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[bookmark: _Toc225419837]Executive Summary

The internship report delivers a comprehensive examination and evaluation of PRAN-RFL Group operations while assessing its market standing and strategic business environment, which positions the company as one of Bangladesh's top FMCG and agro-processing enterprises. The main goal of this report is to assess the company's internal strengths and weaknesses together with external opportunities and threats through the application of SWOT and TOWS analysis methods.

The report also presents an industry analysis of the snack market in Bangladesh, which demonstrates its fast expansion and growing market competition and changing customer behavior. The market presence of PRAN-RFL Group exists because the company maintains a wide range of products and has built an effective distribution system and developed a strong brand identity that extends to local and international markets.

The analysis shows several challenges, which include expensive manufacturing expenses and the need for foreign material supplies and the rising threat of competition. The research results have led to strategic recommendations that will create better operational processes and support product development and enable worldwide market growth.

Overall, the report concludes that PRAN-RFL Group maintains a strong market position yet needs to implement ongoing innovative practices together with strategic development initiatives to achieve sustainable growth.

Keywords: Marketing Practices, Snacks Industry, Conglomerate, PRAN-RFL Group










Table of Contents
Letter of Transmittal	3
Declaration of Student	4
Acknowledgment	6
Executive Summary	7
Chapter – 1	9
INTRODUCTION	9
1.1	Introduction	10
1.2	Scope of the Report	11
1.3	Objective of the Report	11
1.4	Methodology	11
1.5	Limitations of the Study	12
CHAPTER – TWO	13
INDUSTRY ANALYSIS	13
2.1	Specification of the Industry	14
2.2	Size, Trend & Maturity of the Industry	14
2.3	Technological Factors	15
2.4	Political, Legal & Regulatory Factors	16
2.5	Industry Rivalry	16
2.6	Summary Of Challenges & Opportunities	17
CHAPTER – THREE	18
PRAN-RFL GROUP: AN ANALYSIS	18
3.1	History of the Organization	19
3.2	Corporate Mission of PRAN	20
3.3	Location & Facilities	20
3.4	Customer Mix	22
3.5	Product Mix	23
3.6	Service Quality	25
3.7	SWOT Analysis	25
3.8	Strategies to meet the Challenges & Opportunities	26
CHAPTER – FOUR	28
INTERNSHIP EXPERIENCE	28
4.1	Duration of Internship	29
4.2	Departments Assigned	29
4.3	Activities & How I Performed Them	29
4.4	Overall Internship Experience	31
CHAPTER – FIVE	32
FINDINGS & RECOMMENDATIONS	32
5.1	Findings	34
5.2	Recommendations	34
5.3	Conclusions	35
References	36







[bookmark: _Toc225419838]






Chapter – 1
[bookmark: _Toc225419839]INTRODUCTION






1.1 [bookmark: _Toc225419840]Introduction
The internship at Pran-RFL Group, which stands as one of Bangladesh's biggest and most diverse industrial and consumer goods companies, provided me with real world experience inside the changing snack food industry which operates between increasing urban development and growing consumer interest. The marketing and sales department program from October 5 2025 until January 5 2026, which United International University students can join, provided me with the chance to use my academic knowledge of market analysis and SWOT frameworks. The experience gained from this period served as a vital component during Bangladesh's development process into a lower middle income nation.

I worked at the company during my internship period to complete tasks that included compiling sales data and participating in market trend brainstorming sessions and studying competitor market positions. The research demonstrated that supply chain stability impacts customer loyalty. The activities helped me develop analytical skills while studying the difficulties of raw material price fluctuations and the opportunities that health-focused products present. My studies in business and sustainable marketing establish a perfect match with this requirement.

An analysis of the company's operations and business landscape is sought in order to bridge the two divides of theoretical knowledge and real world business strategies.
The report shows its insights through clear presentation. The report starts with an overview of the industry. The report contains a comprehensive examination of the Pran-RFL Group together with my personal project reflections and my research on the snacks industry which I have worked in and my recommended strategies. The combination of secondary research and first-hand observations demonstrates my professional development. The program will help me meet graduation requirements while making me ready for work in the fast-moving consumer goods sector of Bangladesh.


1.2 [bookmark: _Toc225419841]Scope of the Report
The PRAN-RFL team at my internship site I worked with as a marketing intern which allowed me to observe the company operations and product development processes. The report analyzes the present condition of PRAN-RFL Group Ltd and its market position within the snacks sector. I collected data through my practical experience during the internship and information from industry reports. The research examines only information from the snacks division while I have not disclosed any financial data or confidential internal company details. The document focuses on Bangladesh operations while it only briefly discusses export activities to provide context.

1.3 [bookmark: _Toc225419842]Objective of the Report
My report’s main goals are to analyze the “Marketing Practices at the Snacks Industry” and to satisfy the criteria for the partial fulfillment of my BBA degree.

Specific Objectives:
· To analyze the snacks industry's size, growth, challenges, and opportunities through relevant factors.
· To evaluate marketing and sales practices
· To develop actionable recommendations from my hands-on internship experiences, linking them to my career goals in FMCG business marketing.
· To document learnings on professional skills like data analysis and teamwork for academic fulfillment.


1.4 [bookmark: _Toc225419843]Methodology
Two sorts of information have been utilized for setting up this report: Primary and Secondary information. The report utilized qualitative tools such as SWOT analysis and quantitative trends along with personal insights for proper structure. The details of these sources are highlighted below:

Primary Data: I have collected primary information by interviewing my colleagues, employees, managers of different departments and from my daily task logs. Primary data were mostly derived from the discussion with the employees of the organization

Secondary Data: Most of the information was collected from company website, industry reports, internet, newspapers, magazines, journals, annual report, and other company publications.


1.5 [bookmark: _Toc225419844]Limitations of the Study
The company restricted access to non-sensitive information according to its established access policy. The research will concentrate on data which exists in the public domain. My internship ended after a brief period which prevented me from conducting complete research or monitoring extended time periods.

The use of secondary sources results in the possibility of accessing outdated data which was published before 2026. My viewpoint from urban Dhaka might overlook rural issues. My research requires me to use extra sources which I consider more useful than primary sources. My report depends on two main components which are time and cost. I could not finish my report because time limitations and increasing costs made it impossible to do so.



























[bookmark: _Toc225419845]CHAPTER – TWO
[bookmark: _Toc225419846]INDUSTRY ANALYSIS








2.1 [bookmark: _Toc225419847]Specification of the Industry

The snacks industry in Bangladesh operates as an important division of the country's food processing and packaged food industry. Snack products include items such as biscuits, chips, confectionery, instant noodles, bakery products, nuts, and other ready-to-eat food items that are usually consumed between regular meals. The products become popular because they offer customers easy access to affordable products which they can find in both urban and rural grocery stores.

The industry consists of both large local companies and multinational brands. Major local manufacturers include companies such as PRAN-RFL Group, Olympic Industries, and ACI Limited, while international brands like Nestlé and Mondelez International also operate in the market. The companies in this market compete with each other by offering different products and establishing pricing methods and building effective distribution systems and developing their brand identities.
As urbanization and fast-paced lifestyles are both on the rise, the tendency among consumers has also shifted from homemade snacks to packaged food products that are ready for consume.


2.2 [bookmark: _Toc225419848]Size, Trend & Maturity of the Industry

The snacks industry in Bangladesh has experienced strong growth throughout the last ten years. The market has expanded rapidly because of three factors which include population growth and urbanization and increased disposable incomes. The snack market reached a valuation of about $1.5 billion in 2021 and is projected to experience annual growth between 10 to 16 percent because consumer demand for packaged and convenient foods continues to rise.
The biscuit market serves as a vital growth indicator for the industry because its value of 50 to 60 billion BDT establishes it as one of the nation's largest snack markets. 

The industry operates at its present growth stage because demand continues to increase while businesses spend significant resources on developing new products and building automated manufacturing systems and distribution networks. The growth trend traces its roots to young consumers and working professionals who choose inexpensive snack foods which they can prepare quickly.



2.3 [bookmark: _Toc225419849]Technological Factors

The snack food industry achieves improved operational efficiency and better product quality together with enhanced innovation through the implementation of technological advancements. The snack manufacturing industry in Bangladesh has started to adopt advanced production technology together with modern food processing methods and superior packaging solutions in order to achieve standard product quality and extended product lifespan.

The combination of automated production systems and new food processing technologies and advanced packaging solutions allows snack manufacturers in Bangladesh to maintain their product quality throughout the entire production process. The bakery and food processing plants have established an automation system that helps companies increase their production capacity while maintaining compliance with food safety regulations.

Technological innovations enable companies to develop new snack products which include improved taste and healthier ingredients and visually attractive packaging. Companies combine digital marketing with e-commerce platforms and data analytics tools to obtain consumer behavior insights which help them grow their market presence. Vacuum sealing and laminated packaging systems development of packaging technology allows products to retain their freshness during storage and distribution.






2.4 [bookmark: _Toc225419850]Political, Legal & Regulatory Factors

The Bangladeshi snacks industry depends on government policies which create regulatory frameworks to protect food safety and consumer rights. The Bangladesh Food Safety Authority establishes food manufacturing regulations which food manufacturers must follow to meet food quality standards and labeling requirements and hygiene standards. Companies must comply with food safety regulations to maintain product quality and avoid legal penalties.

The government supports agro-processing industry growth through three specific methods which include investment incentives and export promotion programs and infrastructure development projects. The domestic companies attain advantages through these programs because these programs enable them to expand their production capabilities which boost their ability to compete with international markets. The industry encounters challenges because its smaller producers need to handle three main obstacles which involve food safety regulations and certification requirements and compliance costs.


2.5 [bookmark: _Toc225419851]Industry Rivalry

The Bangladeshi snacks market has multiple local and international companies which create intense competition throughout the industry. The companies compete against each other by using price and product quality and flavor innovation and brand recognition and distribution networks as their competitive factors. The local businesses PRAN-RFL Group and Olympic Industries control multiple product categories according to their extensive distribution networks which deliver products to both urban and rural areas.

Multinational companies including Nestlé and Mondelez International operate their business activities across all premium chocolate and specialty snack markets. The price battle in Bangladesh reaches its highest intensity because consumers display extreme sensitivity to product prices. Many companies provide their products through economical single-serving options which enable consumers to purchase snacks at minimal costs.



2.6 [bookmark: _Toc225419852]Summary Of Challenges & Opportunities

There are numerous growth opportunities for the snacks industry in Bangladesh and various challenges that need to be addressed.

Opportunities:
· The increasing population together with urban development needs to meet their demand for ready-to-eat meals.
· The increasing income of the middle class leads to higher packaged snack consumption.
· The export market for Bangladeshi snack products is increasing through new business opportunities.
· The market demands both healthier snacks together with new snack products.
· Modern retail stores and online shopping platforms continue to grow their market presence.


      Challenges:
· Local businesses and international corporations compete with each other for market dominance.
· The market experiences two main challenges which include increasing raw material costs and disruptions in supply chain operations
· Consumers nowadays possess more knowledge about health and nutrition compared to previous times.
· Businesses must follow strict food safety regulations and their associated compliance requirements.









[bookmark: _Toc225419853]CHAPTER – THREE
[bookmark: _Toc225419854]PRAN-RFL GROUP: AN ANALYSIS


3.1 [bookmark: _Toc225419855]History of the Organization
Pran-RFL Group operates as Bangladesh's leading diversified business group which has transformed the country's agricultural economy into a worldwide export market. The company began its operations in 1981 when Major General Amjad Khan Chowdhury who dedicated his life to developing his country established PRAN as a rural development program that would serve the entire nation. The program was developed to solve urgent rural problems by establishing minimum support prices for fruits and vegetables which farmers sold directly to customers instead of through middlemen who took advantage of them. In its initial stage of development PRAN dedicated its resources to processing seasonal agricultural surpluses into value-added products which included juices and jams and pickles. These products provided farmers with stable incomes while they introduced urban Bangladeshi households to hygienic packaged foods.

The strategic merger between Rangpur Foundry Limited RFL and PRAN company in the early 2000s established a major turning point for the business. The partnership combined PRAN's agricultural processing expertise with RFL's production capacity which included plastics and furniture and electronics and consumer durables. Pran-RFL has developed into Bangladesh's biggest food and beverage processing and exporting company which runs more than 100 subsidiaries and employs over 100000 workers who come from rural areas through its extensive factory and farm network. 

The company's rapid expansion shows its worldwide presence because it sends products to more than 140 nations which include European and Middle Eastern and North American and Asian countries while generating annual income that surpasses billions of Taka. The company achieved three major milestones by developing tetra-pack technology during the 1990s, obtaining HACCP and ISO international certifications. Pran-RFL started as a small rural business but now serves as a symbol of Bangladesh industrial strength because it combines social entrepreneurship with business success to help more than 100000 farmers through its contract farming and skill development initiatives.




3.2 [bookmark: _Toc225419856]Corporate Mission of PRAN
Pran-RFL Group's mission is to eliminate poverty and hunger across country by establishing permanent jobs which will enable people to attain their self-worth through successful business ventures. The company operates for PRAN (Programme for Rural Advancement Nationally) since its founding in 1981 to achieve its mission of bringing about social and economic progress beyond profit generation.	
The group focuses on creating high-quality agro-based products which it develops through innovative food processing and plastic and consumer product technologies to maintain affordable prices for all customers. Pran-RFL empowers rural farmers through guaranteed purchase prices and technical training and supply chain integration which results in increased agricultural productivity and economic development that decreases reliance on subsistence farming.

The mission requires a comprehensive approach which generates profitable businesses that create more jobs and follow ethical standard vision which combines business skills with social accountability to achieve sustainable rural development and economic equity.


3.3 [bookmark: _Toc225419857]Location & Facilities   
Pran-RFL Group operates a network of facilities which enables the company to fulfill its business objectives with optimal efficiency for production and distribution and international sales throughout Bangladesh's agricultural industry. This section elaborates on key locations & plants drawing from prior information.

 Headquarters: PRAN-RFL Center serves as the corporate headquarters which occupies a strategic location at 105 Pragati Sarani (Middle Badda) Dhaka-1212 Bangladesh. The facility operates as a modern multi-story building which occupies a central area between Gulshan and the airports to facilitate operational activities in Dhaka's active commercial district. The building serves as a centralized hub which contains executive offices and R&D labs and marketing teams and export divisions to support fast decision-making operations that require access to urban talent and nearby suppliers. Pran-RFL operates more than 25 advanced factories throughout Bangladesh which are strategically located to provide easy access to raw materials while the company plans to invest more than Tk10,000 crore in factory expansions until 2026.	

Natore (PRAN Central Hub): The primary food processing complex which covers an area of more than 500 acres processes juices and snacks and dairy products and beverages. The complex includes automated extrusion lines together with cold storage facilities and HACCP-certified units which operate more than 400 SKUs every day. This facility serves as an essential component of the snack division which you studied..

Gazipur (RFL Industrial Park): The location operates as a large plastics and electronics center which provides injection molding services for both furniture and PVC materials while it also handles appliance assembly work for fans and irons and maintains quality laboratories. The facility creates more than 50000 employment opportunities through its backward integration operations.

Other Key Sites: The company operates its production facilities in Tarakandi which processes fruits Manikganj which produces dairy products and snacks Bogura which manufactures oils and flour and its export-focused facilities which operate in Chittagong and EPZs. The company operates a subsidiary in the United Arab Emirates which functions as its distribution center for the Middle Eastern market.

Infrastructure Highlights
The facilities operate advanced technology which includes ERP systems for inventory management and solar-powered systems and 100+ farmer collection centers that connect rural orchards to factories while the system maintains 24-hour cold chains to preserve freshness in snacks such as biscuits and dry cake and chanachur. The setup reduces operational expenses through 20% logistics savings while it supports snack industry growth by enabling exports to 145 different countries.





3.4 [bookmark: _Toc225419858]Customer Mix

Pran-RFL Group has developed its customer base through careful planning to establish various retail and institutional and international B2B customer relationships which help the company maintain its market position while generating diverse revenue streams that protect against economic downturns. The company uses its customer understanding to create market segments which enable it to develop product offerings and pricing and distribution strategies that achieve both market penetration and customer loyal shopping.

Domestic Retail Customer
Pran-RFL concentrates its business operations on broad & diversified Bangladesh's retail market, which consists of expanding urban areas that serve as the primary residential location for middle-class families. Customers who belong to this group range from 18 to 45 years old because they live in major cities such as Dhaka, Chattogram, Sylhet and Rajshahi. Customers purchase their daily dietary needs through street vendors and modern supermarkets that include Agora and Meena Bazar and traditional grocery stores and online shopping websites which are growing rapidly in popularity including Daraz, Chaldal and PandaMart. The market segment experiences growth because more people can afford things and more people move to cities and more people need quick snacks because their work requires them to be active during the day and more people want to keep their health by eating low-sugar or fortified foods.

Institutional/Business Buyers
Pran-RFL serves a substantial institutional customer segment comprising hotels, restaurants, educational institutions, hospitals, corporate offices, and government facilities across Bangladesh. The B2B clients of this business require bulk product delivery which includes snacks and edible oils and flour and spices and processed foods for catering needs while they select products which maintain constant quality and provide dependable delivery services that arrive on time. For instance, five-star hotels in Dhaka, Pan Pacific Sonargaon and school canteens nationwide for HALAL certified snacks and beverages that align with hygiene standards and dietary preferences. The B2B partnerships require partners to deliver reliable services and maintain high-quality standards while providing personalized packaging solutions for large scale demands.

International Customer
Pran-RFL operates in more than 145 countries where its main business focus is serving international B2B customers who include importers wholesalers supermarket chains ethnic food distributors and foodservice providers across the Middle East Europe North America and Southeast Asia regions. Customers choose to purchase premium processed products which contain dehydrated fruits and pickles and spices and canned goods and snacks that comply with international certification standards and which appeal to the Bangladeshi diaspora who number more than 10 million worldwide and to multicultural groups who seek authentic South Asian flavors and to customers who want unprocessed products without any additives. The export activities receive support through three main resources these low-cost products and various international trade events and their partnerships with freight forwarders who secure the cold chain system. The combination of these factors establishes stable revenue streams while taking advantage of Bangladesh's strength in international export markets.

3.5 [bookmark: _Toc225419859]Product Mix

PRAN Group maintains a highly diversified product mix, focusing on agro-processing (food & beverage) under PRAN and across their 17 affiliated companies. The company provides more than 200 products which include snacks, drinks, spices, plastics, and furniture, and electronics. The extensive product range enables the company to decrease risks through diverse offerings while using supply chain and distribution synergies to operate as a complete solution provider of food items, essential household products, and long-lasting merchandise.

Pran Foods & Beverages Division

· Juices & Beverages: The product line includes various fruit juices which include mango, guava and orange juice and nectars and energy drinks and ready-to-drink products which include PRAN Frooto, Max Cola, Power, Cheer Up, and Pran Drinking Water. The company uses natural flavors and preservative-free products to attract health-conscious families as their target market.

· Dairy Products: Pran Dairy produces Pasteurized milk, UHT Milk, Chocolate Milk, Yogurt, Butter and Ghee and Cheese products which they distribute through their modern pasteurization facilities that enable long shelf life and nationwide cold-chain distribution.


· Snacks & Confectionary: The youth market in Bangladesh snacks market through its popular products that include Pran Potato Chips, Chanachur, Biscuits, Badam Bhaja and Dry Cakes and its baked products and chocolate candies which come with spicy masala and chocolate. PRAN Snacks fulfilling the huge domestic demand and helping to prosper the economy. The products compete directly with each other because they use regional flavors to replicate popular local tastes.

· Other Essentials: The store provides essential kitchen items by selling edible oils such as soybean and mustard. They also sell wheat and rice flour, along with a variety of spices, pickles, and sauces. Additionally, their canned products include tuna and various vegetables.

Agri Business Services
Beyond products, the organization provides training for farmers together with access to seeds and market connections which enable the company to secure essential resources while empowering rural communities, which function as the foundation of PRAN's business model.
This mix of products elements establishes resilience because food items produce continuous volume, durables generate profit margins, and the company expands its operations into oils and flour to protect against agricultural market fluctuations which drive its exports to more than 145 countries while its annual growth targets. 

My internship experience allowed me to see production lines which demonstrated that businesses can achieve better inventory management through their use of SKUs.




3.6 [bookmark: _Toc225419860]Service Quality

Pran-RFL Group maintains its high service standards by using ISO 22000 and HACCP certifications which enable the company to check food safety and hygiene conditions across its production facilities. The company uses advanced cold-chain logistics to maintain product freshness from farm to shelf while running training programs for farmers which help improve raw material quality. The company uses customer feedback to develop new products which include snack items with longer shelf life, thereby establishing its status as Bangladesh's top agro-processing exporter.


3.7 [bookmark: _Toc225419861]SWOT Analysis

In order to better understand Pran RFL Group's position in the market, it is important to perform a SWOT analysis that looks at the company's strengths, weaknesses, opportunities, and threats.

 Strengths
· Market Leadership & Brand Equity
· Extensive Product Portfolio
· Strong Supply Chain
· Global Presence

 Weaknesses
· High Production Cost
· Agricultural Supply Risk
· Reliance on Imported Raw Materials

Opportunities
· Emerging Markets
· Product Diversification
· Digital & Sustainability Push

 Threats
· Intense Competition
· Economic Pressures
· External Shocks


The SWOT analysis will help Pran RFL Group understand its current market position which enables them to make strategic decisions for utilizing their strengths while fixing their weaknesses and taking advantage of new opportunities and protecting their business from upcoming threats.

3.8 [bookmark: _Toc225419862]Strategies to meet the Challenges & Opportunities
Based on SWOT Analysis, this strategy framework enables organizations to turn their SWOT analysis results into successful strategies that enhance their market position and their ability to operate sustainably over time The proposed strategies will connect the company's strengths with available opportunities while using their weaknesses to address potential threats. I observed the marketing team at my internship handle competitive challenges through their pricing and competition management process.

SO Strategies (Strengths + Opportunities): The SO strategy uses company strengths to pursue available external business opportunities. PRAN-RFL Group possesses strong brand recognition, a diverse product portfolio, an efficient supply chain, and a growing international presence. The company can use its strengths to enter new markets which show increasing demand for consumer products and processed food items.

ST Strategies (Strengths + Threats): The organization uses its internal strengths to protect itself against outside threats. The PRAN-RFL Group competes with domestic and international companies in its quest to gain market share within a fiercely competitive  industry. The business operations face possible dangers from economic pressures and worldwide economic uncertainties. The company can achieve better financial stability through its international market expansion which decreases the economic effects that impact specific countries.

WO Strategies (Weaknesses + Opportunities): The WO strategy aims to eliminate internal weaknesses while using external opportunities to benefit the organization. The PRAN-RFL Group has reached significant success yet encounters multiple challenges which include high production expenses and agricultural supply chain risks and its need to rely on imported raw materials. The company will achieve its goals through product innovation because it will enable the company to create new products and develop existing products while reducing its dependence on imported materials and fulfilling existing customer demand for sustainable high-quality products.


WT Strategies (Weaknesses + Threats): The WT strategy needs to reduce internal weaknesses while protecting its operations from outside threats. The PRAN-RFL Group needs to decrease its production expenses while controlling supply chain dangers to achieve sustainable business operations. Increasing local sourcing of raw materials will help reduce dependence on imports and minimize the risks associated with global supply disruptions. The organization can develop better tools to handle economic changes and surprise external events through its sustainable production methods and risk management system development.
















[bookmark: _Toc225419863]CHAPTER – FOUR 
[bookmark: _Toc225419864]INTERNSHIP EXPERIENCE





4.1 [bookmark: _Toc225419865]Duration of Internship  
The chapter describes my practical internship work at Pran-RFL Group which developed my abilities to connect classroom learning with practical business operations in Bangladesh's snacks industry. My internship work at the company involved me completing different departmental tasks which helped me develop my professional abilities.

The internship lasted from January 5 to February 29, 2026 for 12 weeks and which included 40 hours of work each week from Saturday to Thursday. The period matched my academic schedule because it enabled me to work during the busiest production times of dry food and extruded snacks while I met my university submission deadlines.


4.2 [bookmark: _Toc225419866]Departments Assigned  
I rotated through three important departments to achieve complete operational understanding through my work in Marketing which lasted from Week 1 to Week 3 and my experience in Production which continued from Week 4 to Week 5 and my time in Sales and Distribution which extended from Week 6 to Week 8. The cross-functional placement which departmental heads supervised allowed me to see how different processes work together from product development to market introduction which matched the integrated operational model of Pran


4.3 [bookmark: _Toc225419867]Activities & How I Performed Them

 Marketing Department
· Market Research for New Snack Flavors:
The research investigated competitor snacks starting from ACI and Olympic by conducting surveys to 50 urban Dhaka consumers who selected their preferred low-oil snack options. The researcher used Excel to organize data which showed that 30 percent of people wanted baked cake & dry cake and then presented his results in a 10-slide presentation which led to a product test launch.


· Social Media Campaign Support:
I helped to advertise the Pran Happy Snack product line through Facebook and Instagram. I developed 15 social media posts which I designed using Canva to reach an audience between 18 and 35 years of age. I scheduled these posts which resulted in an 18 percent increase in user engagement that we tracked through analytics. I acquired new knowledge about content optimization techniques while studying algorithm changes.

· Customer Feedback Analysis:
I reviewed more than 200 complaints which I obtained from hotline data. The team used a pivot table to classify problems which included packaging tears while our recommendation for seal enhancements decreased repeat problems by 12 percent according to the follow-up assessments.

Production Department
· Inventory Tracking:
I used ERP software to handle raw material inventory which included potatoes and oils. I performed cycle counts to find and fix discrepancies which included a 2% coverage and I created reorder reports which stopped a potential 1-day production stop.

· Quality Control Checks:
The Gazipur facility underwent daily snack batch inspections which exceeded 500 batches to check weight and flavor consistency and HACCP compliance. I used digital scales and sensory tests to identify 5 percent of non-conforming items which I trained 10 workers on how to log to better understand ISO 22000 standards.



Sales & Distribution Department
· Sales Data Entry & Reporting:
The CRM system requires weekly sales data from 20 Dhaka outlets which I input for trend analysis. I developed Excel dashboards to predict Q2 demand which helped the territory manager make decisions.

· Distributor Coordination:
I used email and phone communication to contact three regional distributors for order fulfillment purposes. The delivery delay problem was solved when I arranged the fast shipping of a 500-kilogram shipment which resulted in 98 percent on-time delivery performance.

Those activities developed technical skills in Excel and ERP systems and developed soft skills in communication and adaptability which needed 10 to 12 hours of work during periods of high demand.


4.4 [bookmark: _Toc225419868]Overall Internship Experience

The Pran internship program enabled me to apply my academic knowledge as I developed practical skills to demonstrate the rapid development of the snack food sector through its response to changing consumer health demands and unpredictable supply chain conditions. Dealing with hierarchical communication challenges which required me to work with multiple departments developed my resilience while successful campaign achievements increased my confidence to pursue agro-business career opportunities after I complete my studies. The experience fulfilled my academic requirements while I developed a passion for marketing innovation in Bangladesh's FMCG sector which I plan to pursue long-term through my upcoming work for the organization and the mentorship I received. The organization requires active problem-solving abilities because they create substantial organizational benefits through their work, while department collaboration remains essential for conglomerate organizations such as Pran-RFL. 










[bookmark: _Toc225419869]CHAPTER – FIVE
[bookmark: _Toc225419870]FINDINGS & RECOMMENDATIONS










5.1 [bookmark: _Toc225419871]Findings
The internship at Pran-RFL Group revealed key insights into the company's operations and the snacks industry in Bangladesh. These Findings reflect the internal dynamics of an organization itself and external environmental dynamics in an industry.


· Intense Market Competition: The study identified its most important result through the discovery of extreme market rivalry which exists between various companies in the FMCG snacks sector throughout Bangladesh. PRAN-RFL Group faces very strong competition from the local and multinationals companies. The competitors stay active in the market through their ongoing product launches while they maintain competitive price points and they spend substantial resources on marketing efforts. 

· Changing Consumer Preferences: The snacks industry is one that is witnessing rapidly shifting consumer tastes. Food products which are ready to eat and require no preparation. Health-conscious options which have low sugar and low fat content and use hygienic packaging. Urban consumers have developed greater awareness of brands and product quality because they are now making purchasing decisions. The research showed that customers now make buying decisions based on three factors which include branding and packaging design elements together with their actual health benefits.

· Emerging Markets: The Bangladeshi snacks market shows permanent expansion because of three main factors which include increasing population, urban development and growing consumer spending power. The company can achieve substantial growth through these new business opportunities. PRAN-RFL Group has the potential to: Extend its operations to untouched rural areas, Develop low-cost product options which will reach the entire consumer market and broaden its international business operations across multiple countries. Furthermore, global demand for Bangladeshi food products presents further opportunities for the expansion of export.


· Cost Pressures: The company faces another important problem because it needs to control rising operational expenses. The business experiences reduced profit margins because its expenses for raw materials and transportation and packaging and labor have increased. Key contributing factors include: dependence on imported raw materials, the economy experiences changes because of exchange rate variations and the economy faces challenges because of rising inflation and rising fuel expenses. The company needs to implement efficient cost management systems to handle their current cost challenges while maintaining their product quality standards. The organization needs to establish pricing methods that will enable them to compete in a market where customers show strong sensitivity to price changes.


5.2 [bookmark: _Toc225419872]Recommendations

· Cut Production Cost: The factory could save its costs between 10 and 15 percent through energy-efficient equipment upgrades and employee waste reduction training which will result in quick savings.
· Manage Supply Risk: The product availability problems and cost escalations which supply chain operations face stem from two main factors. The first factor involves logistical inefficiencies while the second factor depends on the company's need to depend on rural supply chains.
· Invest In Health-Focused Products: Need to create health-focused snack products which use new taste combinations and advanced packaging solutions to maintain its competitive advantage in the FMCG sector.
· Strengthen Competitive Strategy: The company needs to monitor rival companies' pricing strategies and discount offers while adjusting our own price points to increase profits and maintain our position as the market leader.
· Long Term Sustainability: The company needs to establish brand loyalty through its dedication to environmentally sustainable practices which include switching to eco-friendly packaging and reducing greenhouse gas emissions and enhancing its corporate social responsibility initiatives through educational programs and environmental conservation efforts. The organization achieves two goals by this approach because it improves its brand reputation while securing its future operational success. 




5.3 [bookmark: _Toc225419873]Conclusions

In conclusion, PRAN-RFL Group operates as Bangladesh's most successful competitive force in the FMCG market because it maintains a dominant market position through its established brand and wide range of products and extensive distribution system which continues to foster its expansion.

The company encounters actual challenges which include increased competition and higher operational costs and its need to rely on external suppliers for its raw material needs. PRAN-RFL should focus on three areas which include innovation and operational efficiency and intelligent market expansion to maintain its competitive advantage.

Through using the strengths to overcome weaknesses of PRAN-RFL Group, the company can sustain growth and strengthen its position in both national and global markets.
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16 March 2026

TO WHOM IT MAY CONCERN

Sub: Internship Completion Letter for Farhan Muhib Shafin

This is to certify that Farhan Muhib Shafin, Marketing Department, United
International University, has completed his internship program from 05% October
2025 to O5™ January 2026 in PRAN Group under the supervision of the HR
department.

He was found sincere & hard working during this internship and showed his keen
interest in learning. We have no dues with him & he is free to pursue his career
anywhere.

We wish him all the best in his future endeavours.

Sincerely yours,

Manager- HR

PRAN Group
Telephone number(s): +88-02222281792 Ext: 372

HizAL CFFICE : A-105/7 sIDDIE HAIIDA, DHAKA 1212, BANGLADESH
Phone: +68-0222228179z, +88 02-41081851-53, E-mail. pg@prangroup.com, Web: www.pranrfigroup.com




