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[bookmark: _Toc156142480][bookmark: _Toc156142746][bookmark: _Toc156224790][bookmark: _Toc157501358][bookmark: _Toc158493241]Executive Summary

The market creation strategy involves creating and introducing new value into an area with no existing market. By providing that value, a marketer can create new demand and, eventually, a market.  The purpose of this study is to highlight and provide some suggestions about how to create a new market in the FMCG industry with the help of industry and company analysis.

[bookmark: _GoBack]In Bangladesh, the food and beverage industries are growing rapidly. Akij Food and Beverage Limited (AFBL) is the most well-known food and beverage company in Bangladesh. It became an established company in the food and beverage industry with the help of its rapid expansion. The AFBL Company has high-quality products, which helped it establish a leading position in their field by introducing advanced technology, cultivating human resources, and introducing new products as per customer expectations. 

The first section of this report provides a thorough overview of the industry, including its size, maturity, and trend; technological factors; legal and political factors; its products and services; industry rivalry; and a summary of challenges and opportunities. The second section provides a description of AFBL and highlights the company’s remarkable history, the company’s mission vision and goals, customer mix, product mix, service quality, and SWOT analysis. The next section provides the main part of this report: market creation. Four strategies are discussed and suitable market creation strategies identified 

Based on the internship experience, the report attempts to offer some recommendations that may be useful for the market creation of UHT milk by AFBL.
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[bookmark: _Toc158493242]Chapter – 1
Introduction


1.1 [bookmark: _Toc157501360][bookmark: _Hlk157500058][bookmark: _Toc158493243]Introduction
Starting on a three-month internship program at (AFBL) has been a changeover journey, which, has not only allowed me to gain theoretical knowledge in a real word but also gained some invaluable skills for my future career. In this report, I will provide a detail about my experience, key achievements, the challenges I have overcome, and the insights I have achieved during my internship at (AFBL). 

It is mandatory for every student to complete the report under a respective faculty. So, I have completed my report under (Kausar Ahmed) respective faculty or (UIU). Sir has assigned me all the topic for my report and I have sincerely completed all the task given by him. 

In my report I have try to mentioned all the primary information from AFBL and research materials as needed and also for finalize the report. After completing this report now, I am still learning and this report helped me from all the fundamentals concepts of AFBL.

[bookmark: _Toc157501361][bookmark: _Toc158493244]1.2 Objective of the report 
The objective of the report is basically meaning the comprehensive overview oy my entire experience and learning during my internship program at AFBL. I started my internship with some specific goals, skills and understandings the inside working procedure or the industry.  My goals and learning about the various services offered from my organization AFBL to satisfy the criteria for fulfillment of my Bachelor degree. 
Here I mentioned some specific goals of the practical orientation program of AFBL – 
· Evaluate the Industry Analysis of AFBL
· Evaluate the Company Analysis of AFBL
· Evaluate the Creation of new market 
· Provide some suggestion for market creation

1.3 [bookmark: _Toc157501362][bookmark: _Toc158493245] Limitations of the report
During my internship program I have faced some limitations, which I am going to mentioned below – 
· Limited Explores to all the departments of (AFBL)
· Access to confidential information’s
· Availability of some resources
· Limited interactions with the stakeholders
· Technical limitations
· Time constraints










[bookmark: _Toc152792680][bookmark: _Toc152792735][bookmark: _Toc152796625][bookmark: _Toc156142481][bookmark: _Toc156224791][bookmark: _Toc157501363][bookmark: _Toc158493246][bookmark: _Hlk151599754]Chapter – 2
Industry and Company Analysis











[bookmark: _Toc152792681][bookmark: _Toc152792736][bookmark: _Toc152796626][bookmark: _Toc156142482][bookmark: _Toc156224792][bookmark: _Toc157501364][bookmark: _Toc158493247][bookmark: _Hlk157499980]2.1 Specification of the Industry
[bookmark: _Toc152792682][bookmark: _Toc152792737][bookmark: _Toc152793396][bookmark: _Toc152796314][bookmark: _Toc152796627][bookmark: _Toc156142483][bookmark: _Toc156142749][bookmark: _Toc156224793][bookmark: _Toc157501365][bookmark: _Toc157509738][bookmark: _Toc152680808][bookmark: _Toc157544244]The food sector is quite broad in Bangladesh. The food industry in Bangladesh is growing quickly. Food products are always popular in in our country traditionally. In the food industry, this was not always the case. The enormous future for acquiring market share within the sector has increased the level of hard competition between existing organizations and the threat of new entrants.  Akij Company is one of the largest different in other industries of Bangladesh and being among the most traditional sectors it is and maintaining its appropriate business operations. All business of Akij Company has their own directors. The directors are the late founder Mr. Sheikh Akij Uddin’s family or relatives. Akij Group has an administrative working environment where the decision-making procedure is very much organized from higher-level Directors. This company was 50 years old and continuously established their confidence over the year. Akij has 24 big concerns, which comprises, among other things like tobacco, plastic, textiles, food and drink, cement, pottery, and consumer goods. More than seventy thousand people are working here. They cared as family member in this company. One of the top taxpayers in the nation, Akij Company contributes 2% of the national budget to national development. The Akij group takes great pride in offering its clients value while maintaining and focus on its primary objective of turning a profit. One of the corporate units of the 70-million-dollar Akij Company is (AFBL). 2006 saw the founding of (AFBL), thanks to the inspirational idea of the late Mr. Sheikh Akij Uddin. The primary goods that (AFBL) produces include snacks and beverages such as juice, dairy products, butter, pasteurized milk, chips and carbonated drinks like energy drinks, soft drinks, mango bars, and mineral water. The most cutting-edge European technical equipment was used in the construction of (AFBL) to process and package their goods.

Right now, Pran-RFL Group, Abdul Momen Group and Transcom beverages Group are the leading companies in different segments of the FMCG food and beverage industry.  However, today, (AFBL) is also one of the most well-known brands. In addition, the juice brand "Frutika" from Akij Food and Beverage Ltd. had become a serious competitor to Pran's "Frooto" brand. Despite its age, this company may face competition in the food market from emerging brands like "Fresh" mineral water. In terms of dairy goods, "Milk Vita" leads the market, “Pran Dairy,“Aarong Dairy,” and “Farm Fresh” from (AFBL) came next.
Apart from all the food industries in this report, I will dive into food and beverage part of 
(AFBL.)
2.2 [bookmark: _Toc152796628][bookmark: _Toc156142484][bookmark: _Toc156224794][bookmark: _Toc157501366][bookmark: _Toc158493248] Size, Trend, and Maturity of the Industry
The beautiful Damura and Damura Krishnapur area is where the AKIJ Food & Beverage LTD factory was constructed. This is one of the biggest food and beverage industry in Bangladesh. Every piece of equipment comes from two internationally recognized German companies. Ningbo Shippi Equipment Co., Ltd., situated in New Traurne, Germany, is in charge of it; all of the machinery is digitally controlled. Such modern facilities production facilities have every right to reject products that do not meet the necessary standards. AFBL is one of the six companies on the subcontinent using such modern facilities equipment to produce CSD items. This part stands for the standards for AFBL's items as well as the quality of the factory's equipment.
The following are AFBL's sister concerns projects are given below:
· Akij Agro
· Akij Textiles mills ltd
· Akij Jute mills ltd
· Akij Particle board ltd
· Akij Bio plant
· Akij Shipping Line ltd
· Akij Food and Beverage ltd
· Akij Cement company ltd
· Akij Printing and packaging ltd
· Akij Poly fiber ltd
· Akij Air





2.3 [bookmark: _Toc152796629][bookmark: _Toc156142485][bookmark: _Toc156224795][bookmark: _Toc157501367][bookmark: _Toc158493249] Technological Factors
Technological change is extensive and wide, influencing many aspects of society. New materials, products, and procedures are the primary causes of these effects. 
The technological component includes the institutions and activities involved in producing new knowledge and converting it into innovative materials, products, and processes. 
AFBL used contemporary technologies to reach targeted customers every day. Every client has a unique set of preferences and options. To reach clients, a company has to be aware of technological issues. Some contemporary technologies of (AFBL) like – 
· (AFBL) purchase a juice machine from GERMAN which name is (CHRONESE) from their product Frutika which cost approximately 320 crore tk.

2.4 [bookmark: _Toc152796630][bookmark: _Toc156142486][bookmark: _Toc156224796][bookmark: _Toc157501368][bookmark: _Toc158493250] Political, Legal, and Regulatory Factors
The environment is the path and conditions of the economy in which a business competes or may remain competitive. In economies with plenty of space for growth and relative stability, businesses want to compete. Due to the fact, political, legal and regulatory factors that economies link nations, firms need to assess the state of the economies of both their host nation and its neighbors. Every external aspect has a direct impact on AFBL. For after launching their food and beverage items on a regular basis, they export to Europe, America, South Africa, South East Asia, and the Middle East. Understanding external political, legal and regulatory issues is critical for AFBL. It is difficult for businesses researching the economy to forecast potential developments and their consequences.





[bookmark: _Toc152796631][bookmark: _Toc156142487][bookmark: _Toc156224797][bookmark: _Toc157501369]
2.5 [bookmark: _Toc158493251][image: ] Industry Rivalry
It is regarded as awful if a company had a high concentration of strong, competitive opponents in the past. It is significantly worse if it is steady or falling. Right now, the leaders are Coke and Pepsi. The two most well-known carbonated drinks, Coke and Pepsi, are heavily involved in providing funds for outdoor events and conditioning. Because they have established a firm stance in the request, after coke and Pepsi, now MOJO in the first position on beverage industry. 
They are fierce competitors with Pran-Frooto not just in the juice but also in the cold drink industries. Mango juices like Frutika and Pran-frooto are comparable. Among the well-known AFBL juices is Fruitika.
Explaining (AFBL) industry rivalry in terms of Porters, five force model - 
[bookmark: _Toc152796632][bookmark: _Toc156142488][bookmark: _Toc156224798][bookmark: _Toc157501370][bookmark: _Toc158493252]1. The risk of new entry by potential competitors:  It occurs when the greater risk sustains in an industry. The reason behind this growth is increasing 6% to 10% between years 2008 to 2009.
Akij food and beverage considers the risk of their potential entrants and they mentioned it. But (AFBL) are in the safe side of the market because they produce the raw materials by themselves. New entrant’s raw materials may buy raw materials from them.
[bookmark: _Toc152796633][bookmark: _Toc156142489][bookmark: _Toc156224799][bookmark: _Toc157501371][bookmark: _Toc158493253]2. The bargaining power of buyers: (AFBL) price flexibility depends in what types of potential customers they are targeted for their products. Example – 
(a) Platinum/ Gold Customers – these types of customers are low from price elasticity and highly loyal and do not switch for price issue or quality issue.
(b) Silver/Lead Customers – These types of customers do not want to swap their brands but may change for price issue.
(c) Iron/Deflators Customers - These types of customers are not so loyal. A little change in price quality.
So regarding those issues (AFBL) considering necessary steps for making their customers loyal and stay positive towards them.

[bookmark: _Toc152796634][bookmark: _Toc156142490][bookmark: _Toc156224800][bookmark: _Toc157501372][bookmark: _Toc158493254]3. The bargaining power of suppliers: The competitors use their raw materials from different international companies. However, (AFBL) imports raw material import their raw materials from various country of the world. Most importantly German, UK, USA etc.  (AFBL) also can switch their suppliers if they want for the bargaining issue even as they have their own packaging factory so it will help more for establish the business efficiently.

[bookmark: _Toc152796635][bookmark: _Toc156142491][bookmark: _Toc156224801][bookmark: _Toc157501373][bookmark: _Toc158493255]4. The threat of substitute products: From all the food and beverage, industry there will be always a threat. Most importantly for (CSD) drinks like mineral water, soft drinks, energy drinks, every company have these category products in the market, so that’s why (AFBL) operates 7/8 different types of product line to differentiate from other competitors.


[bookmark: _Toc152796636][bookmark: _Toc156142492][bookmark: _Toc156224802][bookmark: _Toc157501374][bookmark: _Toc158493256]5. The degree of rivalry among competitors: Competitors are the main concern for every industry. As like, transoms products like Pepsi, 7up, Mountain Dew, are marketing PepsiCo etc. Pran and Abdul Momen are now producing product with joint alignments. The have world’s best Coke, fanta Sprite etc. Therefore, they all are the competitor of (AFBL). There are many competitors of (AFBL). Some of the direct and indirect competitors are mentioning below – 
· Square Food & Beverage Limited
· ACI Food & Beverage Limited
· IFAD Multi Products Limited
· PRAN Food and Beverage Limited
· Bashundhara Food & Beverage Limited
	
2.6 [bookmark: _Toc152796637][bookmark: _Toc156142493][bookmark: _Toc156224803][bookmark: _Toc157501375][bookmark: _Toc158493257] Summary of Challenges and Opportunities
Akiz Company is one of the famous and reputed company in Bangladesh. Akiz Company has various departments and product lines on their business. 
As it would be difficult for me to find out the challenges and opportunities of Akiz Company with all the departments and product line, so I have been able to find out some of the challenges and opportunities mentioned below focusing on some major departments and product nine of Akij Company – 
Challenges – 
(a) Market Competition: Akij Company may face intense competition in the industries Akij Company operates because of the innovation and the strategic planning of other industries.
(b) Supply Chain Distributions: In supply-chain there can be many sectors can be added like inventory shortage, transportation issues, geographical events, shortage in production line etc. can be a challenge for Akij Company as they are now one of the leading industries in Bangladesh.
(c) Technology Advancements: In this innovative generation keeping up with the rapid technological changes is essential for Akij Company for maintain their sustained growth. They need to keeping up with new technologies and innovation for stay competitive.
(d) Brand Reputation: For every industry maintaining a positive brand image is very important so thus Akij Company is a well-known industry in Bangladesh so this will be a crucial part as Akij Company have several competitors, any negative publicity or ethical concerns can damage their reputation so they must maintain a positive brand image like always.

Opportunities –
(a) Global Expansion: As Akij Company maintaining their business in Bangladesh and also in abroad so they need to identifying and entering more international markets which can provide them growth opportunities and make them competitive.
(b) Innovation: Akij Company need to invest more on research and development to introduce new product line and improving existing ones, which will make enhance their market presence.
(c) Sustainability Initiatives: Need to address more environmental concerns by adopting sustainable practice and eco-friendly products, which can attract their customers. 
(d) Brand Reputation: Akij Company has already a strong brand image and they need to provide always quality full products to their customers to maintain their good brand reputation. 

2.7 [bookmark: _Toc152796639][bookmark: _Toc156142495][bookmark: _Toc156224805][bookmark: _Toc157501376][bookmark: _Toc158493258]Overview and History
Late Mr. Sheikh (Akij Uddin) founded the Akij group who was this company’s founder, entrepreneur, visionary, and a lifetime chairperson fifty years ago in the 1950’s. Akij Uddin was too improvised to attend formal education. It all begun with their regular method of producing jute, which was referred to as Bangladesh’s “golden fiber” in the late 1040s, prior to the Akij Company’s entry into the tobacco industry. There are around nearly 50,000 workers in these areas. To date, they have won 25 significant national victories. The group’s managing director is Sk. Bashir Uddin, its director of (AFBL) is Sk. Shamim Uddin, and its chairperson is Sk Nasir Uddin.
At the age of 13, Sheikh Akij Uddin left his house and traveled to Kolkata with just 16 tk. He made a small amount of savings by selling oranges close to Hawra Bridge, which he used to purchase a mobile grocery cart and begin selling for six rupees. He opened a tobacco shop at the Bejerdanga Rail Station later in 1952 and began selling tobacco products. This business eventually grew to become one of Bangladesh’s largest tobaccos enterprises. The largest tobacco factory was built in the Bangladeshi town of Navaron after a number of events in the late 1950s took unexpected turns. This all began with a single cigarette brand, well-known as Akij Biri. This brand quickly gained recognition for its products both domestically and internationally. The government chose to turn over control of the tobacco businesses to the private sector later in the 1970s. The establishment of the Akij Company followed the success of the brand Akij Biri.

Following that, Akij Company began elevating itself to the top by expanding into other product categories. Fruit drinks, carbonated drinks, and other products are produced by (AFBL), one of the biggest foods nd beverage companies in the country, for both local and international markets. (AFBL) has demonstrated that it can operate a profitable business by consistently creating excellent products with the help of skilled, motivated employees and state-of-the-art equipment. A sampling of the many items that (AFBL) offers are soft drinks, fruit drinks, energy drinks, moltez drinks, drinking water, milk and products delivered from other beverage products.

(AFBL) has received many honors and certificates over the years. It has taken home the best brand award four times. National and international certifications such as BSTI, HALAL, ISO, and HACCP attest to the company’s quality.

At (AFBL), there is never a compromise on product quality since they take it seriously. The automated machinery (CHRONESE) used by (AFBL) to create the food and beverage products was mostly purchased from Germany and costs about 320cr taka. They imported machinery directly from the renowned Tetra Pak, Crones, Spa and Alfa Laval.
With a history spanning more than 50 years, the Akij Group has established itself as the most reputable and esteemed industrial family in Bangladesh. 

 (AFBL) is committed to producing only their best products because it values their customers. The goal of both the traditional factory layout and all of the cutting-edge equipment is to improve the capacity to deeply exceed customer expectations in terms of service. AFBL has developed eight distinct product lines, each with its own brand, in an effort to capture market share. The company assigns collections or product lines based on the machinery used to industrialize the goods. AFBL plans to offer more unique and distinctive products to their present range in addition to attempting to widen their product line.

Some specifications for their beverage industry are given below:
MOJO
MOJO is a carbonated soft drink (CSD) with a cola flavor. The packaging of the product is especially eye-catching due to its primary red color scheme and the imaginative bottle design and containers. When AFBL initially developed the entire silver bottle packaging, it gave its product a more upscale appearance than that of its competitors. 
FRUTIKA
Frutika is a juice. The most popular juice is AFBL's mango-flavored frutika. There are also flavors of orange and grape. Since the products' release in August 2008, Frutika has gained a substantial share of the market because of its unique flavor, packaging, and marketing strategy.
SPA
In April 2007, AFBL introduced SPA, a mineral water. The product's complete silver package adds to its beauty. Because of the product's distinctive marketing approach and visual appeal, it was able to secure a solid market share.


FARM FRESH
In dairy products, UHT and pasteurized milk are referred to as FARM FRESH. The product line was introduced to the market in September of 2007. Not many companies were selling pasteurized milk at the time. Since then, they have begun to face off against Milk Vita and Aaron Milk.


[bookmark: _Toc152796640][bookmark: _Toc156142496][bookmark: _Toc156224806][bookmark: _Toc157501377][bookmark: _Toc158493259]2.8 Mission statement
The word "Mission" refers to the wisdom of purpose that explains how an organization realizes its vision. According to AFBL's purpose, their mission is diversified ad sustainable businesses through: 
· Ensuring quality products and services
· Adapting state-of-the-art technologies and processes
· Enabling work environment where employees are empowered and motivated
· Committing to society through ethical practices and respect to environment

[bookmark: _Toc152796641][bookmark: _Toc156142497][bookmark: _Toc156224807][bookmark: _Toc157501378][bookmark: _Toc158493260][bookmark: _Hlk151601662]Vision Statement
To be the most preferred conglomerate by touching people’s life.
According to Visionary Entrepreneur Late Mr Sheikh Akij Uddin, he quoted “We will not only manufacture and provide high quality products in the market for consumers but also for our family’s purpose as well; and as, not to let our family to consume abroad products”.
[bookmark: _Toc152796642][bookmark: _Toc156142498][bookmark: _Toc156224808][bookmark: _Toc157501379]
[bookmark: _Toc158493261]Goal
To gain profitability by means of obtaining the market share and create strong brand image and position in customer’s mind. 


[bookmark: _Toc152796643][bookmark: _Toc156142499][bookmark: _Toc156224809][bookmark: _Toc157501380][bookmark: _Toc158493262]2.9 Location and Facilities
Location
By location, it means the production line, distribution line of (AFBL). In the market of (AFBL) the have a huge production and distribution line. It is the most important thing of a brand. If the distribution channel is good then the possibility of success is high for the company. Right now (AFBL) having the best distribution channel in the country. The distribution channel (AFBL) employees called Dual Distribution Channel (DDC). In DDC its means a company, itself distributes the products and incorporates large number distributors, who are the individual entities to distribute the products to the final user. The graphical representation of (AFBL) distribution channel is shown below – 
[image: AFBL]Distribution Channel of AFBL –

(AFBL) operates their sales of whole market of Bangladesh and available their product in the entire Bangladesh market into 25 regions for their product distribution purpose – 
	Dhaka-1
	Dhaka-2
	Dhaka-3
	Dhaka-4
	Gazipur

	Norshingdi
	Zinzira
	Narayongonj
	Mymensingh
	Tangail

	Ctg-1
	Ctg-2
	Ctg-3
	Shylet
	Moulovi Bazer

	Comilla
	Chowmohani
	Khulna
	Kustia
	Barishal

	Faridpur
	Bogura
	Rajshahi
	Rangpur
	Jessore



(AFBL) is following intensive distribution strategy for almost their all products like Cemon, Frutika, Mojo, Speed, Spa, some other product is being distributed intensively. They have also some product, which they distributed selectively like Aafi mango bar, Aafi Ghee, Chanachuur, etc.
Forecasted demand of the dealer points and use of IT will help (AFBL) to know about current stock of products. In everyday the distribution department of (AFBL), will observing the present stock and order of the dealers with the use of IT department and if any possibility to stock out of the product in the market then (AFBL) will take necessary steps for reproduce.

Facilities
(AFBL) offers various facilities, some of which are mentioned below – 
· (AFBL) produce a wide range of food and beverage products that includes snacks, dairy products, juice etc.
· (AFBL) provide their food safety and quality assurance. 
· (AFBL) provide well-equipped machineries, which include modern production lines and technology.
·  (AFBL) is following extensive distribution channel, which ensure their products reach consumers across the country easily.
· (AFBL) marketing and promotional activities create awareness about their product.
· (AFBL) provide customer support services through online to stay connected with their customers continuously.
[bookmark: _Toc152796644][bookmark: _Toc156142500][bookmark: _Toc156224810][bookmark: _Toc157501381][bookmark: _Toc158493263]2.10 Customer Mix 
By customer, mix it means which customers does Akiz Food & Beverage targeting for their products. As I do not have the specific up-to-date information about Akij food and beverage ltd current customer mix, but I can manage by doing some research to make a generalized framework of a customer mix based on the common consideration in the Akij Food and Beverage industry - 
(a) Demographics: In demographics segment basically consider the age, gender, income level but according to my knowledge, Akiz Food and Beverage Company makes all their products for all kinds of people, they do not make any type of product based on age or gender. All their products are made for people of all ages, but if I think in a specific way, the diet mojo is for people who have diabetes. They do not make any of their products based on a certain income level; all of their products are priced so that every types of people can afford them.
(b) Geographic Location: Akiz Food & Beverage Company does not target any specific urban or rural area, as all their products are popular in all areas. Their products are available at all stores and supermarkets from small to large.
(c) Lifestyle and Psychographics: Akiz Food and Beverage Company conducts research on the interests, values, lifestyles of their potential customers and provides products considering their cultural considerations and health situations.
(d) Behavioral Factors: Akiz Food and Beverage Company analyzes the buying behavior of their potential customers. Analyzing which factors influence customers' frequency of purchase, Brand Loyalty and the motivation behind choosing Akij's Food and Beverage Ltd. Products.
(e) Market Needs: Aki's food and beverage identify specific needs or problems that Akji's product addresses. Just include health benefits, unique flavors, and other factors also which set the products apart in the markets.
(f) Competition: Akij food and beverage always consider their main competitors and whom are they targeting for compete. They also consider whether their target customer mix aligns with the company’s (USP) unique selling propositions.


[bookmark: _Toc152796645][bookmark: _Toc156142501][bookmark: _Toc156224811][bookmark: _Toc157501382][bookmark: _Toc158493264]2.11 Product/Service Mix 
Since my working sector is in a food department, which falls under product mix and not under service mix, so I am working on product mix here -
The quantity of product line maintains by and company is known as the product mix of the company. As I gather some information about AFBL product line, which I found AFBL has total of eight-product line right now –
· Cola Drink
· Soft Drink
· Chips
· Juice
· Energy Drinks
· Water
· Dairy
· Snacks
Right now, (AFBL) sells a large number of goods in Bangladesh and also outside of Bangladesh.  Day-by-day consumers are becoming continuously interesting in Akij Food and Beverages. AFBL is known as most popular and profitable item in speed. The products that the (AFBL) company offers are now listed below – 

	Product Line
	Brand
	Size (SKUs)

	Cola
	MOJO (Mojo Diet, Mojo Zero Cal)
	150ml can, 250ml pet and can, 500ml pet, 1litre pet, 2litre pet

	Cloudy Lemon
	Lemu
	150ml can, 250ml pet and can, 500ml pet, 1litre pet, 2litre pet

	Orange Drink
	Twing
	250 ml Pet

	Clear Lemon
	Clemon
Clear Up

	150ml can, 250ml pet and can, 500ml pet, 1 liter pet, 2-liter pet

	Energy Drink
	Speed,
Houston,
Hero (Discontinued)
	250ml pet and can
250ml Can
250 ml pet

	Spicy Drinks
	Aafi Jeera Pani
Clemon Masala
	250 ml Pet
250 ml Pet

	Mineral Water
	Spa, Rivera, Aafi
	500ml pet, 1 liter pet, 2.15-liter pet, 5 Liter pet

	Juice
	Frutika (Mango, Red Grape, Apple, Orange, Pineapple. Guava,)
Aafi (Mango drink; Ziraa Pani)
	125ml Tetra Pack; 250ml pet, 250 ml & 500 ml tetra pack and pet, 1 liter pet

	Dairy
	Farm Fresh UHT milk
Farm Fresh UHT milk (Mango flavored, Chocolate flavored)

Farm Fresh Pasteurized Milk
Farm Fresh Ghee
Farm Fresh Butter
Farm Fresh Powdered Milk
Farm Fresh Yoghurt (Sweetened, sour, low fat)
	200ml and 500 ml tetra pack
200 ml


0.5 Liter, 1 Liter
200gm, 450gm, 900gm
200gm

100gm, 500gm

	Malt Beverage
	Wild Brew
	250ml can

	Snacks
	Cheese Puffs, O’ Potato (Vegetables Masala, Magic Masala)
Aafi Chana Chur
	15/30gm Foil pack

	Fruit Bar
	Aafi Mango Bar
	15 gm




[bookmark: _Toc152796646][bookmark: _Toc156142502][bookmark: _Toc156224812][bookmark: _Toc157501383][bookmark: _Toc158493265][bookmark: _Hlk152514308][bookmark: _Hlk152514286]2.12 Service Quality
As I learned that, the service quality of any company or organization depends on five dimensions, so now I am describing Akiz Food & Beverage ltd. service quality in terms of those five dimensions.

(a) Reliability – Here reliability means the ability to perform the promised services dependably and accurately to the customers.  So Akij Food and Beverage ltd. consistently delivering quality in their all foods and beverages, they are meeting promised delivery times for catering services and ensuring their product availability. 
(b) Assurance – Here assurance means building trust and confidence in their target customers. Akij Food and Beverage ltd are demonstrating through knowledgeable   and courteous staff, good communication about their products ingredients and preparation methods, and a commitment to their food safety and hygiene.
(c) Tangibles – Here tangibles means the physical appearance of facilities, equipment, personnel, and communication materials. Akij Food and Beverage ltd are delivering their products in various restaurants so they are always maintain cleanliness and ambiance of those restaurants, the packaging of their products and the prostration of their products.  
(d) Responsiveness – Here responsiveness means the willingness and the ability of staff to help the customers and provide prompt service. Akij Food and Beverage ltd are here taking quick and efficient order from every customer or their dealer, they are addressing customer inquiries or concerns promptly, and adapting the customers preferences. 

(e) Empathy - Here empathy means the ability to understand and share the fellings of customers. Akij Food and Beverage ltd is always demonstrating attentiveness to thir customer needs, personalized service, giving effort to make the purchasing experience enjoyable. 
Recently Akiz Company has taken an initiative on behalf of Palestine to stand with them, which is Akiz Company’s cola drinks product (MOJO), one taka from the sale of each bottle will go as a donation to Palestine development, and Mojo has designed a new packaging – “We Support Palestine”. An advertisement is given below here – 


[image: C:\Users\my\Desktop\405902009_24298697006440978_40802834377314844_n.jpg]


[bookmark: _Toc152796647][bookmark: _Toc156142503][bookmark: _Toc156224813][bookmark: _Toc157501384][bookmark: _Toc158493266]2.13 SWOT Analysis
[image: ]The process of strategic planning for SWOT analysis requires a careful examination of the internal and external of the settings of their business. By SWOT analysis a company’s strength, weakness, opportunity and threats can be measure. A company’s SWOT analysis can help match resources and capabilities more closely to the competitive environment -


	Strength
	Weakness
	Opportunity
	Threats

	1. Rapid establishments of brands like Mojo, Speed, Frutika.
	1. Improper budget on TVC’s and promotional activities.
	[bookmark: _Hlk152679003]1. Huge opportunity in beverage market.
	1. New entrant’s company.

	2. Quality full products.
	2. Limited brand awareness.
	2. Huge profitability scope in E-Commerce and Delivery Service.
	2. Unethical practice of the competitors (Tax violation for lower the price.

	3. Strong distribution channel
	3. Lack on Digital Marketing Activities.
	3. Attain maximum market share in CSD Drinks.
	3. Huge competitiveness in Food and Beverage sector.

	4. Unique promotional campaigns.
	4. Back dated research department.
	4. Have capacity to invest so have to find potential market.
	4. Coca-Cola, Pepsi-Co is now in the market to manage multinational corporations like Unilever.

	5. Strong financial capability.
	5. Lack of promotional programs.
	5. Have strong distribution channel so now have to increased their product line.
	5. Existing companies are now diversified to FMCG and new companies also investing in this sector.





[bookmark: _Toc152796648][bookmark: _Toc156142504][bookmark: _Toc156224814][bookmark: _Toc157501385][bookmark: _Toc158493267]2.14 Strategies to meet the Challenges and Opportunities (Based on SWOT Analysis)
Above I have provides some number of challenges and opportunities of (AFBL), now by using some strategies, which will help to meet these challenges, and opportunities are mentioned below:
(a) Huge opportunity in beverage market – Right now (AFBL) have a big opportunity in their beverage market because sustainable growth of 6/7% prevails in the market. 
(b) Huge profitability scope in E-Commerce and Delivery Service – Maximum food and Beverage Company in Bangladesh like Pran, Square, Basundhara, Transcom already moving their business in E-Commerce platform. Where customers would be able to select whatever product they wanted and place an order for delivery. So, now (AFBL) need to give more effort to upgrade their E-Commerce platform and make more active and make their delivery policy more effective.
(c) Have capacity to invest so have to find potential market – (AFBL) product line is so big and lots of variants they have and day-by-day it’s increasing so they need to find more potential markets to invest because they have the chance now.
(d) Have strong distribution channel so now have to increased their production line - If the distribution channel is good then the possibility of success is high for the company. Right now (AFBL) having the best distribution channel in the country. (AFBL) is following intensive distribution strategy for almost their all products so they need to work on it more because competitors don’t have this type of advantage.
(e) Improper budget on TVC’s and promotional activities - (AFBL) need to invest more for their advertisement program and their other promotional activities.
(f) Lack on Digital Marketing Activities – (AFBL) need to upgrade their online site more and E-Commerce platform to make their business portfolio stronger.
(g) Backdated research department – (AFBL) needs to do regular research and invest more here to stay up-to-date from other competitors.













[bookmark: _Toc156142505][bookmark: _Toc156224815][bookmark: _Toc157501386][bookmark: _Toc158493268]Chapter – 3
New Market Creation











[bookmark: _Toc156142506][bookmark: _Toc156224816][bookmark: _Toc157501387][bookmark: _Toc158493269]


3.1 Creating New Market
New market can be created in four way’s –
1. A known product to a known customer set
2. A known product to an unknown customer set
3. A new product to a known customer set
4. A new product to an unknown customer set
Which is also known as a “Product-Market Expansion grid”.

[image: Screenshot_1]

[bookmark: _Toc156142507][bookmark: _Toc156224817][bookmark: _Toc157501388][bookmark: _Toc158493270]A known product to a known customer set
The product of (AFBL), which I am working on, is Farm Fresh Uht Milk 200gm. Therefore, it is a known product for my target customers, and my target customers are the kids in the govt. schools of Bangladesh where I provide Farm Fresh Uht Milk 200gm. In market penetration, it increase sales of existing products in existing markets. Here focus on selling more current products to your current customer base which are kids as my target customers. This could involve strategies such as promotions, advertising, pricing adjustments, or improving customer loyalty programs.
[bookmark: _Toc156142508][bookmark: _Toc156224818][bookmark: _Toc157501389][bookmark: _Toc158493271]A known product to an unknown customer set
Here the known product of mine is which I am working on, is Farm Fresh Uht Milk 200gm. Here the existing products need to introduce to new customers. In product-development if I have to expand my product then I have to introduce new geographical areas, demographics segments or customer groups that may benefit my existing product Farm Fresh Uht Milk. I also have to adapt my marketing and distribution strategies to reach these new markets effectively. 

[bookmark: _Toc156142509][bookmark: _Toc156224819][bookmark: _Toc157501390][bookmark: _Toc158493272]A new product to a known customer set
Here I have to introduce some new products for my known target customers. The new products can be Cheese, Butter, Ghee, Ice-Cream etc. I have to innovate and create new products that fulfill the needs of my current customer base, which could involve enhancements, variations, or entirely new products that complement my existing offerings for develop the market.

[bookmark: _Toc156142510][bookmark: _Toc156224820][bookmark: _Toc157501391][bookmark: _Toc158493273]A new product to an unknown customer set
In diversification, we introduce new product to unknown customers. The new products can be Cheese, Butter, Ghee, Ice-Cream etc. I might expand my product in south ashian or Middle East country, which can be my new market. This is the most challenging strategy because it involves entering entirely new products.  Consider the risk and opportunities associated with diversification. Either I have to introduce entirely new products, a different customer segment, entering new geographical markets. 





[bookmark: _Toc156142511][bookmark: _Toc156224821][bookmark: _Toc157501392][bookmark: _Toc158493274]3.2 Suitable and Attractive market for AFBL (Farm Fresh Uht Milk 200gm)
As now I am a working on a new project given by the government to (AFBL), which is that the government will provide milk to children in 300 government schools in Bangladesh and out of these 300 schools, (AFBL) has got 75 schools, which will now provide milk to these 75 schools. So as a result, based on this project the suitable and attractive market will be the schools. Because (AFBL) providing the milk to the children’s who are studying in these schools. 

Apart from this project, there can be many more suitable and attractive market for (AFBL) like – 
· Urban Areas with Busy Lifestyles
· School, College, and other Educational Institutions
· Office Spaces and Workplaces
· Health and Fitness Enthusiasts
· Travel Hubs and Transportation Centers

[bookmark: _Toc156142512][bookmark: _Toc156224822][bookmark: _Toc157501393][bookmark: _Toc158493275]3.3 Dominating New Market
For dominating a new market (AFBL) needs to make a comprehensive and strategic approach. There are several strategies available, which, can help to achieve market dominance – 
Through Market research – (AFBL) needs to conduct extensive market research to understand the dynamics, needs and the expectations of their target market. Analyze competitors and customers to identify opportunities and potential challenges.
Unique Selling Proposition (USP) – This is the most important thing for dominating a new market. (AFBL) need to define a compelling (USP), which differentiates their Farm Fresh Uht Milk 200gm product from competitors. Must need to highlight the unique benefits and ensure the quality.
Effective Branding and Positioning – (AFBL) needs to develop a strong brand image which reflects their target audience. Need to communicate the brand values and benefits through marketing materials. Need to create position the product as a leader in the UHT milk segment. 
Strategic Pricing – (AFBL) needs to set competitive price and strategic price, which can reflect the products value and meet the customer expectations. 
Distribution Networks – (AFBL) need to ensure a good distribution network and must ensure their product availability across their key locations. 
Aggressive Market Campaigns – (AFBL) needs to implement aggressive and targeted market campaigns across television, social media, digital marketing etc. This will help to create awareness and generate interest. 
Customer Engagement and Feedback – (AFBL) needs to ensure customer engagement through social media and by conducting surveys. They need to use their feedback to continuously improve the product and address any issues promptly. 

[bookmark: _Toc156142513][bookmark: _Toc156224823][bookmark: _Toc157501394][bookmark: _Toc158493276][bookmark: _Hlk156135000]3.4 Balancing Resources and Opportunities
Balancing Resources and Opportunities for (AFBL) involves a strategic allocation of resources to capitalize on identified opportunities while managing potential risks. There are several steps by, which (AFBL) can balance their resources and opportunities – 
SWOT Analysis – (AFBL) can conduct a SWOT analysis for their product Farm Fresh Uht Milk 200gm to identify internal strengths and weaknesses in the market, in addition to outside opportunities and challenges.
Prioritize Opportunities – (AFBL) needs to prioritize the identified opportunities based on their core competencies and the potential market success. (AFBL) needs to focus on opportunities that leverage the strengths of the product and the company as well.
Set Clear Objectives – (AFBL) needs to define clear objectives that align with the identified opportunities. These objectives should guide resource allocation as well and provide a achieving roadmap success in the market.
Risk Management – (AFBL) needs to identify their potential risks associated with the selected opportunities and develop successful strategies. This could include market fluctuation, regulatory changes, and challenges on production/distribution. Resources need to allocate properly to minimize the risks.
Cost-Efficiency Measures – (AFBL) needs to implement cost-efficiency without compromising product quality or brand image. They need to explore opportunities for their streamline operations, optimizing supply chains.
Monitoring and Evaluation – (AFBL) needs to establish key performance indicators to monitor the effectiveness of resource allocation and the progress toward objectives. 
Market Feedback and Customer Insights – (AFBL) needs to allocate resources to gather and analyze market feedback and customer insights to use this information to make informed decisions about product improvements, market strategies and overall resource allocation.
Employees Training and Development – (AFBL) needs to invest more on their training and development of employees to ensure that they have proper skills and knowledge to contribute the success of the Farm Fresh Uht Milk 200gm product. A well-trained workforce can optimize resource utilization.

[bookmark: _Toc156142514][bookmark: _Toc156224824][bookmark: _Toc157501395][bookmark: _Toc158493277][bookmark: _Hlk157506336]3.5 Market-Customer Involvement
Market-Customer Involvement means the level of extent of interaction, engagement and collaboration between (AFBL) and their customers within the market. It involves several types of strategies and initiatives to understanding and responding customers preferences. Market-Customer Involvement in very crucial for building strong relationships with customers, enhancing brand loyalty, and achieving long term position in the market. 
[bookmark: _Toc156142515][bookmark: _Toc156224825][bookmark: _Toc157501396][bookmark: _Toc158493278]Customer Engagement Strategies
In two ways (AFBL) can define their (Customer Engagement Strategies) like – 
[bookmark: _Hlk156135805][bookmark: _Hlk156136502](a) Building and Using Credibility – 
In several ways (AFBL) can ensure their Building and Using Credibility like – 
Quality Assurance – (AFBL) needs to ensure their consistent quality in all products. It will help to build trust among consumers.
Certifications and Standards – (AFBL) needs to obtain and showcase relevant certifications for food safety and quality management.
Social Responsibility – (AFBL) needs to engage in socially responsible initiatives. (AFBL) needs to do social campaigns, need to do promotional activities. It will build strong brand loyalty.
Investment in research and development – (AFBL) needs to do invest more on their research and development department. That’s how they can introduce new improved products which align with customer preferences. 
Employee Training and Satisfaction – (AFBL) needs to invest more on their employee training. A proper training will give (AFBL) knowledgeable and satisfied workforce, which contributes a positive company image and credibility.

(b) Use of Information Technology - 
The proper use of Information Technology can enhance the overall efficiency of (AFBL). There are several ways how (AFBL0 can leverage it –
Enterprise Resource Planning (ERP) – (AFBL) can implement ERP system to streamline and integrate various innovation such as supply chain management, inventory, production which can improve overall efficiency.
Customer Relationship Management (CRM) – (AFBL) can implement (CRM) system to manage customer interactions, tracking sales, gather information about customer requirements. This will help to improve their marketing strategies.
E-commerce Platforms – (AFBL) needs to establish an online presence through e-commerce platforms. By upgrading e-commerce system (AFBL) can allows direct sales to their consumers and also can expanding their market reach.
Data Analytics and Business Intelligence – (AFBL0 needs to leverage data analytics tools to analyze the competitors market trends, production efficiency and also can ensure product quality by measuring customer requirements.

So strategically information technology can be used in several ways in (AFBL), here I mentioned some strategies under two key points by which (AFBL) can enhance efficiency, improve customer relationship management and stay competitive in the dynamic food and beverage industry.  

[bookmark: _Toc158493279]3.6 Recommendation for New Market Creation Strategy 
The purpose of recommendation for any topic means to provide positive feedback and what improvements need. 
In the above topic I have mentioned that there are four strategies for new market creation and how (AFBL) works in these four strategies. Now, I am going to mentioned some recommendation based on those four strategies of new market creation –
· (AFBL) needs to conduct more market survey or research to identify their potential markets with high demand for their products. Need to analyze consumer’s behavior, preferences, and new market trends.
· (AFBL) needs to identify some specific market segments based on their demographic or psychographic segment. 
· (AFBL) needs to customize their new product variations for target market. Need to consider new flavor, packaging etc.
· (AFBL) needs to establish new distribution channels to ensure their target market effectively. Need to collaborate with local distributors and consumers also.
· (AFBL) needs to identify potential risks for new market creation and need to develop migration strategies. 




[bookmark: _Toc152796649][bookmark: _Toc156142516][bookmark: _Toc156224826][bookmark: _Toc157501397][bookmark: _Toc158493280][bookmark: _Hlk157508260]3.7 Job Responsibility & Day-To-Day Activities
I got the chance to work at (AFBL), which is placed at 13/1/ka, panthapath. The unit to which I was allocated for Corporate Sales and I had the wonderful chance to see their regular sales operations. 
When I initially joined, I was introduced to the Corporate Sales General Manager of AFBL Mr. S.M Mohiuddin Azad. He helped my complete support in the event of any issues arised. I was assigned under Assistant Manager (Md. Awal Hossean). My supervisor was so kind and considerate to me. He was quite busy and under a lot of pressure, but he still made time to respond to my inquiries and provide me clear directions.
[bookmark: _Hlk152161206]The sales efforts are carried out by the reputable corporate sales department Assistant Manager, Senior Executives, Executives, Junior Executives for each product. Each Executives look after each product. For example, ‘Aafi’ and ‘Farm Fresh’s, ‘Speed’, ‘Spa’ and ‘Houston’, ‘Mojo’ and ‘Twing’, ‘Clemson’, ‘Frutika’, etc. 
I got the chance to work with practically every employee in this department as an intern. In addition to working in the corporate sales department, I also got the opportunity to work in event planning.. However, most of my work was with the corporate sales department for which I was appointed there. Being a new employee in this organization, at first, every task looked novel but manageable for me, because as I learn those things in my university. Later as days passing, with the help of my boss, other staff members, and executives, I rapidly picked up their fluid working style. My motivation and sense of self-worth rose, as I grew accustomed to the work atmosphere. It would not have been feasible without (AFBL) members. 
A welcoming workplace is indicated by the constant smiles on the faces of my supervisor and fellow employees. No matter how silly my questions sounded, they never seemed to be offended by them, and they always listened to my arguments with genuine attention. They helped me deal with the realities of working for a corporation, understanding that I was still learning. I was not treated like a junior intern from junior high school. Rather, they viewed me as a colleague who significantly contributes to the success of the organization.


The work I have assigned and my day-to-day activity: 
After I joined Akiz Company, my supervisor explained my work completely. Akiz Company has been given a new project by the government, which is that the government will provide milk to children in 300 government schools in Bangladesh and out of these 300 schools, Akiz Company has got 75 schools, which will now provide milk to these 75 schools and the government will give the milk money to Akiz Company.
Now I have started to do all the work of this new project, for example, dealers have been appointed for those 75 schools, so how much milk Akij company give to the dealers, how much milk does the dealer give to the school, after school getting the milk if there is any left-over or if there is any damage to the milk at the school, if the dealer runs out of milk when will the milk be needed again and how much? All the details I got from this communication I have to take note and inform to my supervisor and then he will take further necessary steps for this.
After taking this follow-up every month, my total account should be matched with the dealer's account, and then the document should be submitted to audit department with attached supporting documents I have got from the dealer, then after this bill is passed from the audit and the money will go to the dealer account. He should confirm by phone that he has received the bill or not.
Some of the jobs that I had done are given below: 
· Scanning, photocopy, printing various documents.
· Monthly Sales target entry
· (LDDP) monthly bill entry school wise.
· Audit bill statement correction
· Making monthly meeting agenda.
· Writing emails for different work purpose.
· Taking signatures from authorities
· Evaluate monthly sales report different vendor based.
· Attending Monthly Meeting with my department and taking notes everything.
· Making notes for upcoming all meetings and reminder everyone about it.
· Making excel database
· Making PowerPoint slides
· Making corporate reporting organogram format.
· Entry all data are collect from the milk dealers
· Make monthly bills for dealers
· Make the top sheet
· Contact with the dealers every day




[bookmark: _Toc158493281]3.8 Conclusion
In Conclusion, I want to say that (AFBL) was one of the remarkable professional experiences of my life. Here I get the real-life work experience. (AFBL) already established their name in industry and (AFBL) gained huge reputation in their food and beverage industry with their good products quality. The sales increasing day-by-day and customers are also satisfied with good quality product in reasonable price. Things I have learned and gather the knowledges from (AFBL) will be very helpful for my upcoming future. I am confident that I can apply everything I have learned not from only my workplace but also from each n every person of (AFBL). (AFBL) also maintains all the rules provided from the government.
The internship program helped me to identify my passion about work and all the ability to corporate industry. The whole (AFBL) organization works together as like a family member.
Finally, I want to express my heartfelt gratitude to (AFBL) “Corporate Sales” department and all the individuals assigned for my internship program.
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