BANNU WOOLEN MILLS LTD

CHAPTER#1
INTRODUCTION
1.1 INTRODUCTION TO THE REPORT

My report is the requirement of Bachelor of Business administration (BBA) to became a member of financial or industrial institute for 8 weeks (2 months).
The purpose of such internship program is to enable student’s environment what they have learned in their course text.
Students are then required to write a report on what they have experience in their internship. My report is the result of 8 weeks study of bannu Woolen Mills Ltd.

1.2 INTRODUCTION TO BWM
When Pakistan came into being as an independent state in 1947.  The total Woolen industry in British India were “354” among these 14 companies fell in the share of Pakistan. So Pakistan felt in difficulties with minimum level of woolen industry.
The remaining companies stopped working due to the poor commercial condition of the country. 

There were only few cotton sinning factories in West Pakistan on the other hand 75% of the total cotton production of the world was produce in East Pakistan (now Bangladesh) but no industry here in.
In short the entire situation of the industrial sector was not favorable for newly born nation.
For the operation of 14 Woolen factories, machines and Equipment were insufficient and ineffective. At the time of independence there were only “177” Spindles and 4820 looms to run these industry. Now there are 850 Mills, 1200 Spindles, 50 rooters in Pakistan. 
Pakistan industrial development corporation (PIDC) established BWM in 1953. it was incorporated as public limited company on 20th January, 1962 and the certificate for commencement of business was issued on 11th may, 1960. The company was incorporated for the principal object of taking over woolen Mills and business set up at Bannu by PIDC together with all rights property and generally for such other object, as are detailed in memorandum and articles of association. 
The company was disinvested 64 PIDC on 20 August 1964 and Bibojee Group of companies founded by renowned industrialist of country lt. 
This group of companies is engaged in the manufacturing of a west range of products. Providing jobs to thousand directly and indirectly and making considerable contribution to the national exchequer and the GOP. 
This company became a public Ltd company in 1992 and is quoted at Karachi / Islamabad stock exchanges (KSE / ISE) ISO 9001 and 9002 certified. The quality management of Bannu Woolen Mills.
The different types of data regarding the Woolen Mills was thus obtain from the balance sheet and different offices i.e. Account office, Labor office and Production department. 
Expenditure includes cost of building, raw materials, machinery and equipment, labor cost, excise duty, transportation and miscellaneous cost.
The income is derived from the sale of blankets, fabrics cloths, yarn, waste and rags. The federally administered tribal areas is spread over all the agencies of Khyber pakhtoon Khwa (KPK) suggesting and centerline the development activities of about 30 lakes of people.

When studding the mill I am focused “how to minimize the higher prices of products of BWM but now I reached at a decision that prices are too low as compare to their lend, labor, machinery and management investment with quality production.

Every department uses a very high costive machines those machines are of Italy, Japan and China.
Raw Materials are purchased from Kashmir and Australia. Australian wool is of high quality and so too expensive. 
Labor are mostly from local yet 30% to 60% labor employed are from Kohat, Karak and Lucky.
The finished products are sold out to market with different dealers spread over different parts of the country and also exported to Dubai.
OBJECTIVES OF BANNU WOOLEN MILL
The end points toward which activities are concerned are called objectives.
Clearly defined and well managed objectives will lead the organization to the top most level.
Objectives are designed for next year or for next production cycle or period by throwing ample light on previous year record any achievement, organization, aims and goals, company policy of labor, machine and building etc. 
Organizations are of two types profit oriented and Not-For-Profit (NEP). BWM is completely a private organization following in category of profit concentrated or profit maximization is the objective of BWM. However the goals of BWM Ltd are as follow. 
OBJECTIVE
1) Development and Prosperity of Nation. Creation of employment opportunities.
2) Maximization of profit from inside and outside of the country.

3) To meet demand of yarn in the country.
4) To earn foreign exchange by exporting yarn.
5) To ensure cordial atmosphere having favorable working condition.

6) To make products attractive.
7) Customer satisfaction.
8) To increase the market share.

9) Stabilization of prices.

10) Maximum profit.
CHAPTER#2
PROFILE OF BANNU WOOLEN MILLS

2.1 ORGANIZATIONAL CHART OF BANNU WOOLEN MILLS
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2.2 DEPARTMENTS OVERVIEW

PURHASE DEPARTMENT

Purchase Officer





Muhammad Sharif Lutfi

Assistant purchase Officer




Khalid Khan
This department is responsible to make purchase of those items weather inside the country or outside the country (machinery, raw wool) as needed by the mill.
SALES DEPARTMENTS

i. Senior Executive Marketing 
Khalid Quli Khan

ii. Sales Officer


Salim Khan
Experience sales officer’s heads sales department. He is performing his duties since the 1st date of establishment of the mill. Other employees who work in sales department are,

Sales Assistant


Murad Ali Khan

Junior Sales Assistant


Shifat Ullah Khan

LABOR DEPARTMENT


Manager Admin & personnel


Haji Saif-Ur-Rehman Marwat


Major task of this department is to work for the welfare of the personnel. It has close dealing with collective bargaining agents. This department runs under the Executive Director Technical. It has three sub-Offices

a. Labor welfare office
b. Time office
c. Wage office

d. Security office

COSTING DEPARTMENT


Assistant Account cost & Production 

Abdul-Haq Sahib









Sana Ullah Khan









Matiullah Khan


Costing department is the eyes of manufacturing concern and without his it is impossible for anyone to reach at correct decision about any product cost. This department is responsible for keeping records associated with the accounting for manufacturing and non-manufacturing activities.
PRODUCTION DEPARTMENT

a. spinning Department

a) Material Handling

b) Opening & Packing

c) Carding

d) Drawing

e) Simplex or Roving

f) Ring

g) Auto cone

h) Packing

b) Weaving Department

c) Cone Winding

d) Finishing Department

e) Dyeing Department

f) Inspection Department

ACCOUNT DEPARTMENT


Every business organization uses the basic principles and techniques of accounting, but the papers and Performa used in business organization are in different types. The difference in format is a small one; therefore it does not affect the nature of accounting principles.

FINANCE DEPARTMENTS


In every organization, the finance departments place a vital role and are considered as the backbone of business. In Bannu Woolen Mills an experienced person, A. R Tahir has financed department. He is an intelligent, intellectual and able finance manager. Besides, financial dealing. He has the know how about accounting taxes, auditing, and excise policies and rules.

Both finance and accounting staff working in the same one department of the organization. Finance manager is the head of finance section and account officer of the accounting section.


All financial dealings are the responsibility of the finance section and other check and read is under the account section. All dealings concerned with the banks, finance section has its own cashier for various payments and receipts.
Chapter#3
PRODUCTION DEPARTMENTS

SPINING DEPARTMENT.


This department headed by Mohammad Younis & Waheed  60th act as production Manager.

In spinning department there are three sections or production categories. 

1. Carding

2. Ring

3. coneveding
1. CARDING

Whenever raw wool processed in scoring section the wool would be cleaned by boiler’s through detergent water. When the initial impurities remove from the raw wool then it passes to the dying department. Her the wool would be colored for party demand.

These wetted wool then drying in sunlight and then again reverse backed to scoring department after some process the pure and soft wool then posses to blending section which work as input strong house for spinning department.

In carding section the wool then get processed with heavy machines. These machines format the initial form of wool into that kind of thread are very soft and broken even touch. 


The beam of raw thread then passes to king section. 

2. RING SECTION

When raw and soft beams of thread are adjusted in ring machines then the machines start working and process the thread. 


In this department the thread are twisted so much that its hardness increased and softness decreased. Now the thread is ready to convened. 
3. CONVINDING SECTION

At the last of spinning department the thread are rounded on different shaped cones that’s why it is called convening.

Here also machines are used to round on cones. The coving is then weighs ten and stored in the same department.

There are 60 employees in each shift 2 in charge and 1 manager.
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Three shifts are employed by the executives, each of 8 hours. So the Mill working 24 hours / day employee 180 workers, 3 production manager and 6 assistant included in the workers in spinning department only. 
The basic pay of each labor is 7000. 2500 KG are the ideal output of spinning department but averages 2000 KG wool reaches as input at Rs. 600. 
WEAVING DEPARTMENT

INTRODUCTION


Weaving is a department where cones of spinning department are beamed on large beam of 12 feet long.


Now the beams are separated from the spinning machine and locate on weaving machine where in cloth and blanket generation.

SUPERVISOR


Supervisor of the weaving department is not too much friendly. His behavior with internship student are not satisfactory.

The labor under his command is badly discouraged from their work. Dost Muhammad is officially Good but not a good manager.

WARPING


In this section a zooming machine rolled beam on which thread are rolled and cover a 12 feet beam when the beam is covered then connected to pecanol loom weaving machine.

During warping the beamed thread are separated with different section’s like 5,6,7,8,9, which work as design and shape of products.
WEAVING


In weaving department beams are come from warping section and cones are came from spinning department directly. The mix of the two is of below shape. 
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MENDING


The pressed quality goes to mending sector for error checking and error, defect remover.

The defect in blazer or in other verity can be traced by defect remover person’s.

GENRAL INFO


Dost Muhammad is the Supervisor of Weaving Department 12 machines are controlled with 9 waivers in each shift. 3 shifts are employed by the mill.

4 workers work in warping section in each shift. 2000 KG are somewhat above weft and warp is used each day and 2000 or 1800 meters of verity are produced.
PRODUCTS AND VARITIES


After weaving the products get original shape in steps different verities are (1) Blanket, (2) Clothes, (3) Snooker Cover, (4) Blazer, (5) Maroon, (6) Coat, (7) Green, (8) Black, (9) Blue. The end product of weaving department goes to finishing department. 
FINISHING DEPARTMENT


After finishing department clothes comes to mending section to check yardge or defects also weighting and removing all defects. Then is  an inspection machine to check yarge and defects under tube light.


Defects like heavy threads, holes and stains are checked by Menders on a total unit glass under which tube light are filled.

After mending it comes to finishing department and then to dying department.

1ST STEP

Wetting of pieces in padding machine with water and Colin soap and some other detergent then comes to milling machine to adjust weight and widths of pieces. 

Different qualities have different time of milling.


Qualities like blazer shrinking heavy cloths like serge and shawls then it. Comes to washing to remove impurities like mud etc then it comes to stander m/c to dry this wet pieces at temperature almost 90 degree inside this stander machine.

Further it brushed by brushing machine to remove waste which cues with cloths during all the process after it comes to blessing section to set for under pressure for the reason to ironing.


After ward it comes to inspection section for further checking of defects and weights, lengthen, width to matched with production schedule for dealer in a final step P/C are packaged.
Supervisor 





Riaz Khan

Office Assistant




Neksar Ali

Workers





60

Shifts






3

QUALITIES:


Super, Byma, Huber, Shall, Keen Shall, Blazer, Career cloths, Plain Velour, Bali Lane. 
Different of time in milling 

        Super and Hours

        Byma 20 minutes
  Different in temperature

Super with 40 degree

Byma with 50 degree

Hydro Enactor to used after final wasting after it comes to chamber finagling for drying are softness blazer reduce up to 15 meter and super 2 to3 meters. 
CHAPTER #4
FINANCE DEPARTMENT

DEPARTMENTAL CHART
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4.1 INTRODUCTION

In every organization, the finance department plays a vital role and is considered as the backbone of business. In Bannu Woolen Mills an experienced person, A.R
Tahir is the head of finance department. He is an intelligent, intellectual and able finance manager. Besides, financial dealings, he has the know how about accounting taxes, auditing, and excise policies and rules.
Both finance and accounting staff working in the same one department of the organization. Finance manager is the head of finance section and account officer of the accounting section. 

All financial dealings are the responsibility of the finance section and other check and read is under the account section. All dealings concerned with the banks, finance section has its own cashier for various payments and receipts.

4.2 MAJOR SOURCES OF FUND:


National Bank of Pakistan (NBP) is the main source of fund for Bannu Woolen Mills. NBP provide short term funds in shape of cash and also purchased wool for the organization.
4.2.1 NATIONAL BANK OF PAKISTAN ADVANCES:

A bank is a profit seeking institution. NBP makes advances at higher rate of interest to the BWM. The main advances made by NBP main branch Bannu are as under:
4.2.1.1 RUNNING FINANCE (OVERDRAFT):

An overdraft is a fluctuating or running account wherein a BWM Ltd arranges with NBP to permit him to overdraw his account up to a fixed limit for a fixed limit for a short period. The overdraft facility is given against collateral security; therefore it is called “Secured Overdraft”
The granting of overdraft facility to a BWM is advantageous for both the parties the BWM and NBP.

a. The BWM is able to meet the working capital requirements of the business.

b. The BWM gets the facility to overdraw his account as and when the need arises up to the approved limit.
c. Whenever the BWM has surplus funs, he may pay such funds into the current account to reduce or settle overdraft balance.
d. Since it is a running finance, there are no restrictions on drawing more than once provided the total amount overdrawn does not exceed the agreed limit.
e. The markup is charged only on the amount actually overdrawn.

4.2.1.2 CASH FINANCE (CASH CREDITS):

Cash finance also named as cash credits is a common form of lending by NBP. A cash credit is an arrangement by which a NBP allows to BWM to borrow money up to a certain limit. It is contractual advance but operated through an account. In cash finance, the BWM is required to pledge Security of raw material or Tangible Security.

Cash finance is a self-liquidating loan. It is advanced to commercial and industrial concerns for meeting the working capital requirements of the business. In cash facility, the NBP allows the BWM to borrow up to a certain limit either in lump sum or in installments. The BWM draw their money according to their needs. Thus the principal advantage of cash finance account is that the BWM can operate the account within the fixed limit as and when required and can save markup by reducing the debit Blanc whenever he is in a position to do so. The NBP charges markup on the amount actually drawn and far period it remains drawn. Cash finance is repayable on demand. 
LOAN:

There are two types of loans which are given by NBP to BWM. These are the follow.

HYPOTHECATION


Hypothecation is defined as a legal transaction whereby goods may be made lender. The advance of loans against goods without taking their possession is very risky on two main grounds. One, as the goods are in possession of the BWM, the BWM may take out the goods without informing the NBP Secondly, the NBP doesn’t have a legal claim as it does not have a valid charge over the goods.

RIGHT OF THE NATIONAL BANK OF PAKISTAN
a. In case of hypothecated goods, the NBP has the right to inspect the go downs; it can also demand periodic report of the closing stock.
b. The hypothecated goods, are to be insured by the BWM, in case these are not insured, the NBP has the right to get them insured and recover the insurance charges from the BWM.
c. The NBP has the right to ask the BWM to maintain a balance of goods which in value is not less than the amount advanced to him.
RIGHT OF THE BWM PVT LTD:

a. The BWM, as per agreement has the right to keep ownership and possession of goods with him.
b. Since the hypothecated goods are in the custody of the BWM, he can dispose them of.

Advances granted under hypothecation are not secure from safety point of view. The NBP should make sure that BWM has a good reputation, check properly regularly, asks the BWM to submit period reports.

PLEDGE:


A pledge is a contract whereby a good is deposited with the NBP as security for repayment of the loan. The delivery of goods has made by transferring the goods from the BWM go down but due to non-availability of place with NBP, the keys of the BWM go down is handed over to the NBP. The delivery of documents of title relating to goods also creates a valid pledge. 
The BWM delivering the goods as security is called pledger. The NBP to whom the goods are delivered is known as pledge. 
RIGHTS AND DUTIES OF NBP AS A PLEDGE:
1:
RIGHT OF NBP

a. The NBP has the right to retain the goods pledged not only for the payment of debt but also for the markup and other expenses incurred by him.

b. If the NBP has incurred extra ordinary expenses on the loan advanced, he has the right to recover the same from BWM.
c. If the BWM makes default in making payment, the NBP can dispose of the pledged goods after giving proper notice to the BWM.
d. The NBP has the right of full value of pledged goods till such time; the entire debt is not discharged.
2:
DUTIES OF NBP PLEDGE:
a. A NBP is to take reasonable care of goods pledged with him.
b. The NBP is not authorized to make use of goods pledged with him.

c. The NBP is required to return the goods pledged after the full payment of debt is made.
Books used by finance department.

Usually this section uses the following main two books;

a) Cash Book

b) Bank Books

c) Debtors registers

a) CASH BOOK:
This section uses a cash book for daily cash balances and also for other necessary transaction. Daily cash transactions with account, sales and purchased department are cleared.
b) BANK BOOK:

This section used Bank book Payment and receipt for daily bank balance of all accounts of the Company and for other necessary transaction.
c) DEBTORS REGISTER:

Finance section uses this register for various dealers to which goods and products are supplied. Generally, this is the work of account department but finance section also uses this register because of their memory that how much credit is due and remained with our different dealers, in order to check the central and whole financial dealings.
Chapter #5

PURCHASE AND SALES DEPARTMENT

5.1 DEPARTMENTL CHART
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DESCRIPTION

Chief Executive





Khalid Quli Khan

Sales Officer






Salim Khan


Assistant Sales Officer




Murad Ali Khan

Sales Assistant





Shifat Ullah Khan

Finance Manager





Mr. Tahir

Purchase Officer





Muhammad Sharif Lutfi


Assistant Purchase Officer




Mr. Khalid Khan
5.2 INTRODUCTION TO PURCHASE DEPARTMENT


This section is responsible to make purchase of those items whether inside the country or outside the country as needed by the organization.
5.3 MAKING OF PURCHASE BUDGET


The purchase budget is prepared on the basis of previous years purchase. Some extra quantity of materials and supplies are made to make the budget flexible for the purchase.
5.4 PURCHASE MATHODS AND PROCEDURE


When any department needed any items the head of the department prepare purchase demand in which. Quality, quantity, brand size are given in demand. 
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After its approval from the concern authority it’s sent its purchase demand to store officer who check that the required goods are available in the store and if it is not available then the store officer sent the purchase demand showing quality quantity brand size and color of the items require to the purchase officer. After completion all these formalities if things are available in the local market of the city then the materials get in items. For bulk purchase quotations are invited from local suppliers of which comparative statement is prepare as forward to the executive director technical after approved from the concern department who raise the purchase the demand.

Executive director (TECH) signs purchase order and mark to comparatively low price quotation party. 4 copies are prepare one for office record, one for store, one for supplies, and one for account department.
When things are not available in local market of desired quality and at reasonable rates then these are imported from foreign countries. Quotations are invited for different parties of different countries. Suppliers are requested to send their quotations.

The purchase assistant prepares comparative statement which is forward to executive director technical for considerations then order is placed to the lowest price quotation. The request is made to NBP for letter of credit in favor of the supplier, and supplier sent all concern documents of the goods to bank of mills.


The foreign purchases are made usually for 6 months basis due to taking for more time for completion of purchased process, while local purchase is made when the mills require it.

5.5 LETTER OF CREDIT OR L/C OPEND BY BWM WITH NBP MAIN BRANCH BANNU:

During my internship period I got practical knowledge about letter of credit. I also study the document of letter of credit how a letter of credit is opened by the bannu woolen mills with the national bank of Pakistan main branch bannu.

Basically foreign trade payment problem is mainly soloed by the commercial letter of credit. A letter of credit is issued by BWM’s Bank also known the (Importer’s Bank). It is the guarantee payment to the exporter (seller) up to specified amount of money provided the terms and condition laid down in the L/M is fulfilled.

A letter of credit is a document issued by the importing country’s bank (NBP Bannu) authorizing the exporter or seller country’s banker. In this way the exporter (seller) is protected by a NBP Main Branch Bannu.
5.5.1 PARTIES INVOLVED IN LETTER OF CREDIT:

I have studied and reached on the conclusion that there are FOUR parties involved in the letter of credit.
BANNU WOLLEN MILLS IS THE ACCOUNT PARTY: The buyer or importer (Bannu Woolen Mills) on whose account and request the letter is opened.

NBP IS CALLED IMPORTER BANK: The bank which issues or opened letter of credit at the request of Bannu Woolen Mills.

BENEFICIERY OF IMPORTER: The seller or the export party in whose favor L/C is drawn.

PAYING BANK (NBP): The NBP Situated in the WALL STREAT NEW YORK made the payment to the exporter’s Bank Account.
5.6 HOW L/C IS OPENED BY BANNU WOOLEN MILLS WITH THE NATIONALBANK OF PAKISTAN BANNU:

5.6.1 Application for Opening of L/C:

The first step to obtained L/C for the importer is to prepare an application on the described form available from NBP Main Branch Bannu. The information which are applied in the application are based on the contract of sale and include only the important features of contract such as the

a.
Value of the merchandise

b.
Port of shipment

c.
Documents to be presented

d.
Port of unloading

e.
Expiry date of papers

f.
Brief description of goods

g.
import license etc.

5.6.2 FORMAT OF APPLICATION FOR L/C:


The format of application for opening the L/C is as follows:

Application for Opening of Letter of Credit
(To be faced in by all importers in triplicate)

1:
Name and Address of Importer 

BANNU WOOLEN MILLS LIMITED

2:
Name of Importer Goods


INDUSTRIAL (Commercial/Industrial)

3:
Type of Industry



WOOLEN INDUSTRY 

(In case of Industrial Consumer)
4:
Sector of Import



PUBLIC (Private/Public)
5:
Source of Import



CASH (Cash/Credit/Barter/Other)
6:
Value of L/C to be Established 

$64000 (2009 data)
7:
Import fees paid Rs.



…………………….

8:
Description of items



ABOUT 600 BALES AUSTRALIAN RAW

                     





 WOOL 04-07
To be imported



AS PER CONTRACT NUMBE

 BWM/100703 DATED

02-11-2009 OF MIKE JONES & CO AUSTRALIA

9:
With I.T.C/H.s code no:


5201.0000
10:
Country of Import with


FREELY IMPORTABLE

Listed list items

11:
Country of Import with


MIKE JONES & CO MELBOURNE 

AUSTRALIA


Name and Address of Beneficiary
12:
Name, Address & REGD#


BANNU WOOLEN MILLS LIMITED 

D.K.KHAN ROAD BANNU

5.6.3 SALE CONTRACT:


The sale contract is basically done when importer (Bannu Woolen Mills) after obtaining quotations places and order (indent) for the wool top the overseas exporters. Basically this quotation.

Comes from Bannu Woolen Mills Agent Karachi. The indent is placed to the exporter trough his agent.
5.6.4 DECLARATION FROM BANNU WOOLEN MILLS TO NBP MAIN BRANCH BANNU:
DECLERATION
We hereby declare that:

1:
The information given is correct.

2:
The prices at which import is being made of most competitive.
3:
All necessary documents have been attached.

In the event this information is found is incorrect or the imports made are not in accordance with above description/ITC classification or not in accordance with provision of ITC. The imports so effected shall be treated as un authorized and shall be in cashed an account with the proceeds of custom act 1969. I/WE shall also be liable to action under the import and export control Act leader 1950 orders and roles made there under:
Place BANNU

Date 13-11-2009









G.M

F&C

5.6.5 CERTIFICATE FOR PRODUCTION TO CUSTOM CERTIFICATE:

During opening the L/C this document also presented to NBP Main Branch Bannu along with necessary documents for signature. The content of this document is as follows:
a. Name / Address of the Importer, Registration umber

b. Description of commodities with M.S code

c. Name/Address of supplier (Exporter)
d. Country of Export

e. Country of Origin

f. Amount of fees realized
g. Whether pre-shipment inspection/Price verification.

5.6.6 MARINE COVER NOTE:

On receipt of the premium, the insurance company issues a cover note to the importer stating that the contract has been completed and the wool has been insured.

Marine insurance covers all loses to the ship and cargo while in port or at sea. It includes

a. Sinking
b. Capsizing

c. Stranding

d. Collision

e. Theft

f. Strikes

g. War etc.

In this contract, the insurer (Universal Insurance Company Limited) on the payment of a premium by the insured undertakes to give coverage against loss. The terms and conditions of the contract are written in a document called Marine Insurance Policy.

5.6.7 SERUTINY OF THE APPLICATION:

Before issuing L/C the NBP Bannu takes all kinds of necessary precaution for securing its credit. The types of goods to be imported, the market demand of the goods, and then establish the amount i.e. the line of credit would be made available to the importers for letter of credit.
5.6.8 CASH MARGIN:


The importer (BWM) I asked by the NBP Bannu to deposit with the bank in the form of cash or securities proper margin depending BWM credit worthiness.
5.6.9 BILL OF LADING:


Bill of lading is the most important document in international trade. Bill of lading is an acknowledgment of the receipts of goods on ship by the master of the ship. Bill of lading contains the following.
a. Name of the ship

b. Place loading

c. Place of destination

d. Name of consignee

e. Notify party

f. Place of delivery

g. Description of goods

h. Date

i. Freight etc.

Being a title of the goods, it can be transferred by endorsement in favor of any other person.

5.6.10 LETTERS OF CREDIT REGISTER:

In this register the copy of letter of credit is maintained, opened on the name of the various parties as a record for various purposes.
5.7 INTRODUCTION TO SALES DEPARTMENT

Sales and purchase staff works in one department. Sales staff is working on the one side and purchase staff working on the other side in the same room.

Experienced sales officer heads sales department. He is performing his duties since March 1983 having 26 years of experience. Other employees who are working in this section are;

a. Assistant accountant sales

b. Sales assistant

5.8 SALES PROCEDURE


This organization does not sell its products to its customers directly except in fair price shop. It supplies its products to dealers and agents, spread in various parts of the country. The organization pays some fix percentage of commission on net sales to these dealers and agents. It produces various products according to the decision taken by the dealers and agents, because they have a close contact with the customers and they know the demand of the customer.
Various government organization and private dealers invited quotation about various quantity and quality of products. The concern department then sends us samples, rates, time to spend on producing the items and term of components to that pay. When these parties accept its rates and order terms and conditions, then they confirm in writing in the shape of order.
An organization supply item according to the order receives. Three copies of order are prepared. One of invoice, second dispatch note and third dispatch goods. One copy is kept in office on record, one is sent to the supplier and one to TR/RR caring the goods.
5.9 RECEIPT OF ORDERS:
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Bannu Woolen Mills produce cloth (fabrics and blankets) only for winter on. Thus more orders are placed between the periods of October to February, the month of June and July and sometime continue up to the month of December.
5.10 CREDIT SALES (TERMS AND CONDITIONS)

Bannu Woolen Mills Ltd. Provide credit facilities to its specified agents.
They are dealers and agencies.

a. It provides usually 5% commission to the agents.
b. It also pays cash discount to its own agents.
c. If credit sales is granted for 60 days, but if contractor is unable to pay interest will be charged according to stated agreement.

5.10.1 NAMES OF AGENTS AND DEALERS OF BANNU WOOLEN MILLS LTD.

a. Haji Ghulam Hussain & Co. Rawalpindi
b. Crescent Agencies, Rawalpindi.

c. Crescent Agencies, Lahore.

d. Keen Agencies, Peshawar.
e. M. Wahab-ud-Din and sons, Peshawar.

f. M. Karim Bakhash (Pvt) the Mall, Lahore.
g. Popular Cloth House, Karachi-2.
h. Perfection House, Quetta.
5.11 DEVELOPMENT AND MANAGEMENT OF NEW PRODUCT

This organization , when wish to develop a new product, the Chief Executive of the organization invite all the concerned dealers of Bannu Woolen Mills Ltd. Spread over in different parts of Pakistan every year. A regular meeting held, in which all the dealers and agents of the organization and also managerial staff of Mills take part. Different views are offered about the development of new product and selected good one idea of it.
Then the organization produces some cloth as a sample which then is sent to various dealers and agents of the organizations.

On the last stage, when this product is accepted by their customers, then large quantities are ordered by the dealers and agents.

It is lucky for Bannu Woolen Mills Ltd, that whenever the mills produce any new product, it is accepted by customers due to the good quality of products.

5.12 SALES PLANNING


Every department of business organization prepares their own plan and forecasting future on account of to satisfy their customers demand. Every organization has their own activities, which are to be performed. Therefore sales department making their own plan on the following two bases.
1. Previous Year’s Sales Record.

The sales department prepare sales planning for the current years on the basis of past year sales of the various parties of the organization.

2. Agents and Dealers meetings.

Agents and Dealers meetings is held with the management of the organization and asked them that how much you will be purchased this year of the different qualities and colors. On this way, the sales managers prepare the sales plan and make it flexible by adding some extra figures that if some other parties purchase our goods.
5.13 MAJOR OBJECTIVES OF MARKETING DEPARTMENT

a. The major purpose of this department is to satisfy customers and to have a large sale of goods.
b. They want to have full information about market trends i.e. about demands and prices etc.

c. This department settles terms and conditions of sales with customers, who want to purchase their products. This department also makes dealing with various government agencies and with their dealers.

d. They have an objective to inform customers directly through agents and dealers.

e. They are responsible for good name of the organization. Therefore they check the dealers / agents not to defame the organization.

5.14 BOOKS AND RECORDS.


Sales department use the following books and records.

a. Sales Book

b. Bills Book

c. Production Book

d. Gate Pass

e. Dispatch and Packaging notes.
Chapter #6

COSTING DEPARTMENT

6.1 INTRODUCTION:


Cost department is the eyes of the manufacturing concern and without this; it is not possible for anyone to reach at correct decision about any product cost.
6.2 PRICE DETERMINATION OF THE PRODUCT:


Cost department determine the total cost of goods manufactured and per unit cost of the production. The sales department receives this information to charge suitable price of the product.

6.3 STOCK EVALUATION:


Cost department also evaluate the opening stock, closing stock, work-in process and finished goods stock for the purpose of making balance sheet and income statement.
6.4 PREPARATION OF COST OF PROUSUCTION REPORT:


Preparation of production report is the major and important function of the cost department. For this purpose cost department collect and determines the cost of direct raw materials, direct labor cost, factory overhead cost and marketing and administrative expenses.
These cost information are collected from all sections of production process. The cost department prepares cost summary account for each section and a separate cost sheet for each order is prepared, when the goods are completed.
6.5 BOOKS AND RECORDS OF COST DEPARTMENT:

The following books are used in the cot department:
a. Blend register:

In this register the value of wool issued to the blend is recorded on daily bases and the value of wool from blending is also recorded.

b. Annual Production Register:

In this register all production which is produced during the year is recorded in meters and the materials used in the production are recorded in kilograms.

c. Production Account Register:

In this register all types of production produce are recorded and also material cost, labor cost and factory overhead cost is recorded.
d. Doff Register:

In this register the quantity is recorded in kilograms and also contains the quality of the yarn produced on daily basis.
e. Daily Spiny Stock File:

This file contains the daily report to the production of Muel and Ring to codting office. This report also contains quality of yarn, opening balances and total productions. 
6.6 FUNCTIONS OF COSTING DEPARTMENT


6.6.1 Cost Computation of Product:



This department is concerned with financial data of the organization cost regarded the function of various department served in the operation of a business organization. To compute cost detailed information are needed and various sections to the cost department submit these information.
These are as under:
a. Daily production and stock report of raw material received and issued to, from raw material stores.

b. Daily blended stock report

c. Daily spinning stock report

d. Weed return report

e. Daily weaving stock report

f. Daily greasy cloth stock report

g. Daily rings production report
h. Daily stock report of financing

i. Stock report of yarn manufactured
a. Production report of yarn manufactured on cheese winding in spinning section.

In cost calculation other factors considered are as follows;

a. Power used in Production

b. Labor wages

c. Depreciation charged to the production on the use of machinery and building etc.

d. Management expenses

e. All these factors are considered in computation of cost per unit, cost is calculated as:

Cost per unit = total factory/Total quantity produced
6.6.2 Controlling of production cost:


The basic objective of cost department is to control production cost that is to control direct material cost, direct labor cost and Factory overhead cost and to determine the production that how much quantity should be produced of the particular product.
Chapter #7

ACCOUNTING DEPARTMENT

7.1 INTRODUCTION:


Because I am specializing in Finance and wanted to k now the whole accounting / finance policies, procedure, rules, and methods applied in this department.
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7.2 ACCOUNTING NECESSITATE IN BUSINESS ORGANIZATION

It is common factor that accounting is a language of business. All aspects of the organization and related information such as, financing, sales purchase, auditing, taxes etc are easily and correctly communicated through accounted.

If Finance Manager and his staff applying good methods of accounting and analyzing, checked the methods at different levels, and provide in order to see the accurate result then, it will become a proof for the development of organization. 

During my internship training, I applied and checked all the theoretical portions of accounting, which have been taught to us in our study periods in different levels and realized its practical values. 
Accounting has its own techniques and tools used by every business organization. This organization also used some modern and some old methods, records are procedures of accounting, generally books, and records are made through Voucher, Journal and Ledgers.
7.3 ACCOUNTING PROCESS


Every business organization uses the basic principles and techniques of accounting, but the papers and Performa used in business organization are in different kinds. The differences in format is a small one, therefore, it does not affect the nature of accounting principles. Accounting process followed in Bannu Woolen Mills is as under.
7.4 VOUCHER SYSTEM

In almost every business, transactions take place and these transactions are presented business papers, called vouchers. The voucher documents contain and consist of the information about the parties concerning and consist of the information about the parties concerned with the transactions. Voucher is prepared to support the original entries. Journal vouchers are prepared and approved by the immediate officer. It is a source of collection and adjustment in the accounts. These vouchers are assembled in the form of book, and direct transaction is directly analyzed in these vouchers papers. These voucher papers are generated in computer accounting program.
7.5 TYPES OF VOUCHERS USED
a.
Journal voucher
Journal voucher are prepared and approved by the immediate officer. It is a source of collection and adjustment in the accounts. These vouchers are assembled in the form of book, and direct transaction is directly analyzed in these vouchers papers. These vouchers papers are also prepared in computer accounting program.
b.
Cash payment voucher

Cash payment voucher are prepared only for the purpose of cash payment. Then approved by the immediate officer regarding detail attached. Then posting into the cash payment Book.
Before cash payment voucher is prepared several other steps taken by the responsible person. These steps are as follows:
a. When daily wages or advances needed to staff, or workers, then bill must be prepared by the labor officer after getting approval from the senior management of the company or any person who pay cash for the completion of some particulars job authorized by the management of the company.

b. Then employee comes in account office and presented the approval bill to accountant who maintained Cash Book, Cash Vouchers etc.
c. In third step accountant check the worker previous status of any type of advances made in the advance to worker Ledger about Debit and Credit balance if any and he note the amount authorized for the payment to that specific person in the expenses monitoring register.

d. In fourth step the accountant prepared Cash Payment Voucher according to the nature of transaction.
e. In fifth step the worker presented this voucher to the deputy manager Finance or Finance Manager for sanction the payment.

f. In sixth step this voucher presented to cashier for receiving the amount and endorsed his signature or thumb impression in token that he receive the amount.

g. In last step at the end of a day, all the vouchers presented to accountant who maintains the Cash book, and then accountant is required to post all the vouchers on the Cash Book.
c….
Bank payment Voucher

This voucher is prepared by accountant when cash is withdrawn from bank or any payment which is made through bank. The Bank payment vouchers are prepared whenever the payment is greater than and equal to Rs. 10,000.
d.
Purpose of Bank Payment Voucher:

a. When cash drawn from bank for the day to day petty expenses.

b. Amount paid against salaries, advances to staff where the payment is greater then and equal to Rs. 10,000.
c. When amount transferred from one bank to another bank.
d. When payment is made to store supplier.

e. When amount transferred from one account to another account opened within the same bank.
7.6 ORIGNAL ENTRY BOOK

The entries analyzed in the voucher papers are assembled in proper form of each month. The book in which these papers are assembled are called Book of original entries. During the month, accounts are adjusted and adjusted voucher are passed.
In Bannu Woolen Mills Ltd, there are book of original entries, from these original books, entries are posted to their, proper accounts, Books of original entries used in Bannu Woolen Mills, are as under.
a. Cash Book.

b. Bank Book, separate for payments and receipts.

c. General Journal (Day Book).
d. Sales Journal.
e. Purchase Journal.

a. CASH BOOK

In this book the accountant records all the transaction relating to cash Receipts and cash Payments is recorded. Whenever the cash received from source is recorded of the debit side of the cash book, while payments made against stores supplier, unpaid salaries, advance to workers, final settlement, advance for expenses, manufacturing salaries and benefits, admin salaries & benefits, printing & stationary, entertainment, vehicles running maintenance are recorded on the credit side of the book.
Generally three kinds of cash books are used in accounting. But the accounts department of BWM Ltd follows the simple Cash Book.

Receipt Side of Cash Book Consist Of:
a. Date Column

b. Receipt No/Voucher No
c. Received From/description/cheque No

d. Ledger Folio

e. Total Amount

f. Account No

g. Details / explanation

Payment Side of Cash Book Consist Of:
a. Voucher No

b. Paid to

c. Ledger Folio

d. Total Amount

b. BANK BOOK

PAYMENT


In BWM accounts department keep their bank book separate from cash book for recording therein daily bank transaction. The account department set columns of receipts and payment sin the bank book.
Therefore they keep the cash book along with bank book.

Summary of receipts and payment is also prepared at the end of a given period, usually at the end of a month to know the balance as per bank statement.

The BWM payment consists of two sides. Left Column is considered to be credit and right column is considered to be debit side. These are as follows:

The Left Side of The Payment Book (CR Side):

a. date, voucher No
b. Paid to

c. Chaque No
d. Total Amount

e. Ledger folio

f. National Bank of Pakistan Bannu

g. Habib Bank Ltd.

h. United Bank Ltd.

i. Misc: A/c Description etc.

c. RECEIPT

The BWM Receipt Book consists of two sides. Left side is called Debit and right side is called Credit. The columns of these are as follows.
Left Side of Bank Receipt Book (DR):

a. Date, Receipt No or Voucher No

b. Received from

c. Cheque No / demand Draft No

d. Total Amount

e. Ledger Folio

f. Bank Credits

g. Misc: A/C
The Right Side of Bank Receipt Book (CR):

a. Cash

b. Interbank Transfer

c. Trade Debtors

d. Miscellaneous A/c, description.

d.. 

GENERAL JOURNAL
In this book company post the formal voucher which is prepared by the accounts departments. During the month accounts is adjusted and journal voucher are passed. They are recorded in the form having complete detail of the debit and credit accounts. Transactions are recorded chronologically. It is also known as a day Book, because it contains day to day transactions in the shape of Journal Vouchers are recorded in it.

   c..

SALES JOURNAL

Like purchase department, BWM have separate Sale department for selling function. Sale of shawls and woolen clothes is done on cash and also on credit basis. When the cloths are sold for cash, they are recorded in cash journal. But when the cloths are sold on credit they are recorded in a separate journal called Sales Journal. Sales invoices are entered in this journal.
LEDGERS


Entries are transferred from journals to their proper accounts in the ledgers. The two main ledgers books Bannu Woolen Mills are used. The main ledgers first are used for the followings:

a) Ledger 1 (Revenue & Balance Sheets items)

b) Ledger 2 (all expenses)
a. Trade Debtors

b. Advance to employees

c. Advance for expenses
d. Bills payable for Wool

e. Bills payable for Wool

f. Bills payable for expenses
g. Security Deposit paid
h. Accrued Liabilities

i. Spare parts ledger

j. Packing & balling

k. Electric

l. Oil and lubricant

m. Dyes and chemical

n. Raw material.
OBJECTIVES OF LEDGER

a. In order to classify the business transactions, so that management may determine the real increase or decrease in an account during a particular period.
b. To prepare Trial Balance for providing the arithmetical accuracy of the record.
c. To provide reference of all the part’s and staff, worker’s along with different codes of accounts if it is needed.
FORMS OF PLEDGE:

Although there are different forms of ledger but the most popular and generally used forms are:
a. Periodic Balance Form.

b. Running Balance Form.

a. Periodic Balance Form:

In this case the page is divided into two parts, left hand side is called debit side and the right hand side is called credit side. This form of ledger is of “T” shape. Therefore, it is generally known as “T” account.
b. Running Balance Form:

The BWM followed most popular and standard form of method. This method is as under:
Description-----------------------------------------------

Account No------------









Sheet No---------------

	Date
	Voucher No
	Details
	Folio
	DEBIT
Rupees
	CREDIT
Rupees
	BALANCE
Rupees
	Dr
Or

Cr

	1
	2
	3
	4
	5
	6
	7
	8


METHODS OF POSTING

a. Title of account (Description) and account numbers are written at the top.
b. Column no. 1 is meant for writing the date of transaction.
c. Column No.2 is for voucher No. form Journal Voucher or Cash Payment Voucher or Bank Payment Voucher.

d. Column No.3 is meant for Detail Named of the corresponding accounts are recorded in this column.
e. Column No.4 is meant for references (number of the page in journal)

f. If an account ID debited in journal the amount will be written in the debited column of the ledger (column No.5)

g. If an account is credited in journal the amount is written in the credit column of the ledger (column No.6)

h. Column No.7 & 8 is meant for recording the Balance. It is further divided into two columns, one for inserting balance amount and the other for mentioning that the balancing amount is of Debit or Credit nature.

POSTING:

The analyzed, classified and summarize information rescored in the form of debit and credit in journal is transferred there from into ledger accounts.
BALANCING THE LEDGER


In running balance form all accounts entered and the ledger are balanced after every transaction.
TRIAL BALANCE:


At the end of each month all the accounts are trailed. For this purpose a trial balances (Printed Performa) is used, in which all the accounts of assets, liabilities, and capital are included. All the DR and CR sides of the trial balance are added to get surety that they are equal, and there is no error committed during transferring of the entries, from journal to ledger accounts and thus future’s month record becomes clear.
7.7 PREPARATION OF BALANCE SHEET


Balance sheet is always prepared after the preparation of profit and loss account for the year, in order to judge the financial position of the organization.
7.8 ACCOUNTING POLICIES

a) The accounts are prepared in accordance with the historical method without adjustment for the effects of inflation or current value.
b) The company follows the policies if accounting for gratuity on actuarial basis.

c) Store, spare parts and lost tools are valued at average cost.
d) Inventory:  Inventory is valued as under.

1. Raw materials, chemicals and dyes are valued at average cost.

2. Stock in transit and other stock are valued at average cost.

3. Work in process is valued at average cost.
4. Finished goods are valued at lower of cost and market value.
e) Liabilities in foreign currency are converted in to Pakistani
f) Rupee at fixed rate of exchange.
g) Figures in accounts are rounded off to the nearest rupees.
h) Figures of previous years are re-arranged wherever necessary for the purpose of comparison.
Chapter #8

HR DEPARTMENT

8.1 Departmental

Chart
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Labor welfare and time department

Major task of this department is to work for the welfare of the personnel. It has close dealings with collective bargaining agents. This department runs under the head of Labor and welfare office. It has three sub-offices.
a. Labor welfare office

b. Time office

c. Security office

Labor Welfare Office

This office work for the welfare of the employees. Here the workers is provide guidelines concerning their loans leaves and benefits. This department performs the duties concerning the welfares of the employees. These benefits are as
Time Office

One wages assistant and 3 time keepers are working in this office. Major functions of these are:
a. To maintain the absence and present records, overtime records of workers daily.

b. They prepare working hours schedule.

c. The wage assistant prepares the wage sheet for ABC general shifts and miscellaneous of workers.
Wage Sheet Preparation.
The total payment to be made to the employees is calculated by summing up their basic pay, cycle allowance, quarter allowance, medical allowance and double payment of overtime.

They also deduct the following from the employee’s wages.

Fines

Deductions for absence from duty.

Deductions for recovery of advances

Deductions for ration supplies

Deduction for canteen supplies.

Security Office


Gate duties try to defend against all dangers. They remove all disputes matters in organization and settlement of other affairs is the duty of the security office. This office also supervises drivers and guardians of the organization.

Benefits to Employees.


The following main benefits are provided to the employees of Bannu Woolen Mills.

a) Bonus

i. Personnel department provide bonus privileges to employees under the standing order ordinance 1968.

b) Fair Price Shop and Utility Store

ii. There is a fair price shop in the Mills which provide cotton Cloth, Blankets and Woolen cloth at fair and cheaper price. There are utility store outside the Mills near the main gate which provide various types of goods to the workers at central prices.

c) Accidental Provisions

i. If an accident occurs to an employee, he is provided an immediate treatment and other first aid. For this purpose there is a dispensary and a part time consulted doctor.
d) Medical Allowance.
ii. This organization provides its employees medical facilities to maintain their health and efficiency. For this purpose the pre entry physical examination is undertaken of all the employees or when interviewed they are asked about their physical health. Satisfaction about the health is must before the appointment.
iii. The medical allowance is provided by the Mills of Rs. 65/- per month to each employee.

e) Marriage allowance.

iv. Aid out of welfare by the government is given of Rs. 5000/- for daughter marriage.
f) Cycle Allowance
v. Cycle allowance is given to those employees who come from their village to mills on cycle.
g) Dearness Allowance

vi. The dearness allowance is paid of Rs. 200/- per month to each employee.

h) Haj Facilities

vii.
The organization provides Haj facilities to employees each year and all the expenses incurred are born by the organization. Random sampling method or draw is held to choose the name of prospective Hajjis. Only two workers are selected for performing Haj each year.

i) Education Facilities.
vii. Education facilities are provided to the employee’s children under the factory ordinance, 172. All expenses are born by the organization. One child education is free up to the University level.
j) Labor Union.
viii. Employees are given the right to form a union. The union acts as collective bargaining agents and negotiates the problems of the employees / workers with the management.
k) Pension Allowance.

ix. Under the age limit pension is paid by the organization to the workers. After 25 years employment and 55 years age pension amount is given to the employees.
l) Housing Colony:

x. This colony provides the residential facilities to 400 workers families and other are giving house rent the officer colony provides the facility or residences to all the officers.
m) Loans and Advance:

xi. Human beings have multilateral need system but simple salary does hardly accomplish all their needs. Which also include out of the routine needs as accidents. Sickness and marriage of one’s relative.
xii. In this mill the advances are given up to the 80% of the month’s salary. The loan is re-payable within the period of two months or deductions from the pay of next month. Anyhow, the workers are not satisfied with, the advance facilities, providing to them.

Educational Institutions


To educate the people are most vital services to the humanity and it is for the welfare and development of the country. Only education changes the minds of the salary nation. This is the most important ingredient for the development.
In this mill there is one middle school, which provides education to the children of the employees of this mill land also to outsiders.
Chapter # 09
SWOT ANALYSIS

9.1 Introduction to SWOT Analysis:


The SWOT analysis provides information that is helpful in matching the firm resources and capabilities to the competitive environment in which it operates. As such, is instrumental in strategy formulation and selection.
As we know that every organization has a lot of internal strengths and Weaknesses and external opportunities and threats. But here some of the common of Bannu Woolen Mills are given below.
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9.2 Strengths:
a. It has strong financial position.

b. It produces qualitative products.
c. Good image in the market.

d. Good Financial position in industry.
e. Monopolistic Position Of The Company.

f. High demand of the products in Local & International Market.
g. Highly Experts/Productive labor force
h. Cheap labor Force is available.

9.3 Weaknesses:

a. Designing of products isn’t proper.
b. Machinery is quite old.

c. Centralized decisions making

d. Offices and Furniture is very old
e. Safely measures are not good.
f. Proper training is not available.
g. De-motivated employees because of low wage rate.

h. High cost of production due to imported raw materials
i. Old age problem with employees

j. Problem in availability of products
k. Low production due to improper bonus plan
l. Low production due to less labor, Management and Machinery.

9.4 Opportunities:

a. Competitors weak financial position

b. High production can increase it’s market share

c. The market for woolen product is growing.
d. Acceptance for BWM’s products is higher.

e. The potential market of paints and shirts is waiting for BWM’s products.

f. Cheap labor is available.

g. Idle capacity
9.5 Threats:

a. Political instability.

b. Increasing dollar value
c. Chinese products.

d. New entrance

e. Economic Instability

f. Growing intense competition

g. Day by Day changes in government policies.

h. Increasing demand with no increasing production.
i. Potential customers are discouraged.

9.6 SWOT / TOWS Matrix
	
	Strengths

1-strong financial position.

2-produces qualitative products
3-Positive image of the company

4-Monopolisti Position of the Company

5-High demand of the products in Local & International Market

6-Highly Experts Productive Labor force
	Weaknesses
1-Machinery is quite old.
2-Proper training is not available.

3-Low wage rate

4-High cost of production

5-Old age problem with employees

6-Centrilized control

7-Low production

8-Problem in availability of products

	Opportunities
1-high production can increase its market share.

2-Competitors weak financial position.
3-The potential Customers of paints and shirts is waiting for BWM’s products.

4-New machinery is available.
5-Potential Demand
	S-O strategies
A-(O-1) (S-6) market development and product development strategies.
B-(O-2) (S-1) horizontal integration.
C-(O-3) (S-2,6) market penetration
D-(O-4)(S-1) Product development.
	W-O strategies
A-(W-1) can be overcome by (O-4) Product development.

B-(W-4) can be overcome by INTEGRATION (Backward integration)

C-(W-8) can be overcome by (O-5) INTEGRATION (Forward integration)

	Threats
1-Chinese products.

2-New entrance of competitors
3-Economic Instability

4-Growing intense competition

5-Increasing dollar value
	S-T strategies
A-(T-1 &2) (S-1,2,6) Intensive Strategies
B-(T-4) Integration & Intensive strategies
	W-T strategies
A-if we control (W-1,3,7 & 8) then we can easily overcome (T-1,2 &4) by implementing INTEGRATION strategies & INTENSIVE strategies


a. S-O strategies pursue opportunities that are a good fit to the company’s strengths.

b. W-O strategies overcome weaknesses to pursue opportunities.

c. S-T strategies identify ways that the firm can use its strengths to reduce its vulnerability to external threats.
d. W-T strategies establish a defensive plan to prevent the firm’s weaknesses from making it highly susceptible to external threats.
9.7 INTERPRETATION:

9.7.1 S-O STRATEGIES:

A__Opportunity one high production can increase the market share of BWM can avail by suing the strength No.6 of high expert productive labor force and implement strategies of market development and PRODUCT development strategies.

B__Opportunity No.2 for the BWM is the weak financial of the competitors can be avail by implementing Horizontal integration strategy and utilizing its strength of very strong financial position in woolen industry.


C__Opportunity No.3 The potential market of paints and shirts is waiting for BWM’s products. Can be avail by implementing market penetration strategy.


D__Opportunity No.4 new machinery is available in the market is an external opportunity and can be avail by implementing market development strategy.
9.7.2 W-O STRATEGIES:

A__if we control the weakness No.1 of old machinery and implementing the market development strategy and utilize the strength 1. Then we can achieve the opportunity No.5 of new machinery.

B__if we overcome the weakness No.4 of high production cost by availing opportunity No.3 of cheap labor force. And implement the backward integration strategy.

C__Weakness can be control by forward integration strategy to get opportunity No.1.
9.7.3 S-T STRATEGIES:
A__Threat No.1 of unstable employees face by the organization can be controlled by utilizing its strength No.1 of strong financial position by giving them high wage rate.

B__Threat No.2 of the increasing ratio of Chinese product can be overcome by utilizing strength No.2 produces quality products and No.6 high expert’s productive labor force.
C__threat No.3 of new entrance can be overcome by utilizing BWM’s Strength No.2 of produces qualitative products strength No.3 positive image of the company.
9.7.4 W-T STRATEGIES:

A__ig we control the weakness No.3 of low wage rate then the organization can easily handle the threat of unstable employees.

B__if organization control weakness No.4 high cost of production, 7 low production and ratio of Chinese products and 5 growing intense competition.

CHAPTER#10

PROBLEMS & SUGGESTIONS

10.1 MAJOR PROBLEMS OF BANNU WOOLEN MILLS LIMITED:


During my two months internship program, I found certain short coming and problems in Bannu Woolen Mills Ltd. Due to this short coming the organization does not work efficiently and with success.
Some of the short comings are given below.

1. The first and important short coming is that the potential customer needs are not satisfied due to low production.
2. The management has low control ov3er the human resource due to strong union.
3. Unofficial criterion is followed in selection and recruitment of employees, instead of an academic and merit basis for selection.

4. Evaluation and appraisal system of employees and subordinators is very much defective, because of favoritism nepotism.

5. There is a lack of technical and qualified staff for mechanical Testing and research laboratories. That is why they are not operating accurately.

6. The mills are also lacking operating equipment.
7. The mill has no suitable place for entertainment and refreshment for employees.

8. The demand for the various quality produced is too much high and still increasing day by day. Where a production increase 5% yearly. This is going to be the hurdle because the mills are not able to fulfill the demands of the people.

9. The Labor of the Mill is not satisfactory. Some of them work by force with strong beak.

10. Old machine are still in operation which causes quality problems. This Machinery has become out dated that causes risen maintenance costs.
11. Idle capacity is available mean there is no proper utilization of working capacity.

12. Manual record is maintained by the departments which is not efficient.
13. The employees of BWM are old, some of them have more than 40 years service in BWM.
14. The furniture and offices are very old which effect employee’s efficiency.

10.2 SUGGESTED GUIDELINES


The above problems can be overcome through the following guidelines.

1. The company should introduce the new philosophy of management. Qualified staff should be provided, equipped with new and latest Knowledge of management.
2. The promotion system of employees and evaluation of job must be given special attention. Moreover the employees should be promoted on the seniority and skills basis.

3. The selection process should be appropriate that is it should be based on qualification and merit basis.

4. New machinery should be bought in order to enhance production. This will help to meet the local as well as international demand.

5. The mills should give higher wages and salaries and other incentives so that it may able to recruit trained and qualified staff.

6. Good working environment should be provided to the employees.

7. Conflicts should be eliminated and there should be friendly relation which wills all the groups. Moreover the foreman and supervisor should be encouraged to solve the majorities of problems and dispute at the work floor.
8. The important step to be taken by management is the establishment of new helping plant. Which satisfied the increasing needs with increasing production.
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3. Mr. Khalid Khan Assistant Purchase Officer
4. Mr. Murad Ali Khan Assistant Sales Officer

5. Mr. Shahid Internal Audit Officer
6. Mr. Shifat Ullah Khan Sales Assistant

7. Mr. Mati Ullah Khan Internal Tax Officer

8. Mr. Sana Ullah Khan Costing Department
9. G.M, Saleem Akhter

10. Younis & Waheed Supervisors Spinning Department

11.   Dost Muhammad Supervisor Weaving Department.

12.   Riaz Khan Supervisor Finishing Department
13. Mashkalam Electrical Department Head.
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