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ABSTRACT

This report provides a detailed marketing and execution plan for Digital Krishi - The Digital
Agriculture Ecosystem for Bangladeshi Farmers. The objective of this plan is to outline strategies
and initiatives that will enable Digital Krishi to effectively penetrate the agricultural market in
Bangladesh, connect with the target audience, and create a strong brand presence. The report
covers various aspects of the marketing process, including market analysis, competitor analysis,
value proposition, marketing strategy, branding and communication, sales and distribution,
execution plan, monitoring and evaluation, and budget and financials. The plan emphasizes the
importance of understanding the agricultural landscape in Bangladesh, identifying target market
segments, positioning the brand effectively, implementing a comprehensive promotional strategy,
and establishing a robust sales and distribution network. Additionally, the report highlights the
significance of continuous monitoring and evaluation to track key performance indicators and
ensure the success of the marketing efforts. By following the recommendations outlined in this
plan, Digital Krishi can navigate the dynamic agricultural market, achieve sustainable growth, and
make a positive impact on the lives of Bangladeshi farmers.
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Chapter 1: Introduction

The introduction chapter provides an overview of the project report and sets the context for the
detailed marketing and execution plan of Digital Krishi - The Digital Agriculture Ecosystem for
Bangladeshi Farmers.

1.1 Introduction of Digital Krishi

Digital Krishi is an agriculture startup that aims to revolutionize the agricultural sector in
Bangladesh through the use of digital technology. It is a mobile app-based platform designed to
connect small and marginal farmers with buyers, providing them with access to innovative
solutions and digital tools to address their day-to-day challenges. The idea behind Digital Krishi
emerged from the realization that small farmers in Bangladesh face numerous hurdles, including
limited access to markets, lack of information, and inadequate pricing for their produce. By
leveraging technology, Digital Krishi aims to bridge this gap and empower farmers by improving
their livelihoods and creating a more efficient agricultural value chain.

1.2 Problem Statement

The agricultural sector in Bangladesh faces several challenges that hinder the growth and
prosperity of small and marginal farmers. These challenges include limited access to markets, lack
of market information and transparency, inadequate pricing for agricultural produce, and a
fragmented supply chain. Additionally, farmers often struggle with post-harvest losses, inefficient
use of resources, and limited access to modern farming techniques and technologies. These
problems contribute to the low income and vulnerability of small farmers, making it crucial to
address these issues and provide them with sustainable solutions. The problem statement of this
project is to develop a comprehensive marketing and execution plan for Digital Krishi to address
these challenges and create a digital agriculture ecosystem that benefits Bangladeshi farmers.
Through strategic marketing and effective execution, Digital Krishi aims to transform the
agricultural landscape and improve the livelihoods of farmers across the country.
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Chapter 2: Objectives and Scope

This chapter outlines the objectives and scope of the project, providing a clear direction for the
marketing and execution plan of Digital Krishi - The Digital Agriculture Ecosystem for
Bangladeshi Farmers.

2.1 Broad Objectives

The broad objectives of this project are to:

e Establish Digital Krishi as a leading digital agriculture platform in Bangladesh.

e Facilitate direct connections between farmers and buyers, eliminating intermediaries and
ensuring fair prices for agricultural produce.

e Improve agricultural productivity and efficiency through the use of innovative digital tools
and technologies.

e Reduce post-harvest losses and improve the overall sustainability of the agricultural value
chain.

e Empower small and marginal farmers by providing them with access to market
information, financial services, and resources for sustainable farming practices.

e Contribute to the socio-economic development of rural communities by creating
employment opportunities and promoting inclusive growth in the agricultural sector.

2.2 Specific Objectives

The specific objectives of this project include:

e Conducting market research and analysis to identify the target audience and understand
their needs, preferences, and challenges.

e Developing a comprehensive marketing strategy to raise awareness about Digital Krishi
among farmers, buyers, and other relevant stakeholders.

e Creating effective promotional campaigns to drive user adoption and engagement on the
Digital Krishi platform.

e Establishing strategic partnerships with local organizations, government agencies, and
financial institutions to expand the reach and impact of Digital Krishi.

e Implementing a robust digital infrastructure and user-friendly interface for the Digital
Krishi mobile app to enhance user experience and facilitate seamless transactions.

© Daffodil International University 2



e Providing continuous support and training to farmers to enhance their digital literacy and
empower them to make informed decisions regarding their farming practices.

e Monitoring and evaluating the performance of Digital Krishi through key performance
indicators (KPIs) and feedback from users, and making necessary adjustments to improve
its effectiveness.

2.3 Scope of the Project

The scope of this project encompasses the development and implementation of a detailed
marketing and execution plan for Digital Krishi. It includes defining the target market, positioning
the brand, identifying marketing channels, designing promotional activities, establishing
partnerships, and outlining the necessary operational and logistical requirements. The project also
involves conducting market research, competitor analysis, and financial projections to ensure the
feasibility and sustainability of the marketing and execution plan. However, the technical aspects
of app development and platform maintenance fall outside the scope of this project as they are
covered under the technology and platform development phase in project report eleven PW-611.

© Daffodil International University 3



Chapter 3: Market Analysis

This chapter provides a comprehensive analysis of the agricultural landscape in Bangladesh, the
market size and trends in the agriculture sector, and the target market segmentation for Digital
Krishi - The Digital Agriculture Ecosystem for Bangladeshi Farmers.

3.1 Agricultural Landscape in Bangladesh

The agricultural sector plays a vital role in the economy of Bangladesh, employing a significant
portion of the population and contributing to food security and rural development. The country's
fertile land, favorable climate, and abundant water resources make it conducive for agricultural
activities. The main crops grown in Bangladesh include rice, jute, wheat, pulses, vegetables, fruits,
and spices. Additionally, livestock farming, fisheries, and poultry farming are important sub-
sectors of agriculture.

3.2 Market Size and Trends in the Agriculture Sector

The agriculture sector in Bangladesh has witnessed steady growth over the years. According to the
Bangladesh Bureau of Statistics, agriculture contributes around 15% to the country's GDP and
employs approximately 40% of the workforce. The demand for agricultural products, both
domestically and internationally, continues to increase, driven by population growth, urbanization,
and changing dietary patterns.

In recent years, there has been a growing emphasis on adopting digital solutions in agriculture to
address the challenges faced by farmers and improve productivity. The use of mobile apps, digital
platforms, and data analytics has the potential to revolutionize the agricultural value chain by
providing farmers with access to market information, weather forecasts, crop recommendations,
and financial services.

© Daffodil International University 4



3.3 Target Market Segmentation

To effectively target the intended audience, it is essential to segment the market. In the case of
Digital Krishi, the target market can be segmented as follows:

1. Small and Marginal Farmers: These farmers typically own small plots of land and have
limited resources and access to modern technology. They form a significant portion of the
agricultural community in Bangladesh and face various challenges related to market
access, information, and financial services.

2. Agribusinesses and Buyers: This segment includes wholesalers, retailers, exporters, and
other stakeholders involved in the agricultural value chain. They require a reliable platform
to connect with farmers, source quality produce, and facilitate smooth transactions.

3. Government Agencies and NGOs: These organizations play a crucial role in supporting
agricultural development initiatives and implementing policies to improve the livelihoods
of farmers. Collaborating with government agencies and NGOs can help leverage their
networks and resources to reach a wider audience and enhance the impact of Digital Krishi.

By targeting these specific segments, Digital Krishi aims to address the unique needs and
challenges faced by farmers and other stakeholders in the agriculture sector, thereby creating a
more inclusive and sustainable ecosystem for all participants.

© Daffodil International University 5



Chapter 4: Competitor Analysis

This chapter presents a comprehensive analysis of the major competitors in the digital agriculture
sector, their strengths, weaknesses, and their impact on Digital Krishi - The Digital Agriculture
Ecosystem for Bangladeshi Farmers.

4.1 Major Competitors in the Digital Agriculture Sector

The digital agriculture sector in Bangladesh has seen the emergence of several key players who
provide digital solutions and platforms for farmers. Understanding the competitive landscape is
crucial for Digital Krishi to position itself effectively and identify areas of differentiation. Some
of the major competitors in the digital agriculture sector include:

1. AgroTech Solutions: AgroTech Solutions offers a mobile app-based platform that
provides farmers with access to market prices, weather forecasts, and farming tips. They
have gained significant traction and established a strong user base among small and
marginal farmers.

2. CropConnect: CropConnect is a digital platform that connects farmers directly with
buyers and provides real-time market information. They have developed strategic
partnerships with major agribusinesses and have a wide network of farmers using their
platform.

3. AgriSense: AgriSense focuses on providing precision agriculture solutions, leveraging
advanced technologies such as remote sensing and data analytics. They offer crop
monitoring, yield prediction, and disease detection services to farmers.

4. KrishiHub: KrishiHub is a comprehensive agriculture platform that offers market linkage,
farming advice, and access to financial services for farmers. They have a strong presence
in rural areas and have been successful in building trust and engagement among farmers.

© Daffodil International University 6



4.2 Strengths and Weaknesses of Competitors

To effectively compete in the digital agriculture sector, it is crucial to identify and evaluate the
strengths and weaknesses of the major competitors. Some common strengths and weaknesses
observed among competitors include:

Strengths:

Strong user base and market presence

Robust technology infrastructure

Extensive network and partnerships with key stakeholders
Established brand reputation

Diverse range of services and features

Access to funding and financial resources

Weaknesses:

Limited reach and penetration in remote areas

Challenges in user adoption and behavior change

Lack of personalized and localized content

Complexity in user interface and navigation

Limited integration with offline support and services
Vulnerability to changes in market dynamics and regulations

By analyzing the strengths and weaknesses of competitors, Digital Krishi can identify areas of
opportunity and develop strategies to differentiate itself in the market. Understanding the
competitive landscape will help Digital Krishi to capitalize on its unique value proposition and
address the specific needs of its target audience, ensuring its success in the digital agriculture sector
in Bangladesh.

© Daffodil International University 7



Chapter 5: Value Proposition

This chapter focuses on the value proposition of Digital Krishi - The Digital Agriculture
Ecosystem for Bangladeshi Farmers. It highlights the unique selling points of Digital Krishi and
the differentiation strategies employed to stand out in the market.

5.1 USP of Digital Krishi

Digital Krishi offers several unique selling points that set it apart from competitors and make it an
attractive choice for farmers in Bangladesh. These include:

1. Mobile App-Based Platform: Digital Krishi provides a user-friendly mobile app-based
platform, accessible through Android and iOS devices. This ensures convenience and
accessibility for farmers, allowing them to access information and services anytime,
anywhere.

2. Comprehensive Features: The Digital Krishi app offers a wide range of features designed
to address the specific needs of farmers. These include market analysis, weather forecasts,
crop recommendations, real-time pricing, and access to agricultural resources and
information. By providing these comprehensive features in one platform, Digital Krishi
simplifies the farming process and enhances productivity.

3. Direct Buyer Connectivity: Digital Krishi facilitates direct connectivity between farmers
and buyers, eliminating intermediaries and enabling farmers to get fair prices for their
produce. This direct linkage streamlines the agricultural value chain, ensures transparency,
and enhances profitability for farmers.

4. Customized Recommendations: The platform utilizes advanced data analytics and machine
learning algorithms to provide personalized and localized recommendations to farmers.
These recommendations take into account factors such as soil conditions, weather patterns,
and market demand, helping farmers make informed decisions and optimize their
agricultural practices.

5. Access to Financial Services: Digital Krishi collaborates with financial institutions to
provide farmers with access to credit, insurance, and other financial services. This
integration of financial services within the platform empowers farmers by addressing their
financial constraints and enabling them to invest in their agricultural activities.
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5.2 Differentiation Strategies

Digital Krishi employs several differentiation strategies to position itself effectively in the market:

1. User-Centric Design: The app's user interface and experience are designed to cater
specifically to the needs and preferences of farmers in Bangladesh. The platform is
intuitive, easy to navigate, and available in local languages, ensuring maximum usability
and adoption.

2. Localization and Contextualization: Digital Krishi recognizes the importance of localized
content and context. The platform provides region-specific information, crop
recommendations, and market insights, taking into account the diverse agricultural
practices and conditions across different regions of Bangladesh.

3. Partnerships and Collaborations: Digital Krishi collaborates with local organizations,
NGOs, government agencies, and financial institutions to expand its reach and impact.
These partnerships help in creating awareness, building trust, and ensuring the availability
of comprehensive support services for farmers.

4. Continuous Innovation: Digital Krishi is committed to continuous improvement and
innovation. The platform regularly incorporates user feedback, adopts emerging
technologies, and updates its features and services to stay relevant and meet the evolving
needs of farmers.

By leveraging its unique selling points and employing effective differentiation strategies, Digital
Krishi aims to establish itself as a leading digital agriculture ecosystem in Bangladesh. The value
proposition of Digital Krishi focuses on empowering farmers, enhancing productivity, and
transforming the agricultural landscape in the country.
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Chapter 6: Marketing Strategy

This chapter outlines the marketing strategy of Digital Krishi - The Digital Agriculture Ecosystem
for Bangladeshi Farmers. It covers the target market identification and segmentation, positioning
strategy, pricing strategy, promotional strategy, and distribution channels.

6.1 Target Market Identification and Segmentation

Digital Krishi's target market consists of small and marginal farmers in Bangladesh who are in
need of digital tools and innovative solutions to overcome their agricultural challenges. The
company recognizes that these farmers are the most vulnerable and underserved segment of the
population, lacking access to modern technology, financial resources, and marketing opportunities.
By focusing on this specific segment, Digital Krishi aims to make a significant impact on the
livelihoods of these farmers and contribute to the growth of the agricultural sector.

The segmentation within the target market is based on various factors such as geographical
location, crop preferences, farm size, and level of technology adoption. By understanding the
unique needs and characteristics of different segments, Digital Krishi can tailor its offerings and
services to cater to their specific requirements. This segmentation approach allows the company
to effectively reach and engage with farmers, delivering personalized solutions and maximizing
the value provided.

© Daffodil International University 10



6.2 Positioning Strategy

Digital Krishi positions itself as a comprehensive and user-friendly digital agriculture platform
that empowers farmers by providing them with the necessary tools, information, and connections
to thrive in the agricultural sector. The key elements of Digital Krishi's positioning strategy
include:

e Empowerment: Digital Krishi positions itself as a platform that empowers farmers by
enabling direct connectivity with buyers, offering personalized recommendations, and
providing access to financial services. The aim is to give farmers greater control over their
farming activities and enhance their decision-making capabilities.

e Technology and Innovation: The company emphasizes its use of advanced technologies
such as data analytics, machine learning, and mobile app-based solutions to deliver cutting-
edge agricultural services. By positioning itself as a tech-driven platform, Digital Krishi
aims to attract tech-savvy farmers and differentiate itself from traditional farming practices.

e Sustainability: Digital Krishi highlights its commitment to sustainability by promoting
environmentally friendly practices, resource optimization, and reduction of post-harvest
losses. By positioning itself as a platform that supports sustainable farming methods,
Digital Krishi appeals to farmers who prioritize long-term ecological and economic
viability.

6.3 Pricing Strategy

Digital Krishi adopts a pricing strategy that is fair, transparent, and aligned with the value it
provides to farmers. The platform charges a commission-based fee on each transaction, where a
small percentage is deducted from the final sale price. This approach ensures that Digital Krishi's
revenue is directly linked to the success of the farmers, as the commission is paid by the buyer. By
employing this pricing model, Digital Krishi aims to create a win-win situation, where farmers
receive fair prices for their produce, and the company generates revenue to sustain its operations
and further enhance its services.

© Daffodil International University 11



6.4 Promotional Strategy

Digital Krishi's promotional strategy focuses on creating awareness, building trust, and engaging
with the target market. The key elements of the promotional strategy include:

e Partnerships: Digital Krishi collaborates with local organizations, NGOs, government
agencies, and financial institutions to leverage their networks and reach farmers effectively.
These partnerships help in disseminating information, organizing training programs, and
creating a strong support system for farmers.

e Digital Marketing: The company utilizes digital marketing channels such as social media
platforms, online advertising, and email campaigns to reach a wide audience of farmers.
These channels enable targeted messaging, personalized communication, and efficient
tracking of marketing efforts.

e Content Marketing: Digital Krishi develops and shares informative and educational content
related to agriculture, farming practices, and technological advancements. This content is
disseminated through the website, blog posts, videos, and social media platforms,
positioning Digital Krishi as a thought leader and valuable resource for farmers.

e Farmer Engagement: Digital Krishi actively engages with farmers through community
events, workshops, and farmer-centric programs. These initiatives provide a platform for
farmers to share their experiences, learn from each other, and establish a sense of belonging
within the Digital Krishi community.

© Daffodil International University 12



6.5 Distribution Channels

Digital Krishi utilizes multiple distribution channels to ensure the widespread availability of its
services and reach farmers across different regions of Bangladesh. The primary distribution
channel is the mobile app, which can be easily downloaded and accessed by farmers through their
Android or iOS devices. The company also establishes partnerships with local logistics companies
to facilitate the delivery of agricultural products from farmers to buyers. Additionally, Digital
Krishi collaborates with government agencies and financial institutions to integrate its services
into existing agricultural extension programs and financial inclusion initiatives, expanding its
distribution reach and maximizing its impact.

By implementing a comprehensive marketing strategy that encompasses target market
identification and segmentation, positioning strategy, pricing strategy, promotional strategy, and
distribution channels, Digital Krishi aims to effectively reach and engage with farmers, build brand
awareness, and drive adoption of its digital agriculture ecosystem.

© Daffodil International University 13



Chapter 7: Branding and Communication

This chapter focuses on the branding and communication strategies of Digital Krishi - The Digital
Agriculture Ecosystem for Bangladeshi Farmers. It covers the development of brand identity and
logo design, creation of marketing collaterals and communication materials, and the utilization of
digital marketing channels.

7.1 Brand Identity and Logo Design

Digital Krishi understands the importance of a strong and memorable brand identity in establishing
trust, credibility, and recognition among its target audience. The development of the brand identity
starts with the creation of a distinctive and representative logo. The logo of Digital Krishi
incorporates elements that symbolize agriculture, technology, and connectivity, reflecting the core
values and essence of the platform. It is designed to resonate with farmers and convey the message
of empowerment, innovation, and progress in the agricultural sector.

Alongside the logo, Digital Krishi establishes brand guidelines that define the consistent use of
colors, typography, and visual elements across all communication materials. These guidelines
ensure a cohesive and professional representation of the brand, reinforcing its identity in the minds
of farmers and stakeholders.
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7.2 Marketing Collaterals and Communication Materials

To effectively communicate the value proposition and benefits of Digital Krishi, a range of
marketing collaterals and communication materials are developed. These materials serve as
informative tools to educate farmers, attract potential buyers, and create brand awareness.
Examples of marketing collaterals and communication materials include:

e Brochures: Printed brochures are designed to provide an overview of Digital Krishi's
features, benefits, and success stories. They act as handy references that farmers can easily
access and share with others.

e Flyersand Posters: Vibrant and eye-catching flyers and posters are used to promote specific
campaigns, events, or new features of the Digital Krishi platform. They are strategically
distributed in rural areas, farming communities, and relevant public spaces to maximize
visibility and engagement.

e Infographics: Visual representations such as infographics are utilized to simplify complex
information, statistics, and data related to agriculture, market trends, and the benefits of
using Digital Krishi. Infographics are easily shareable on social media platforms and serve
as educational tools for farmers.

e Presentations and Videos: Engaging presentations and videos are created to showcase the
functionalities, success stories, and user experiences of Digital Krishi. These materials are
used during seminars, workshops, and online webinars to educate and inspire farmers about
the platform.

e Website and Online Content: The Digital Krishi website serves as a comprehensive
information hub, featuring detailed descriptions of the platform's features, benefits, and
user testimonials. Online content such as blog posts, articles, and case studies are regularly
published to provide valuable insights, tips, and updates to the farming community.
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7.3 Digital Marketing Channels

Digital Krishi leverages various digital marketing channels to effectively reach its target audience
and engage with farmers. The key digital marketing channels include:

e Social Media: Digital Krishi maintains active profiles on popular social media platforms
such as Facebook, Twitter, Instagram, and YouTube. These platforms are used to share
informative content, engage with farmers through comments and direct messages, and
promote upcoming events or campaigns.

e Email Marketing: An email marketing strategy is implemented to communicate directly
with farmers, providing them with updates, news, and personalized recommendations.
Email newsletters and targeted campaigns are designed to nurture relationships with
farmers and encourage their active participation in the Digital Krishi community.

e Search Engine Optimization (SEO): Digital Krishi optimizes its website content using
relevant keywords and SEO techniques to improve its visibility in search engine results.
This ensures that farmers can easily find and access information about the platform when
searching for agriculture-related topics online.

e Online Advertising: Digital Krishi utilizes online advertising platforms such as Google Ads
and social media advertising to reach a wider audience of farmers. Targeted advertisements
are created to showcase the benefits of the platform and encourage farmers to download
the mobile app or participate in specific campaigns.

e Through consistent branding efforts, the development of marketing collaterals and
communication materials, and the strategic use of digital marketing channels, Digital
Krishi aims to establish a strong brand presence, effectively communicate its value
proposition, and engage with farmers in a meaningful and impactful way.
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Chapter 8: Sales and Distribution

This chapter focuses on the sales and distribution strategies of Digital Krishi - The Digital
Agriculture Ecosystem for Bangladeshi Farmers. It covers the structure and management of the
sales force, the development of the distribution network, and sales forecasting and planning.

8.1 Sales Force Structure and Management

Digital Krishi recognizes the importance of a dedicated and skilled sales force to drive revenue
growth and ensure effective customer acquisition. The sales force is structured and managed to
efficiently reach out to farmers and promote the benefits of the platform.

The sales team is divided into regional or territory-based units, with each unit comprising sales
representatives responsible for specific geographical areas. These representatives possess in-depth
knowledge of the local agricultural landscape and have established relationships with farmers in
their respective regions.

Sales team management includes setting clear sales targets and goals, providing continuous
training and support, and implementing performance evaluation systems. Regular sales meetings
and workshops are conducted to align strategies, share best practices, and address any challenges
faced in the field.

8.2 Distribution Network Development

To ensure convenient access to Digital Krishi's services and products, the development of a robust
distribution network is crucial. This network comprises partnerships with local suppliers, retailers,
and agricultural input providers.

Digital Krishi establishes collaborations with agricultural input suppliers such as seed and fertilizer
companies to leverage their existing distribution channels. By integrating the Digital Krishi
platform into their supply chains, these partners can offer the platform's services and products
directly to farmers, expanding the reach and availability of the platform.

Additionally, partnerships are forged with local retailers, cooperatives, and farmer organizations
to create distribution points where farmers can access Digital Krishi services, receive support, and
make transactions. These distribution points serve as physical touchpoints for farmers who prefer
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face-to-face interactions and are crucial for reaching farmers in remote areas with limited internet
access.

8.3 Sales Forecasting and Planning

Accurate sales forecasting and planning are essential for Digital Krishi to effectively allocate
resources, manage inventory, and align marketing efforts. By analyzing historical data, market
trends, and customer feedback, Digital Krishi can develop reliable sales forecasts and create
realistic sales targets.

Sales forecasting takes into account factors such as seasonality, crop cycles, and market demand
fluctuations. This information helps in determining the appropriate inventory levels and ensuring
a steady supply of agricultural inputs, products, and services.

Sales planning involves the development of strategies and tactics to achieve sales targets. This
includes identifying key sales opportunities, designing promotional campaigns, and setting pricing
strategies based on market dynamics and competitor analysis. Sales plans are continuously
reviewed, monitored, and adjusted to optimize performance and adapt to changing market
conditions.

By implementing effective sales force management, building a strong distribution network, and
conducting accurate sales forecasting and planning, Digital Krishi aims to maximize sales
opportunities, ensure efficient distribution of its offerings, and meet the needs of farmers across
Bangladesh.
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Chapter 9: Execution Plan

The execution plan chapter outlines the detailed plan for implementing the marketing strategies
and activities of Digital Krishi - The Digital Agriculture Ecosystem for Bangladeshi Farmers. It
covers the project timeline and milestones, resource allocation and management, as well as risk
analysis and mitigation strategies.

9.1 Project Timeline and Milestones

Digital Krishi follows a well-defined project timeline to ensure the successful execution of
marketing initiatives. The timeline includes key milestones and deadlines that serve as checkpoints
for progress monitoring and evaluation.

The project timeline starts with the pre-launch phase, where market research, competitor analysis,
and branding activities take place. This phase is followed by the development and testing of the
digital platform, including the mobile app and website. Once the platform is ready, the focus shifts
to marketing and promotional activities, customer acquisition, and sales efforts.

Milestones within the project timeline include the completion of market research, launch of the
digital platform, attainment of a specific number of registered users, achievement of sales targets,
and expansion into new target markets. Each milestone is crucial for tracking progress and
ensuring alignment with the overall project objectives.

9.2 Resource Allocation and Management

Digital Krishi recognizes the importance of proper resource allocation and management to execute
the marketing and execution plan effectively. The necessary resources include human resources,
financial investments, technology infrastructure, and marketing materials.

Human resources are allocated to specific tasks and responsibilities based on expertise and skill
sets. A dedicated marketing team oversees the implementation of marketing strategies, manages
campaigns, and monitors performance. IT professionals are responsible for maintaining the digital
platform, ensuring its functionality and security.
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Financial investments are allocated to different marketing activities such as advertising,
promotional campaigns, market research, and technology infrastructure. The budget is managed
carefully to optimize resource utilization and achieve the desired outcomes.

Technology infrastructure, including servers, databases, and software, is allocated to support the
digital platform and ensure its scalability and reliability. This infrastructure is continuously
monitored and upgraded to meet the growing needs of the user base.

Marketing materials, including brochures, flyers, and digital content, are allocated and managed
to support promotional efforts and effectively communicate Digital Krishi's value proposition to
the target audience.

9.3 Risk Analysis and Mitigation Strategies

Risk analysis plays a vital role in the execution plan to identify potential challenges and develop
appropriate mitigation strategies. Digital Krishi conducts a comprehensive risk analysis to
anticipate and address risks that may hinder the successful execution of the marketing plan.

Common risks in the execution of marketing initiatives include technological issues, resource
constraints, regulatory compliance, market competition, and changing consumer preferences.
Mitigation strategies are developed to minimize the impact of these risks and ensure the smooth
implementation of activities.

For example, Digital Krishi establishes backup systems and security measures to mitigate the risk
of technology failures and data breaches. Contingency plans are developed to address unforeseen
resource constraints or delays in implementation. Regular monitoring of regulatory requirements
helps ensure compliance and mitigate legal risks.

Additionally, market competition is closely monitored, and strategies are designed to differentiate
Digital Krishi's offerings and maintain a competitive edge. Continuous market research and
customer feedback help in identifying changes in consumer preferences, allowing for timely
adjustments to marketing strategies.

By developing a comprehensive execution plan that includes a project timeline, resource
allocation, and risk analysis with mitigation strategies, Digital Krishi aims to ensure the effective
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implementation of its marketing initiatives, maximize results, and achieve its objectives in the
digital agriculture ecosystem.

Chapter 10: Monitoring and Evaluation

The monitoring and evaluation chapter focuses on tracking the progress and effectiveness of the
marketing efforts of Digital Krishi - The Digital Agriculture Ecosystem for Bangladeshi Farmers.
It outlines the key performance indicators (KPIs), tracking and analyzing marketing metrics, and
continuous improvement initiatives.

10.1 Key Performance Indicators (KPIs)

Digital Krishi utilizes key performance indicators (KPIs) to measure the success and impact of its
marketing activities. These KPIs are aligned with the overall marketing objectives and help assess
the performance against predetermined targets. Some of the key KPIs for monitoring and
evaluation include:

1. User Acquisition: The number of new users registering on the digital platform, indicating
the growth of the user base.

2. User Engagement: Metrics such as active users, average time spent on the platform, and
frequency of interactions, indicating the level of engagement and satisfaction.

3. Conversion Rate: The percentage of registered users who become paying customers or
generate revenue for Digital Krishi.

4. Sales Performance: Revenue generated through transactions on the platform, average order
value, and customer retention rate.

5. Customer Satisfaction: Feedback surveys, ratings, and reviews reflecting the satisfaction
level of users with the platform and services.

6. Market Penetration: The share of the target market that Digital Krishi has captured,
indicating the reach and market presence.

© Daffodil International University 21



10.2 Tracking and Analyzing Marketing Metrics

To effectively monitor and evaluate marketing initiatives, Digital Krishi tracks and analyzes
various marketing metrics. These metrics provide valuable insights into the performance of
specific marketing campaigns, channels, and strategies. Some of the key marketing metrics tracked
include:

1. Website/App Traffic: The number of visits, page views, and unique visitors to the website
or app, indicating the level of interest and awareness.

2. Conversion Funnel: Tracking the journey of users from awareness to conversion,
identifying potential bottlenecks and optimizing the conversion process.

3. Cost per Acquisition (CPA): The cost incurred to acquire a new customer, helping evaluate
the efficiency of marketing spending.

4. Return on Investment (ROI): Calculating the revenue generated in relation to the marketing
expenditure, determining the effectiveness and profitability of marketing activities.

5. Social Media Engagement: Metrics such as likes, shares, comments, and followers on
social media platforms, reflecting the level of engagement and brand reach.

6. Email Marketing Performance: Open rates, click-through rates, and conversion rates from
email campaigns, measuring the effectiveness of email marketing efforts.

10.3 Continuous Improvement Initiatives

Digital Krishi is committed to continuous improvement and strives to enhance its marketing
strategies based on data-driven insights and feedback. The monitoring and evaluation process
serves as the foundation for identifying areas of improvement and implementing necessary
changes. Some of the continuous improvement initiatives include:

1. A/B Testing: Conducting experiments and comparing the performance of different
marketing approaches to identify the most effective strategies.

2. Customer Feedback Analysis: Analyzing customer feedback and suggestions to identify
areas for improvement in the user experience and overall satisfaction.

3. Market Research: Conducting regular market research to stay updated on changing market
dynamics, customer needs, and emerging trends.

4. Competitive Analysis: Monitoring the activities of competitors, evaluating their strengths
and weaknesses, and identifying opportunities for differentiation.
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5. Training and Development: Providing training and development opportunities for the
marketing team to enhance their skills and stay updated with industry best practices.

By closely monitoring key performance indicators, tracking relevant marketing metrics, and
implementing continuous improvement initiatives, Digital Krishi aims to optimize its marketing
efforts, maximize results, and achieve its marketing objectives in the digital agriculture ecosystem.

Chapter 11: Budget and Financials

The budget and financials chapter provides an overview of the marketing budget allocation, cost
analysis, ROI projection, and financial projections for Digital Krishi - The Digital Agriculture
Ecosystem for Bangladeshi Farmers.

11.1 Marketing Budget Allocation

Digital Krishi recognizes the importance of allocating a sufficient budget for marketing activities
to effectively reach and engage the target market. The marketing budget is strategically allocated
across various marketing initiatives and channels to maximize the impact and return on investment.
The budget allocation is based on factors such as the marketing objectives, target market reach,
competition, and the expected outcomes of each marketing activity.

The marketing budget allocation includes expenses for activities such as:

1. Digital Advertising: This includes paid advertisements on social media platforms, search
engines, and other relevant digital channels to increase brand visibility and drive user
acquisition.

2. Content Creation: Allocating funds for the creation of high-quality and engaging content,
including blog posts, videos, infographics, and other forms of content marketing to educate
and attract the target audience.

3. Public Relations: Setting aside a portion of the budget for public relations activities,
including media outreach, press releases, and events, to enhance brand reputation and
generate positive publicity.
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4. Events and Sponsorships: Allocating funds for participating in relevant industry events,
conferences, and sponsorships to build brand awareness and establish Digital Krishi as a
thought leader in the digital agriculture sector.

5. Marketing Collaterals: Designing and printing marketing collaterals such as brochures,
flyers, business cards, and promotional materials to support offline marketing efforts and
create brand consistency.

11.2 Cost Analysis and ROI Projection

Digital Krishi conducts a thorough cost analysis to assess the effectiveness and efficiency of its
marketing activities. This analysis involves evaluating the cost incurred for each marketing
initiative and comparing it against the expected return on investment (ROIl). By tracking the
performance and results of different marketing initiatives, Digital Krishi can identify areas of
improvement, optimize spending, and maximize the ROI.

The cost analysis and ROI projection involve factors such as:

1. Cost per Acquisition (CPA): Calculating the average cost incurred to acquire a new
customer, helping evaluate the efficiency of marketing spending and the profitability of
customer acquisition.

2. Customer Lifetime Value (CLV): Assessing the projected revenue generated from a single
customer throughout their relationship with Digital Krishi, considering factors such as
repeat purchases and customer retention.

3. Return on Investment (ROI): Measuring the return on marketing investment by comparing
the revenue generated against the total marketing expenditure.
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11.3 Financial Projections

In addition to the marketing budget and cost analysis, Digital Krishi prepares financial projections
to forecast the financial performance of the company. These projections include revenue forecasts,
expenses, and profitability estimates over a specified period. The financial projections take into
account factors such as user growth, market penetration, average transaction value, and pricing
strategy.

The financial projections provide insights into the expected revenue streams, profitability, and
overall financial sustainability of Digital Krishi. These projections are regularly reviewed and
updated based on the actual performance, market conditions, and any changes in the marketing
strategy.

By effectively managing the marketing budget, conducting a thorough cost analysis, projecting the
ROI, and preparing financial projections, Digital Krishi ensures that its marketing efforts are
aligned with its financial goals and contribute to the overall success and growth of the organization.
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Chapter 12: Conclusion

12.1 Summary of the Marketing and Execution Plan

The marketing and execution plan outlined in this report provides a comprehensive roadmap for
Digital Krishi - The Digital Agriculture Ecosystem for Bangladeshi Farmers. The plan
encompasses various aspects of marketing, including market analysis, competitor analysis, value
proposition, marketing strategy, branding and communication, sales and distribution, execution
plan, monitoring and evaluation, budget and financials.

Throughout the report, we have discussed the background of Digital Krishi and identified the
problem statement that the company aims to address. We have established the objectives and scope
of the project, delved into market analysis, and conducted a thorough competitor analysis.
Furthermore, we have highlighted the unique selling points of Digital Krishi and presented a
comprehensive marketing strategy that includes target market identification, positioning strategy,
pricing strategy, promotional strategy, and distribution channels. The importance of branding and
communication in creating a strong brand identity has been emphasized, along with the role of
sales and distribution in expanding the reach of Digital Krishi's offerings.

The execution plan outlines the project timeline and milestones, resource allocation and
management, and risk analysis and mitigation strategies. Additionally, the chapter on monitoring
and evaluation emphasizes the significance of tracking key performance indicators (KPIs) and
implementing continuous improvement initiatives to ensure the success of the marketing efforts.

12.2 Key Recommendations and Next Steps

Based on the comprehensive marketing and execution plan, we present the following key
recommendations and next steps for Digital Krishi:

1. Strengthen Partnerships: Forge strategic partnerships with local organizations, NGOs,
government agencies, and financial institutions to expand the reach and impact of Digital
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Krishi. Collaborating with these entities will enhance brand visibility, facilitate access to
resources, and create mutually beneficial opportunities.

Continuous Market Research: Conduct regular market research to stay updated with the
evolving agricultural landscape in Bangladesh. Monitor market trends, emerging
technologies, and customer preferences to identify new opportunities and adapt the
marketing strategy accordingly.

Enhance Digital Presence: Invest in digital marketing channels to maximize brand
exposure and engage with the target market. Leverage social media platforms, search
engine optimization, content marketing, and online advertising to create a strong online
presence and drive user acquisition.

Strengthen Customer Support: Focus on delivering exceptional customer support services
to build trust and loyalty among farmers. Invest in training and development programs for
customer service representatives to ensure prompt and efficient resolution of queries and
concerns.

Track and Analyze Marketing Metrics: Continuously monitor and analyze marketing
metrics, such as customer acquisition costs, conversion rates, customer lifetime value, and
return on investment. This data-driven approach will provide insights into the effectiveness
of marketing initiatives and guide decision-making for future campaigns.

The successful implementation of the marketing and execution plan will position Digital Krishi as
a leading player in the digital agriculture ecosystem in Bangladesh, driving positive impact and
empowering farmers with innovative solutions. By following the key recommendations and
adapting to market dynamics, Digital Krishi can navigate the challenges and capitalize on the vast
potential of the agriculture sector, contributing to the sustainable growth and development of the
industry.
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