Internship Report
On
E-commerce Grocery Business - A Case Study on Chaldal Limited
This report is submitted to the School of Business and Economics, United International University as a partial requirement for the degree fulfillment of Bachelor of Business Administration.

Submitted To
`Md. Kaium Hossain
Assistant Professor
School of Business and Economics
                                                           
                                                      Submitted By 
                                               A S M Samiul Islam 
ID: 111 161 259

Bachelor of Business Administration (BBA) 
[image: ]


UNITED INTERNATIONAL UNIVERSITY 
Date of Submission: June 1, 2022


[image: ]







E-commerce Grocery Business - A Case Study on Chaldal Limited




                                                                   


[bookmark: _Toc105271481]Letter of Transmittal
June1, 2022                                                                                                                                 
Md. Kaium Hossain
Assistant Professor 
School of Business & Economics 
United International University 
Satarkul, Madani Avenue
Dhaka.

Subject: Submission of Internship Report.

Dear Sir,
With due respect, I am ASM Samiul Islam, a BBA student at United International University. I would like to inform you that, by the grace of Almighty Allah and your assistance, I have finished the internship report under your supervision. I am pleased to submit the intern report titled “E-commerce Grocery Business - A Case Study on Chaldal Limited.” In Chaldal Limited, I had great working experience as it showed the difference between real and theoretical work.

Therefore, I would like to express my gratitude for all of your advice and directions. I hope you will find the report up to your expectations since I tried my level best to put the best effort into preparing this report.

Yours obediently,                                 
ASM Samiul Islam 
ID: 111161259
Bachelor of Business administration 
United International University 
[bookmark: _Toc105271482]Acknowledgement

First of all, I am very thankful to almighty Allah for giving me enough strength to work on this report. When I was working on this report, I lost two very special people in my life, and mentally I was broken down. I thought that I would never be able to complete this report, so I needed to assemble all of my mental capacity to work on it. I want to give special thanks to my honorable supervisor Mr. Md. Kaium Hossain, Assistant Professor in School of Business & Economics at United International University. He supported me on this journey and tried to motivate me the entire time, and he kept communicating with me about my condition and mental status. If he doesn't give me enough support, it will be impossible for me to complete it. My family and friends were also very supportive, and my friends reminded me that I needed to finish this because my graduation would be incomplete without it. Finally, I'd like to thank everyone who supported me throughout this journey.

                                                                      














[bookmark: _Toc105271483]Declaration of the Student


I, A S M Samiul Islam, hereby declare that the intern report is my original work, except for quotations and citations that have been properly acknowledged. The report on “E-commerce Grocery Business - A Case Study on Chaldal Limited” has been prepared for my internship program. I also declare that this report has not been submitted previously or concurrently for any other degree at United International University or other institutions.

ASM Samiul Islam 
ID: 111161259
BBA Program, Major in Marketing
School of Business and Economics 
United International University 












iii

[bookmark: _heading=h.gjdgxs]Table of Contents
                                                        
Letter of Transmittal	i
Acknowledgement	ii
Declaration of the Student	iii
Executive Summary	1
1.1	Background of the Report	3
1.2	Origin of the Report	4
1.3 Objective of the Report	4
1.4 Limitations of the Report	5
CHAPTER TWO: COMPANY AND INDUSTRY PREVIEW	6
2.1 Overview and History	7
2.2 Vision and Mission	8
2.3 Organizational Structure	8
2.4 Departmental Activities	10
2.5 SWOT Analysis of Chaldal Limited	13
Strengths of Chaldal Limited	13
2.6 Specification of the industry	15
2.7 Size, Trend and Maturity of the industry	17
2.8 Barriers to entry	20
2.9 Threats of Substitutes	21
2.10 Industry Rivalry	22
Chapter Three: Methodology	23
3.2 Research Design	24
3.3 Data Collection	24
Chapter Four: Analysis and Findings	25
4.1 Market of Chaldal Limited	26
4.2 Segment of the market	27
4.3 Targeting	30
4.4 Positioning	30
4.5 Marketing Activities of Chaldal Limited	31
4.6 Findings	36
Chapter Five: Internship Experience	37
5.1 Position Duties and Responsibilities	38
5.2 Contribution to the departmental functions	38
5.4 Applications of academic knowledge	39
Chapter Six: Conclusion and Recommendations	40
6.1 Conclusion	41
6.2 Recommendations	41
 Intern Completion Letter……………………………………………………………………………….42



	



[bookmark: _Toc105271484]Executive Summary

[bookmark: _GoBack]During COVID-19, consumers worldwide turned to e-commerce to get their food, and many will continue to do so for years. E-commerce grocery is going to be the next corporate upheaval in Bangladesh. The report titled “E-commerce Grocery Business - A Case Study on Chaldal Limited “has been prepared to fulfill the internship program, which is also a requirement to complete the BBA program. This report consists of six chapters titled introduction, company and industry preview, methodology, analysis and findings, internship experience, and conclusion and recommendations. The primary purpose of this report is to analyze the business and marketing activities of Chaldal Limited. Secondary data has been used in this descriptive study. According to the analysis, Chaldal Limited offers a variety of grocery items, and they have a variety of product lines. Chaldal Limited is aimed at young, busy people, especially those who do not have time to prepare their meals. Chaldal Limited should open their branches all over the country. Chaldal Limited needs to obtain a growing number of quality certificates to increase client trust and confidence. Chaldal Limited needs to regularly be aware of consumer behavior to tailor its products to its target market. Thus, the report's findings will offer information into Bangladesh's fast-growing e-commerce grocery business.


Key Words: E-commerce; grocery business; Chaldal Limited; Bangladesh.









Chapter One: Introduction















                                                             



[bookmark: _Toc105271485]Background of the Report   
As we all know, e-commerce has become the most popular business model in recent years. Every form of business is starting to move forward with their business as E-commerce. Thus, we can nearly undoubtedly state that E-commerce will be a significant factor in maintaining the business world, and those unable to deal will be put at a disadvantage. We do see significant growth in E-commerce in Bangladesh in recent times, changing the landscape of business. With their razor-sharp business model and quicker response to changing situations, we found that chaldal Limited dominates the competition among all e-commerce businesses. This also shows that e-commerce does have the capacity to become the next corporate upheaval in Bangladesh. 

E-commerce is a fast-growing platform in Bangladesh in recent times, so there is a lot of technical and non-technical work that is highly involved here, like setting up the IT infrastructure, developing it, and the physical structure. As this platform is different from the traditional ones, they need to focus on the target group where they need some new strategy to acquire them and sustain them in the competition. People of Bangladesh are now leading a very fast life, and it will be faster, so there will be significantly less time for doing their grocery shopping, especially those who are living in towns to manage time to do the grocery shopping, so online grocery shopping is their only hope here where e-commerce grocery is offering that support.











[bookmark: _Toc105271486] Origin of the Report 

Academic programs alone are insufficient to prepare individuals for real-life situations. A student may become an expert in real-life situations and handle them flawlessly by accumulating practical knowledge. An internship report is required to complete the BBA program. The primary goal of this internship is to provide the student with "on-the-job" experience/exposure and an opportunity to apply theoretical knowledge in real-world business situations. The report, titled “E-commerce Grocery Business - A Case Study on Chaldal Limited," is based on my internship work experiences. I prepared my internship report under the supervision and guidance of Md. Kaium Hossain, Assistant Professor School of Business and Economics at United International University.
[bookmark: _Toc105271487]1.3 Objective of the Report
1.3.1 Broad Objective
· To know the business and marketing activities of chaldal Limited.
1.3.2 Specific Objectives
· To know the organizational activities of chaldal Limited.
· To know about the marketing practices of chaldal Limited. 
· To make some recommendations on existing marketing practices of chaldal Limited.








[bookmark: _Toc105271488]1.4 Limitations of the Report

I have faced some difficulties while making this report that may be termed as the study's limitations.
· There was a lack of secondary information to make the report more informative.
· There was a lack of time to get all the information about AIBL.
· Lack of co-operation by the supervisors for their busy schedules is also a constraint for this report.
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[bookmark: _Toc105271490]2.1 Overview and History 
Chaldal Limited is a Dhaka-based internet store with locations in Narayanganj, Chattogram, and Jashore. Chaldal Limited feels that fellow Dhaka residents' time is valuable, and that they should not have to waste hours in traffic, suffer bad weather, or queue simply to purchase eggs! This is why chaldal Limited delivers to its clients' doorsteps on a daily basis throughout Dhaka.

Chaldal Limited is still evolving, and they plan to improve over time. Chaldal Limited is a staunch believer in leveraging technology and education to develop Bangladesh, and they will continue to put up every effort to push technology's limits.

They are also very eager to get ideas to develop; their service quality, so anyone with a bright idea to improve their service is always welcome there. 

[bookmark: _Toc105271491]2.2 Vision and Mission

Vision: The vision is to Spread the business internationally and provide the best possible service with low cost


Mission: The mission of chaldal Limited is to have a resourceful stock of low price quality full products and deliver it within the promised time frame. 






[bookmark: _Toc105271492]2.3 Organizational Structure 

The hierarchical leadership layout of an organization's lines of authority, communications, rights, and responsibilities. Organizational structure governs the distribution, control, and coordination of roles, powers, and responsibilities, as well as the flow of information between management levels.

The structure is determined by the company's objectives and goals. In a centralized organization, the top layer of management has the bulk of decision-making authority and tight control over departments and divisions. Decentralization distributes decision-making power, and departments and divisions may have varied degrees of autonomy..

Chief operating officer, Executive Director, and other directors report to the chief executive officer, who is the organization's top leader. ED causes a slew of department heads and directors to fall between the cracks. All department heads are accountable for each department in the Account/Finance Department, Sales/Marketing Department, Service Department, and Parts Department are the departments that make up the HR department. An organizational chart depicts Chaldal Limited organizational structure.











The Organogram 

[image: ]

[bookmark: _Toc105271493]2.4 Departmental Activities  

Marketing Department 

To establish a brand marketing department leads a major role. A company's marketing department is its lifeblood; without it, the organization would expire. Human resources, finance, and information technology are all heavily reliant on the marketing department. The marketing department serves as the organization's 'face,' providing that with a distinct identity. Through various operations such as advertising, advertising, distribution, and research, it plays a vital role in producing sales and revenue for the company. It helps to establish the company's image and so reach out to potential customers and product offerings.


In chaldal Limited the marketing department is leading by a Marketing director who leads all the division and subdivision of the marketing department. There is a Deputy Director and an Assistant director who leads the offline marketing. There are few managers for different functions and the managers have some executives. Chaldal Limited do their marketing in both online and offline platforms. 


HR Department 
Chaldal Limited HR department aspires to provide a positive work environment that encourages creativity, innovation, and productivity. They understand that if these things are successfully implemented, they will be able to attain dynamic business excellence. Human resources are a company's most valuable and vital resource.

As a result, human resource training is essential in order to prepare them for a competitive market. Chaldal Limited considers their training activities and provides the necessary support to help human resources expand their knowledge and abilities. They meet on a regular basis to practice group interaction and leadership meetings. They also ensure a pleasant working atmosphere in order to maximize an employee's potential.

Operation Department 
The Operation Department is the most powerful and the strategically most important department in chaldal Limited. By this operation Department chaldal Limited mainly provide the service they promised. All the additional departments work to facilitate the operation department. 
All the employees in this department work so hard all day and night to provide a good service to the customers. The promotional campaign runs and order count is raised. This is when the department faces all the pressure and trouble to give customers the promised service. 
The operation department is led by the director of operations and he has 2 deputy directors. Under each deputy directors there are 4 assistant directors and under each Assistant director there are 6 branch managers. Branch managers are the highest ranking officers in a Branch. Under the BM He may or may not have an assistant manager and have 10 executives and more than 60 workers.

Accounts Department 

In chaldal Limited everyday there are thousands of transactions happening everyday so to have a track on all the transactions and calculate them properly a very organized and expert accounts department is working every day with a high level of accuracy.

In this department there is an accounts director and under him he has a deputy director and an assistant director, a manager and 55 cashiers running this specialized department. The Director of Accounts is called as head of treasurer. 

Tech Department 
The Tech department is one of the most vital departments in Chaldal Limited. The website, the app and all the databases are controlled by this department. As chaldal Limited is 100% online and tech based so this department has to be active 24/7 and if any disruption occurs then solve the issue with the shortest possible time. 

This department controls Chaldal Limited database line Hr and employee related information, order and customer related information and most importantly all the transactions happen in chaldal Limited.


[bookmark: _Toc105271494]2.5 SWOT Analysis of Chaldal Limited 

Right now Chaldal Limited is the top leading company in Bangladesh and right now the organization has already served the customers with more than 7 million shipments, so we can certainly say that now no E- commerce organization is near to competition in this e-commerce marketplace for grocery industry in Bangladesh.
[bookmark: _Toc105271495]Strengths of Chaldal Limited 

Ruler in this industry:  Now this time Chaldal Limited is working as the leading brand in this platform and the exponential growth with a very good service quality and most of the people who are familiar with the online platform knows about chaldal limited very well. 

Huge Employee Force:  Chaldal Limited now has a really huge number of employees around 4000 and recruiting more so any kind of operational pressure can be handled by this huge man force and with a strong management team. They are also required to have more skilled manpower as well. 

Availability across the country: chaldal Limited is expanding their business across the country. Now they are not only in Dhaka but also in Chittagong, Narayangonj, Jasher, Khulna, Sylhet and also planning to move all the divisions around the country, so it can be said that now this is the most available online grocery shopping solution in Bangladesh. 
[bookmark: _heading=h.1ksv4uv]Powerful Internal communication channel:  Chaldal Limited has a very good internal communication system. Chaldal Limited not only depends on conventional communication methods but also developed their own software, apps and online base communication protocol for their internal communication and support decision making, Chaldal Limited call it Protocol and the pieces of communication are called as ticket. Every ticket in protocol has a own and unique serial no which works as reference for ant father decision making or any kind of information these tickets are contained with text images and videos. Tickets are very secure and encrypted for end to end users and only authorized persons can access the tickets with limit of the authorization he or she has in the tickets. 

Weaknesses of Chaldal Limited 

Lack of skilled Human resource: As E commerce requires a particular set of skills where both tech and human labor is equally important here Chaldal Limited is having some issues to have this kind of proper skilled human resources so sometimes the position needs to remain vacant.

Opportunities of Chaldal Limited 

 Huge supplier group:  As the expansion is so big and growing so fast with the depth          
distribution. Suppliers from across the country are willing to give chaldal Limited their products so chaldal limited has a wide range of product variants with more that 8000 variants. To get a continuous supply of fresh vegetables, it developed its own vegetable network named Chaldal Limited vegetable network which ensures a regular supply of fresh vegetables and fruits. 
Availability across the country: chaldal Limited is expanding their business across the country. Now they are not only in Dhaka but also in Chittagong, Narayangonj, Jasher, Khulna, Sylhet and also planning to move all the divisions around the country, so it can be said that now this is the most available online grocery shopping solution in Bangladesh. 
Few competitors: Chaldal Limited is now having only a few competitors in the marketplace and most of them are not strong enough to have a fight with them, at least not now. 
The Internet is now accessible to most of the people:  Chaldal Limited is mostly based on an online platform and now most of the people in Bangladesh have access to the internet so it is a very good opportunity, so if Chaldal Limited wants it can reach most of the people in Bangladesh. 

Threats of Chaldal Limited 

Traffic Jam: Traffic jam is a serious problem to maintain the service quality as Chaldal Limited is offering a 1 hour and also thirty minutes service so due to traffic jams sometimes it becomes so difficult to maintain the service quality. 

Trust issue of some online users: As some E-commerce companies created some bad vibes around the country due to corruption and some other bad issues, some customers have negative thoughts about the E commerce industry. 

[bookmark: _Toc105271496]2.6 Specification of the industry 

Nowadays E - commerce is the fastest growing industry in Bangladesh. In recent years we have seen that so many E commerce companies have started their business. Some of them are really doing well and some of them are struggling and some of them are now out of the field.
Ecommerce, often referred to as electronic commerce or online commerce, is the purchasing and selling of products and services through the internet, as well as the financial and data transfers required to complete these transactions. Ecommerce is frequently used to refer to the online sale of real goods, but it ma y also apply to any type of economic transaction that is made possible by the internet. While e-business encompasses all elements of running an online firm, ecommerce focuses on the exchange of products and services.
The first ever online transaction in the world took place on August 11, 1994, when a guy sold a CD by the band Sting to a friend using his website Net Market, an American retail platform. This is the first instance of a consumer purchasing a product from a business through the Internet, or "ecommerce" as it is currently known. Since that day, ecommerce has progressed to make it simpler to find and buy things through online shops and marketplaces. Independent freelancers, small enterprises, and huge organizations have all profited from ecommerce, which allows them to offer their products and services on a larger scale than conventional offline shopping.

Types of Ecommerce Models
Business to Consumer (B2C)
When a company offers a product or service to a single customer. Example: buying cat food from chaldal Limited.

Business to Business (B2B)
When a company offers a product or service to a single customer. Example: When a company sells a product or service to another company.

Consumer to Consumer (C2C)
When a person sells a product or service to another person. For instance, suppose you sell your old furniture on Bikroy.com to a different client.

Consumer to Business (C2B)

When a person sells his or her own goods or services to a company or organization. For example, an influencer may charge a fee for visibility to their online followers, or a photographer may license a shot for commercial usage.






[bookmark: _Toc105271497]2.7 Size, Trend and Maturity of the industry 


[image: ]
Size : 
In 2022, the worldwide ecommerce industry is estimated to reach $5.55 trillion. This figure is expected to rise in the future years, indicating that borderless ecommerce is becoming a viable business model for online businesses.

Only 17.8% of sales were earned via internet transactions two years ago. In 2022, that percentage is predicted to rise to 21%, representing a 17.9% gain in ecommerce market share in only two years. Growth is predicted to continue, with a target of 24.5 percent by 2025, a 6.7 percentage point gain in only five years.


[image: ]

According to a German research organization, Bangladesh's e-commerce business is presently worth $1.6 billion and will quadruple to $3 billion by 2023 as a result of the government's digital foundation and a youthful and tech-savvy populace.

According to Statista, an online statistics platform that makes data gathered by market and opinion research organizations and generated from the economic sector and government statistics public, Bangladesh is ranked 46th in the world in terms of e-commerce revenue.























Trend 

[image: ]

With each passing year, ecommerce and its trends in Bangladesh are growing more and more popular. Bangladeshi e-commerce companies have realized the need of implementing the latest trends into their app development platforms in recent years. In recent years, customer reliance on online shopping applications has expanded tremendously in our nation. Despite the epidemic, the majority of individuals continue to shop on major e-commerce sites in their leisure time.

In Bangladesh, people are having difficulty using e-commerce platforms. In Bangladesh, products are delivered to clients' homes using online shopping platforms. Without a doubt, by embracing novel trends both during and after the COVID-19 outbreak, the Ecommerce industry will continue to develop at a rapid pace for the foreseeable future.






Maturity 
The first-ever E-commerce Company in the world was E-commerce in 1969, so in the business world, E-commerce is more than 5o years old, so in the developed countries, it is not a new concept for developing countries. Bangladesh Bank permitted online payment in 2009, and the usage of debit and credit cards for online payment was approved in 2009. Bangladesh Bank approved debit and credit cards for online payment in 2013. Chaldal Limited is the First ever e-commerce Company in Bangladesh, and the age of Bangladeshi Ecommerce is nine years, so it's still a child and needs to go far long.

[bookmark: _Toc105271498]2.8 Barriers to entry 

Economies scale: The decrease in operating costs as a result of increased output volume is the problem of setting up an E commerce in Bangladesh. Few startups are trying but those are still in a struggling stage.

Product differentiation: as a result of efficient communication of the product's benefits to the target market, the product's brand strength

Capital requirements:  financial resources necessary to run the company
Costs of switching: one-time fees incurred by the buyer when switching to a different product

Access to distribution channels:  Is there a single company that controls them all, or are they all open? Here chaldal limited has done some excellent job by developing their own distribution channel and also developed its own logistics department.

Cost disadvantages that are not scale dependent: when a corporation has advantages that the competitors can't match, such as exclusive technology.

Government policy: Government regulations, such as licensing requirements, have been imposed on the market.

[bookmark: _Toc105271499]2.9 Threats of Substitutes

Buyers' proclivity to make substitutions: The willingness of customers to examine different suppliers is referred to as buyer propensity to substitute. In Bangladesh people tend to try on different E - commerce companies. 

Substitutes' relative price performance: The relative price performance of substitutes is the difference between the cost of replacements for your item and the cost of your output. As the price gap widens, the competitive danger intensifies. 

Costs of switching buyers: The expenditures a consumer incurs as a result of switching brands or goods are known as switching costs. Financial, psychological, effort-based, and time-based switching costs are all possible.

The degree to which customers believe products differ: Differentiation refers to how people consider a product or service to be superior. Differentiation can exist in the real world or in the minds of people. For example, even after the competition has functionally matched a business that is first to market with a new technology is viewed as more advanced.






[bookmark: _Toc105271500]2.10 Industry Rivalry 

The degree of competition level between companies in the same field of work is known as competitive rivalry. Competitive rivalry can be beneficial to all firms involved since it drives customer experience innovation while also discouraging customers from paying higher prices. Right now in Bangladesh some E- commerce organizations like ChaldalLimited, Daraz are becoming giants, so if any new organization wants to enter into the market it will not be so easy to start in the market. 

In Bangladesh still now industry rivalry is not so high. Even though some major organizations are rising like ChaldalLimited and Daraj, there also has scope to increase in this field as the major competitors are few. Unequal size among competitors also refers that there have so many scope to grow in this field as the size of the competitors are very unequal , like in every trade only a few organizations are a bit big in size like in grocery Chaldal Limited  is the biggest, for electronics Daraz is the Biggest. The growth rate in this industry is very fast now so many entrepreneurs are entering this market with innovative ideas and some of them are really growing so fast.

The blessing fact for this industry in Bangladesh is the fixed cost is very low. Most of the organization doesn't even have any physical office space, some of them have some warehouses and the rent cost is very reasonable. In this industry products are really differentiated like Chaldal Limited is for grocery products and Daraz is for electronics items. Here comes the most important part which is called brand loyalty. Even Though there are so many options for the customers, most of them are loyal to a specific brand for a specific product or service. Sometimes in this industry the cost of switching is so high. So most of the time customers don't switch frequently. Most of the businesses are not still strategically diverse so there is a great scope to improve in this sector very rapidly by taking some strategic decisions. In Bangladesh most of the E- commerce are not production oriented so there is no way that there could be any excess production capacity which is also a very good sign for someone who is planning to start a E - commerce business here. 

















[bookmark: _Toc105271501]Chapter Three: Methodology











3.1 Introduction
The processes or strategies used to find, select, process, and analyze information on a topic are referred to as research methodology. The methodology portion of a research article helps the reader to critically examine the study's overall validity and dependability.
[bookmark: _Toc105271502]3.2 Research Design
Here in this report I followed the descriptive research where I used mostly the secondary data though some primary data has also been considered in the report. Descriptive research would be a sort of study that is used to characterize a population's characteristics. It gathers information that is used to answer a variety of what, when, and how inquiries about a certain population or group.
[bookmark: _Toc105271503]3.3 Data Collection 
There are both primary and secondary sources.
Primary sources
. During my job responsibilities, I gained knowledge from practical experience, conducted interviews with my supervisors who were directly monitoring the company's marketing efforts. My direct supervisors who were in charge of the company's marketing activities.
. By talking with many vendors, I was able to gain information.

Secondary sources
. Information was gathered from company websites.
. Information was gathered through the companies' journal articles, as well as brushers and notebooks.
.  Also from the admin online admin by which I used to work.







[bookmark: _heading=h.dmcq7ytejqa4][bookmark: _heading=h.sbqehbbsxfz6]
[bookmark: _heading=h.ehp6x5vcds8d][bookmark: _Toc105271504]Chapter Four: Analysis and Findings










[bookmark: _heading=h.dm7yf58kd73a][bookmark: _Toc105271505]4.1 Market of Chaldal Limited
We all know that when multiple people come across a place to exchange their goods or services that place is called a market. Here the parties mean the buyers and sellers. The market could be in many forms Like physical retail stores, where physical interaction happens between customers and sellers. Online platforms also could be a marketplace where the physical interaction is skipped and rated consumers can visit there anytime from anywhere. 
Chaldal Limited runs their business in both Physical and online marketplaces. Chldal has its physical store in Chittagong Ukhia beside Rohingya Camp and Rohings can purchase their daily necessaries with the punch card provided by UN. From this physical outlet the Buyer and the seller have direct physical interaction. For the Online platform Chaldal Limited has its own website and 8500+ varieties of produs are there and customers just have to choose the products and set the location the products will be delivered at their location within the 1 hour slot. 
Chaldal Limited mainly focuses on a busy customer group and who doesn’t want to go to the physical shops and markets. Though it initially targeted only the busy people and now Chaldal Limited has targeted almost every category of people. As they are in the grocery business and every household requires it. Here almost every family has a Smartphone and an internet connection so they can order their necessary groceries from the website or application. And for those who don't have access to the internet they can also place orders by calling the Chaldal Limited office. Chaldal Limited has their physical store in Cox bazar and Tangil from where customers can directly go to the stores and can collect the necessary goods they need. So here they are following an almost omni channel strategy to reach the customers.



[bookmark: _Toc105271506]4.2 Segment of the market

Segmentation
Market segmentation is a process by which the target group is divided in individual portions based on some specific characteristics. Market segmentation plays an important role in a business, because when a business comes into contact with the specific segment who have to serve, only then the business can run their business purposefully. So here segmentation is a very vital part if any mistake happens in dividing the segmentation the whole operation will be meaningless.
In business there are mainly four type of segmentation, which are  
1) Demographic segmentation.
2) Psychographic segmentation.
3) Behavioral segmentation.
4) Geographic segmentation.

Demographic segmentation
Demographic segmentation is the most basic market segmentation strategy, and it is based on specific criteria such as age, gender, and income. In marketing research, demographic factors such as age, sex, gender, religion, and educational attainment are crucial. In this segmentation, Chaldal Limited follows various functions. The following are some of the functions:
∙ Age: 14-62
∙ Gender: Male - Female 
∙ Occupation: Job Holder, Businessman  , Single parents 
∙ Material Status: Married and unmarried 
∙ Income: 20,000 to 100,000
Psychographic segmentation
Customers and consumers' behaviors, interests, and opinions are identified through Psychographic segmentation, often known as psychometric or lifestyle segmentation, is a method of separating people into groups based on their interests. It has to do with how people spend their spare time and how they react to certain situations to external influences. Psychographics is a popular segmentation method because it allows marketers to establish precise market categories and gain a deeper understanding of customer motives for product or brand selection.
Lifestyle and interest: People's lifestyles refer to how they spend their time. This part is segmented by Kazi Farms Kitchen into those who don't have time to prepare their meals but want to consume healthy foods, and chaldal Limited is segmented into such people.

Behavioral segmentation
Market segmentation splits people into groups based on their behavior, usage, and decision-making habits. Young women, for example, will constantly use Sandalina Sandal soap, while sports enthusiasts will prefer Lifebuoy.
Chaldal Limited does not fully adhere to this division. They simply go like this:
 
Purchase/usage occasion 
The purchase or use event segmentation looks at when customers are likely to buy or consume a product. To get a deeper knowledge of individual consumers' desires, behavior, and value at various times and locations, this strategy employs customer-level and occasion-level segmentation models.
Chaldal Limited splits their products into categories for special events like Eid-Ul-Fitr, Azha, and government weekends.
Usage Rate/Purchase Frequency (light, heavy, and moderate.)
Chaldal Limited further divides this region by the types of users (customers) that purchase their items. They can identify users (Usage rate) and build marketing plans based on users using this segment.

 a) Loyalty Status: (Adherent, switcher, non-adherent, lapsed)
Chaldal Limited divides its loyal clients into groups based on how much they spend. So that they can keep their consumers and turn them into repeat customers, and so that word of mouth about their product can spread.
b) Buyer Readiness :( Unaware, aware, and intending to purchase)
Chaldal Limited additionally segmented which clients are ready to buy their product and looked into what variables drive people to acquire it.

Geographic segmentation 
Geographic segmentation splits markets based on their location. Markets can be split as broadly as continents or as narrowly as neighborhoods or postal codes in practice.
Chaldal Limited is not an entirely export-oriented corporation, thus its segmentation is limited to the Bangladeshi region.








[bookmark: _Toc105271507]4.3 Targeting 
Targeting is the process of segmenting a market based on age, gender, income, education, lifespan, social position, social class, and other criteria. After segmentation has been identified, a few segments are chosen to approach potential consumers. The process of locating, analyzing, and choosing market segments is known as market targeting.
Customers that have comparable characteristics (such as age, region, income, or lifestyle) and are deemed to be the most likely to purchase a company's market offerings or the most profitable sectors to service make up the target market.

Chaldal Limited continues with the following segments:
. The upper and upper middle classes make up the premium/upper middle-class section of society.
. Both the husband and wife are working full-time and have a monthly income of Tk. 60,000 and above.
. People Who Have Been Educated
.Family decision-makers and influencers
.Family of one.
.In the hostel, people live.
. a bunch of newlyweds.

[bookmark: _Toc105271508]4.4 Positioning 

In marketing and business strategy, market positioning refers to a consumer's individual opinion of a brand or product in relation to rival brands or goods. Market positioning is also the act of creating a brand's or product's image or identity in order for others to view it in a certain manner.
As I indicated in the previous part, Chaldal Limited has their own distinctive selling promotion.
The following are the details:
. On time delivery 
. Competitive pricing 
. Return replacement for any product 
. Authentic products 
. Very easy to use 
[bookmark: _Toc105271509]4.5 Marketing Activities of Chaldal Limited 

Product: Chaldal Limited is offering a variety of grocery items. Chaldal Limited is not only offering products it is also offering services like delivering the products in 1 hour and 30 minutes slots. Chaldal Limited also offers a 7 days return policy if the customer gets a change of mind or doesn't like the product. In chaldal Limited there are more than 9000 types of products.

Price:  Price is not set by chaldal Limited it actually depends on MRP but sometimes some discounts are offered. Point to be noted that for every delivery some kind of constant delivery charge is set which will not increase even if the order is so large. Price is reasonable and as these are mostly grocery products so it's not possible to give an impractical price to have a minimum profit margin but as they purchase a huge bulk quantity from the suppliers without the middle man so they can offer marginally reasonable price than others.  

Place:  Chaldal limited runs their promotion on both online and offline marketing platforms.  Chaldal Limited will go to your location when you place an order. Right now Chaldal Limited is covering the whole Dhaka city and also has branches in Chittagong, Narayanganj , Sylhet , Rajshahi , Khulna , Josher so wherever you are chaldal Limited will reach to your provided location if you are in their service range.  
                  
Promotion: Chalal have a very efficient and effective management hierarchy where chain of command is very effectively followed. Separate departments have their directors and under the director there are deputy directors and under the deputy directors there are 2 assistant directors and under the assistant directors there are 5 manages who run their own branches and Managers are the superior of the branches and management gave them on presidential power and authority to run the branch properly and all of them are highly trained managers.

All of the tools available to the marketer for marketing communication with potential buyers are included in promotion. It is the cornerstone of a marketing plan that entices clients to acquire our items while also increasing revenues. Sales, advertising, sales promotion, public relations, direct marketing, online communications, and personal selling are just a few of the promotional tactics used by numerous businesses.

Chaldal Limited:  Ad Agency is responsible for the majority of promotional concepts, campaigns, and other marketing operations. Chaldal Limited creative department is in charge of all marketing and promotional efforts. Other promotional efforts include, but are not limited to:

Many advertising agencies, such as River Sign, Promotes & Images Add, handle banners, posters, t-shirt branding, festoons, and so on. Both ATL and BTL promotions are followed by Chaldal.
They are doing the following in ATL promotion:

Advertising on social media

Advertising on Radio

Activation of a Brand

Marketing in stores

Newspapers and Magazines
Using a television channel to promote their products.

Social media marketing
Chaldal Limited is using social media marketing on a regular basis in this new era of the digital world. They advertise on their Facebook page by releasing promotional videos.

If they introduce a new product, they will promote it on Facebook so that people will be aware of it.

They post on significant occasions, such as Eid-Ul-Fitr and Eid-Ul-Aaha, and wish all of their Facebook fans, refining their brand in the process.

Organizing a contest for important occasions such as Mother's Day, Father's Day, Friendship Day, and so on, and awarding a fantastic prize to the winner.

They have a Facebook page messenger for customer service.

Also, they posted a video about their ad or promotion on their Facebook page and YouTube channel.
Radio Advertising 
Radio stations such as radio foorti 88.00fm and radio vhumi 99.00fm help Chaldal Limited sell their products. They grant RDC for big events like the Cricket World Cup, Eid, and other government holidays. In order for radio listeners to be aware of their products or brands.
Brand Activation 
When Chaldal Limited first introduced their service to the market, they ran some incredible marketing, such as free food testing. They travel from city to city in a pickup truck with a unique decoration and feed the crowd, allowing customers to try out their new items and be readily impressed.
Magazine & Newspaper 
Chaldal Limited advertises in a number of well-known newspapers and periodicals, including Prothom Alo's weekly magazine. They, on the other hand, place advertisements in newspapers whenever they introduce new products or offer discounts on frozen goods and fresh vegetables.
Television: 
One of the most popular ways to promote our company is through television. When Chaldal Limited needs advertisements on television, they can get them from Chaldal Limited.
They do the following in BTL Promotion:
Below-the-line advertising is a marketing approach that promotes items using media other than traditional radio or television. Direct mail, trade exhibitions, catalogs, and targeted search engine marketing are examples of below-the-line advertising strategies.
Promotional Sales: At Narayangonj Chladal did this kind of promotion they set up a team of brand promoters they set up campaigns where they opened so many chaldal Limited accounts and who were willing to open the account they were getting a good amount of discount in their first few purchases. 
Sponsorship is an important part of any event: Chaldal Limited  is a major sponsor of a number of well-attended events in our nation They fund educational programs including business case contests, school or club activities, yearly sports, and other traditional events like Pohela Baishakh.
Promoter of a brand: In Chaldal Limited there are 100 above brand promoters working around the Bangladesh for offline marketing programs. They are extremely smart and well trained brand promoters who are running the offline marketing sometimes working for the recruitment of surface level employees.


Packaging 
Chaldal Limited has a strong sense of style when it comes to packaging. They clearly showcase the product's true appearance, size, photos, benefits, and nutritional information in their product to encourage customers to purchase it.

People: Chalal have a very efficient and effective management hierarchy where chain of command is very effectively followed. Separate departments have their directors and under the director there are deputy directors and under the deputy directors there are 2 assistant directors and under the assistant directors there are 5 manages who run their own branches and Managers are the superior of the branches and management gave them on presidential power and authority ro run the branch properly and all of them are highly trained managers.  Chaldal Limited has a very well trained and skillful employee for every department. To run their operations they have a mega size operations department where they have the best and the toughest people who are capable to complete any given task in the possible most efficient way.

Process: orders are taken from online and also from sales calls then the order id is sent to the correspondent branch based on the location. When the branch gets the order no there are some automatic processes to make the shipment ready inside the branch and a quality officer and operation in charge monitor the product quality and give clarity if the quality and quantity is satisfactory.  After getting this clearance the order got ready then a dispatch in charge assigned the shipment to a delivery man who delivered the shipment to the customer doorstep. The internal whole operations of Chaldal Limited is very complex. They have connected every relevant department with a very so that they can bring out the maximum output like connecting the operation, sourcing logistics, maintenance and accounts department to complete a specific task.
Physical Evidence: Chaldal Limited set their branches strategically all over the Dhaka city like Mirpur, Kallyanpur, Mohammadpur, Panthapath , Hazaribagh and so many places so that the whole Dhaka city can be covered . They also placed their branches in major Divisions. Chaldal Limited has their Head office in Dhaka and also running their operations in almost every major cities in Bangladesh with their 27+ Branches 
[bookmark: _Toc105271510]4.6 Findings 
Based on the analysis of the business and marketing practices of Chaldal limited, the following findings are notable.
· Chaldal Limited offers a variety of grocery items, and they have a variety of product lines.
· Chaldal Limited does not set the price. It depends on MRP, but sometimes some discounts are offered.
· Chaldal Limited has a strong sense of style when it comes to packaging. They showcase the product's actual appearance, size, photos, benefits, and nutritional information in their product to encourage customers to purchase it.
· Chaldal Limited targets both men and women, taking into account their income, age, family size, and lifestyles, such as those who are busy with their jobs and their customers' purchasing habits and loyalty status. They have aimed at young, busy people, especially those who do not have time to prepare their meals.
· Chaldal Limited has some unique depots where they can collect items quickly, use cost-based and value-based pricing, and engage in both ATL and BTL promotional efforts.
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[bookmark: _Toc105271512]5.1 Position Duties and Responsibilities 
I got an opportunity to work there for the position of branch manager. My core responsibilities were mainly the Employee satisfaction and customer satisfaction. I also directly worked in their marketing department and designed and organized some campaigns and also hired employees and gave them necessary training. Here I both worked for Marketing and operations department and which helped me to design the marketing campaigns so that to understand how much pressure the operations can handle due to the response from the customers so if the response is too higher than the capacity of operations then the customers will be unsatisfied which could be very bad for the organizational reputation. Same as if the campaign is not effective enough and gets less customers response so much will be wasted from the operations. So here if the Marketing campaign is much aggressive there may cause customer dissatisfaction and if the campaign is too deem then the expected response will not be received.  So here in Chaldal Limited we tried to lead the campaigns in an optimized state. 

[bookmark: _Toc105271513]5.2 Contribution to the departmental functions 

In chaldal limited I worked both in the Marketing and operations department and officially designated in the operations department as a Branch Manager. As a job responsibility of mine I have to do all the monitoring and follow up for the customers and employee satisfactions. Also sometimes I directly need to be involved to work with the marketing department even at the field level. As branch manager I have the available logistics, materials and manpower support for both Marketing and operations functions. My job is to make sure that every function is running smoothly and efficiently. 



5.3 New Skills development 
Though my major is Marketing I have to work here for both Marketing and Operations department so here I have learned so many things specially how a marketing campaign                                                                         
runs and how to do the budgeting and placement. And I directly worked in the operations department where the operations functions were really new to me and over time, patience and hard work I have learned all the necessary things to learn to run the operations department.  By working here I understood how different departments work with cross functional activities.
[bookmark: _Toc105271514]5.4 Applications of academic knowledge  

At United International University (UIU),   I have learned so many marketing concepts and here in Chaldal Limited I have got the opportunity to have a very close look and also be a part of it. At my university I studied so many concepts and theories of the marketing but working here in Chaldal Limited I have practically experienced how those business functions. 





















[bookmark: _Toc105271515]Chapter Six: Conclusion and Recommendations
















[bookmark: _Toc105271516]6.1 Conclusion 
[bookmark: _Toc105270298][bookmark: _Toc105271517]This research taught me many things that will aid me in the next few years. During my internship, I examine their corporate culture, management style, and how they function in this competitive market. The marketing concepts that I had picked up throughout my internship were addressed. Though Chaldal Limited is the market leader in the frozen food sector, there have been several competitors in recent years, including food panda, pathao food, uber eats etc. Chaldal Limited, on the other hand, is constantly expanding its product line and introducing new things to its clients. To compete with multiple competitors, Chaldal Limited must continually monitor competitive analysis while also providing a better offer with good quality to stay in this market. Otherwise, they may be forced to leave the sector.
[bookmark: _Toc105271518]6.2 Recommendations 
[bookmark: _heading=h.4r85a6ijwmst][bookmark: _heading=h.ni9424p1eohi][bookmark: _heading=h.z7zngzlo4bgg]Based on the above analysis, here are some recommendations for Chaldal Limited to have a sustainable and long-lasting root in this industry and fulfill the organization's mission and vision.
· Chaldal limited should open their branches all over the country.
· Chaldal limited should open stores like supermarkets such as Agora, Meena Bazar, and Shwapno. So that folks can discover it quickly even when you're not online.
· Chaldal Limited should maintain a high-quality product design to keep their product secure when moved from one location to another.
· Chaldal Limited should constantly monitor their products from the production to the retailer's shop; they must verify product quality, expiration date, taste, and other factors to ensure that customers are satisfied.
· Chaldal Limited needs to obtain a growing number of quality certificates to increase client trust and confidence.
· Chaldal Limited needs to be aware of consumer behavior regularly so that they can tailor their products to their target market.


[bookmark: _heading=h.bzyp5l1qg7wa]Reference 
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Date: 22" February 2022

TO WHOM IT MAY CONCERN

This to certify that Mr. ASM Samiul Islam Has successfully completed his internship program at Chaldal
Limited from 1% September 2021 to 31% December 2021.

He has worked at the Operation Department and he was responsible for the position of Branch Manager
As a part of his responsibility he has successfully worked and learned.

During his internship program he has demonstrated excellent leadership skills with a self motivated
attitude to learn new things. His performance exceeded expectations and was able to complete the tasks
he was assigned.

We wish him all the best of his future endeavors.

Warm Regards,

\7,
>

Shah Hussain Dilder Sagar

Head of HR

Chaldal Limited

Hou§e_#14. Road# 6/C, Sector# 12, Uttara, Dhaka-1230, Bangladesh Registered Address
Email: info@chaldal.com; Tel: +88 0188 1234567 47 Fakirapool, Dhaka - 1000, Bangladesh
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