 9th century the Muslim traders from Arabia and Yemen started using the port of Chittagong as their base port and its control remained in their hands for quite sometime. During the period the activities of the Port increased tremendously and name and fame of the port reached far and wide. The Port was developed so much by the Arabians that within a period of 100 years she surpassed the great Port of Tamluk. The Arabs called the Port “Samunda”.

“Porte Grand”

In the year 1517 Joaoda Silveria, the first Portuguese Captain reached the Port with his ship “LOPO SOANA” and the year 1526 marked the anchoring of vessels by Captain Caaz Penira at Chittagong. The third Portuguese Capitan Alfonso de Mellow landed at the Port near Chakaria in 1528. the Portuguese commanders who came to Chittagong name the Port as the PORTE GRANDE (a great Port ) and the records show the Porte Grande offered easy access and safe anchorage to ships of 20 feet draught.

British Period

With the advancement of the British during the 17th and 18th centuries the Portuguese slowly gave way to them. The growing importance of Chittagong as a natural outlet for the Northeastern regions of the then British-India ultimately led to the enactment of Port Commissioner’s Act of 1887 which was introduced on 25th April 1888 and the commissioners for the Port of Chittagong started functioning. Four jetties were built between the period 1899 and 1910 by the Assam Bengal Railway and the Port was administered jointly by the Port Commissioners and Port Railway.

Partition of India

With the partition of India in 1947, the Port of Chittagong was suddenly subjected to heavy pressure of more commercial activities, being the only Port of the eastern zone of the then Pakistan. The railway and the Port immediately undertook a short and long term plan and during the fifties, nine jetties including seven new and a number of pontoon berths and moorings were constructed.

Port Trust

Such rapid development necessitated the reorganization of the Port Management and as a result Chittagong Port Trust was formed in July, 1960, to do away with the dual administration of the Port by the Port Commissioners and the Port Railway.

Port Authority

Under the "Trust" system administration and quick development of the Port where not found to be picking up to meet the challenge of modernization and expansion. It was felt that more autonomy be given to the management for better administration and rapid development of the Port, hence by an Ordinance in September 1976, the Chittagong Port Authority came in to being.

Prospect

Port is a place where international shipping either originates, terminates or transits and thereby of necessity making it highly dynamic subject to keep pace with increasing commercial and economic activities. In spite of constraints in men and material and financial limitations the Port Authority has concentrated all its attention to the development of the Port and better management so as make it the nerve centre of the economic progress.

Container System

New Mooring Container Terminal (NCT)

Considering the growing need of containerization the CPA has developed the New Mooring Container Terminal (NCT) in the port adjacent to existing container terminal CCT.

Chittagong Container Terminal (CCT)

Holding Capacity 6,408 TEUs, Quay Length 450 m, CFS 12,700 Sq.m, Container Storage Yard 1,50,000 Sq.m, Railway Container Siding 550 m.

Statistical Information

Major Imports & Export

Import: Food grain, Cement clinker, Sugar, Salt, Fertilizer, General cargo, Iron Materials, Chemicals, Coal and Edible oil etc.

Export: Ready Made Garments, Knitwear, Fertilizer, Jute & Jute Products, Hides and Skins, Tea, Naphtha, Molasses, Frozen foods etc.

Cargo Handled

	Calender Year 
	Import (Tones)
	Export (Tones)
	Total (Tones)

	2004
	1,94,13,460
	24,58,972
	2,18,72,432

	2005
	2,29,89,122
	28,95,769
	2,58,84,891

	2006
	2,39,36,103
	30,89,550
	2,70,25,653

	2007
	2,42,36,261
	33,92,974
	2,7629,235

	2008
	2,44,92,707
	37,04,862
	2,81,97,569

	2009
	2,67,18,834
	37,63,747
	3,04,82,581

	2010
	3,28,13,208
	41,87,968
	3,70,01,176


Containers Handled

	Calender Year 
	Chittagong 
Port(TEUs) 
	Cargo 
(Tones) 
	Dhaka ICD 
(TEUs) 
	Cargo 
(Tones) 

	2004
	6,88,771
	65,55,885
	68,567
	4,36,088

	2005
	7,83,353
	76,95,431
	78,660
	4,83,440

	2006
	8,76,186
	85,17,130
	77,567
	3,25,305

	2007
	9,58,020
	96,06,032
	80,714
	3,31,216

	2008
	10,69,999
	102,16,055
	82,458
	4,34,628


Vessels Handled

	Calender Year 
	No. of Vessels 

	2004
	1764

	2005
	1892

	2006
	1957

	2007
	1945

	2008
	2099


Cargo Handling Including Inland & ICD

	Calender Year 
	Import
(Tons) 
	Export
(Tons)
	Inland(Tons)
	ICD
(Tons)
	Grand Total
(Tons) 
	Growth

	2005
	2,29,89,122
	28,95,769
	32,00,094
	4,83,440
	2,95,68,425
	19.97%

	2006
	2,39,36,103
	30,89,550
	26,33,565
	4,80,439
	3,01,39,657
	1.93%

	2007
	2,42,36,261
	33,92,974
	26,77,509
	4,92,644
	3,07,99,388
	2.19%

	2008
	2,44,92,707
	37,04,862
	25,18,564
	4,34,628
	3,11,50,761
	1.14%


Turn Around Time of Vessels

	Period
	Called VSL 
	Sailed VSL 
	Cont VSL 
	Bulk VSL 
	Lighters VSL 

	2002
	1622
	1602
	620
	982
	3

	2003
	1719
	1720
	659
	1061
	14

	2004
	1858
	1764
	691
	1073
	0

	2005
	1982
	1892
	744
	1148
	0

	2006
	2078
	1957
	851
	1106
	-

	2007
	2050
	1945
	946
	999
	-

	2008
	2257
	2099
	962
	1137
	-


Functions of Chittagong Port Authority

The functions of the authority shall be- 

1. to manage, maintain, improve and develop the port;   

2. to provide and maintain adequate and efficient port services and facilities in the Port or the approaches to the Port. 

3. to regulate and control berthing and movement of vessels and navigation within the Port; 

4. to do such acts and things as may be necessary or convenient to be done in connection with, or incidental or conductive to, the performance of its functions under this Ordinance.

Management Structure

1. Administrative Department

Mr. Mahibul Haque 
Director (Administration)

Responsible for enunciating policies on administrative and personnel matters etc.

2. Secretariat Department

Mr. Syed Farhad Uddin Ahmed
Secretary

Responsible for focusing attention of the major decision / task of each / level in the decision making structure & ensuring constant applications of over all policies of the board.

3. Engineering Department

Mr. Anjan Kanti Sarkar 
Chief Engineer. (Acting)

Responsible for preparing design, specification & contract documents of civil construction and manage execution of schemes including construction of jetties. Wharf, quay wall construction of transit sheds & warehouse, docks & slipway. road & pavements etc.

4. Traffic Department

Mr. K. M. Moazzem Hussain 
Director (Traffic)

Responsible for over-all supervision of works pertaining to Traffic Department.

5. Finance & Accounts Department

Mr. Abdul Baki Chowdhury
Chief Finance & Accounts Officer

Responsible for formulation of accounting & financial policies, procedures methods & system, statement & report including internal accounting & record keeping, preparation of budgets, budget guidelines etc.

6. Marine Department

Capt. Nazmul Alam
Dy. Conservator

Responsible for Marine operation & maintenance thereto.

7. Planning Department

Mr. Muniruzzaman
Chief Planning

To assess development requirements of the port of Chittagong, prepare development schemes, determine technical & economic feasibility of development projects.

8. Medical Department

Dr. Mir Md. Shafiullah
Chief Medical Officer

Responsible for controlling & administering all medical establishment & personnel.

9. Electric & Mechanical Department

Commander. M.S.A.A.F Shiblee 
Director (E & M)

Responsible for maintenance and conduct operation & maintenance schedule for the facilities & equipment for port operation.

10. Security Department

Lt. Col. Kamrul Islam
Director (Security)

Responsible for taking precautions on the port property to prevent any possible breach of the Security measures and to report such measures to the Management.

11. Audit & Inspection Department

Mr. Md. Elias Reza
Chief Audit Officer

Conducting audit and inspection to ensure the port authority's assets are adequately and safeguarded and properly utilized.

12. Store Department

Mr. Bindu Smriti Chakma 
Controller of Stores (Acting)

To Co-ordinate with all consuming departments and other agencies so as to identify the annual requirements on the basis of the forecast & thus ensure proper planning of procurement on least-coat-basis.

13. Marine workshop

Khurshid Alam
Dy. Chief Engineer (Marine)

To ensure optimum use of equipment and vessels within the purview of Marine workshop.

14. Hydrography Department

Lt. Cdr. M. Minarul Hoque
(H1), psc, BN

Chief Hydrographer

Responsible for detail Hydrographic survey investigations to measures the flow direction Velocity & cross section survey for River Training works and preparation of location plan for dredging.

15. Project Management Unit (Newmooring Container Terminal)

Mr. Md. Khademul Bashar (Acting)
Project Director / N. C. T. (PMU)

Mr. Nasir Uddin
Executive Engineer

Responsible for project implementation of Newmooring Container Terminal on SOT basis.

16. Project Management Unit (Ctg Port Trade Facilitation Project)

a. Mr. Khairul Mostofa
Project Director / (CPTFP) PMU

b. Mr. Arun Bhattacharjee
Deputy Priject Director

17. Project Emplementation Unit- Capital Dredging

Mr. Habibur Rahman Khan
Project Director

5.1
Findings:

Beximco  Ltd became the pioneer of head hunting for all of their fields and successfully accumulated the best latent from within the country as well as from abroad and could make an excellent environment to flourish their qualities and capabilities by utilizing their capacities in the process of manufacturing, maintenance and of course in the management in board. 

The human resources engaged in the company are getting the best value of their potentials and never look any where other than for the continuous development of the company. Recognizing the fast paced nature of the fashion industry Beximco offers business partners a truly unique combination of international design inputs backed by comprehensive in house research and development. Ongoing in-house developments in response to customers identified needs and specific requests, continue to ensure Beximco business partners receive the highest level of product quality and service they have come to expect.

Beximco has the prestigious reputation of being Asia’s vertical textile complexes from yarn to fabric to garments and with a world-class team it offers customers more flexibility in service and greater diversification of innovative products at comparatively lower prices. While customers are visiting the Industrial park (Head office) and its factory they are highly impressed by production facilities and overall management of the company. They are also highly impressed by quality, design and development of goods.

In-spite the above-mentioned customer’s interest and overall facilities, the company is under tremendous pressure to meet the shipment schedule of goods, which is clearly understood by the hints of customers while conducting my research through the questionnaire. Lead-time 30 days is excellent, 45 days is very good, 60 days is good, 90 days is acceptable and even 120 day is considerable. But recently the company failed to deliver huge orders within these time frames. Hence, as a last resort the company had to negotiate with the respective Buyers to extend the shipment date which has seriously affected the reputation of the company in the world market.

I found the following reasons for delay shipment:

· Raw materials are not being available on time.

· Production capacity is limited.

· Lack of proper planning on production life-cycle

· Political unrest

· Prolongation to release goods from port

· Insincerity of certain departments.

· Lack of credit facility from bank 

· Wastage is high etc.

5.2
Recommendation









  Asses Fashion ltd a unit of Beximco Textiles Division, the country’s largest body of managing the vertically integrated production facilities from yarn to garment has a unique combination of technical and generalist talents as their resource above all. In order to render service to the customers in a more efficient manner the company has moved its Marketing, Central Planning, IT, MIS, HRD, Logistics, Commercial, Finance & Accounts, Administration and Central Procurement to the Industrial park (Head office). Of course, this has resulted in much better co-ordination improving customer service thereby. In-spite these efforts customers are not quite happy. The main reason of unhappiness is delay shipment of goods. Recently huge order’s shipment have legged behind the schedule. Hence, the company is under tremendous   pressure, which is leading the company to an uncertainty and an alarming situation to sustain its service to the respective customers. In such a situation, I would like to recommend the followings so that, the company will be able to offer the lowest lead-time and render much better customer service as well.  

· Company should not plan to produce without considering its actual plants capacity.

· Machine break down is a common cause of production delay affecting delivery schedules. So, company should improve maintenance and repair of sewing machines and equipment.

· Company should introduce more efficient layout and work methods

· It should cut idle sewing machine time and reduce wasted time of workers

· It should reduce stocks and organize production more effectively

· It should allow more efficient changeover to new products

· Learning more skills

· Paying more attention to productivity, quality and delivery schedule.

· Avoiding absences and lateness and working harder

· Adapting faster to production changes and following rules

· Meeting targets and standards

· Avoiding accidents and making useful suggestions

· The company should be more aware of JIT (Just in time) in allover its function. 

· The company should also pursue its vision of innovation, speed and service-driven marketing, activities to the complete satisfaction of the customers. 

The above recommendations should be achieved in terms of:

· Creating an open mind towards the improvement process.

· Broadening the perspective beyond normal tasks with focus on meeting requirements of internal customers i.e. next process.

· Overcoming the cultural and attitudinal for the improvement.

· Transfer of Process improvement methodology.

· Delivery process for establishing the internal customer supplier linkages, performance indicators and establishing preliminary improvement targets and action plans on some of the issues.

5.3
Conclusion










BEXIMCO is the largest private sector industrial conglomerate in Bangladesh. BEXIMCO has always given the highest value of its component contributing to the production, management, revenue where the human resources was considered as the prime factor. Beximco textiles division endlessly strives to achieve the best output, by developing and improving and proper utilizing its human capital. As a result it becomes one of the leading companies not only in Bangladesh but also in subcontinent.
Beximco relentlessly pursues its vision of innovation, speed and service-driven marketing activities to the complete satisfaction of the customers. This marks phenomenal growth of business with all their leading and strategic customers. The company has also added a host of new customers to its profile this year. The company is also looking at new markets as South America in addition to increasing its share in the existing US, Europe and Canadian market. The company wants to sustain its position as a leader among the best-known brands and retailers worldwide. But there are some defects in customer service what about I mentioned several times in my reports earlier. So, the company should be more cautious and take necessary measures immediately in recovery the customer service.
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