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Executive Summary 
 

The twelve-week professional experience at Berger Paints Bangladesh Limited, Supply Chain – Capex 

& Indirect Procurement Division is documented in this report. The internship served as a necessary 

requirement for students in the Bachelor of Business Administration in Technology Management 

program at Islamic University of Technology (IUT). The internship provided students with essential 

experience to connect academic concepts of procurement and supply chain management and business 

analysis to real-world corporate practices at Bangladesh's leading multinational company. 
 

The document describes Berger Paints' organizational structure and operational functions with 

particular emphasis on procurement management. The internship work required me to perform 

purchase order evaluation and RFQ management and vendor relations and statement comparison and 

rate card model creation and CPC meeting documentation tasks. The responsibilities allowed me to 

work directly with supply chain operations while learning how to use SAP ERP for procurement 

activities to analyze and report on purchase orders. In addition, I contributed to procurement for 

Berger’s new Mirsarai factory project, managed large-scale Admin and HR section purchases, 

supported the development of a Fiori-based PR-dump model for SAP reporting, and worked on vendor 

mapping to identify recurring suppliers, spending patterns, and category-based optimization 

opportunities. 

 

Daily activities covered a wide range of procurement functions, including initiating RFQs, conducting 

vendor follow-ups, preparing comparative evaluation sheets, and analyzing commercial 

documentation for imports. Strategic projects undertaken involved designing a Rate Card Procurement 

Model for home appliances, and optimizing PO approval thresholds to streamline managerial decision-

making. These tasks not only enhanced technical skills in SAP and Excel-based procurement analytics 

but also strengthened professional abilities in vendor negotiation, documentation, and cross-

departmental collaboration. 

 

In addition to task-specific responsibilities, the report integrates analytical assessments of procurement 

challenges, highlighting issues such as incomplete vendor documentation, shipping delays, demurrage 

risks, and currency fluctuations in import procurement. These insights are linked with broader supply 

chain theories of strategic sourcing, risk management, and cost optimization, demonstrating the 

intersection of academic concepts with corporate realities. 
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1. Introduction 

1.1 Origin of the Study 

The Business and Technology Management program at the Islamic University of Technology requires 

this internship report to fulfill graduation requirements. The main goal of this initiative exists to train 

the first BTM graduates for corporate work through practical experience in business settings. The 

academic curriculum has established a strong foundation of economic theory and management 

principles but the internship focuses on developing students' ability to apply these concepts in actual 

business environments. 

 

The document presents my three-month Supply Chain Division internship experience at Berger Paints 

Bangladesh Ltd. The report provides detailed information about the organization structure and its 

operational components for procurement and services and distribution while explaining the wider 

market environment of the company. 

 

1.2 Objective of the Study 

My main goal for the Berger Paints Bangladesh Limited internship involved learning about 

contemporary supply chain operations through hands-on experience in improving operational 

performance and inventory management. Throughout the internship, my objective was to study Berger 

Paints’ procurement and supply chain processes, analyze their performance, and identify areas where 

improvements could be made. This report documents my activities, key insights, and contributions, 

serving as evidence of the practical knowledge and skills I gained in the field of supply chain 

management. 

 

1.3 Methodology 

Primary sources of Data 

This paper is composed of first-hand observations made throughout the course of the internship. 

Additionally, it acknowledges information shared from the learning discussions and guidance from 

Atikul Islam Ronak, Manager and Mahfuzul Haque, Team Head at Berger House under whom I 

completed my tenure as an intern. 

 

Secondary Data 

This report relies on historical data and computations from Berger Paints Bangladesh Ltd. While the 

primary source forms the majority of this study, a significant amount of the material presented here 

comes from several sources including: 

1. The Official Company Website. 

2. Personal diary and activity notes during the entire period of my internship. 

3. Annual Company Reports. 

4. Preceding Internship Reports. 

5. Utilization of Google Search Engine. 

 

Data Analysis and Evaluation 

I reviewed my weekly activity reports, PO analyses, and procurement tasks against Berger Paints’ 
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supply chain objectives. By cross-checking SAP data, comparative statements, and vendor records, I 

ensured accuracy and alignment with departmental goals. Regular discussions with my supervisor 

helped me validate my work and identify areas for improvement. 

 

Data Analysis and Evaluation 

This report presents the key learnings and professional exposure from my internship at Berger Paints 

Bangladesh Ltd. It begins with an overview of the company and industry, followed by weekly activities 

and responsibilities in procurement and vendor management. Analytical perspectives such as PO trend 

analysis, vendor mapping, and comparative evaluation are included, along with highlights of my 

contributions to strategic projects like the Rate Card Model, Fiori PR-Dump tool, and CPC meeting 

preparation. Drafts were refined using official data, weekly reports, and supervisor feedback to ensure 

accuracy and relevance. 

 

1.4 Limitations 
Although my three-month internship in the Supply Chain – Capex & Indirect Procurement Division at 

Berger Paints Bangladesh Limited was a highly rewarding experience, it had several limitations that 

restricted the depth and breadth of the report: 

• The internship period of three months, while insightful, was not sufficient to gain a 

comprehensive understanding of the entire procurement and supply chain operations across all 

divisions. 

• The preparation of this report was constrained by company confidentiality policies, which 

restricted the inclusion of certain sensitive procurement data and vendor-specific information. 

• The research primarily focused on procurement and vendor management practices, which may 

limit the generalizability of the findings to other areas of Berger’s supply chain such as 

production or logistics. 

• Some of the analyses relied on qualitative methods and observations, which may introduce 

subjectivity and potential bias in interpreting results. 

• Vendor-side challenges also created limitations in understanding smooth procurement 

practices. Suppliers occasionally bluff about product quality, set unrealistic standards, provide 

false commitments on deadlines or delivery dates, and sometimes fail to respond promptly to 

emails or official communications. These factors caused delays and limited the accuracy of 

procurement planning during the internship. 

 

Despite these limitations, I have endeavored to present data-driven insights and relevant observations 

that enhance the analytical depth of this report. The findings, though bounded by these challenges, are 

expected to provide valuable contributions for future research and practical improvements in Berger’s 

procurement and vendor management practices. 
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2. Company Overview 

2.1 Brief History of the Company 

Berger Paints Bangladesh Limited can be traced back to Louis 

Berger, a German entrepreneur who founded a dye and 

pigment manufacturing company in England in 1760. Berger 

initially gained recognition for his improvements in the production 

of Prussian Blue, a popular color for European military uniforms. 

As the company expanded, it shifted to the production of paints 

and coatings, becoming its main focus. Known for its innovative 

spirit and business acumen, Berger grew rapidly, establishing 

global offices and engaging in mergers and acquisitions with 

prominent players from other industries. 

 

 

The Berger company launched its operations in Bangladesh during the 1950s through paint imports 

from Berger UK and Berger Pakistan. Berger Paints Bangladesh Limited (BPBL) officially began its 

operations when Berger established a manufacturing plant in Chittagong during 1970. The company 

started as Jenson & Nicholson until it received its current name Berger Paints Bangladesh Limited in 

1980. BPBL has maintained its position as the top paint company in Bangladesh since 1980 by utilizing 

more than 250 years of international expertise to provide high-quality and creative color solutions to 

Bangladeshi consumers. 

 

 

2.2 Introduction of the Company 
 

Berger Paints Bangladesh Limited stands as a leading example of excellence within Bangladeshi paint 

manufacturing since its establishment more than 250 years ago. Berger Paints Bangladesh Limited 

established its operations in 1970 and has maintained its dedication to delivering high-quality products 

while innovating and ensuring customer contentment. The company began operations as a small paint 

manufacturing facility in Chittagong before evolving into a market-leading paint solutions company 

that meets evolving customer requirements (Berger Paints Bangladesh Limited, 2024). 

 

The company meets various consumer and industrial requirements through its broad product range 

which includes powder coatings and decorative and industrial and marine and marine coatings. The 

company invests in technology and R&D to stay innovative and maintain its position as a leading 

industry player. Bangladesh paint industry expanding with urbanization (Islam & Habib, 2019). 

Berger's reputation for quality is maintained through its modern production facilities and strict quality 

controls, and its wide distribution network guarantees accessibility (Berger Paints Bangladesh 

Limited, 2024). 

 

Figure 1 Berger House from an oil painting 

early 18th century | Source: BJN Reunion 



6  

The company has started its expansion journey by dedicating Tk 400 crore to construct a contemporary 

manufacturing plant. The company plans to construct a new production facility on 40 acres of land at 

Bangabandhu Sheikh Mujib Shilpa Nagar which serves as the nation's largest industrial area to produce 

high-quality paints. 

 

 

                                                                                                               

 

 

 

 

 

 

 

 

 

 

 

2.3 Corporate Leadership Team 
 

Role Name Since 

Chairman • Mr. Gerald K Adams 2004 

Managing 

Director 
• Ms. Rupali Chowdhury 2008 

 

 

 

 

 

 

 

Directors 

• Mr. Anil Bhalla 1994 

• Mr. Jean-Claude Loutreuil 1998 

• Ms. Rishma Kaur 2013 

• Mr. Kanwardip Singh Dhingra 2016 

• Mr. Abhijit Roy 2017 

• Mr. Kuldip Singh Dhingra 2018 

• Ms. Parveen Mahmud 2019 

• Mr. Sunil Sharma 2020 

• Mr. Sazzad Rahim Chowdhury (Director & 

CFO) 

2020 

• Mr. Gurbachan Singh Dhingra 2021 

Independent 

Directors 

• Mr. Reazul Haque Chowdhury 2022 

• Mr. Mohsin Uddin Ahmed 2022 

 

 

 

 

Figure 2 New Factory of Berger. Source: The Business Standard 
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Ms. Rupali Chowdhury 
Managing Director Berger Paints Bangladesh Limited 

Ms. Rupali Chowdhury took over as Managing Director of Berger Paints 

Bangladesh Limited on January 1st 2008. She holds two leadership 

positions at BPBL as Managing Director of Berger Paints Bangladesh 

Limited. She leads Berger Becker Bangladesh Limited as a Director 

through her partnership with Becker Industrial Coatings Holding AB of 

Sweden and Berger Fosroc Limited through her collaboration with 

Fosroc International Limited of the UK. She has dedicated herself to 

business development through her two presidential terms at the Foreign 

Investors’ Chamber of Commerce and Industries (FICCI). She 

maintains her position on the Audit Committee of Berger Paints 

Bangladesh Limited which demonstrates her ongoing impact.  

 

2.4 Background and Sister Concerns: 

Berger's entry into the Bangladesh market marked a significant milestone, bringing over two centuries 

of experience in the global paint industry to the country. The organization has consistently allocated 

resources for technology and research and development (R&D) and procured raw materials from 

reliable global suppliers. Strict quality controls and state-of-the-art manufacturing facilities guarantee 

that Berger products meet the highest international standards. Its extensive distribution network 

ensures that its products are accessible to a wide audience across Bangladesh. 

 

The company Berger has established joint ventures with international businesses through its efforts to 

expand its operations and diversify its business activities. Notable efforts include an agreement with 

Chugoku Marine Paints Ltd. from Japan for use in the production of industrial and marine paints, 

Berger Becker Bangladesh Limited for Coil Coatings, Berger Fosroc Limited for Construction 

Chemicals, and strategic alliance with PPG to introduce Vehicle Refinish. Through these partnerships, 

Berger is strengthening its market position and diversifying its product offering. 

 

2.5 Company Cores 

 
2.5.1 Vision 

The company envisions itself to be the most preferred brand in the industry ensuring consumer delight. 

 

2.5.2 Mission 

Berger intends to increase their turnover by 100% in 5 years interval while remaining a socially 

committed ethical company. 

 

2.5.3 Corporate Objective 

Berger is always aiming is to enhance value to lives, outperforming the competition in terms of 

determination, customer satisfaction and revenue growth, earnings, and cash flow generation. As such, 

the giant is creating a strong employer brand image in the whole industry. 

Figure 3 Ms. Rupali Chowdhury 
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2.5.4 Strategy 

As stated in the website- “Building long-lasting partnerships with our vendors and customers. With 

their collaborative effort, we hope to maximize the impacts of our business- through a combination of 

high-end products and quality by bringing transformation in pricing, marketing, service, cost, etc.” 

 

2.5.5 Tag Line 

The tagline of Berger Paints is ‘Trusted World Wide.’ It conveys the message of reliability, quality, 

and assurance of our products throughout the globe. 

 

2.5.6 Values 

BPBL strictly adheres to its four core values: 

1. Respect: Berger values respect for all individuals, treating everyone with dignity, fairness, and 

understanding. This value encompasses respecting diversity, fostering inclusive environments, and 

appreciating the contributions of employees, customers, suppliers, and communities. 

 

2. Integrity: Integrity is fundamental to Berger's business ethics. The company upholds honesty, 

transparency, and ethical behavior in all its interactions and transactions. Integrity guides Berger's 

decision-making processes, ensuring trustworthiness, accountability, and adherence to legal and 

regulatory standards. 

 

3. Commitment: Berger is committed to delivering on its promises and obligations to stakeholders. 

This value emphasizes dedication to customer satisfaction, employee development, environmental 

sustainability, and corporate social responsibility initiatives. Berger's commitment drives continuous 

improvement and innovation, striving for excellence in all aspects of its operations. 

 

4. Excellence: Excellence is ingrained in Berger's culture, reflecting a pursuit of the highest standards 

of quality, performance, and professionalism. The company strives for excellence in product 

innovation, service delivery, operational efficiency, and stakeholder engagement. Berger's 

commitment to excellence drives its competitive advantage and sustains its leadership position in the 

paint industry. 

 

2.5.7 Policies 

Berger Paints Bangladesh Limited has implemented several policies to guide its operations, ensure 

compliance, and uphold its commitment to stakeholders. Here are some key policies of Berger BD: 

 

1. Quality Policy: Ensuring products meet or exceed standards through rigorous quality control and 

continuous improvement. 

 

2. Environmental Policy: Commitment to eco-friendly practices, resource management, and pollution 



9  

prevention. 

 

3. Health and Safety Policy: Prioritizing employee, customer, and community safety through 

compliance and training programs. 

4. Ethical Business Conduct Policy: Upholding integrity, honesty, and ethical behavior in all business 

dealings. 

 

5. Corporate Social Responsibility (CSR) Policy: Engagement in social welfare, community 

development, and philanthropic activities. 

 

6. Human Resources Policy: Promoting fairness, diversity, and employee development through 

comprehensive HR practices. 

 

7. Information Security Policy: Safeguarding sensitive information through data protection measures 

and compliance with privacy regulations 

 

2.6 Departments 
 

 

 
                      

 

 

 

 

 

 

 

                                   

 

 

 

 

 

Surrounding Sales, the quarterback of Berger, are seven key functional departments: Supply Chain, 

Marketing, Human Resources, Research & Development, Finance, Information Technology and 

Information Technology. Within each department, several sub-divisions ensure smooth operations 

along BPBL's verticals across the country as well as its foreign channels. 

 

Figure 4 Departments of BPBL 



10  

2.7 Management Structure 

 

Moreover, there are two levels of each position starting from Officer to Senior Manager. For example, there are 

Officer (level 1), Officer (level 2), Manager (level 1), Manager (Level 2), and so on. 

Figure 5 The Management Structure of BPBL 
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2.8 Products 
                                   

To meet the diverse requirements and preferences of its customers, Berger Paints Bangladesh offers a 

vast range of paints and coating products in multiple categories. Following is some of the main 

product categories of Berger Paints Bangladesh: 

1. Interior paints, including enamel, distemper and emulsion. 

2. Weather coating paints, primers and primers are examples of exterior paints. 

3. Industrial paints with various coating options. 

4. Wood paints, including wood preservatives, wood stains and wood varnishes. 

5. Colors for decoration, including designer colors, children's colors, specialty colors and many 

more. 

 

These are some of the main product categories that Berger Paints Bangladesh offers, offering a wide 

range of paint and coating solutions for commercial and residential customers. 

Figure 6 Product Portfolio of Berger | Source: https://www.bergerbd.com/company-profile/ 
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2.9 Various Brands of Berger 
With a range of brands, each with unique features and offerings, Berger Paints Bangladesh caters to 

different market segments. Under Berger Paints Bangladesh, some well-known brands are Berger, 

Weathercoat, Rangoli, Robbialac, Innova, Brolac and many others. 

 
                Figure 7 Brand Diversity of Berger | Source: Google Images 

 

2.10 CSRs of the Organization 
Berger Paints Bangladesh Limited maintains its dedication to delivering excellent results through 

innovative practices while upholding responsible corporate initiatives. The Berger Young Painters’ 

Art Competition (BYPAC) and Berger Award for Excellence conduct. The company dedicates itself 

to multiple programs which support artistic development and architectural progress and social welfare 

in Architecture (BAEA) represent ongoing initiatives that show the company's dedication to cultural 

development through creative support. Berger Paints Bangladesh Limited supports children with 

autism through health and welfare programs as part of its social responsibility initiatives. 

 

The organization has made positive changes to support people with disabilities through its hiring of 

employees who have speech and hearing disabilities including a tea boy with hearing and speech 

challenges. 
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3. Industry Overview 

3.1 Paint Industry 

Despite the impact caused by COVID-19, the paint industry in Bangladesh says it is recovering slowly 

and gradually. The Asia Pacific region holds a significant share of the global paints market due to the 

existence of several emerging economies such as China, India, Vietnam, and Bangladesh, which have 

witnessed an increase in development spending in recent years. Production in Bangladesh's binary 

color sector is mainly concentrated in megacities such as Dhaka and Chattogram. Over the last decade, 

this company has almost doubled in size, providing direct employment to thousands of people while 

indirectly providing livelihoods to many more. Annual paint consumption in Bangladesh is now 

180,000 tons. Recently, the industry has grown by more than 6% year on year due to increasing 

urbanization in a country of over 167.8 million people. 

 

With over 45 active organizations, the sector remains highly competitive in Bangladesh with a turnover 

of Tk 3,700 crore. In 2017, the industry paid about Tk 550 crore in taxes to the state exchequer. By 

protecting fixed assets, the industry contributes significantly to the country's infrastructure growth. 

Because paint coatings protect structures for longer, they last longer, reducing costs and benefiting the 

system. The industry is expected to grow by 8 to 10 percent annually due to increasing demand driven 

by economic expansion. 

 

Companies are currently developing new colors suitable for 

use in hospitals and other color-sensitive places. Fire 

retardant coatings are used to reduce the number of fires. 

Plastic emulsions, whitewash, weatherproof exterior paints, 

and synthetic varnishes are the main products that dominate 

the market. Plastic emulsion and distemper are almost 

interchangeable. The emulsion is primarily used in 

luxurious homes across the country, while distempers are 

inexpensive products that serve the needs of the semi-urban and rural population. The growth of the 

real estate sector, growing consumer awareness of the need to protect homes, and increasing 

urbanization have all contributed to the rise of the paint industry. 

Figure 8 Berger Paints Bangladesh Paint Service 
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3.2 Competitor Analysis 
 

 

 

The figure shows how global corporations control the business. Berger Paints is the market leader, 

holding a staggering 54% share. Asian Paints (18%), Kansai Nerolac (7%), Nippon (3%), and Roxy 

Paints (1%), rounding out the top five. That there are just two nearby local companies, Elite Paint and 

Rainbow Paints holding a respectably considerable market share, demonstrates the challenges that 

small companies in this industry encounter. 

 

International companies, such as Asian Paints, Nerolac and others have been making waves in the 

market with their product prices and innovative designs. Bangladesh Ltd is still able to hold its top spot 

because of its strong distribution networks, adequate human capital, and capable management team. 

Figure 9 Market Share of BPBL | Source: Financial Express 
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3.3 Porter’s 5 Forces 

1. Intensity of Competition 

Despite Berger's dominant position in the paint market, its competitors are quickly gaining ground. 

Therefore, Berger must always focus on providing premium and quality services to gain a competitive 

advantage over the competition. Neorolac, Asian Paints, Roxy Paints, etc. are constantly working to 

innovate their products and increase Berger's competition in the market. 

 

 

2. Threats of Entry 

There is significant risk in the painting industry from new competitors. The reaction of the market and 

the obstacles to doing business determine the rate of new entrants. The number of new businesses is 

increasing because the market is developing positively and the government welcomes new 

investments. 

 

3. Bargaining Power of Suppliers 

Berger's suppliers are in a strong negotiating position. Only a few suppliers are able to meet Berger's 

requirement to purchase in large quantities while maintaining the highest possible quality. This gives 

them a strong negotiating position. 

 

4. Threat of Substitution 

In paint's case, there is very little risk of substitution. Painting walls is the option most often chosen by 

customers, as wallpapering is an expensive and unsustainable alternative to painting. 

 

5. Power of Buyers 

Here, consumers have a moderate amount of power. They can explore and tinker a little because there 

are numerous paint options. However, there are not many differences between brands, which is why 

consumers value brand safety and quality over price when purchasing paints. 

 

 
Figure 10 Porter’s 5 Forces 
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3.4 SWOT Analysis 

As the market leader in the paint industry in Bangladesh, Berger has the highest quality of products 

available nationwide. Despite the mega strength of the white distribution network, they have some 

weaknesses within the flute, as they are more dependent on their dealers and their presence in the 

international satellite channels. 

 

They have a great opportunity to exploit the paint industry market of Bangladesh by successfully 

considering specific marketing strategies for different customer categories. This may include providing 

a low-cost or low-cost version of their products, namely paints, to people who are looking for low-cost 

alternatives and reside primarily in villages or suburbs. Although Berger has already started producing 

such and investing more resources to research and develop new products with minimum standards and 

lowest costs. 

 

    

 

 
 

 

 

 

 

Figure 11 SWOT of Berger | Source: Azraf (2022) 
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4. Internship Main Activities 

4.1 Role & Experience 

During my three-month internship at Berger Paints Bangladesh Limited, I worked in the Capex & 

Indirect Procurement Division, gaining exposure to the full procurement cycle— from Purchase 

Requisition (PR) to Request for Quotation (RFQ), Purchase Order (PO) processing, and Goods Receipt 

Note (GRN) follow-ups. This allowed me to understand how procurement integrates with other 

functions such as finance, stores, and user departments. I also contributed to large-scale projects 

including procurement for the new Mirsarai factory and purchases for the Admin & HR divisions. 

These experiences broadened my knowledge of both operational and strategic procurement activities. 

 

The Fiori PR-Dump model for SAP reporting improvement received my backing for its development 

while I worked on vendor mapping and PO analysis using data from 2018 through 2025. The Rate 

Card Procurement Model and MoU finalization with other corporates received my support because 

they worked to decrease lead times and build stronger vendor relationships. 

 

 

The experience taught me how to handle vendor communication and follow-ups while dealing with 

problems that included delayed responses and unfulfilled commitments and impossible delivery times. 

The interactions taught me how to negotiate and solve problems while developing my professional 

communication abilities. The internship provided me with operational experience and strategic 

learning opportunities which combined to build my skills in procurement and analytical reporting and 

stakeholder management. 

 

4.2 Projects 

• Rate Card Procurement Model 

1. Identification of Recurring Spend  

The experience taught me how to handle vendor communication and follow-ups while dealing 

with problems that included delayed responses and unfulfilled commitments and impossible 

delivery times. The interactions taught me how to negotiate and solve problems while 

developing my professional communication abilities. The internship provided me with 

operational experience and strategic learning opportunities which combined to build my skills 

in procurement and analytical reporting and stakeholder management. 

2. Spend Analysis of Identified Items 

The team conducted a detailed spend analysis after selecting the most frequently purchased 

items. The team determined annual spending for each item and studied vendor distribution to 

measure their level of dependence. The analysis revealed which items generated the most costs 

and which purchases duplicated each other and which could be combined. 

3. Vendor Mapping against Items 

The team identified all necessary items before conducting a supplier mapping process. The 

evaluation process included new market vendors that the team discovered during this stage. 

The process created a competitive vendor selection for each item which enabled Berger to 

obtain improved pricing and service quality and risk management. 
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4. Briefing Sessions with Potential Vendors 

The company organized a vendor briefing session to share Berger's expectations and 

procurement requirements and compliance standards with suppliers. The platform enabled 

suppliers to ask questions while providing clear visibility into the rate card process. 

5. Preparation of Tender Terms and Conditions 

The team developed an official tender document which included technical requirements 

together with quality benchmarks and delivery timelines and payment information and 

assessment standards. The team developed briefing materials which provided consistent 

information to both internal stakeholders and vendors. 

6. Floating the RFQ 

The finalized tender and RFQ were floated to all identified and newly enlisted vendors. This 

step officially initiated the bidding process, allowing Berger to collect competitive quotations 

for the stationery items under consideration. 

7. Preparation of Memorandum & Approval from Forum 

Once vendor quotations were received and analyzed, a memorandum was prepared 

summarizing the evaluation results, comparative statements, and recommendations. This 

memorandum was then submitted for approval by the procurement committee/forum to ensure 

compliance with corporate governance. 

8. Roll-Out of Communication across the Business 

After forum approval, the finalized rate card was rolled out across the business. The 

communication included the memorandum, the agreed vendor list, and approved rates. This 

ensured that all departments procured stationery items based on the standardized rate card, 

reducing lead times, ensuring consistency, and improving cost control. 

 

• Mirsarai Factory Procurement 

As part of Berger’s expansion strategy, a state-of-the-art factory is being constructed on 40 acres at 

Bangabandhu Sheikh Mujib Shilpa Nagar (BSMSN). 

1. Vendor Pool Preparation by Material Code 

A systematic vendor pool was created by categorizing suppliers against specific material codes 

in SAP. This ensured that for each category of items (civil works, MHE spares, electrical 

components, furniture, plumbing, etc.), at least two to three eligible vendors were shortlisted. 

2. Authorization Certificate Collection 

For high-value technical categories, vendors were required to submit authorization certificates 

from their original equipment manufacturers (OEMs). This was particularly important for 

specialized machinery, safety equipment, and branded construction materials to ensure product 

authenticity and guarantee after-sales service support. 

3. Non-Disclosure Agreement (NDA) Creation 

Since the Mirsarai project involves sensitive technical and financial information, Non-

Disclosure Agreements (NDAs) were drafted and signed with shortlisted vendors. These 

agreements ensured that all confidential details such as technical specifications, drawings, and 

pricing structures remained protected, thereby safeguarding Berger’s strategic interests. 

 

• Fiori PR-Dump Platform 

1. Fiori Development: Supported the creation of a Fiori-based PR reporting model, making PR 

tracking faster and more user-friendly. 

2. Quality Section: Added features for monitoring approval status, technical evaluations, and 

vendor compliance. 
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3. Outcome: Significantly reduced reporting time, improved transparency, and enhanced 

decision-making for the procurement team. 

4. Fiori Development: Supported the creation of a Fiori-based PR reporting model, making PR 

tracking faster and more user-friendly. 

 

 
Figure 12 Fiori PR-Dump Platform 

                                                                                    

 

• Vendor Mapping & PO Analysis 

1. Dataset: Analyzed over 12,000 Purchase Orders (2018–2025) extracted from SAP. 

2. Vendor Mapping: Linked vendors to service and material codes, identifying recurring 

suppliers and dependency risks. 

3. PO Categorization: Used Excel tools (VLOOKUP, COUNTIFS, Data Consolidation) to 

group POs by value ranges and frequency. 

4. Tail-Spend Analysis: Highlighted low-value, high-frequency purchases and suggested 

streamlining via rate card agreements. 

5. Insights & Outcome: Provided visibility into vendor patterns, reduced duplication, and 

supported CPC decision-making and approval range optimization 

 

• Vendor Pool Creation at Fiori 

1. Objective: Build a structured and reliable vendor database to support future procurement 

needs. 

2. Service & Material Code Mapping: Categorized suppliers against specific service codes 

and material codes to ensure accurate alignment with procurement categories. 

3. Platform in Fiori Quality: Contributed to developing a platform in the Fiori Quality system 

to centralize vendor data, improving accessibility and reducing manual tracking. 

4. Outcome: Created a standardized vendor pool that improved transparency, reduced 

duplication, and enhanced efficiency in sourcing decisions. 
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                             Figure 13 Vendor Pool Creation at Fiori 

                                                                          

4.3 Tasks 
During my internship, I was entrusted with a wide range of procurement-related responsibilities that 

helped me gain practical exposure to both operational and administrative functions within the Supply 

Chain Department. These tasks not only supported the smooth execution of procurement activities but 

also strengthened my technical and professional skills. The key tasks performed are outlined below: 

 

1. Preparation of Comparative Statements 

• Prepared comparative sheets for evaluating vendor quotations across categories such 

as CCTV systems, civil and plumbing works, furniture, and interior procurement. 

• Ensured accuracy in capturing specifications, warranty terms, delivery timelines, and 

cost structures. 

• Revised documents based on management feedback, including adjustments for VAT 

exclusions, brand details, and uniform formatting. 

 

2. Vendor Follow-Ups and Communication 

• Conducted regular follow-ups with vendors regarding RFQ responses, delivery 

schedules, and documentation submissions. 

• Communicated through emails and phone calls to resolve delays and obtain 

confirmations. 

• Encountered challenges such as delayed replies, vendor bluffing about product 

standards, false commitments on deadlines, and unresponsiveness, which strengthened 

my negotiation and communication abilities. 

 

3. Admin & HR Procurement Support 

• Assisted in handling Admin and HR section purchases, which included office 

equipment, utilities, and service-based procurement. 

• Learned to manage diverse purchase categories beyond production materials, 
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broadening my understanding of organizational procurement needs. 

 

4. Documentation & Compliance Support 

• Supported the preparation of procurement-related documents such as Memorandums 

for approvals, Non-Disclosure Agreements (NDAs), and Authorization Certificates 

from vendors. 

• Verified vendor compliance with Berger’s procurement policies and ensured proper 

filing of sensitive documents. 

 

5. Data Handling & Reporting 

• Worked extensively with Excel and SAP for tracking procurement data, analyzing 

vendor allocation, and preparing summary sheets. 

• Used formulas such as VLOOKUP, COUNTIFS, and Data Consolidation to clean, 

categorize, and report PO data efficiently. 

• Prepared dashboards for supervisors to provide quick insights into procurement 

performance and bottlenecks. 

 

6. Support for Strategic Procurement Projects 

• Assisted in the groundwork for strategic initiatives such as the Rate Card 

Procurement Model and Mirsarai Factory Procurement, contributing vendor data 

and comparative analysis. 

• Helped prepare briefing materials and tender documentation for vendor engagement 

sessions. 

 

7. Support for Strategic Procurement Projects 

As part of the User Acceptance Testing (UAT) for the procurement portal, we conducted a 

demo session, simulating both user and vendor roles to ensure the system's functionality and 

usability. 

 

a) User Perspective:  

• Created and sent RFQs (Requests for Quotation) to multiple vendors through the portal. 

• Reviewed vendor proposals upon submission, ensuring they met pricing, quality, and 

compliance requirements. 

• Technical Approval Process: The team conducted a detailed evaluation of vendor 

proposals through assessment of technical details and regulatory compliance and 

operational feasibility. The team used their assessment results to either accept or decline 

proposals while offering feedback for future improvement. 
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Figure 14 Technical Offer Evaluation (TOE) process 
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b) Vendor Perspective 

• The portal received all submitted proposals together with their pricing 

information and supporting documentation which included images and PDF 

files. 

• The dispute resolution process was tested when I refused an offer which failed 

to fulfill all requirements. 

• The proposal required essential modifications to achieve portal functionality for 

effortless update and resubmission processes. 
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Figure 15 Vendor Perspective Online Purchase Portal 

 

4.4 Learning Summary 
The internship at Berger Paints Bangladesh Limited provided me with practical experience of 

procurement operations through work with comparative statements and GRN follow-ups and vendor 

interactions and SAP reporting. My work on strategic projects including Rate Card Model and Mirsarai 

Factory procurement and Fiori PR-Dump and Vendor Mapping development helped me build 

analytical and technical competencies. The internship experience helped me develop SAP and Excel 

skills and data analysis abilities while teaching me effective communication methods and negotiation 

techniques and problem-solving strategies. The internship experience united academic knowledge with 

real-world application to develop my capabilities for supply chain and procurement management 

positions. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



27  

 

 

 

 

 

 

 

 

 

 

 

      Chapter 5 Analysis 



28  

5. Analysis 

My internship at Berger Paints Bangladesh Limited provided me with essential knowledge about 

procurement operations and strategic management. I performed various tasks at the company which 

included creating comparative statements and building vendor pools and following up on GRNs and 

RFQs and working on the Rate Card Procurement Model and SAP–Fiori reporting and vendor 

mapping. The work activities demonstrated how procurement operations create efficient processes 

while maintaining vendor relations and following regulations yet remain affected by market price 

changes and delivery problems. Through my work with SAP and Excel and my participation in vendor 

meetings and CPC sessions I learned about data-based decision making and procurement's essential 

role in Berger's business expansion. 

 

5.1 Company Level Analysis 

Berger Paints Bangladesh Limited steadfastly adheres to its four core values, driving the company’s 

mission to thrive with excellence. This commitment is particularly evident in the procurement team, 

which has embarked on three significant projects running concurrently.  

 

1. Procurement Optimization: 

One of the major contributions of my internship was assisting in initiatives aimed at optimizing 

procurement processes. I worked on the development of the Rate Card Procurement Model, which 

standardized frequently purchased items, particularly in categories such as stationery and home 

appliances. 

This reduced the PR-to-PO cycle time significantly and helped minimize repetitive RFQs. Alongside 

this, I supported the transition from traditional SAP reporting to a more efficient SAP–Fiori PR-Dump 

platform, which made data extraction faster and more transparent. Together, these initiatives 

streamlined procurement workflows, reduced lead times, and improved visibility for decision-makers 

(Chopra & Meindl, 2021). 

 

2. Strategic Vendor Engagement: 

This reduced the PR-to-PO cycle time significantly and helped minimize repetitive RFQs. Alongside 

this, I supported the transition from traditional SAP reporting to a more efficient SAP–Fiori PR-Dump 

platform, which made data extraction faster and more transparent. Together, these initiatives 

streamlined procurement workflows, reduced lead times, and improved visibility for decision-makers. 

Another important area of contribution was in strengthening Berger’s vendor management practices. I 

assisted in building vendor pools for multiple material and service codes, ensuring a competitive 

supplier base for critical procurement categories. 

As part of the Mirsarai Factory Project, I was involved in collecting authorization certificates from 

OEM-backed vendors and drafting Non-Disclosure Agreements (NDAs) to safeguard sensitive 

technical and financial information. These activities not only enhanced vendor compliance but also 

provided Berger with stronger negotiation leverage while dealing with suppliers for high-value 
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projects. 

3. Process Efficiency: 

I also worked on PO approval range analysis using SAP data covering several years of transactions. 

By categorizing POs into value brackets, I supported management in identifying bottlenecks where 

senior-level approval was unnecessarily slowing down low-value purchases. 

My analysis helped propose restructuring approval thresholds, thereby reducing delays in routine 

procurement and allowing senior management to focus on higher-value and more strategic decisions. 

This exercise illustrated how data-driven analysis can directly improve process efficiency and 

organizational productivity. 

 

5.2 Market Level Analysis 

The Bangladeshi paint industry of Berger Paints Bangladesh Limited became clear to me through my 

internship work and thorough discussions and observations. The competitive nature of this market 

segment becomes evident through the optimization focus which the company demonstrates. 

Berger Paints continues to lead the market through its implementation of market penetration strategies 

and product differentiation and new product development initiatives. The company implements these 

strategies because they address the changing consumer preferences which exist in the Bangladeshi 

market. 

 

1. Economic Challenge 

The external market environment strongly affects all procurement operations at Berger Paints. The 

global price changes and foreign exchange rate movements and shipping problems directly affected 

what suppliers charged for their products and their ability to meet delivery times. The procurement 

operations at Berger Paints face direct effects from external market elements. The global price changes 

and foreign exchange rate movements and shipping problems directly affected supplier quotations and 

delivery times during my internship (Christopher, 2016). 

The procurement process in Bangladesh faced delays and unexpected price increases for imported raw 

materials and technical equipment because of higher shipping costs and customs issues. The 

procurement process in Bangladesh needs continuous international market tracking and financial 

department coordination to handle potential risks. Macroeconomic conditions like global freight 

disruptions affect procurement strategies (World Bank, 2023). 

 

2. Competitive Vendor Landscape: 

The local procurement environment is characterized by a wide and highly competitive vendor base 

(Islam & Habib, 2019). While this provides opportunities for cost savings, it also comes with 

challenges. I experienced instances where vendors would bluff about product standards, overstate 

capabilities, or provide false commitments regarding deadlines and delivery timelines. 

 

The local procurement environment features numerous vendors who compete intensely with each 

other. The broad vendor selection enables cost reduction opportunities but creates multiple difficulties 
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for businesses. The vendors occasionally made deceptive claims about product standards and they 

exaggerated their capabilities and failed to meet their promised delivery dates and deadlines. 

 

3. Berger’s Market Edge: 

The company faces market-level obstacles but Berger Paints maintains its position as a multinational 

leader through its two-century history of global expertise. The company enforces strict supplier 

requirements through proper authorization certificate verification and total quality compliance in all 

procurement activities. 

 

The company maintains its market position through its long history and its ongoing international 

partnerships with Singer and Fosroc and Becker. The organization achieves vendor reliability and 

establishes procurement standards for Bangladeshi paint industry through its vendor relationships. 

 

5.3 Professional Level Analysis 
The internship experience helped me develop professionally through my work activities. I acquired 

hands-on experience through my work in procurement and data analysis. My ability to use SAP and 

Microsoft Office applications became more advanced through the experience. 

 

1. Growth in Technical Skills: 

The internship experience helped me develop technical expertise and master contemporary 

procurement software systems. I mastered SAP system operations through hands-on experience with 

PR creation and PO management and GRN follow-ups and report extraction. I contributed to building 

Fiori-based reporting tools which improved procurement data accessibility and transparency. 

 

I developed my Excel abilities through learning VLOOKUP and COUNTIFS and Data Consolidation 

functions to process big data sets including the 2018–2025 PO records. The acquired technical abilities 

enabled me to work on vendor mapping and approval range restructuring and rate card development 

projects which demonstrated my ability to manage intricate procurement data (Kotler & Keller, 2016). 

 

2. Development of Soft Skills: 

The daily interactions with vendors and cross-functional communication helped me develop essential 

soft skills in addition to my technical knowledge. The process of supplier negotiations and response 

delays and false commitments showed me that patience and adaptability and persuasive 

communication skills are essential for success. 

 

I gained experience in handling challenging vendor situations which involved fake product quality 

claims and delayed deliveries while developing my ability to handle difficult situations and solve 

problems. The process of working with colleagues and supervisors through regular coordination helped 

me develop better teamwork skills and professional discipline which enabled me to connect my work 

activities with departmental targets. 
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3. Experience in Corporate Reporting and Teamwork: 

I gained valuable professional development through my experience with corporate-level reporting 

systems and decision-making procedures. I worked on preparing documents for Central Procurement 

Committee (CPC) sessions by creating pending PO reports and vendor compliance documentation and 

comparative analysis materials.  

 

The experience of working with my supervisor and other departments provided me with essential 

corporate skills including collaboration and stakeholder engagement and accountability which are vital 

for corporate success. 
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6. Conclusion & Recommendations 

6.1 Conclusion 
The three-month internship at Berger Paints Bangladesh Limited under Capex & Indirect Procurement 

Division provided me with a complete professional development experience. The program allowed me 

to experience procurement operations through direct work with comparative statements and GRN 

tracking and vendor relations and RFQ management. The program exposed me to both operational 

procurement work which included comparative statement preparation and GRN follow-ups and vendor 

communication and RFQ handling and strategic procurement tasks which involved Rate Card 

Procurement Model development and Fiori PR-Dump automation and Vendor Mapping & PO analysis 

and procurement for the Mirsarai Factory Project. The activities allowed me to link academic 

classroom learning to real business scenarios which helped me understand how procurement 

operations boost organizational performance while reducing costs and following regulatory 

requirements. 

 

The internship provided essential knowledge about the procurement difficulties Bangladesh faces 

which include vendor bluffing and delivery deception and exchange rate changes and shipping delays. 

The company deals with various obstacles yet Berger keeps its market dominance because of its strong 

reputation and strict supplier standards and extensive global business connections. Through my 

experience I learned SAP and Excel technical skills and acquired communication abilities and 

negotiation and adaptability competencies while witnessing how corporate reporting and CPC 

decision-making affect organizational strategies. The internship experiences united academic 

knowledge with real-world work experience which prepared me to handle supply chain and 

procurement management positions in my future career. 

 

6.2 Recommendations 

My recommendations for Berger Paints Bangladesh Limited procurement efficiency and vendor 

management improvement stem from my internship work and observations at the workplace: 

 

6.2.1 Expand Automation Tools 

• Extend the use of SAP–Fiori dashboards beyond PR-Dump reporting to other procurement 

workflows such as GRN tracking, vendor evaluation, and approval status monitoring. 

• This would reduce manual effort, minimize errors, and improve real-time visibility for decision-

making. 

 

6.2.2 Strengthen Vendor Management Practices 

• Introduce a vendor scorecard system that evaluates suppliers on quality, delivery timelines, 

responsiveness, and compliance. 

• Enforce stricter SLAs and penalty clauses for false commitments, delayed responses, or product 

misrepresentation to ensure accountability. 
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6.2.3 Enhance Training & Knowledge Sharing 

• The organization needs to organize regular training programs for procurement staff to learn Excel 

analytics and SAP tools and compliance standards . 

 

6.2.4 Standardize Documentation 

• A complete checklist of vendor documents which includes Proforma Invoices Authorization 

Certificates and shipping details should be established to prevent errors that result in customs 

clearance and payment processing delays. 

 

6.2.5 Expand Rate Card Agreements 

• The company should implement rate card models for stationery and home appliances and other 

regular categories including IT equipment and safety gear and facility services. 

• The system would decrease lead times while maintaining cost efficiency in all procurement 

domains. 
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Appendix: A 
 

This section provides an overview of a similarity report on the “Optimizing Strategic 

Procurement Activities through Data-Driven Insights and SAP Tools at Berger Paints 

Bangladesh Ltd” by Turnitin verification. The entire report has been created by knowledge, 

experiences & learning and lastly with help of previous year students of Business and 

Technology Management. 
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Appendix: B 
 

This section provides an overview of the summarization of 12 weeks internship tenure with 

task and activities. The weekly report of 12-week internship tenure has been attached. The 

reports have been overviewed and signed by supervisors; academically and company-wise 

supervisor. The entire report along with 12-week activities summarization has been made with 

utmost effort, integrity and caution. 
 

 

 

 

 

 

 

 

 

 



  

 

 

  



   



  

 



  

 

 



  

 

 



  

 



  

 



  

 

 



  

 

 



  

 



  

 

 



  

 

 



  

 

 



  

 

 



  

 

 

 



  

 



  

 

 



  

 



  

 

 



  

 

 



  

 

 



  

 

 



  

 

 

 

 

  



  

Appendix: C 
The last section is for the appreciation of the internship tenure by the company, which they provided 

by a certificate to recognize the value. 

  



  

 

 


