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Abstract
	

There was a time when people used to shop from local retail stores or traditional kitchen market. But with time, people’s income has increased so has their mindset. They not only want appropriately-priced products but also want a good place to purchase from. Since 2000, lots of super shop brands have come in the market. They all are doing their business quite successfully. In this report, I have attempted to dig deep into retail industry of Bangladesh. The famous 3 three retail brands- Agora, Shwapno, and Meena Bazar have been chosen. Agora has arrived into this retail business as a reformer with additional power, creative plans. Shwapno and Meena Bazar follow the similar way and entered into the retail business in 2007 and 2002. Although they were new comers, Shwapno has successfully own 35% of market portion in this retail business. 

In the digital age, most of the retail brands are trying to make their presence online. E-commerce is the future and so the presence in e-commerce is almost mandatory for all the major operators in the retail chain operators. Agora should consider this. Among the competitors of Agora, Chaldal.com is using Google Add they also exist in Google play store. Agoras’ PR activities are very limited and they certainly need to increase it so as to increase the market share. Otherwise, it would be hard for them to stay in the market as competition is very intense. 

A large number of the customers who regularly buy from Meena Bazar are glad by the quality of the goods and services provided by Meena Bazar. Meena Bazar ought to release new outlets throughout Dhaka city as well as other megacities in Bangladesh to make products and services accessible to more customers and to extend their geographical market coverage. Cost must be kept as low as possible. Customers are certainly the ruler of any trade. So Meena Bazar should be more consumer-centered and they should be cautious about their competitors and devise the strategies focusing on competitive value proposition and changing customer requirements.  
 
In this report PESTLE analysis has been conducted to get an idea of retail industry. Then, through SWOT analysis, the individual strengths, weaknesses, opportunities and threats have been demonstrated. Furthermore, the supply-chain analysis of these three brands has also been added. At last, some recommendations have been proposed so that they can improve their service and upgrade business strategy.

Key Words: Competitive Analysis, Retail Chain Brands
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Chapter: 1
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1.1Topic of the report
This report has been prepared on some top super shop brands in Bangladesh and they are Agora, Menna Bazar, and Shwapno. The title of this report is “Comparative Analysis of Selected Retail Chain Brands in Bangladesh”.

1.2 Origin of the report
This report has been written to submit to United International University as it is a requisite to fulfill BBA program from this university. This project has 3 credits and the course tag is INT 4399.  Completing this report, I have gained vast knowledge about the marketing strategies of different retail stores.  

1.3 Objectives of the report
The main purpose of this report is to fulfill the BBA program requirement. Through this report, several things will be analyzed- 
· To identify the 4ps of 3 retail brands
· To find out their promotional activities
· To conduct a SWOT analysis of these retail chains
· To identify STP of these 3 companies
· To distinguish around their entrants
· To see near their facebook activities
· To know how they are following marketing strategy on Facebook

1.4   Methodology
In this study, the author has conducted an experimental research on some popular super shop chains. Then, an inductive approach using a qualitative method has been applied. In order to collect data, the author had to take an interview of some staffs of the super shops. Many different newspaper articles have also been used as source of data. For analyzing data, some techniques from grounded theory approach have been used. The research process which has been followed in this paper is demonstrated in the below figure: 
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         Qualitative Analysis
        In qualitative research, words are only used (Kneebon and Fry 2010). According to him, this type of research takes place in the real world not in the laboratory and it is highly dependent on observation. They also argued that qualitative research do not work with population. Rather it is focus on individuals. In this project report the author will be using qualitative research because it suits the kind of research the author wants to do.  





Primary Data collection: 
Some personal interviews have been conducted with the respective people of the three chain super shops to get information. Telephone calls have also been made to reach the employees working at super shops. 
Secondary Data Collection: 
Many article, journals, magazine, papers have been used to collect data about marketing activities of these three popular retail brands.

1.5 Audience
These report is will mainly be used for academic researchers who are interested in investigating marketing and operational activities of agora, meena bazar, and shwapno. It can also be used in future researches. Moreover the authorities of the three retail brands can get in inside into their own brands and competitive brands. 

1.6 Limitations
The author has encountered several challenges while preparing this report.
Some of these barriers are: 

· Time limitation: It was a very short time to prepare this report and there was always deadline pressure which may impact the research quality. 
· Confidentiality: Although several staffs and executives of this three brands have been interviewed, they could not reveal many information because of their professional code of conduct. Even some employees preferred to hide their identity during interview session. 
· Unavailability of respective officials: The top executives of this three super shops have been approach to join the interview session but they could not fix any scheduled time for the interview because of their busyness. 
· Entry Restrictions: Due to covid pandemic, the entry to several outlets was restricted and it was a barrier for the author to get information from the field. 
· Lack of practical experience: The writer of this report is a fresh graduate with no corporate job experience. It was a barrier to get a proper idea of corporate culture. 
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Industry analysis
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2.1 Overview of Super shop industry
[bookmark: _GoBack]The establishment of super shops in Bangladesh began in the 1990s. Within a very short period of time, it has been able to attract the attention of Dhaka city dwellers. At the very beginning, only a few individuals living in elite areas used to be the customers of super shops. The reason was very simple as most of the people were habituated to buying their necessary items from the traditional kitchen market. However, the middle class family started to use the super shops gradually. The growth of super shops was twofold. On one hand, it reduces the prices of foods and benefited the farmers giving access to a new food market. On the other hand, it has created challenges for small retailers and the farmers who were not ready to cope up with new opportunities created by this industry. The small retail-owners were badly impacted because of the growth of these super shop chains.  The super shop owners purchased products in bulk so they could give lot of discounts on prices at times.  With time, the small retailers have improved themselves in many ways to carry on their business alongside super shops. Looking back at the history, it can be seen super shop industry is merely affected during economic downturn. Actually, during economic crisis, people purchase food in a large amount. Therefore, it is the main cause of super shop brands’ survival in the crisis times. 

In supermarket, a visitor has to take self-service. In a super shop, a wide variety of products are displayed according to section-wise. They can easily choose their desired products from all the products. Undoubtedly, this is the fastest growing industry in Bangladesh. The growth is continuously increasing due to the socio-economic development of Bangladesh. The purchasing power of Bangladeshi people has risen. Rahimafrooze first introduced chain super shop “Agora” in Bangladesh in 2001. Observing the huge success of Agora, another big corporate house Gemcon came up with another super shop brand – Meena Bazar. ACI logistics which is the sister concern of ACI company introduced another brand namely Shwapno in 2006. At present, in terms of many figures, Shwapno is the biggest mega shop. It is serving more than 50,000 customers. It has approximately 180 outlets all over the Bangladesh. However, all these outlets are not directly owned ACI Company.  Nearly 60 outlets of Shwapno are operating much different franchise. Meena Bazar’s and Agora's expansion as not as fast as Shwapno. They are operating only in 20 locations especially in big cities like Dhaka, Chittagong and Sylhet. The Agora is going to be taken over by both Rahimafrooz and ACI I the coming years. Unimart – a part of the united group- has their branch in Dhanmondi, Gulshan and Wari. They also have 2 express shops, one of which is in united hospital and another is at United International University. Pran FRL group has established their own super shop and they have given the name of Daily shop. This company has established as nearly as 50 branches across the country. Apart from all these mega brands, there are some other retail super shop chains such as Almas with 4 outlets, prince Bazar with 2 outlets. The majority of these super shops are in the major cities or in the suburb areas. 
2.2 Size & Growth
In a recent statistics, it has been shown that Bangladesh’s retail market was equivalent to nearly 20 billion according to TBS. The super shop industry comprised of only a small segment of it. Only 17% of the total industry is super shop industry which is only about 250 million dollars. Surprisingly, this figure is higher than other South-Asian countries. As for example, in Srilanka, only 15% of the retail market is made up of super shops. Myanmar and Philippine which are more or less similar to our economic condition have approximately 50 percent of the total industry. In India- our closet neighbor- this percentage is very little and it is only 10%. According to many predictions, the super shop growth is very fast in Bangladesh. In one estimate, Daily Star predicts that the industry will continually be growing in every upcoming year and the growth rate would be nearly 20 percent per year. 
2.3 Major Super shop Companies 
Some of the big players of this industry are: 
· Agora
· Meena Bazar
· Shwapno
· Unimart
· Nandan
· Daily Shop
2.4 Ranking of the companies
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Figure 2.1: Ranking of super shops
From the above picture, it is clear that Shwapno is the outperformer with the highest 59 branches. This is followed by Meena Bazar which has 18 outlets.  Agora stood at the third position and it has 15 outlets. 

2.5 Porter’s 5 forces Industry Analysis
This framework was first developed by Michael Porter in 1979. He wanted to investigate the reasons why profits varied so much between different industries. It is actually a way of analyzing the intensity of competition of a particular industry. In his investigation, he concluded that industries with high profits often have some characteristics in common. They are high barriers to entry, limited choice for customers, little opportunity for substitutes, weak bargaining power of suppliers, and minimal rivalry among competitors. Based on these characteristics, he developed his five forces theory. These forces are threat of entry, buyers bargaining power, threat of substitutes, supplier bargaining power and lastly rivalry. 
Threat of Entry: It implicates how easy it is for new businesses to enter the market. If the entry is easy for new companies, then the threat is high for the existing companies. The entry of new businesses means that the market share will be reduced and the profitability of the existing businesses will also be reduced. The existing companies may not enjoy the competitive advantage. On the other hand, markets which are harder to enter often have multiple barriers for new companies. First of all, big businesses are benefited by economies of scale in such market as they have significant bargaining power over suppliers. Therefore, giant companies can keep their unit cost low and offer a good price to customers. This in turn creates a barrier to entry for small businesses. Brand loyalty is another factor. If a particular company has strong customer base, it becomes difficult for the new ones to enter because big businesses have reputation and customers have trust in their business. Large capital requirement is another barrier for small companies. 
In Bangladesh market, threat of entry is low. Because it is not so easy to establish a retail chain supermarket for any company. It needs huge investment. In one estimate, it has seen that setting up a single superstore requires a very large amount of fixed cost which is almost 4 times higher than other south-Asian countries. There are lots of barriers from the government side as well. High tax on the earnings of super shops is an obstacle to small businesses. 
Bargaining Power: This refers to how powerful the customers are in the market. This force is linked to supply and demand. If there are only a few customers but a large number of sellers offering the same product, the bargaining power is strong. Customers have a variety of choices and competition is likely to be intense. Strong bargaining power often leads to lower profitability. This is not a good thing for the 

Businesses because companies become involved in price war when bargaining power is high.
According to Bangladeshi super shop market context, the bargaining power of buyer is low as there are not too many super shops yet. Only a few established reputed brands are doing their business. 
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Figure 2.2: New entry threat Figure 2.3: Govt. Threat

Threat of Substitutes: It means how many options customers have and how easy it is for them to switch between alternatives. More alternatives provide a greater threat to the businesses and their profitability. Therefore, it is essential for businesses that they meet all the needs and wants of customer’s effectively so that they don’t lose their customers. 
The super shop industry in Bangladesh has a high level of threat of substitutes. Customers can easily switch to competition brands because there is no strong switching barrier. 
Suppliers bargaining power: It indicates how influential suppliers are on the profitability of the businesses in the market. If businesses have many suppliers in the market, this means that suppliers bargaining power is weak. Businesses can do negotiations and drive the cost down which is good for profitability. However, the fewer suppliers are in the market, the more powerful they are, especially the product they supply becomes scarce.  If the suppliers bargaining power is strong, there are many strategies that businesses can follow. They can minimize the risk by going into a long term agreement with the suppliers. 


Conserving the presence of too many suppliers in Bangladeshi market, it is obvious that they are highly strong in this country. 
Rivalry: It means how tough the competition is within a market. According to porter, rivalry is dependent on several factors and it is intense when there are many competitors in the market. In this scenario, market growth remains low and market differentiation also remains low. Barriers to exit the market are high so companies cannot shut down their operation easily. 
Rivalry among Bangladeshi super shops is at medium level. They offer more or less same service: differentiation is not that much obvious in the customers mind. In spite of that, some brands have been able to distinguish themselves from with some unique features. 

	Summary of 5 forces model in Bangladesh Super shop Industry

	Porter’s 5 forces
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Figure 2.4: 5 forces model













Chapter: 3
Company Profile
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[image: ঈদের বাজারে আগোরা সুপার শপ | Agora Super Shop in Dhaka 2018 - YouTube]Agora
Agora was introduced by Rahimafrooz Company in
2001. It is the country’s first retail chain which provide
Modern facilities. After some years, it made a partnership
witha Swidish firm so that it can provide more services to its customers. Now, it a joint venture company. The partnership is between Bangladeshi company Rahimafrooz and Swidish Company Brummer & Partners. Since 2001, Agora has been offering a wide variety of products to its customers with a reasonable price. They always provide good service to customers. With their good service, they have now become a leading super shop company in Bangladesh. At present, it is running its business with18 outlets all over Bangladesh, among which 14 are located in Dhaka, 2 in Chittagong, 2 in Sylhet.  
Vision
To give customers confidence and establish an environment of trust 
Mission
Offer better range of quality products, establish rational prices, and offer a clean& healthy environment to customers for shopping
Number of Employees
Currently, approximately 1500 employees are working at Agoran super shop
Product offerings
Agora offers products of all categories, including home appliances, jewelry, cosmetics, fashion accessories, sports equipment and grocery items and so on. 
Shwapno
At this moment, the largest retail chain in Bangladesh is Shwapno. It was founded by ACI Company. It first began its operation in in 2008 with the slogan “Fresh and near”. Its expansion is so fantastic that in one report, it has been revealed that each day nearly 30,000 households use products purchased from Shwapno. Initially, it only sold fresh produce and some household necessaries but at present, it sells everything. 
[image: Shwapno Super Shop in Mohammadpur, Dhaka]
Presently, Shwapno has 56 branches across Dhaka, Cumilla, Chittagong and Sylhet. It has retail space of 3, 00,000 square feet. Around 3000 employees work at Shwapno. With 45% market share, it is now the market leader. 
Meena Bazar
The inception year for Gemcon Group was 2002. It is a sister concern of Gemcon Food and Agricultural products Ltd (GFAPL). It has a total of 18 branches. It sells about 10,000 kinds of products. It gives its most loyal customers membership card. At present, the number of numbers holding this card is more than 1 lac.
Mission
Gemcom Group is committed to providing good quality products and services to its customers, creating a proper atmosphere fot its staffs and lastly, maintaining a healthy relationship with its customers. 
Vision
“Defining standards in innovation and service” 
Meena Bazar vision is to become a true and universal superstore in the 21st century which will deliver products through Excellency. 
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4.1 SWOT Analysis 
It is a tool which is used to enlist a business organization’s strengths, weaknesses along with resources and threats. This is really helpful for business managers to take rational business decision. SWOT analysis of top retail brands in Bangladesh is given below: 

	
	         Agora
	   Meena Bazar
	    Shwapno

	   Strengths
	(1) Established company in the retail industry as pioneer
(2) Sell wide variety of products, among which some are imported only found in Agora, not anywhere else
(3) Successful use of ERP software
(4) Having a good supply chain management
	(1) Brand image
(2) Gemcon has its own product line-up, including organic tea, sea food, herbal products- distributed through meeza outlets locally
(3) Partnership with “Hoichoi” to provide home entertainment to its customers
	(1) Creating convenience store, getting closer to customers’ doorstep
(2) Unique business model
(3) Provide home delivery within 2 kilometer area of Shwapno express
(4) Provide membership card to loyal customers
(5) Good distribution channel

	    Weaknesses
	(1) Lack of economies of scale and charge highly to customers
(2) Weak financial situation; burdened with bank loans
(3) Only a few outlets, indicating lack of proper business expansion planning
(4) Low amount of Advertising and social activities, thus lower engagement with customers
	(1) Organizational capability is the biggest weakness, only having 17 outlets
(2) Being fined by consumer court several times, creating bad impression in the market
	(1) Couldn’t get rid of middleman
(2) Failed to implement contact farming model successfully

	   Threats
	(1) The activities of different e-businesses, especially their aggressive marketing 
(2) Strict monitoring of different government agencies and their unfair punishment
(3) High tax on imported products is a great obstacle to business growth
(4) Political unrest 
(5) Volatile commodity market of Bangladesh


	   Opportunities
	(1) People’s income has growth and the society is becoming consumerist 
(2) Positive attitude of customers towards Super shop industry
(3) Availability cheap workforce



4.2 Supply Chain of Agora
Supply 
Agora sources agricultural products directly from farmers. They have contracts with some farmhouses, vegetable producers, dairy firm owners who regularly supply products. Agora has their own product quality control department which is responsible to check the freshness of vegetables, well-being of animals. The supply chain management of Agora is warehouse-centered. The manufacturers send the products to the warehouse of Agora through their own transportation. In some contracts, vegetables, meats, or other poultry items on a day-to-day basis, especially at night. Later on, they are distributed to different outlets in the morning so that customers get totally fresh items. 
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Figure 4.1: Supply Chain of Agora Agricultural items


Supply Chain of Consumer Goods
The companies of consumer goods directly sell their products to the Agora warehouse. The famous brands like Uniliver, Pran have agreement with Agora. There is no middleman.
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Figure 4.2: Supply Chain of Consumer Goods of Agora

Supply Chain of Imported Goods
Agora collects foreign products in 2 ways. They are- 
(1) Direct import
(2) Purchase from import companies 
Direct Import 
Agora imports some products directly from abroad. This is a costly process and lengthy process. So they purchase only a few products in this way. Some products they import without any intermediary are feta cheese, haloumi cheese, olive oil, oregano, honey. 
Import Companies List
For import products, they take help from the following import companies who are specialized in this. A list of them is given below: 
· Kiam Metal Industries Ltd. Bangladesh
· Apex Foods. Bangladesh Wholesale
· Hkd International. Bangladesh
· Ibco Food Industries Ltd
· Mashud Agro Processing Food Product
· Anraj Fish Products Industries Ltd
· Seamark (Bd) Ltd
· Bd Seafood Ltd 
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Figure 4.3: Supply Chain of imported goods

4.3 Supply Chain of Shwapno
Shwapno wants to make a positive change in the lives of customers. So they try their level best to supply fresh vegetables. They do not compromise with that. They source their products carefully and supply them. 65% of the shwapno’s products is directly sourced from the manufacture or farmers. The year 2016 was a great year for the company because on that year, the company became a member of Global GAP. This means that the company maintains internationally recognized agricultural practices. Shwapno is carrying out their moral responsibilities towards farmers as well. They take care of farmers in every situation.  
Management of non-perishable goods: Shwapno is efficient in acquiring non-perishable products. They try to collect from such manufacturers from where they get reasonable price.
Management of perishable products: The perishable products are mostly agricultural products. These products get rotten after a certain time period. Such products are classified into three categories.
	Level of perish ability
	Product life
	Product sources
	 Supply Method

	
High 
(Meat)
	
2 to 3 days
	
Inside Dhaka- Savar, Karwan Bazar
	
Daily purchase

	
Medium  
(Fish, EGG)
	
4 days
	
Norshingdi, Jessor
	
Daily purchase

	
Low 
(Onion) 
	
Approximately 1 day
	
From the source where they get reasonable price
	
Weekly purchase



Figure 4.4: SWAPNO’S management of perishable goods

Distribution Channel of SHWAPNO: Usually, through a chain of third parties or intermediaries, products are supplied to customers. However, Shwapno has a very different approach. They supply their products through CDC or Central Distribution Center. Below is the diagram of Shwapno’s distribution channel: 
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      Figure 4.5: SWAPNO distribution channel 

SWAPNO gives priority to cost-effectiveness and responsiveness. Their lead time is very low in comparison with its competitors. At the outlets of SWAPNO, a person can get a wide variety of products but they will get them in low quantity, especially in the case of agricultural products. SWAPNO also uses technology for better supply chain management. They use CRM which provides them real time data. 
4.4 Supply Chain of Meena Bazar
Meena bazar is very careful about their logistic practices.  They source products from a variety of sources. These products are stored in the warehouse. From there, they are sent to the retail outlets. Customers can purchase their products from retain outlets. They have specialized workforce who regularly monitor product quantity. They have special POS software which records product’ quantity. The logistics team soon informs the manufacturers to fulfill the demand of products. 
4.5 Business model of SHWAPNO
Dealership: Shwapno sells dealerships to interested investors. People with investment can purchase products in bulk from Shwapno. The company provides necessary training and other supports to the dealers. The dealers earn profits from the sales of the products. This is a win-win situation for both Shwapno and dealers. Shwapno has dealerships in 15 districts. Shwapno has reached the regional areas outside Dhaka through dealership. 
Franchise: This method is used outside Dhaka most. In this way, investors purchase the franchise right from the company. But Shwapno will decorate the outlet, supply products and do everything. The return from this method is not very profitable. The franchise owners of Swapno can purchase agricultural products from ACI logistics at a very cheap price and sell them to customers. The reason behind getting this cheap price is Swapno purchases in large amount directly from the manufacturers.
Outlets: Through outlets, Shwapno does most of its business. There are 45 outlets across Bangladesh. All of these outlets are on rented place. ACI logistic has direct control over these outlets. 
Shwapno express: Shwapno has reached everywhere with many outlets. A major portion of the outlets are Shwapno express which is the smaller version Shwapno mega shop. With the establishment of express shop, Shwapno has reached every corner. It has become very available. This convenience store provides good facilities towards customers, such as home delivery. Within 1 km of Shwapno express shop, customers get this opportunity. 
4.6 Business model Meena Bazar
Traditional business: It is a physical store. They have a few physical shops in some district areas. Customers have to come to the shops in-person and then departments sell them directly. Products are displayed in the stores. 
Meena Click: It is an online version. To keep up with the new digital environment, they have introduced this e-business. They are trying to expand their business with their online version. 
4.7 Agora business model
Agora is running their businesses using traditional business approach. All their outlets are under Rahimafroz group. They have only a few branches. Their business growth rate is very low. 








4.8 Promotional Mix of Agora
Promotional mix is a mixture of promotional tools. It has huge impact on customer loyalty and it increases the sales growth. Agora is already using several promotional strategies to reach customers. However, it is true that Agora lags behind its competitors in terms of promotional strategies. Agora’s promotional activities are limited. Below are the promotional strategies that Agora is currently following: 
· Advertisement: Agora has a contract with an advertising agency, the name of which is ADCOM. They make ads for Agora. The Agora has a separate budget for Ads. They allocate approximately 2% of net sales for advertising. Agora mainly focuses on newspaper, billboard. Their exposure to TV ads is not seen that much. Agora has only a few outlets so they spend a very little amount on Advertising (1%).  
·  Sales promotion:  The sales promotional tools that Agora use are discounts, raffle draws, card for membership and coupon etc. The companies which want to be promoted, Agora reserves separate shelves for those companies. In return, Agora gets rent from those companies. 
· Cross Promotion: The fantasy kingdom, standard chartered, brac bank exchange their customers with Agora. This is an agreement with Agora and these companies. 
· Word of mouth: Agora has a loyal customers who promote the Agora brand to their relatives, friends. 
4.9 Promotional Mix of Shwapno
The methods Agora use for its Promotion is Personal selling, Direct marketing, Online marketing and so on. 
Advertising: Through newspaper ad, TV ad, billboard ad, the company tries to inform their customers about their product. Shwapno tries to sell their products directly to customers. As a result, they try to avoid middleman. Shwapno Lifestyle features many models in their ads. They display their fashion & clothing’s this way. 
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Figure 4.6: SHWAPNO promotional mix

Billboard: Shwapno does a lot of their ads through billboards. This is the most common ways to promote their brands. Mainly Shwapno lifestyle uses billboard most. Shwapno lifestyle started this way in last pahela boishakh. They did lots of photography at Savar, Banderban and they show these pictures through bill road. From billboard ad, they have got huge response. 
Sales Promotion: The examples of sales promotion are coupons, free trail periods and discounts. They arrange different sales event and give discounts up to 70%. This is a way of strengthening customer relationships. 
Internet Marketing: The internet marketing is heavily used by Shwapno. They have facebook page. They do online blogging. They upload pictures. Through this media, they track customer behavior and attempt to identify their needs. 
Public Relation: The public relation has more credentials than anything else. It may be publishing any news in the newspaper. 
Direct Marketing: It makes direct relationship with existing and prospective customers. This is a costly method. Telephone marketing, mobile marketing, emailing are the common ways to make interaction with customers. 
Personal Selling: This is the least used by Shwapno. They don’t use any sales representative. 

CRM of Shwapno
The Shwapno maintains their relationship with their customers in many ways. These methods are: 
· Customer family meet program: Shwapno arrange family program for regular customers. They invite their customers to join quiz session. They give award to those who win the games. After the session, they are asked about their complaints they have for the company. When they hear the complaints, they make note of it. Later on, they take action against those complaints. 
· Home Visit: The staffs of Shwapno visit the loyal customer houses on special occasions. They take gifts for their valuable customers. 
· Phone call: Most often, the customers get phone calls from Shwapno. Through phone call, the authority wants to know about their customers. 
· Reputation: Shwapno has a very good reputation in the market. When they receive any complaint, they instantly solve it. They are careful about their company image. 


CRM of Meena Bazar 
Meena Bazar maintains their relationship with their customers in the following ways: 
· Membership Card: The Company creates a bonding with their customers through such card. The loyal customers get lots of discounts for using these cards. 
· Social media fan page: They company has a facebook page in which they get connected to their customers. They make their customers updated about their products. 
· Special Gift: On Eid, Pahela Boishakh, the company give presents their customers. These gifts make customers happy and they remain loyal. 

4.10 Competitors Analysis
In competitors’ analysis, the existing and potential customers’ strengths and weaknesses are evaluated. For Agora, Shwapno and Meena Bazar, the closet competitors are: 

CHALDAL.COM
Chaldal.com is an online-based grocery store. It started its operation in 2013. It sells a wide variety of fresh vegetables and grocery items. It has its operation all over Dhaka.

It is based on a belief that online shopping must not be a burden for a household and the chaldal.com wants to give that comfort to its customers so that they can easily purchase their necessities from the website. The chaldal.com holds the belief that the time is very important for Dhaka city dwellers and that they should not waste their valuable hours in traffic congestion under the rough weather and wait in line just to buy a few grocery items – which is why they have been attempting to deliver everything that a person may need in their day-to-day life and need to be delivered right at the door-step without having to pay any extra charge. Chaldal‟s work is upgrading their work day by day and they are giving their their best to be better with time. The strongly believe that the use of technology can improve the buying process of the customers of Bangladesh. The company is attempting to be excel at technology.
The founder and CEO of Chaldal is Waseem Alim. At present, they sell 1600 items each day and give home delivery to 20,000 houses in Dhaka city. Chaldal has got a large financing from IFIC bank.

Strengths:
· Huge growth in the shortest time possible
· Home delivery service
· Skilled workforce
· Strategic partnership with many merchants
· Growing online customers
· Supplying genuine products
· Lower delivery charge than competitors
· Charging fair prices
· Maintain a good communication with customers 
Weaknesses:
· New initiative
· Expansion is limited
· Volatile prices of vegetables 
· Lack of government support and policy

Unimart
United Group is one the top corporate houses in Bangladesh which has a variety of businesses such as energy and power, real estate, education, construction business, hospitals, food court and other retail activities. Unimart is a part of United Group and it does its business in the retail industry.

Unimart Limited started its business in 2013 as a hyper market. They have a wide variety of products in their stores, a major portion of which is imported products. They have all categories of products. Their staffs are well-trained. Unimart strong and weak sides are discussed below: 




Strengths:
· Support of United group
· Large collection of products
· Collection of many foreign products
· Wide space
· Customer-friendly environment
Weaknesses:
· A few outlets in Dhaka- only two
· Expensive products
· Fail to attract middle-class segment
· Poor engagement with customers
· Low focus on branding and marketing
· Low amount of promotion

Findings of the Study for Agora:
In the digital age, most of the retail brands are trying to make their presence online.
E-commerce is the future and so the presence in e-commerce is mandatory. Agora should consider this. Among the competitors of Agora, Chaldal.com is using Google Add They also exist in Google play store.

· Public relation (PR) is an integral part which is frequently utilized by third party. Agora does a little bit PR as opposed to Shwapno and  Meena Bazar. They need to engage in more PR activities such as 
· Advertorials. ...
· Social media. ...
· Newsletters. ...
· Brochures and catalogues. ...
· Business events. ...
· Speaking engagements. ...
· Sponsorships or partnerships.

Agoras’ PR activities are very limited and they certainly need to increase it so as to increase the market share. Otherwise, it would be hard for them to stay in the market as competition is very intense. 
 Findings of the Study for Meena Bazar:
The workers of Meena Bazar are very much careful to provide kind services to their clients. Meena Bazar is one of the oldest retail shops in Bangladesh. 
Meena Bazar is always cautious to supply quality goods & services to their consumers. Meena Bazar is alert to please their sponsors. It is noted that a majority their customers is satisfied with the services of Meena Bazar. 

A large number of the customers who regularly buy from Meena Bazar are glad by the quality of the goods and services provided by Meena Bazar. Meena Bazar ought to release new twigs throughout Dhaka city as well as other megacities in BD to create wares and services accessible to extra patrons and wrap large networks. Cost must be kept as low as possible. Patrons are certainly the ruler of any trade. So Meena Bazar should be extra consumer centered by presenting expensive wares and services all the year around. They should be cautious on their competitor companies and devise the strategies focusing on the factors what offer their rivals spirited reward. 






Findings of the Study for Shwapno:

Like a huge business with vend string operations, SHWAPNO wants a proficient supply string of distributing goods down with an effectual marketing and sharing strategies. All section is demanding their height finest to keep proper supply of goods to dissimilar outlets. Chief office maintains appropriate records and generate buy array, buy demand, store move array etc. Allocation hub takes array of the goods according with stock pile observance part of obtain array then they reallocate it to unlike outlets. SHWAPNO newly has got victory by the inventive dealing strategies implemented by the corporation

SHWAPNO has entered into the business soon after than its major rivals, but they have been capable to confine by distant the main market split (44%) since of their special worth, excellence, expediency and service. SHWAPNO requires investing new on civilizing their overhaul excellence to safe its current supremacy in the market and keep it in future. Though, SHWAPNO might have to visage many challenges in the close to upcoming. 








Chapter: 5
Recommendations and Conclusion
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6.1 Recommendations for Agora:
Agora can consider the following things to provide better service: 
· Extremely high cost of consumable items might be a cause of dissatisfaction among the customers. Most often, customers may ask for the cause of extra charge or the products being expensive. Agora’s personnel should be patient and give all the information why they charge extra than the traditional market.
· They should increase their promotional activities. They can arrange promotional campaigns to attract new customers. 
· They can consider increasing their virtual presence. 
· They need to work on business development. They should take business expansion strategy. 
· Agora must bring a change in their management as they are burdened with debt. 
· Agora must keep some unique products and it can increase the company’s value proposition. 




















6.2 Recommendations for Meena Bazar:
Within the rising meadow of retail superstores in Bangladesh, major factors have been recognized. Amid them, the main vital factors are- the class of products, prices obtainable by the super store establishment, the sharing channels worn by the super store, the promotional labors etc. Meena bazaar is playing a latent part in this division. According to dissimilar conclusion, following recommendations can be prepared:
· Meena Bazar Ltd. Imports noteworthy segment of goods since abroad. They devour it steadily in a number of commands. To calculate every client classify income, computing client array manufacture price is extremely required. Accurately costing all customers array manufacture price resources bookkeeping is awfully crucial. Now organization presently buys huge quantity of goods then those products are devoted in some commands. Hence price control is missing in this state. Meena Bazar should stress on falling course failure or imitation fee. In this procedure they can decrease the fee.
· Most customers thought that Meena Bazaar organize a diversity of goods. Except they as well must seek to save a few limited food stuff, which the clientele can simply obtain as of kacha bazaar at a sensible price.
· Customers are fairly pleased by their present pricing. But a fine amount of natives argued to they are charging a tad lofty fee. Hence they can present dissimilar class goods at dissimilar cost for diverse natives of revenue status.
· Meena Bazaar has 17 outlets inside the state and the majority of them are in Dhaka city. Merely two are in Khulna and Chittagong therefore. They should strive to unlock extra outlets in dissimilar districts of Bangladesh.
· The promotional try of Meena Bazaar is extra or less acceptable and it should be sustained. Meena bazaar should attempt to start extra publicity during TV and radio. So they can build dissimilar offers as of others. By the similar time they ought to plan original ad for every classes of citizens.
· Meena Bazaar should seek to perform new and extra public advertising actions to make exact figure in the eyes of clientele [22].





6.3 Recommendations for Shwapno:

· They are supposed to recover flow of labor by subsequent correct time running.
· The contact breach amid diverse departments of ACI Logistics Ltd. (SHWAPNO) ought to be aloof and should set up a burly instantaneous reply scheme amid the workers and departments.
· They ought to catch result in awfully straight era of point which helps to boost the creation progress speed.
· The modified answer techniques of Excel can be customized into correct numerical forecasting tackle to reduce the largely dissent of order and provide.
· Software to they are with, ought to be efficient and should be extra capable. Downloading records as of the software can get a lot time which can hampers the run of the output of the labor.
· A few minor stage workers are not so creative with their assigned labor. Teaching and various motivational programs might get better their output to lofty stage.
· SHWAPNO offer their information during societal networking place (Facebook), other than a few public does not have any information of its Facebook folio. Newly it launched online release overhaul except just little patrons might identify regarding it. They must spotlight extra on publicity [23].


Conclusion
The appearance of sale shops in Bangladesh seems brilliant. They shows extra mixture, convenience and sanitary supplies for the improvement of the clients. As the income of Bangladeshi consumers is increasing, people are using more from super shops. The growth of Shwapno is outstanding. Meena Bazars expansion in the e-industry is also a good initiative. Agora is burdened with many problems. To survive in the long run, Agora must focus on their marketing strategy. Otherwise, it will lose its market share.
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