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Executive Summary 

Daraz Bangladesh, a leading e-commerce platform, has capitalized on digital marketing strategies 

to establish a strong foothold in the competitive online marketplace of Bangladesh. In response to 

the burgeoning digital landscape and increasing consumer reliance on online shopping, Daraz has 

strategically leveraged various digital channels and tactics to enhance its market presence and 

engage with its target audience effectively. The purpose of this study is to qualitatively analyze 

Daraz Bangladesh's digital marketing strategies, aiming to uncover the underlying factors driving 

the company's success and identify areas for improvement.  

An overview of Daraz's position in the Bangladeshi e-commerce industry is presented at the 

beginning of the study. The report highlights the company's strengths, which include its 

competence in digital marketing, its vast client network, and its reliable brand reputation. Daraz's 

internal strengths and weaknesses, as well as external opportunities and threats, are revealed via a 

SWOT analysis, which provides a comprehensive insight into the strategic landscape of the 

organization. 

In addition, Porter's Five Forces study investigates the competitive dynamics that exist within the 

Bangladeshi marketing business. This research highlights several issues, including competitive 

rivalry, the bargaining power of customers, and the threat of new entrants. Through this study, 

Daraz Bangladesh can identify important areas in which it should concentrate its efforts to 

maintain its competitive advantage and achieve sustainable development in the e-commerce 

market in Bangladesh. 

In addition, the study analyses the obstacles that the Daraz Bangladesh faces in its marketing 

operations. These challenges include Reducing Overreliance on Discounts and Promotions, 

Enhancing Brand Differentiation, Addressing High Customer Acquisition Costs, and Improving 

Personalization and Targeting. After conducting an analysis of these problems, the paper provides 

suggestions for the Daraz Bangladesh to modify its tactics. These recommendations include 

increasing customer interaction, investing in continuous innovation, and extending its service 

offerings to meet the needs of new markets. 

Based on the findings of the qualitative analysis, several recommendations are proposed to further 

optimize Daraz Bangladesh's digital marketing strategies. These recommendations include 



 
 

investing in data-driven decision-making processes, enhancing social media engagement, 

prioritizing mobile optimization, strengthening influencer marketing initiatives, and continuous 

monitoring and evaluation of key performance metrics. By implementing these recommendations, 

Daraz can further enhance its digital marketing effectiveness and sustain its competitive edge in 

the rapidly evolving e-commerce landscape of Bangladesh. 
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CHAPTER 01: INTRODUCTION 

1.1 Introduction of the Report 

The e-commerce industry in Bangladesh has witnessed remarkable growth in recent years, fueled 

by increasing internet penetration, smartphone adoption, and changing consumer preferences. 

With a population of over 160 million and a burgeoning middle class, Bangladesh offers immense 

potential for e-commerce businesses to thrive. According to a report by the e-Commerce 

Association of Bangladesh (e-CAB), the country's e-commerce market reached approximately $3 

billion in 2021, with projections indicating further expansion in the coming years (e-CAB, 2021). 

This rapid growth is attributed to factors such as the convenience of online shopping, the 

availability of diverse product offerings, and the proliferation of digital payment solutions. 

In this dynamic landscape, digital marketing has emerged as a cornerstone of success for e-

commerce companies, enabling them to connect with consumers, drive engagement, and drive 

sales in a competitive marketplace. Digital marketing encompasses a wide range of strategies and 

tactics, including search engine optimization (SEO), social media marketing, email marketing, 

content marketing, and influencer partnerships, among others. By leveraging these digital channels 

effectively, e-commerce companies can enhance brand visibility, attract targeted traffic to their 

websites or mobile apps, and convert prospects into customers. 

Daraz Bangladesh, a subsidiary of Alibaba Group, stands as a prominent player in the country's e-

commerce ecosystem. Established in 2012, Daraz has rapidly grown to become one of the largest 

online marketplaces in Bangladesh, offering a diverse range of products across categories such as 

electronics, fashion, home essentials, and groceries. With a user-friendly platform, robust logistics 

infrastructure, and innovative marketing strategies, Daraz has captured a significant market share 

and garnered a loyal customer base. 

This report seeks to explore the digital marketing strategies employed by Daraz Bangladesh and 

their applications in driving business growth and success in the e-commerce industry. By 

examining Daraz's approach to personalized targeting, promotional tactics, customer acquisition, 

and brand differentiation, this report aims to extract valuable insights and lessons for marketers 

and industry professionals. Through an analysis of real-world examples and industry best 



 
 

practices, the report aims to provide actionable recommendations and strategic considerations for 

optimizing digital marketing efforts in the context of e-commerce in Bangladesh. 

1.2 Objectives of the Study 

1.2.1 Broad Objective 

To conduct a comprehensive study on the digital marketing strategies employed by Daraz 

Bangladesh and provide insights and recommendations for enhancing its competitive positioning 

and driving sustainable growth in the e-commerce industry. 

1.2.2 Specific Objectives 

 To assess the diversity and relevance of Daraz Bangladesh's product offerings across 

various categories. 

 Analyze pricing strategies, product quality, and service delivery mechanisms. 

 Identify strengths, weaknesses, opportunities, and threats (SWOT) in the digital marketing 

initiatives of Daraz Bangladesh. 

 Assess the competitive dynamics within the e-commerce industry in Bangladesh using 

Porter's Five Forces framework. 

 Provide some recommendations for optimizing digital marketing efforts, enhancing brand 

differentiation, improving customer engagement, and driving business growth. 

1.3 Motivation of the Study 

The motivation behind this report lies in the profound impact of digital marketing on the success 

of e-commerce enterprises, exemplified by Daraz Bangladesh. As the e-commerce landscape 

continues to evolve, understanding and effectively leveraging digital marketing strategies are 

paramount for companies to thrive. Daraz's innovative approaches to personalized targeting, 

promotional tactics, and brand differentiation offer valuable lessons for aspiring marketers. This 

academic internship report aims to dissect Daraz's strategies, evaluate their effectiveness, and draw 

actionable insights for optimizing digital marketing efforts in the e-commerce sector. By bridging 

theory with real-world practice, interns will gain practical insights into digital marketing nuances, 

enhancing their analytical skills and readiness for future marketing roles. Ultimately, the report 

seeks to empower interns with knowledge and insights that contribute not only to academic 

discourse but also to the strategic success of e-commerce companies like Daraz Bangladesh. 



 
 

1.4 Scope and Limitation of the Report 

The scope of this report encompasses an in-depth analysis of digital marketing strategies employed 

by Daraz Bangladesh, a prominent e-commerce platform. It includes examining various aspects 

such as personalized targeting, promotional tactics, customer acquisition, and brand 

differentiation. Additionally, the report will explore the effectiveness of these strategies and their 

applications in driving business growth and competitiveness.  

However, it is important to acknowledge certain limitations. Firstly, the study primarily focuses 

on Daraz Bangladesh and may not fully capture the nuances of digital marketing strategies in other 

e-commerce contexts. Secondly, the availability of data and information may be constrained, 

impacting the depth of analysis in certain areas. Lastly, the dynamic nature of the e-commerce 

industry means that findings and recommendations may require periodic reassessment to remain 

relevant. Despite these limitations, the report aims to provide valuable insights and practical 

recommendations for marketers and industry professionals in the e-commerce sector. 

  



 
 

CHAPTER 02: LITERATURE REVIEW 

2.1   Definition of Key Terms 

Some definitions of key terms related to digital marketing strategies in an e-commerce company 

are discussed below: 

a) Search Engine Optimization (SEO): 

SEO is the process of optimizing a website's content, structure, and backend elements to rank 

higher in search engine results pages (SERPs) for relevant keywords, thereby increasing organic 

(non-paid) traffic (Clarke, 2022). 

b) Pay-Per-Click Advertising (PPC): 

Definition: PPC advertising involves placing ads on search engines or other platforms and paying 

a fee each time a user clicks on the ad. It is a targeted advertising model where advertisers bid on 

keywords related to their products or services (Todd, 2023). 

c) Content Marketing: 

Definition: Content marketing involves creating and distributing valuable, relevant content to 

attract and engage a target audience. It aims to drive profitable customer action by providing useful 

information (Pulizzi, 2023). 

d) Social Media Marketing: 

Definition: Social media marketing refers to using social media platforms to connect with 

audiences, build brand awareness, and drive website traffic or sales. It involves creating and 

sharing content on social media networks to achieve marketing and branding goals (McDonald, 

2023). 

e) Email Marketing: 

Definition: Email marketing involves sending targeted emails to prospects or customers to nurture 

relationships, promote products, and drive sales. It is a direct marketing strategy that can be highly 

personalized and automated (White, 2023). 



 
 

These definitions and references provide a starting point for understanding key terms in digital 

marketing strategies for e-commerce companies. Further exploration of these resources can offer 

in-depth insights and practical tips for implementing effective digital marketing campaigns. 

2.2   Digital Marketing Landscape in E-Commerce 

Digital marketing is a term that is used in the context of e-commerce to describe the strategic 

utilization of digital channels, platforms, and technologies to promote and sell products or services 

found on the Internet. It comprises a wide variety of strategies that are aimed at reaching and 

engaging target audiences, driving traffic to websites, creating leads, and ultimately converting 

leads into customers. Through the use of a wide range of online platforms and tools, digital 

marketing can provide messages that are specifically targeted, increase brand awareness, and make 

transactions in the virtual marketplace easier (Chaffey, 2019). 

Various significant features may be used to understand the value of digital marketing in e-

commerce, including the following: 

a) Reach and Accessibility: Digital marketing facilitates the expansion of e-commerce 

enterprises' global reach by reducing the influence of geographical limitations. By utilizing 

digital platforms including websites, social media, search engines, email, and mobile 

applications, organizations can interact with prospective clients who belong to various 

demographic groups and geographical areas (Ryan, 2009). 

b) Cost-Effectiveness: When compared to more conventional marketing strategies, such as 

advertisements in print or ads shown on television, digital marketing often provides a more 

economical channel through which to promote goods and services. By targeting particular 

audiences and only paying for real clicks or impressions, companies can maximize the 

effectiveness of their marketing expenditures via the use of technologies such as pay-per-click 

(PPC) advertising (Chaffey, 2019). 

c) Targeted Marketing: Through the use of digital marketing, it is possible to accurately target 

certain audience groups based on demographics, interests, behaviors, and other relevant 

criteria. E-commerce companies may increase the efficiency of their marketing efforts by 

delivering personalized messages and offers to consumers who are most likely to be interested 



 
 

in their goods or services. This is made possible via the use of data analytics and targeting 

techniques (Smith, 2016). 

d) Measurability and Analytics: The capability of digital marketing to monitor and evaluate a 

wide range of indicators in real-time is one of the most significant benefits of this format. Data 

analytics provides firms that engage in e-commerce with the ability to monitor the efficacy of 

their digital marketing initiatives, analyze the behavior of their customers, and draw insights 

that can be put into action. This makes it possible to continuously optimize and improve 

marketing campaigns to maximize return on investment (Strauss, 2017). 

e) Customer Engagement and Interaction: Digital marketing facilitates two-way 

communication between businesses and customers, allowing for greater engagement and 

interaction. Through social media platforms, email newsletters, live chat support, and other 

digital channels, e-commerce businesses can build relationships with customers, address their 

queries or concerns, and provide personalized assistance throughout the customer journey 

(Smith, 2016). 

f) Competitive Advantage: In today's digital age, having a strong online presence and effective 

digital marketing strategies can provide e-commerce businesses with a competitive edge. By 

staying ahead of digital marketing trends, adopting innovative technologies, and delivering 

exceptional customer experiences, businesses can differentiate themselves from competitors 

and capture market share (Chaffey, 2019). 

Overall, digital marketing plays a crucial role in the success of e-commerce businesses by enabling 

them to reach, engage, and convert customers in the online marketplace. It offers a dynamic and 

versatile approach to marketing that empowers businesses to adapt to changing consumer 

behaviors, market dynamics, and technological advancements in the digital era. 

 

  



 
 

CHAPTER 03: COMPANY & INDUSTRY ANALYSIS 

3.1   About Daraz Bangladesh 

Daraz Bangladesh is well recognized as a prominent e-commerce site inside the country of 

Bangladesh. The establishment of Daraz in Pakistan in 2012 may be attributed to Rocket Internet, 

a German venture capital company renowned for its 

involvement in the establishment and investment of 

several e-commerce enterprises globally. At first, it 

began as an e-commerce platform for clothes.  

In 2014, Daraz made the strategic decision to extend 

its business activities to Bangladesh, acknowledging 

the burgeoning prospects of electronic commerce 

inside the nation. Bangladesh, due to its substantial 

population and growing internet accessibility, offers 

a favorable market for e-commerce. Following its 

establishment in the Bangladeshi market, Daraz 

swiftly diversified its product portfolio outside the 

realm of fashion, including a diverse array of 

categories including electronics, home appliances, 

cosmetic items, groceries, and several other 

offerings. The use of diversification strategies 

enabled the platform to effectively serve a wider 

range of customers and secure a greater portion of the 

e-commerce industry.  

In the year 2018, Alibaba Group, a prominent global 

e-commerce corporation, completed the acquisition 

of Daraz, including its business activities in 

Bangladesh. The aforementioned purchase signified 

Alibaba's foray into the e-commerce sector in South 

Asia, hence allowing Daraz to use Alibaba's technical proficiency and available resources.  



 
 

Following the acquisition by Alibaba Group, Daraz underwent a rebranding process and became 

part of the Daraz Group, which encompasses several e-commerce platforms operating in South 

Asian countries, including Bangladesh, Pakistan, Sri Lanka, Nepal, and Myanmar. This rebranding 

aimed to strengthen Daraz's position as a leading e-commerce player in the region.  

Under the Daraz Group umbrella, Daraz Bangladesh continued to expand its services and 

offerings. It introduced various initiatives such as Daraz Mall (offering products from authorized 

brand stores), Daraz Express (fast shipping service), and Daraz First Games (an online gaming 

platform integrated with the Daraz app) to enhance the overall shopping experience for customers. 

Over the years, Daraz Bangladesh has established itself as a market leader in the country's e-

commerce industry, leveraging innovative technologies and strategies to enhance customer 

convenience, improve seller capabilities, and drive overall growth in the digital economy. 

During the COVID-19 pandemic, Daraz played a significant role in meeting the increased demand 

for online shopping as people turned to e-commerce for their shopping needs while adhering to 

social distancing measures. The platform implemented various safety measures and initiatives to 

ensure the safety of customers and employees while fulfilling orders efficiently. 

Daraz Bangladesh continues to evolve and adapt to the changing landscape of e-commerce in 

Bangladesh, aiming to further expand its reach, improve its services, and contribute to the growth 

of the digital economy in the country. 

3.2   Mission, Vision, and Core Values 

Mission: 

 "To empower individuals and businesses through digital commerce, providing a seamless 

and convenient online shopping experience while driving economic growth and innovation 

in Bangladesh." 

Vision: 

 "To be the leading e-commerce platform in Bangladesh, providing a diverse range of 

products and services, exceptional customer experiences, and fostering a digitally inclusive 

society." 



 
 

Core Values: 

 Customer Centricity: Striving to exceed customer expectations by delivering exceptional 

service, personalized experiences, and high-quality products. 

 Innovation: Embracing innovation and technological advancements to enhance the online 

shopping journey, drive operational efficiency, and stay ahead of industry trends. 

 Integrity: Conducting business with honesty, transparency, and ethical principles, 

fostering trust and reliability among customers, partners, and stakeholders. 

 Collaboration: Cultivating partnerships and collaborations with sellers, brands, and other 

stakeholders to create value, drive mutual growth, and foster a thriving e-commerce 

ecosystem. 

 Diversity and Inclusion: Embracing diversity and promoting inclusivity within the 

workplace and the broader community, fostering a culture of respect, equality, and 

empowerment. 

 Continuous Improvement: Committing to continuous learning, adaptation, and 

improvement to meet evolving customer needs, enhance processes, and achieve 

organizational excellence. 

 



 
 

3.3   Products and Services 

Daraz Bangladesh offers a diverse range of products and services to cater to the needs and 

preferences of its customers. Here are some of the key categories of products and services available 

on Daraz Bangladesh: 

Products 

a) Electronics: 

Smartphones, laptops, tablets, cameras, audio devices, televisions, home appliances, gaming 

consoles, and accessories. 

b) Fashion and Apparel: 

Clothing for men, women, and children, including shirts, dresses, 

and pants, ethnic wear, footwear, accessories, and fashion jewelry. 

c) Beauty and Personal Care: 

Skincare products, cosmetics, haircare items, grooming essentials, 

fragrances, and beauty tools. 

d) Home and Living: 

Furniture, home decor, kitchenware, bedding, bath essentials, 

storage solutions, lighting, and gardening supplies. 

e) Health and Fitness: 

Vitamins and supplements, sports equipment, fitness trackers, yoga mats, gym accessories, and 

wellness products. 

f) Groceries: 

Daily essentials such as rice, pulses, cooking oil, spices, canned goods, beverages, snacks, and 

packaged foods. 

g) Baby and Kids: 

Clothing, toys, nursery products, baby gear, feeding essentials, diapers, and maternity care items. 



 
 

h) Automotive and Tools: 

Car accessories, motorcycle parts, tools, safety gear, automotive care products, and DIY 

equipment. 

i) Books and Stationery: 

Fiction and non-fiction books, textbooks, educational materials, office supplies, writing 

instruments, and art supplies. 

Services: 

In addition to offering a wide range of products across various categories, Daraz Bangladesh 

provides several services to enhance the overall shopping experience for its customers. Here are 

some of the key services offered by Daraz Bangladesh: 

a) Daraz Express Delivery: 

Daraz Express is a fast and reliable delivery service that ensures timely delivery of orders to 

customers' doorsteps. It offers quicker shipping options for selected products, allowing customers 

to receive their orders faster. 

b) Daraz Mall: 

Daraz Mall features authorized brand stores offering genuine products with brand warranties. It 

ensures customers' trust and confidence in the authenticity of the products they purchase. 

c) Easy Returns and Refunds: 

Daraz Bangladesh has a hassle-free return and refund policy, allowing customers to return products 

within a specified period if they are not satisfied with their purchase. Refunds are processed 

promptly upon successful return of the product. 

d) Customer Service and Support: 

Daraz Bangladesh provides customer service and support to assist customers with their queries, 

concerns, or issues related to orders, payments, deliveries, and returns. Customers can reach out to 

Daraz's customer service team through various channels, including phone, email, and live chat. 

  



 
 

e) Secure Payment Options: 

Daraz Bangladesh offers secure payment options for customers to make purchases online. These 

include cash on delivery (COD), debit/credit card payments, mobile financial services (MFS), and 

online banking. 

f) Deals and Discounts: 

Daraz Bangladesh regularly offers deals, discounts, and promotional campaigns to provide 

customers with opportunities to save money on their purchases. These may include flash sales, 

seasonal discounts, voucher codes, and bundle offers. 

g) Mobile App: 

Daraz Bangladesh has a mobile app available for both Android and iOS devices, providing 

customers with a convenient and user-friendly platform to browse products, place orders, track 

deliveries, and avail of exclusive app-only deals. 

h) Seller Support and Training: 

Daraz Bangladesh offers support and training to sellers on its platform to help them optimize their 

listings, manage inventory, fulfill orders, and grow their businesses. This includes resources, 

tutorials, and workshops on e-commerce best practices. 

i) Community Engagement: 

Daraz Bangladesh engages with its community of customers, sellers, and partners through social 

media channels, blogs, forums, and events. It fosters a sense of belonging and collaboration within 

the Daraz ecosystem. 

These services collectively contribute to providing customers with a seamless and enjoyable online 

shopping experience on Daraz Bangladesh's platform. 

  



 
 

3.4   Growth and Trends  

Daraz Bangladesh has experienced significant growth and witnessed notable trends since its 

inception in 2012. As one of the leading e-commerce platforms in the country, Daraz has played a 

pivotal role in shaping the online shopping landscape and catering to the evolving needs of 

consumers. 

In terms of growth, Daraz Bangladesh has expanded its customer base exponentially, attracting 

millions of users across the country. This growth can be attributed to factors such as increasing 

internet penetration, rising smartphone usage, and a growing middle-class population with 

disposable income. Daraz's marketplace model has facilitated the participation of a wide range of 

sellers, from established brands to small businesses and individual entrepreneurs, contributing to 

the platform's diverse product offerings and attracting a broader audience. 

Furthermore, Daraz Bangladesh has witnessed several notable trends that have influenced its 

operations and strategy. One significant trend is the growing prominence of mobile commerce (m-

commerce), with a large portion of Daraz's transactions now conducted through its mobile app. 

This shift towards mobile shopping reflects changing consumer preferences for convenience and 

accessibility. 

Additionally, Daraz has observed a trend towards increased demand for certain product categories, 

such as electronics, fashion, and home appliances. The platform has responded to these trends by 

expanding its product portfolio, partnering with new suppliers, and enhancing its technology 

infrastructure to ensure a seamless shopping experience for customers. 

Overall, Daraz Bangladesh's growth and trends underscore its position as a key player in the 

country's e-commerce industry, with a focus on innovation, customer satisfaction, and market 

expansion. 

3.5   Business Operations and Communication Model 

Daraz has developed a comprehensive Business Communication Model that effectively facilitates 

interaction among sellers, the Daraz app, the call center, and consumers, creating a seamless e-

commerce ecosystem. At the core of this model lies the interaction between sellers and the platform 

itself. Sellers, ranging from individual merchants to large businesses, are provided with a dedicated 



 
 

seller portal where they can manage their inventory, track orders, and access performance 

analytics. Through this portal, sellers can communicate directly with Daraz regarding product 

listings, pricing, promotions, and other operational matters. For instance, if a seller wants to update 

product information or resolve an order-related issue, they can communicate with Daraz through 

the seller portal. This direct line of communication ensures that sellers have the support and 

resources they need to optimize their presence on the platform and provide a positive shopping 

experience for consumers. 

 

Figure 3.2: Business Communication Model of Daraz Bangladesh 

The Daraz app serves as a central hub for communication between the platform and consumers. 

Consumers can browse products, place orders, and track deliveries through the app, making it an 

essential tool for engaging with Daraz's e-commerce services. One of the key features of the Daraz 

app is the integrated live chat support, which allows consumers to communicate directly with 

sellers in real-time. For example, if a consumer has a question about a product or wants to inquire 

about the availability of an item, they can initiate a chat session with the seller through the app. 



 
 

This direct communication channel enables consumers to receive prompt and personalized 

assistance, leading to a better shopping experience and higher customer satisfaction. 

In addition to live chat support, the Daraz app also provides consumers with access to customer 

service assistance through various channels, including email support and a dedicated hotline. The 

call center plays a crucial role in handling customer inquiries, resolving issues, and providing 

support throughout the purchasing journey. For example, if a consumer encounters a problem with 

an order, such as a delayed delivery or a defective product, they can contact the Daraz call center 

for assistance. Trained representatives are available to address concerns, provide updates on order 

status, and facilitate returns or refunds as necessary. This personalized support helps to build trust 

and loyalty among consumers, reinforcing Daraz's reputation as a reliable and customer-focused 

e-commerce platform. 

 

Furthermore, consumers have the opportunity to provide feedback and share their experiences with 

Daraz through various channels, including the app, social media, and customer surveys. This 

feedback loop is essential for Daraz to continuously improve its services, address customer needs, 

and adapt to changing market dynamics. For example, if multiple consumers report issues with a 

particular seller or product, Daraz can take corrective action to rectify the situation and prevent 

similar problems in the future. By listening to customer feedback and actively responding to 

concerns, Daraz demonstrates its commitment to customer satisfaction and quality service. 

In summary, Daraz's Business Communication Model facilitates effective interaction and 

collaboration among sellers, the Daraz app, the call center, and consumers, driving a positive e-

commerce experience for all stakeholders. Through direct communication channels, personalized 

support, and feedback mechanisms, Daraz ensures transparency, responsiveness, and customer 



 
 

satisfaction, ultimately contributing to its success as a leading e-commerce platform in Bangladesh 

and beyond. 

3.6   Products and Service Mix Strategy  

a) Product Mix Strategy  

Daraz Bangladesh, as one of the leading e-commerce platforms in the country, employs a strategic 

product mix to cater to the diverse needs and preferences of its consumers while maintaining a 

competitive edge in the market. This comprehensive product mix strategy encompasses various 

dimensions such as product variety, quality, pricing, and branding, enabling Daraz to offer a wide 

range of products across different categories. In this essay, we will delve into the product mix 

strategy of Daraz Bangladesh, exploring how it drives e-commerce success through effective 

assortment planning, strategic partnerships, and customer-centric initiatives. 

 Assortment Planning: 

One of the key aspects of Daraz Bangladesh's product mix strategy is assortment planning, which 

involves carefully curating 

and managing the 

assortment of products 

available on the platform 

to meet consumer demand 

and optimize sales. Daraz 

offers a diverse range of 

products across categories 

such as electronics, 

fashion, beauty, home appliances, groceries, and more. This extensive assortment allows Daraz to 

cater to various consumer needs and preferences, ensuring that customers can find everything they 

need in one place. For example, Daraz offers a wide selection of smartphones, laptops, and 

accessories in the electronics category, catering to tech-savvy consumers looking for the latest 

gadgets. Similarly, in the fashion category, Daraz provides a range of clothing, footwear, and 

accessories for men, women, and children, catering to different styles and budgets. 

 Strategic Partnerships: 



 
 

Daraz Bangladesh leverages strategic partnerships with local and international brands, sellers, and 

distributors to expand its product offering and enhance the overall shopping experience for 

consumers. Through these partnerships, Daraz is able to access a wider range of products, 

including exclusive deals and discounts, which helps attract and retain customers. For example, 

Daraz has partnerships with leading smartphone brands such as Samsung, Xiaomi, and Huawei, 

allowing it to offer exclusive product launches, pre-order deals, and discounts on the latest 

smartphones. Similarly, Daraz collaborates with popular fashion brands like Adidas, Nike, and 

Puma to offer a wide selection of trendy clothing and accessories for fashion-conscious consumers. 

These strategic partnerships not only drive sales but also strengthen Daraz's brand reputation and 

credibility in the market. 

 

 Private Label and Exclusive Brands: 

In addition to partnering with external brands and sellers, Daraz Bangladesh also offers its private 

label and exclusive brands to differentiate itself from competitors and provide unique value 

propositions to customers. Daraz's private label products, often sold under the "Daraz Mall" brand, 

are developed in-house and offer a combination of quality, affordability, and exclusivity. For 

example, Daraz Mall offers a range of private-label products in categories such as electronics, 

home appliances, fashion, and beauty, providing customers with affordable alternatives to popular 

branded products. Additionally, Daraz collaborates with local and international brands to launch 

exclusive collections and collaborations, further enhancing its product mix and attracting 

customers seeking exclusive and premium offerings. 

 Dynamic Pricing and Promotions: 

Daraz Bangladesh employs dynamic pricing and promotions as part of its product mix strategy to 

drive sales, attract new customers, and increase customer loyalty. Through its online platform, 

Daraz offers various promotional campaigns, discounts, and deals on a regular basis, encouraging 

customers to make purchases and take advantage of special offers. For example, Daraz hosts 



 
 

annual sales events such as "11.11", "12.12", and "Big Friday" where customers can enjoy massive 

discounts, flash sales, and vouchers on a wide range of products. Additionally, Daraz offers 

personalized discounts and deals to customers based on their browsing history, purchase behavior, 

and preferences, creating a tailored shopping experience that enhances customer satisfaction and 

loyalty. 

 Customer-Centric Initiatives: 

Daraz Bangladesh places a strong emphasis on customer-centric initiatives as part of its product 

mix strategy, focusing on providing a seamless and personalized shopping experience for 

consumers. Through features such as product reviews, ratings, and recommendations, Daraz helps 

customers make informed purchasing decisions and discover new products that align with their 

preferences. Furthermore, Daraz offers multiple payment options, including cash on delivery, 

credit/debit cards, mobile wallets, and installment plans, to cater to the diverse payment 

preferences of its customers. Moreover, Daraz provides reliable and efficient customer service 

through its call center, email support, and live chat, ensuring that customers can easily reach out 

for assistance with their orders, returns, or inquiries. These customer-centric initiatives contribute 

to Daraz's reputation as a trusted and customer-friendly e-commerce platform, driving repeat 

purchases and positive word-of-mouth referrals. 

In conclusion, Daraz Bangladesh's product mix strategy plays a critical role in driving e-commerce 

success by offering a diverse range of products, leveraging strategic partnerships, introducing 

private label and exclusive brands, implementing dynamic pricing and promotions, and prioritizing 

customer-centric initiatives. Through effective assortment planning, strategic partnerships, and 

customer-centric initiatives, Daraz continues to innovate and adapt to evolving consumer trends 

and preferences, maintaining its position as a leading e-commerce platform in Bangladesh and 

providing customers with a convenient and enjoyable shopping experience. 

b) Service Mix Strategy  

Daraz Bangladesh, as a prominent e-commerce platform, places significant emphasis on its service 

mix strategy to provide a seamless and satisfying shopping experience for its customers. The 

service mix strategy encompasses various elements such as pre-sale services, transactional 

services, and post-sale services, all of which are designed to meet customer needs, build trust, and 

foster loyalty. In this essay, we will delve into the service mix strategy of Daraz Bangladesh, 



 
 

examining its key components and providing examples to illustrate how these services contribute 

to the overall success of the platform. 

 Pre-Sale Services: 

Daraz Bangladesh offers a range of pre-sale services aimed at assisting customers in their 

purchasing decisions and enhancing their overall shopping experience. One of the key pre-sale 

services provided by Daraz is product information and descriptions. Through detailed product 

listings, including images, specifications, and reviews, Daraz ensures that customers have access 

to comprehensive information about the products they are interested in purchasing. For example, 

if a customer is considering buying a smartphone, they can access detailed specifications, customer 

reviews, and images of the product on the Daraz app or website, helping them make an informed 

decision. 

Another pre-sale service offered by Daraz is customer support and assistance. Daraz provides 

multiple channels for customers to reach out for assistance, including a dedicated hotline, email 

support, and live chat. Trained customer service representatives are available to address inquiries, 

provide product recommendations, and assist with any issues or concerns that customers may have. 

For instance, if a customer has questions about the ordering process, payment options, or shipping 

details, they can contact Daraz's customer support team for assistance, ensuring a smooth and 

hassle-free shopping experience. 

 Transactional Services: 

In addition to pre-sale services, Daraz Bangladesh offers various transactional services to facilitate 

secure and convenient transactions for its customers. One of the key transactional services 

provided by Daraz is multiple payment options. Daraz accepts a wide range of payment methods, 

including cash on delivery, credit/debit cards, mobile wallets, and bank transfers, catering to the 

diverse payment preferences of its customers. For example, if a customer prefers to pay with cash 

upon delivery of their order, they can select the cash-on-delivery option at checkout, providing 

flexibility and convenience. 



 
 

 

Another transactional service offered by Daraz is order tracking and status updates. Once a 

customer places an order, they can track the status of their order in real-time through the Daraz 

app or website. Daraz provides regular updates on the status of the order, including confirmation 

of the order, processing, shipping, and delivery. For example, if a customer wants to know when 

their order will be delivered, they can track the status of the shipment using the tracking 

information provided by Daraz, ensuring transparency and peace of mind. 

 Post-Sale Services: 

Daraz Bangladesh also places a strong emphasis on post-sale services to ensure customer 

satisfaction and loyalty. One of the key post-sale services offered by Daraz is returns and refunds. 

If a customer is not satisfied with their purchase for any reason, they can initiate a return request 

through the Daraz app or website within a specified period. Daraz provides hassle-free returns and 

refunds, allowing customers to return the product and receive a refund or exchange as per the 

return policy. For example, if a customer receives a defective or damaged product, they can contact 

Daraz's customer support team to initiate a return and receive a refund or replacement, ensuring 

customer satisfaction. 

Another post-sale service offered by Daraz is customer feedback and reviews. Daraz encourages 

customers to provide feedback and reviews about their shopping experience and the products they 

purchased. Customer feedback helps Daraz identify areas for improvement, address customer 

concerns, and enhance the overall shopping experience for future customers. For example, if a 

customer leaves a positive review about a product they purchased, it can help other customers 

make informed purchasing decisions and build trust in the platform. 



 
 

In conclusion, Daraz Bangladesh's service mix strategy plays a crucial role in enhancing the e-

commerce experience for its customers. Through pre-sale services such as product information 

and customer support, transactional services such as multiple payment options and order tracking, 

and post-sale services such as returns and refunds and customer feedback, Daraz ensures that 

customers have a seamless, convenient, and satisfying shopping experience from start to finish. 

By prioritizing customer needs and providing high-quality services, Daraz continues to build trust, 

loyalty, and satisfaction among its customers, cementing its position as a leading e-commerce 

platform in Bangladesh. 

3.7   SWOT Analysis  

SWOT Analysis of Daraz Bangladesh reveals a robust set of strengths that underpin its position as 

a leading e-commerce platform in the country. With strong brand recognition and a diverse product 

range spanning various categories, Daraz commands a significant share of the market. Strategic 

partnerships with local and international brands further enhance its appeal to consumers, offering 

exclusive deals and discounts. Additionally, Daraz's user-friendly platform provides a seamless 

shopping experience, bolstered by features such as secure payment methods and order tracking. 

However, challenges such as logistics issues and counterfeit products pose threats to its reputation 

and customer trust. Regulatory changes and economic uncertainties also present potential hurdles 

for the company. By capitalizing on its strengths, addressing weaknesses, seizing opportunities in 

the growing e-commerce market, and proactively mitigating threats, Daraz Bangladesh can 

continue to enhance the e-commerce experience for its customers and maintain its competitive 

edge in the industry.  

a) Strengths 

Daraz Bangladesh has effectively utilized various marketing strategies to establish itself as a 

leading player in the e-commerce industry. The strengths of Daraz's marketing strategies lie in its 

innovative approaches, customer-centric focus, and ability to leverage digital channels to reach its 

target audience. Here, we will delve into these strengths along with examples of their applications: 



 
 

 Omni-channel Marketing: Daraz Bangladesh 

excels in omni-channel marketing, utilizing a 

combination of online and offline channels to 

reach customers. Through its website, mobile app, 

social media platforms, and offline events, Daraz 

ensures a seamless and consistent brand 

experience across multiple touchpoints. For 

example, Daraz promotes its online sales events 

through social media campaigns, email 

newsletters, and offline advertisements, driving 

traffic to its platform and increasing sales. By adopting an omni-channel approach, Daraz 

maximizes its reach and engagement with customers, leading to enhanced brand awareness 

and loyalty. 

 Targeted Advertising: Daraz leverages targeted advertising techniques to reach specific 

customer segments with personalized messaging and offers. By analyzing customer data and 

behavior, Daraz identifies high-value segments and tailors its advertisements accordingly. For 

instance, Daraz may run targeted Facebook ads promoting fashion items to users who have 

previously shown interest in clothing and accessories on the platform. These targeted 

advertisements increase the relevance and effectiveness of Daraz's marketing efforts, leading 

to higher conversion rates and return on investment (ROI). 

In 2018, Alibaba, the China-based global e-commerce giant, acquired Daraz Group, one of the 

leading e-commerce companies in Bangladesh which was launched initially by Rocket Internet. It 

was a strategic initiative to open up South Asian markets and cast an important limelight on the 

sector. When Alibaba took over Daraz; their structure, internal process and management become 

more formal, organized and more secure. 



 
 

While this was a huge boost to the growth of e-commerce, other factors also played a defining 

role. Such as- the gradually improving 

access to the internet and rising 

smartphone usage across households. 

The integration with Alibaba has 

mainly brought changes to the 

technological side. 

Daraz Bangladesh recently launched 

the biggest sale day 11.11 and achieved 

huge success from the Bangladeshi 

marketplace and brings new offers and 

products for the people like-Fatafati Friday, 12.12 campaign. Various mega deals and other 

exciting features like Flash Sales, Love Vouchers, Happy Hour, Shake etc. will be available during 

the 12.12 campaign as well. 

 Seasonal and Promotional Campaigns: Daraz excels in planning and executing seasonal and 

promotional campaigns that capitalize on key events and holidays. By offering exclusive 

discounts, deals, and promotions during festive seasons such as Eid, Pohela Boishakh, and 

Christmas, Daraz attracts a surge of customers and drives sales. For example, Daraz's "11.11 

Sale" and "Big Friday Sale" are highly anticipated events that generate significant buzz and 

excitement among consumers, leading to record-breaking sales volumes. Through these 

campaigns, Daraz creates a sense of urgency and FOMO (fear of missing out), motivating 

customers to make purchases and take advantage of limited-time offers. 

 User-generated Content (UGC): Daraz harnesses the power of user-generated content to 

engage with its audience and build social proof. By encouraging customers to share their 

shopping experiences, reviews, and photos on social media platforms using specific hashtags 

or tagging Daraz, the company amplifies its reach and credibility. For example, Daraz may run 

a social media contest encouraging customers to post photos of themselves with their favorite 

Daraz purchases, with the chance to win prizes or discounts. This user-generated content not 

only creates authentic connections with customers but also serves as valuable social proof that 

influences potential buyers' purchasing decisions. 



 
 

 

 Partnerships and Collaborations: Daraz collaborates with various brands, influencers, and 

organizations to extend its reach and enhance its marketing efforts. By partnering with well-

known brands and influencers, Daraz gains access to their audiences and credibility, increasing 

its brand visibility and trustworthiness. For example, Daraz may collaborate with a popular 

beauty influencer to launch an exclusive makeup collection or partner with a leading 

electronics brand to offer special discounts on new product launches. These partnerships create 

buzz, drive traffic, and attract new customers to the platform, resulting in increased sales and 

brand loyalty. 

b) Weakness 

While Daraz Bangladesh has achieved significant success in the e-commerce industry, it also faces 

certain weaknesses in its marketing strategies that pose challenges to its growth and 

competitiveness. These weaknesses encompass areas such as customer acquisition, brand 

perception, market positioning, and technological limitations. Here, we will delve into these 

weaknesses along with examples of their applications: 

 Overreliance on Discounts and Promotions: One of the weaknesses of Daraz 

Bangladesh's marketing strategy is its overreliance on discounts and promotions to drive 

sales. While discounts and promotions can be effective in attracting customers and 

increasing sales volumes, they can also erode profit margins and dilute brand value over 

time. For example, Daraz's frequent sales events, such as "11.11 Sale" and "Big Friday 

Sale," may lead customers to expect discounts and wait for promotional periods before 

making purchases, resulting in lower profitability outside of these events. Additionally, 

excessive discounting may undermine the perceived value of products and weaken the 

brand's positioning in the market. 

 Limited Brand Differentiation: Daraz Bangladesh faces challenges in differentiating its 

brand from competitors in the e-commerce space. With the proliferation of online shopping 

platforms in the market, customers may perceive Daraz as just one among many options 

without clear differentiation in terms of value proposition or brand identity. For example, 

Daraz may struggle to communicate its unique selling points and brand values effectively 

to consumers, resulting in a lack of brand loyalty and preference. Without a distinct brand 



 
 

identity, Daraz may find it difficult to command premium pricing or build long-term 

relationships with customers. 

 Customer Acquisition Costs: Daraz Bangladesh experiences high customer acquisition 

costs due to intense competition and rising advertising expenses in the e-commerce 

industry. With multiple players vying for the attention of the same pool of customers, 

acquiring new customers through digital marketing channels such as social media 

advertising, search engine marketing, and influencer partnerships can be expensive. For 

example, Daraz may need to allocate significant budgets for paid advertising campaigns 

on platforms like Facebook and Google to attract new users and drive traffic to its platform. 

High customer acquisition costs can strain Daraz's marketing budget and impact its 

profitability in the long run. 

 Limited Personalization and Targeting: Daraz Bangladesh faces limitations in 

personalizing its marketing efforts and targeting specific customer segments effectively. 

While Daraz collects vast amounts of customer data through its website, mobile app, and 

other channels, it may struggle to analyze and utilize this data to deliver personalized 

experiences and targeted messaging. For example, Daraz may send generic promotional 

emails to its entire subscriber list without segmenting users based on their preferences, 

purchase history, or behavior. This lack of personalization can lead to lower engagement 

rates, higher unsubscribe rates, and missed opportunities to drive conversions. 

 Technological Constraints: Daraz Bangladesh encounters technological constraints that 

hinder its ability to innovate and adapt its marketing strategies to changing market 

dynamics. Legacy systems, outdated infrastructure, and technical limitations may impede 

Daraz's efforts to implement advanced marketing technologies and automation tools. For 

example, Daraz may face challenges in integrating data from disparate sources, 

implementing real-time analytics, or launching personalized marketing campaigns due to 

technological constraints. Without the necessary technological capabilities, Daraz may 

struggle to stay ahead of competitors and meet evolving customer expectations in the 

digital age. 

c) Opportunities 

Daraz Bangladesh operates in a dynamic e-commerce landscape with ample opportunities for 

growth and expansion. By leveraging strategic marketing strategies, Daraz can capitalize on these 



 
 

opportunities to strengthen its position in the market and drive sustainable growth. Here are some 

opportunities for Daraz Bangladesh in marketing strategies along with examples of their 

applications: 

 Expanding Product Categories: One of the key opportunities for Daraz Bangladesh is to 

expand its product categories beyond its current offerings. By diversifying its product range 

to include niche segments such as health and wellness, home improvement, and automotive 

accessories, Daraz can attract new customer segments and increase its market share. For 

example, Daraz could introduce a dedicated section for organic and natural products, 

catering to the growing demand for health-conscious consumers. Additionally, Daraz could 

partner with local artisans and craftsmen to offer handmade and artisanal products, tapping 

into the trend towards ethically sourced and sustainable goods. 

 Localized Marketing Campaigns: Daraz Bangladesh can capitalize on the opportunity to 

develop localized marketing campaigns tailored to specific regions or demographics within 

the country. By understanding the unique preferences, cultural nuances, and shopping 

behaviors of different regions, Daraz can create targeted marketing messages that resonate 

with local audiences. For example, Daraz could launch promotional campaigns during 

regional festivals and holidays, offering region-specific deals and discounts to customers 

in different parts of the country. By engaging with customers on a local level, Daraz can 

strengthen its connection with communities and drive sales in untapped markets. 

 Enhanced Personalization and Customer Segmentation: Daraz Bangladesh can 

leverage advanced data analytics and machine learning algorithms to enhance 

personalization and customer segmentation in its marketing efforts. By analyzing customer 

data such as browsing history, purchase behavior, and demographics, Daraz can deliver 

personalized recommendations, offers, and content to individual users. For example, Daraz 

could implement a recommendation engine that suggests products based on a customer's 

past purchases and preferences. Additionally, Daraz could segment its email marketing 

campaigns based on customer segments such as age, gender, location, and shopping 

frequency, delivering targeted messages that resonate with each group. 

 Social Commerce Integration: With the increasing popularity of social media platforms 

as shopping destinations, Daraz Bangladesh has the opportunity to integrate social 

commerce into its marketing strategies. By leveraging social media channels such as 



 
 

Facebook, Instagram, and WhatsApp, Daraz can engage with customers in real-time, 

showcase products, and facilitate transactions directly within the social media ecosystem. 

For example, Daraz could launch "shoppable posts" on Instagram, allowing users to browse 

and purchase products without leaving the app. Additionally, Daraz could use Facebook 

Messenger as a customer service channel, enabling users to inquire about products and 

make purchases through chatbots. 

 Partnerships with Influencers and Content Creators: Daraz Bangladesh can explore 

opportunities to collaborate with influencers, content creators, and social media 

personalities to amplify its marketing efforts and reach new audiences. By partnering with 

influencers who have a strong following and credibility in specific niches, Daraz can 

leverage their influence to promote its products and brand. For example, Daraz could 

sponsor sponsored content on YouTube channels, where influencers review and 

recommend products to their subscribers. Additionally, Daraz could invite influencers to 

participate in exclusive events and product launches, generating buzz and excitement 

among their followers. 

 Investment in Emerging Technologies: Daraz Bangladesh can capitalize on the 

opportunity to invest in emerging technologies such as augmented reality (AR), virtual 

reality (VR), and artificial intelligence (AI) to enhance its marketing strategies. By 

leveraging AR and VR technologies, Daraz can provide immersive shopping experiences 

that allow customers to visualize products in their real-world environments before making 

a purchase. For example, Daraz could develop an AR app that lets users try on virtual 

clothing and accessories using their smartphones. Additionally, Daraz could use AI-

powered chatbots to provide personalized assistance and recommendations to users 

browsing the website or app. 

d) Threats 

Despite its success and prominence in the e-commerce industry, Daraz Bangladesh faces several 

threats that can undermine its marketing strategies and impact its market position. These threats 

stem from various external factors such as competition, changing consumer behavior, regulatory 

challenges, and technological disruptions. Here, we will delve into these threats along with 

examples of their applications: 



 
 

 Intense Competition: One of the primary threats to Daraz Bangladesh's marketing 

strategies is the intense competition in the e-commerce industry. With the proliferation of 

online shopping platforms and marketplaces, Daraz faces competition from both local and 

international players vying for the same pool of customers. For example, competitors such 

as Ajkerdeal, Evaly, and Alibaba's AliExpress offer similar products and services, making 

it challenging for Daraz to stand out and differentiate itself in the market. This intense 

competition can lead to price wars, aggressive marketing tactics, and eroded profit margins, 

posing a threat to Daraz's market share and profitability. 

 Changing Consumer Behavior: Daraz Bangladesh is vulnerable to changes in consumer 

behavior and preferences, which can impact its marketing strategies and customer 

engagement efforts. Shifts in consumer preferences towards alternative shopping channels 

such as social media platforms, mobile apps, and direct-to-consumer brands pose a threat 

to Daraz's traditional marketing channels and strategies. For example, younger generations 

may prefer to shop from Instagram or TikTok influencers rather than browsing through 

Daraz's website or app. Additionally, changes in consumer spending habits, economic 

conditions, or lifestyle trends can influence purchasing decisions and affect Daraz's sales 

volumes and revenue growth. 

 Regulatory Challenges: Daraz Bangladesh faces regulatory challenges and compliance 

issues that can impact its marketing strategies and operations. Changes in government 

regulations related to e-commerce, taxation, data privacy, consumer protection, and online 

advertising can create uncertainty and additional compliance burdens for Daraz. For 

example, new regulations requiring e-commerce platforms to collect and remit sales taxes 

or comply with data protection laws may necessitate changes to Daraz's marketing 

strategies and operational processes. Failure to comply with regulatory requirements can 

result in fines, legal penalties, and reputational damage, posing a threat to Daraz's business 

continuity and market reputation. 

 Technological Disruptions: Daraz Bangladesh is susceptible to technological disruptions 

that can disrupt its marketing strategies and operations. Advances in technology such as 

artificial intelligence (AI), augmented reality (AR), and blockchain have the potential to 

revolutionize the e-commerce industry and reshape consumer expectations. For example, 

emerging technologies such as voice commerce, chatbots, and virtual reality shopping 



 
 

experiences could change how customers interact with online stores and make purchasing 

decisions. Without the ability to adapt and leverage these technological innovations, Daraz 

may fall behind competitors and lose relevance in the rapidly evolving e-commerce 

landscape. 

 

 Counterfeit Products and Fraudulent Activities: Daraz Bangladesh faces threats related 

to counterfeit products, fraudulent activities, and unethical practices on its platform. 

Despite efforts to ensure product authenticity and seller verification, Daraz may encounter 

challenges in policing its marketplace and preventing the sale of counterfeit or low-quality 

goods. For example, sellers may list counterfeit products under false pretenses, leading to 

customer complaints, returns, and negative reviews. Additionally, fraudulent activities 

such as fake reviews, account hijacking, and payment fraud can undermine trust and 

confidence in Daraz's platform, leading to customer attrition and reputational damage. 

 Economic Instability: Daraz Bangladesh is vulnerable to economic instability, currency 

fluctuations, and geopolitical tensions that can impact consumer confidence and 

purchasing power. Economic downturns, recessions, inflation, and currency devaluations 

can lead to decreased consumer spending on discretionary items such as apparel, 

electronics, and home goods, affecting Daraz's sales volumes and revenue growth. For 

example, during periods of economic uncertainty, consumers may prioritize essential 

goods and cut back on non-essential purchases, leading to lower demand for products sold 

on Daraz's platform. 

  



 
 

3.8   Specifications of the E-commerce Industry  

The e-commerce industry in Bangladesh has experienced significant growth in recent years, driven 

by factors such as increasing internet penetration, smartphone adoption, and changing consumer 

preferences. Within this dynamic landscape, several key specifications define the operation and 

success of e-commerce platforms. Here's an overview of these specifications along with examples: 

a) Internet Penetration and Connectivity: 

Bangladesh has seen a rapid increase in internet 

penetration, particularly with the expansion of 

mobile internet services. E-commerce 

platforms rely heavily on widespread internet 

connectivity to reach and serve customers. 

Example: With the growing availability of 

affordable smartphones and data plans, more 

people in Bangladesh have access to online shopping platforms like Daraz, AjkerDeal, and Evaly. 

 

b) Payment Infrastructure: 

A robust payment infrastructure is essential for facilitating online transactions securely. E-

commerce platforms in Bangladesh offer 

various payment methods, including cash on 

delivery, mobile financial services, and online 

payment gateways. 

Example: Bkash, Nagad, and Rocket are 

popular mobile financial service providers in 

Bangladesh, offering convenient payment options for online purchases on platforms like Daraz 

and Sheba XYZ. 

  



 
 

c) Logistics and Delivery Services: 

Efficient logistics and reliable delivery services are crucial for ensuring timely order fulfillment 

and customer satisfaction. E-commerce platforms partner with 

logistics companies to manage warehousing, shipping, and last-mile 

delivery. 

Example: Companies like eCourier, S.A. Paribahan, and Pathao 

Logistics provide logistics support to e-commerce platforms, 

offering doorstep delivery services across Bangladesh. 

 

d) Marketplace Model: 

Many e-commerce platforms in Bangladesh operate on a marketplace model, connecting buyers 

with sellers across various product categories. This model allows for a diverse range of products 

and sellers on a single platform. 

Example: Daraz Marketplace enables third-party sellers to list their products on the platform, 

expanding the product range and giving customers access to a wide variety of choices. 

e) User Experience (UI/UX): 

User-friendly interfaces and seamless browsing experiences are crucial for attracting and retaining 

customers on e-commerce platforms. Intuitive navigation, quick search functionality, and secure 

checkout processes enhance the overall user experience. 

Example: AjkerDeal's website and mobile app feature a simple and intuitive design, making it easy 

for customers to browse products, place orders, and track shipments. 

f) Customer Support and Satisfaction: 

Providing excellent customer support is essential for addressing queries, resolving issues, and 

building trust among online shoppers. E-commerce platforms offer multiple channels for customer 

communication, including live chat, email, and phone support. 

Example: Evaly offers dedicated customer support services to assist customers with order 

inquiries, returns, and refunds, ensuring a positive shopping experience. 



 
 

g) Marketing and Promotions: 

E-commerce platforms leverage digital marketing channels to attract customers and drive sales. 

Promotions, discounts, and loyalty programs are commonly used to incentivize purchases and 

increase customer engagement. 

Example: Daraz's "Mega Deals" and "Flash Sales" offer time-limited discounts on popular 

products, creating urgency and excitement among shoppers. 

In conclusion, the e-commerce industry in Bangladesh is characterized by key specifications such 

as internet penetration, payment infrastructure, logistics, marketplace model, user experience, 

customer support, and marketing strategies. By focusing on these specifications and continually 

innovating, e-commerce platforms in Bangladesh strive to meet the evolving needs of consumers 

and drive growth in the digital economy. 

3.9   Specification of E-Commerce Industry and Daraz Bangladesh 

The e-commerce industry in Bangladesh has undergone remarkable growth in recent years, buoyed 

by factors like expanding internet accessibility, smartphone penetration, and a burgeoning middle-

class population. With a population exceeding 160 million, Bangladesh presents a lucrative market 

for e-commerce enterprises, spanning diverse sectors such as retail, travel, food delivery, and 

digital services. This growth has been propelled by rising internet penetration rates, facilitated by 

affordable smartphones and data plans, which have fostered a conducive environment for online 

shopping and digital transactions. 

Daraz Bangladesh stands out as a prominent player in the country's e-commerce landscape since 

its establishment in 2012. It has swiftly become a household name, attracting millions of users and 

sellers alike. Operating on a marketplace model, Daraz connects sellers with buyers, enabling 

businesses of all sizes, including SMEs, to reach a broader audience. Daraz's extensive product 

diversity, ranging from international brands to local vendors, caters to diverse consumer 

preferences and price points, contributing to a comprehensive shopping experience. 

Technology and innovation are core pillars of Daraz's strategy, with continuous investments aimed 

at enhancing the shopping experience. Secure payment options, personalized recommendations, 

and efficient delivery mechanisms have bolstered its popularity among consumers. Moreover, 



 
 

Daraz has developed a robust logistics infrastructure, including partnerships with courier services 

and fulfillment centers, ensuring timely order delivery across the country. 

Daraz's impact extends beyond commerce, playing a pivotal role in empowering small businesses 

and entrepreneurs by providing them with a platform to showcase their products and expand their 

customer base. Additionally, Daraz has contributed to digital inclusion, making online shopping 

accessible to diverse segments of the population, including those in remote areas. Furthermore, the 

platform's growth has led to job creation across various sectors, contributing positively to 

Bangladesh's economy by generating employment opportunities and fostering economic growth. 

3.10   Size, Trend and Maturity  

a) Size, Trend, and Maturity of the E-Commerce Industry 

Size: 

The e-commerce industry in Bangladesh has experienced significant growth in recent years, driven 

by factors such as increasing internet penetration, smartphone usage, and changing consumer 

preferences. While precise figures may vary, the industry's size can be measured by metrics such 

as the total value of online transactions, the number of active e-commerce platforms, and the 

volume of goods sold online. According to various estimates, the size of Bangladesh's e-commerce 

market is projected to be worth several billion dollars annually. 

Trend: 

The trend in the e-commerce industry is characterized by sustained growth and evolving consumer 

behavior. Some notable trends include: 

o Mobile Commerce Dominance: With the widespread adoption of smartphones, mobile 

commerce has emerged as the dominant mode of online shopping. Consumers increasingly 

prefer to make purchases through mobile apps due to their convenience and accessibility. 

o Rise of Online Marketplaces: Online marketplaces, where multiple sellers offer their 

products on a single platform, have gained popularity among consumers and businesses 

alike. These platforms offer a wide range of products and services, fostering competition 

and driving innovation. 

o Expansion of Product Categories: The scope of e-commerce in Bangladesh is expanding 

beyond traditional categories such as electronics and fashion to include groceries, 



 
 

healthcare products, and digital services. This diversification reflects changing consumer 

needs and preferences. 

o Focus on Customer Experience: E-commerce companies are increasingly prioritizing 

customer experience by offering features such as personalized recommendations, easy 

payment options, and hassle-free returns. Providing a seamless shopping experience has 

become essential for retaining customers and gaining a competitive edge. 

Maturity: 

While the e-commerce industry in Bangladesh is growing rapidly, it can still be considered 

relatively nascent compared to more mature markets. Factors such as infrastructure challenges, 

logistics issues, and regulatory constraints contribute to the industry's overall maturity level. 

However, ongoing efforts by stakeholders, including the government, industry players, and 

technology providers, are gradually addressing these challenges and advancing the industry 

towards maturity. 

b) Size, Trend, and Maturity of Daraz Bangladesh 

Size: 

Daraz Bangladesh, as one of the leading e-commerce platforms in the country, commands a 

significant share of the market. While exact figures may not be publicly available, Daraz has 

millions of active users and a vast catalog of products across various categories. Its size can be 

measured by metrics such as gross merchandise value (GMV), annual revenue, and market 

penetration. 

Trend: 

Daraz Bangladesh reflects many of the trends observed in the broader e-commerce industry, 

including: 

o Mobile-first Approach: Daraz has embraced a mobile-first approach, with a user-friendly 

app that caters to the preferences of smartphone users. The majority of Daraz's transactions 

are conducted through its mobile app, reflecting the trend towards mobile commerce. 

o Expansion of Product Portfolio: Daraz has diversified its product portfolio to cater to the 

evolving needs of consumers. In addition to electronics and fashion, Daraz offers a wide 



 
 

range of products, including groceries, home appliances, beauty products, and digital 

services. 

o Focus on Customer Satisfaction: Daraz prioritizes customer satisfaction by offering 

features such as secure payment options, quick delivery, and responsive customer service. 

Continuous efforts to enhance the shopping experience contribute to Daraz's success and 

growth. 

Maturity: 

As a pioneer in the Bangladeshi e-commerce landscape, Daraz has played a significant role in 

advancing the industry towards maturity. Through investments in technology, logistics, and 

customer service, Daraz has overcome many challenges associated with the nascent e-commerce 

ecosystem in Bangladesh. However, there is still room for further growth and improvement, 

particularly in areas such as supply chain efficiency, digital payments, and regulatory compliance. 

In summary, both the e-commerce industry in Bangladesh and Daraz Bangladesh exhibit 

significant growth potential, driven by favorable market dynamics and changing consumer 

behavior. While the industry is still relatively young and faces challenges, ongoing efforts by 

stakeholders, including Daraz, are shaping its evolution towards greater size, sophistication, and 

maturity. 

3.11  Porter’s Five Forces of Daraz Bangladesh  

Analyzing porter’s five forces or external factors is crucial for Daraz Bangladesh's business growth 

as it helps identify opportunities and threats in the market. Understanding macroeconomic trends, 

regulatory changes, and consumer preferences enables Daraz to adapt its strategies effectively. By 

assessing competitor actions, technological advancements, and socio-cultural shifts, Daraz can 

stay ahead in the dynamic e-commerce landscape. External analysis informs strategic decision-

making, risk mitigation, and innovation, fostering sustainable growth and competitive advantage 

for Daraz Bangladesh. 

a) Threat of New Entrants (Moderate) 

The threat of new entrants for Daraz Bangladesh in the e-commerce business in Bangladesh can 

be considered moderate. While the industry presents opportunities for new players to enter, several 

barriers exist that deter their entry and limit their impact on established players like Daraz. 



 
 

Firstly, Daraz Bangladesh benefits from significant brand recognition and market presence, 

making it challenging for new entrants to establish themselves and compete effectively. Daraz has 

built a strong reputation over the years through strategic marketing initiatives, customer acquisition 

efforts, and consistent service quality. This brand equity acts as a barrier to entry for new players 

seeking to gain traction in the market. 

Moreover, the e-commerce industry in Bangladesh requires substantial investments in technology 

infrastructure, logistics networks, and operational capabilities to ensure smooth operations and 

customer satisfaction. Daraz has already made considerable investments in these areas, giving it a 

competitive edge over potential new entrants who may struggle to match Daraz's scale and 

capabilities. 

Additionally, regulatory compliance and legal requirements pose challenges for new entrants 

entering the e-commerce market in Bangladesh. Government regulations related to taxation, data 

privacy, and consumer protection can create barriers to entry and increase operational complexity 

for new players. Daraz Bangladesh has navigated these regulatory challenges over the years, 

establishing processes and systems to ensure compliance, which can be difficult for new entrants 

to replicate. 

Furthermore, the e-commerce market in Bangladesh is characterized by intense competition 

among established players, including Daraz. These players have already captured significant 

market share and developed strong relationships with suppliers, sellers, and customers. As a result, 

new entrants face an uphill battle in gaining market traction and competing effectively with 

established players. 

Despite these barriers, there are still opportunities for new entrants to carve out a niche in specific 

segments or regions within the e-commerce market in Bangladesh. By focusing on innovation, 

differentiation, and addressing unmet consumer needs, new players can overcome some of the 

barriers to entry and compete alongside established players like Daraz Bangladesh. However, the 

moderate threat of new entrants indicates that Daraz's position in the market remains relatively 

secure, supported by its strong brand, infrastructure, and market presence. 



 
 

b) Bargaining Power of Suppliers (Moderate) 

The bargaining power of suppliers for Daraz Bangladesh in the e-commerce business in 

Bangladesh can be considered moderate. While suppliers play a crucial role in providing products 

for sale on the platform, several factors mitigate their bargaining power and maintain a balanced 

relationship with Daraz. 

One factor contributing to the moderate bargaining power of suppliers is the diversity of suppliers 

available to Daraz Bangladesh. The platform works with a wide range of suppliers, including 

manufacturers, wholesalers, distributors, and individual sellers. This diversity reduces the 

dependency on any single supplier and gives Daraz the flexibility to negotiate terms and choose 

suppliers based on factors such as price, quality, and reliability. 

Moreover, the e-commerce industry in Bangladesh is characterized by intense competition among 

suppliers vying for visibility on platforms like Daraz. Suppliers understand the importance of 

having their products listed on popular e-commerce platforms to reach a broader customer base. 

This competition gives Daraz Bangladesh the advantage of choosing from multiple suppliers, 

reducing the bargaining power of individual suppliers. 

Additionally, many suppliers on Daraz Bangladesh are small to medium-sized businesses that rely 

on the platform to showcase their products and reach a larger audience. Daraz's extensive reach 

and customer traffic incentivize suppliers to offer competitive prices and favorable terms to remain 

competitive on the platform and avoid losing out on potential sales opportunities. 

Furthermore, Daraz Bangladesh has developed robust processes and systems to ensure 

transparency, efficiency, and fair treatment of suppliers. The platform provides sellers with tools 

and resources for inventory management, order fulfillment, and customer communication, 

enhancing the supplier experience and mitigating their bargaining power. 

Examples of factors contributing to the moderate bargaining power of suppliers for Daraz 

Bangladesh include: 

o Supplier Diversity: Daraz works with a diverse range of suppliers, reducing dependency 

on any single supplier and giving the platform flexibility in negotiations. 

o Supplier Competition: Intense competition among suppliers vying for visibility on Daraz 

reduces the bargaining power of individual suppliers. 



 
 

o Platform Dependence: Many suppliers rely on Daraz to showcase their products and reach 

a larger audience, incentivizing them to offer competitive prices and terms. 

o Transparent Processes: Daraz provides sellers with tools and resources for efficient 

inventory management and order fulfillment, enhancing the supplier experience and 

mitigating their bargaining power. 

 

 

Figure 3.3: Porter’s Fiver Forces of Daraz Bangladesh 

c) Bargaining Power of Buyers (High) 

The bargaining power of buyers for Daraz Bangladesh in the e-commerce business in Bangladesh 

can be considered high. Several factors contribute to this high bargaining power, empowering 

buyers to influence pricing, product availability, and overall service quality on the platform. 
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One significant factor contributing to the high bargaining power of buyers is the abundance of 

choices available to them on Daraz Bangladesh. With a vast array of products from numerous 

sellers and brands, buyers have the flexibility to compare prices, read reviews, and make informed 

purchasing decisions. This abundance of options gives buyers the leverage to negotiate for better 

deals, discounts, or additional perks, especially during promotional events or sales campaigns. 

Moreover, the ease of switching between e-commerce platforms further enhances the bargaining 

power of buyers. With just a few clicks, buyers can explore alternative platforms offering similar 

products, potentially at lower prices or with better service terms. This ease of switching creates a 

competitive environment where platforms like Daraz must continuously strive to meet buyer 

expectations and differentiate themselves to retain customers. 

Additionally, buyers wield significant bargaining power through their feedback and reviews, 

which can influence other potential buyers' perceptions and future purchasing decisions. Negative 

reviews or complaints about product quality, shipping delays, or customer service issues can 

tarnish a seller's reputation and impact their sales performance on platforms like Daraz. As a result, 

sellers often prioritize customer satisfaction and may offer concessions or incentives to resolve 

issues and maintain positive feedback. 

Examples of buyer bargaining power on Daraz Bangladesh include: 

o Price Negotiation: Buyers may negotiate with sellers on Daraz for discounts or special 

offers, especially for bulk purchases or high-value items. 

o Product Reviews: Positive reviews and ratings from buyers can boost a seller's credibility 

and sales performance on Daraz, whereas negative reviews may deter potential buyers. 

o Competitive Pricing: Buyers can compare prices across different sellers and platforms on 

Daraz to find the best deals, putting pressure on sellers to offer competitive prices to attract 

customers. 

o Returns and Refunds: Buyers on Daraz have the option to return products and request 

refunds if they are dissatisfied with their purchases, providing them with a form of leverage 

in their interactions with sellers. 



 
 

d) Threat of Substitute (High) 

Daraz Bangladesh, as a leading e-commerce platform in the country, faces a notable threat of 

substitutes in the competitive landscape. The threat of substitutes refers to products or services that 

can potentially satisfy the same consumer needs as those offered by the company, albeit through 

different means or channels. In the context of Daraz Bangladesh, the threat of substitutes can be 

analyzed by considering alternative avenues through which consumers can fulfill their online 

shopping requirements. 

One significant substitute for Daraz Bangladesh is the emergence of other e-commerce platforms 

in the market. With the growing popularity of online shopping, numerous competitors have entered 

the Bangladeshi e-commerce scene, offering similar products and services. These platforms often 

provide comparable conveniences, such as a wide range of products, competitive pricing, and 

efficient delivery services. Additionally, some substitutes may specialize in specific niches or offer 

unique value propositions, further attracting segments of Daraz Bangladesh's target market. 

Moreover, the threat of substitutes extends beyond dedicated e-commerce platforms. Traditional 

brick-and-mortar stores, although facing challenges in the digital age, still serve as substitutes for 

consumers seeking immediate gratification or a hands-on shopping experience. While Daraz 

Bangladesh offers the convenience of online shopping, some consumers may prefer the tactile 

experience of visiting physical stores, especially for certain product categories like clothing, 

furniture, or electronics. 

Furthermore, social media platforms have emerged as potential substitutes for e-commerce 

platforms like Daraz Bangladesh. Many businesses, particularly small-scale entrepreneurs and 

independent sellers, leverage social media channels such as Facebook, Instagram, and WhatsApp 

to showcase and sell their products directly to consumers. These platforms offer a more 

personalized shopping experience and enable direct communication between sellers and buyers, 

potentially bypassing the need for intermediary e-commerce platforms. 

 

Considering these factors, it can be argued that the threat of substitutes for Daraz Bangladesh is 

moderate to high. While the platform enjoys significant market share and brand recognition, the 

presence of numerous competitors, traditional retail outlets, and alternative sales channels poses a 



 
 

considerable challenge. Daraz Bangladesh must continually innovate, differentiate its offerings, 

and enhance its value proposition to mitigate the threat posed by substitutes and maintain its 

competitive edge in the dynamic e-commerce landscape. 

e) Competitive Rivalry (High) 

Competitive rivalry in the e-commerce industry, particularly in Bangladesh, is characterized by 

intense competition among various players vying for market share and consumer attention. Daraz 

Bangladesh, as a prominent e-commerce platform in the country, faces significant competitive 

rivalry from both domestic and international competitors, indicating a high level of competitive 

intensity. 

One of the primary contributors to the high competitive rivalry is the presence of numerous e-

commerce platforms operating in Bangladesh. In recent years, the e-commerce sector in the 

country has witnessed rapid growth, attracting a multitude of players eager to capitalize on the 

expanding online consumer market. These competitors offer a diverse range of products and 

services, similar to those provided by Daraz Bangladesh, thereby intensifying rivalry in the 

marketplace. 

Moreover, the entry of international e-commerce giants into the Bangladeshi market has further 

escalated competitive pressures for Daraz Bangladesh. Companies such as Amazon, Alibaba, and 

eBay have made strategic investments and partnerships to establish their presence in Bangladesh, 

leveraging their global brand recognition, technological capabilities, and extensive resources to 

compete with local players like Daraz. This influx of formidable competitors heightens the 

competitive rivalry and underscores the need for Daraz Bangladesh to continually innovate and 

differentiate its offerings to maintain its market position. 

Additionally, the e-commerce industry in Bangladesh is characterized by aggressive marketing 

and promotional activities aimed at capturing consumers' attention and loyalty. Competitors 

frequently engage in price wars, promotional campaigns, and exclusive deals to attract customers, 

leading to heightened rivalry in terms of pricing strategies and customer acquisition efforts. 

Furthermore, the presence of alternative sales channels, including traditional brick-and-mortar 

retailers and social media platforms, contributes to the competitive landscape. These channels offer 



 
 

consumers alternative avenues for purchasing products, adding to the complexity of competitive 

dynamics in the e-commerce sector. 

In conclusion, the competitive rivalry facing Daraz Bangladesh is high, driven by the proliferation 

of e-commerce platforms, the entry of international competitors, aggressive marketing tactics, and 

the presence of alternative sales channels. To thrive in this fiercely competitive environment, 

Daraz Bangladesh must focus on differentiation, innovation, customer engagement, and strategic 

partnerships to maintain its competitive edge and sustain growth amidst intense rivalry in the e-

commerce industry. 

 

  



 
 

CHAPTER 04: INTERNSHIP EXPERIENCES 

4.1   Internship Experience at Daraz Bangladesh 

My internship experience at Daraz Bangladesh in the Digital Marketing Operations Department 

was a pivotal moment in my professional journey. During my tenure, I had the opportunity to 

immerse myself in the dynamic world of digital marketing within the context of one of 

Bangladesh's leading e-commerce platforms. This essay outlines my key responsibilities and 

duties, training opportunities, contributions to the digital marketing department, academic skills 

applied, and new professional skills developed during my internship. 

4.1.1   Key Responsibilities and Duties 

Throughout my internship, I was entrusted with a wide array of responsibilities aimed at supporting 

various digital marketing initiatives. These responsibilities included: 

 Market Research and Analysis: Conducting in-depth research and analysis to identify 

market trends, consumer behavior patterns, and competitor strategies. This involved 

utilizing various research methodologies, data analytics tools, and industry reports to gather 

actionable insights. 

 Campaign Development and Implementation: Assisting in the planning, execution, and 

optimization of digital marketing campaigns across multiple channels, including social 

media, email marketing, search engine optimization (SEO), and display advertising. This 

encompassed tasks such as content creation, ad copywriting, creative design, and campaign 

scheduling. 

 Social Media Management: Managing Daraz Bangladesh's social media accounts and 

engaging with the online community to foster brand awareness, customer engagement, and 

community building. This involved creating and curating content, responding to customer 

inquiries and feedback, and monitoring social media performance metrics. 

 Website Optimization: Collaborating with the web development team to optimize website 

content, user experience, and performance to enhance search engine visibility, organic 

traffic, and conversion rates. This included tasks such as keyword research, on-page 

optimization, metadata optimization, and A/B testing. 



 
 

 Data Analysis and Reporting: Analyzing campaign performance data, website analytics, 

and customer metrics to evaluate the effectiveness of digital marketing efforts and identify 

opportunities for improvement. This involved generating reports, creating dashboards, and 

presenting findings to stakeholders. 

4.1.2   Training Opportunities from Marketing Team  

During my internship at Daraz Bangladesh, I had access to a wide range of training opportunities 

aimed at enhancing my knowledge and skills in digital marketing. These training opportunities 

included: 

 On-the-Job Training: Learning from experienced professionals within the Digital 

Marketing Operations Department by shadowing their workflows, participating in team 

meetings, and observing real-world projects in action. 

 Workshops and Seminars: Attending workshops, seminars, and webinars conducted by 

industry experts and thought leaders on topics such as social media marketing, search 

engine optimization, content marketing, and data analytics. 

 Online Learning Resources: Accessing online learning platforms, tutorials, and courses 

to deepen my understanding of digital marketing concepts, tools, and best practices. 

Platforms such as Coursera, Udemy, and HubSpot Academy provided a wealth of resources 

on topics ranging from digital advertising to marketing analytics. 

4.1.3   Contribution to the Digital Marketing Department 

During my internship at Daraz Bangladesh, I made significant contributions to the Digital 

Marketing Department by actively participating in various projects and initiatives. Some of my 

key contributions included: 

 Campaign Optimization: Assisting in the optimization of digital marketing campaigns to 

improve performance metrics such as click-through rates (CTR), conversion rates, return 

on ad spend (ROAS), and cost per acquisition (CPA). This involved conducting A/B tests, 

refining targeting parameters, adjusting bidding strategies, and iterating on creative assets 

to maximize campaign effectiveness. 

 Content Creation: Contributing to the creation of compelling and engaging content for 

digital marketing campaigns, social media posts, blog articles, and email newsletters. This 



 
 

included writing persuasive copy, designing eye-catching visuals, and incorporating 

multimedia elements to enhance storytelling and audience engagement. 

 Data Analysis: Analyzing campaign performance data, and customer feedback to extract 

actionable insights and inform strategic decision-making. This involved using tools such 

as Google Analytics, Google Ads, Facebook Ads Manager, and Microsoft Excel to 

generate reports, create dashboards, and identify trends and patterns. 

 Collaboration and Communication: Collaborating with cross-functional teams, 

including marketing, sales, product development, and customer support, to align digital 

marketing efforts with broader business objectives. This involved communicating 

effectively, sharing insights and best practices, and coordinating workflows to ensure 

seamless execution of marketing initiatives. 

4.1.4   Academic Skills Applied to Digital Marketing Department 

My academic background in marketing provided a solid foundation upon which I could apply 

theoretical concepts to real-world scenarios within the Digital Marketing Department. Some of the 

academic skills I applied include: 

 Consumer Behavior: Leveraging my understanding of consumer behavior theories and 

models to analyze customer motivations, preferences, and decision-making processes. This 

helped me tailor marketing messages and strategies to resonate with target audiences and 

drive engagement and conversion. 

 Marketing Research: Applying research methodologies such as surveys, interviews, 

focus groups, and secondary data analysis to gather market intelligence, identify trends, 

and assess competitive landscapes. This enabled me to generate actionable insights that 

informed strategic marketing decisions and campaign optimizations. 

 Integrated Marketing Communications (IMC): Implementing integrated marketing 

communication strategies to ensure consistency and coherence across various marketing 

channels and touchpoints. This involved aligning messaging, branding, and creative assets 

to deliver a unified brand experience and reinforce key brand messages. 

 Marketing Analytics: Utilizing quantitative and qualitative analysis techniques to 

measure marketing performance, track key performance indicators (KPIs), and evaluate 

return on investment (ROI). This included interpreting data visualizations, conducting 



 
 

statistical tests, and drawing actionable conclusions to optimize marketing strategies and 

tactics. 

4.1.5   New Professional Skills Applied to Digital Marketing Department 

During my internship at Daraz Bangladesh in the Digital Marketing Operations Department, I 

acquired and applied a range of new professional skills that were essential for thriving in the fast-

paced world of digital marketing. These skills included: 

 Data Analysis: I learned to extract meaningful insights from complex datasets using tools 

like Google Analytics and social media analytics platforms. This skill enabled me to make 

informed decisions and optimize digital marketing strategies based on data-driven insights. 

 Creative Content Development: I honed my ability to create engaging and persuasive 

content for various digital channels, including social media, email marketing, and website 

content. This involved developing compelling copy, designing eye-catching visuals, and 

crafting multimedia content to capture audience attention and drive engagement. 

 Campaign Optimization: I gained proficiency in optimizing digital marketing campaigns 

to improve performance metrics such as click-through rates, conversion rates, and return 

on investment. This included conducting A/B testing, refining targeting parameters, and 

adjusting bidding strategies to maximize campaign effectiveness. 

 Cross-functional collaboration: I learned to collaborate effectively with cross-functional 

teams, including marketing, sales, product development, and customer support, to align 

digital marketing efforts with broader business objectives. This involved clear 

communication, sharing insights and best practices, and coordinating workflows to ensure 

seamless execution of marketing initiatives. Overall, these new professional skills were 

instrumental in my contributions to the Digital Marketing Operations Department at Daraz 

Bangladesh. 

 

  



 
 

CHAPTER 05: FINDINGS, RECOMMENDATIONS & 

CONCLUSION 

5.1   Findings of the Study 

In the fiercely competitive landscape of Bangladesh's e-commerce industry, Daraz Bangladesh has 

emerged as a prominent player. However, amidst its successes, the company faces notable 

challenges stemming from marketing weaknesses. These challenges encompass reducing 

overreliance on discounts, enhancing brand differentiation, addressing high customer acquisition 

costs, improving personalization and targeting, and overcoming technological constraints.  

a) Reducing Overreliance on Discounts and Promotions 

Reducing overreliance on discounts and promotions poses a significant challenge for Daraz 

Bangladesh's marketing strategy. While discounts and promotions can drive short-term sales, they 

may erode profit margins and dilute brand value over time. Daraz's frequent sales events, such as 

"11.11 Sale" and "Big Friday Sale," may condition customers to expect discounts, undermining 

the perceived value of products. Excessive discounting can lead to lower profitability outside of 

promotional periods. This reliance on discounts can impact Daraz's business growth by 

diminishing brand perception and loyalty, reducing profitability, and hindering sustainable 

revenue generation. 

b) Enhancing Brand Differentiation 

Enhancing brand differentiation poses a critical challenge for Daraz Bangladesh in the fiercely 

competitive e-commerce landscape. With numerous players vying for market share, Daraz must 

articulate its unique value proposition to stand out. However, limited brand differentiation may 

lead consumers to perceive Daraz as just one among many options, hindering brand loyalty and 

preference. For instance, without clear communication of its strengths, Daraz may struggle to 

command premium pricing or build long-term relationships with customers. This lack of 

differentiation can impact Daraz's business growth by limiting its ability to attract and retain 

customers, thereby impeding revenue generation and market expansion. 



 
 

c) Addressing High Customer Acquisition Costs 

Addressing high customer acquisition costs presents a significant challenge for Daraz Bangladesh 

in the competitive e-commerce landscape. With rising advertising expenses and intense 

competition, acquiring new customers through digital marketing channels can be expensive. For 

example, Daraz may need to allocate significant budgets for paid advertising campaigns on 

platforms like Facebook and Google to attract new users and drive traffic to its platform. These 

high acquisition costs can strain Daraz's marketing budget and impact profitability in the long run. 

Furthermore, the inability to efficiently acquire new customers can hinder business growth by 

limiting revenue expansion and market reach. 

d) Improving Personalization and Targeting 

Improving personalization and targeting presents a critical challenge for Daraz Bangladesh in 

enhancing the effectiveness of its marketing efforts. Despite collecting vast amounts of customer 

data, Daraz may struggle to analyze and utilize this data effectively to deliver personalized 

experiences and targeted messaging. For example, sending generic promotional emails to the entire 

subscriber list without segmenting users based on their preferences or behavior may lead to lower 

engagement rates and missed opportunities for conversion. This lack of personalization can impact 

Daraz's business growth by limiting its ability to engage and retain customers effectively, thereby 

hindering revenue generation and market expansion. 

5.2   Recommendations 

By addressing these challenges will require a strategic and concerted effort from Daraz 

Bangladesh's marketing team, supported by investments in technology, talent, and strategic 

partnerships. By tackling these challenges head-on and implementing proactive solutions, Daraz 

can strengthen its position in the competitive e-commerce landscape and drive sustainable growth 

in the long term. Some of the recommendations have been provided below: 

a) To overcome the challenge of overreliance on discounts and promotions, Daraz 

Bangladesh can implement several strategic initiatives. Firstly, the company should 

diversify its promotional strategies by offering value-added services, such as free shipping, 

extended warranties, or loyalty rewards, to incentivize purchases without solely relying on 

discounts. Additionally, Daraz can focus on building brand loyalty through personalized 



 
 

communication, exclusive product launches, and targeted marketing campaigns aimed at 

nurturing long-term customer relationships. Furthermore, the company could introduce 

dynamic pricing strategies that emphasize value rather than price, such as bundling 

complementary products or highlighting unique features. Moreover, Daraz should conduct 

regular analyses of its pricing and promotional strategies to identify areas for optimization 

and adjustment. By implementing these strategies, Daraz Bangladesh can reduce its 

reliance on discounts, enhance brand perception and loyalty, and drive sustainable growth 

in the competitive e-commerce market.  

b) To address the challenge of enhancing brand differentiation, Daraz Bangladesh can 

implement various strategic initiatives. Firstly, the company should conduct a 

comprehensive analysis of its strengths, unique selling points, and competitive advantages 

to clearly define its value proposition. This involves identifying key differentiators such as 

product variety, quality, customer service, or innovative features. Next, Daraz can 

communicate these strengths effectively through targeted marketing campaigns, brand 

messaging, and storytelling to resonate with its target audience and differentiate itself from 

competitors. Additionally, the company could invest in experiential marketing initiatives, 

such as interactive shopping experiences or exclusive events, to create memorable brand 

experiences and foster emotional connections with customers. Moreover, Daraz should 

continuously innovate and evolve its product offerings and services to stay ahead of market 

trends and meet evolving customer expectations. By implementing these strategies, Daraz 

Bangladesh can enhance brand differentiation, foster brand loyalty, and drive sustainable 

growth in the competitive e-commerce landscape. 

c) Daraz Bangladesh can implement several strategic initiatives to address the challenge of 

high customer acquisition costs. Firstly, the company should optimize its digital marketing 

efforts by focusing on channels with high return on investment (ROI) and targeting specific 

customer segments more effectively. For instance, Daraz could leverage data analytics to 

identify and prioritize high-value customer segments and tailor marketing campaigns 

accordingly. Additionally, the company could explore alternative acquisition channels, 

such as influencer partnerships, referral programs, or affiliate marketing, to diversify its 

acquisition efforts and reduce reliance on paid advertising. By optimizing acquisition 



 
 

strategies and diversifying channels, Daraz can reduce customer acquisition costs and drive 

sustainable growth in the competitive e-commerce landscape. 

d) To overcome the challenge of improving personalization and targeting, Daraz Bangladesh 

can implement data-driven strategies to enhance customer engagement. Firstly, the 

company should leverage advanced data analytics tools to segment its audience based on 

preferences, behavior, and demographics. For instance, Daraz could analyze purchase 

history and browsing patterns to tailor product recommendations and promotional offers to 

individual customers. Additionally, implementing dynamic content personalization on the 

website and mobile app can create a more personalized shopping experience. Furthermore, 

utilizing marketing automation platforms can enable Daraz to send targeted emails and 

notifications based on customer interactions. By prioritizing personalization, Daraz can 

improve customer engagement, drive conversion rates, and foster business growth. 

5.3   Conclusion 

In conclusion, the examination of Daraz Bangladesh's digital marketing strategies within the 

context of an academic internship report provides valuable insights into the dynamic e-commerce 

landscape. Daraz's innovative approaches, such as personalized targeting, diversified promotional 

tactics, and strategic customer acquisition, underscore the importance of adaptability and data-

driven decision-making in navigating the competitive market. By leveraging advanced analytics 

and technological tools, Daraz has been able to enhance customer engagement, drive revenue 

growth, and strengthen its position as a market leader in Bangladesh's e-commerce industry. 

Moreover, Daraz's emphasis on brand differentiation and customer-centricity highlights the 

significance of understanding consumer preferences and market dynamics. Through initiatives like 

exclusive product launches, experiential marketing campaigns, and targeted communications, 

Daraz has successfully differentiated itself from competitors and fostered long-term customer 

relationships. These strategies not only enhance brand loyalty but also contribute to sustainable 

business growth in the digital age. 

Furthermore, Daraz's continuous efforts to optimize its digital marketing channels and invest in 

technological infrastructure demonstrate a commitment to staying ahead of industry trends and 

meeting evolving customer expectations. By embracing innovation and experimentation, Daraz 



 
 

remains well-positioned to capitalize on emerging opportunities and overcome future challenges 

in the rapidly evolving e-commerce landscape. 

Overall, the study of Daraz Bangladesh's digital marketing strategies offers valuable lessons and 

practical insights for aspiring marketers and industry professionals. By applying these learnings 

and adopting a customer-centric approach, organizations can drive meaningful engagement, foster 

brand loyalty, and achieve sustainable success in the competitive digital marketplace. 

 

  



 
 

References 

 

Chaffey, D. &.-C. (2019). Digital Marketing: Strategy, Implementation and Practice. Pearson. 

Clarke, A. (2022). SEO: Learn Search Engine Optimization with Smart Internet Marketing 

Strategies. Retrieved from Moz's Beginner's Guide to SEO: https://moz.com/beginners-

guide-to-seo 

McDonald, J. (2023). Social Media Marketing Workbook: How to Use Social Media for Business. 

Retrieved from Hootsuite Social Media Blog: https://blog.hootsuite.com/ 

Pulizzi, J. (2023). Content, Inc.: How Entrepreneurs Use Content to Build Massive Audiences and 

Create Radically Successful Businesses. Retrieved from Content Marketing Institute : 

https://contentmarketinginstitute.com/ 

Ryan, D. &. (2009). Understanding Digital Marketing: Marketing Strategies for Engaging the 

Digital Generation. Kogan Page. 

Smith, P. R. (2016). Marketing Communications: Integrating Offline and Online with Social 

Media. Kogan Page. 

Strauss, J. &. (2017). E-Marketing. Routledge. 

Todd, P. M. (2023). Ultimate Guide to Pay-Per-Click Advertising. Retrieved from Google Ads 

Help Center: https://ads.google.com/intl/en_us/home/resources/ 

White, C. S. (2023). Email Marketing Rules: A Step-by-Step Guide to the Best Practices that 

Power Email Marketing Success. Retrieved from HubSpot Email Marketing Blog: 

https://www.hubspot.com/email-marketing 

 

 


