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Chapter One 
Overview of Internship 

 

1. Overview of Internship  

 

1.1 Student information: My name is Ananna Dewan and I belong to BRAC Business 

School. My student ID goes as 17204027. I have done my major in human resource 

management and a minor in marketing.  

 

1.2 Internship information:  

1.2.1. The company name where I did my internship is ‘AUPORUPA Homes Limited’ 

and the internship lasted for three months such as June, July, and August. The 

permanent address of the office is ‘Rose View Plaza (185 Bir Uttam CR Datta 

Road, 2nd floor, Elephant Road Dhaka)’. 

1.2.2. Supervisor information: My supervisor’s name is Nadima Akhtar and she is 

the HR manager. 

1.2.3. Job scope: It is an unpaid job. The employee is responsible for attending to 

clients, writing professional emails and formal letters, and visiting ongoing 

projects occasionally. In addition, it is a combination of work from home and 

work from the office.  

 

1.3  Internship outcome: 

1.3.1. Student contribution to the company: I joined as an intern, so I didn't have a lot 

of experience with how offices operate. On my first day, I was unsure of my 

thoughts. However, as time goes on, officials and executives assist me in 

comprehending the organization's operations and services. I have participated in a 

variety of activities. My primary responsibility was writing formal emails, printing 

documents, attending calls, scheduling meetings with clients, and so on.  I learned 



a lot quickly and everyone was incredibly kind and helpful. I received a list of all 

of my daily responsibilities from the manager of my department at the time. For 

instance, once there was an issue regarding an ongoing project where most of the 

apartment owners moved into the building when the project was still under 

construction so there was no lift installed yet, and also the garage was not complete 

at all, on top of that the water supply was not working. So, there were many 

complaints, so I was asked to visit that project and collect information about what 

was going on there. That’s how I worked along with their other employees. Despite 

the fact that I had less work than other employees, it nonetheless benefited them 

because it reduced their stress and gave them less to do. 

  

1.3.2.  Benefits to the student: By working there I was able to understand how business 

practice takes place in the real world and also find out the gap between academic 

business knowledge and real-life business practice, multitasking, and working 

under pressure. I have found myself very lucky to have been able to complete my 

internship with Auporupa Homes Limited given the status of the job market at the 

moment. I have learned more while I have been working here. If I had to list the 

benefits, I would begin with the understanding I received regarding how to behave 

in a professional setting and the difficulties I may experience if I were to work for 

a corporation. My internship has fully piqued my curiosity in various aspects of 

office life. I also gained experience working under tight deadlines and little 

supervision. last but not least, I have improved my communication and abilities. 

 

1.3.3.  Problems/Difficulties: Throughout my time at Auporupa Homes Limited, I ran 

into a number of restrictions and challenges. The fact that everyone is beginning a 

new job in a new field for the first time is the main cause of the difficulties. One of 

the problems I have faced is recognizing ‘Workplace culture’. Spending time and 

effort to understand the office culture is necessary. because organizational culture 

differs from office to office. While some structures are pliable, others are 

unyielding. Even while businesses are becoming more adaptable, certain 

workplaces still uphold rigid standards. However, there are divisions within. It is 



challenging to attempt to study organizational behavior during the initial weeks of 

social acclimatization. Your point of view is crucial in this situation since it 

determines how you will develop socially 

 

1.3.4. Recommendations: I have some suggestions for the company after spending a total 

of three months as an intern at Auporupa Homes Limited. As an intern, I was not 

bound to follow traditional working hours and I have the flexibility of working from 

home. However, it becomes difficult when I am asked to do certain tasks I the very 

last minute. 

 
1. Provide sufficient time to complete a task: it happened many times that I was not 

given enough time to complete the given work. I had to take a lot of pressure. For 

example,  once I had to make a presentation for the materials of an ongoing project. 

It was more like e lot of pictures of door design, chicken design, tiles design, and 

colors with its current market price. I was given less than two hours to complete it 

while I had no pictures of the tires, what door the company would use and what 

kind of sanitary they normally provide. So, I had to get help from other employees 

who were already busy and couldn't give me all the information I needed. In 

addition, I needed their budget information for the work but They did not provide 

any proper documents about it so I had to rely on undocumented information from 

my supervisor and colleague. This sudden task affected my work results. I could 

have given more standard work if just had the time. 

2. Providing a proper working environment: From what I have understood,  

AUPORUPA Homes limited are not very open to change. It's a small company with 

its own role. Sometimes,  some companies just don't want to bring change every 

other day. However,  they are adapting now and open few doors to bring change 

into the company. I was there first intern. Previously, they did not welcome any 

intern because they don't feel  the need for that. However, they are slowly but surely 

growing so they need more employees but they don't have the extra money to invest 

in any new employees. When I approached them to work there it came to me very 

clear that they are open to having an unpaid intern. I was ok with that too. However,  



I did not have a desk of my own in the office. It was a large table which I shared 

with one of my colleagues. 

3. Gesture of Appreciations : I have seen in Facebook that some of my known friends 

who did their internship before myself add a moment of celebration when they leave 

the company in their "my story". For example, cutting a cake. I wish I had that same 

experience which I would have remember always. Being an unpaid intern does not 

have to mean that one cannot be appreciated.   

4. Make the most out of the intern : I feel like I could have done more If I was 

guided seriously by someone. They only involve me in some kind of easy work in 

which I did not need much teaching from someone. I could have learned more and 

dealt with different challenges but I felt like they did not Think I would be able to 

handle it. So, I believe no one should be underestimated before testing their 

capabilities. 

  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



Chapter Two 
Organization Overview 

2.1 Introduction  

2.1.1 Origin 

The functional divisions of AUPORUPA HOMES are covered in this section. An 

overview of the AUPORUPA HOMES is provided in this section. Additionally 

covered are AUPORUPA HOMES's financial performance, accounting methods, 

and marketing goals. With a focus on AUPORUPA HOMES's operations 

management and information technology practices, the study examines the real 

estate market and its competitors. 

 

2.1.2 Objective 

Broad Objective 

The objective of this study is to evaluate the Auporupa Homes Limited's current 

organizational structures and suggest any necessary modifications. 

Specific Objectives: 

1. Find out the present management practices which the organization using. 

2. To evaluate the organization's marketing strategies 

3. Inspect the companies accounting practices and financial situation. 

4. To assess all operational management and data system practices. 

5. Examining this company's industry and competitors 

 

2.1.3 Scope 

The many functionalities of AUPORUPA HOMES are covered in detail in this 

chapter. As a result, the readers will have a comprehensive understanding of the 

business. 

 

2.1.4 Methodology 



Both primary and secondary data collection approaches were used to produce 

this internship report. I participated in the office activities detailed in the report 

during my internship at AUPORUPA HOMES and also had conversations with 

the staff members about them. In this way, the fundamental observational data 

were acquired. In order to understand more about the firm and its activities, the 

research also looks at a wide range of secondary sources of data, including 

investing.com, Investopedia.com, financial reports of AUPORUPA HOMES, 

and others. 

 

2.1.5 Limitations 

This report's creation was hampered by a few challenges. which include, It was 

difficult to obtain all the information we required because of the stringent 

confidentiality laws. Due to the office's heavy workload, the report was further 

delayed. Any important information was hidden by the AUPORUPA HOMES 

administration, which made it challenging to write this report quickly. The report 

was forced to rely on secondary data rather than gather data on my own 

throughout my stay there because the internship was only temporary and the full-

time staff were frequently preoccupied with their own work. 

 

2.1.6 Significance 

The study covers a range of AUPORUPA HOMES's operational activities and 

assesses the company's financial situation, highlighting areas where 

AUPORUPA HOMES can perform better and those where it is already doing 

well. In order to pinpoint some of its shortcomings and offer pertinent 

recommendations for the improvement of the overall situation, the research 

studies the market. 

 

2.2 Overview of the company 

2.2.1 Auporupa Homes Limited – About the Company 

There are substantial changes happening in the real estate industry. 

"Professionalism" is the key to success today, and only those businesses that are 



fully committed to this industry will succeed in the upcoming year. To meet the 

housing demands in this potential Mega City, Auporupa Homes Limited began full-

fledged activity in the real estate industry in 2009. Auporupa Homes Limited started 

looking for a place to live that was secure, tranquil, and hassle-free. This puts 

Auporupa Homes Limited in a fantastic position to provide premium land or plots. 

Auporupa Homes Limited offers their clients full-fledged post-purchase support, 

helping them with even the most basic requirements. It makes sense that the 

customer would feel quite at home making a real value investment. This research 

project examines Auporupa Homes Limited's sales and marketing activities. I had 

the chance to learn more about how to handle sales, marketing, and customer 

satisfaction. 

 

The design of the entire curriculum goes beyond the theoretical realm and includes 

practical exposure through the REHAB Fair, company visits, and an internship 

program. 

 

The BBA curriculum mandates a three-month internship program with an 

organization, followed by the creation of a report. I had the chance to do my 

internship with Auporupa Homes Limited, a company that places a strong emphasis 

on customer service. This report's output is the consequence of a significant 

collaborative effort between a number of organization employees, including the 

executives, managers, and my particular supervising teacher. 

 

This internship report was created using my academic background and professional 

real estate marketing expertise. I did my best to make the most of the chance to 

broaden my understanding of the real estate industry and integrate it with academic 

training. 

 

2.2.2 Vision  

The main objective of Auporupa Home’s Land Development Ltd. (AUPORUPA 

HOMES) is to establish itself as a leading real estate development company 



known for its outstanding customer care and the caliber of the communities it 

creates. 

 

2.2.3 Mission 

Their goal is to lead the real estate market by providing outstanding service 

based on solid moral standards. It is our constant concern for and attention to the 

needs of our regular customers that keeps them coming back. Building high-

quality residences and establishments for its patrons is their aim. in order for 

their clientele to be able to trust them and understand that they share their beliefs. 

They are aware of and abide by all legal, environmental, and safety 

requirements. They view client suggestions and criticism as priceless sources of 

learning and improvement. 

 

2.2.4 Goals 

National real estate industry growth and establishment of a strong base. to build 

a solid reputation in the real estate market and rise to the top. 

 

2.2.5 Projects 

These are some of the most well-known accomplishments of all. 

I. Aurnob Green 

II. Green Arcadia 

III. Beverly Park 

IV. Dreamsville 

V. Crosswinds Condominium 

 

2.3 Management Practice 

2.3.1 Leadership Style 

The leadership of AUPORUPA HOMES adopts a more varied strategy as 

opposed to adopting just one technique. The management of the company 

follows the following theories: 

 



Participative Leadership Style: Auporupa Homes personnel may need to work 

together on some of the duties that have been allocated to them. 

Democratic leadership: A democratic leader would ask their team to gather 

around a table and discuss options before making a decision. 

 

Autocratic Management Style: When a superior assigns a task with a strict 

deadline and then anticipates that the employee will do it quickly, this is an 

indication of an autocratic management style. 

 

Each individual team is also able to get started right away and go forward swiftly 

because the direct boss has shared precise plans with the group. 

 

By implementing these leadership techniques, Auporupa Homes will gain. 

Autocratic managers may closely monitor employees to make sure they stay on 

task and finish assignments on time, which is advantageous for big-scale 

projects. People feel more at ease and inspired at work thanks to the two key 

leadership concepts, which increases output and success. Included are a purpose, 

a vision, and other objectives. 

 

 

 

 

 

 

 

 

 

 

 

 

 



2.3.2 Organogram Of Auporupa Homes Limited 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

2.3.3 The Human Resource Planning Process 

Predicting and preparing for a company's future needs for human resources is 

the goal of HR strategy. AUPORUPA HOMES prioritizes thorough human 

resource planning in order to ensure its ongoing financial success and 

effectiveness. The planning process includes estimating the number of 

employees required in the coming days, assessing the minimum level of 

expertise, skill, and knowledge required to enter the industry, evaluating an 

employee's level of expertise, skill, and expertise, as well as figuring out how 

the company can be capable of bridging the performance gaps identified. HR 
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Director
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Development  
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department is considered to be a foundation of any company to continuously run 

its business. Because this department is solely responsible for changing the 

company’s internal culture. It’s the HR manager responsibility to identify each 

employees unique expertise and assigned work based on them to get the best 

outcome.  

2.3.4 Selection and Recruitment 

Recruitment is the process of locating competent applicants for open positions, 

whereas selection is the process of choosing employees from a shortlist and 

reassigning them to a particular division. One must go through a rigorous 

application and interview process in order to join AUPORUPA HOMES. The 

bank recruits new staff using both internal and external strategies. Open 

positions are thus promoted on websites like Facebook and LinkedIn. 

Additionally, it posts "help wanted" ads in newspaper classifieds. At 

AUPORUPA HOMES, there are also employment available on-campus. 

Additionally, submitting an application via the bank's online job portal is always 

free. There is a minuscule but real chance that interns will be hired on full-time 

after their internships are over. The hiring and screening procedure at the bank 

is divided into various steps. Resumes are sent during the initial point of contact. 

The bank may request that qualified candidates take written exams to gauge their 

theoretical knowledge and analytical abilities after analyzing applications and 

conducting background checks. Planning face-to-face meetings with the 

applicants is the next step. AUPORUPA HOMES looks for candidates who 

exhibit a variety of desirable traits during interviews, including confidence, 

initiative, enthusiasm, intelligence, honesty, the capacity for effective 

communication, and the fortitude to confront and overcome challenges. The 

most qualified candidates will be asked to undertake a medical examination after 

being chosen by the company.  

 

2.3.5 The Compensation system 

The majority of workers are significantly impacted by pay, recognition, and 

benefits. AUPORUPA HOMES is committed to maintaining an adaptable and 



equitable compensation structure, and equal pay and benefits are a top concern. 

The entire compensation of an employee consists of their wage, housing 

allowance, and health insurance premiums. Additionally, the business provides 

benefits including paid time off, health insurance, tuition reimbursement, 

retirement savings plans, and wellness programs to its employees. Through a 

methodical approach to compensation and incentives, the business maintains 

employee engagement and loyalty. 

 

2.4 Marketing Practice  

Marketers' job is to advertise a good or service. Marketing is essential since it allows 

a company to interact with its customers and expand its clientele. AUPORUPA 

Home’s limited company use  many approaches to reach its target market such as 

direct emailing to existing clients, use social platform to reach as much audience as 

possible by uploading or sharing ongoing projects image or video, frequently update 

their online information, use networking and so on.  

 

The goal of AUPORUPA HOMES's brand and communications team is to develop, 

preserve, and broaden the company's reputation as a dependable supplier of upscale 

real estate services. AUPORUPA HOMES serves buyers and sellers of commercial 

land, much like any other real estate brokerage. 

 

 

 

2.4.1 Products & Services Offered by AUPORUPA HOMES 

The most common types of real estate in Bangladesh are office buildings, 

residential units, and combination spaces that combine the two, in an effort to boost 

customer satisfaction and secure its position as a major participant in the country's 

real estate industry. Shopping centers, retail establishments, and office buildings 

are examples of commercial real estate utilized for commerce. Property and 

apartment complexes are the two types of flats available to residents. Real estate 

developers and builders employ plots, which are rectangular pieces of land, to 



construct buildings on. Within a building, there are many different sizes of 

apartments. "Mixed units" are buildings that contain both residential and business 

space. The bottom floors of a building are typically rented out for commercial use, 

whereas the top floors are typically sold as apartments. Builders recently debuted a 

number of distinctive residences. To mimic real-world local communities, 

prototype townships are built, replete with places of employment, retail stores, 

residential neighborhoods, educational facilities, recreational centers, utilities, and 

more. Clients have a wide selection of alternatives from complexes that include 

amenities like a swimming pool, fitness center, and retail establishments, according 

to real estate agents in Bangladesh. All of these products, which can be acquired in 

a variety of ways, are necessities for the market. 

 

2.4.2 Place 

Place includes the store where a product is purchased as well as the delivery 

mechanism used to get it to the customer. When it comes to reaching the proper 

customers, position is just as crucial as price. The importance of location in 

marketing cannot be overstated. If the site is difficult to use, customers will be 

less likely to generate a significant profit. In the real estate sector, location is 

frequently described in terms of office locations. There is only one Auporupa 

Homes Limiteds location in Bangladesh which is mentioned in this paper earler.  

 

2.4.3 Price 

The cost for a product is what a customer must shell out to purchase it. When 

selling a product, it's critical to choose a price that's profitable for the company 

overall, competitive with other sellers, and accessible to potential buyers. The 

cost of a product generates revenue and is inextricably tied to its promotion, 

distribution, and sale. Apartment costs in Chittagong range from 2,800 to 5,500 

Tk, while those in Dhaka range from 2,500 to 12,000 Tk. According to REHAB 

(2008), the average cost per square foot is Tk. The cost of housing is soaring due 

to a growing demand and a finite supply. The median yearly household income 

in Dhaka is thought to be about 16 times higher than the city's housing prices. 



 

2.4.4 Promotion 

A product or service will be publicized through promotion. Advertising and 

developing a target market plan that is engaging and appealing to the target 

market are two ways that businesses can spread the word about their product. 

Making people aware of the existence of products and their locations is the 

primary objective of promotion. Promotion is also used to remind clients of the 

benefits of purchasing apartments and to persuade them of the superiority of this 

market over others. The business heavily relies on marketing real estate. Giving 

away pens, mugs, and notebooks with the AUPORUPA HOMES logo as a free 

gift to consumers is one method the company advertises. Additionally, 

AUPORUPA HOMES offers free samples of several of its extremely practical 

items to welcome new clients. For instance, those who had already invested in 

AUPORUPA HOMES's initiative received discounts when they purchased 

additional apartments or spaces. They also received a payment schedule. These 

gifts aid people in quickly recalling your company. They conducted "flat/plot 

selling days," during which they organized a fair to offer discounted prices on 

flats and spaces.  

 

Giving away pens, mugs, and notebooks with the AUPORUPA HOMES logo as 

a free gift to consumers is one method the company advertises. Additionally, 

AUPORUPA HOMES offers free samples of several of its extremely practical 

items to welcome new clients. For instance, those who had already invested in 

AUPORUPA HOMES's initiative received discounts when they purchased 

additional apartments or spaces. They also received a payment schedule. These 

gifts aid people in quickly recalling your company. They conducted "flat/plot 

selling days," during which they organized a fair to offer discounted prices on 

flats and spaces. 

 

2.5 Financial Performance and Accounting Practices 

2.5.1 Financial Information 



To find out the profit and expenses of a company, one has to go through the 

financial information of a company. There are many ratios which can be applied 

to evaluate the financial status of an organization. To know about a company's 

bankroll, fluidity, income, liability, durability, credibility, operational strength, 

and how a company should be spending its money, ratio analysis is a must. 

Additionally, it provides a contrast image of the company's financial situation, 

which might be useful in inquiring partners in deciding where to put money to 

develop in the future. There are some images which illustrate the present state 

of different important financial ratios for AUPORUPA HOMES: 

Current Ratio: A company's fluidity and the ability to clear its temporary or 

long-term liability pledge are evaluated by the current ratio. It is also known as 

the liquidity ratio at times. The probability that the company will clear its due 

the moneylender is reduced by a small current ratio. 

 

The Figure shoes the Current Ratio of Auporupa Homes Limited from 

2018 to 2022 
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D/E Ratio: It is also referred as liability and asset measured ratio. The liability-

Equity ratio is a critical evaluation to utilize when finding out the amount of a 

company's accountability. Divide the whole liability of the company by the 

assets of the company’s partners to find out the D-to-E ratio of the company. It's 

a numerical way to find out what percentage of the company's cost are paid by 

the outer debt as against to inner capital. It shows the total of stockholder value 

which may be utilized to clear all liability, mainly as a result that the company 

stop working. AUPORUPA HOMES's liability and asset ratio grow from 2018 

to 2019. However, it reduced in 2020 and 2021, showing that a considerable 

proportion of its equity or asset is no longer being funded. The company have to 

work more effectively to decrease its liability-to-equity ratio in order to reduce 

the distress of its shareholders and creditors. 

 

Figure: Debt Equity Ratio from 2018 to 2022 

 

Gross Profit Margin: By going through the sum of money which is excess after 

subtracting the cost of goods sold from the whole sales of the company's by-

products (COGS), shareholders will be able to find out the status of a company's 

finances. The gross margin ratio is commonly demonstrated as a percentage of 

whole sales. 2018 had a notable growth in the gross profit margin on top of 2017, 
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while 2020 saws one more fall over. However, after some time it gain back its 

strength in 2021 and the percentage is now much biger than in 2017. 

 

 

Figure: Gross Profit Margin from 2018 to 2022 

 

Net Profit Margin: It is also referred as the net margin, is the amount of a 

company’s profit to its trading. This part demonstrates the ratio of a company's 

separate net income to its whole sales. In 2019 and 2020, the amount of net profit 

that was keep going but in 2018 reduces noticeably. Again. There is a  
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Figure: Net profit margin 2018 to 2022 

 

 

Positive change in 2021. However, after certain periods, it was be to keep its 

strength back in 2021, and the amount is now way larger than in 2017. 

 

Return on Equity: By looking into the company's return on asset, one can 

measure the favorable outcome and fruitfulness of its profit’s creation. The 

desirability of a company regarding to the money possess by its partners is 

measured by its return on assets, or ROE. Within this five years, AUPORUPA 

HOMES's ROE has decreased, a symbol of motionless profitability and inability. 

It describe that the company is  way too far from making enough money and get 

any profit. 

 

Figure: Return on Equity from 2018 to 2022 

 

 

Return on Assets also known as ROA is a financial language that differentiate a 

company's financial gain with the total worth of its equity. In other words, it is a 

measurement processed that displays how good a company makes profit from 
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its equity. Administration, interpreter, and stockholders all use this statistic 

process to find out the return on assets, or ROA, as it also helps to evaluate the 

solidity of a company's financial situation. The changing levels of operational 

outcome regarding benefits and profit of AUPORUPA HOMES are explained by 

the company's  ROA about the last five years. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Figure: Return on Asset from 2018 to 2022 

 

2.5.2 Accounting Practices 

The company only take the currency of Bangladesh or home country currency 

to do any business transaction. The company also follow the traditional way of 

measuring a company’s financial status such as balance sheet, income statement, 

ledger and so on. They have their in-house software to do some of these tasks. 

Again, they also make the most use of Microsoft excel as much as possible. 

AUPORUPA Homes limited have their account who is responsible to took 

everything regarding that matter. 
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2.6 Operational Management and also Information System Practices 

2.6.1 Operational Management Practices 

The primary goal of AUPORUPA HOMES's functionality division is to 

continually deliver superior service to every client. They take part in improving 

necessary activities in order to accomplish this goal. They also make use of 

cutting-edge technologies to maximize productivity and save expenses, which 

benefits their clients. 

The operations division of AUPORUPA HOMES is made up of numerous teams 

that collaborate with one other and with other business divisions. They have 

developed a strategy to do this. The planned implementation of actions is crucial 

to attaining their goals. 

 

Organizing and successfulness, clients service, the accountability process, SMS 

communication, payment notifier, finance operations, and operations program & 

continuity are all below the scope of the operations sector. 

 

2.6.2 Information System Practice 

The business's daily operations are managed by a strong and efficient IT 

department. Employees were able to work from home at the time of the COVID-

19 situation and customers were allowed to conduct financial transactions online 

with the help of the IT department's work. A proprietary application built on 

cutting-edge technology is IN-HOUSE ERM software. The MIS division of the 

HR department oversees the personnel database. The system has access to all 

necessary personnel data. The organization's good management information 

system also help in the organizational and conventional controls, helping in risk 

management. One may say that the information system activities at AUPORUPA 

HOMES are effective and user-friendly, enabling efficient operation across the 

board. 

 

 

2.7 Industry and Competitive Analysis 



2.7.1 Porter’s Five Forces Analysis 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Here we explain the results of a Porter's Five Forces study on  

 Competitive Rivalry: As the real estate market has expanded tremendously, 

competition must have intensified from being cantered on processing fees and 

corporate image. The existence of numerous businesses in the real estate and 

property building industry, together with the expansion of these businesses, has 

intensified the Auporupa Homes Limited already intense rivalry. So, when it comes 

to competitive rivalry the number stands at 5 out of 5. 

 

 Power of Buyers: The buyer has quite a bit of moderate to high bargaining power. 

This is brought on by customers' strong price sensitivity and relatively high 

switching costs. Consumers have a lot of purchasing power since they have easy 

access to information and the real estate industry. Buying a product from real estate 

company takes a lot of investment which concerns the customers to buy the best. It 



is quite price sensitive as the customers have a lot of options so the power of buyers 

stands on 4 out of 5.  

 Power of Suppliers: The vendor's negotiating position is weak to moderate. The 

supplier's influence over Auporupa Homes Limited is somewhat restricted because 

other real estate companies, including Credence, Anowar Land Mark, Navana, 

Assurance, and Urban Development Ltd., provide similar services as Auporupa 

Homes Limited. So, the power of suppliers stands at 3 out of 5. 

 

 Threat of New Entrants: Unknown rivalry pose a serious threat. The real estate 

industry is lucrative and calls for specialized abilities. Despite this, there are more 

small enterprises in Bangladesh that focus on real estate than ever before, which 

indicates that the threat posed by immigrants is rather substantial. There are lots of 

legal formalities to entire into this business which makes it a bit difficult but still 

the number of new entrants is increasing. So, it is reasonable to say that the threat 

of new entrants is 3 out of 5. 

 

 Threat of Substitutes: Asulia Model Town's new idea is put into action; Auporupa 

Homes Limited is now more vulnerable to attacks from rival businesses. In 

addition, residential developments in the similar style are being launched by other 

Bangladeshi property developers such the Bashundhara Group. Finally, the threat 

of substituted is 3 out of 5. 

 

5+4+3+3+3=18 

                    =18/25 

                    =(0.72)100 

                    =72% 

 

In conclusion, Porter's Five Forces  analysis shows that the real estate market is quite 

competitive such as 72%  so  Auporupa Homes Limited should focus on building a 

devoted clientele, be unique to survive in the long run, being flexible to change and so 



on.  Auporupa Homes Limited must employ more creative and efficient client 

communication strategies to maintain a long list of loyal clients.  

 

2.7.2 SWOT Analysis 

SWOT analysis is a way of demonstrating a company's strengths or solidity, weaknesses 

or weak spot, window of opportunities, and risks or threat. In other words, after doing  a 

SWOT evaluation a company will be able to find out its competitive advantage in the 

market, area of improvement, potential threat and so on. So, the SWOT analysis of 

Auporupa Homes Limited is given below: 

 

Strengths:  

 Every single member of the Auporupa Homes Limited team is dependable and 

honest, and the company's processes are consistently committed to providing better 

service. 

 Gain from a team of devoted professionals and an experienced leadership group. 

 Auporupa Homes Limited always maintains accurate records, and Auporupa 

Homes Limited uses a pretty advanced information system. 

 The workplace at Auporupa Homes Limited is comfortable and well-designed, and 

one of its many features is a robust security system.  

 Managers and employees there constantly communicate openly with one another. 

 

Auporupa Homes limited is very welcoming when it comes to flexible working hours. If 

the employee can work from home or complete their work early then they are free to go 

home. Again, all employees are not able to test this advantage because of their work 

responsibility which required to work from office. For example, the account manager has 

work from office as most of the account’s information are only avail in office and cannot 

be transfer outside the office because of safely and confidentiality reasons. 

 

Weakness:  

 Only top-level managers are responsible for making any decision. 

  Does not always follow the government rules and regulation. 



 Unsuccessful ministry initiatives. 

 The customers instalment payment alternatives are not favourable. 

 Don’t have a proper plan about intern responsibility. 

 Failed to maintain contractual time for ownership hand over several times. 

 

When it comes to take important decisions, it takes time as the top manager will be taking 

it and no one else has the right to say anything about that. So, any delay in giving the orders 

makes the whole company work in slow progress. In addition, as I have mentioned earlier 

the Auporupa homes did not take interns until recently so they have a lot to improve in this 

area. For example, doing a proper plan about what a intern's responsibilities will look like.  

 

Opportunities 

 Improving the service and product quality in a smart way compare to the 

opposition. 

 Adding more value to its brand by product or service extension. 

 Improving long term clients service ( after purchase) 

 

Auporupa Homes limited can have a long list of loyal customer or client if they can just 

respond to their clients’ problems as soon as possible, don’t manipulate them or ignore their 

feedback. Not to mention, they already have clients so they just have to make a good plan 

to hold them in the long run. To stand out in this competitive market, they must have to be 

different , do survey to go with new generations, introduce new service line such as interior 

, and providing more options to their clients to select items for their apartments or building.  

 

Threats:  

 The government limits the advancement process. 

 Political people in the project's area can be annoying. 

 Rising overall expenses 

 The amount of property corporations is increasing. 

 The complexity of RAJUK rules and regulations. 

 An financial downturn. 



 

The rising price of everything makes the work more difficult. I have noticed that Auporupa 

Homes already have problems in terms of hand overing their project in time. So, extending 

the handover time will only cost the company as they still have to buy their raw materials 

with the rising higher price. Sometimes, people with power can play their role in delaying 

the project by completely stopping working on the project site. An unexpected economic 

crisis can freeze the whole company’s work and bring losses such as COVID-19. 

 

 

 

2.8 Summary and Conclusion: 

 Auporupa Homes Limited is growing as a successful real estate company. They are 

doing their best to utilized everything within their power to have a cost-effective 

product and understanding their client’s imagination and wants, demands in real 

time which mean constantly surveying their purchasing behavior, finding out which 

element influence the most for a purchasing decision. The company has able to stand 

out in the crowed of real estate business and its clients which demonstrate by the 

company’s financial result by their last three years. They are taking clients negative 

feedback and wish to overcome one problem at a time to have a strong bond with its 

client and attracting more new clients. The company it’s really dedicated to reach its 

goal.  

 

The company is doing good and also trying its best to provide the best product with 

reasonable price for their consumer. In addition, now they are constantly supervising 

the project site to avoid any reason which can slow the work progress, considering 

clients feedback, maintaining contact with clients through emails, SMS and so on. 

Many companies could not survive the time of covid but they manage to hold the 

company together and they did not fire any employees during that time.  

 

2.9 Recommendation 

The following recommendations are made for AUPORUPA HOMES: 



 Maintain a strict and fixed working hour is necessary to encourage the 

employees more and it will also help the employees to maintain a work life 

balance. 

 In order to prevent boredom and allow employees to fully concentrate on 

developing their skills, the company should also provide training in which 

employees can actively participate.  

 AUPORUPA Homes Limited should also implement safety protocol which is 

initiated by the government. It’s time to take responsibility of them on 

irresponsibleness. 

 Be more open to have intern employees and pay them a certain amount.  

 The employee’s relationship with the company can be more improved. 

 For accounting department, the company can have their own strong software 

which will be faster and more reliable, safe. 

 To provide timely service, the company's management should decide quickly to 

implement cutting-edge technologies. 

 Office environment and how it looks really affect the employees’ interest of 

work and the outcome which they can provide so good office renovation can 

make a good difference here. 

 

 

Chapter Three 
Project Part 

 

3.1 Introduction of Auporupa Homes Limited 

3.1.1 Background: 

The population of Bangladesh is 116 million. Nobody wants to leave the city. 

Due to these desires, Dhaka developed into a congested, polluted city. The 

Bangladeshi government has noticed this. Spread the people out with a few 



initiatives. "Purbachal" is one of the largest government projects in Bangladesh. 

Under the city, Purbachal will grow into another city. The government will offer 

all the resources necessary for this project's success. There will be established in 

"Purbachal" the PM office, the DU campus, many Ministries, and other 

significant offices. "Auporupa Homes Limited" has started a project called 

"Purbachal Euro Bangla City" that offers residents access to all of those 

amenities. 

 

The real estate and land development industry is well known for Auporupa 

Homes Limited It began its adventure in 2009. Auporupa Homes Limited was 

founded by 14 founders with the goals of securing further capital for expansion 

and updating staff on the company's status and future plans. Although Auporupa 

Homes Limited was only established five years ago, the company has already 

achieved greater-than-honest success thanks to its integrity in doing business. 

Due to the fact that Auporupa Homes Limited City purchased the project's 

property seven years ago, there is a strong opportunity. Auporupa Homes 

Limited is more genuine than other companies primarily because of this. 

 

Your ambitions might become a reality with the help of Auporupa Homes 

Limited There is only one land project by Auporupa Homes Limited Ltd in 

Purbachal. "Purbachal Auporupa Homes Limited City" is the name of the 

project. A 1000 Bigha project was offered by Auporupa Homes Limited Ltd for 

the residents of Bangladesh and oversizes. Auporupa Homes Limited aspires to 

provide a secure environment where people can live in safety and tranquility. 

The environmentally friendly response to Bangladesh's rising urbanization wave 

is Auporupa Homes Limited The goal of Auporupa Homes Limited is to 

maximize space use while taking social and environmental sustainability into 

consideration. People who relieved strain on inner cities and persecuted city 

dwellers have benefited from the planned development of the sites at Purbachal 

by Auporupa Homes Limited. 

 



 

 

 

3.1.2 Problem Statement 

During this time, it has come to my attention that the company is failing to keep 

their legal promises in terms of handing over their project in the contractual 

given time. There are many factors for this delay such as political, economic, 

environmental, personal and so on. Some of the factors are not in the company’s 

control such as covid-19. Covid has surely played its role of delaying many 

projects. In addition, even after covid the working progress was comparatively 

slow before covid because of men power and financial issue.  

 

To solve this problem, Auporupa Homes can call their clients to inform any 

unfortunate situation for delaying and update their contract before it expires to 

avoid any legal issue in the future. In addition, they should work smartly such as 

increase man power in the project site to complete any work faster, taking 

criticism from clients and work on that and also everyday supervisor is a must. 

 

3.1.3 Objective of the study 

Finding Auporupa Homes Limited's sales and marketing activity is the study's main 

goal to meet the BBA degree's half requirements. 

 

 To determine the consumer's level of satisfaction with the cost. 

 To describe Auporupa Homes Limited's marketing initiatives 

 To learn what customers think of the residence. 

 

 

 

 

 

3.1.4 Significance 



Anyone who chooses to read this content will have a better chance of 

understanding the Bangladeshi real estate market after doing so. The study's 

reader will be inspired to perform better in financial analysis. The relevance of 

the real estate market to the sector, the extent to which it has been impacted, and 

the current state of the market should all be known to the reader. 

 

3.1.5 Literature review 

 

The immediate increase in business competition has made companies realize 

more about cost- and price-aware, which lead to change in the promotional mix 

and also directed to an instance dependence on clients-reach strategies that are 

further cost-effective.  According to Rowly company wield marketing to notify 

customer about their product offering and to confirm that they are informed of 

the products that are offered. Boyd et al.  states the promotional plan as a 

synchronized and combined program of conveying techniques and materials 

planned to sell the company and its products to its target audience and to provide 

a long-term revenue. 

 

According to Grankvist, Kollberg, and Person, pressure is increasing for more 

efficient marketing management of financial services as a result of the financial 

sector's increasing importance. According to Median, the bread-and-butter 

services industry is still becoming larger in terms of revenue and income in spite 

of the present recession, and as a result, it has an intense influence on the other 

sectors of the economy. As a consequence, there is increasing interest in utilizing 

promotional strategies and technologies in the commercial services industry. 

 

By managing prolonged connections with carefully selected clients, involving 

the development of an underlying connection where the marketer keeps 

communication with a chosen customer, Dawes & Brown reinterpreted the role 

of promotion. As a result, one of a bank's most valuable assets is its employees. 



The caliber of the bank and how efficiently it runs will be determined by its 

expertise. 

 

According to Shahid, Banerjee, and Mamun, Bangladesh's financial status has 

been increasing gradually, and as a result, it need assistance from a financial 

system that can adapt to the demands of development. To address the financial 

needs of consumers from various economic sectors, banks in Bangladesh will 

now have greater duties than in the past. In this regard, the necessity for financial 

product promotion in Bangladesh's banking sector has become known as a 

problem. According to Brassington and Pettitt, promotional mixes regularly 

have to be alter to become relevant to  the local context and consider the target 

market's needs and wants. 

 

 

We have come a long way from the days when banks served as both deposit and 

lending organizations. The traditional ideas, perspectives, and practices in 

banking have noticeably changed everywhere. Modern banking is a result of 

change-driven development. A group of seasoned and young individuals formed 

a building company to work toward creating a better Bangladesh 35 years ago. 

The partnership's capacity to withstand the test of time is evidence of this 

Corporate House's stability. The group produced a perfect harmony of 

knowledge and fresh ideas. The words "Auporupa Homes Limited" are now 

synonymous with reliability and quality. There is no need to seek past Auporupa 

Homes Limited for a partner to meet your construction demands. You always 

win when you work with us! 

 

Lifestyle choices and financial activity:  Bangladesh is keeping pace. 

Investigating the marketing practices in various private real estate in Bangladesh 

was the goal of the study. Understanding communication processes may help 

businesses of all sizes convey their messages more effectively. The way in which 

their audience interprets words, symbols, noises, and other stimuli must be well 



understood by Auporupa Homes Limited. The ability to promote their goods and 

services will be greatly improved by selecting the appropriate message 

recipients. 

 

 

3.2 Methodology 

3.2.1 Research Approach 

In order to understand how the real estate industry promotional affects in 

Bangladesh, this study evaluates the industry using financial data from Auporupa 

Home’s Land Development Ltd. The paper contains information about 

quantitative approach for data gathering, which associate with data collection 

and examining numerical data to recognize the meaning of graphical 

representation. The survey also compiles descriptive information from those 

who work in this sector. So, the survey also cover the qualitative approach for 

collecting data. 

 

3.2.2 Data Collection 

To gather the data for the research, both primary and secondary sources were 

looked at. Different levels of officials were questioned in order to get primary 

data. Websites, papers that have been published, and articles were used as 

secondary sources to get further data. These resources made it easier to learn 

more about the real estate industry and to analyze the raw data from in-person 

interviews in greater detail. 

 

Sampling Approaches: The main data were collected by using a non-

probability sampling approach. In other words, the samples are not randomly 

chosen. Here, sample indicates predicaments. So, people, who have any 

connection with the company, internal or external can be a participant. This 

approach is easy and provide a fast result. SO, employees from different 

department are interviewed. The interview was not taken in a formal way. To 

have the most authentic information, informal structured questioner was 



followed during the interview. The main advantage of this sampling strategy is 

to gather crucial information from people who are available and easy to reach. 

People from different departments participated in this data-collecting process. 

Again, people who are easy to find or available are mainly selected for this 

sampling technique. 

 

3.3 Finding and Analysis 

Real estate sector becoming one of the most profitable businesses for financial 

investment in the last few years. The country is concerned for the significant 

consequence of its rapid urbanization. According to REHAB (2004), Bangladesh is 

expected to experience an annual urbanization rate of between 5 and 6%. Based on 

the information of REHAB (2004), 34% of citizens of Bangladesh are expected to 

move in town by 2015, and it will also increase by 50% by 2025. At present, 25% 

citizens of Bangladesh live in cities. 2001 (Singha D.). In addition, Bangladesh has 

a scarcity of 600,000–800,000-unit houses around the country, and the situation is 

getting unpleasant as many people still are moving to urban areas. The capital of 

Bangladesh is facing the worse consequence of relocating as people believe that they 

can improve their living by working in Dhaka. This situation demand increases the 

demand of real estate products such as plot and flat housing. So, it is reasonable to 

say that the demand is increasing faster than the supply which is a great opportunity 

for potential investors. The Real Estate and Housing Association of Bangladesh 

(REHAB) is the buying and selling medium for investor, planner, and constrictor in 

Bangladesh. In excess of 450 contributor join in 2009 and after sometime they 

became members including another 350 members who are not licensed but work in 

the real estate business. Regardless of this good demand, REHAB declares that they 

will not be able to provide more than 8,000 and 10,000 residential units at present. 

The government enjoy about TAKA 2 billion in a year as tax revenue only from the 

real estate sector. During the last two decades, the number of apartments which is 

offered by developers has gone over 60,000. More than 2 million Bangladeshi 

citizens are presently employed in this sector. Every type of employee such as 

architects to engineers, direct to indirect laborers is included in these 2 million 



annuals. The annual GDP this sector provides on average during the last five years 

is. 12–14%. However, there was a decrease in the growth of this sector in   2007–

08, which is about from 7.01 percent the year previous to 5.93 percent. Compared 

to last year, it was pretty lower (Graph-1) (REHAB, 2004). 

 

 

Figure: Real Estate Industry Growth 

 

 

 

 

 

 

The significance and flourishing of The Real Estate Business: 

 



Non-government builders have given 100,000 apartment units into the capital of 

Bangladesh during the last 40 years, and also through the whole of the next three 

years, private builders will also offer another 25,00,000 apartment units. The growth 

of real estate sector was really slow in its first 10 years of existence. After 2006, the 

market has showed some growth even though the growth rate was reasonable, in 

between 2008 and 2010 the growth rate increased intensely. A study of the GDP 

donation of real estate demonstrates the following information: 

Table-: Investigation of the Growth Trend in GDP Contribution as well as the Total 

Amount of Property Transactions 

 

Real estate industry plays a significant role in building an economic steadiness. This 

industry provides a large amount of GDP growth which is 7.96% as it also has a 

great influence on other financial movement. Additionally, the industry becomes 

more powerful when its alliance with its supplier companies. For example, paint, 

cement, tile, and so on. Based on the information given by REHAB, this business 

including the other business it is related to provide about 12% of the country’s total 

GDP. 

 

This industry offers the maximum jobs around the country after ready to wear 

produces manufacturing company and cultivation. There are some businesses which 

get benefits from this industry such as tiles, brick, cement, cable, glass and so on. 

 

Based on the latest population tally forecast, 0.80 million new accommodations 

would be required by 2020 and 1.14 million new accommodations by 2030. 



Moreover, taxes, utility expenses, registration cost directly provide to the ministry 

of Bangladesh's about 5.0 billion BDT) as an annual income. 

 

 

 

 

 

 

 

 

 

 

 

It is clear that the price is increasing but on how much benefits are being added along 

with priced. Though the numbers slow an increasing line of producing new 

apartments or building but customers find it difficult to get a good real estate 

company which not only take large amount of money but also make sure customer 

get the most benefit from their purchase. Many companies do not follow all the 

instruction of government and hide some information from clients which will 

influence their purchasing decision. Auporupa homes limited tried their best to be 

as honest as possible with their client and provide basic facility for example fire 

extinguisher installment in the building, fire evacuation plan, instruction to keep you 

calm in a panicking situation such as earth quick and so on.  

 

 

 

 

3.1.1. Case of Auporupa Homes Limited 

Financial performance analysis in Covid period: 

I was given access to the financial data during my: before the covid era, during 

the covid year, and after the covid year. I'll utilize the ratios in the sections that 



follow to shed light on the situation of the Bangladeshi company, from which 

we may infer the state of other real estate businesses both in the past and in 

the present. 

 

Current Ratio: A company's ability to pay off its short-term financial pledge 

that are due within the next year may be evaluated using the Current Ratio. It 

is also referred to as the liquidity ratio on occasion. Because of the company's 

low Current Ratio, it is less probable that they will be able to repay the loan. 

The standard range for a healthy current ratio is 1.5:1 to 2:1, but this may vary 

based on the specifics of your business. Using a current ratio, a business can 

see if it has enough money on hand to meet its short-term financial 

commitments and obligations. In 2017, it was 1.12, which was quite excellent 

for paying debts; but, in 2018, it falls and becomes 1.09, which is unsafe for 

paying debt; and in 2019, it falls once again and becomes 1.075. Paying off 

debts becomes a riskier proposition with each passing day. In 2020, during the 

covid era, it dropped significantly less than in 2019, and it became 1.072. 

During that cloudy time, it was quite dangerous for them to pay back their 

loan. It dropped once again in 2021, reaching a value of 1.066, making it 

unfeasible to operate a corporation. They are unable to escape the effects of 

the covid19 pandemic. 

 

 



 

 

 

 

Debt-Equity Ratio: When calculating what amount of financial debt a 

company has, the Debt-Equity ratio is an important tool to employ. To 

calculate this ratio, just divide the total liabilities of a firm by the shareholder 

equity that the company has. In most cases, a debt ratio of between 1 and 1.5 

is considered to be healthy. However, the appropriate debt ratio will differ 

from sector to industry due to the fact that certain businesses rely more heavily 

than others on debt funding. Industries that require a significant amount of 

capital, such as the industrial and banking sectors, typically have higher ratios, 

which can be larger than 2. In the event that there is a downturn in the 

organization, it demonstrates the amount of invester equity that may be used 

to clear off all obligations. It was 16.26 in the year 2017. That was a fairly 

solid performance. In contrast, it reached an all-time high of 16.91 in the year 

2018. Because they have such a large amount of debt, they are unable to 

provide financing for their own asset. In the year 2019, it went down and 

reached 16.36. It improved to a certain extent. In 2020, it dropped by 15.61 

once again, and it also turned out to be a viable option for financing their own 

asset throughout the covid time. It helped them present a positive picture to 
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others. In the year 2021, it decreased once more and reached a new low of 

14.22, which was beneficial for them in this rapidly approaching period. 

 

 

 

Gross Profit Margin: Researchers can determine the industry's financial health 

by calculating the gross profit margin and deducting the expanse of products 

sold from total industry sales (COGS). Gross profit margin, sometimes called 

the gross margin ratio, is the percentage of revenue that is retained as profit 

before subtracting from COGS. In 2017, the ratio of the gross profit to the 

revenue was 29.32. That wasn't really up to par. However, in 2018, it 

dramatically increased, and by the end of the year it had reached 29.97. That 

was excellent for any kind of business. It went down very slightly in 2019, 

reaching a new low of 29.79. And in the year 2020, during the covid era, it 

dropped once more, to 29.70. It was discouraging for the business overall. 

However, in 2021, to everyone's surprise, they were able to contain the covid 

epidemic and increase their gross profit from 29.70 to 29.90. 
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Net Profit Margin: Net margin refers to the profits which comes from sales. A 

higher profit margin is excellent for a business since it means it is making 

more money from its sales. However, profit margins might be quite different 

from one industry to the next. The profit margins of growth firms are likely to 

be larger than those of companies; but, major retailers more than make up for 

their small margins with bigger sales volumes. In 2017, the rate was 16.71%, 

which was a bit on the low side. However, in 2018, they had a net profit that 

was 18.19% more than the previous year. That worked out well for them. In 

2019, they had a drop in its net profit large concentration, which ultimately 

settled at 16.69%. It was a miserable experience. Once more in the year 2020, 

the covid era, it decreased. It reached a value of 16.65%. This real estate 

business cannot support such a cheap price. But they made it until 2021 and 

raised their profits by a significant amount, reaching 18.23%. 
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3.4 Summary 

Bangladeshi real estate-related items currently satisfy a justifiable market demand, 

assisting in the socioeconomic growth of the nation. The industry directly impacts 

the GDP by repurposing unused land, promoting the expansion of other enterprises, 

luring in local and foreign investment, and creating jobs. Throughout history, the 

industry has grown as a result of the high population density, the lack of available 

land, and the lack of social protection. The sector has grown to include 524 REHAB-

linked member enterprises as of April 2009, with many more operating on a more 

informal basis, since the industry's founding in the 1970s and the start of its boom 

in the 1990s. However, just a few of organizations control the vast majority of the 

industry, and just 10 to 15 businesses account for about 95% of the market. The main 

goal of this study is to evaluate how the sector contributes to the expansion of the 

industry. The empirical data were submitted by 240 clients, 15 real estate experts, 

and 20 property market specialists from the Dhaka region. A staggering 87% of 

respondents agreed that government engagement was required to create an effective 

regulatory framework for the business, even if only 29% of respondents said they 

were completely satisfied with the quality of the real estate items they had acquired. 

The government of Bangladesh launched a series of lockdowns in March 2020 to 
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try to limit the spread of the coronavirus, which led to the total and utter collapse of 

the Bangladeshi economy. The real estate industry was also hit hard by the 

lockdowns. The whole market froze throughout the first two quarters of 2020. Laws 

that simplified the process of investing tax-free cash, reduced interest rates, and 

eliminated fees all contributed to a rapid recovery of the property market during this 

time. The combined effect of these variables was to reduce the overall operating 

costs within the sector. Even though the property market took a hit from the 

worldwide pandemic and its economic ramifications, it has since recovered well 

thanks to a number of factors. It won't be long until the real estate market in 

Bangladesh is back to where it was before, since GDP growth is forecast to average 

6.8% annually between 2021 and 2025. The fortunes of many other businesses that 

are intertwined with the real estate market have also showed extraordinary 

improvement this year. In 2022, it is projected that the Bangladeshi real estate 

market would see growth and a return to health. The real estate business contributes 

significantly to the national economy. Direct contributors to the GDP include the 

construction of residential and commercial infrastructures, the development of 

vacant and underutilized land, the facilitation of the expansion of other industries, 

the solicitation of both domestic and international investments, and the creation of 

employment. Since its inception, the real estate business has experienced constant 

growth. It is acceptable to assert that the nation's real estate companies are expanding 

their activities in the direction of socioeconomic growth. Thanks to the real estate 

business, which has supplied houses and/or employment possibilities to millions of 

people around the country, optimism has been renewed. This industry is a sign of 

our nation's growth. If the current pace of market growth can be sustained, there is 

a bright future ahead not just for our sector, but also for our entire nation. 

 

3.5 Conclusion 

The amount of property in our country is insufficient to support the population it 

contains. People are really interested in buying a piece of land that will clear their 

housing problem. Auporupa Homes Limited The business provides individuals a 

different range of homes options. Auporupa Homes Limited also play its role to 



support the economy of its home country. Good clients service is Auporupa Homes 

Limited's main objective. All real estate company, including Auporupa Homes 

Limited, has had internal issues. It is initially exceedingly challenging to locate a 

sizable tract of empty space in Dhaka. In addition, both governmental and non-

governmental organizations constantly produce political forces.  

  

 

 

 

 

 

 

3.6 Recommendations 

There are some areas of improvement for Auporupa Homes limited found from 

genuine sincere observation: 

 Auporupa Homes Limited have to come up with a new creative marketing 

plan to attract more clients. This change will benefits the company as it opens 

an opportunity to improve sales. 

 The corporate branch of Auporupa Homes Limited believes that in order to 

improve the quality of the service, company officers need ongoing training. 

Today, computer training is essential for enhancing both individual and 

organizational performance. 

 The majority of clients want a fair price, so it is important to carefully 

determine the pricing per plot. All morden facility are equally deliver in 

every part of the socioeconomic classes. 

 The administrative restriction should to be eliminated so that financial 

assistance programs like Desa, Tista, Wasa, T&T may be enhanced and 

uappliance can be connected quickly. 

 Renovating the office and improve the environment at the office so that 

employees and clients feel more connected. 

 Customer need should get more attention.  



 The comfort of the customer will come first. 

 The customer database needs to be arranged better. 

 must be more conscious of customer rights. 
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