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[bookmark: _Toc124675588]                                     Executive summary 
This report contains information of Walton group, i.e. Walton’s company profile, company overview, products and its mission, vision, and goal. Its goal is to be the market leader, maximize profit and engage in corporate social responsibility & eco-friendly practices. Its mission is to solve customers problems. This is what customers want. Then comes their vision, which is to satisfy customer needs by providing innovative quality products using up to date technologies. Walton belongs to the RB group. It was founded in 1977. It is an electrical & electronics manufacturing company. Walton products include home & kitchen appliances, refrigerators, smart TV, iron, etc. 
This report also includes the industry analysis of Walton. The industry is electrical & electronics industry. Speaking of industry analysis, we covered Porter’s five forces model in this report- the bargaining power of suppliers, the bargaining power of buyers, the threat of new entrants, the threat of substitutes, and the extent of competitive rivalry all discussed elaborately. Moreover, covered the competitive analysis of Walton. Where Walton has a competitive edge and how they differentiated themselves from their competitors have been discussed. Walton’s competitive advantage is in providing quality products for a reasonable price and since the people of Bangladesh are price sensitive, it works well for Walton. This report also covers a SWOT analysis. The strength, weaknesses, and places of opportunities, and threats for Walton all have been explained.
Lastly, we discussed the 4Ps of marketing- product, price, place, and promotion but mainly the promotion of Walton has been addressed in this report. How Walton uses the six tools of IMC in their promotional activities. It covers the internal and external analysis of the promotional program of Walton. Walton has an in-house agency when it comes to the advertising of its products. They have their own creative team and everything needed to create ads. Ads can be demonstrated or executed in numerous ways- dramatization, comparison, animation, technical, factual, animation, humor, etc. and then, communicating value in promotion has been discussed and the idea has been taken from the Marketing management book by Kotler and Keller. Walton has Mashrafe bin Mortaza as a brand ambassador and celebrity endorser for advertisements thus, the advantages of keeping a celebrity endorser and the return on investment for keeping Mashrafe has been discussed elaborately in this project report. 
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[bookmark: _Toc124675589]Chapter 1: Introduction

1.1 [bookmark: _Toc124675590]Background of report  
Marketing guru, Peter Dracker said “the objective of marketing is to make selling unnecessary” this means marketers do not need to think about how to sell a product or service rather by following the marketing concepts and focusing on marketing marketers can sell products without even trying to sell the product or service. One of the marketing concepts are the 4Ps- product, price, place, promotion. However, services have additional 3Ps- people, process, physical evidence. We are only going to talk about 4Ps.  
1) Product- marketers must satisfy the needs and wants of consumers using product or services and can also differentiate their product from the products of competitors and provide a better quality of product compared to competitors. Then customers will buy from them.
2) Price- marketers must charge prices that are lower than the prices of their competitors. So that customers buy from them. One way to do it is to cut costs. Otherwise they will not be able to make profit and have to leave the market soon. Marketers may justify higher prices by ensuring high quality product. Customers will buy even if marketers charge high prices.
3) Place- marketers must sell products in places that are convenient to customers. The distribution place should be in a place that is convenient i.e. consumers do not have to go through hassle for buying the product. Otherwise if it is inconvenient then customers will never come to buy the product. Marketers must also make sure that distribution place is not time consuming for consumers i.e. it does not take too much of consumers time to reach the place. 
4) Promotion- promotion can be done via salesman, ads on TV, radio, billboards etc. and public relations. Marketers must provide all the vital information about product that will make consumers think of buying the product or most importantly solve their problems. (kenton, investopedia, 2020)





1.2 [bookmark: _Toc124675591]Objective of study: 
1.2.1 [bookmark: _Toc124675592]broad objectives 
a) to complete the BBA program by submitting this project
b) to get the experience of how to write a project
1.2.2 [bookmark: _Toc124675593]specific objectives 
a) to acquire knowledge of 4Ps of marketing
b) to understand how Walton applies the 4th P- promotion in their business.
c) Get insight on how Walton advertise and promote its products i.e. Walton ways of advertising and promotion

1.3 [bookmark: _Toc124675594]Scopes 
a) this project report includes research done on 4Ps of marketing especially the 4th P- promotion.
b) It includes the promotional activities of Walton
c) How Walton advertises and promotes i.e. their method, ways, process
d) Knowledge from internet
e) Practical knowledge about the Walton company
f) Knowledge about the industry 

1.4 [bookmark: _Toc124675595]Limitations 
a) Time consuming, time constraints 
b) In adequate references, books, materials
c) Employees could not give time due to busy routine
d) Managers and hierarchy could not provide information due to privacy policy






[bookmark: _Toc124675596]Chapter 2: Literature review
[bookmark: _Toc124675597]2.1 Introduction
The electronics and other appliance industry contribution to GDP is BDT 900 crores. Families in Bangladesh use electronic devices and appliances almost in every aspect of their life. Walton provides appliances for home, kitchen and along with refrigerators/ freezers. The market size of the electronics and appliance industry is $2.28 billion. 
[bookmark: _Toc124675598]2.2 Industry analysis 
The first step of industry analysis is to know your competitors. Walton must know who are its competitors and how they can get a competitive edge. Again, they can use the marketing mix to get a competitive edge. They can make a product superior in value and quality compared to its competitors or they can produce low-priced products to get a competitive edge. However, competing in price is not good because it can lower profits and effect quality of product. Then people will not buy. They can sell product in convenient places where customers can come without hassles and not time consuming. Walton can also get competitive edge in promotion. Almost 48.5% people use electronic appliances and it will grow as government aims for further digitalization of Bangladesh (Digital Bangladesh). (team, 26)
However, Walton must know its competitors when making industry analysis and then develop strategy to compete with them. So, Walton’s competitors are: 
· Singer 
· MyOne
· Dayang electronics 
· Jamuna electronics 
And there might be numerous other competitors including small businesses. 
[bookmark: _Toc124675599]2.3 Porter’s five forces model 
This model was suggested by Harvard University Business School professor Michael Porter. The main purpose of this model is to understand where company can get a competitive advantage. The goal of such analysis is for the company to come up with strategies that will help them gain on opportunities and tackle competitions and threats. 
The five basic forces are: 
1) The bargaining power of suppliers
2) The bargaining power of buyers
3) The threat of potential new entrants
4) The threat of substitutes
5) The extent of competitive rivalry

[bookmark: _Toc124675600]2.3.1 The bargaining power of suppliers (Walton)
Walton have suppliers who supply them materials for producing electrical appliances. But suppliers become more dominating when: 
· There are limited suppliers: if the number of Walton’s suppliers are very less then Walton cannot leave one supplier for another even when the supplier starts to use its power and dominate Walton. Even though, in electrical and other appliances industry there are lots of suppliers of raw materials because those materials are easily found and are cheap. So, the suppliers cannot dominate or use its power on Walton because Walton can switch easily to another supplier.
· No substitutes for materials supplied by suppliers: when suppliers supply products that are important for production process of company. It ensures smooth production or when supplies provided by supplier are pivotal material for company’s production process. Then in these cases company cannot switch to substitutes because there is none. Walton similarly cannot go to different supplier if the supplier at present provides them with raw materials that is vital for producing electrical appliances. For example, suppliers produce Walton raw materials which makes their blender work really well or makes it high quality product which will not be the case if Walton goes for substitutes i.e. substitutes materials is not as good. Therefore, Walton cannot switch to substitutes and the supplier gets more power that it can exert.
· When prices charged by supplier effects total cost of company: if suppliers increase prices of raw materials then total cost of company will increase and company has to charge higher prices to customers for making profits. However, customers are willing to pay higher prices only if quality of product is higher or superior in value. In the case of Walton, they cannot charge higher prices unless quality of product increases to justify the higher price. If Walton have good relations with its existing suppliers then they do not have to worry about increase in total costs because they might get discounts in prices however, if the switch to other suppliers then there might be a problem of paying higher prices to suppliers. Moreover, Walton charges reasonable prices to customers and for this reason they have many customers that they do not want to lose by charging higher prices. 
· When company lose its value adding process to powerful suppliers: sometimes suppliers become so powerful that by forward integration it takes the value adding process of company. This is bad news for the company. So, suppliers of Walton may become so powerful that they undertake the value adding process of Walton. Walton must be careful that their suppliers never become too powerful or dominant. It is always best to keep good relation with the suppliers. Keeping them happy and at the same time not giving them too much power to exert.  
[bookmark: _Toc124675601]2.3.2 the bargaining power of buyers (Walton)
· Buyers are few in numbers- when buyers are few in numbers company must cooperate with buyers since there are less alternatives. This makes the company less strong or weak. In case of Walton, they have plenty of buyers to negotiate with. Their position is strong and they have a lot of options/ alternatives. 
· If buyers can easily switch- when product of the company is similar to competitor’s offerings then buyers can switch. Walton can differentiate its products to stop buyers from switching. They can make quality products i.e. products that are superior in quality compared to competitors’ products. They can offer new innovative products. They can variety of options to customers. Focusing on reliability of product is also a way to differentiate. Or, by satisfying customers’ needs, wants, demands and fulfilling their desires. All of these will stop buyers from switching from Walton.
· Walton, if possible, can integrate backwards if it has the power and buy suppliers or supplying company i.e. the company that supply them materials. If Walton does that then they will have more control and more power. Also, Walton will be able to minimize cost. Because, previously they bought from suppliers but now they supply themselves as they bought supplier’s business. Walton will also get the competitive edge over its competitors due to back ward integration. (CFI, 2022)

[bookmark: _Toc124675602]2.3.3 The threat of new entrants 
Walton may face threats from new entrants. New companies may enter the market and may attract some of Walton’s customers. New company may capture some of Walton’s market and if new companies start growing then it will possess much bigger threat. Walton may lose its market to new entrants.
· Economies of scales- when companies buy in large amount from suppliers, they enjoy a lower cost per unit. Sometimes they even get discounts from suppliers for bulk buying. This is known as economies of scale and it pressurizes the new entrants to buy in much larger quantity to enjoy lower costs. Which may become tough for new companies because they are new and may not afford to buy in such large amounts. Thus, minimizes the threat of new entrants for companies already established in market. similarly, Walton may face threat from any new company and to build a barrier it can use this technique of economies of scale. Walton already established company can buy in large scale and enjoy lower costs at the same time make a barrier for any new company to enter market and steal its customers.
· Product differentiation- Walton can make innovative products or can use customers’ information to produce a more unique offering according to their needs, wants and desires and by doing this create loyal customer base. It can also provide superior quality products. All of these will stop new companies to enter in the market or take Walton’s existing market. 
· Sometimes entering markets may need huge capital. Companies has to invest large sums of money in technology, warehouse, stores etc. this stops new companies to enter markets. Walton has its outlets open in key areas. This is already a disadvantage to new companies. Along with that Walton has more capital and money to invest in promotional activities compared to Walton new companies has limited capital and resources. 
· Buyers at times may switch from one company to another. It is also possible, that customers switch to new companies/ new entrants. In such cases, companies like Walton may increase the switching costs to stop customers from switching. Walton can make their products available to customers and also Walton sells product at reasonable price with good quality. Walton even gives warranty and guarantee of their products to customers. Walton may increase switching costs by making it hard for customers to leave. They may increase the effort needed to switch to other companies or new entrants. They also may make switching more costly and time consuming for its customers. So that, customers think twice making such decisions. In this way they can reduce threat of new companies attracting their customers
· Walton is in the market for long time and is well established. It already has good relation with distributors and Walton can dominate distributors if they want to. Whenever a new entrant joins the market, Walton can exert its power and convince the distributors not to sell/ distribute the products of new companies. This will act as a barrier for new entrants. If new companies cannot find any distributors they will jot stay in the market for too long. And it is not about any distributors sometimes there are key distributors who help companies to get establish in the market. unfortunately for new companies Walton is already established in market and knows the key distributors and are in good terms with them. 
· Walton is an established business and thus has advantage of large customer base. Walton has also expertise because they have operated in market for so long. They know the market well. All of this makes it hard for new entrants to enter market and capture the customers of Walton. 
· Government make it difficult for companies to enter market because it is trying to safeguard company from competition. But it is not the case for Walton. In the electronics and appliances industry government does not protect company or companies from competition. Therefore, Walton has many competitors and also, new companies can enter the market any time. Thus, competition is high. Walton is still doing really well in this despite the competitive nature of the market. 
[bookmark: _Toc124675603]2.3.4 Threat of substitute 
When there are substitutes of company’s product in the market then companies may face this threat. Walton makes electronics and appliances and there are already substitutes of their products in the market. in such cases, Walton has to innovate their products or find out other ways to stay in the market otherwise substitute may make their products obsolete. And it may become worse Walton may become obsolete in long run. Along with this, there is always a chance of customers switching to substitutes. In such cases, Walton must increase the switching barriers. They can make switching a time consuming and expensive process also make it a hassle for customers to switch. They may also provide extra services to stop customers form switching. But all of the methods of increasing switching barriers will incur cost and increase costs of Walton. Which is also a problem because if costs are not minimized then profit will be low as Walton cannot increase prices due to competition. If they increase prices customers will switch and if prices are held then profit decreases. 
[bookmark: _Toc124675604]2.3.5 The extent of competitive rivalry 
The market in which Walton operates is highly competitive. In this market there are many companies who sells product related to electronics and appliances and these companies are good companies. So, competition is definitely high. 
· Walton and its competitors are almost similar in size. Thus, they can create barriers for smaller companies very easily and due to this level of competition it is almost impossible to increase prices and maximize profits. Rather, Walton charges reasonable prices to its customers even if profit is low or decreasing. Charging higher prices wills simply make Walton lose its customers due to the high competition. 
· When an organization wants to be market leader or take over the market. if this happens then Walton will be in trouble because then the company will have more market share than Walton. However, if Walton gains dominance in market then they will enjoy higher profits and do not have to worry about competition or rivalry. But since electronics and appliances market is fast moving market it is not possible for any company including Walton to gain dominance in the market. 
· In market in which Walton operates the cost of storing electronics and appliances products are high because it may take space in the warehouse, this means warehouse expense. Then some of the products may not work or may become damaged if stored for long time. This will incur costs which is vital as rivalry is high. Cost minimization is important in highly competitive market. Walton may try to gain market share for getting Walton break even and higher profits can help them to gain competitive edge. They may go ahead in competition. 
· When the products cannot be differentiated then rivalry is at its peak. But in case of Walton, they can differentiate their products by innovation. They can innovate their products and produce new products or they can offer products of higher qualities compared to that of customers. They can tailor their products according to consumers’ desires and preferences. 
· When new entrants are more than willing to operate in the market. If new companies enter markets and are willing to compete no matter the level of competition then it might increase competition in the market for Walton. Not only they have existing competitors but also new companies to compete with and as mentioned before new entrants may become a threat in the market. in the industry. 
(lynch, 2009)
[bookmark: _Toc124675605]2.4 Company profile 
Today everyone wants a better life. With the constant progress in this direction, it is recognized that it is time to pay more and more attention to the issue of human convenience and entertainment. Therefore, the demand for fashionable goods in the world is so great that many companies is paying attention. Walton Technologies Corporation is one of R.B.'s sister companies. R.B Group is the private limited company and today is one of the leading companies in Bangladesh. We are run through to our established desire to become the number one company in Bangladesh in terms of both volume and revenue. This has allowed us to expand our market internally and establish ourselves as a quality provider. In that sense, Walton does well in this highly competitive electronics market. Retailers also have a major role to play in promoting their products to customers through effective sales skills. They are essential for any business as they greatly help in marketing and promoting electronic products. Therefore, the more effective and efficient field workers become, the more profit they can make for themselves and the company. This research program is being conducted to assess Walton's market position.

Despite their sincere effort, excellent image and credibility, the company is under pressure from increasing competition in the industry. With increasing market competition and huge sales targets, Walton realized he had no choice but to market more violently. Walton's management is happy with its existing marketing system but wants to keep an eye on it and develop it further to meet the changing environment. As such, Walton's management commissioned the preparation of a study on its market position in the country's Dhaka region. Walton now sells its products nationwide through its own sales force and distributors. Hence this paper on "Walton's Market Position". They will try to investigate sales performance of sales personnel, product quality, dealer satisfaction, sales promotion effectiveness, after-sales service, transportation, communication, etc. We hope that these efforts will assist Walton's management in achieving their future plans and goals. One is the timely delivery of products to merchants. He said that 37.5% of respondents said that their products were sometimes delivered late and only 20% said that they always delivered on time. This delivery gap occurs for a variety of reasons, including: B. Product unavailability.

Company Profile
Name, Type, Activity:
R.B. Group of Companies Limited is one of the largest limited liability companies in the electrical, electronic and automotive sector of Bangladesh. Due to its comprehensive nature, the company is directly involved in import and assembly operations. At present, we are fully engaged in importing, manufacturing and selling various kinds of electrical, electronic, automotive products (color TVs, refrigerators, washing machines, microwave ovens, air conditioners, IPS, voltage stabilizers, etc.), vehicle items. Motorcycles, generators, pickup trucks, covered wagons, CNG powered tricycles, etc. Tractors, tillers and diesel engines. Other articles: Zinc Ingot, C.I. Sheet Metal, etc. Acts under the direction of the R.B. Group of Companies Limited Board of Directors and receives business advice from a variety of reputable domestic and international consulting firms. Authorized capital of the company: TK. 2,50,00,00,000 (250 million), which is about $43 million. Paid-up Capital TK. 26.20.00.000 (Twenty Six Crore and Twenty Lac), which is about $4.5 million.
Associates of  R.B. group
 Walton Technologies Corporation Ltd.
 B. Import/export company
 Tricon Electronics Limited. 
 B. Dairy Complex Ltd.
 B. (Private) Limited
 B. Steel
 Sky route advertisement



Brief company history:
	Year
	Working

	1977
	Started trading business under the name of "Rezvi & Brothers"

	1992
	Started direct import, indirect import, manufacturing and sales of C.I. sheets and related materials.

	1993
	Established R.B. Milk Complex Co., Ltd.

	1995
	Started electrical and electronic business.

	1998
	Established Tricon Electronics Ltd. and started TV production.

	2001
	Established R. B.Group of Companies Ltd. & expansion business in electrical, electronic and automotive fields.



Sales organization: The R.B. Group has a sales, service and manufacturing organization with 280 executives. We have our own sales and service centers in every major city of Bangladesh. It has a distribution network of 175 dealers in large and small cities nationwide.
Customer service: R.B. Group has 25 sales and service centers, with more than 45 engineers and technicians working hard to provide fast after-sales service in different regions of the country. They provide regular service for WALTON products based on equipment needs.

Walton's customers include:
 Upper middle class people
 middle class people
 Lower middle class people
 Agencies
Advertising strategy: Since Walton only advertises its products in the domestic market, the sales of its international distributors are on its own. 
Data management: They do not have an organized data management system and a developed website to provide their stakeholders with the information they need.
E-commerce: Unfortunately, in the digital world, Walton, a company of high potential, has not focused on e-commerce.
Opportunities
Labor cost: Labor costs in our country are very low, which allows Walton to produce high quality products at low cost and provide consumers with affordable prices.
Local market: Bangladesh is a highly populated country, so Walton has a great opportunity to conquer the local market with quality products.
Middle East and Africa: The economies of the Middle Eastern countries are booming these days, and so far there have been no rejections targeting the African market. Walton has a great opportunity to conquer these markets.
(walton corporate, 2023)





[bookmark: _Toc124675606]2.5 SWOT Analysis Walton
SWOT Analysis
	Strength
· Lower price
· Attribution channel 
· Wider range products
· Installments
· Large Dis
· Fridge
· Parotic presence
	Weakness
· Lower R&D
· Software update
· Lower labor skills
· Unable to capture high income
· Compressor 

	Opportunity
· Employment opportunities 
· Government support
· Growth of sales to launch a new product
· The first company in Bangladesh to export electric products
	Treat
· More competitor entrance
· Political instability
· Change in customer demand



Strength:
Low price: Walton offers its items at less prices by maintaining a low cost of manufacturing in consideration of the budgets of individuals in the middle class people.
Attribution channel: There are 150 Wanton Plazas, which serve as Walton's official showrooms, spread around across the nation. Additionally, they have 450 Walton Exclusives from which they receive a fee of roughly 6-7% on sales.
Wider range products: Walton offers a greater range of products, including those that the market demands, such as smart phones, air conditioners, refrigerators, televisions, and home appliances.
Parotic presence: Their slogan "Amader Ponno" (Our Product) refers to the fact that it is a Bangladeshi product, with 95% of the production taking place in Bangladesh, which helps our balance of payments.
Installments: Walton offers both affordable prices and installment payments with a 5-year repayment period so that even people in the lower middle class can purchase their products.
Fridge: Walton manufactures its refrigerators and freezers at such low prices and with such a wide distribution network that no rivals in Bangladesh can match this level.
Weakness:
Lower R&D: Instead of developing something new, they produce goods that their rivals have already introduced.
Software update: Walton uses a cloned operating system. Because updates are frequently unavailable, users encounter several difficulties using their smartphones.
Lower labor skills: They are unable to hire experienced laborers in order to keep expenses down, which is a weakness.
Unable to capture high income: High income groups are difficult to reach because they still like using products with foreign brands. They don't trust Walton's quality, which is the fundamental reason for this.
Compressor: Walton is dependent on the import of compressors because it is unable to produce them.

Opportunity:
Employment opportunities: To manage the business, Walton now employs approximately 30,000 people.
Government support: As Bangladesh's sole exporter of electronic goods, they pay a low tax rate to help their balance of payments. Additionally, they can quickly obtain loans from banks for government assistance
Growth of sales to launch a new product: Walton is a well-known brand among Bangladeshis. Sales may increase if they introduce new products with individual qualities.
The first company in Bangladesh to export electric products: Walton is the only business in Bangladesh that sells electrical goods to 20 other nations. They may therefore compete successfully on the market with other worldwide brands and have a household name.

Threat:
More competitor entrance: There are now more competitors due of Xiaomi and Oppo, their smartphone sales have recently fallen. Additionally, Samsung means to locate its refrigerator production facility in Bangladesh. Thus this could attitude a danger to Samsung.
Political instability: Bangladesh has strikes, which hurts business and makes a loss. 
Change in customer demand: Bangladesh sales are primarily seasonal. For instance many purchase refrigerators around Eid-ul-Azha and air conditioners during the summer. 
(kenton, swot analysis, 2022)


BCG Matrix of WALTON:
The BCG matrix is a method through which organizations can map out their various businesses and determine which products have a high potential for growth and which products are draining the resources of the organization. This process discusses four sides.
Low               Growth Rate            High
Low                             Market Share                               High
STARS
Refrigerator
??
TV, Smart Phone
CASH COW
Home Appliances
DOGS
Motorcycle










1) Star (high market share + high expected growth rate): As the market ages and sales growth slows, Star slowly becomes the cash cow. Heavy investment will assist in capturing market share and keeping it.
2) Cash cow (high market share + low expected growth rate): For the low growth rate, high investments should be restricted and cash and profit creation should be strong.
3) Dogs (low market share + low predicted growth rate): Due to its low market share and low anticipated growth rate, dogs should be satisfied.
4) Question Mark (high market share + low expected growth rate): Because it has a large market share, it requires a lot of money but yields little in return. As a result the company should either invest extensively in it or stop investing altogether.

Products made by Walton:
Walton offers 4500 different electrical, electric, and automotive product models. They have motorbikes, phones, televisions, and home goods. The refrigerator has captured the largest share of the market in these products. Walton refrigerator captures 80–95 percent of the market. The market share of Walton home appliances is 30%. Walton products serve 10% of the mobile, TV, and motorcycle markets, respectively.
Most important item of Walton's (Refrigerator):
The most significant product for Walton is the refrigerator. As we discussed their market with them, we learned that roughly 80–95 percent of it is covered by refrigerators. In addition to being able to make their refrigerators at the lowest cost, Walton can produce roughly 3 million refrigerators annually. Along with offering the most storage space and the best cooling performance, Walton refrigerator also guarantees its customers great energy savings. Therefore, consumers can purchase a refrigerator of extremely high quality for a reasonable price. As a result, Walton had a significant refrigerator sale. People prioritize Walton because it offers good quality at the lowest cost, which helps it stay in business. Therefore, Walton Refrigerator should be positioned as a star in the BCG matrix because it not only has a large market share but also a strong growth rate. If Walton invests more in their refrigerator, they will benefit from the strong growth rate and be able to keep their large market share.
Most Weakest item of Walton's (Motorcycle):
The Walton motorcycle is the company's worst offering because of how poorly it is currently selling. Walton's primary focus is on cost rather than quality because they create their goods at the lowest possible cost. Their primary goal is to enable customers to purchase goods at the lowest possible cost. Walton Motors imports the motors for motor cycles at the lowest possible cost as a result of product cost concerns. As a result, motor quality isn't as fantastic as it could be. Additionally, they were unable to provide their consumer with access to their parts. As a result, Walton's customers didn't provide favorable reviews for the quality of the motors, and sales couldn't increase. Walton has currently stopped making motorcycles. Walton wants to do rid of the bikes since they have a low market share and a slow rate of growth. Therefore, dogs should be in the BCG matrix's place for motorcycles. For the sake of getting rid of the motorcycles, Walton management intends to offer a discount. Therefore, Walton motorcycles are positioned as dogs in the BCG matrix. (hanlon, 2022)
Corporate Policy:
For the industries in the Walton Group, a concentration approach will be the best course of action. By employing this method, companies will be able to provide variety to their main product line, increasing their market share. If we look at the vertical integration strategy for Walton Electronics, it can also be a strategy to use because it states that the company will have control over the distributors or suppliers, which will be simple for Walton because their primary suppliers are China, Korea, Taiwan, and the Philippines. So, controlling the price will be simple. Walton Electronics is doing well for itself and is engaged in fierce competition. Walton Electronics is doing well for itself and is engaged in fierce competition. They are therefore exempt from adhering to the horizontal integration plan. Walton Electronics does not need to merge with other businesses operating in unrelated but connected industries because it is already a Walton Groups subsidiary. Therefore, they do not need to consider diversification plan. Since Walton Electronics has been operating continuously since 1977 and has consistently delivered quality services, we can state that if Walton Electronics wants to grow in a high level, stability or renewal strategy should not be used.
Competitive Approach:
Walton has adopted a cost leadership approach in order to offer its consumers items at the lowest possible cost, with the price of a refrigerator starting at just 22000 taka. Walton can make money at this pricing because its manufacturing costs are minimal.

Market &Trade
Walton pursues its 21st-century goal of turning into a truly universal digital brand by utilizing cutting-edge technology, innovative design, and satisfactory customer service. By 2015, Walton declared a goal to rank among the world's top manufacturers of electronics, cars, and telecommunications. The company's goods are both exported to many nations throughout the world and have a sizable local market share.
	Main Market
	African Continent
Oceania
Middle East
Eastern Asia
Western Europe

	Total Annual Sales Volume
	US$ 25 million – US$ 30 million

	Export percentage
	91%- 100%

	Total annual purchase volume
	US$ 25 million – US$ 30 million



Factory Information
	Factory Size
	50,000 – 100,000 square meters

	QC/QA
	NO

	No. of production line
	Above 20

	No. of R&D Staff
	61-70 people

	No. of QC Staff
	71- 80 people

	Contact Manufacturing
	OEM Service Offered
Buyer Label Offered



Principles of Walton:
1. Walton supports its CUSTOMERS to maintain their competitiveness
The success of Walton's clients is connected with that of Walton. It offers its customers access to its widespread experience and solutions, allowing it to quickly and efficiently accomplish its goals.

2. Walton promotes INNOVATION as a way to influence the future
Around the world and around the clock, innovation is its lifeblood. It transforms the creativity and best practices of its workforce into cutting-edge technologies and goods. Experience and innovation keep it on the cutting edge.

3. Walton increases business VALUE to provide new prospects
For long-term success, it produces lucrative growth. It makes use of the synergies across all market sectors and geographical areas, our well-balanced business portfolio, and business excellence. For its investors, this makes it a premium investment.

4. Walton gives its EMPLOYEES the tools they need to execute at a high level
The secret to its success lies in its workforce. It functions as a cohesive global network of learning and knowledge. Its corporate culture is characterized by diversity, honest communication and mutual respect, as well as by set objectives and strong leadership.

5. Walton recognizes the RESPONSIBILITY of business to advance society
Its concepts, innovations, and initiatives improve the world. It is dedicated to maintaining a healthy environment, excellent corporate citizenship, and universal principles. Integrity governs how it interacts with its shareholders, business partners, and employees.






ACTIVITIES UNDERTAKEN
Work Related: Walton is a huge company. Numerous things are done in this place to implant the brand in customers' minds. Numerous actions are performed, starting with the concept generating phase and ending with product execution. I work in corporate sales and tasks that are related to it. Due to the wide variety of activities offered by this division, I was unable to try or engage in every activity within the brief internship program. However, there are some tasks that I have learned and completed on my own.

Walton Corporate Sales Plan 
Bangladesh's high-tech industries are expanding their electronic brand. They established a precise standard for business and retail sales. Walton adheres to the following rules when conducting business sales:
Operation Procedure:
· Motijheel
· Azimpur
· Moghbazer
· Dhanmondi
· Gulshan
· Uttara
· Mirpur etc of Dhaka city
Director of corporate sales
Showroom Manager
1) Corporate Executive
2) In-Charge Executive
3) Senior Receive Executive
4) Delivery and Maintenance
Senior Manager of corporate sales
Accounts and stock In charge









Corporate showroom operation policy
· Existing policy
· SOP
· Selling a product (Cash, Credit Card, Installment buy, Corporate Agreement, Discount etc.)
· Operational Plan (Operation Time, Leave, Payments, Commission etc.)
· Name Tag, Price Code, and Uniform Code.
Tasks of Corporate Team: 
1. Meeting with segmented organizations 
2. Meeting Fix up
3. Letters of Introduction 
4. Invitation letter 
5. Agreement letter (Enlistment, HR, Personal level)
6. Request Letter
Tasks of Corporate Team 
1. Creating visiting cards, last headgear, envelopes, product catalogs, and corporate presentations.
2. Website, email address, etc.
3. Periodic Communications (E-mail, SMS, Corporate Gift, etc.)
4. Clients Database 
Vision & Mission of Corporate Sales Team 
1. Cover all of Dhaka city is the corporate sales team's main goal. 
2. Strongly establish all company sales points after covering an existing sales point begin working in a new sales point 
3. A strategic plan will cover the sales point.


Key success factors for the industry
1. The product should have appealing characteristics and great quality.
2. The cost must be reasonable and competitive.
3. Recognizing distribution channels is necessary
4. Promotional activities must to be centered on brand equity and image, and they ought to be connected to locals' way of life.
5. To perform quality control, a highly qualified sales force with managerial expertise is needed.
6. After-sale support and a warranty ought to be offered. (weedmark, 28)
Target market of Walton in Bangladesh
· High Class
· High middle class
· Middle class
· Lower middle class
Competitors: Two ways to describe competitors are
· Direct Competitors
· Indirect Competitors

Walton essentially doesn't have any direct rivals in Bangladesh because they make everything locally and charge a very low price compared to its rivals. They have many advantages because they are the only manufacturer in Bangladesh's motorcycle market. However, they have a lot of unintentional rivals who export goods from abroad and compete with them by delivering products of lower quality at more appealing prices while still including fresh features. Competitors include YAMAHA, HERO-HONDA, BAJAJ, HONDA, and others. Some of them are assemble with low cost in China.
(walton corporate, 2023)




Marketing Positioning Strategy
With its motto "AamaderPonnyo," Walton has sparked tremendous interest among its target market's consumers. They agreed to Walton's plan to produce various electronics in Bangladesh for the first time, including motorcycles and refrigerators, and they were eager to purchase a high-quality item produced there. Walton, on the other hand, can sell high-quality goods for a much less money than its rivals because it is a local producer. Through Walton Plazas (its own showroom) and dealers across the nation, it also makes its goods accessible in all area of Bangladesh at the closest locations possible. To be more accessible to clients, new Walton Plazas are routinely opening across the nation. Walton's after-sales service is another tactic for strengthening a spot in the customer's memory. Walton has already opened 39 service centers and is in the midst of creating more service centers in order to give clients the fastest after-sale assistance possible. Walton values both its sales and after-sales service in order to build a long-lasting, favorable relationship with its customers and so retain and grow the client base.
Walton has launched a significant marketing effort for its product ever since production at its factory began. The pride they feel in being able to sell home appliances built in Bangladesh is reflected in their catchphrase, "AmaderPonnyo." Walton now has TVCs running during prime time on all major satellite channels in Bangladesh that are aimed towards their primary target audience. Additionally, they run several print and outdoor commercials. Additionally, their 120 Walton Plazas across the nation serve as a significant advertising tool. Walton has recently been supporting numerous significant national sporting events.

General management Duties
The chief operating officer (COO), often known as the general manager (GM), frequently carries the additional title of president. Normally, the general manager receives direct reports from every department. The general manager establishes the office's work standards, tone, and pace. The general manager has the last word in hiring decisions and ensures that all employees are following the general organizational directions. They establish a distinct vision for the station and the guidelines for achievement that all employees are required to adhere to.

· Engineering: The engineering department is in charge of the factory's and company's technological aspects. They are the ones that staff in other departments turn to when anything breaks.
· Human Resources: The manager of this division frequently is in charge of the routine HR tasks. Otherwise, the general manager, who at larger stations would have a human resource employee, will be responsible for handling HR.

Promotional Techniques
Promotional items are only one of many various kinds of promotional methods that a business may use. You must have a fully developed campaign and strategy.
Promotional Tools: 
Public relations are a crucial marketing strategy for Walton. Public relations is primarily utilized to improve a company's image rather than to promote a brand. Even though WALTON HIL is already well-known to a wide range of individuals, they frequently use public relations techniques. To do this public relations operation, they occasionally use the assistance of an AD business and impact in Public Relations.

Examples of public relations (PR) used by Walton
1) Setting up Events
2) Seminar
3) Media Conference
4) Rally.
5) T-shirt.
6) Poster.
7) Leaflet.
8) Banner.
9) Festoon.

Press releases
A lot of potential customers can be reached with information about a product, service, or company by using media releases. It can incorporate product information into an engaging story, increasing the likelihood that it will be picked up. And if it isn't interesting to them, they won't grab it.
Events
Will the occasion be remembered? Are folks going to feel like walking wallets or like pals dropping by? Spend a little more, make them feel at home, and socialize. Yes, you have a purpose, but people come to events expecting to have a good time, so you want to make sure they leave with a positive impression.
Networking
Networking within the sector and with customers is a terrific approach to draw attention to both you and the product. Attend networking events, be prepared with a funny anecdote or joke, and people will remember you for the right reasons.
Sales Proposals
An effective sales pitch involves more than just introducing the prospect to the goods. pitching the ideas to them as well.
Customer follow-up
Following up with a client is crucial, even if it's just to confirm what you talked about with them. Additionally, it establishes the tone for future discussions and serves as a reminder of your value to them.


Products for Promotion
Several goals can be achieved by using promotional merchandise. They can encourage customers to utilize your product or service, boost attendance at conferences or trade shows, recognize devoted clients, and work to recruit and promote employees. When selecting a promotional item, keep the company's objectives in mind.

Contact us!!!!
Sales representatives are eager to discuss what a consumer wants from your promotion. We want to hear from you and support the success of your promotion at all times. Walton has launched a significant marketing effort for its product ever since production at its factory began. The pride they feel in being able to sell home appliances built in Bangladesh is reflected in their catchphrase, "AmaderPonnyo." Walton now has TV commercials running during primetime on all major satellite channels in Bangladesh that are aimed at their core target audience. Additionally, they run several print and outdoor commercials. Additionally, their 120 Walton Plazas across the nation serve as a significant advertising tool.

Regarding the advertising campaign of Walton
· Deliver the pamphlets to the client by knocking on doors.
· Give them space for their TV, newspaper, and billboard ads.
· Take part in DITF each year.
· Giving away mobile phones occasionally when customers buy their goods
Set up events and sporadic campaigns, organizing seminars, supporting various industries

(walton corporate, 2023)
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[bookmark: _Toc124675608]3.1 Promotion: communicating value  
Walton’s promotion is about communicating value to the customers. Their main objective is delivering value to customers. The value offered by Walton is superior to the values offered by their competitors. So, to create value Walton has the value chain. Value chain is the tool for identifying ways to create more customer values. In every level of value chain, we can create value. There is a scope to create value in every level. 
The lowest level of value chain contains of primary activities: inbound logistics, operations, outbound logistics, marketing & sales and lastly- service
Rest of the level is support activities: procurement, technology development, human resource management and firm infrastructure
Inbound logistics and operations- Walton creates value in this activity by optimizing cost and use premium/good quality raw materials in their products. In long run, cost might increase so cost minimization is good idea and poor quality of raw materials will cause problems in operations. Operations is a place where Walton maximizes value creation. Walton convert raw materials into finished goods in operations therefore, value is increased in operations. Walton produces good quality product which goes with the needs, wants and demands of the customers and they make customers understand then that touches marketing concepts such as product concept and they are able to see its benefits in production concept as well. Walton finds needs, wants and demands and deliver those things then customers are loyal. They buy frequently. They are satisfied and always buys from Walton. They spread positive word of mouth and bring new customers. Positive word of mouth from customers itself is marketing/ promotion without cost. New customers mean more profit generation. However, if Walton produce more and more then they will achieve economies of scale. Adding value in every level will provide the benefits of the production concept. Walton uses efficient labors in operations thus adds value. They add the maximum value in operations.

Outbound logistics and supporting activities- you have to educate the customers. Make customers understand. Walton does exactly that and their marketing and sales is as good as service. Walton also adds value in each step of supporting activities. (keller, 2016)
[bookmark: _Toc124675609]3.2 The promotional mix
Promotion is integration of struggle done by sellers to build channels through which they may disseminate information and convince customers to buy their products and services. Indirect communication happens during the numerous tools/strategies of marketing mix. Promotional mix is the fundamental tools for achieving communication goal.
1) Advertising- non personal communications of a firm, goods, service that is paid by known promoter. Paid means the duration and the place where advertising will be shown has to be purchased. The word ‘non personal’ means that advertising must be done through mass media such as TV, radios, billboard, newspapers etc. in this way the message can be communicated to large audience i.e. large number of people at once. However, there is no instantaneous response. Advertising is a cost-efficient method to gain large groups of people with the same message for all. It is also a beneficial instrument for building brand image. Brand image is vital for convincing customers to buy goods and services. It is the formidable way to inform customers and control their perception. 
2) Direct marketing- here, companies communicate directly with target audience for feedback. Walton does direct marketing through television, radio newspapers, magazines and etc. Walton also has management team, who manages database. Walton does direct marketing through telephones, fax and also by emails or direct mail. Walton does direct marketing by selling products directly i.e. direct marketing. Another advertising of Walton is direct response advertising where customers can buy Walton’s products directly from them after watching/seeing an ad of the company’s product. Now a days, both members of family, husband and wife earns money. This means change in lifestyle of people and rise in dual income families. In such a situation there is a lot of money in family but hardly any time for buying products from stores along with this people in Bangladesh are starting to use more credit and debit cards. These scenarios make direct response ad more effective. Because of corona virus people of Bangladesh have become more familiar towards buying directly from company’s websites. Due to corona virus it was not safe for anyone to shop in stores and markets rather online shopping and direct purchase from company’s website has become popular. Now, people buy staying home because of convenience and also to save their time and energy along with this avoid the unnecessary hassle and traffic jam. Another brilliant idea Walton use is omnichannel retailing. This is mixture of offline channels and online channels so that consumers have a great time interacting with Walton. First, they learn the details of product they want to buy through online channel or company’s website then they make purchase and get desired service at point of purchase and also enjoy after sales service. After purchase Walton may call customers to tell them about new offers and/or contact through emails. Walton with help of technology can keep all the necessary information about their customers, for example- their geographic location, their emails, phone numbers, their trend of purchases i.e. what they like to buy, price range in which they buy. All of this can be used to offer them products according to their preferences.
3) Digital/ internet advertising: with the growth of technology, people started to use internet more than ever. People can interact with one another through social media platforms. In marketing it is called interactive media where unlike traditional marketing with one-way interactions, here, interaction is both ways. Marketers communicating with customers and they respond. Walton gives advertisement of brand-new refrigerator customers can asks questions and get answers to their queries. In social media and online platforms consumers can interact with one another also. Customers who are familiar with the company’s products may write reviews and disseminate positive or negative word of mouth. If the customer is satisfied then it will say good things about company and its products and also encourage others to buy but if consumer is not happy then will stop others from buying by writing negative comments and reviews in social media. And word of mouth in social media spreads really fast like wildfire. However, Walton may use this opportunity to pay google so that it stays important in search results. Walton gives banner ads in online platforms and also gives ads in social media platforms for example, Facebook and video ads in You tube. Walton can give coupons or hold a contest in the internet to promote its brand and products. People are using smartphones now. Walton can make apps for mobile phones so that, consumers enjoy their purchase experience and make it productive. Walton may also come up with a small mobile game for promoting brand and products. Through the digital marketing Walton can monitor its advertising and promotion. How many people are responding and buying to their ads and how much money has been spend for that specific ad. Moreover, Walton can acquire and keep important information about consumers through internet and social media interactions especially by using cookies. This information can be used to tailor there marketing and offering according to customers preferences. 
4) Sales promotion- in sales promotion the salesperson, distributor and customers are given additional motivation for selling products. There are two main types of sales promotion- consumer oriented and trade oriented. In consumer-oriented sales promotion company gives incentives to the consumers for encouraging them to purchase. This includes giving coupons, samples holding contests, live programs, events, giving bonus packs and refunds while trade related sales promotion is giving incentives to resellers so that they are encouraged to sell company’s products. This includes giving trade allowances to resellers for selling company’s products, the place where consumers will purchase product should be displayed and the physical evidence need to be attractive, training should be given to touch point employees, who deals with customers and company must do trade shows. Here, two terms of marketing push sales and pull sales has to be discussed. The former, consumer-oriented sales promotion is pull sales resellers or company do not have to do much consumers themselves will come to buy and demand the product while trade oriented sales promotion is like push sales resellers try to push and make consumers buy a product. Walton does sales promotion so that brand loyalty does not decrease and people remember their brand with no promotion people will soon forget their brand so, Walton cannot let that happen. 
Walton must also take care while promoting and advertising its products that they cannot touch sensitive issues because this will stop people from viewing the ad. Of course, Walton might and should create awareness on social issues but cannot make the ad too sensitive. Because people do not like sensitive topic being projected in this way. 
5) Public relations and publicity- it is nonpersonal communication just like advertisement but it is more of a news about a firm or its goods and services. It is in form of a story on a product to educate people and make them aware. It can also be use to influence purchase behavior or create favorable attitude towards the product. Publicity is not in the control of company. So, people perceive it as a reliable source with no biased information about a company or product. So, if Walton product get publicity people will be encouraged and motivated to buy their products. However, unlike advertising where Walton can keep track of how many people got to see the ad, Walton can not figure out how many people publicity reached. Publicity is just not in the hands of company so; the cost is low or not specified and there is no flexibility i.e. company cannot change it as it wishes along with that time is uncertain. If something bad about Walton is in publicity then things might get bad within a short time because its not in the hands of company but if good things are publicized then Walton will enjoy boost in sales. The cost is almost zero because company does have to pay for it but still get positive outcome and boost in sales from publicity. 
On the other hand, public relation is different. Here, company has control rather company can intentionally make and change information about product to generate positive outcome. It is a way company is communicating with people that is advantageous for both the company and the public. It is necessary to build favorable identity of the company. To achieve favorable image Walton must build and maintain relationships with its internal customers i.e. workers, raw materials providers, stake holders and also government, customers etc. publicity will help Walton get acceptance from people but for that they must raise funds for social cause for example, helping orphans, disabled. They try to solve community problems and they may also engage in ecofriendly activities all of these will create positive brand image of Walton. 
6) Personal selling- this is face- to- face interaction or interaction via telephone. A sales person may go from door- to- door in order to sell company’s product. One advantage of personal selling is that salesperson will get instant feedback to their message. They will be able to see the reaction of customer and change the message according to the consumers’ demands, needs and wants. Unlike ads which do not get immediate feedback and cannot be changed, in personal selling the salesperson can read the scenario and change the message or style of selling. Advertising is for mass people, in contrast, personal selling can be used for different markets and individuals and can be arranged and executed according to the attitude, personality of individuals and according to the market environment. Walton may try personal selling as it has its advantages. Sending a salesperson to interact with different customers might be a good way to draw customers into buying their products. However, salesperson has to sound persuasive in order to make customers purchase product and also salesperson should have such a character and personality that people are willing to lend an ear and listen to what he has to say. If salesperson does not have stopping power then people will not care and think it is waste of time. They will simply not be interested. 
[bookmark: _Toc124675610]3.3 Promotion in marketing 
In order to promote products Walton can use numerous ways such as viral marketing, buzz marketing, word of mouth promotion and point of purchase promotion. 
Viral marketing- in viral marketing company depends on consumers to spread the favorable information about their product or brand. It is an era of internet. People use the internet almost everywhere and all the time. People are online and in social media platforms. So, Walton can use this opportunity for viral marketing its brand and its products. They may do it through Facebook, Twitter, you tube, Instagram, tik tok etc. however, there are aspect that make viral marketing fruitful. These factors are: tone of the message, personality of receiver and sender and lastly, nature of social media platforms. The tone of the message should grasp people attention and be interesting at the same time have necessary and important materials. So that the receiver is educated about the product or brand. The personality of sender and receiver also matters. If the receiver is younger audience then the message has to be communicated accordingly and if it is for older audience then message should be communicated differently. Not everyone is motivated by same thing. Abraham Maslow suggested a hierarchy of needs which is known as Maslow’s hierarchy of needs theory. In this theory, different people are at different stage of the pyramid some are at the base level, motivated by basic needs: physiological and safety needs while others are motivated by self esteem needs or maybe, self-actualization needs. So, the point is different people are motivated by different needs and thus Walton must keep this in mind when promoting their product to the target market. Lastly, the nature of social media platforms also plays a big role in promotion. In case of you tube and Facebook Walton must target famous content creators who have highest number of followers or highest numbers of subscribers to make them promote their product As for Instagram Walton must try to promote their products through famous Instagram models or famous celebrities using twitter. All of these ways can be used to make people talk about, buy and use their products or brand thus, making viral marketing fruitful.   
Seeding is another method Walton can use. Here, Walton will use its first to use the product customers and make them transmit and profuse the information about the product in public. So, that people are willing to buy. When public will see that those who have already tried the product is giving positive reviews then they will also be willing to buy Walton’s products. But for seeding Walton has to select the right group of people. Usually companies who can handle viral marketing properly must advance to seeding.
Word of mouth promotion- sometimes, customers are so satisfied with the company and its products that they spread positive word of mouth. Because of the positive word of mouth other people are willing to buy the product. So, it expands the company’s customer base and promotes the company’s products without cost. Company does not have to spend a single money for this promotion while for other promotional activities company has to spend thousands of dollars for example, advertising. So, if Walton can produce products according to customers’ needs, wants, demands then customers will be satisfied and buy from them and also spread positive word of mouth which will promote their product as well as increase customer base, boost sales and ultimately increase profits. And Walton does have to incur cost for word of mouth promotion. Again, in today’s world, technology and internet is playing a big role. Everyone has smartphones and access to internet. People order things from online and companies has also opened websites and sell their products online. Due to corona virus everyone prefers to purchase online rather than buy from store because its convenient. One of the advantages of online platforms and social media is that people interact with each other in comment section or via social media platforms and in such cases word of mouth spreads faster just like a wildfire. So, any negative word of mouth will mean that situation for Walton will turn from good to worse within a short span of time. However, Walton can use it as an advantage to spread positive word of mouth. Just like negative word of mouth can destroy the company fast, positive word of mouth can make Walton more successful and more popular within days. People will give positive reviews and favorable comments which hundreds of people will see and will want to purchase Walton’s products. Social media can reach hundreds of people at once. So, it will be a great advantage to Walton especially when their promotion will be done without incurring any cost. Another thing about word of mouth is that people know users of product are giving honest reviews about the product. It is not biased. This makes it even more convincing for potential customers to buy from Walton. Walton must advertise in such a way that people recall and discuss about their ads or products. If they can stay in people’s memory and conversations, they are more likely to get the benefits of word of mouth promotion. Walton can use social media for buzz marketing. If they select the right people for buzz marketing then it will create buzz or some sort of fuss among people about the brand. Research shows that customers who are not loyal are effective for buzz marketing than customers who are loyal. 
Point of purchase promotion- the point of purchase is the moment of truth. Walton’s physical evidence is so attractive that customers’ expectations increases. Then Walton also have employees who are always helpful and well trained. They interact with customers respectfully and greets with a smile. They answer all queries of customer. These things make people want to visit and purchase the product again if the product is of good quality. So, in this way promotion can be done at point of purchase. 
[bookmark: _Toc124675611]3.4 Promotion: situation analysis
 Internal analysis- the evaluation of interior factors of organization and its products is called internal analysis. Walton must go through and re check its previous strategies that were beneficial and also those that lead to downfall at the same time Walton must inspect all of its departments to make sure its free of error. Walton has an in-house advertising agency (which will be discussed later) for this reason they need to consider the benefits and drawbacks of undertaking promotional activities. Keeping the brand image of Walton in mind they must do SWOT analysis. Brand image plays a vital role in the promotion of Walton’s different products and also brand name. However, Walton has been in market for long time and has made a name for itself also has established brand image which helps them to stay in the lead compared to firms that are new in the market.
External analysis- in external analysis Walton must analyze its external environment. Walton must see what is the personality, attitudes, lifestyle of its target customers. For this they must do market research properly. Then comes analyzing the market. Walton must look for opportunities such as growth opportunities, interested customers who would buy from them and also, they should look out for threat such as red ocean market, few firms dominating the market and stopping competition etc. Walton must analyze the segments (segmentation) they are going to target- demographic segmentation, geographic segmentation, psychographic segmentation, behavioral segmentation etc.  and then comes how they would like to position there brand or product. Walton already positioned themselves as producer of quality products in reasonable price. Then Walton made the analysis of competitors- how strong are their competitors? Can Walton compete with them? What is budget of competitors and what is their strategy? All are important questions that Walton answered when entering market. Lastly, Walton external analysis included analyzing marketing environment- what is trending at the moment? What is the current situation of economy? And other factors must also be considered such as what culture people follow and is the market environment is highly competitive i.e. red ocean strategy.

[bookmark: _Toc124675612]Chapter 4
[bookmark: _Toc124675613]4.1 Promotion: Advertising 
Companies go to different advertising agencies for promoting their products and services. These advertising agencies create advertisements for the companies. However, Walton has their own advertising agency inside their company for making advertisements and promoting their products. This is called an in-house agency. The in-house agency is completely possessed and managed by Walton company or their advertiser. These in-house agency for some company is independent and manages huge amount of money for advertising purpose. While in other companies it does more work than advertising departments when it is comes to advertising. Walton uses in-house agency to minimize the cost of advertising and also to have more authority when it comes to making decisions regarding advertising and promoting their product. Definitely, if Walton chose an adverting agency to advertise and promote their products then they would have to spend a lot more money in form of payment to that advertising agency. Moreover, the advertising agency will have control and will make the decisions regarding the advertisement of products. Walton will have little to no authority. So, in-house agency gives all the benefits at a lesser price. In addition, in-house agency also saves valuable time for Walton. Going to other ad agencies for advertising takes a lot of time and also employees of Walton who work in advertising department has better experience and are more competent when it comes to promoting product in the market. They have more insight about the market. Employees of Walton who work for in-house agency also has keen understanding about Walton’s competitors which is needed for designing advertisement in such a way that people are willing to buy from them and not competitors. However, it can be argued that other ad agencies can give Walton flaccidity and varieties of services. Also, critics say that people who work in ad agencies have more expertise, skill and creativity. The whole team specializes on creating advertisement and that is why they are better at it. Moreover, there might be a flaw in the advertising of Walton which they are underestimating but if other ad agency does  advertising for them then not only they can take care of the flaw and make better ads but also they will be able to give outside viewpoints that might be very helpful for Walton because a lot of times companies with their own viewpoints might be wrong or blind towards their own ideas but from an outside party there is no biased perspective thus, these factors Walton need to consider as well when it comes to choosing in-house agency or outside ad agencies for advertising and promotion.
[bookmark: _Toc124675614]4.1.1 Advertising appeals 
When creating an advertisement Walton can use various appeals- informational or rational appeal, emotional appeal and/or mixture of rational & emotional appeal.
1) Informational appeal- for this appeal Walton can target the factual and empirical side of consumers by communicating the attribute of their products and also the advantages customers will get when using their products. It aims the logical aspect and contains information about product. Walton job here is to make people believe using facts about their products that it can satisfy their needs, wants and demands. Walton might assure customers that product will give them well-being, relief, contentment, satisfaction and also the product is of high quality, reliable, lasting, works well etc. there are numerous appeals when it comes to rational appeals these include- attribute, price, competitive edge, reputation of product i.e. number of people who use the product. Walton uses price appeal the most it charges reasonable price for good quality products and because people of Bangladesh is price sensitive this appeal works well for Walton. They also use attribute appeal where they highlight the attributes and benefits of using their products.
2) Emotional appeal- this appeal targets the societal and cognitive needs of people. Some people look at the emotional satisfaction and their enjoyment or pleasure that they get when using the product rather than attributes of the product and advantages that they will get when they use the product or instead of brand knowledge. Many marketers view rational appeal as boring and thinks that it is undifferentiable when it comes to advertising Walton’s product compared to the advertisement of competitors’ product. Walton can use emotional appeal in various ways they can show that people in the ad are enjoying or are in pleasure when using their product or people in the ad are going through crisis/problem and when they use Walton’s product they are in state of pleasure or enjoyment. Walton may use joke, wit in their ad or something lively, heartening to generate positive attitude in people towards the ad and company’s products. Positive attitude influence purchase decisions. Emotional appeal helps company gain higher profitability compared to rational appeal. Emotional appeal will allow Walton to charge higher prices which increase profit levels as people of Bangladesh is price sensitive but also emotional at same time this might work for Walton very well. 
3) Mixture of rational and emotional appeal- both rational and emotional appeal influence buying decision. Thus, Walton should use mixture of both. Not only they should inform people about the products attribute and advantages of using it but also, they should highlight the satisfaction, pleasure and enjoyment consumers will get when they use the product. To make such ads is not easy Walton must have skilled creative team.

[bookmark: _Toc124675615]4.2 Advertising execution 
How advertisement is presented and executed is very important because it convinces people to buy company’s product. The creative team of Walton are very skillful they create advertisements that are relevant and significant. Advertisements can be executed in different ways. Some of the ways are given below: 
1) Advertising that contains facts about products or services. Such ads target the rational appeal they contain knowledge about product features and advantages and/or brand knowledge. These ads work best in print media or televisions. It is useful when it comes to technical, automated products and also high engaging products. 
2) The second execution method that companies use is that they sign scientists, doctors or firms and get them to back their claims made in advertisements. Walton can pay a well-known agency to support their claims in advertisement.
3) Walton can use TV or videos in Facebook, you tube to show consumers the attributes and advantages of using their products. Such exhibition is compelling and it attracts people, grabs their attention and influences purchase decision. 
4) Walton can also execute ads by comparing their product with other product. In the ad they can show that their product is more efficient and effective compared to product belonging to an unknown brand. They cannot show the competitor’s brand so, the can just blur the competitor’s brand name in the ad. This is also a good way to convince customers and show them Walton’s product is the best. Seeing the ad consumers will perceive Walton’s product is better than that of other companies and thus, people will buy from them.
5) Walton may also execute advertisement by showing that people who have tried their product are satisfied with the performance and are lauding Walton and its product. This is also a good way to convince the audience to buy Walton’s products. Viewers will see that people who used Walton’s products are satisfied and are lauding it, this will encourage the viewers to buy Walton’s products thinking they will like it too. Walton can also bring famous people such as movie star, popular singer or athletes to support the company and its product. As people recognize, appreciate and honor such stars they will be willing to buy the products that Walton is offering just because their favorite persona is supporting Walton.
6) Another execution that Walton can use in their advertising is that they may show in ads that people are going through difficulty, facing problems but then they use the product of Walton and their problem is fixed. Such ads might be relatable to consumers who are going through similar problems in life and want to fix it. Thus, it is very effective. But one drawback is that it might irk consumers as they will remember the problem they have in life. Then Walton can also warn people that things might become bad to worse or about the adverse aftermath of not using their products. This is also effective because consumers become afraid and then buy the product. These types of ads are very difficult to create and execute and on top of that it heavily relies on celebrities who play the character in the ad. Thus, Walton should work with trustworthy celebrities when executing such ads. 
7)  Ads with animated figures or cartoon characters are another way to execute ads. Simply artist sketch animated figures who are shown in the ad promoting products or computerized characters are made or puppets promoting the brand and its products. Now a day people, especially younger audience are crazy for animated drawings. People are obsessed with Japanese anime. So, this is a good method for Walton to convince people to buy their products. All they have to do is employ an artist who will draw animation and then show it in the ad. With anime being popular these days it will work well for Walton.
8) If Walton wishes, they can make people connect their brand to image, personality or circumstances that are demonstrated in the ad. The connection must be positive for Walton. It mainly targets the emotional appeal. Customers must feel good or be pleased and satisfied. It could be according to how the product is used and when to use the product or it could be according to what kind person or person with which characteristics use the product. Walton must be careful that it generates positive attitudes and feedback or things can worsen. It depends heavily on image, tone of the message, arrangement, pattern, model etc.  
9) Another execution method is by storytelling. Where two characters will talk about the product in a storytelling way and the main focus will be on the product and how it fixed their problem. Such ads can only be shown on television. But we all know that TV ads cannot exceed 30 seconds. Thus, it is a daunting task for creative team of Walton to productively ad efficaciously present the full story in the ad within the time limit. Objective of such ads is to dramatically present thee story to consumers who will feel the pain and emotions of the characters in the ad. This grasps consumers attention and delivers the message ultimately encouraging them to make purchase decisions. 
10) Walton using jokes in ads or showing the ads in a fun banter also is effective because it generates positive attitude in viewers and thus people like the ad, enjoys it. It stays in people memory and in the end influence purchase behavior. But it is very challenging for the creative team to make ads based on humor. This is because people enjoy the humor in the ad and does not focus on the product or brand and also people get tired of hearing the same joke again and again. Still it removes the boredom and generate positive emotions. 
11) Lastly, Walton can use a mixture of these advertising execution mentioned above. If Walton thinks it will combine some executions and make it one execution they can do so. 

[bookmark: _Toc124675616]4.3Advertising: source and celebrity endorser 
 Using a celebrity for advertising and promotion of products is good idea. Walton uses Bangladesh cricketing star Mashrafe bin Mortaza as brand ambassador and for promoting their brand and products. Walton gets positive feedback after keeping this athlete as brand ambassador. He is shown in advertisement and people are convinced to buy products of Walton. First of all, people trust Mashrafe very much. He is a reliable source. So, people think that if he is supporting the claims Walton makes in advertisement that the brand and products must be good. This compels people to make purchase decision. People believe he will give honest reviews an opinion about products as they view him as a very honest person. Customers believe that this star cricketer will never cheat them. Thus, viewers accept his opinion or the information he communicates about the product and the brand and after accepting the claims made in ads, they make the decision to purchase. So, using Mashrafe in ads is a very intelligent decision for Walton because people trust him and are easily persuaded by him. The second reason is that people like and respect Mashrafe. They admire him and so, they have positive attitude towards this celebrity and towards whatever information he gives about the products of Walton. Positive attitude towards the message has favorable feedback and in the end influences purchase decision. Thus, Walton uses people liking towards Mashrafe to sell its products and it works very well. Mashrafe has also the ability to grab people’s attention. In todays world, people are very busy. They don’t even have a second to spare in such circumstances company needs celebrities who would make people listen to what they have to say and Mashrafe has that potential. People lend an ear every time he has to say something. Walton uses this to communicate their advertising message to people through Mashrafe. Other things that Walton can do is use experts who have competence to promote their products. They will be able to educate people with understanding of the market, brand, company and its products. Walton can also use people in their advertisement with whom viewers can relate and find resemblance. People are often persuaded by celebrity with whom they can relate easily. people feel more comfortable and associate with the celebrity. Which convinces them to buy product. Walton can also use their CEO or other company leader in their advertisement. It works very well if people can relate with the person and at the same time, they have the competence, understanding of the market, Walton and its products. They also are expert in their field so, Walton can use them as celebrities. If they can grab people attention and people are in awe when they speak then it will definitely help Walton selling their products. However, Walton has kept Mashrafe Bin Mortaza as brand ambassador and it is helping them in advertising and promotion. So, they should not change or switch to new celebrities or even leaders/ CEO of Walton. They should work with Mashrafe as it is best for them. Another advantage of keeping Mashrafe as brand ambassador is that it is paying off really well. Initially, it was a risk but now the return is greater. The advantages is more than the disadvantage and the reward is more than their cost. Definitely, keeping this star athlete as brand ambassador Walton incur some costs but the return or reward is greater. It helped them boost their sales and increased their profitability. It helped them create a brand image for themselves and helped them compete with other firms in the market.
(george, 2019-2020)
[bookmark: _Toc124675617]Conclusion 
Walton is a well to do business at present time. They have done all the necessary steps to get here. From market analysis to competitor analysis and targeting, segmenting, positioning everything had been done very perfectly. That is why they are a successful business in the market. they have targeted every household in Bangladesh to sell their appliances and they have positioned themselves as brand that sell quality products in reasonable price. This is where they have the competitive advantage- quality products in reasonable price. Since, people of Bangladesh are price sensitive they are more than willing to purchase from Walton. Walton goal is to be a market leader, maximize profit and engage in corporate social responsibility and Walton is already on its way to achieve their goal. Their mission is to sell quality product and solve customers’ problems. They already sell quality products at reasonable price and has been able to solve problems of customers. Solving problem is a company’s job not selling products because customers want solution to their problems. If they sell same products then customers may not be willing to buy but if they solve problems then customers are more than willing to purchase. Their vision is to satisfy customers by solving their problems with innovative products. Here, they are implementing the innovative strategy. By bringing new innovative products they can differentiate themselves from their competitors. As they plan to use advanced technologies in their products, they will be able to develop their products and make them better than their competitors and bring new products int hem market. in this way, Walton can get ahead in competition and become a market leader. They can increase brand awareness and strengthen brand image with this strategy. 


[bookmark: _Toc124675618]Recommendations 
  Walton focuses on providing quality product at reasonable price. This gives them the competitive edge. But this might cause them marketing myopia. To avoid marketing myopia, they should make customers their top priority. Keep good relationship with customers. Relationship marketing helps in building loyal customers. Loyal customers will always buy from Walton making it easier for Walton to make money and profits. They must always focus on customers’ needs, wants and demands so, that customers are satisfied. Satisfied customers will spread positive word of mouth and bring more customers for Walton. One thing Walton should not do is cornerstone their accomplishments rather they should always be aware of scopes and threats in the market i.e. places where they can capitalize and places where they might fail. They must think of their strengths and weaknesses. Use their strength and convert their weaknesses to strength. Keeping track of competitors moves is also important to avoid myopia. What are the competitors next move? What is their strategy? These are important question they need to answer every now and then. So that Walton always stays ahead in competition and not fall behind thinking they well ahead and competitors cannot put them down. 
[bookmark: _GoBack]Not only marketing myopia but another aspect that Walton needs to take care of is the ethical aspect when it comes to advertising and promotion. We discussed advertising ways and execution but now we should look at it from an ethical point of view. The first thing is advertising must be honest and contain information that is reliable and trustworthy i.e. not deceiving. This does not mean advertising has to be honest to the core but just truthful and not deceiving. Advertising cannot be annoying and information that targets personal issues should be avoided because it irksome to many viewers. Then Walton must also make sure they do not use astonishing images or sexually attractive images to grab people's attention. It might work but is unethical and displeasing to many customers. Walton also, cannot target advertisements to children as they are considered weak towards these ads as they do not have the maturity and understanding to deal with these ads. And targeting a weak audience is considered very unethical. 
Lastly, a good way to promote products or create brand awareness & brand image is by engaging in corporate social responsibility. Walton must engage in social work and help the community. They must practice eco-friendly activities then people will recognize their brand and will be willing to buy their products and at the same time will be proud and satisfied to be customers of Walton.  
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