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Executive Summary
In this report, I go into great depth about my time at Riziq IT Solution. Under the authority of the internship, I define and record a lot of its functioning as well as the learning that I have gained from this real-life work experience. I started by preparing the structure for my internship and the significant amount of work I put in. I talked about my parts of purpose and set limits for the goals and objectives I wanted to accomplish. The motivation and justification for the strategy section of the report are then presented. I also detailed my job description and responsibilities, demonstrating the report's originality. The conclusion of this enormous work was the introduction of approaches for attaining and implementing effective customer acquisition and retention strategies.
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Chapter 1: Introduction	
[bookmark: _Toc109730568]Background
Riziq IT Solution launched on October 1, 2020, right in the middle of a global pandemic that has yet to be stopped. People had no options to go out, they chose the online oriented services and became more used to it. ‘’Riziq IT Solutions’’ recognized the solutions for the online service providers to give the services to their customers easily.
IT agencies like them are already hooked up and such online systems providers come to be more energetic nowadays, even though a few human beings hadn't started to study the specifics of such operations like virtual marketing. In addition to teaching them how to lead them to understand, encouraging the belief that such offerings are required to survive in today's commercial enterprise and advertising environment.
Though it began through focusing on virtual offerings, it has, due to the fact, increased to consist of conventional offerings such as IMC tools. With extra than a dozen ordinary customers and dozens of abnormal customers, the increase of a newly created advertising enterprise has been steady. The bulk of customers are young, tech-savvy marketers for apparent reasons, however, there also are a large quantity of older generations in search of offerings.
In the current situation of marketing in our country, virtual advertising is rather crucial. Digital advertising is the most flexible and easy technique of promoting a product or services from a big organization to a single person. Even for a brand-new business, virtual advertising uses methods and technology that make it simple to analyze and understand its audience, to provide a product/carrier for a selected niche, and to layout or modify the instructions to suit that niche. By offering a range of jobs as well as unique tools and services, these same mediums may help any firm sustain a client base.
[bookmark: _heading=h.gjdgxs]Digital marketing is incredibly significant in today's marketing. Whether you're a giant corporation or a one-person business, Virtual advertising and marketing is the maximum flexible and easy technique to provide your product or provider. Even a recently founded company can readily research and find its prospective consumers. Using the mechanisms and generation used in virtual advertising and marketing, you can easily provide such a good or service for a niche market and design or modify the appearance to fit that niche, all whilst having much easier accessibility and success with traditional techniques.
[bookmark: _heading=h.jgm3345t8syv]As a result of the availability of flexible and user-friendly virtual mass media such as Facebook, YouTube, Instagram, Google, LinkedIn, and others, attracting clients is a breeze. They work as if you were carrying a microphone that, depending on the quality of your use of such media, may reach hundreds of thousands of people almost instantaneously. With a little work and the tools and services they give, these same mediums may help any firm sustain a customer base.
[bookmark: _Toc109730569]OBJECTIVES
Broad Objective
For a fresh marketing agency like Riziq IT Solution, to hold customer acquisition and retention.
Specific Objectives
1. To give understanding of my role and standing as an intern.
2. To give my understanding of the company and its people.
3 To provide an explanation of company operation and dealings for its improvement.
4. To understand the potential pool of service seekers.
5. To discern the niches among service seekers by understanding their declared and unstated wants.
6. To provide services that enable them to find their own niche and attract a robust customer base.
7. Design services that provide them with the company growth they require, allowing the agency to thrive in the future.
8. Design a number of efficient and effective feedback loops for the agency's own services to be evaluated and updated on a regular basis.
[bookmark: _Toc109730570]SCOPE OF THE REPORT
This internship report covers Rizik IT digital marketing initiatives. This report, which is important to completing this internship program, was created by using the information and knowledge I had gained through participating in four months at Riziq IT Solution under the direct supervision and guidance of Ahmed Imran Kabir.
[bookmark: _Toc109730571]AREA & TIME 
It also covers Rizik IT massive plan database administration, which involves a variety including server-based online software which is the significant function for me. It has to do with my academic department's Management Information System (MIS).
On January 06,2022 I began working in the corporate world as an intern at Rizik IT solution. The internship program lasted four months. I was officially assigned to the department of digital marketing.
[bookmark: _Toc109730572]METHODOLOGY 
Any study's objectivity is largely determined by its scientific approach. For the purposes of this study, I combined qualitative and quantitative data to provide a clear judgment opportunity. As a result, all of the data in this report comes from two major sources.
Primary Sources:
• Applied work participation. 
• Through observation. 
[bookmark: _heading=h.30j0zll]• By Email. 
• Idea Project review. 
Secondary Sources: 
• Business Service of July. 
• Employee Book of Rizik IT. 
• Company Annual reports. 
[bookmark: _Toc109730573]LIMITATIONS OF THE REPORT
The recent growth of this IT industry makes it a challenging task to provide study material of substantial value. Also, because marketing is one of the most chaotic industries in an expanding economy, establishing uniform standards and criteria for all marketing agencies is impracticable. Even if their operations and activities are very similar, several marketing agencies position themselves in completely different ways. This leads to the second argument, which is that Riziq IT is like any freshly launched marketing agency in terms of operations and activities. As a result, we don't have a lot of talking points or material to examine and discuss. Third, the sensitivity issue of disclosing the financial status of a "newly opened" business with an intern is awkward, and it will not provide any useful or insightful knowledge for the paper at hand.














[bookmark: _Toc109730574]            CHAPTER 2: COMPANY HISTORY


[image: ]










   Chapter 2: Company History	
On October 1, 2020, five people launched Riziq IT Solution. Its operations began almost immediately after the pandemic broke out. A graphic designer, the primary content writer, a couple additional marketers, and the CEO make up the core group of seven employees who work for this small business. Riziq IT hired several interns and marketers. Riziq IT's main objective is to offer modern marketing tools to a variety of service seekers, especially those who have never worked in marketing or are not technologically refined in that industry. Rizik IT current focus for services focus on minor and not much large size businesses, with a steady stream of corporate work. Sarani, Kuril. The Riziq IT main office is located in Dhaka in Kuril in Pragati Sarani road. They are expanding their business outside Dhaka in many cities. 
[bookmark: _Toc109730575]MISSION 
"Riziq IT and we focus continuously on offering top class services to our customers with these three objectives: honesty, competency, and on-time delivery." Though we work on the technical side, our final goal is to organize enormous amounts of data to make people's lives easier."
[bookmark: _Toc109730576]VISION 
"Right now, we Rizik IT want to be the supreme IT service provider all over the world along with in this country in this industry, with the long-term goal of extending our business abroad."

[bookmark: _Toc109730577]LOGO 
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Chapter 3: Services & Strategy of Rizik IT solution	

[bookmark: _Toc109730580]SERVICES  
Several fundamental services are principally offered by Riziq IT Solution. Those are given below:
· Manage the social media
· Illustrations 
· AV
· Boosting
· Website creating & Development
· SEO
· Product Photography
· E-mail/SMS/YouTube marketing
· Menu books/Brochures
· Some of the following services soon or in near future will be add:
· Call center services
· Drone shot
· Educational software
· E-commerce services
· Affiliate marketing
· Application creation
· Hospital management system
[bookmark: _Toc109730581]OFFERINGS FROM THE RIZIK IT
Under a unique pandemic package, Riziq IT principally offers the following.
· Graphics Designing
· Product Photography
· Boosting
· Templates
· Article/Blog writing
· Consultancy with business analyst
· Organic Primary Marketing
The standard or medium strategy includes videography and conventional organic marketing. Extensive Videography, which includes Drone shots and Premium Organic Marketing, is included in its large package, which is available to somewhat larger clients such as hotels and resorts.
[bookmark: _Toc109730582]STATED & LATENT NEEDS 
Riziq IT is aware of the current situation, which is why its services are affordable, ranging from 6000tk. to 20000tk. Depending on the task at hand. Most clients are unsure of how the entire delivery will take place or what they can add. Here are the satisfied requirements:
· A Customer just wants good photography and videos to post.
· That those photographs and videos get a lot of likes and shares and reach a whole swath of people.
· Make interesting posts that will make a lot of talk about them and make their customer aware about their presence.
· They want us marketers to boost them so that they achieve the above goals.
· And that at some point customers would naturally engage with them.
While our client has thoughtfulness in these areas, they are unable to articulate the details or think beyond them. It is our responsibility to create a firm foundation for those intellectual processes as well as a well-defined recipe for success. They are also serviced with some auxiliary or latent needs when we give them a comprehensive description of what has to be done:
· Sophisticated image work using templates covering the theme and landscape of the supplier.
· Innovative videography with intricate making which demands of some audience.
· Viral posts and offering with crowd attracting content write ups to cater those specific groups.
· Boost with the knowledge of where we would find those consumers and that the content will stick.
· Post in groups or pages where those photos, videos, posts will get traction to minimize clutter and maximize interactions and reach.
Most of our products are designed in this way to cater to individual customers in different ways, retaining their individual integrity while harmonizing with their customers to help them succeed in their business.
[bookmark: _Toc109730583]CORE CUSTOMER BASE 
Riziq IT Solution caters primarily to small and medium businesses (SME). Just a few examples include restaurants, lots of dental clinics, and many types of diagnostic centers, furniture showrooms, fashion boutiques, superstores, and schools. 
[bookmark: _Toc109730584]CUSTOMER ACQUISITION 
They are destructive at the time of purchase. Heavy direct marketing is the primary method of contacting a possible service seeker. A group of two to three people will knock on each door and persuade them to listen to us. Following that, we just present our identification and explain why we chose them. Then we present a quick overview of their company's current state, limitations, and potential for growth. We then go into detail on how we plan to address the current difficulties, the guidelines we'll follow, and the methods we'll put in place to get traction with their current customers and spread out to possible clients.
From the paragraph we understand that Riziq IT from these early months, gaining as many consumers as possible is the main objective.
[bookmark: _Toc109730585]CUSTOMER RETENTION 
The shake rate of Riziq IT is 0.058 percent as we can know from the industry. Only one of the 17 clients from all others who have remained with the service since mid-October in the fourth quarter of 2020 to the present, except the fact that it is still sure that they have declared that they would stop. It is only recently that they have devoted significant attention to retaining the existing service holder base, as they are still in the early stages and are focusing more on attracting customers from other industries. Making a customer service call, for example.
[bookmark: _Toc109730586]ACQUISITION TO RETENTION: A FRAMEWORK 
Riziq IT Solution is dealing with a less evolved or mature customer base, especially from the subgroup of SMEs, according to the findings of the previously cited literature. They have a low level of digital literacy when it comes to using social media marketing and other channels to effectively sell their products. Even though mobile platform penetration is at an all-time high and people are naturalizing various device usage as an integral part of living and conducting business, they are still unfamiliar with a number of core features and frill services that would allow them to market their products and services effectively and without much hassle. Customers are trained and opportunities and benefits are demonstrated to gain and keep customers.
Another issue is fear of change, which has a significant impact on one's thinking, thought process, and, ultimately, the definition or type of objective one could reach. During the pandemic and financial crisis, customers grasped a lot of information. That it is in these moments of absolute crisis that people must take a leap of faith or flee the cliff. Because it's a life-or-death situation with no clear road forward. In these times of hardship, organizations that give honest and proper services are rewarded. It contributes significantly to building and maintaining a loyal customer base. Consumers must cope with new platforms and ways of doing things head on, while agencies should provide the tools and required aid for such transition, update, or even degradation of scenarios.
Riziq IT merits praise for anticipating market requirements. Their services are reasonably priced, and they receive positive feedback from a variety of customers in various industries. They offer a basic plan for pandemic periods that is the cheapest and is quite popular with their consumers.
To its credit, Riziq IT Solutions naming, and positioning is an intriguing feature. Riziq IT now has a loyal customer base. The use of religious sentiment and devotion to providing Halal and lawful services that are permissible within the purview of Islamic jurisprudence and scripture attracted religious passion and a lot of business that would not have had anything to do with marketing, elements, or mechanisms in any other day.
Riziq IT should start doing things a little bit differently and smartly at this stage. They should target customers who enjoy interacting with their service provider but aren't satisfied. They have been long dedicated to other companies and would consider switching if they could be certain of honesty and a strong dedication to their success. The same can be said for the Riziq IT group of service users, assuring low turnover and a strong contribution margin.
Riziq IT should also have a customer base with which the company can collaborate. Customers often progress and mature when they stop using the service or product they had been devoted to. The flip scenario could happen, where the Rizik IT contribution to growth advances with more complex in which outdated customers stymie with their advancement. This proposal seeks to establish a mutually beneficial cooperation between the two parties to gain from the success of the other, and everyone benefits. The relationship should also allow for possibilities for learning and knowledge sharing, with everyone benefiting.
Finally, Riziq IT Solution should focus on either customer acquisition or customer retention. Each element has its own structure and path to follow, and there will be times when one element should take precedence over another. For now, it is acquisition but soon deliberation should be given to retention. Giving them equal attention could throw everything into disarray, resulting in a fine mess in which the lack of a streamlined approach causes confusion and locating simple data or agreeing on a decisive course of action is a time-consuming process.
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Chapter 4: Lesson learnt from the Organization	
An internship program assists a MIS graduate in getting practical experience by working in a company. I was able to work at Rizik IT. As part of the internship program and gained practical experience from an IT firm like Rizik IT I learnt many things. Following are the results of my past observation and practical experience throughout a four-month internship program:
[bookmark: _Toc109730588]LEARN ABOUT CLIENT MANAGEMENT  
The marketing agency's chief executive officer addressed me on their job, how they treat clients, and their previous work, among other things. I was also given a tour of the workplace and introduced to everyone, and I was greeted with a warm and kind grin by everyone. The first week was difficult for me since I was told to devote my time to telemarketing calls, something I was unfamiliar with because I had never done telemarketing before. I struggled with delivering speeches to random clients, both existing and new, and was then sent to different sectors, industries that I was familiar with or felt more at ease with. I had to write various posts for both clients' blogs and the company's website. They wanted to upload related articles on marketing, the digital era, and much more about the changing world of future when the corporate website was updated.
[bookmark: _Toc109730589]LEARN ABOUT TELEMARKETING
I improved my telemarketing skills and learned how to approach various clients with various mindsets. I also had the opportunity to participate in field marketing, which involved a more direct and verbal approach. I enjoyed going from company to company in search of sponsorships for an event our company was organizing and working under telemarketing was fun. 
[bookmark: _Toc109730590]MORE PROFICIENCY IN MICROSOFT EXCEL 
I had many Microsoft Excel training sessions throughout my internship since I needed to be able to process a plan quickly. This knowledge will aid me in my future profession, as Microsoft Excel is a critical tool for making life easier.

[bookmark: _Toc109730591]IMPROVED PERSONAL SKILLS 
During my internship, I greatly increased my skills, including task completion knowledge and my preferred professional route. Not only have I enhanced my existing skills, but I've also picked up some new ones that will help me advance in doing the job, like how to handle serious situations in difficult times. My coworkers and bosses taught me a lot. One of the most significant things I learnt about myself was that I need patience while dealing with various chores and, most critically, when sitting in my office for long periods of time with nothing to do. I was thinking, "Every minute there should be some task to handle and finish." So, when you're not working, try to embrace those peaceful and relaxing moments.
[bookmark: _Toc109730592]MANAGING TIME & SETTING PRIMACY   
From the workload they gave to finish and targets to fulfill taught me how to manage my time and prioritize my tasks in order to make my deadlines. To accomplish my assignment on time, the most important thing is to prioritize. This is what I discovered during my three-month internship.
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Chapter 5: Conclusion	
Pandemic years of 2020 and 2021 were very difficult years for everyone as well as me. I consider that it's inaccurate for everyone that all the people are in the same boat. Many of us who expected an appropriate semester at the start of the year will never get one. However, I am thankful that I face some small issues except some big issues, my studies are practically complete. Since the outset, I have been grateful to United International University for the opportunities it has afforded me. RIZIQ IT Solution has given me the opportunity to complete my internship.
I learned how realistic working life will be in future, as well as how to negotiate hard with valuable knowledge opportunities presented by practical occurrences. I had to make decisions that would allow me to change a little each time I was enforced to face myself. In conclusion, I personally like to underline the significance of this internship in building the foundation for my future ambitions. The memories I made at Riziq IT will stay with me forever, with their cooperation and knowledge I learned will support me in establishing a competitive professional position.











[bookmark: _Toc109730594]PROPOSED IMPROVEMENT PLAN 
[bookmark: _Toc109730595]Server Problem: They can concentrate on the growth of their server. Their job productivity will be improved by updating new servers with additional data facilities. They also require one new server. The server problem will be rectified after the new server is installed, and enhanced services will provide employees with a better working environment.
[bookmark: _Toc109730596]Lack of sitting space: They should make an effort to provide ample seating for their staff. The same space can be used for multiple seating arrangements. Two more sofas are required. Employees might also have their own private space.
[bookmark: _Toc109730597]Pc Hardware Problem: They should improve their computer hardware. They can use an Intel Core i3 processor with 8 GB of RAM. They can also use a Core i7 processor, which is faster.
[bookmark: _Toc109730598]Transportation problem: To travel, Rizik IT can deal with any local bus or Microbus company which can be more than one bus. Employees can access bus services by taking a shared route. Their employees will require two buses. In a favorable circumstance, employees can arrive on time and safely return home.
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