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Subject: Submission of the Internship Report  

Dear Madam, 

This is my great pleasure to submit the Internship report of my 3 months long Internship 

program in the Corporate Sales of Robi. The title of the report is “Gaining experience with 

the corporate business sector of Robi through direct Corporate Sales”. I am fortunate enough 

that I have got an experienced, efficient and professional team in one of the most reputed 

multinationals in Bangladesh. I truly believe that this report will satisfy your requirements 

and expectations.  

I have tried my best to follow your guidelines in every aspect of planning this internship 

report. I have collected what I believe to be the most important information to make this 

report specific and coherent as possible. I enjoyed the challenge of preparing the report as 

provided me with an opportunity to enlarge my knowledge. I earnestly thank you for your 

guidance during the preparation of this report. I hope you will appreciate my combined effort 

put forth hereby. I have done the study in a complete form and I have tried my level best to 

conduct this in a professional manner. It is true that, it could have been done in a better way 

if there were not limitations.  

I hope you will asses my Internship Report considering the limitations of the study. Your 

kind advice will encourage me to perform better in future. I will be available for any further 

query and clarification regarding this report whenever necessary 

 

Yours sincerely, 

 

Md. Salim Sarker 

ID: 06304019  

BRAC Business School 

BRAC University 

http://www.bracuniversity.ac.bd/directories/www?code=3032
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Executive Summary 
 
 

Axiata Bangladesh Limited (Robi) is one of the leading mobile telecom service providers 

in Bangladesh. Their key for being successful is that they are always delivering good 

services to their customers. They are providing regular Pre Paid and Post Paid packages to 

their customers. Other than these they are offering some corporate facilities to the corporate 

clients as because market is very much competitive and all the operators are trying to get as 

more corporate clients they can grab. This internship report starts with an introduction 

followed by objective, scope, methodology and limitations of the study.  But this report 

mainly focuses on experience that has been gathered while working in the corporate sales 

of Robi. Firstly, I have integrated the organizational background, different divisions or 

departments of Axiata Bangladesh Limited (Robi) and their activities, their products or 

service offerings, current market situation of mobile telecommunication sector. Secondly, I 

have tried to describe the job responsibilities that I had to perform during my internship 

period. Thirdly, I have tried to give overall idea about Business Sales & Service or 

corporate sales of Axiata Bangladesh Limited (Robi). That means I have tried to discuss 

how the corporate sales activity of Robi is running. In the report finally I have analyzed all 

the activities associated with the corporate sales and have given some recommendations. 

The report ends with a conclusion followed by appendix.    
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1.1 Introduction: 
 

Mobile phone is a very common source of communication in these days. Most of the people 

are using mobile phone in the city and the urban areas regularly. At present, six different 

companies are providing mobile phone services in Bangladesh. In compare to the big 

population it is becoming a huge market for mobile phone service companies. As part of my 

internship program I was associated with the Business Sales & Service (Corporate Sales) of 

Robi (Axiata Bangladesh Limited). In this internship report I have basically focused on the 

experience that I have gathered during my internship and the overall activities of Business 

Sales & Service of Robi (Axiata Bangladesh Limited). 

 

1.2 Origin of the Report:  
 

This report is an Internship Report prepared as a requirement for the conclusion of the BBA 

Program. As per requirement of BBA program of BRAC Business School, BRAC University, a 

student has to complete a 12 weeks internship program. The primary goal of internship is to 

provide an on the job exposure to the students and an opportunity for translation of theoretical 

conceptions in real life situation. Students are placed in enterprises, organizations, research 

institutions as well as development projects. Thus this report has been prepared after 

completion of 12 weeks of organizational attachment in the Business Sales & Service of Robi. 

 

1.3 Objective of the report: 
 

The main objective of this report is to describe the experience that I have gathered during my 

internship period and the over all activities of the Business Sales & Service of Robi. 

 

If I describe the objective more specifically it will be as follows: 

• To give a clear idea about the Company- Robi (Axiata Bangladesh Limited). 

• To get the understanding what the corporate sales is all about. 

• To describe the activities of Business Sales & Service (Corporate Sales). 

• To find out the effectiveness of the Corporate Sales of Robi.  

• To outline the necessary modification if necessary of Corporate Sales of Robi 
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1.4 Scope of the report: 
 

The scope of this report is limited to the descriptions of the company, its services, and its 

position in the mobile telecommunication sector of Bangladesh. Instead of concentrating in all 

the activities of Robi I mainly concentrated on the corporate sales of Robi.  

 

 
1.5 Methodology: 
 

Project Design: At first I got the report design and structure from my academic supervisor and 

moved for the next steps. 

 

Data collection: To prepare this internship report I had to collect data both from primary and 

secondary sources. I followed various ways to collect data from primary and secondary 

sources. 

 

Primary data: 

• Observation during the total internship period.  

• Involvement with the direct corporate sales of Robi 

• Discussion with officials of Business Sales & Service of Robi 

• Discussion with the customers 

 
 

Secondary data: I collected data by browsing websites, particularly from the websites 

of Robi and BTRC. All these websites were recommended by the officials of Business 

Sales & Service of Robi. I also collected data from different sources like- 

 
• Different daily newspapers. 

• “Newsletter” of ROBI - publications for customer. 

• Internal publications of ROBI for employees.  

• Latest tariff plans of ROBI 

• Corporate proposals 
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Data Analysis: Finally, I have analyzed all those cohesive information to prepare the 

internship report.  

 

 

1.6 Limitation: 

 

The study was limited by a number of factors.  Some constraints are given below:  

• Limited source of data. 

• As I was mainly involved in the out bound activities I could not get access to some 

information which are available in the office.   

• Work load during the internship program at the work place was a barrier to prepare this 

report 

• Time was also limited to prepare the report. 

• Lack of Co-operation from the official from confidential point of view. 
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2.0 Company Overview 

2.1 Robi at a glance: 

Axiata (Bangladesh) Limited is a dynamic and leading countrywide GSM communication 

solution provider. It is a joint venture company between Axiata Group Berhad, Malaysia and 

NTT DOCOMO INC, Japan. Axiata (Bangladesh) Limited, formerly known as Telekom 

Malaysia International (Bangladesh), commenced its operation in 1997 under the brand name 

Aktel among the pioneer GSM mobile telecommunications service providers in Bangladesh. 

Later, on 28th March, 2010 the company started its new journey with the brand name Robi.   

Robi is truly a people-oriented brand of Bangladesh. Robi, the people's champion, is there for 

the people of Bangladesh, where they want and the way they want. Having the local tradition at   

its core, Robi marches ahead with innovation and creativity. To ensure leading-edge 

technology, Robi has the international expertise of Axiata and NTT DOCOMO INC. It 

supports 2G voice, CAMEL Phase II & III and GPRS/EDGE service with high speed internet 

connectivity. Its GSM service is based on a robust network architecture and cutting edge 

technology such as Intelligent Network (IN), which provides peace-of-mind solutions in terms 

of voice clarity, extensive nationwide network coverage and multiple global partners for 

international roaming. It has the widest International Roaming coverage in Bangladesh 

connecting 550 operators across 205 Countries. Its customer centric solution includes value 

added services (VAS), quality customer care; easy access call centers, digital network security 

and flexible tariff rates 

With its strengths and competencies developed over the years, Robi aims to provide the best 

quality service experience in terms of coverage and connectivity to its customers all over 

Bangladesh. Together with its unique ability to develop local insights, Robi creates distinct 

services with local flavor to remain close to the hearts of its customers. 

Robi started its journey as a (AKTEL) in 1997, as a joint venture between Telekom Malaysia 

Bhd and AK Khan & Company Ltd. The AK Khan Group recently completed the sale of its 

entire shareholding of 30% in AKTEL to NTT DoCoMo. 
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2.2 Company Achievements: 

• Robi has been conferred the prestigious Frost & Sullivan Asia Pacific ICT Award 2010 

for "Emerging Market Service Provider of the Year". 

• Awarded the prestigious fund grant from GSMA MMU (Mobile Money for the 

Unbanked) in 2009.  

• Crossing 10 million subscribers mark in 2009.  

• Ranked within top 6 global comparable telcos in A.T. Kearney benchmarking exercise 

in 2009.  

• Cost optimization project saved 2 times of what was projected.  

• Bangladesh Mobile Phone Businessmen Association (BMBA) Award 2008-2009 as the 

best service provider in Bangladesh 

• The Weekly Financial Mirror –Samsung Mobile & Robintex Business Award 2008-

2009 as the best Telecommunication Company.  

• TeleLink Telecommunication Award 2007 TeleLink Telecommunication Award 2007" 

for its excellence in service, corporate social responsibilities and dealership 

management for the year 2006 in commemoration of WORLD Telecommunication Day 

2007.  

• Arthakantha Business Award Given by the national fortnightly business magazine of 

Bangladesh for its excellence in service in telecom sector.  

• Financial Mirror Businessmen Award Given by the national weekly Tabloid business 

magazine.  

• Deshbandhu C. R. Das Gold Medal For contribution to telecom sector in Bangladesh. 

• Beatification Award for exceptional contribution to the Dhaka Metropolitan city from 

Prime Minister Office on 13th SAARC Summit.  
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• Standard Chartered - Financial Express Corporate Social Responsibility (CSR) Awards 

2006 For contribution in Education, Primary Health, poverty alleviation and ecological 

impact.  

• Arthokontho Business Award 2006 For better telecom service provider in Bangladesh.  

• Financial Mirror & Robintex Business award 2006 for its excellence in service, 

corporate social responsibilities activities throughout Bangladesh.  

• Desher Kagoj Business Award 2006 For Corporate Social Responsibilities activities. 

• * TeleLink Telecommunication Award 2005 for its excellence in service for the year    

2005 

 

2.3 Share holding:  

 

Robi (Axiata Bangladesh Limited) is a joint venture company between two companies such 

as- 

• Axiata Group Berhad (70%) - Axiata is considered as the emerging leader in Asian 

telecommunication sector. It has its significant presence in Malaysia, Indonesia, Sri 

Lanka, Bangladesh and Cambodia.  

 

• NTT DOCOMO INC- It is one of the leading mobile telecommunications service 

providers in the world and largest mobile telecommunications company of Japan.  
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2.4 Principles of Robi: 
 

Their principle is titled as “Empowering you”. Robi describe it like this- “We are there for 

you, where you want and in the way you want, in order to help you develop, grow and make 

the most of your lives through our services.” 

 

Robi’s business principal is based on the following things: 

 

• Being respectful towards everyone. 

• Being trustworthy by action. Being passionate and creative in all we do. 

• Keeping things simple in the way we do things. 

• Being ethical and transparent. 

• Demonstrating individual and collective ownership. 

• Practicing an open culture in communication and interaction. 

 

2.5 Company Acquaintance: 
 

• Vision of Axiata: “Axiata’s vision is to be a regional champion by 2015 by piecing 

together the best throughout the region in connectivity, technology and people, uniting 

them towards a single goal: ‘Advancing Asia’.”  

 

• Robi’s aim of Business: “Robi aims to provide the best quality service experience in 

terms of coverage and connectivity to its customers all over Bangladesh. Together with 

its unique ability to develop local insights, Robi creates distinct services with local 

flavor to remain close to the hearts of its customers.” 

 

 
•  

 

• The Business Slogan:    



 

8 
 

2.6 Robi Organogram and Management:                        
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2.7 Organization Structure of Robi: 

Robi places a high value on human resource development and the contributions made by its 

employees. They preserve to maintain a productive and harmonious working environment in 

the whole organization. Robi always continues with its efforts to improve the efficiency of its 

employees and align them to the right positions with well-defined responsibilities.  

Because of the rapid expansions of its networks and enormous growth of its subscriber base, 

the company has increased its workforce. Robi has successfully hired some key senior 

managers who were recruited on the basis of their professional expertise and experience. In 

order to cope up with the dynamic nature of the company’s business, initiatives are always 

taken to restructure and recognize the company’s existing set up. It always evolves 

standardized management systems and procedures across functional divisions, focusing in 

particular, on the effective integration and assimilation of all the organizational units. 

 

2.8 Different important divisions or departments of Robi 
 
 
2.8.1 Marketing Division: 
 

Marketing division constitutes seven units. A brief description of each unit is given below:  

 

• Brand and A&P 
 
Brand and A&P denotes to brand and advertising & promotion. This unit deals with the overall 

brand management and promotion activities of the company. The unit covers both outdoor 

(billboards, road-overhead etc) media and indoor (print & electronic) media. This unit is also 

responsible for communicating with the advertising agencies. 

 

• Product Development 
 
Product development unit is like the R&D unit of a company, which is responsible for 

developing new products and services. This unit is closely related to the marketing research 

unit and together the units come up with new service concepts and ideas. Product development 

unit is also responsible for monitoring the core services (Pre-Paid and Post-Paid).  
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• Marketing Research and MIS 
 
Robi has one unit covering both marketing research and marketing information system (MIS). 

This unit conducts quarterly research through research firms and in-house interns. The unit is 

also responsible to keep track on the latest innovations and new offers of other operators. 

• International Roaming 

International roaming (IR) unit is basically responsible for ISD, international SMS etc services. 

The core task of this unit is to negotiate with foreign telecommunication companies and to 

expand the international coverage by making deals with them.  

• Business Sales division 

Business sales division unit deals with the sales of products and services to other companies. 

The unit makes agreements with different companies to be the corporate clients of Robi and 

only handle the corporate level sales. This division is named as Business Sales & Service and 

their slogan is “We are the best what we do” 

• Direct Sales 

Direct sales unit is responsible for the sales of products and services to the mass customers 

through the customer service centers. Robi has more than twenty customer service centers 

around the country and these centers sell the services to the customers directly. These customer 

care centers are known as Robi Seba.  

• Dealer Management 

Dealer management unit oversees the dealers of the company around the country. Robi has 

many dealers and agents and they need to be monitored and supervised constantly.  

 

 

2.8.2 Information Technology Division: 
 

The core business strength of Robi is its network coverage all over the country especially Robi 

is the first telecomm company who provides network in Saint Martin Island. The technology 

division is taking care of all technological issues. The round the clock base station 
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maintenance, emergency tech support team, online information backup system, 

server/workstation support intranet Support and intra office exchange mailing system are being 

run by this division. 

 
 

IT division constitutes seven units and they closely work together. 

 

• Value added Services (VAS) 

Value added service is a unit that implements the developed concepts and ideas of the 

marketing division. The unit is responsible for the development of the software, which will be 

used for the application of the new services developed by the product development unit. 

Simultaneously, this unit handles the VAS content providers who are the third party to the 

company. 

• Billing 

The billing unit is responsible for processing and monitoring the billing systems for the Post-

Paid users. The unit has a manager who reports to the AGM of IT. 

• Rating (Post-Paid) 

This unit is responsible for charging the rates of Post-Paid service. The unit fixes per-minute 

and pulse rates and also fix the pulse durations. It also changes the rates on demand basis. 

• Pre-Paid 
 
This unit only deals with the Pre-Paid service. It administers the e-fill and scratch card 
systems. At the same time, it fixes per-minute and pulse rates and fix the pulse durations. 
 
 
• Product Configuration 
 
This unit is responsible for designing and developing products and services. It develops the 
blueprint of the product-design. 
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• Billing Operation Team 

Billing operation team is responsible for administering the entire billing process and 

developing required software for collecting bills from Post-Paid users. 

• Customer Relations Management (CRM) 

This unit supplies required software to the customer care centers and work with these centers 

side by side. The centers usually inform CRM concerning their necessaries and the unit 

prepares suitable software for them. 

 

 

2.8.3 Finance Division:  

Financial division has eight units dealing with financial matters of the company.  

• Treasury Management  

Corporate finance unit consists of treasury management and L/C. Treasury management deals 

with the inflow and outflow of the company, whereas L/C (Letter of credits) deals with the L/C 

opening banks and other foreign banks. 

• Accounts Payable 

This unit keeps track on the accounts payable of the company. 

• Accounts Receivable 

This unit keeps track on the accounts receivables of the company while preparing the balance 

sheet. As Axiata Bangladesh Limited is a large company with thousands of financial 

transactions everyday, a unit to keep track on the accounts is necessary. 

• Core: Account 

Core account is an important unit of the finance division dealing with the budget and fixed 

assets. The annual budget of various departments is prepared under the close observation of 

this unit. 
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• Revenue Assurance 

Revenue assurance unit consists of revenue assurance and fraud management. Revenue 

assurance monitors the transactions and assures full protection of the finances. On the other 

hand, fraud management protects the fraudulences take place in the daily transactions. 

• Taxation 

Taxation unit takes care of the tax, VAT and tariffs of the company.  

• Reporting Unit 

The reporting unit reports the entire financial transactions of Robi to the parent company in 

Malaysia. 

• Costing 

This unit forecasts the costing of different departments and resorts them regarding the expected 

expenditure of any alteration. 

 

2.8.3 Technical Division:  

The technical division consists of three major units - planning, infrastructure and property 

management. 

• Planning 

The planning unit makes plans regarding the technical matters such as the RF, SWITCH etc. 

They assure the proper placement of technical devices and equipments. 

• Infrastructure 

The infrastructure unit selects the locations and builds the Base Transceiver Station (BTS) 

towers. They are also responsible for the maintenance of these towers. 

• Property Management 
 
The property management unit manages the technical equipments and assets.  
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2.8.4 Public Relation (PR) Department:  
The key responsibility of this division is to ensure sound public relation in terms maintaining 

corporate affiliation, brand promotion and communication with mass media. Ensuring strong 

position in the field of corporate social responsibility is another major issue that 

communication division of Robi is successfully dealing with. 

 

2.8.5 Customer Service Department:  
20 dedicated Customer Care Centers, 24 hrs helpline along side numerous outlets inside the 

country are always ready to serve whenever the customer need. Robi’s customer care teams 

comprising of a vibrant experienced workforce aim at providing the customers with a complete 

quality experience that would make their customers feel unique and important. To sustain this 

experience, Robi always innovate through reliable systems, processes and procedures.  

2.8.6 Human Resource Division:  

As the one of the leading telecom organization, Robi currently has about around 2800 

employees. All employees who are recruited on a permanent basis must undergo a period of six 

months as probationary period to ascertain their capability and suitability for employment and 

would be judged with a performance appraisal at the end of 5th month. On successful 

completion of probationary period employee shall be given a letter of confirmation. Human 

resource department is responsible for the recruitment and training of the employees of the 

company. They also monitor the performance and handle the promotion and salary related 

matters. Along with the HR department, there is an Administration. The administration is 

responsible for supplying furnishings and equipments to all the divisions and departments. 

They also administer the regulations of the company.  

2.8.7 Corporate Strategy Department: 

The corporate strategy department determines the long-term strategies and the short-term 

plans. All the corporate level policies come from them and they are also responsible for the 

implementation. 
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2.8.8 Corporate Affairs Department:  

The corporate affairs department is responsible for maintaining a liaison with other major 

companies. Through this department, Axiata Bangladesh Limited makes business deals with 

other corporations and assists each other. 

 

2.8.9 Coordination Department: 
 

The coordination department is responsible for the internal and external synchronization. At 

one hand, they coordinate with outside companies. Along with that, they harmonize among the 

divisions and departments inside the company 

 

 

 

2.9 Relationship among different Divisions & Departments:  
 

An organization is like complex machinery consisting of different parts. Different functional 

divisions and departments are the different parts of this organizational machinery. Therefore, to 

make an organization a success, the divisions and departments must work accordingly. In Robi 

all the divisions and departments are closely tied with one another. 

 

Sales unit makes sales forecast, identifies market's potential opportunity and sends it to the 

technical division for doing the plan for new coverage area. These two divisions jointly plan 

for increasing the coverage area. If there is any complaint regarding the networks Customer 

Relation Management unit informs it to technical division for solving it. Again Customer 

Relation Management Unit informs marketing division about the problems and suggestions 

regarding the products and their selling procedure. Finance division is related with al the 

divisions for fund allocation and fund management of all shorts and giving salary to all the 

Robi employees. Human Resource Department meets the employee need of other divisions by 

conducting total recruitment process. 
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2.10 Different products and services offered by Robi: 

Different products and services are offered by Robi which are as follows: 

 

• Prepaid (Robi Club, Prothom, Muhurto, Shoccho, Shasroyee, Shorol, Uddokta & Easy 

load Super, Uddokta & Easy load Regular) 

• Post- Paid (Simple plan, Normal Plan) 

• Corporate- In corporate package they have both prepaid and post paid. In this case they 

have some segmentation for post paid like- Trial pack-1, Trial Pack-2, Base Pack. For 

the corporate clients they also provide SMS based solution (CMP- Corporate 

messaging Platform) 

 

 
2.11 Marketing Strategies of Robi:  
 
Robi always wants to achieve the desired sales growth and customer base and also wants to 

encourage the existing customers to use more of their services.  

Product Positioning 
 

Initially the target for Robi was to reach the top, but other mobile operators are also targeting 

to the grass roots level and thus increasing their customer base. Axiata Bangladesh Limited 

wants to be the leader with good quality and designing products for all classes of people.  

 

Marketing Mix: 
 

Product 
 

 Continuous improvement of quality  

 Repositioning of products to different target markets  

 Always branding Robi with all packages with a GSM service  
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Price 
 

 Necessary changes in tariff structure, and changes and terms and conditions.  

 Penetration pricing in the face of competition  

 Skimming policy possible 

 

Promotion 
 

 Brochures with all necessary info  

 Press ads  

 TV commercials  

 Billboards 

 

Place/Distribution 

 

 Make effective use of distribution  

 Make product service delivery system more effective and less time consuming 

 Wider distribution network to make service more accessible. 

 

 

 

 

2.12 Background of the Telecommunication Industry in Bangladesh:  
 

Competitors Analysis 

 

The term competition defies definition because the view of competition held by different 

groups varies.  Most firms define competition in crude, simplistic and unrealistic terms. Some 

firms fail to identify the true source of competition; others underestimate the capabilities and 

reactions of their competitors. When the business climate is stable, a shallow outlook toward 

the competition might work, but in the current environment, a business strategy is really 

competitively oriented. 
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The telecommunication sector in Bangladesh is the most attractive and booming sector at 

present. The concept of mobile telephone has become largely familiar and astonishing in our 

country since early 90's with the ongoing technological advancement. Since then the entire 

mobile phone companies are trying to attract their subscribers through various worthwhile 

offers. Now Bangladesh has stepped into the world of first communication and communication 

is made easy and comfortable through the introduction of mobile phones. In our developing 

economy, mobile phone industry is one of the fastest growing areas as we can see that the 

numbers of subscribers are increasing day by day. So the rising demand says that it will 

continue to develop vigorously for the near future.  

 

In the telecom sector of Bangladesh the competition is really strategic oriented competition. 

Studied deployment of resources based on a high degree of insight into the systematic cause 

and effect in the business environment. Ever changing technological advances in the 

technological industry, customer demand and the scope of investment in this sector has made 

Bangladesh a profitable target for various multi national companies to setup mobile companies 

here. Currently, there are six operators in Bangladesh. Among them, TeleTalk Bangladesh 

Limited (TBL) is the only government owned telephone operator and the other five are 

privately owned companies namely Robi, GrameenPhone Ltd, BanglaLink, Citycell, Warid.  

 

Robi’s major competition comes from all the five companies mentioned above. All the 

companies are aggressively marketing their product. Especially after Orascom has entered the 

Bangladeshi market, it has given the competition a new edge. The customers are looking for 

the best buy with bundled features & low price talk time. 

 

According to the website of BTRC The total number of Mobile Phone Active Subscribers has 

reached 61.845 million at the end of July 2010.  
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The Mobile Phone subscribers are shown below: 

Operators  Active Subscribers 

Grameen Phone Ltd. (GP)  27.276 

Axiata (Bangladesh) Limited (Robi) 11.326  

Orascom Telecom Bangladesh Limited (Banglalink) 16.804 

PBTL (Citycell)  1.996 

Teletalk Bangladesh Ltd. (Teletalk)  1.147 

Warid Telecom International (Warid)  3.296 

Total 61.845 

 

*Subscribers in Millions 

**The above subscribers' numbers are declared by the mobile operators               

 

Consumer demand in Bangladesh makes the mobile and telecom market one of the fastest 

growing markets in the world. During the first six months of 2007, Bangladesh recorded 7.7 

million subscribers, and by the end of that year around 35 million subscribers (a market 

penetration of 25%) was recorded, signifying year-on-year growth of 70%. Business Monitor 

International (BMI) has predicted that by the end of 2011, mobile subscribers will reach 

figures of around 115 million. 
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2.13 SWOT Analysis of Robi:  

 
 STRENGHT: 

• Quality of management.  

• Quality of billing system. 

• Quality of customer care system. 

• Strong dealer network. 

• Effective human resources. 

• Market research unit 

• Loyal Customer Base 

 
WEAKNESS: 

• Lack of brand appeal 

• Lower and declining ARPU (Average Revenue Per Unit)  

• Poorer coverage than the leading telecom service provider GP 

 

 

OPPORTUNITIES: 

• New technology. 

• Main competitor has a congested network because of its unplanned customer growth. 

• Growing middle class population. 

• Public sector unable to meet demand. 

• Product with very long life cycle. 

 

 

THREAT: 

• Possible health risk for using mobile phone. 

• Recession political culture. 

• Non co-operative telecommunication 
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3.0 Assigned department during my internship experience at Robi: 
 

To complete my internship I was assigned in the corporate business department of Robi under 

market operation division. I was mainly associated with small corporate business. To make 

sure better service to the valued potential corporate clients for their emergency needs and 

acquiring potential corporate clients for corporate offers of  Robi and generate revenue for the 

company. 

 

Corporate business division of Robi works as an entrance where the development and 

execution of all the strategic issues observed and maintained in order to facilitate the 

management to achieve business goal by keeping keen relation with the employees and the 

target customer base.  

 

To effectively run the corporate business department which is formally known as Business 

Sales and Service of Robi planned the following functional areas under this division: 

 

Resource Management  

 

Resource management ensures the allocation and planning of responsibility and schedule 

management of the work power deployed in the department. Resource management also deals 

with a corporate post-paid, pre-paid SIM and other demanded products for the corporate 

clients. 

 

Small and large corporate team 

Small and large corporate teams are basically divided in to two different groups. Around 35-40 

designated employees are deployed for the both task from the department. These group 

members are basically lead by a head of the team. Small and large corporate teams are 

assigned to generate corporate clients in a various places of our country and especially in every 

zone of Dhaka city. 

 

 

Revenue monitoring team  

Revenue monitoring teams of corporate business department updated with a weekly revenue 

generating status from the corporate clients. They also deal with a KPI (key performance  
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indicator) of each employees of this department. These teams also give forecast about unused 

SIM or (non-revenue generating clients). 

 

Customer Relationship Management (CRM): 

 

Managing all unanswered troubles and queries passed from corporate clients as objection   

from the subscribers are duly picked up and solved by customer relationship teams. In addition 

dealing with fraudulent activities, prank calls related written complaint and other critical 

situational issues are handled by this unit. 

 

 

 

 

3.1 Job responsibility given by the authority Of ROBI during my internship 

period at Business Sales & Service under market operation division: 

 

I was assigned as an intern in the Business Sales & Service under Market Operation Division. I 

had to deal with Robi’s corporate subscribers using both prepaid and postpaid SIM cards. 

Introduction of new products and portfolios is one of the key issues that are being nurtured by 

marketing division. In addition a dedicated team of sales and distribution are being co-ordinate 

under this division who ensure the sale of SIM cards; and other value Added Services. 

 

Before starting my job responsibility at Robi I had to take some training sessions. After 

joining, in total I attended three in house training sessions. 

In those trainings I learned about many things such as: 

• First of all, I learned about selling techniques, qualities of good sales person, loyalty 

towards the company, punctuality etc 

• Then, I learned about different corporate offers, I was also trained about different zone. 

For small corporate whole Dhaka city is divided in six parts. Such as: 
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- Motijheel 

- Old Dhaka 

- Dhanmondi 

- Mirpur 

- Gulshan 

- Uttara. 

          

 Different zone is lead by different team leader and I was under direct supervision of one team 

leader (Mr. Mamunur Hasan). I basically worked in overall Motijheel Zone. 

 

• Another training was about identifying potential customer, negotiating, identifying 

revenue generating customers and maintaining good relationship with this customer. 

 

 

 

As an Intern, I had to complete the following set of actions during my internship period. 

 

• Acquiring new subscribers for corporate offers of Robi from my assigned area.  

• Create a market demand for corporate packages over competitive rivals. 

• Maintaining a daily visit report (At least 6 Company) and discussing with team leader 

about visited company’s potentiality. If there is no potentiality then we do not consider 

that company.  

• Building a strong customer relationship and follow up with the potential corporate 

clients by fixing a date with the team leader. 

• Dropping corporate proposal to potential corporate customers.  If any company likes 

our proposal then I had to take one acceptance letter from them. I also had to take 

signature and seal of the contact person of a particular company in the bulk registration 

form and BTRC registration form.  

• Deliver products to the potential subscribers and collect money and submit it to Robi 

Sheba.  

 

• In case of managing the dealing process with corporate clients I had to take some 

important documents such as: photocopy of the trade license and national ID card & 
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Utility bill, 2 passport sized colored photograph of the contact person of a particular 

company. 

 

Other than these major job responsibilities I had to maintain good relationship with the existing 

corporate clients because it is very crucial for corporate business. As a part of CRM I had to 

perform the following tasks: 

 

• Encouraging corporate clients to use the connections more. 

• Replacing the lost SIM of the corporate clients. 

• Incorporating the existing numbers of the corporate clients. 

• Increasing the credit limit of the post paid corporate clients. 

• Attending international roaming queries, request and complaints and providing 

feedback to the corporate clients. 

 

In short, it can be said that I played a role of dedicated account manager for corporate clients. 

 

 

 

 

 

Different formats of documents which are very important for corporate sales are as 

follows: 

 

• Format of the corporate proposal (Pre- Paid) 

• Acceptance letter 

• Bulk Registration form 

• BTRC form 

• Copy of Trade License 

• Copy of utility bill 

• Copy of National ID card 
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4.0 Corporate Sales of Robi 
 

4.1 Overview:  
Robi offers an extensive and seamless countrywide GSM Mobile Communication Solution of 

taking pride in being backed by the Axiata Bangladesh Limited. Robi’s GSM service is 

founded on a robust network employing cutting-edge technology such as Intelligent network 

(I.N.) providing the ultimate solutions in terms of voice clarity; a continuously expanding 

nationwide network coverage; abundant international roaming global partners; popular value 

added services (VAS); quality easy-access corporate customer care; iron-clad digital network 

security; competitive and tailored tariff plans and specific billing. The Corporate Strong-arm of 

Robi is committed to give better services to their corporate clients.  

 

GSM or Global System for Mobile Communication is the most widely used cellular mobile 

communication technology with over one billion users and more than 650 operators across 

more than 200 countries globally. One of the greatest strengths of GSM technology is the 

international roaming service, where GSM subscribers from one country can use their GSM 

phones to communicate when traveling to other countries. Other salient features of GSM 

system include high speed data access such as SMS and fax, Value added services, internet 

services. Another key advantage of GSM technology over others is the easy upgradeability to 

next generation technologies such as 3G. 

 

The role of obtainment and proper dissemination in today’s business world need not to be 

underscored. In today’s cut throat competition, business houses need to be a carefully tailored 

communication infrastructure that will not only help to secure business but also ensure 

customer loyalty in the future. A Parallel constraints that these corporate houses encounter is to 

deliver and obtain effective, focused information at the least cost. In the current era of booming 

information technology and mobile communication is playing a pivotal in offering just the 

right kind of solution. 

Robi is one of the largest and the most customer centric telecommunication services for any 

business need, Robi provides voice services, messaging services and mobile data and internet 
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services. Robi also provides a complete corporate solution including mobile e-mail, mobile 

high speed date access, SMS Push-Pull, internet access, mobile fax and more, point to point 

connectivity, Virtual Network Services (VNS). With combined experience in 

telecommunication globally ensures that one business will benefit from Robi’s expertise. Robi 

offers a suite of specialized products and services covering all communication needs for 

professionals, small, medium-sized enterprise to large companies. 

 

Robi will be incorporating new services and innovative ideas in addition to take businesses to 

new heights helping to work smarter, faster and more efficiently than ever before. Robi 

believes that this company is starting a new horizon of business relationship and reaching the 

ultimate goal of customer satisfaction. Different business organizations should be a part of the 

exciting Cost-effective and innovative solutions that has been developed to satisfy the growing 

needs of corporate clients in Bangladesh.        

 

 

4.2 Targeted Corporate Customers of Robi: 
 

Robi consider the entire existing market as their potential corporate customer. Even they don’t 

differentiate whatever the company is local or multinational, Public Ltd. or Private Ltd. or the 

business range of the company. They should have running business with legal entity and 

demand of at least a minimum connection provided by Robi (10 connections for Corporate Pre-

Paid) but it is not fixed for Corporate Post paid connections. 
 

 
4.3 The prerequisites for becoming a corporate client: 
To be a potential Robi corporate client one business organization have to have some eligibility, 

which is also justifiable by Robi.  

 

Such as: 

 Must have legal identity ( Trade lenience of incorporation) 

 Existence in current business activities 

 Should have logo and trade mark 

 Minimum demand should be 10 
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4.4 Documents Required:  

 

• Duly filled in new Registration Form with customer’s signature 

• 2 attested copies of recent passport-size color photographs 

• Proof of Identification (Valid ID)  

• Proof of Address (Copy of recent Electricity, WASA, Telephone Bill etc.) 

• Request letter from Corporate client or Acceptance Letter from Corporate Customer 

• Original Ownership / Subscription Paper 

• Service charge of new corporate connection. 

 

4.5 The basic corporate offer: 
There is a certain offer prepared by Robi for all of their corporate clients. But it may be 

modified according to the connections asked by the customer or willing to accept. Different 

types of corporate tariffs are as follows:  
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 CORPORATE TARIFF PLAN (PRE PAID) 
 

    CORPORATE PREPAID 
BDT/min, 24 Hrs 

Out going 

 
Any Mobile 0.68 
Close User Group (CUG) 0.68 
BTCL (local/ NWD), Private PSTN and 
Optimal routing (LDD) 

0.68 

To International (IDD/EIDD) IDD/EIDD Charges Only 
Pulse 

 
GTP & FnF 60 sec 
Other on-net and Off-net 60 sec 
Other on-net and Off-net international 15 sec 
Bonus 

 
On activation 25 minute and 50 sms 
On use tk 501-750 75 minute 
On use tk 750+ 150 minute 
Connection fee TK. 300 each if required 

connection is less than 25 

TK. 200 each if required 
connection is more than 25 

   
   

Other notes and benefits: 
 

• Call duration, Charges and Available balance of last call 
• Dial *222*2# for bonus minute and validity check 
• Dial *222*5# for bonus and validity check 
• SIM activation period is 60 days & after 90 days it will be deactivate 
• Usage date is calculating any 30 days from the date of activation and   bonus 

validity is only 15 days. 
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 CORPORATE TARIFF PLAN (POST PAID) 
 

    CORPORATE POST PAID ( 
Trial Pack 1) 

BDT/min, 24 Hrs 
Out going 

Any Mobile 0.88 
Close User Group (CUG) 0.50 
BTCL (local/ NWD), Private PSTN and 
Optimal routing (LDD) 

0.88 

To International (IDD/EIDD) IDD/EIDD Charges Only 
SMS (With in group & others) 1.00 

 
Pulse 30 Sec 
Credit Limit BDT 300 
Commitment BDT 100 
Connection Fee BDT 500 

   
   
   
   

    CORPORATE POST PAID ( 
Trial Pack 2) 

BDT/min, 24 Hrs 
Out going 

Any Mobile 1.00 
Close User Group (CUG) 0.50 
7 FNF (Any operator including one 
T&T)  

0.68 

BTCL (local/ NWD), Private PSTN and 
Optimal routing (LDD) 

1.00 

To International (IDD/EIDD) IDD/EIDD Charges Only 
SMS (With in group & others) 

 

1.00 

Pulse 1 Sec 
Credit Limit BDT 500 
Commitment BDT 300 
Connection Fee BDT 500 
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    CORPORATE POST PAID ( 
Base Pack ) 

BDT/min, 24 Hrs 
Out going 

Any Mobile 1.00 
Close User Group (CUG) 0.50 
BTCL (local/ NWD), Private PSTN and 
Optimal routing (LDD) 

1.00 

To International (IDD/EIDD) IDD/EIDD Charges Only 
SMS (With in group & others) 1.00 

 
Pulse 30 Sec 
Credit Limit BDT 500 
Commitment N/A 
Connection Fee BDT 500 
 
 
Conditions: 

 
• Only when company is payment responsible 
• All the tariffs are exclusive of VAT 
• Line rent is free of charges 

 
Other unique Services: 
 
• Accidental Death insurance coverage up to BDT 1,00,000 
• Customized Goon Goon (Theme song/ ring tone) of the company 

 
 
 
 
 
Web Interface Based Messaging Solution (CMP) 
 

Features of corporate messaging platform are as follows: 

»  SMS one-way broadcast ( to send short messages to as many recipients as 

someone wish  instead of sending one message to one recipient at a time from 

desktop) 

» SMS - Interactive is a 2-way messaging facility (on net).   

» User Credit Limits 
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» Campaigns 

» Scheduling 

 

Proposed Packages: 

» Normally, Long number will be offered for each user license (But physical SIM will be 

kept at ROBI’s hand as industry practice). 

» One-time charge  : Tk. 5,000 (Including VAT) 

» Monthly rental   : Nil 

 

Outgoing SMS charge: 

» Text SMS volume charge : 

Number of SMS per month Tariff after discount 

From To 
With CMP 

0 1,000 BDT 0.90/ SMS 

1,001 5,000 BDT 0.81/SMS 

5,001 19,999 BDT 0.675/SMS 

                     20,000+                BDT 0.50/SMS 

* price excluding vat 

                              

» MMS charge  : As per normal rate  

 

Incoming SMS charge: 

» Text SMS volume charge : Free 

» MMS charge, if any  : As per normal rate  

» Premium SMS charge, if any : As per normal rate 

(Please note that Off-net incoming SMS trafficking is not possible under this messaging 

platform) 

» SIM Price    :           Tk. 500  
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» Extra credit limit   :            Security deposit will be required (as 

multiple of Tk. 500) 

(As credit limit setting depends on quantity of SMS, MMS, and WAP contents rather than 

monetary value, therefore, limit will be set case to- case basis by corporate sales upon 

discussion with customers & as per management approval). 

 

Short code pack: 

» If any customer wants short code in terms of Alphabetic or Numeric form against end 

user license, monthly short code charge will be Tk. 5,000 (including VAT) for any 

corporate customers in addition to one time charge Tk. 5000.  

Outgoing SMS charge: 

» Text SMS volume charge :   Same as  Long number pack 

» MMS charge   : As per normal rate  

 

Incoming SMS charge: 

» Text SMS volume charge : Free 

» MMS charge, if any  : As per normal rate  

 

4.6 Special benefits of Robi Corporate:  

• Robi Corporate Pre-Paid is free of Billing Responsibility 

• Zero security deposit with no monthly line rent for Robi Corporate Post-paid 

• Convenient bill payment options  

• Attractive tariff plans and packages  

• Robi International Roaming Service with no security deposit  

• Robi Corporate Insurance Policy for Post-Paid connections 

• Special Corporate Care Help lines to answer all the  questions  

• Cutting edge value added services like GPRS, EDGE, Personal Assistant, Corporate 

Messaging Platform with short code , Data and Fax call services, Fixed rate group talk 

plan, Customized SMS based solution.  

• Other Value Added Services.  
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4.7 The dealing process:  

 
The dealing process begins with the analysis of internal corporate sales team. At first they 

find out the potential customer and verify them according to their basis. Then they go to the 

account manager with the team to construct a suitable proposal for the client. Whenever the 

proposal made they will send the proposal to the company. If the company instantly 

response to the proposal then a meeting will be fixed between the account manager and the 

client. Otherwise the proposal is valid for 15 days from the submission. The corporate 

client willing to negotiation with the offered tariff and asked for customization, which is 

depend on some specific condition. Like: total connection, initial offer etc. If everything 

goes according to the desire and purpose of both the group then the client will accept the 

offer. And one acceptance letter will be given. Subsequently the connection will be 

provided by the telecom company. During the time of delivery required documents must be 

given by the corporate client. The client will also get the post-connection services under the 

account manager whenever they require. 
 

 

The level of negotiation:  

There are no structured criteria for negotiation regarding to corporate offer packages, but 

sometimes the negotiation take place in conditional basis. In general the negotiation occurs 

in GTP (Group Talk Plan) and in group SMS. 
 

 

Level of customization:  

Generally the offer is standardized but in some special cases the package will be 

customized for the demand of the clients. In more cases the customer insists for customized 

SMS service for a particular period or purposes. 
[ 

 

Flexibility provided towards the corporate clients:  

The package has already consist of sufficient benefit for the clients which provide a lot of          

flexibility towards the services. More over they offer some extra services which added 

more flexibility to the services. Such as:  
 

1) Robi Accidental death insurance policy ( coverage of 1 lac) 
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2) International Roaming 

3) Internet browsing  

4) Kothar Chithi: Voice Mail 

5) Occasional gift  

6) GTP ( Group Talk Plan) 

7) Customized Credit Limit facility for Post-Paid connections 

 

4.8 The Vibrancy of Robi Corporate Business:  

 

INSURANCE POLICY   

This is the first time by any mobile operator in Bangladesh named  “Robi 

ACCIDENTAL DEATH INSURANCE POLICY (coverage of TK 1 

Lakh)”. Corporate clients will not have to pay anything to avail the 

service; on behalf of the corporate clients Robi will pay the premium to 

the insurance company. Clients will be eligible after using three mont

(/Bill cycles) from the date of activation upon fulfillment of the 

aforesaid active status of minimum usage terms & conditions. To avail 

this service, customers have to fill up the registration form and submit 

the required documents, nominee details etc.   

 

hs 

DEDICATED CORPORATE CUSTOMER CARE 

    

Corporate Customer Care has dedicated three helpline numbers    

(01819210952-4) specifically equipped to serve the corporate family 

members and they are available between 9 a.m. to 6 p.m. other than this 

account managers of certain corporate client will serve as customer care 

for the 24 hours. 
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INTERNATIONAL ROAMING (AIRS) 

 

 Airs is Robi International Roaming Services, which allows Robi 

Subscribers to make and receive calls using their Robi mobile subscription 

while traveling to other countries; provided that Robi has to have Roaming 

agreements with the respective operators in foreign countries. 

 

 

 

HELLO BANGLADESH 

 

Robi International roaming services introduce Hello Bangladesh. This 

unique “First time in Bangladesh” service will allow all outbound 

roamers to make calls to Bangladesh from Abroad, at as low as 60% 

reduced rate. 

 

 

 

 

INCORPORATION 

Existing individual post paid connections can be incorporated into the 

Corporate Master Account free of cost. 

  

 

ITEMIZED BILL  

Call details including information such as date, time, duration and 

charge of any voice calls made can be provided 

 

 

 

 

 



 

36 
 

PUSH MAIL 

No need to feel out of touch when out of office.  With the help of this 

service client can have the real-time access to their mail accounts. It 

gives notification as it gets delivered to the mail box. Get all mails in a 

single box. Clients do not need to log in to Yahoo, Gmail, Hotmail, 

Office mail, MSN mail etc. accounts separately.     

 

 

Mail for Exchange 

Mail for Exchange synchronizes the business's Microsoft Exchange 

accounts so employees can use their Microsoft Exchange inbox, 

calendar and contacts on their Nokia mobile devices. 

 

• Provides a cost-effective and easy-to-deploy solution 

leveraging the existing Microsoft messaging infrastructure 

• Increases work efficiency by providing tools to more quickly respond to customers, 

colleagues, and partners 

• Optimized for a wide range of Nokia devices, providing a mobile email solution on a 

handset that can meet any individual's needs and preferences 

 

 

SMS BASED SOLUTION / CORPORATE MESSEESSING 

 

Robi Corporate Business is pleased to offer “Ground-breaking 

Corporate Messaging Platform”. A Web interface based 

Messaging Solution for Corporate Customers - this service, unique 

in the telecom arena, shall revolutionize office-operations. By 

utilizing the main features of the interface, facilities such as: 

SMS one-way broadcast ( to send short messages to as many recipients as you wish 

instead of sending one message to one recipient at a time from desktop) 
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Field Force Automation: 

Keep all the sales force up to date with the latest figures and facts from 

corporate clients HQ. 

1) Personal Tracking System: Personal Tracking System allows 

Corporate Customers to keep track of their registered employees. 

This will allow employers to focus on employee-efficiency 

maximization. Registered objects (mobile handset) are identified 

using the application installed in the object (mobile handset). The object can be 

monitored from the nearest BTS and location will be sent to the HQ from the object 

using the application.                       

 

2) Supply Chain Management System:      

This software will be used for collecting retail outlet requirement using a flexible mobile-

based instant reporting system. This will greatly impact the conventional supply chain 

management system adding significant value in reducing distribution delay as well as 

increasing the production and inventory efficiency. 

 

 
 

 

4.9 Value Added Services of   
  

GOON GOON Theme Song 

 

Corporate clients can set their company theme song as your welcome tune 

through GoonGoon but this service is applicable for post paid corporate 

clients.  
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PA 

 

One missed call is one missed opportunity. Through Robi PA be one can 

be notified about missed calls due do user busy, out of network or for 

unanswered call etc. 

 

OPENER 

 

Introducing “Robi Opener” a groundbreaking service under which by dialing only a single 

number *140# 

One can browse & avail the Value Added Services like Robi GoonGoon, Robi P.A., Cricket 

Update, Post-Paid bill information and many other infotainment based services. That means 

that it is not necessary to take the trouble of memorizing the different registration number & 

short code applicable for each of the Value Added Services.  

 

 

CALL CENTRE 

 

Employing state-of-the-art fibre optic connectivity an Robi SIM can 

handle a multiple of 30 channels to run a full-fledged Call Centre. (At 

present the Number-1SME Bank in Bangladesh has re-written the concept 

of Call Centre using this technology)   

 

 

PHONE BACKUP 

Phone Backup is a service specially designed to keep the clients worry 

free…   With Phone Backup Service one can store valuable data from the 

mobile handset to a secured storage and easily recover it whenever it is 

needed.  
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CALL BLOCK 

 

Robi CALL BLOCK service – an easy-to-use and simple service to get rid all of the unwanted 

incoming calls instantly.  

 

REWARD 

Through this program, Robi will continuously build partnerships with renowned outlets across 

the country to provide satisfaction to its customers not only in the level of service regarding 

Data and Connectivity, but also in the level of their daily household things.    

 

DIRECTORY 

 

Robi -Directory Service, a service which will help its clients to access and obtain their desired 

information, starts from household needs to life saving information.   

 

BALANCE TRANSFER 

 

To transfer, just type the amount (For example, 20) in a text message body and send SMS to 

1212    018XXXXXXXX (where 018XXXXXXXX is the balance recipient’s number). 

 

MORE VALUE ADDED SERVICES 

 An exhaustive range includes: 

 Caller ID 

 Call Waiting 

 Call Conferencing 

 Call divert 

 International Roaming 

 Voice mail 

 Kothar Chiti: Voice SMS 

 Fundose 

 Namaz (and Iftar) timing 

 Thumbpay 
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A Spectrum of Value Added Services- ’s cutting edge telecommunication solution 

GPRS/ EDGE 
E-mail service with synchronized scheduling; Office emails (POP3; 
exchange server) wherever; whenever it is needed to browse internet; 
per KB Taka 0.15 or ‘Unlimited’ browsing at Taka 750.00 per month, 
TK. 317.24 per month for 1 Giga byte.  
 
 
 
 

 
 
Data Connectivity:  

it is possible to connect all of the  point of sales machines with the head 
office server through Robi’s packet switch data connectivity or circuit 
switch data connectivity; at the extraordinary Group Talk Plan (GTP) rates. 
 
 

 

 

 

Some Highlighted Corporate client of ROBI:  

• Beximco  

• Rackit and Ben Kitzer 

• Unilever 

• HSBC 

• Reneta Pharmaceuticals 

• Libra fusion Pharmaceuticals 
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4.10 Reasons for Introducing Corporate Connections: 
 

When Robi introduced itself as a mobile phone company, they did not have corporate package 

connection in their product list. Before launching this connection, their market was not 

expanded. After launching this, the market of Robi had boomed within couple of years and 

became popular to the corporate client. Robi thought on the people who are involve in 

corporate world, and they frequently use mobile their business purpose. As a result the client 

chooses corporate package for their requirement. It was found that some reasons were behind 

introduction of such category of connection. 

 

• To exploring a new era:   

By introducing corporate connection to the corporate market, Robi explore a high potential 

customer group, who are willing to get a proper package with the entire requirement to meet 

their purpose.  

 

• To Expand the Business:  

After introducing corporate connection in the market, Robi expanded their market all over the 

country promptly. It is very clear that the corporate connection helped them to expand their 

market.  

 

• To Capture the Market: 

Among the cell phone companies in Bangladesh, Robi deserves much popularity in the 

corporate connection in this country and hence captured the mobile phone market effectively. 

As a reputed company Robi invested hugely and expands their network coverage all over the 

country and got the result promptly. They took huge risk in their business operation. Thus Robi 

takes the challenge to be the next Market Leader of the cell phone industry by the help of 

corporate connection towards the corporate client. 

 
 

 
 

 



 

42 
 

4.11 Why the People Prefer an Robi Corporate Connection:  
 

There are lots of reasons behind the customer for preferring Robi Corporate connection. These 

are as follows: 

As one of the leading telecom service company Robi has some distinctive services or offer to 

their corporate clients. They offer a particular business rate to the business people with certain 

packages. Business people always interested to get some extra beneficiary services from the 

company, so according to their expectation Robi offer less charge in case of GTP (group Talk 

Plan). As well as Robi provide all other facility which an advanced telecom company should 

offer to their all clients or corporate clients. Robi always focus on customer and their need. 

Their corporate package is complete one, which provides a standardized as well as customized 

service towards the clients. 

 

 

Preference Pyramid of Robi Corporate Connection: 

Flat Tariff      
Rate 

Flexibility 
And facilities  

Customer Preference is 
high in these higher 

levels. 

Network 
coverage 

Variability  
Of Service  

General rate and 
Fundamental offer 

 
Figure: Preference Pyramid of Robi’s Corporate Connection 

 

This pyramid represents the customer’s preference towards Robi corporate connection. The 

bottom two levels represents areas where the preference level is low and the first three levels 

shows the main reasons the subscribers are using this connection. 
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When a corporate house willing to purchase a package of corporate connection from any 

provider, then they compare that particular connection with the other connections in the 

market. The bottom preference level represents less customer preference to Robi corporate 

connection.  

 

General rate and fundamental offer: 

 Subscribers think Robi’s call rate per minute is competitive and customers are mostly 

satisfied.   

 

Variability of Service:  

 Subscribers are satisfied with the variety of service Robi provide towards the corporate client.  

 

Flexibilities and Facilities: 

The flexibilities and facilities provided by Robi towards the corporate client are preferred by 

the clients. This issue contains the fourth level of preference. There are some unique services 

which are only provided by Robi. Like – Robi accidental Death insurance policy. 

 

Flat Tariff rate system: 

 Because of flat tariff rate corporate clients are happy to perceive lower rate. The GTP (Group 

Talk Plan) is a vital and preferred factor for the customer  

 

Network coverage:  

Robi has wide network coverage in the country the fifth level contains this preference level. 

Most of the clients are happy with the network coverage of Robi. The customer’s preference 

level is high here and their preferences to Robi mainly exist between these first three levels. 

For a mobile phone connection the network plays a vital role and which attracts the customer. 

Robi is going to reshuffle its network solution to catch the customer across the country. 
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5.1 Analysis and Findings:  
 
 

• Quality of Service (Network) is a crucial factor in case of corporate client: In case 

of using mobile connection quality of service is a crucial factor. Corporate clients as 

like as other user of mobile phone want to ensure about the network facility of the 

service provider.  At present Robi provide a smooth network facility towards its client. 

They improve the network facility and enlarge their coverage.  According to different 

corporate clients of Robi, it provides good network system with uninterrupted service.  

The clients are quite satisfied with the network but they still think Robi have provision 

to improve it more.  

 

• Corporate Clients are sensitive toward price (call rate): In any purchase decision 

price plays a vital role. This is also applicable in corporate mobile connection. Robi 

provide an attractive and competitive call rates towards the corporate clients. Corporate 

manager of Robi, they provide most convenient call rate towards the corporate client. 

 

• Corporate Clients prefer customization:  Corporate client always prefer customized 

product and service. In case of mobile connection, they also demand customized 

service. The corporate clients want to be ensuring the fulfillment of their requirement. 

Robi has the provision of customization. They provide customization in SMS service 

against the clients demand or request. This customization option gives a preferred 

position in the mind of corporate client. 

 

• They want prompt solution regarding their claim:  There is no time to misuse in 

business world, so the corporate client always demands prompt service regarding their 

enquiry. According to the respondents Robi provide dedicated customer service with 

prompt delivery. The corporate client can get prompt service through their account 

manager, corporate executives and by the customer care division. 

 

 

 

• They want to ensure about the variation of the services: Robi provide variety of 

services. Their innovative and unique features and option give extra flexibilities 

towards the corporate client.  Robi always want to come with new idea for providing 
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better service to the client. Their analysis and product development team always try to 

come up with new ideas and plan   to give the best service to the clients 

 

• Additional VAS privilege the demand of Robi in the corporate services: Additional 

services always boost up the major service and create extra advantage. Robi provide a 

set of effective and attractive VAS to facilitate the core service. They spread-out their 

range of service by providing a set of unique VAS. 

 

 

5.2 Strategic Analysis: 
 

After finishing the findings part it was found that the customer’s preference is quite interesting. 

The total package of corporate connection is very much attractive, people of corporate world 

wanted to ensure about the quality as well as with a lot of versatility in service. 

There are many reasons for using mobile phone, the service holders and business people use 

cell phone for official use or business purpose. For this reason the business hour is the most 

curtail time for them. So in the business hour, client wants outstanding service.  Robi provide a 

set of service with proper quality. 

  

Customers prefer or choose one product or service when a company provides good facilities to 

it. Here Robi does the same; they offer good facilities to their customer and try to satisfy them. 

The subscribers agree that Robi provides new technology often.  

 

Providing new technology and related services means SMS, GPRS, Voicemail, and 

Infotainment Service etc.  

 

Having some variation and unique service in their package, Robi creates a certain position in 

clients mind.   
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6.0 Recommendations: 
 

The recommendations given below are not decisions; rather they are only suggestions to 

improve the service so that subscribers give more preference to Robi corporate connection .The 

recommendations are made on the basis of findings and analysis and these are: 

 

• In recent past the customers have faced some network problem with Robi’s network, 

Robi should be more careful about it. Robi’s network is not as good as like Grameen 

Phone (GP). So they should improve the network coverage. 

• Although Robi provides new technology and services, they should make it more clearly 

to the customer. Because it has been noticed that many clients are ignorant about how 

to use some value added services and may not well informed about the recent packages. 

• Robi can emphasize in newsletter or advertisement on how the customer can use these 

services to perceive maximum benefits 

• The corporate clients always want customized service which will match up with their 

desired requirements. Robi should be more careful in case of giving customization. 

• The call rate is competitive but Robi should try to make it more attractive .Their GTP 

(Group talk plan) is important factor in their package, Robi should make it affective by 

providing the maximum benefit to the clients. 

 

• Robi has variation in their service but it is not properly communicated towards the 

clients, so they should take care of this issue. The special VAS for the corporate client 

is attractive and unique but they should introduce more new service to have more 

attractiveness. 

• They provide high quality of customer service but they should be focus on the need of 

the customer and the issue of prompt delivery.  

• The analysis team, the corporate account managers and the corporate executives should 

have more efficiency and attachment with the clients to grab proper level of customer 

satisfaction.   

• Corporate working environment of Robi must be improved and Proper strategy must be 

maintained in different Zone. 
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7.0 Conclusion:  
 

Now a day’s mobile phone is a very common source of communication. Most of the people are 

using mobile phone in the city and the urban areas regularly. At present, six different 

companies are providing mobile phone services in Bangladesh and Robi is one of the leading 

mobile telecommunication service providers in Bangladesh. ROBI offers an extensive and 

seamless countrywide GSM Mobile Communication Solution of taking pride in being backed 

by the Axiata Bangladesh Limited. But this is a competitive and customer driven market. 

Customer has so many choices. So if ROBI cannot satisfy its customers properly then they will 

lose its Valuable customer and also the market share. At present, ROBI has more corporate 

clients and day by day it increases with good number .So ROBI should take more care for its 

corporate clients for the company’s better satisfaction 
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