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Commercial Vehicle Industry: Rolling the Wheels of Economic Growth

FROM THE EDITOR

With the expansion of the manufacturing sector in our 
country, the demand for the commercial vehicles is 
on the rise than ever. Manufacturers of various goods 
and logistics companies are the end customers of 
commercial vehicles, as they require transportations to 
deliver goods to various points all over the country. Due 
to the countrywide shutdown, the industry suffered 
from negative growth for the first time in the last few 
years. However, the pandemic-stricken economy is 
reviving in tandem with the recovery of the commercial 
vehicle industry.

GDP of Bangladesh is projected to reach 340 
billion USD in 2022. Keeping pace with that, the 
commercial vehicle industry is expanding by 15% to 
20% every year. Fast track projects undertaken by 
the government to develop the roads and highways 
of the country are helping to sustain the growth. 
Technological advancements have touched this 
sector as well like many other sectors. Resultantly, 
technologies like GPS and smartphone apps like 
Truck Lagbe, GIM, Loop Freight etc. have already 

become widely available to city dwellers and have 
positively impacted the industry.

Needless to say that the success of trade and commerce 
of a country largely depends on its well-structured 
transportation system. Keeping that in mind, the 
government in collaboration with foreign investors is 
patronizing local assembly with the goal to manufacture 
commercial vehicles with locally sourced materials.

Like every other industry, this industry is also going 
through some major challenges. Congested traffic, 
unsafe roads, poorly trained drivers, high import 
duty etc. are some of major challenges that must 
be mentioned. Government initiative to formulate 
industry-friendly policies and proper implementation 
of them is highly required to help this potential industry 
flourish.
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REMITTANCE

PRIVATE SECTOR CREDIT GROWTH

ECONOMY
AT A GLANCE

EXPORT-IMPORT 
Growth in Export-Import trade (Last 5 Years) Export & Import Growth  (Last 12 months) 

Remittance Growth (Last 12 Months)Remittance Growth  (Last 7 years)

Private credit growth  (Last 5 years) Private sector credit growth (Last 12 months)

Prepared by IDLCSL Research Team
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  Where the 
country’s banking 
law contradicts 
with securities 
law, banking 
industry entities 
will not pay heed 
to the securities 
regulator’s 
orders, said the 
Bangladesh Bank.

 MONTH IN BRIEF

  SMEs can 
now raise up 
to Tk 30cr 
from capital 
market

  Private sector 
credit flow marked 
a positive growth 
for two months in 
a row on the back 
of the resumption 
of economic 
activities 
following the 
vaccine rollout.

  The central bank has 

set up a Tk3000 crore 

special refinancing 

scheme to help farmers 

cope with the financial 

crisis caused by the 

Covid-19 pandemic.

  The Bangladesh 
Securities and 
Exchange 
Commission 
(BSEC) has 
ordered three 
large-cap 
companies to 
ensure 10% free-
float shares within 
the next year.

  Exporters who 
could not apply 
for an export 
subsidy or cash 
assistance in the 
Fiscal Year 2020-

21 are getting 

an additional 45 

days for applying.

  Bangladesh’s 
export earnings 
made a strong 
comeback with 
a little over 14% 
growth year-on-year 
in August this year 
following a more than 
11% slump a month 
ago

  From now on, general 
investors in the capital market 
will receive 70% shares of any 
initial public offering (IPO). 

  Govt bank 
borrowing 
remains tepid 
in July-August

  The Bangladesh 

Bank (BB) asked 

banks to provide 

information every 

month instead of 

a quarterly basis 

about the special 

funds for investment 

in the capital 

market.  
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 For the Record

A BETTER COORDINATION 
BETWEEN ALL THE 

REGULATORS IS A MUST 
FOR OUR ECONOMY THAT 
IS AIMING TO BECOME A 

DEVELOPED ONE.

We will 
primarily 
suspend the 
IPO quota 
facility of 
those asset 
management 
companies 
that took 
licences but 
are not in 
operation

We want 
to know 
how junk 
stocks and 
high price 
earnings 
(PE) ratio 
related 
companies 
soared or 
whether 
the brokers 
gave 
margin 
loans to the 
investors

Professor Shibli Rubayat-Ul-Islam, Chairman of BSEC on 
Bangladesh Bank standing firm against conflicting securities rules 

Professor Shibli Rubayat-Ul-Islam, 
Chairman of BSEC on Inactive 
asset managers to face BSEC 
probe

Mohammad Rezaul Karim, 
Spokesperson of the BSEC 
on reasons behind rise of junk 
stocks 

Bakhtiar Uddin Ahmed, Chief Operating Officer (COO), 
Fakir Apparels on Apparel orders staging a strong 
comeback

Shaikh Shamsuddin Ahmed, Commissioner of the 
BSEC on BB blocks use of bank’s unclaimed dividends

Md Mafizur Rahman, Managing Director, SME Foundation on SMEs can now raise up to 
Tk 30cr from capital market

Usually, the work 
orders for the 

summer season 
are higher in 

volume than that 
for the winter 
season due to 

the nature of the 
garment items 

produced in 
Bangladesh

We’ve not confiscated 
or forfeited the fund. 

The ownership 
remains perpetual

This opportunity will 
undoubtedly usher in a new era 
for the SME sector  
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WORLD ECONOMIC INDICATOR

Country

Nominal 
GDP: 

October, 
2020 (USD 
in billion)

Real GDP 
Growth: 

October 2020 
(yearly % 
Change)

Inflation Point to 
point (%)

Current 
Account 

Balance: (% of 
GDP)

Interest Rates 
(%), Ten years 
treasury bond

Currency 
Units (per 

USD)

Frontier Market

Sri Lanka  81.1 -4.55 5.70 September-21 -3.63 10.78 199.71 

Vietnam  340.6 1.60 2.06 September-21 1.61 2.07 22,758.00 

Kenya  101.0 1.05 6.91 September-21 -4.90 12.67 110.50 

Nigeria  443.0 -4.28 17.01 August-21 -3.65 12.02 410.77 

Bangladesh  354.2 5.47 5.54 August-21 -1.08 6.33 85.45 

Emerging Markets

Brazil  1,363.8 -5.80 9.68 August-21 0.27 10.97 5.37 

Saudi Arabia  680.9 -5.44 0.30 August-21 -2.51 N/A 3.75 

India  2,935.6 -10.29 5.30 August-21 0.33 6.24 74.15 

Indonesia  1,088.8 -1.50 1.60 September-21 -1.30 6.43 14,271.95 

Malaysia  336.3 -6.00 2.00 August-21 0.94 3.38 4.18 

Philippines  367.4 -8.26 4.90 August-21 1.61 4.72 50.74 

Turkey  649.4 -4.99 19.25  Aug/21 -3.66 18.57 8.86 

Thailand  509.2 -7.15 -0.02  Aug/21 4.17 1.86 33.75 

China  14,860.8 1.85 0.80 August-21 1.30 2.89 6.45 

Russia  1,464.1 -4.12 6.68 August-21 1.17 7.35 72.67 

Developed Markets

France  2,551.5 -9.76 2.10 September-21 -1.92 0.12 0.86 

Germany  3,780.6 -5.98 4.10 September-21 5.75 -0.23 0.86 

Italy  1,848.2 -10.65 2.60 September-21 3.23 0.82 0.86 

Spain  1,247.5 -12.83 4.00 September-21 0.54 0.42 0.86 

Hong Kong  341.3 -7.47 1.60  Aug/21 4.35 1.27 7.79 

Singapore  337.5 -6.00 2.40 August-21 14.98 1.57 1.36 

United States  20,807.3 -4.27 5.30 August-21 -2.12 1.47 1.00 

Denmark  339.6 -4.50 1.80 August-21 6.37 N/A 6.41 

Netherlands  886.3 -5.40 2.40 August-21 7.56 -0.11 0.86 

Australia  1,334.7 -4.16 3.80 June-21 1.85 1.50 1.38 

Switzerland  707.9 -5.30 0.90 August-21 8.48 -0.21 0.93 

United Kingdom  2,638.3 -9.76 3.20 August-21 -2.05 1.01 0.74 

Bangladesh data:   GDP size and real GDP  are sourced from Bangladesh Bureau of Statistics as per 2020-21 data. Calculation Method of CA Balance (%of GDP): CA 
balance of FY21 / GDP of FY21.

Interest rate (%) 10 years TB as per September 2021, Inflation as per September 2021  and Currency Unit (per USD) as per 5th October  2021 are sourced from Bangladesh Bank 

Nominal GDP: Data of all countries apart from Bangladesh is  sourced from IMF estimates of 2020 data (October, 2020 Outlook)

Real GDP Growth and Current Account Balance: Data of all countries apart from Bangladesh is  sourced from IMF estimates of October, 2020 data (World Economic 
Outlook, October 2020)

Inflation: Data of all countries apart from Bangladesh is  sourced from tradingeconomics.com as per 3rd October, 2021,2021 

Interest rates 10 years TB and Currency Unit:  Data of all countries apart from Bangladesh is  sourced from Investing.com as per 3rd October, 2021 2021

PREPARED BY IDLCSL RESEARCH TEAM
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BANKING
DATA CORNER

Foreign Exchange reserve
(In billion USD, Last 5 Years)

MFS Total Transaction Volume YoY Growth 
2020 - 2021

Foreign Exchange Reserve YoY Growth
(Last 12 Months)  

MFS No. of Total Transaction YoY Growth
2020-2021

Prepared by IDLCSL Research Team
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BY
Tanvir Shawkat

Head of Supply Chain Finance
IDLC Finance Limited
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COVER STORY

1.0  Overview of the Industry

Bangladesh, an emerging economy, has reached a new 
milestone graduating from LDC bloc to the group of 
developing countries. With this new feather in the cap, 
there has been rapid development in the roads and 
highways of the country over the years. As a result, 
the manufacturing sector of the country is enjoying 
steep growth. To cater for the increased demand of 
road transportation, commercial vehicles are playing 
a crucial role to keep the countrywide supply chain 
functioning. Commercial vehicles help to fuel the 
distribution channel efficiency of products and services 
which ultimately makes them a key component of the 
overall value chain system.

The Commercial Vehicle Industry of 
Bangladesh

Commercial vehicle denotes the automobiles used for 
transporting goods and passengers or providing various 
services and that includes trucks, cargos, coaches and 
buses. Because of the rapid economic development 
our country is enjoying, its GDP is projected to reach 
310 billion USD by 2021 as per the findings of Trading 
Economics global macro models and expert forecasts. 
With the help of advanced econometric models, experts 
have estimated the country’s GDP to trend around 340 
billion USD in 2022. To cater for such a promising GDP 
growth, the commercial vehicle industry is expected to 
play a crucial role to ensure proper mobility of products 
and services.

Industry Insights of Transportation Sector 

a. Types of Commercial Vehicle

There are different types of commercial vehicles and they can be categorized on the basis of gross weight.

b. Current Scenario

As discussed before, there has been rapid development in the roads and highways of the country which helped to improve the 
overall communication system. We started our journey in the year 1971 with 3,764 KM roads and we currently have 21,118.74 
KM roads and highways connecting different parts of the country.

Gross Vehicle Weight (GVW) 
threshold for Light Commercial 
Vehicles (LCV) widely varies from one 
region to another. In order to ensure 
international comparability, LCVs are 
usually referred to the vehicles having 
a GVW below 6 tons.

Heavy Commercial Vehicles (HCV) 
are commercial vehicles carrying 
goods with a Gross Vehicle Weight 
(GVW) greater than 6 tons.

LCV HCV

GVW: Gross Vehicle Weight is the maximum allowable total weight of a fully loaded commercial vehicle. This includes the actual vehicle weight as well as the 
weight of passengers, cargo and fuel.

National Highway

3,790.86 KM

Regional Highway Zilla Road

4,206.12 KM 13,121.76 KM
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According to BRTC, till August 2021, there are 4,808,715 registered vehicles in Bangladesh.

c. Current Market Size

According to the statements of industry experts, the size of commercial vehicle industry has expanded to BDT 4,200 
crore from the previous BDT 2,000 crore market. “Bangladesh is a potential market for commercial vehicles as the 
economy is booming”, said Hafizur Rahman Khan, Chairman of Runner Group. “The market size of commercial vehicle 
has increased by 15% to 20% annually over the previous decade”, he added. According to a recent publication on The 
Daily Star (November 2020), this commercial vehicle industry is the new hope for Bangladesh to take the emerging 
economy to the next level by the end of 2025.

d. Growth of the Industry

Over the past 8 years, the market for commercial vehicles has grown at a rate of 14% to 20% each year till 2019. According 
to Bangladesh Road Transport Authority (BRTA), it registered 12,644 trucks in 2018 in comparison to 10,329 trucks 
in 2016 and 6,605 trucks in 2015. During the pandemic and the lockdown, the industry experienced slight negative 
growth. According to BRTA data, the number of registered vehicles has decreased by 24.08% in the year 2020.

NUMBER OF REGISTERED MOTOR VEHICLES IN BANGLADESH (YEARWISE)

Sl. 
No Type of Vehicles Upto- 

2010 2011 2012 2013 2014 2015 2016 2017 2018 2019 2020 Up to 
SEP/2021

Grand 
Total

1 Ambulance 2486 218 181 240 337 472 374 493 563 665 788 535 7352

2 Auto Rickshaw 110623 20406 23528 15633 19828 18700 10656 8852 21593 29807 16724 7187 303537

3 Auto Tempo 9446 175 626 393 472 1081 1313 1592 609 224 77 24 16032

4 Bus 23385 1753 1438 1104 1486 2378 3832 3757 2755 3558 2395 1172 49013

5 Cargo Van 3363 489 282 686 605 398 1015 1413 1280 4 2 3 9540

6 Covered Van 6022 2480 1511 2347 2950 2442 3399 5201 5728 3070 2023 2486 39659

7 Delivery Van 15391 1037 802 941 1235 1779 2220 2420 2105 1523 1170 1005 31628

8 Human Hauler 4827 1151 714 385 225 1129 3443 3393 1418 509 122 50 17366

9 Jeep(Hard/Soft) 28131 2141 1575 1303 1849 3564 4869 5419 5547 5627 4911 5140 70076

10 Microbus 62399 4037 3031 2530 4302 5177 5789 5571 4131 3682 2779 3103 106531

11 Minibus 23070 271 246 148 257 320 459 491 436 835 620 286 27439

12 Motor Cycle 755514 116534 101895 85321 90401 229010 315089 325876 393545 401452 311016 250561 3376214

13 Pick Up (Double/Single 
Cabin) 29103 10314 7530 6443 9424 9992 11220 13454 13060 11918 10498 8175 141131

14 Private Passenger Car 207989 12942 9220 10456 14681 21029 20268 21952 18222 16779 12403 11272 377213

15 Special Purpose Vehicle 5022 391 225 228 174 298 613 994 1334 1179 703 392 11553

16 Tanker 2606 309 188 218 350 319 380 317 527 417 304 202 6137

17 Taxicab 35122 75 170 50 372 83 43 14 159 11 8 0 36107

18 Tractor 14648 5195 3494 1885 1521 1689 2535 2777 3553 2561 2498 1973 44329

19 Truck 65889 6853 4043 4838 7939 6022 6605 10329 12644 8318 4719 4210 142409

20 Others 22332 1265 1062 1064 1580 2059 3842 5018 5973 5293 3900 2836 56224

TOTAL 1427368 188036 161761 136213 159988 307941 397964 419333 495182 497432 377660 300612 4869490
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The government authorities 
are prioritizing roads and 
highways projects with 
the purpose to connect 
the country and boost the 
economy. It goes without 
saying that the government 
initiatives will help the 
commercial vehicle 
industry to grow further.

The interest rate, inflation 
rate, forex rate and 
employment rate are moving 
in positive manner for the 
last 15 years. However, 
during the pandemic, the 
businesses and the economy 
suffered as factories and 
production facilities were 
held up. As a result, the 
commercial vehicle industry 
faced hurdles throughout 
the pandemic. However, the 
economy is resuming and it 
is expected that the industry 
will be back to its regular 
pace again.

The role of commercial 
vehicles is not that 
dominant in the 
development of the social 
standard of the country. 
However, as it is the 
backbone of the supply 
chain, it plays a minor 
but important role in the 
development of the social 
life of the mass people.

Internet and smartphones 
have reached every corner 
of the country and this mass 
availability has created a 
conducive environment to 
make the use of apps like 
Truck Lagbe, GIM, Loop 
Freight etc. popular to the 
mass people. Technological 
advantages have been 
blended nicely into this 
sector and mass people are 
enjoying the benefit of that.

e. PEST Analysis: Commercial Vehicle Industry of Bangladesh

Political Factors Economic Factors Social Factors Technological Factors

2.0 Distributors of Commercial Vehicles

Local Companies Authorized Distribution
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Oligopolistic features have been observed in the 
country’s commercial vehicle market which requires 
significant capital expenditure and regulation by BRTC.

Name of 
Company

Distributing Brand Name

Nitol Motors Ltd Sole distributor of Tata in 
Bangladesh

Ifad Autos Ltd Sole distributor of Ashok 
Leyland in Bangladesh

Runner Motors Ltd Sole distributor of Eicher Mini 
Truck and Distributor of Volvo 
Eicher

Rangs Motors Ltd Sole distributor of Eicher 
Heavy Truck and Mahindra

Uttara Motors Ltd Sole distributor of Isuzu, Force, 
Suzuki and Bajaj

Energypac Power 
Generation Ltd

Sole distributor of JAC

Distributor               Main Selling Product

Nitol Motors Ltd

Tata Ace EX2
Tata LPT 709 EX2
Tata 407
Tata LPT 121248

Ifad Autos Ltd Ashok Leyland 1616 IL

Runner Motors 
Limited Eicher 1075, 1080, 1112Nitol provides the buyers pay-as-you-earn plans 

while Ifad offers numerous medium-term financing 
alternatives. It has been observed that transportation 
and logistics companies consist the major portion of 
the buyers. Government-run transportation companies 
usually procure vehicles via tenders which are eventually 
catered by private organizations. However, dual role 
of the aforementioned organizations as distributor 
and financier sometimes creates problematic issues. 
Once the vehicle is purchased on credit, the buyer 
may attempt to avoid payment with the claim of 
cash shortage because of lower earnings. Inefficient 
collection and lack of regular communication often 
results into irregular repayment which eventually turns 
into bad debts. This is the reason why poor cash flow 
is observed even though the figure of sales is lucrative.

Over the years, Nitol has successfully gained majority 
market share occupying 40% of the current market size. 
Quality products within budget and availability of spare 
parts have played key roles behind this success. Ifad 
Auto stands second with 38% market share followed by 
Runner Motors occupying 10% of the market.

The major selling model of the major market players 
are:

Nitol Motors

40%

Ifad Autos

Runner Motors

Others

38%

10%

12%

3.0  Major Players and Market Share

The COVID Impact in the Industry

In order to understand the impact of COVID, revenue 
trend of the major market players needs to be studied.

2019 2020

15000

Pre-Pandemic and post -Pandaemic Scenario
(Based on Revenue of IFAD Autos Ltd 

and Runner Motors Limited)

10000

5000

IFAD Autos Ltd Runner Motors Limited
0

Due to Covid’19, the industry suffered and the sales 
dropped. The revenue of IFAD Motors Ltd and Runner 
Motors Limited decreased by 29.45% and 4.04% in the 
year 2020. It needs to be noted that due to unavailability 
of Nitol Motors Ltd revenue data of 2020, we could not 
include it in the analysis.
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Commercial Vehicle sales positively impacted by e-commerce demand

Tata Motors enjoyed additional 7-10% sales and Ashok Leyland 
enjoyed additional 25% sales because of the e-commerce space.

Heavy Commercial 
Vehicles (HCV) of Tata 
Motors, haulage and 

Intermediate 
Commercial Vehicles 

(ICV) of Ashok Leyland 
were in great demand.

Higher E-commerce 
activities have been 

observed in Bangalore, 
Pune, Ahmedabad, 

Mumbai, Chennai and 
Delhi.

Imposing social 
distancing made the 
customers move to 
digital platforms for 
commercial vehicle 

purchasing.

Adoption of the digital 
model enabled the 

growth in sales in post 
2015 period.

Truck Lagbe's operations depend on two types 
of user base; customers - who hire trucks and 
truck drivers or owners. "With regards to the 

truck drivers or owners, educating them about 
our platform is pretty challenging", said Anayet.

Truck Lagbe is the leading platform providing 
hauling services in the market. With the aim - 

"A simple click will move anything", the 
platform wants to expand to every city and port 

in the country.
Real time bidding takes place in truck lagbe app 
once a request is placed. User has the option to 

choose the best offer suitable for him. 
Corporate houses are also getting tied up with 
these fleet management entities for better and 

real time bidding services.

Truck Lagbe

With the slogan “Technology in Logistics,” the 
GIM Digital Truck app has already received a 

huge response from users by ensuring 
international grade service and safe 

transportation. Currently, GIM has around 
11,000 registered trucks with capacities of 
over 90,000 tonnes across the country. All 

types of trucks familiar on Bangladesh roads 
will be available through the GIM app. These 

vehicles with varied capacities are transporting 
goods across the whole country on a regular 

basis. The service providers/drivers and 
recipients remain assured of the goods as the 

company verifies both the parties. As soon as a 
customer creates his route in the GIM app, 

truck owners/drivers start bidding. Customers 
choose drivers depending on a favourable bid.

GIM 

Loop Freight works with a pool of truck drivers 
and keeps track of its fleet’s location in order 

to provide shippers with trucks whenever and 
wherever they need. Loop arranges transport 

for goods according to shippers' preferred 
time and date. It provides real-time shipment 
tracking service for shippers to know of their 
goods' whereabouts. This start-up also offers 

the most competitive market rate based on the 
shipper's desired time.

Loop Freight

The E-commerce Players

Loop FreightGIM

4.0 E-commerce and the Industry

(i) E-commerce Players

(ii) Correlation Between E-commerce Growth and Commercial Vehicle Industry in India

Real time bidding takes place in Truck Lagbe app once a request is placed. Users have the option to choose the best 
offer suitable for them. Corporate houses are also getting tied up with these fleet management entities for better and 
real-time bidding services.
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The infographic demonstrates the scenario of 
Indian commercial vehicle market. In India, the 
manufacturers of commercial vehicles and spare 
parts not only fulfils the domestic demand but also 
caters external markets located in SAARC countries 
and European Union. Bangladeshi automobile 
industry is following the legacy with the aim to 
fulfil local demand with domestically produced 
commercial vehicles. Walton, Runner and other 
significant players in the industry are looking 
forward to producing 55,000 vehicles at least by the 
end of 2021.

Apart from providing on demand services, the 
e-commerce can play a vital role in the overall 
development of the industry. For instance, the 
e-commerce sites can make it popular to purchase 
commercial vehicles online thus fuelling the growth of 
this sector.

Challenges and Way-out

The commercial vehicle industry is facing a number of 
challenges and the pandemic has made the situation 
even worse.

Service life of vehicles have reduced due to poor 
road condition which is a result of ongoing 
massive development works. The traffic condition 
of the country is another challenge which must 
be mentioned. Due to heavy traffic in some cities 
and major highways, delivery of products is being 
delayed which is resulting into lower number of trips 
than expected. 

Credit sales by the distributors are not properly 
assessed and there is no entry barrier in this 
business. Hence, unskilled business operators and 
unhealthy price competition is observed in this 
industry. Irregular repayment and repossession of 
vehicles due to non-payment Distributors’ end have 
increased significantly over the years. Financial 
institutions needs to play a key role here with proper 
customer assessment and increased focus in this 
industry.  

Numerous road accidents have been reported on the 
national dailies and these accidents are mainly caused 
due to reckless driving and lack of training of the drivers 
on road safety. Majority of the commercial vehicle 
drivers are not trained professionally which is often 
resulting into greater number of accidents. Safety of the 
products is another key concern. It is not unusual to 
come across the news of burglary of the merchandises 
being carried. With the introduction of on demand 
third party service providers, the safety of the goods 
needs to be ensured strictly. As the industry greatly 
relies on imported vehicles, the size of the vehicles 
is crucial. The commercial vehicle industry needs to 
switch from Complete Built-Up (CBU) vehicles to 
Complete Knocked-Down (CKD) vehicles to cut down 
the import cost.

Although there are number of challenges dominant in 
this sector, the sector still looks promising. There are 
number of ongoing projects undertaken by the Roads 
and Highway Department. Once these projects will be 
operational, the traffic condition is expected to improve 
which will help to ensure smooth transportation. 
Technologies such as VTS can be used to get update of 
the real time location of the merchandises and this will 
help to ensure safety of the products in transit. Also, 
drivers of these commercial vehicles need professional 
training on roads and safety to cut down the number of 
road accidents.

As the economy is resuming after the lockdown, the 
commercial vehicle industry is also coming back to 
life. Accelerated funding from big giants and regional 
banking/financial institutions is highly required for 
industry-wide transformation to fuel this high pace of 
growth. Capital injection blended with technological 
advancement will help to alleviate start-ups like Truck 
Lagbe, GIM and Loop Fright so that they can continue 
the legacy.

The writer is currently working as Head of Supply Chain 
Finance in IDLC Finance Limited and can be reached at 
Shawkat@IDLC.com
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EXPERT OPINION ON COVER STORY

MBR: Truck lagbe has successfully evolved 
and grown from just an idea to become the 
leading on-demand Truck Rental Platform in 
Bangladesh. How did you come up with the 
idea for Truck Lagbe?

Anayet Rashid: The idea of Truck lagbe is my own 
brainchild.  My family is involved in the business of 
transferring light products. The profitability of the 
business is very sensitive to the rental cost of the trucks.

At some point, I found that 
the rental cost of trucks are 
different though the distance,  
weight of the vehicles etc. 
are the same. Then I found 
that the rental cost is lower 
when we directly hire it from 
the owner. But, if we hire it 
through the broker the cost is 
significantly higher. 

So, the idea came up such 
that if we can bring the 
customers and the suppliers 
on the same platform, we can 
offer the optimum price and hence, we started working, 
we have built our team and we are here now.

MBR: Truck Lagbe is operating in a 
challenging industry. Will you kindly share 
the experience you have in the industry?

Anayet Rashid:  The challenges we have faced are 
different and they have varied as we have crossed 
different phases of the journey. 

In the early stage, we thought that gaining customer 
confidence regarding the safety of merchandise would be 
the challenge. But, the challenge challenge we faced was 
the confidence of the truck owners as they were concerned 
about the safety of their transports. So, we ensured the 
verification of both the customers and truck suppliers. 

Then we faced the challenge of using the app and trust 
issue was also there. We taught a class of people the 
usage of the App and they taught others its application. 
As we proved good quality through our service, there 

was word of mouth and people 
gradually got the confidence of 
using the app.

As we moved on, we 
encountered the product 
development challenge and 
scalability challenge. One of 
the recent challenges is the 
digital challan. Digital challan 
is not widely accepted and 
we have to give the physical 
challan copy. But we hope 
that in the next few years, 
digital challan will be widely 
accepted. 

MBR: Amid the lockdown, there were were 
movement restrictions and further, many 
factories remained closed. These have 
created an adverse impact on the demand 
of commercial vehicles. How did you combat 
such a challenge?

Anayet Rashid:  As there was a nationwide 
lockdown, the SME businesses suffered a lot and 

Anayet Rashid
CEO, Truck Lagbe 

Interviewed By 
Sumaiya Siddique, MBR Team
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we have a significant slash in this specific product 
category. But, our corporate clients which are mostly 
the FMGG had wonderful performance and they used 
our platform and we secured good business in this 
segment. 

Further, we also had supplied trucks to transport the 
essential goods and the export import merchandise.

So, our journey during the lockdown was quite swift 
and smooth. 

MBR: You are operating in a digital platform 
of private commercial vehicles where B2B 
demand is served and it is comparatively 
new. What are the benefits you are reaping 
using this digital platform?

Anayet Rashid:  We have reaped a number of 
benefits:

First of all, trucking industry is fragmented and there 
is asymmetric demand and supply. In such, there is 
price discrepancy and often customers do not get 
the optimum price. Everyone has a mobile and with 
our technology, clients can choose the route, car, trip 
etc. with a single click and basically we provide a 
competitive price compared to spot market. 

Moreover,  we are very keen about our service level 
agreement (SLA) and we take care of every possible 
consideration in order to provide the committed 
service. 

Further, in case of brokerage market, we provide the 
customers financial credit support by providing them 
a certain period to make the payment, but the owners 
get their payment straight away. But in case of SME 
business, we are yet to provide such benefits.

MBR: Recently Truck Lagbe has secured a 
sizable $4 million Series A financing. How 
will this fund enable the broader vision of 
Truck Lagbe?

Anayet Rashid:  Our vision is that after a given time 
a single click will complete the whole process.

Our mission is to be a single committed platform for 
trucking.  

Our platform will be user-friendly, cost effective, and 
we shall match the demand with the supply ensuring 
the availability. 

Our recent inclusion are the introduction of the life 
insurance and GPS system.  

We want to expand to different cities and open our 
service point there where the customers will get the 
required training. 

And, finally, we want to be the brand that people will 
recognize for our supreme service and user friendly 
technology.
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EXPERT OPINION ON COVER STORY

MBR: Can you please tell us how Loop 
Freight’s core business concept was 
developed and will you kindly also tell us 
the main business segment where you are 
operating at present?

Rajib Das: The idea came from my own problem 
that I faced when working in my own family business. 
My grandfather started a textile business and my dad 
followed that path so from a young age I saw my father 
always worried about logistics. Then I went to 
Canada and studied supply chain 
at UBC and saw how logistics was 
broken everywhere. When I came 
back to Bangladesh I saw how big this 
problem actually is in our country. 
The local businessmen are in the 
mouse trap of the brokers who charge high rental price 
for the trucks. As mentioned already, I have a family 
business in textile, and my father out of frustration of 
dealing with brokers, he bought his own vehicles. When 
I asked him the reason, I came to know that it is due to 
unavailability of trucks on time and the pressure of not 
being able to deliver consignments. Hence, he bought 
his own ten vehicles and this investment resulted in 
capital lockup and a huge pressure of managing the 
vehicles. So from there the idea of developing Loop 
Freight came to me. 

At present, we are mainly focused on B2B and our 
clients are Lafarge Holcim Bangladesh, Pepsi Co, CP, 
Pran, ACI plastic etc. At present, we are supplying 
trucks and yet to focus on seeking customers.

MBR: We know that the pandemic has had 
an enormous impact on trade and business 
all over the world. How did Loop Freight 
address the challenge and combat it as well?

Rajib Das: Covid was a blessing for our company. 
Due to the pandemic and the lockdown people 
started looking online for necessary goods which 
really helped our eco-system. Our business grew 
over 1000% as people became more comfortable 

online companies to make their purchases. 
We also saw Covid as a challenge and 

decided we had to work around it. 
We would sometimes work 18 hour 
days. Working from home also saved 

precious time and helped us focus 
on the work in hand. Furthermore, covid 

slowed down our competitors and we saw that 
as an opportunity to grow.

MBR: What are the milestones that Loop 
Freight wants to attend in the next few years?

Rajib Das: I dream that we will take this industry 
to the next level and through loop freight businesses 
will be able to send a product from Gazipur to New 
York and Loop will do everything in the middle 
including the truck, including customs, including 
ocean trade all the way to the New York port. Our 
dream is big and trucking is the first piece of the 
puzzle and the next step would be to go into multi-
model logistics. 

Rajib Das 
Managing Director
Loop Freight

Interviewed By 
Sumaiya Siddique, MBR Team 
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EXCLUSIVE FEATURE

SURGE OF E-COMMERCE LOGISTIC COMPANIES 
AMIDST THE PANDEMIC
E-commerce companies are a blessing for people who 
wish to make purchases but do not want to leave the 
comfort of their homes. With the recent advancements 
in the IT sector, Bangladesh is gradually moving towards 
a digital-based future and one important component of 
such a future is the emergence of e-commerce logistic 
companies to help e-commerce businesses deliver their 
products to their customers. E-commerce online shopping 
websites have received a huge response from Bangladeshi 
users over the years. These sites have made it possible for 
consumers to purchase their desired products from their 
homes with a few clicks and in the process have turned the 
shopping experience into a smooth and effective process.

As the e-commerce industry flourishes, Logistics Service 
Providers (LSP) emerge in order to cater to the specific 
delivery needs created by e-commerce businesses.  
Emerging technologies in the modern world have made 
it possible for people to enjoy fast and efficient deliveries 
and an e-commerce centric logistics system is a vital 
factor when it comes to providing such services. A fully 
functioning e-commerce logistics company provides 
value added services such as packaging, order pickup, 
warehousing, online tracking and database management 
for their e-commerce partners. An e-commerce logistics 
player might provide all or some of these services.

The E-Commerce and E-Commerce Logistics

E-commerce has evolved in Bangladesh as a result 
of the digital revolution. The journey of internet 
commerce in Bangladesh began in the early 2000s 
and achieved significant momentum after 2009 when 
platforms such as Ajkerdeal, Rokomari and Akhoni 
(now Bagdoom) entered into the market. Bangladeshi 
consumers, backed by increasing disposable income 
and better access to technology, are rapidly adapting to 
buying products over the internet.

At present, 500 e-commerce and 2,000 f-commerce 
(i.e., companies that operate through Facebook pages 
only) companies are registered under E-CAB and none 
of them has the capability to run its own fleet. As a 
result, they have adapted to different delivery models 
to fit their specific needs.

The e-commerce sites are growing at a steeping rate 
however are yet to see a Bangladeshi e-commerce 
player that owns a full-fledged logistics wing which 
is able to provide a full range of delivery services. The 
criteria of logistic services are,

The first mile logistics services (i.e., e-commerce 
delivery inside major cities) are offered by a 
number of e-commerce logistics providers such 
as RedX, Paperfly and eCourier.

The second mile means delivery from Dhaka to 
other districts. Very few traditional LSPs such 
as Sundarban Courier Service, Bangladesh Post 
Office etc. operate in this segment.

The third mile delivery indicates inter-district 
delivery which e-commerce companies manage 
through either franchise model or own fleet.

E-commerce Logistics Companies amidst 
Covid-19

During the pandemic, the e-commerce industry has 
experienced an unprecedented growth in the number 
of orders received as a result of an increasing number of 
people moving to digital platforms to make purchases. 
The driving force behind the massive growth is the 
convenience of being able to make purchases from the 
comfort of one’s home. Shopping using such platforms 
instead of going out to physically purchase the products 
also reduces the risk of infection. This has led to a 50 
percent spike in home deliveries amidst the pandemic, 
according to industry insiders.

E-commerce logistics companies catering to online 
businesses in Bangladesh have prospered during 
the pandemic as more and more people shifted to 
purchasing products online. They were able to capitalize 
on the need for social distancing by delivering desired 
products to consumers from the markets to their 
doorsteps.
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eCourier: eCourier is a bicycle 
based courier service in Dhaka, 

Bangladesh. The company offers services to deliver 
documents, files and small parcels for their clients. The 
company has recently launched an array of services 
to help speed up its deliveries across the country and 
this included their new ‘air parcel’ which is basically a 
parcel delivery service by air.

Paperfly: Paperfly is 
Bangladesh’s first true 

homegrown logistic-tech venture. The company claims 
to have the widest reach and it is now concentrating on 
building the strongest door-to-door delivery coverage 
nationwide so that it can serve every corner of the 
country.

Pathao: Pathao is an online 
platform for booking last-

mile delivery and ride-sharing services. Its app allows 
users to request rides as well as the pickup and delivery 
of packages, food or personal items like documents.

RedX: RedX Delivery is a 
logistics company that aims 

to aid Bangladesh’s expanding e-commerce sector by 
providing tech-first delivery support. The Managing 
Director of Daraz recently presented RedX with the 
game changer award as a form of recognition for 
providing the company with the utmost support in 
delivering products to urban and rural areas during the 
pandemic.

Major Players in the Industry

Some major players in the e-commerce logistics industry of Bangladesh are Pathao, eCourier, RedX and Paperfly.

The Future of E-commerce Logistics

In recent years, omni-channel retailing has been gaining popularity in Bangladesh creating a demand for sound logistics 
system in the second and third mile. Traditional logistics companies have the combination of expertise, experience and 
vision, but they lack in tech-enabled services such as tracking of order, automated fulfilling and return management etc. 
E-commerce centric logistics start-ups have technology incorporated services better suited for online retailers. To be 
able to take advantage of the true potential of the growing e-commerce industry, industry players must invest in smart 
logistics ecosystem to ensure fast and smooth delivery of online orders.
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EXPERT OPINION ON EXCLUSIVE FEATURE 

MBR: RedX is playing a dominant role in the 
E-commerce logistics industry. The mother 
company, ShopUp, started on managing 
retail shops mainly. How did the idea of 
RedX come into being and what motivated 
you to explore into logistics business?

RedX: RedX is ShopUp’s countrywide captive logistics 
network which was opened 
to small online sellers 
in March 2020 as a new 
end-to-end third-party 
logistics (3PL) service 
provider. We started with a 
goal to support the growth 
journey of the online business community. Within four 
months from launch, REDX became the largest third-
party last mile service provider in the country with a 
coverage area of 490 thanas across Bangladesh. It was 
the only third-party last mile service provider which 
was operational throughout the pandemic. It has played 
the crucial role of spearheading the economic growth 

of small online businesses delivering more than 50% of 
all 3PL e-commerce shipments across the country. We 
have established our market leadership in the last mile 
logistics space already and we are now establishing a 
strong footprint in the enterprise logistics space as well. 

MBR: What is the business model of RedX 
and how does it differentiate from the 

plethora of existing 
players in the 
market?

RedX: Currently, RedX 
has two major areas of 
focus: Last mile logistics 
& Cargo. Unlike any other 

logistics company in the market, RedX is an end-to-
end logistics platform which provides service to the 
SMEs as well as the large enterprises. We understand 
that the needs of these two segments are very different 
and I think one of the things that differentiates us from 
the market is we try to understand our customer’s pain 

Afsana Zarin  
Chief of Staff 
ShopUp

Interviewed By 
Sumaiya Siddique, MBR
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points and try to design our services from there. We 
are also brining in world class experts in our leadership 
team who are guiding us in building our operations at 
scale keeping both global and local context in mind. 

MBR: Technology seems to be at the heart of 
RedX’s core business model. Simultaneously, 
Covid generated a lot of tracktion in 
e-commerce growth which ultimately drove 
the growth of logistics business. How do you 
see this trend continuing in coming days and 
how consumer behavior will evolve?

RedX: A quote by Vladimir lenin is very popular among 
the leadership team at ShopUp which goes as followed- 
“There are decades where nothing happens, and there are 
weeks where decades happen”. Even though pandemic 
has hit a lot of businesses hard, it has been a blessing 
for e-commerce businesses. We have seen tremendous 
growth in these businesses in the past one year and we 
have witnessed over 11x growth in the number of total 
shipments in our platform. If these e-commerce and 
f-commerce businesses find a right logistics partner who 

caters to their customized needs, these businesses will 
only keep growing and RedX wants to keep bringing 
technological innovations in its operations so that it can 
always be one step ahead of the game. 

MBR: ShopUp continues to make headlines 
on attracting large funds from foreign 
investors. How are you planning to use 
these funds in impacting the local logistics 
business industry?

RedX: We are privileged to have the marquee 
investors who believe in us. We also think post our 
series B investment, many of these investors will now 
start looking into other Bangladeshi startups which 
is a very positive thing for the Bangladeshi startup 
ecosystem. We are planning to use most of our 
investment in expanding our footprints and building 
infra across Bangladesh. We will also invest in having 
more tech resources and hiring experts who can help 
us build the largest end-to-end logistics platform in 
Bangladesh. 
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EXPERT OPINION ON EXCLUSIVE FEATURE 

MBR: eCourier is one of the major players 
in logistic ecosystem in local industry. What 
made you enter into this market and how 
has eCourier started its journey?

Biplob G Rahul: It is silly but better to say one thing 
about me is that adrenalin flows through my veins 
every minute and that was the reason I chose logistics 
as my business passion where the industry never sleeps. 
Besides, I have tried to find out the difficulties my 
countrymen face and that was my first and foremost 
motive to run my wheels to move the emotion of my 
fellow countrymen through parcel deliveries. Logistics 
sector is thriving and it is fast becoming an area of 
interest for the new generation. Logisticians populate 
almost every field 
from retail to finance 
to government. In the 
private sector, it handles 
shipping, distribution, 
warehousing and quick 
deliveries to customers. 
Even in the times of economic struggle, the logistics 
industry has continued to grow with jobs across the 
sector in everything from manual warehouse work to 
supply chain management.

MBR: eCourier has recently launched 
a variety of services to expedite its 
operations such as ‘air-parcel’. Will you 
kindly tell us more about the services and 
their contribution in adding value?

Biplob G Rahul: We are in the era of digitization. 
We have made our life a lot more hassle free through 

digital supports. It was always bugging me how to be 
more tech enabled and help the SMEs of our country 
which will help them to conquer more. E-commerce 
and F- commerce sectors are the emerging side of 
this digital era. I wanted it to last long and that made 
me keep pushing myself to make this whole process 
easier. So, I kept adding value to my products and 
thought to give people the fastest service in one 
platform. Through the aforementioned service, users 
are able to send their urgent documents and parcels 
within the same day to any airport based district zone. 
So, that is how I am still learning and growing with 
the new ideas.

MBR: Online purchases have become very 
popular among 
customers as 
a result of the 
p a n d e m i c . 
We believe, 
eCourier has 
also experienced 

increased demand in this Covid era. Could 
you tell us how you managed to deal with 
such growth in demand?

Biplob G Rahul: The pandemic has been a huge 
wake-up call for all of us. Businesses that had 
considered their way outs to be resilient suddenly 
found out that they were not actually. Businesses and 
industries that had resisted change suddenly found 
themselves embracing it.

Of course, when a pandemic breaks out, it is 
alarming, but life cannot get stuck and we have to 

Biplob Ghosh Rahul 
Founder and CEO
eCourier Ltd.

Interviewed By 
Sumaiya Siddique, MBR
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fight back and that is what we did. Covid-19 gave 
consumers a new way of thinking. Our thought 
process have changed now. Now we know, work 
from home can be a thing also. So, the pre-new 
normal phase made us learn a lot and we have 
jumped in every possible way to grab everything 
we could in order to support our merchants and 
clients. Business demands were not the same and 
so many transitions happened. In that critical time, 
we have run through COD service and cashless 
delivery also through BOD (bKash on Delivery). 
The journey from lockdown to ‘pre-new normal’ 
and then to new realities needed a reassessment 
of today’s supply chains based on a changed 
environment and a potential new set of priorities 
and we have managed to pull that off.

MBR: With several notable players in 
the market and a growing e-commerce 
customer base, how are you foreseeing 
this market to evolve in coming years and 

how is eCourier planning to increase their 
market foothold?

Biplob G Rahul: Well, for me, it is actually good to 
have notable market players. It helps me to think and 
reshape my ideas. With the growing customer base, it 
is actually healthy to have competitors and this shows a 
future of steady upward trend with less signs of decline. 
But, what is even more interesting is that the global 
e-commerce sales have been steadily eating up the 
worldwide retail market and here we are only focusing 
on quality service commitment, faster delivery and 
larger network coverage based service.

But, we want to grab this opportunity. We want to 
expand in every possible way to hold the market 
and create demand where it is required. eCourier is 
planning to set the trend for that. As our catchphrase 
is “We move emotions”, we do want to serve people 
with the best solutions so that their emotions get 
overwhelmed and it is helpful for both ends.
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EXPERT OPINION ON EXCLUSIVE FEATURE 

MBR: Can you please tell us how Paperfly’s 
core business concept was developed and 
talk about its importance in enhancing the 
e-commerce industry of Bangladesh?

Shahriar Hasan: E-commerce, by its name, may 
sound like something that entirely takes place in 
the digital cloud. Reality is just the opposite! Apart 
from display of products, intelligent behavior driven 
campaigns, purchase commitment from customers, 
and in some cases, payment processing, everything 
else actually takes place on-
the-ground. This includes 
warehousing, packaging, 
labeling, sorting, sending to 
destination locality, delivering 
at doorstep and collecting the money from customers. 
This is a mayhem that requires different skillsets to 
bring in order and globally large e-commerce players 
hand it over to modern 3rd Party Logistics (3PL) 
service providers.

Shahriar Hasan 
Founder and CEO 
Paperfly

Interviewed By 
Sumaiya Siddique, MBR team

Back in 2015-16, when we started Paperfly, we could 
foresee e-commerce to go through the initial growth 
phase within couple of years in Bangladesh. Also, we 
could understand that the industry would definitely 

need good 3PLs to carry out the ‘on-the-ground’ part. 
Here only ‘delivering to doorstep’ will not melt the ice, 
rather the industry would need the service to be faster 
and cheaper. This meant 3PLs would have higher 
dependency on ‘good management’ than ‘more fund’, 
so we fully committed ourselves behind developing 
and actualizing the concept. From the ‘spark of idea’ 
in August 2015 to ‘commercial launch’ in Feb 2016 – it 
took us around 6 months to get prepared.

The dependence of e-commerce 
on 3PL is well-established 

globally, purely because of 
taking care of the on-the-ground 

jobs. Especially in Bangladesh, our role 
was even more critical as the industry needed 

someone to provide the exact efficient services in 
rural/suburban areas as well. Paperfly was the very 
first 3PL to start providing seamless deliveries across 
the country from April 2017. We thus have played a 
pivotal role in creating e-commerce demand beyond 
big metro towns.

MBR: We know that the pandemic has 
had an enormous impact on trade and 
businesses all over the world. What are 
some strategies used by Paperfly to cope 
with the pandemic’s impact on the firm?

Shahriar Hasan: First wave of the pandemic was 
challenging and it created real roadblocks all over the 
country. E-commerce faced similar adversities like 
import/production supply chain getting dry, consumer 
spending moving towards essentials only, etc. On top 
of that, overall logistics and transportation system 
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was at a standstill. The first two months of the first 
wave of the pandemic was about understanding the 
critical changes our operations required to continue 
in the pandemic scenario. And, from 30th May 2020, 
we were back into countrywide services catering to 
the then Eid-ul-Fitr demand. The major changes we 
had to induce quickly were to increase field level 
allowances while cutting expenses at back-offices and 
to develop a new vertical to cater to increased demand 
of essentials deliveries. Also, we worked closely with 
Bangladesh Bank, EBL and Mastercard to launch a 
contactless payment system named ‘CashlessPay’ 
keeping the social distancing in mind.

MBR: Paperfly has quickly become one 
of the largest logistic-tech ventures in 
Bangladesh. Will you kindly share the core 
strategy that enabled you to add value to 
your clients compared to your competitors?

Shahriar Hasan: Running a 3PL operation requires 
good initial fund. But, running a 3PL operation with 
the fastest services at very competitive price while 
covering each and every corner of the country requires 
comprehensive market understanding, adaptability 
and above all, leadership skills to mobilize a high 
performing team. These, to us, are prerequisites to any 
strategy a 3PL in Bangladesh would take. We believe, 
we are ahead of other players in the market in all these 
areas. Ensuring these in place, the strategy we took 
was very simple – being the first mover in bringing in 
tech-based solution driven efficiency to offer the best 
services at optimum price. We are here with a vision 
that needs long-term outlook. Solving core problems 
core problems in the system before others along the 
way is our main differentiation.

MBR: In Bangladesh, retail e-commerce 
is expanding at a massive rate. However, 
the government is considering to create 
legislative rules to control the segment. If 
imposed, what are the possible impacts that 
Paperfly will undergo?

Shahriar Hasan: Legislation, if inclusive, will 
enhance the growth of e-commerce in Bangladesh. 
Other neighboring countries in Asia, like India, 
Vietnam and China – all have some form of legislation 
in place to guide e-commerce in the direction. Because 
of the convenience and value it brings, business and/
or industry experience unconventional growth in 

a very short period of time. If no guidelines are in 
place, there are possibilities of individual wrong-
doings creating major negative impacts before anyone 
even fathoms it out. Paperfly welcomes an inclusive 
legislation from the Government for creating a 
sustainable growth track for e-commerce. This would 
probably need the 3PLs to become more tech-oriented 
so that different parties can integrate effectively in 
ensuring a smooth experience under the legislation. 
We believe we have the readiness to take advantage 
over traditional logistics service providers when the 
situation will demand for it.

MBR: Paperfly has been wildly successful, 
starting as a one room business to now 
becoming a giant logistic start-up that 
delivers to over 4400 unions. Will you kindly 
share your future plan with us?

Shahriar Hasan: Paperfly has been ensuring 
doorstep coverage across the country for more than 
4 years now. But, our services could be much faster, 
less costly and more professional. This is an ongoing 
process and we shall continue spending behind 
technology and people in the coming years to set 
global benchmarks in our arena.

From early September 21, after working on it for 4 
months at the background, we have launched our 
commercial services in the domestic courier-cargo 
industry in Bangladesh. For this, we had to fine-tune 
our countrywide offices and vehicles network along 
with bringing in numerous developments in our tech 
system. We are having ambitious plans to modernize 
the services this sector needed for long and we are very 
confident that our users are delighted with our services 
so far. We shall soon start to create awareness around the 
novelties we have brought in and in immediate future, we 
aspire to be a significant player in the domestic courier-
cargo arena while continuing to serve the e-commerce 
transformation as our core business.



 26 of 35

IDLC NEWS

IDLC Introduces Bangladesh’s First MFS Based Digital Savings Program

Bangladesh’s largest non-banking financial 
institution, IDLC Finance introduces the country’s 
first ‘Digital Savings Scheme’ through which the 
population previously living outside financial 
inclusion can enjoy the term-deposit services of 
IDLC Finance through their bKash accounts. M. 
Jamal Uddin, MD & CEO of IDLC Finance, Kamal 
Quadir, CEO of bKash, and other senior officials of 
both the organizations were present at the launching 
event held at the corporate head office of IDLC 
Finance, at Gulshan. This collaboration aims to bring 
the population outside the purview of traditional 
banking services, under financial inclusion. 

Due to this ground-breaking initiative of IDLC 
Finance, bKash customers can now open monthly 
savings anytime from anywhere, following a few 
simple steps. Users can deposit savings installments 
from bKash app on the scheduled date of each 
month and after the savings scheme is matured, 
customers will receive the money including profits 
in their bKash account. This new service is expected 
to inspire people from all walks of life to save money 
and it will make the savings process easier, safer, 
more profitable, and affordable. 

Under this service, bKash customers will now be 
able to avail the savings schemes of IDLC Finance in 
monthly installments of BDT 500, BDT 1,000, BDT 
2,000, and BDT 3,000 starting from a minimum 
period of two years to a maximum of four years. 
The savings installments will be automatically 

transferred from the bKash account to IDLC Finance 
on a specific date of each month. The customer will 
be notified before each due date to keep a sufficient 
balance in the account. Customers will be able to see 
all the important information ‘Live’ from the bKash 
app, including total savings amount, savings period, 
and profits. When the savings period expires or 
matures, the entire money including profits will be 
transferred to the customer’s bKash account and if 
the customer wants to withdraw money at an early 
stage of the savings period, they can do so through 
the bKash app as well. 

In this regard, M. Jamal Uddin, MD & CEO of 
IDLC Finance said, “This collaboration between 
IDLC Finance and bKash to connect customers with 
traditional financial services through MFS will serve 
as an example for the industry. The access to services 
like monthly savings scheme will also contribute to 
the improvement of people’s living standards and 
economic development.” 

Kamal Quadir, CEO of bKash said, “bKash, which 
has become a part of the lives of millions across 
the country, has once again utilized technological 
innovations to make it easier for customers to get 
access to savings service of financial institutions. 
To further encourage the savings trend, IDLC’s 
savings service has been brought to the doorsteps of 
marginalized people to enhance their efficiency and 
independence in financial management.” 

To open a savings account in IDLC, customers 
need to click on ‘Savings (in bank and financial 
institution)’ icon from the home screen of bKash app 
and follow some easy steps. In addition, customers 
need to provide their personal information and 
details of the nominee. 

Terms and conditions and profits of the savings 
will be followed according to Bangladesh Bank 
guidelines. Only bKash customers who are currently 
registered through e-KYC can use this savings 
service of IDLC Finance. Gradually all customers 
will be brought under this service. 
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MARKOPOLO.AI

MBR: Will you please share with us the story 
of the inception of markopolo.ai? Is there 
any particular factor that motivated you to 
create the platform?

Rubaiyat F.: It all started when the two of us, Tasfia, 
and I, began to discuss solving digital marketing issues 
for small and medium businesses.

Tasfia Tasbin, CEO of Markopolo, has experience 
of working in large tech companies, startups and 
consultancy. Her career started as an IoT creator at 
Datasoft Systems Bangladesh Limited. Besides being a 
part of several major government 
projects as a consultant, she 
worked in a visual AI startup, 
Gaze technology. Upon working 
with small and medium 
businesses and startups, she 
realised that these businesses 
can’t grow to their full potential 
because of how complicated and 
costly digital marketing is for 
them.

Markopolo is my second startup, 
after my undergrad, I co-founded TiGrow, which was a 
global SaaS startup. Along with utilizing my tech skills, 
I decided to expand my range of knowledge towards 
business. Tasfia and I started to explore the scopes of 
facilitating digital marketing for SMBs.

SPOTLIGHT ON STARTUP

Tasfia Tasbin 
CEO
Markopolo.ai

Rubaiyat F. 
Co-founder and COO
Markopolo.ai

Interviewed By 
Sumaiya Siddique, MBR Team

From ideation to the development of Markopolo, 
our focus has been on making digital marketing 
accessible, affordable and efficient for the businesses 
by providing an A to Z solution including content 
creation, management, publishing and optimization. 
We integrated Ai because we wanted to provide the 
best service that consumes the least resource, be it time, 
finances or anything else.

MBR: The pandemic has thrown challenges 
upon all sorts of businesses. Will you kindly 
share how you combat the adverse impacts 
successfully?

Rubaiyat F.: Well, when it 
comes to such unforeseen 
events, it’s more about adapting 
rather than combating. The 
start of Markopolo was during 
the pandemic. We launched 
on Product Hunt in late June 
of 2021, where we became 
the fourth product of the day. 
We were also featured in their 
newsletter. This exposure helped 
us gain a lot of users.

We have maintained a very 
active loop of user feedback and innovation for 
understanding the demands and efficiency of our 
platform. We have had one on one meetings with users 
from several industries and any issue or concern has 
been dealt with immediately. As we noticed how much 
marketing data is useful for our users, we decided to 
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establish Markopolo Consulting Group (MCG) to 
provide in-depth marketing analytical services so 
businesses could have everything with Markopolo.

For us, it’s a delightful experience to not only thrive as 
a business ourselves, but also the journey we have had 
with the users so far, making lives easier even during 
the pandemic.

MBR: Markopolo.ai has recently reached 
the Top 60 of the K-Startup Grant Challenge 
among 250+ global applicants. How will this 
grant help enhance your business?

Rubaiyat F.: Being a part of the K-Startup Grant has 
given us the honour of representing Bangladesh on 
such a large platform. This will help us to connect to 
a global market, while also creating a sales stream. The 
specialized training and support will greatly affect our 
strategizing process. We will implement our learnings 
from the other participants to add or modify our 
features.

The Challenge has created a significant base for us to 
grow in the global startup ecosystem. We already have 
active users from 48 different countries and we hope 
to create many more customer success stories around 
the globe!

MBR: Digital marketing is still a fairly new 
concept in Bangladesh. Will you kindly share 
the prospects you believe the industry has?

Rubaiyat F.: We are inevitably moving towards 
a digitalized community. We at Markopolo believe 
that only conventional marketing isn’t enough and 
businesses will resort to digital marketing solutions 
sooner or later. The industry is bound to grow 
exponentially.

Most companies in Bangladesh are indifferent about 
digital marketing because of the complexity and need 
of an infrastructural system. With digital marketing, 
the businesses can discover the untapped markets and 
go global. Hence, we are working on presenting this 
industry with a clear message that this is essential but 
not necessarily complicated.

MBR: What are the long-term plans you have 
for the company?

Rubaiyat F.: Our plan is to grow locally and globally 
by empowering businesses along the way. We want our 
platform to be the go-to solution for digital marketing 
of SMBs. We will be continuing our R&D, and will 
release updated features to solve growth inhibiting 
factors of our target group. We look forward to serving 
1 million SMBs of South Asia within 2023 to strengthen 
the digital revolution for a better future!
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CAPITAL MARKET REVIEW

Performance of Equity Markets of Bangladesh and Peer Countries

Bangladesh equity market continued the positive 
momentum in the month of September. During 
the month, the broad index DSEX gained 6.7%, 
while blue chip index DS30 increased by 10.5%. 
Shariah index DSES also advanced by 6.8%. 

Among the regional peers, Sri Lanka (+5.1%) 
posted the highest return during the month. 

On the other hand, Pakistan (-5.3%) ended 
in negative territory, while Vietnam (+0.8%) 
remained almost flat. MSCI Frontier Markets 
Index (+1.6%) also posted positive return this 
month. Over the long term, Vietnam showed the 
most encouraging track record with a 5 years’ 
return of 95.7%. 

Liquidity Condition in Equity Market of Bangladesh

During September, the total market capitalization 
increased by 4.2%. The daily average turnover of 
September was BDT 23.0 bn (USD 269.6 mn), 
decreasing by 8.0% from that of the last month. 
Turnover velocity which represents overall liquidity 
of the market stood at 104.6% in September 
compared to 97.0% of last month. In 2020, turnover 
velocity of Bangladesh equity market was 30.1%, in 
comparison to 33.5% in 2019. 

Table 2: Market capitalization and turnover 
statistics

Particulars 30-Sep-21 31-Aug-21 % change

Total market capitalization 
(USD* mn)

           68,017             
65,260 4.2%

Total equity market 
capitalization (USD mn)

           61,016             
58,216 4.8%

Total free float market 
capitalization (USD mn)

           22,764             
21,388 6.4%

Daily Avg. Turnover (USD 
mn)

         269.6               
293.2 -8.0%

Turnover Velocity~ 104.6% 97.0% N/A

*All USD figures are converted using an exchange rate of 85.5 as of October 05, 
2021 as per Bangladesh Bank website.

~Turnover velocity is calculated by dividing monthly total turnover with month-
end market capitalization. The figures are annualized.

Table 1: Equity market performance of Bangladesh and peer countries

Indices Index Points, 
September 2021

Return*

1M 3M YTD 12M 3Y 5Y

Bangladesh        

DSEX           7,329.0 6.7% 19.2% 35.7% 47.7% 36.5% 56.1%

DS30           2,710.5 10.5% 22.7% 38.0% 59.8% 43.4% 52.4%

DSES           1,592.1 6.8% 21.1% 28.2% 42.1% 28.5%  N/A 

Peer Countries        

Pakistan (KSE 100)         44,899.6 -5.3% -5.2% 2.6% 10.7% 9.5% 10.7%

Sri Lanka (CSE - All Share)           9,459.9 5.1% 20.7% 39.6% 58.1% 61.4% 44.8%

Vietnam (VNI)           1,342.1 0.8% -4.7% 21.6% 48.3% 31.9% 95.7%

MSCI Frontier Markets Index              879.2 1.6% 3.4% 18.1% 29.5% 25.0% 38.4%

*All returns are Holding Period Return       Source: Investing.com, MSCI, DSE



 30 of 35

Figure 2: Historical market P/E* and it’s median

*Price Earnings (P/E) Ratio is calculated by dividing total market capitalization of 
all profit making listed companies with their total audited annual earnings.

 Source: CEIC, DSE
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Figure 3: Current market P/E* of Bangladesh and 
peer countriesSince its inception on January 27, 2013, DSEX 

yielded a holding period return of 80.7% till 
September, 2021. During the same period, daily 
average turnover of the market amounted to BDT 
6.3 bn (USD 74.2 mn) (Figure 1).

Market Valuation Level - P/E Ratio

The market P/E slightly decreased to 20.11x in 
September compared to last month’s 20.25x. It is 
much higher than the 20 years’ median market P/E 
of 15.08x (Figure 2). In terms of trailing 12 month 
P/E ratio, the equity market of Bangladesh is 
cheaper than most of its regional peers. (Figure 3).

30.86x

23.40x

20.03x

18.23x

16.30x

ThailandIndia Philippines VietnamBangladesh

*Trailing 12 month P/E as of October 5, 2021.  Source: IDLC, Bloomberg

Source: DSE

Turnover (USD mn)  DSEX Index

0
50
100
150
200
250
300
350
400

 3,300

 3,900

 4,500

 5,100

 5,700

 6,300

Ja
n-

13
Ap

r-
13

Ju
n-

13
Au

g-
13

N
ov

-1
3

Ja
n-

14
M

ar
-1

4
Ju

n-
14

Au
g-

14
O

ct
-1

4
De

c-
14

M
ar

-1
5

M
ay

-1
5

Ju
l-1

5
O

ct
-1

5
De

c-
15

Fe
b-

16
M

ay
-1

6
Ju

l-1
6

Se
p-

16
N

ov
-1

6
Fe

b-
17

Ap
r-

17
Ju

n-
17

Se
p-

17
N

ov
-1

7
Ja

n-
18

Ap
r-

18
Ju

n-
18

Au
g-

18
O

ct
-1

8
Ja

n-
19

M
ar

-1
9

M
ay

-1
9

Au
g-

19
O

ct
-1

9
De

c-
19

M
ar

-2
0

M
ay

-2
0

Ju
l-2

0
Se

p-
20

De
c-

20
Fe

b-
21

Ap
r-

21
Ju

l-2
1

Se
p-

21

Tu
rn

ov
er

 (U
SD

 m
n)

In
de

x 
po

in
ts

Figure 1: DSEX since inception along with market 
turnover

Among the major sectors, NBFI (+14.0%) yielded 
the highest return followed by Food & Allied 
(+10.6%) and Cement (+10.2%). Pharmaceuticals 
& Chemicals (+7.2%) and Fuel & Power (+5.8%) 
also yielded impressive returns. On the other hand, 
Non-Life Insurance (-2.8%) and Engineering 
(-2.7%) closed the month in negative. 

Telecommunication sector has the highest 
dividend yield of 5.1% among all sectors.
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Table 3: Sector performance snapshot

Sector
Market Capitalization 

(USD mn) Return*
P/E (x)** P/BV (x)^ Dividend 

Yield~
Total Free Float 1M 3M YTD 12M 3Y 5Y

Telecommunica-tion 8,950 963 3.70% 9.1% 17.4% 37.3% 40.9% 105.9% 20.1 8.0 5.1%
Pharmaceuticals & 
Chemicals 8,888 4,903 7.21% 19.3% 25.4% 43.2% 64.3% 87.0% 20.9 3.4 1.5%

Bank 8,399 4,543 0.92% 4.4% 23.5% 27.1% 35.2% 79.9% 7.9 0.8 3.3%

Engineering 7,397 1,558 -2.65% 5.6% 24.5% 59.4% 64.1% 76.2% 19.1 3.0 1.6%

Fuel & Power 6,376 1,848 5.77% 18.4% 23.0% 22.3% 18.2% 55.6% 14.1 1.8 4.3%

Food & Allied 5,372 1,661 10.59% 19.5% 55.2% 70.5% 91.2% 140.4% 22.3 10.6 2.7%

NBFI 3,254 1,011 14.01% 34.3% 48.6% 55.9% 54.2% 101.4% 34.5 3.0 1.4%

Miscellaneous 2,836 1,250 12.53% 25.8% 68.7% 120.1% 137.9% 164.6% 24.7 2.6 1.0%

Textile 2,153 1,223 2.27% 23.7% 53.3% 48.0% 18.9% 52.5% 26.2 1.2 1.0%

Cement 1,951 773 10.15% 36.6% 91.1% 111.7% 48.0% 17.8% 19.8 4.4 0.9%

Non Life Insur-ance 1,609 906 -2.80% -2.1% 38.5% 72.9% 253.3% 388.1% 22.3 2.8 1.6%

Life Insurance 950 551 5.95% 4.0% 36.4% 33.3% 33.0% 89.2% 46.7 8.6 1.6%

Travel & Leisure 341 181 37.69% 47.4% 25.1% 29.6% 31.4% 71.0% 69.6 1.0 0.4%

Ceramics 421 167 3.07% 35.1% 56.6% 65.4% 32.8% 55.8% 34.3 2.3 1.3%

IT 492 306 6.95% 28.2% 35.4% 37.9% 46.1% 61.2% 35.2 3.4 1.1%

Services & Real Estate 362 193 20.35% 37.5% 47.7% 73.0% 63.2% 47.5% 32.8 1.8 1.6%

Tannery 361 193 18.54% 42.3% 55.2% 61.3% 10.4% 10.3% 58.3 2.8 0.3%

Paper & Printing 248 82 0.55% 14.8% 10.0% 8.2% -43.5% -34.3% 59.2 1.5 0.0%

Jute 27 17 -0.67% 18.0% -18.1% 1.9% 52.3% 122.0% 494.3 6.9 0.2%

Market 61,016 21,716 6.7% 19.2% 35.7% 47.7% 36.5% 56.1% 16.2 2.1 2.7%

*All returns are Holding Period Return.

**Price Earnings (P/E) Ratio is calculated by dividing total market capitalization of all profit making listed companies with their annualized earnings.

^P/BV is calculated by dividing total market capitalization of listed companies with their respective total book values, excluding companies with negative book values.

~Dividend yield is calculated by dividing last year’s declared cash dividend with market capitalization.

Table 4: Performance of different market cap classes

Cap Class

Definition based 
on market  

capi-talization  
(USD mn)

% of total equity 
Mcap

Return*
P/E (x) P/BV (x) Dividend 

Yield
1M 3M YTD 12M 3Y 5Y

Large ≥118 77.6% 6.9% 16.1% 29.0% 38.4% 81.9% 142.9%            15.1              2.2 3.2%

Mid 36-117 11.4% 6.3% 17.4% 48.3% 53.3% -24.2% -17.3%            19.4              1.5 1.5%

Small 12-35 8.6% 2.5% 23.2% 46.8% 57.6% 96.5% 146.4%            28.4              1.5 1.4%

Micro <12 2.4% -1.8% 33.9% 67.2% 48.3% -84.1% -79.6%            42.5              0.9 0.4%

Market                    -                       -   6.7% 19.2% 35.7% 47.7% 36.5% 56.1%            16.2              2.1 2.7%

*All returns are Holding Period Return 

Cap Class Performance

During the month of September, all the Cap classes closed in positive except for Micro Cap (-1.8%). Large Cap 
Class (+6.9%) advanced the most. Large Cap was the highest dividend yielding (3.2%) class.

Performance of 20 Largest Listed Companies in Bangladesh

Among the 20 largest listed companies in terms of market capitalization BEXIMCO (+28.0%) posted astounding 
return in September. BXPHARMA (+20.9%), ICB (+17.3%), LHBL (+14.5%), BATBC (+11.8%) outperformed the 
market during the month. Majority of these companies yielded outstanding return over longer time horizon (5 
years) such as BEACONPHARMA (+1,180.3%), BEXIMCO (+649.4%), UPGDCL (+239.2%), DUTCHBANGL 
(+159.6%) and BXPHARMA (+236.3%). In September, WALTONHIL (-8.5%), ROBI (-3.5%), MARICO (-2.4%) 
and TITASGAS (-0.9%) closed in negative.

Among the scrips, GP, TITASGAS, UPGDCL, SUMITPOWER, MARICO and BATBC recorded higher dividend 
yield compared to that of market.
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Table 5: Snapshot of 20 largest companies in terms of market capitalization

DSE Code Sector

Market Capitalization 
(USD mn) Daily Avg. 

Turnover 
(USD mn)

Return*

P/E (x) P/ BV 
(X)

Dividend 
Yield

Total
Free
Float

1M 3M YTD 12M 3Y 5Y

GP Telecommuni-
ca-tion 6,004 600 1.21 4.9% 12.6% 13.3% 19.2% 21.1% 80.3% 14.7 17.7 7.2%

WALTONHIL^ Engineering 4,521 44 0.98 -8.5% -4.8% 14.6% N/A N/A N/A 23.5 4.9 2.0%

BATBC Food & Allied 4,112 1,088 4.80 11.8% 20.8% 68.4% 82.4% 91.8% 167.7% 20.4 10.7 3.1%

ROBI^ Telecommuni-
ca-tion 2,524 252 1.23 -3.5% N/A 38.3% N/A N/A N/A 137.3 3.6 0.7%

SQURPHAR-
MA

Pharmaceuticals 
& Chemicals 2,511 1,643 4.31 6.9% 12.4% 10.3% 27.6% 12.7% 38.9% 13.8 3.0 1.8%

UPGDCL Fuel & Power 2,043 204 0.79 3.9% 9.2% 14.3% 16.8% 3.5% 239.2% 15.2 6.6 4.4%

RENATA Pharmaceuticals 
& Chemicals 1,633 797 0.43 1.2% 8.5% 29.4% 37.8% 66.9% 115.4% 28.8 7.1 0.8%

ICB NBFI 1,469 47 0.94 17.3% 32.9% 57.8% 65.1% 54.6% 104.4% 93.5 13.2 0.3%

BEXIMCO Miscellaneous 1,406 977 14.44 28.0% 53.3% 140.7% 476.9% 549.9% 649.4% 23.9 2.0 0.4%

LHBL Cement 1,255 443 8.42 14.5% 55.8% 97.1% 132.7% 91.0% 28.0% 25.0 6.9 1.1%

BXPHARMA Pharmaceuticals 
& Chemicals 1,254 875 7.17 20.9% 35.5% 26.1% 126.6% 234.7% 236.3% 21.8 3.5 0.6%

BERGERPBL Miscellaneous 981 49 0.39 1.6% 4.9% 29.2% 33.4% 53.6% 71.5% 28.1 11.5 2.1%

MARICO Pharmaceuticals 
& Chemicals 860 86 0.36 0.5% 4.7% 11.2% 11.9% 127.1% 140.7% 17.0 39.9 3.9%

BRACBANK Bank 775 417 0.93 1.1% -3.8% 15.3% 25.5% -10.2% 63.3% 12.9 1.7 2.0%

SUMITPOWER Fuel & Power 596 219 1.65 2.8% 8.2% 22.6% 12.8% 42.3% 95.2% 9.1 1.5 7.3%

BEACONPHAR Pharmaceuticals 
& Chemicals 576 403 0.54 3.7% 72.5% 171.9% 195.1% 1138.3% 1180.3% 48.9 16.7 0.3%

ISLAMIBANK Bank 567 276 0.22 3.1% 1.3% 16.2% 15.7% 44.2% 18.5% 7.2 0.8 3.3%

DUTCHBANGL Bank 544 71 0.48 0.1% -9.6% 46.4% 45.7% 115.7% 159.6% 11.3 1.8 1.6%

TITASGAS Fuel & Power 510 128 0.49 -0.9% 23.2% 43.2% 41.5% 38.5% 24.7% 15.4 0.6 5.9%

EBL Bank 441 316 0.43 6.8% 12.9% 34.6% 33.9% 82.0% 142.9% 7.7 1.6 3.8%

Market 61,016 21,716 269.57 6.7% 19.2% 35.7% 47.7% 36.5% 56.1% 16.2 2.1 2.7%

*All returns are Holding Period Return.

^WALTONHIL got listed on September 23, 2020.  ROBI got listed on December 24, 2020.
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Table 6: Top ten open end funds based on 4Y return (CAGR) performance

Name Asset Management 
Company

Fund Size 
(USD mn)

NAV Return

2021 YTD* 2020 2017-2020

CAPM Unit Fund CAPM 1.9 30.5% 30.6% 11.4%

UFS-Pragati Life Unit Fund UFS 1.1 32.3% 35.5% 9.1%

LankaBangla 1st Balanced Unit Fund LankaBangla 4.9 27.1% 29.2% 8.7%

Peninsula AMCL BDBL Unit Fund One Peninsula 2.8 30.2% 35.3% 8.5%

IDLC Balanced Fund IDLC 8.5 21.9% 29.4% 8.3%

Seventh ICB Unit Fund ICB 5.4 22.0% 20.4% 7.7%

VIPB Accelerated Income Unit Fund VIPB 8.0 19.3% 13.0% 7.2%

ICB AMCL Pension Holders' Unit Fund ICB 4.2 27.0% 36.5% 6.9%

ATC Shariah Unit Fund ATCP 2.0 16.6% 17.6% 6.6%

Third ICB Unit Fund ICB 4.6 24.0% 23.9% 6.4%

Market (Broad Index) Return (%) 35.7% 22.3% 1.8%

*Based on published NAV and DSEX point of September 30, 2021

Table 7: Top ten close end funds based on 5Y return (CAGR) performance

DSE Code Fund
Manager

Fund Size 
(USD mn)

Price1

(BDT)
NAV1

(BDT)
Price/
NAV

Dividend
Yield2 (%)

NAV Return3

Redemption  
Year 4

2021 YTD 2020 2018-
2020 2016-20

NLI1STMF VIPB 8.7 14.4 14.8 97.2% 12.2% 20.6% 13.4% -0.1% 9.5% 2022

GRAMEENS2 AIMS 46.1 16.9 21.6 78.1% 7.7% 22.6% 18.5% 2.7% 9.2% 2023

RELIANCE1 AIMS 10.5 11.8 14.9 79.2% 8.9% 22.7% 15.5% 2.2% 8.7% 2021

1STPRIMFMF ICB AMCL 3.9 20.2 16.8 120.2% 4.0% 53.5% 35.7% 3.1% 8.5% 2029

PRIME1ICBA ICB AMCL 13.3 7.6 11.4 66.8% 9.9% 47.6% 33.0% 2.8% 8.1% 2030

ICBSONALI1 ICB 13.5 8.4 11.6 72.7% 8.3% 38.7% 28.3% 2.4% 7.8% 2023

ICBEPMF1S1 ICB 9.4 7.6 10.8 70.6% 7.9% 52.8% 40.0% 1.4% 6.9% 2030

ICBAMCL2ND ICB 7.0 14.0 11.9 117.6% 5.7% 49.9% 35.1% 0.3% 6.9% 2029

LRGLOBMF1 LR GLOB-AL 49.1 9.0 13.5 66.7% 0.0% 16.4% 24.9% 2.0% 6.7% 2031

ICB3RDNRB ICB AMCL 12.4 6.9 10.6 65.3% 10.1% 49.3% 37.2% 1.4% 6.6% 2030

Market 35.7% 22.3% -4.7% 3.1%

1 Price as of October 04, 2021, and NAV published on September30, 2021. 

2 On last cash dividend declared.

3 CAGR computed for respected periods, except for 2020 and 2021 YTD, adjusted for dividend. YTD returns of funds debuting within the year represent return generated since 
debut, hence is not directly comparable with return of funds that operated throughout the year.

4 In reference to BSEC Press Release  weGmBem/gyLcvÎ (3q LÛ)/2011/25 published on September 16, 2018, tenure of existing listed closed end mutual funds can be extended by another 
tenure equal to maximum 10 years, provided that the full tenure of the subject fund does not exceed 20 years in total. However, the mutual funds those are not willing to extend 
their tenure will still have the option to convert or wind up as per rules and regulations.

Top Performing Mutual Funds:

The top ten open end mutual funds based on 4 year CAGR outperformed the market, during the same period. Among 
them, CAPM unit Fund (+11.4%) yielded the highest return. On YTD basis, UFS Pragati Life Unit Fund (+32.3%) 
posted the highest return. 

All the top ten closed end mutual funds on the basis of 5 years (2016-2020) performance yielded positive returns 

on YTD basis. Among them, 1STPRIMFMF (+53.5%) yielded the highest return. 
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Foreign Participation in Equity Market of Bangladesh

Over last 5 years, Bangladesh equity market has seen a surge of foreign investment. As of August 2021, total 
foreign ownership stood at 4.3% of the total equity market capitalization, which was only 1.7% in 2014. 

Performance of BDT and Currencies of Peer Countries against USD

Since 2015, BDT retained its value better than majority of the currencies of peer countries. While BDT depreciated 
by 9.9% against US Dollar, other currencies of neighbor countries like Vietnamese Dong (VND), Indian Rupee 
(INR) and Pakistani Rupee (PKR) lost 6.4%, 17.7% and 69.2%, respectively. 

Among all the companies with foreign ownership, BRACBANK had the highest foreign shareholding of 36.7% as 
of August 2021, followed by BXPHARMA with 30.4%.

Source: DSE and Bangladesh Bank
~% of foreign ownership of equity market capitalization data are as of December of the respective years

Figure 4: Net foreign portfolio investment and foreign ownership as % of total equity market capitalization
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Table 8: Top ten companies with highest foreign shareholding as of August 2021

Ticker Sector Foreign Shareholding*

BRACBANK Bank 36.7%

BXPHARMA Pharmaceuticals & Chemicals 30.4%

OLYMPIC Food & Allied 28.1%

RENATA Pharmaceuticals & Chemicals 22.8%

ISLAMIBANK Bank 20.3%

DBH NBFI 20.1%

VFSTDL Textile 18.3%

SHEPHERD Textile 18.2%

BSRMLTD Engineering 17.5%

AAMRANET IT 16.0%

Source: DSE

*Latest Data for Foreign shareholding available on DSE are as of August, 2021.  

Figure 5: Five year’s relative performance of BDT and peer currencies
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