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Executive Summary

This report provides an in-depth analysis of the Marketing Mix Strategies of Apex Property Ltd., a
prominent real estate company in Bangladesh. The primary objectives of the report are to evaluate the
company’s marketing mix and STP (Segmentation, Targeting, Positioning) strategies, identify the

challenges faced in these areas, and offer recommendations to address these issues.

The analysis of Apex Property Ltd.’s marketing mix reveals that the company offers a diverse portfolio
of properties, including luxury homes, affordable housing, and commercial spaces, catering to a wide
range of income groups. However, there are certain areas that require improvement, such as the need
for more targeted promotional efforts and refining the pricing strategy to enhance market reach. While
the company’s place strategy is effective in focusing on prime locations, there is potential for
expansion into emerging regions to capture new markets. In terms of segmentation, Apex Property
Ltd. effectively targets high-income professionals, middle-class families, real estate investors, and
first-time homebuyers. However, a deeper understanding of psychographic and behavioral factors
could further enhance its segmentation strategy. The company’s positioning as a provider of quality
construction and customer satisfaction is effective but could be strengthened by emphasizing

sustainability and luxury features to attract more discerning customers.

Several challenges have been identified in the company’s marketing approach, including intense
competition from established players, a lack of innovation in promotional activities, limited geographic
expansion, and evolving consumer expectations. The company also faces the challenge of maintaining
a flexible pricing strategy to appeal to a broader customer base, particularly in a market with diverse
financial capabilities.

To address these challenges, the report recommends enhancing digital marketing and social media
presence, introducing more flexible pricing models and financing options, expanding geographically
to tap into emerging markets, refining customer segmentation based on psychographic factors, and
positioning the company as a leader in sustainable real estate development. By adopting these
strategies, Apex Property Ltd. can improve its competitive position, attract a broader range of

customers, and ensure sustainable growth in the dynamic real estate market.
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Chapter-01: Introduction of the Report
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1.1: Introduction

In the modern business world, marketing serves as the cornerstone of organizational success.
It encompasses a wide range of activities aimed at understanding customer needs, creating
value, and fostering strong relationships with consumers. A well-designed marketing strategy
not only helps a business to position itself in a competitive market but also ensures sustainable
growth by aligning products and services with the demands of its target audience. The
increasing complexity of markets, driven by globalization and digital transformation, has made

marketing an essential focus for businesses striving to remain relevant and successful.

The real estate industry, like many others, has undergone significant changes in recent years,
driven by advancements in technology and evolving customer preferences. Companies are now
adopting innovative marketing approaches to connect with clients, build trust, and differentiate
themselves in a highly competitive market. The integration of the marketing mix along with
segmentation, targeting, and positioning (STP) strategies, plays a critical role in shaping the

success of real estate businesses.

This report is based on my internship experience at Apex Property Ltd., a leading PropTech
company in Bangladesh that leverages technology to provide innovative real estate solutions.
The internship allowed me to observe and analyze the company’s marketing practices,
particularly their use of the marketing mix and STP strategies to attract and retain customers.
The study examines how these strategies contribute to achieving the company’s objectives,
identifies areas of improvement, and provides actionable recommendations for addressing

challenges.

The primary objectives of this report are to assess the effectiveness of Apex Property Ltd.’s
marketing mix strategies, evaluate their segmentation, targeting, and positioning efforts, and
explore the challenges faced in these domains. The insights gained from this analysis aim to
offer a comprehensive understanding of the marketing strategies employed in the real estate
sector and provide practical solutions to enhance their effectiveness. By delving into the core
aspects of marketing at Apex Property Ltd., the report seeks to contribute to the broader

understanding of effective marketing practices in the real estate industry.
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1.2: Background of the Study

As a BBA student majoring in Marketing at Daffodil International University, my mandatory
internship was conducted at Apex Property Ltd., a prominent PropTech company specializing
in innovative real estate solutions. Under the guidance of my academic supervisor, Dewan
Golam Yazdani, Assistant Professor, Department of Business Administration, | had the
opportunity to closely examine the marketing strategies employed by Apex Property Ltd.

During my internship, I focused on analyzing the company’s marketing mix strategies, as well
as its segmentation, targeting, and positioning (STP) approaches. My responsibilities included
evaluating the effectiveness of these strategies in attracting and retaining customers in a
competitive real estate market. This hands-on experience allowed me to delve into the
challenges and opportunities faced by Apex Property Ltd. in implementing its marketing

strategies and adapting to the evolving needs of its target audience.

My internship provided valuable insights into the application of marketing principles in the
real estate sector, a field characterized by its high-value transactions and emphasis on trust-
building with clients. Observing the marketing tactics used by Apex Property Ltd. gave me a
deeper understanding of how they position themselves as a market leader and how they tailor
their strategies to meet the diverse needs of their customers. This experience also highlighted
the critical role of the marketing mix in aligning organizational objectives with market

demands.

Ultimately, my internship at Apex Property Ltd. was not only an academic requirement but
also a crucial opportunity for professional development. It enriched my understanding of the
role marketing plays in the real estate industry and enhanced my skills in strategic analysis,

problem-solving, and decision-making.

1.3: Objectives of the Study
The objectives of my study are as follows:
1. To assess the marketing mix strategies of Apex Property Ltd.
2. Toevaluate the STP (Segmentation, Targeting, Positioning) strategies of Apex Property
Ltd.
3. To find out problems related to marketing mix & STP strategies of Apex Property Ltd.

4. To recommend some suggestions to overcome the problems.
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1.4: Scope of the Study

This study focuses on analyzing the marketing mix strategies and STP (Segmentation,
Targeting, Positioning) approaches employed by Apex Property Ltd., a leading PropTech
company in Bangladesh. The scope of the study includes evaluating the effectiveness of these
strategies in the real estate sector, identifying challenges, and offering recommendations for
improvement. The research is limited to the marketing practices observed during my internship
at the company and does not extend to other departments or external market factors. The
findings and recommendations aim to contribute to the enhancement of Apex Property Ltd.’s

marketing efforts and offer insights for similar organizations in the real estate industry.

1.5: Methodology of the Study

The methodology of this study is primarily based on both qualitative and quantitative research
methods. Data was collected through direct observation during my internship at Apex Property
Ltd., as well as through interviews with marketing team members and other key personnel.
Secondary data was gathered from company reports, marketing materials, and online sources
to supplement the primary data. The study focuses on analyzing the company’s marketing mix
and STP strategies, evaluating their effectiveness in the real estate market, and identifying areas
for improvement. The findings are based on a detailed analysis of the collected data, which was

then interpreted to provide actionable recommendations.

1.5.1: Sources of Data Collection

Primary Data:
« Direct observation during the internship at Apex Property Ltd.
o Interviews with marketing team members and key personnel at the company.

o Discussions and feedback sessions with supervisors and colleagues.

Secondary Data:
o Company reports and marketing materials provided by Apex Property Ltd.
e Industry reports and publications related to real estate marketing strategies.

« Online resources such as websites, blogs, and case studies on real estate marketing.
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1.5.2: Method of Data Collection

The data for this study was collected using a combination of qualitative and quantitative
methods. Primary data was gathered through direct observation during my internship at Apex
Property Ltd., as well as through structured interviews with marketing team members and key
staff. Secondary data was collected from company reports, marketing materials, and relevant
industry publications. This combination of primary and secondary data provided a
comprehensive understanding of the marketing strategies implemented by the company and

helped in evaluating their effectiveness in the real estate market.

1.5.3: Target Population

The target population for this study includes the marketing team members and key personnel
at Apex Property Ltd., who are directly involved in the planning and implementation of
marketing strategies. This group consists of managers, marketing executives, and staff
responsible for developing and executing the company’s marketing mix, segmentation,
targeting, and positioning strategies. Additionally, the study also considers relevant secondary
data from company reports and marketing materials provided by Apex Property Ltd. to

complement the insights gathered from the primary data sources.

1.5.4: Sample Size

For this study, the sample size consisted of 15 individuals from the marketing department of
Apex Property Ltd. This includes key personnel such as marketing managers, executives, and
staff directly involved in formulating and executing marketing strategies. The sample size was
selected to ensure a comprehensive understanding of the company’s marketing mix and STP
strategies, while also allowing for in-depth interviews and discussions to gather valuable
insights. Secondary data from company reports and marketing materials was also included to

provide a broader perspective.

1.5.5: Sampling Method

The sampling method used for this study is purposive sampling, a non-probability sampling
technique. This method was chosen because it allows for the selection of individuals who are
directly involved in the marketing strategies at Apex Property Ltd. and can provide valuable

insights into the company's marketing mix and STP strategies. The sample includes key
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personnel such as marketing managers, executives, and other relevant staff who have firsthand

knowledge and experience with the company's marketing operations. This targeted approach

ensures that the data collected is both relevant and comprehensive, focusing on those most

knowledgeable about the company's marketing practices.

1.5.6:

>

Limitations of the Study

Limited scope of data: The study focuses solely on the marketing strategies of Apex
Property Ltd., without extending to other departments or external market factors that
may influence the company's performance.

Time constraints: The internship duration was limited, which restricted the depth of
data collection and analysis within a specific timeframe.

Access to sensitive information: Some company data, especially related to internal
financials and proprietary marketing strategies, was not accessible due to
confidentiality agreements.

Subjectivity of primary data: The insights gained from interviews and observations
were subjective and may reflect individual perspectives, which could introduce biases.
Geographical limitation: The study was conducted within the context of the
Bangladeshi real estate market, limiting its applicability to other regions or countries

with different market dynamics.
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Chapter-02: Overview of Apex Property
Ltd.
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2.1: Introduction of the Company

Apex Property Ltd. is a pioneering company in the Bangladeshi real estate sector, specializing
in PropTech (Property Technology) solutions that blend traditional real estate services with
innovative technology. Founded with the vision of revolutionizing the real estate industry,
Apex Property Ltd. aims to provide seamless and transparent property transactions by
leveraging modern technology to simplify the entire process for both buyers and sellers. The
company’s core mission is to deliver value-driven real estate solutions, ensuring an efficient,

reliable, and customer-centric approach to every property deal.

The company operates across various segments of the real estate market, offering a
comprehensive range of services, including property sales, rentals, leasing, and property
management. Apex Property Ltd. is committed to offering clients a unique, user-friendly
experience by integrating cutting-edge technology, such as real-time property listings, virtual
tours, digital marketing tools, and online property management solutions. These innovations
have allowed the company to stay ahead of competitors, providing enhanced convenience and

accessibility for customers.

One of the key differentiators of Apex Property Ltd. is its deep understanding of the real estate
market in Bangladesh, which enables the company to tailor its services to the specific needs of
its diverse customer base. The company serves a wide array of clients, including homebuyers,
property investors, real estate developers, and tenants, with a strong emphasis on customer
satisfaction, transparency, and trust. Apex Property Ltd. has built a reputation for
professionalism and integrity, which has contributed to its growing presence in the competitive

Bangladeshi real estate market.

With a dedicated and skilled team of real estate professionals, Apex Property Ltd. continues to
expand its portfolio, consistently exploring new opportunities for growth and innovation. The
company’s focus on adapting to technological advancements, understanding market trends, and
maintaining strong relationships with clients has allowed it to maintain its position as one of

the leading real estate companies in Bangladesh.

As Apex Property Ltd. continues to evolve, its commitment to providing exceptional service,
driving technological integration, and upholding ethical business practices ensures that it
remains at the forefront of the real estate industry, delivering unparalleled value to its customers

and stakeholders.
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2.2: Mission and Vision of Apex Property Ltd.

2.2.1: Mission

The mission of Apex Property Ltd. is to redefine the real estate experience by combining
technology with traditional property services to deliver exceptional, transparent, and reliable
real estate solutions. The company strives to provide seamless property transactions for its
clients, ensuring efficiency, convenience, and satisfaction. Apex Property Ltd. is dedicated to
fostering long-term relationships with its customers, creating value for stakeholders, and
contributing to the growth of the real estate sector in Bangladesh through innovation and
integrity.

2.2.2: Vision

The vision of Apex Property Ltd. is to become the leading PropTech company in Bangladesh
and a prominent player in the global real estate market. The company aims to transform the
real estate industry by utilizing advanced technology, setting new standards for customer
service, and promoting sustainable growth. Apex Property Ltd. envisions empowering its
clients with accessible, technology-driven property solutions while continuing to expand its

market presence and reputation as a trusted real estate partner.

2.3: Objectives of Apex Property Ltd.

v" To Provide Seamless Real Estate Solutions: Apex Property Ltd. aims to simplify the
property transaction process by integrating innovative technology with traditional real
estate services, ensuring a seamless and efficient experience for buyers, sellers, and
investors.

v" To Lead the PropTech Industry in Bangladesh: The company seeks to establish itself
as the leader in the PropTech sector in Bangladesh, leveraging cutting-edge technology
to offer advanced real estate solutions that meet the evolving needs of the market.

v' To Ensure Customer Satisfaction and Trust: Apex Property Ltd. is committed to
building long-term relationships with clients by offering reliable, transparent, and
customer-centric services, ensuring complete satisfaction and trust in every transaction.

v' To Expand Market Reach and Brand Presence: The company aims to broaden its
market presence both locally and nationally, by continuously expanding its services,
improving its digital platforms, and reaching new customer segments in the real estate
market.
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v' To Foster Innovation in Real Estate Services: Apex Property Ltd. is dedicated to
continuously exploring and implementing new technologies, strategies, and processes
that improve the real estate experience, keeping the company ahead of competitors and
adapting to market trends.

v" To Promote Sustainable Growth and Development: The company aims to contribute
to the long-term development of the real estate industry by promoting sustainability,
ethical business practices, and social responsibility within its operations and projects.

v" To Enhance the Real Estate Ecosystem in Bangladesh: Apex Property Ltd. seeks to
play a pivotal role in transforming the real estate ecosystem by driving technological
integration, improving property management practices, and increasing accessibility to

real estate services.

2.4: Government Affiliation

Apex Property Ltd. operates in compliance with the laws and regulations set forth by the
government of Bangladesh. As a real estate company, it adheres to all necessary legal
requirements and industry standards, ensuring that its operations are transparent, ethical, and
aligned with the country’s regulatory framework. Apex Property Ltd. is registered with relevant
government authorities and follows guidelines for property transactions, land registration, and
real estate development. The company also collaborates with government agencies and local
authorities when required to ensure that its services and projects meet all necessary zoning,

planning, and environmental regulations.

In addition to these legal obligations, Apex Property Ltd. actively supports government
initiatives aimed at promoting sustainable development, affordable housing, and technological
advancements in the real estate sector. The company’s commitment to working in tandem with
government policies ensures that it contributes positively to the growth of the real estate

industry in Bangladesh while maintaining full regulatory compliance.

2.5: Global Partners

Apex Property Ltd. has established strong partnerships with various global companies and
organizations to enhance its services and expand its market reach. By collaborating with
international technology providers, real estate platforms, and consultancy firms, Apex Property
Ltd. integrates global best practices into its operations, ensuring the delivery of innovative and
efficient real estate solutions. These global partnerships enable the company to leverage
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cutting-edge technologies, stay ahead of industry trends, and offer advanced property
management, virtual tours, and online real estate services.

Through these international collaborations, Apex Property Ltd. is also able to enhance its
marketing strategies, access new property markets, and bring global expertise to the
Bangladeshi real estate sector. These partnerships play a vital role in the company’s growth

strategy, helping it maintain a competitive edge in the rapidly evolving PropTech industry.

2.6: Organogram of Apex Property Ltd.

Organogram of Apex Property Ltd.

CEO
coo
CMO Head of Sales
Property Management IT and Technology
- LY
Finance Legal and Complian
HR

Customer Service

2.7: Infrastructural Strength
Apex Property Ltd. boasts a robust infrastructural foundation that supports its operations and
enhances its ability to deliver quality services in the real estate sector. The company’s
infrastructure is characterized by the following strengths:
v" Modern Office Facilities: Apex Property Ltd. operates from well-equipped office
spaces that provide a professional and efficient working environment. These facilities

are designed to accommodate both client interactions and internal operations.
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v' Technology Integration: The company leverages advanced technological tools,
including property management software, customer relationship management (CRM)
systems, and virtual property tour capabilities. These tools ensure smooth operations
and a superior customer experience.

v' Experienced Workforce: Apex Property Ltd. is backed by a skilled team of
professionals, including architects, engineers, marketing experts, and customer service
representatives. Their expertise and collaboration ensure high-quality service delivery.

v' Strong Network of Partners: The company maintains partnerships with local
contractors, architects, and suppliers, enabling efficient project execution and resource
procurement.

v Diverse Property Portfolio: Apex Property Ltd. manages a diverse range of properties,
including residential, commercial, and mixed-use developments, showcasing its ability
to cater to varied market demands.

v/ Sustainability Practices: The company invests in sustainable and eco-friendly
infrastructure, ensuring compliance with environmental standards and contributing to

long-term community development.

2.8: Strengths of Apex Property Ltd.

Apex Property Ltd. has established itself as a leading player in the real estate industry in
Bangladesh. The company’s success can be attributed to several core strengths:

v" Reputation and Market Presence: Apex Property Ltd. is a trusted name in the real
estate sector, recognized for delivering high-quality projects and maintaining ethical
business practices.

v' Diverse Portfolio: The company offers a wide range of properties, including
residential, commercial, and mixed-use developments, catering to varied customer
needs and preferences.

v' Customer-Centric Approach: Apex prioritizes customer satisfaction by providing
tailored property solutions, transparent dealings, and after-sales services that build
long-term relationships.

v' Experienced Workforce: The company employs a team of skilled professionals,
including architects, engineers, marketing specialists, and customer service

representatives, ensuring efficient project execution and client support.
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v

Innovative Marketing Strategies: Leveraging both traditional and digital marketing
techniques, Apex effectively reaches its target audience and strengthens its market
position.

Technological Integration: The company utilizes advanced tools such as property
management software, CRM systems, and virtual property tours to streamline
operations and enhance customer experience.

Strong Financial Foundation: Apex Property Ltd. has a solid financial base, enabling
it to undertake large-scale projects and maintain stability in competitive market
conditions.

Sustainability Commitment: The company incorporates eco-friendly practices and
sustainable designs in its projects, aligning with global environmental standards and
attracting socially conscious clients.

Strategic Location of Projects: Apex focuses on prime locations for its developments,
ensuring high property value, accessibility, and customer satisfaction.

Partnerships and Affiliations: Collaborations with local and international partners,
suppliers, and contractors enhance Apex’s capability to deliver world-class projects
efficiently.

2.9: How Apex Property Ltd. Maintains Quality!

Apex Property Ltd. ensures the highest standards of quality in its projects and services through

a well-defined and systematic approach. The company’s commitment to quality is reflected in

the following practices:

Strict Compliance with Standards: Apex adheres to national and international
building codes and regulations to ensure the safety, durability, and sustainability of its

properties.

Use of High-Quality Materials: The company procures construction materials from

trusted suppliers, ensuring that only premium-grade materials are used in its projects.

Experienced and Skilled Workforce: Apex employs a team of qualified architects,
engineers, and project managers who bring expertise and precision to every stage of

construction.
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Rigorous Quality Control: A dedicated quality assurance team monitors each phase
of development, from planning and design to construction and finishing, ensuring that

all processes meet predefined quality benchmarks.

Incorporation of Modern Technology: Advanced construction techniques and
technologies, such as computer-aided design (CAD) and Building Information

Modeling (BIM), are utilized to enhance precision and efficiency.

Customer Feedback Integration: Apex values client input and incorporates feedback
to continuously improve its services and deliver properties that meet or exceed

customer expectations.

Sustainability Focus: The company integrates eco-friendly practices, such as energy-
efficient designs and sustainable building materials, ensuring environmental

responsibility while maintaining quality.

Third-Party Audits and Certifications: Apex collaborates with third-party auditors
to evaluate and certify the quality of its projects, adding an extra layer of credibility and

assurance.

Regular Training and Development: The company invests in the continuous training
of its workforce, keeping them updated on the latest industry trends and quality

standards.

After-Sales Services: Apex offers reliable after-sales services to address any concerns
post-handover, reinforcing its commitment to long-term quality and customer

satisfaction.

2.10: Chronological Achievements of Apex Property Ltd.

Apex Property Ltd. has consistently marked its presence in the real estate industry through

significant milestones. Below is a chronological timeline of its key achievements:

2005: Inception and Foundation - Apex Property Ltd. was established with a vision
to redefine the real estate sector in Bangladesh, focusing on customer satisfaction and
innovation.

2007: First Residential Project Completion - Successfully delivered its first

residential project, earning recognition for quality and timely delivery.
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e 2010: Expansion into Commercial Properties - Ventured into commercial real estate
by launching premium office spaces in Dhaka, catering to growing business needs.

e 2012: Integration of Modern Technology - Adopted advanced property management
software and digital tools to streamline operations and improve customer service.

e 2015: Green Building Certification - Received its first green building certification for
incorporating eco-friendly designs and sustainable construction practices.

e 2017: Partnership with International Firms - Formed strategic alliances with global
property developers and architects to introduce world-class designs and construction
standards.

e 2018: Launch of Mixed-Use Developments - Introduced mixed-use projects
combining residential, commercial, and recreational facilities, setting new benchmarks
in urban living.

e 2020: Digital Transformation - Implemented a fully digital customer service platform,
including virtual property tours and online booking systems, enhancing customer
convenience during the pandemic.

e 2021: Achieving 10,000+ Happy Clients - Celebrated a decade of excellence with a
customer base exceeding 10,000 satisfied property owners.

e 2023: Recognition as Industry Leader - Awarded the title of "Best Real Estate
Company" in Bangladesh by a renowned industry body for its outstanding contributions

to the sector.
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Chapter-03: Marketing Strategy of
Apex Property Ltd.
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3.1: Marketing Mix Apex Property Ltd.

The Marketing Mix for Apex Property Ltd., a company in the real estate sector, can be

understood using the 7Ps framework, which includes Product, Price, Place, Promotion, People,

Process, and Physical Evidence. Here’s how Apex Property Ltd. might apply these elements:

3.1.1: Product
In the real estate sector, Apex Property Ltd.'s product offerings are likely to span various

categories, tailored to meet the needs of different customer segments. These products not only

include physical properties but also the associated services that complement property

transactions.

1. Residential Properties

Luxury Homes/Villas: High-end, spacious properties in premium locations. These
may include custom-built homes, villas with gardens, pools, and advanced home
automation features.

Apartments/Flats: Mid-range and affordable apartments, catering to young
professionals, families, or investors. These may vary in size from 1BHK to 3BHK
or larger, depending on the target demographic.

Condominiums: A mix of luxury and standard condos with shared amenities like
gyms, swimming pools, and 24/7 security.

Townhouses: A blend of urban living with a suburban feel, offering more space
and privacy than traditional apartments.

Studio Apartments: Smaller, affordable units catering to single professionals or

students.

2. Commercial Properties

Office Spaces: Available for businesses of varying sizes, from small start-ups to
large corporations. This includes flexible workspaces, coworking spaces, and
executive offices with essential amenities.

Retail Spaces: Spaces for shops, showrooms, or malls located in high-traffic
commercial areas. These might cater to different industries, such as fashion,
technology, or food.

Warehouses/Industrial Properties: Large spaces designed for storage, logistics,
or light manufacturing. These could appeal to e-commerce businesses or

manufacturers.
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Mixed-use Developments: Buildings that combine commercial, residential, and

retail spaces in a single development.

3. Real Estate Investment

Real Estate Investment Trusts (REITs): Apex Property Ltd. could offer
investment opportunities through REITs, where customers can invest in real estate
properties without buying them outright.

Buy-to-let Properties: Residential or commercial properties targeted at investors

looking for rental income.

4. Property Management Services

Property Maintenance: Regular upkeep of properties, including repairs, cleaning,
and landscaping.

Tenant Management: Handling leasing, rent collection, tenant relations, and
dispute resolution.

Facility Management: Managing the operational needs of buildings, such as

security, cleaning, and maintenance services.

5. Construction and Development Services

Custom-Built Homes: Offering design and construction services for customers
who want to build their dream homes from scratch.

Real Estate Development: Large-scale development projects, including residential

complexes, office buildings, and mixed-use developments.

3.1.2: Price

Apex Property Ltd.'s pricing strategy needs to be aligned with the target market, competitive

positioning, and the value of the products offered. Pricing will vary significantly depending on

the product type, location, and amenities.
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1. Residential Properties

e Luxury Homes/Villas: BDT 10,000,000 to BDT 100,000,000, catering to high-net-
worth individuals seeking exclusive properties.

o Affordable Apartments: BDT 5,000,000 to BDT 12,000,000, targeting middle-
class families or first-time homebuyers.

e Mid-range Apartments: BDT 12,000,000 to BDT 30,000,000, appealing to
professionals or growing families in prime locations.

e Condominiums: BDT 8,000,000 to BDT 40,000,000, designed for those looking
for an urban lifestyle with shared amenities.

e Townhouses: BDT 6,000,000 to BDT 15,000,000, offering a mix of suburban
comfort and city convenience.

o Studio Apartments: BDT 3,000,000 to BDT 8,000,000, ideal for students, young
professionals, or investors seeking rental properties.

2. Commercial Properties

o Office Spaces: BDT 10,000,000 to BDT 100,000,000, depending on the size and
location (central business district or suburban).

o Retail Spaces: BDT 5,000,000 to BDT 50,000,000, priced according to foot traffic,
size, and proximity to key commercial areas.

e Warehouses/Industrial Properties: BDT 10,000,000 to BDT 50,000,000, with
prices depending on size, location, and infrastructure.

e Mixed-use Developments: BDT 30,000,000 to BDT 100,000,000+, depending on
the scale of the development and the inclusion of residential, retail, and office
spaces.

3. Real Estate Investment

e REITs: Investment starting from BDT 100,000 to BDT 5,000,000, offering
customers the opportunity to invest in real estate portfolios.

e Buy-to-let Properties: Prices vary from BDT 5,000,000 to BDT 50,000,000,
depending on location, type, and rental income potential.

4. Property Management Services

o Fees: Property management fees typically range from 5% to 10% of monthly rent
for residential properties, and 3% to 5% for commercial properties.

e Service Fees: Additional charges for maintenance, cleaning, and repairs based on

property size and requirements.

Page | 19
© Daffodil International University



5. Construction and Development Services
e Custom-Built Homes: Starting at BDT 7,000,000 to BDT 50,000,000 depending
on customization, size, and location.
o Real Estate Development Projects: Can range from BDT 50,000,000 to BDT
500,000,000 or more for large-scale developments, including mixed-use projects

and residential complexes.

3.1.3: Place
The place aspect of the marketing mix focuses on where and how Apex Property Ltd. offers its
products and services. This includes physical locations and online platforms, as well as
distribution channels.
= Geographic Locations
o Urban Areas: Focus on prime real estate in Dhaka, Chittagong, and other major
cities where demand for residential and commercial properties is high.
o Suburban Areas: Expanding into emerging residential markets in suburban areas
near major cities, providing affordable housing.
o Developing Regions: Investment in less developed areas with growth potential,
targeting both residential and commercial real estate investors.
= Sales Channels
o Physical Offices: Flagship office in Dhaka with branches in key cities, providing
personalized services to clients.
o Online Platform: A fully integrated website with property listings, virtual tours,
booking options, and online consultations.
o Real Estate Portals: Listing properties on popular real estate websites such as
Bikroy.com, Lamudi, or other local platforms.
o Mobile App: An app that provides clients with easy access to property listings,

transaction status, and direct contact with agents.

3.1.4: Promotion
Apex Property Ltd. can employ a wide range of promotional strategies to increase brand awareness and

attract customers. These strategies should leverage both traditional and digital marketing channels.
v Advertising

o Digital Marketing: Use social media (Facebook, Instagram, LinkedIn) and Google Ads to

target potential buyers, investors, and renters.
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e Print Media: Ads in newspapers, real estate magazines, and brochures distributed in high-
traffic areas.

e Billboards and Hoardings: Promoting high-end properties through billboards in key city

locations.

v' Sales Promotions
o Limited-Time Offers: Discounts on registration fees or property upgrades for early buyers.

o Referral Programs: Offering incentives such as cash rewards or discounts for referrals

that lead to a sale.

e Homebuyer Seminars: Free workshops on property investment, buying processes, and

financing options.

B —

3 Bedroom
2 Bathroom

and Ready to Move

Flat for Sale

Size: 1533 sq.ft

v Public Relations
e Press Releases: Announcing new property launches, awards, and community initiatives.
o Event Sponsorships: Sponsoring local events, exhibitions, and charity functions to raise

brand visibility.

Page | 21
© Daffodil International University



v" Personal Selling

One-on-One Consultations: Offering in-person or virtual consultations with real estate

agents to help customers choose the best property.

Open Houses: Hosting open house events where potential buyers can visit properties and
interact with agents.

3.1.5: People

The people element is crucial to the success of Apex Property Ltd. Customer interactions,

employee expertise, and the overall service experience are key drivers of success.

a) Sales and Support Teams

Real Estate Agents: Skilled agents with expertise in property market trends,
customer negotiation, and relationship-building.

Customer Service: A dedicated team to handle queries, complaints, and provide
after-sales support.

Construction Experts: Teams responsible for custom-built homes and

development projects.

b) Customer Interaction

Personalized Service: Offering customized property recommendations based on
clients' needs, preferences, and budgets.
CRM Tools: Using customer relationship management (CRM) systems to track

interactions and follow up on leads.

3.1.6: Process

The process ensures smooth operations and a seamless experience for clients, from the initial

inquiry to post-purchase services.

a) Property Search and Buying Process

Online Search: Clients can search properties based on location, price, and type via
the website or mobile app.

Virtual Tours: High-quality virtual tours available for properties, allowing clients
to view homes without needing to visit in person.

Transaction Process: Clear and transparent documentation, easy online booking,

and payment options for customers.
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b) Post-Sale Support
e Customer Follow-Up: Apex Property Ltd. provides after-sale services such as

property maintenance and tenant management.

3.1.7: Physical Evidence
Physical evidence creates a tangible impression of Apex Property Ltd.’s quality and
professionalism.
v Office and Showrooms
e Modern office design with dedicated spaces for consultations, meetings, and client
interactions.
e Well-maintained showrooms for displaying model homes or property plans.
v Digital Presence
o Website: A professional, responsive website showcasing all property offerings,
including high-quality images, detailed descriptions, and virtual tours.
e Branding: Consistent logo, signage, and property boards that reflect the company’s

identity and professionalism.

<« > X M 25 apexproperty.com.bd

© (362) YouTube ™M Gmail @B YouTube B¥ Maps Y TOEFLiBT - Home [ Untitled - Novembe... && Untitled | Visual Par.. [ Paraphrasing Tool (..

P oy
A I ABOUT US LIST PROPERTY NRB SERVICES HOME LOAN ASSISTANCE BLOG CAREER CONTACT US @ Sign In
PROPERTY

BUY | SELL | RENT | MANAGE
YOUR PROPERTY

Gulshan, Dhaka
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3.2: STP Analysis of Apex Property Ltd.

STP stands for Segmentation, Targeting, and Positioning. It is a strategic approach used by
companies to identify their most valuable customer segments, choose which segments to focus
on, and then position their products and services in a way that appeals to those specific
segments. Below is a detailed STP analysis for Apex Property Ltd., a real estate company,
which will include segmentation (Demographic, Geographic, Behavioral, and Psychographic),

Segmentation

targeting, and positioning.

3.2.1 Segmentation

Segmentation refers to the process of dividing the market into distinct groups of consumers
who have different needs, characteristics, or behaviors. For Apex Property Ltd., market
segmentation can be done based on several factors such as demographics, geography, behavior,

and psychographics.

© Daffodil International University
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3.2.2: Demographic Segmentation

Demographic segmentation divides the market based on characteristics such as age, gender,

income, education, family size, occupation, and social class.

Age:

o Young Professionals (25-40 years): This group is likely to be interested in
affordable apartments, studio flats, or rental properties for investment. They are
typically in the early stages of their careers and are looking for affordable living
options or investment opportunities.

o Middle-Aged Adults (40-55 years): Likely to be interested in mid-range
apartments, townhouses, or luxury homes as they have more financial stability.
This group may also seek larger homes for family living.

o High Net-Worth Individuals (55+ years): Interested in luxury homes, villas,
and high-end real estate investments. They are typically looking for properties
that reflect their status and provide comfort and security in retirement.

Income Level:

o High-Income Group: Interested in premium properties such as luxury homes,
villas, and large-scale real estate developments.

o Middle-Income Group: Looking for mid-range apartments, condominiums, or
affordable residential properties.

o Low-Income Group: Focused on affordable housing or rental options.

Family Size:

o

Single Individuals: Likely to be interested in studio apartments or small
apartments in urban areas.
Families: Interested in larger apartments, townhouses, or single-family homes
in suburban or urban areas.
Empty Nesters or Retirees: May be interested in smaller homes, luxury

apartments, or properties for investment.

3.2.3: Geographic Segmentation

Geographic segmentation divides the market based on location, such as country, region, city,

or neighborhood. Apex Property Ltd. can use geographic segmentation to tailor its offerings

based on local preferences and needs.
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e Urban Areas:

o Dhaka, Chittagong, Sylhet: These metropolitan areas have a high demand for
residential and commercial properties. Young professionals, middle-class
families, and investors are key targets in these regions. Properties here may
include luxury apartments, office spaces, and mixed-use developments.

e Suburban Areas:

o Areas around Dhaka (Gazipur, Narayanganj, Tongi): These regions are
ideal for affordable housing and family homes. As the population grows in the
suburbs, demand for residential properties like townhouses and mid-range
apartments is on the rise.

o Developing Regions:

o Smaller Cities and Rural Areas: These areas may offer investment
opportunities for affordable homes or commercial properties targeting low- to
middle-income individuals. They may also appeal to investors seeking

affordable real estate for rental income.

3.2.4: Behavioral Segmentation
Behavioral segmentation divides the market based on consumer knowledge, attitudes, uses, or
responses to a product. This segmentation is valuable because it helps to understand consumer

behavior in relation to real estate and property purchasing decisions.

o Benefits Sought:

o Convenience: Buyers seeking ready-to-move-in apartments or homes with
modern amenities and minimal maintenance requirements.

o Investment Potential: Investors who prioritize properties that generate rental
income or offer long-term value appreciation. These could include commercial
spaces, buy-to-let residential properties, or mixed-use developments.

o Luxury and Comfort: High-net-worth individuals seeking exclusive, luxurious
homes, villas, and large properties with premium features.

o Usage Rate:

o Frequent Movers: Individuals who move frequently, such as young

professionals or expatriates, may prefer renting or buying apartments in city

centers or well-connected areas.
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o

First-Time Buyers: This group is interested in affordable, entry-level
properties and often requires assistance in navigating the home-buying process.
Long-Term Buyers: These customers may be interested in purchasing homes
for long-term residence and may look for family-friendly properties in suburban

areas.

3.2.5: Psychographic Segmentation

Psychographic segmentation divides the market based on lifestyle, personality traits, values,

and interests. This segmentation helps to understand the underlying motivations that drive

purchasing decisions.

e Lifestyle:

@)

Urban Professionals: Young professionals or entrepreneurs who prioritize
modern amenities, security, and proximity to work. They are likely to choose
apartments or condominiums in city centers or close to commercial hubs.
Family-Oriented Buyers: Families who value space, privacy, and safety.
These buyers may prefer larger homes, townhouses, or apartments in quieter
suburban areas.

Retirees and Empty Nesters: This group may prioritize peaceful
environments, low-maintenance homes, and luxury properties that provide

comfort and relaxation.

e Personality and Values:

o

Status Seekers: Buyers looking for high-end luxury homes, villas, and
properties in exclusive areas. These individuals are often driven by status and
are willing to invest in properties that reflect their social standing.

Environmentally Conscious Buyers: Individuals who prefer sustainable and
eco-friendly homes, including properties with green certifications, energy-

efficient appliances, and renewable energy sources.
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3.3: Targeting

Once Apex Property Ltd. has segmented the market, the next step is targeting, which involves

selecting the most appropriate segments to focus on. Based on the segmentation analysis, Apex

Property Ltd. may target the following key segments:

High-Income
Professionals &
Entrepreneurs

Real Estate Middle-Class
Investors =EINIES

First-Time Retirees &
Homebuyers Empty Nesters

1. High-Income Professionals & Entrepreneurs:

e}

These customers are likely to seek luxury homes, premium office spaces, and
investment properties.
Targeting through exclusive property launches, luxury branding, and

personalized services.

2. Middle-Class Families:

o

Middle-income families seeking affordable housing or larger homes in suburban
or semi-urban areas.
Targeting with promotions on affordable housing, family-friendly apartments,

and financing options.

3. Real Estate Investors:

o

o

Investors looking for rental properties, commercial spaces, or mixed-use
developments for long-term growth.
Targeting with investment opportunities, property management services, and

long-term value propositions.

4. First-Time Homebuyers:

o

Young professionals or couples seeking their first home, often in urban areas
with easy access to transportation and amenities.

Targeting with affordable housing, guidance through the buying process, and
flexible payment options.

Page | 28

© Daffodil International University



5.

Retirees & Empty Nesters:
o Thissegment is interested in downsizing to more manageable, low-maintenance
homes or investing in vacation homes.
o Targeting with smaller homes, villas, or luxury apartments with a focus on

comfort and ease of living.

3.4: Positioning

Positioning refers to how Apex Property Ltd. wants its brand and products to be perceived in

the minds of its target customers. Apex Property Ltd. can position itself using the following

strategies:

a)

b)

d)

Luxury and Affordable and

Exclusivity Family-Oriented

Luxury and Exclusivity: For high-income professionals and investors, position Apex
Property Ltd. as the go-to company for exclusive, high-end properties. Emphasize the

luxury, status, and premium features of the properties.

Affordable and Family-Oriented: For middle-income families and first-time buyers,
position Apex Property Ltd. as a provider of affordable, quality homes in safe, family-

friendly environments. Focus on value for money and long-term living comfort.

Investment Opportunities: For real estate investors, position Apex Property Ltd. as a
trusted partner offering lucrative investment opportunities, including high-return rental

properties and well-located commercial spaces.

Customer-Centric and Personalized Service: Position Apex Property Ltd. as a
company that provides personalized service, helping customers find the perfect
property based on their unique needs and budget. Highlight the company’s expertise in

guiding customers through the buying or renting process.

Customer-

Investment Centric and

Personalized
Service

Opportunities
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3.5: Competitor Analysis of Apex Property Ltd.

Apex Property Ltd. operates in a highly competitive real estate market in Bangladesh, where
several well-established companies dominate various segments of residential, commercial, and
mixed-use property development. Below is a brief overview of 8 key competitors that challenge

Apex Property Ltd. in the market:

» Bashundhara Group: One of the largest conglomerates in Bangladesh, Bashundhara's
real estate division is highly influential. They focus on high-end residential projects,
large gated communities, and commercial spaces in major cities like Dhaka and
Chittagong. Known for luxury and premium properties, their Bashundhara Residential
Area is a notable development.

» City Group (City Homes): A diversified conglomerate with a strong presence in real
estate through City Homes. They offer affordable and mid-range residential properties
and commercial spaces, primarily in Dhaka. Their focus is on providing quality homes
for middle-income families and young professionals.

» Sheltech (Pvt.) Ltd.: With over 30 years of experience, Sheltech is known for
delivering high-quality residential properties. They focus on both luxury and mid-range
housing with a customer-first approach, offering timely delivery and modern amenities
in projects located mainly in Dhaka.

» Pran-RFL Group (Real Estate Division): A major player in Bangladesh’s real estate
sector, Pran-RFL focuses on affordable housing, catering primarily to middle and
lower-middle-income groups. They offer residential properties with modern facilities
and are known for their large-scale developments across urban and suburban areas.

» JMI Group: A diversified group that has expanded into real estate development. JMI
Group provides both luxury homes and affordable residential projects, as well as
commercial properties. They are known for their high-quality construction and
contemporary designs, catering to both premium and mid-range markets.

» Uttara Group of Companies: A well-established name in Bangladesh’s real estate
market, Uttara Group specializes in residential, commercial, and mixed-use
developments. They focus on providing modern living spaces, including villas,
apartments, and office buildings, with notable projects in Dhaka’s prime areas.

» Rangs Properties Ltd.: A subsidiary of Rangs Group, Rangs Properties is known for

luxury and mid-range residential properties in Dhaka. Their focus is on providing
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modern infrastructure and high-quality construction, with a reputation for reliability
and customer service.

» Green Delta Real Estate Ltd.: Known for their high-quality residential developments
in Dhaka, Green Delta Real Estate offers a variety of housing options, from affordable
to luxury homes. They focus on delivering projects on time and with a focus on

customer satisfaction.

27N
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3.6: Competitive Advantage of Apex Property Ltd.

Apex Property Ltd. holds several key advantages that distinguish it from competitors in the
Bangladeshi real estate market. By focusing on quality, customer satisfaction, and strategic
growth, the company has positioned itself as a leading player in both residential and
commercial property development. Below are the key competitive advantages that contribute

to Apex Property Ltd.'s success:
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Strong Brand Reputation and Trust: Apex Property Ltd. has built a solid reputation
over the years for delivering high-quality real estate projects. This strong brand image
fosters trust among both investors and homebuyers, helping the company secure long-
term relationships and a loyal customer base.

High-Quality Construction and Design: Apex Property Ltd. is committed to using
premium materials and advanced construction technologies. The company’s focus on
superior quality, attention to detail, and modern architectural designs ensures that their
properties stand out in the market and meet international standards.

Wide Range of Product Offerings: Apex Property Ltd. caters to various market
segments by offering a diverse portfolio of properties. From luxury apartments and
villas to affordable housing options, the company ensures that it can meet the needs of
both high-income individuals and middle-class families, increasing its market reach.
Prime Location of Developments: The company strategically selects locations for its
developments in high-demand, well-connected areas in Dhaka and other growing cities.
Proximity to commercial hubs, transportation networks, and essential amenities adds

value to the properties and appeals to both end-users and investors.
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v Customer-Centric Approach: Apex Property Ltd. emphasizes personalized customer
service, offering flexible payment plans, property customization options, and a
dedicated support team. This customer-first approach enhances satisfaction and
encourages repeat business and referrals.

v" Timely Delivery and Project Execution: Apex Property Ltd. has earned a reputation
for delivering projects on time, a critical factor in the real estate industry. By adhering
to deadlines and avoiding delays, the company builds credibility and trust with clients,
ensuring a smooth buying experience.

v’ Strategic Partnerships and Financial Stability: Apex Property Ltd. has established
strong partnerships with leading financial institutions, suppliers, and contractors,
ensuring smoother operations and cost efficiencies. These partnerships also provide
customers with financing options, making it easier for them to invest in properties.

v" Focus on Sustainable and Green Development: Apex Property Ltd. incorporates
energy-efficient technologies, eco-friendly building materials, and green spaces into its
developments. This commitment to sustainability not only attracts environmentally
conscious buyers but also aligns with global trends toward green living.

v Strong After-Sales Service and Property Management: Apex Property Ltd. stands
out by offering robust after-sales services, including property management and
maintenance. This ongoing support ensures that customers are satisfied long after their
purchase, adding value to their investment and fostering long-term relationships.
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Chapter-04: Findings,
Recommendations, and Conclusion
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4.1: Findings

1. Intense Competition in the Real Estate Market: Apex Property Ltd. faces tough
competition from established players like Bashundhara Group, Sheltech, and City
Group, which dominate various market segments, making it difficult for Apex to
differentiate itself and maintain a competitive edge.

2. Brand Recognition and Differentiation: While Apex has a strong reputation for
quality, it struggles to differentiate itself from competitors with greater brand
recognition, especially in the premium and luxury markets.

3. Changing Consumer Preferences: Apex must align its developments with the
growing demand for sustainable living, green building practices, and energy efficiency
to appeal to eco-conscious consumers.

4. Economic Fluctuations and Market Volatility: The real estate market in Bangladesh
is vulnerable to economic changes, such as inflation and interest rates, which can affect
property prices and demand, making it challenging for Apex to predict and adapt.

5. Affordability and Accessibility for Middle-Class Families: Rising housing prices
make it difficult for middle-class families to afford Apex’s properties, limiting the
company’s potential customer base in this segment.

6. Overdependence on Urban Markets: Apex's heavy reliance on major cities like
Dhaka and Chittagong is risky, as economic slowdowns or market saturation could
negatively impact demand. Expanding to smaller cities and suburban areas may offer
growth opportunities.

7. Customer Trust and Perception Issues: Delays in project delivery, poor after-sales
service, or unresolved maintenance issues could damage Apex’s reputation, affecting
customer trust and loyalty.

8. Effective Communication and Marketing Channels: Reaching diverse customer
segments through appropriate communication channels can be challenging for Apex,
requiring tailored marketing strategies that may be resource-intensive.

9. Lack of Innovation in Product Offerings: Apex risks stagnation in its property
offerings if it fails to innovate in design, services, and amenities, particularly in the

luxury market where customers expect cutting-edge features.
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10. Financing and Payment Options for Buyers: Many potential buyers, particularly
first-time buyers and middle-income families, struggle with financing. Apex needs to
expand its financing options or offer more flexible payment plans to improve

accessibility.

4.2: Recommendations

1. Overcoming Intense Competition: Differentiate Apex Property Ltd. by emphasizing
unique features such as premium construction quality, eco-friendly initiatives, and
exclusive customer services that set the company apart from competitors.

2. Improving Brand Recognition: Invest in targeted digital marketing campaigns,
including SEO, PPC, and social media advertising, to enhance online visibility and
strengthen brand recognition in a highly competitive market.

3. Adapting to Changing Consumer Preferences: Integrate energy-efficient and eco-
friendly features into all properties, such as solar panels, smart home technology, and
sustainable building materials, to meet the growing demand for sustainability among
modern buyers.

4. Expanding Beyond Traditional Marketing: Partner with local influencers, real estate
bloggers, and industry experts to promote Apex’s properties, especially targeting a
younger, tech-savvy audience through digital platforms and social media channels.

5. Addressing Slow Response to Market Trends: Utilize real-time market data and
advanced analytics tools to track consumer behavior and emerging real estate trends,
allowing the company to adapt its offerings quickly to changing demands.

6. Enhancing Customer Retention: Create a customer loyalty program that offers
exclusive benefits such as discounts on future property purchases, free property
maintenance for a year, or referral bonuses for existing clients who bring in new buyers.

7. Overcoming Limited Geographic Reach: Expand operations into emerging suburban
and regional areas outside Dhaka, focusing on areas with high growth potential to tap
into new customer segments and diversify the company’s market presence.

8. Navigating Regulatory and Compliance Challenges: Establish a dedicated legal and
regulatory team to closely monitor changes in property laws, zoning regulations, and
tax policies to ensure compliance and mitigate legal risks associated with new

developments.
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9. Managing Cash Flow and Financial Stability: Strengthen partnerships with financial
institutions to offer flexible financing options, such as easy installment plans or home
loan assistance, which will attract more customers and ensure a steady cash flow for the
company.

10. Building Stronger After-Sales Service: Develop a robust after-sales service program
that includes property management, maintenance, and customization options, ensuring

ongoing customer satisfaction and fostering long-term relationships with buyers.

4.3: Conclusion

The report on the “Marketing Mix Strategies of Apex Property Ltd.” provides an in-depth
analysis of the company's marketing efforts and strategic positioning in the competitive real
estate market in Bangladesh. The evaluation of the marketing mix and STP (Segmentation,
Targeting, Positioning) strategies reveals that Apex Property Ltd. has a strong foundation in
offering a diverse range of real estate products and services to various market segments.
However, the company faces several challenges in adapting to market dynamics, enhancing

brand recognition, and maintaining competitive advantage.

The findings suggest that while Apex Property Ltd. effectively targets high-income
professionals, middle-class families, and investors, there are opportunities for improvement in
its marketing mix strategies, especially in terms of communication, pricing flexibility, and
geographic expansion. Moreover, the company’s segmentation approach could benefit from a
more refined focus on psychographics and behavioral patterns, allowing for a deeper

connection with consumers.

The challenges identified, including stiff competition, limited geographic reach, and evolving
customer expectations, can be addressed through strategic recommendations aimed at
enhancing brand visibility, customer engagement, and sustainable practices. By refining its
marketing mix and STP strategies, Apex Property Ltd. can continue to strengthen its market

position, build long-term customer relationships, and drive sustained growth.

With the implementation of the suggested strategies, Apex Property Ltd. will be better
equipped to meet market demands, address customer concerns, and effectively navigate the
competitive landscape of the real estate industry.
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