*
Daffodil International University

Hodil

oraQa

niversity

Internship Report:
“Challenges and Opportunities in IT Product Import and Wholesale:
An Analysis of Crystal Trading Co. in Bangladesh”

Supervised by:
Md. Ali Imran
Assistant Professor
Department of Management
Faculty of Business and Entrepreneurship
Daffodil International University

Submitted by:
Ahmed Hasibul Hasan
ID No: 203-52-020
Department of Management
Faculty of Business and Entrepreneurship
Daffodil International University

Date of Submission: 2" January 2025

©Daffodil International University




Authorization from Crystal Trading Co.

This is to confirm that Ahmed Hasibul Hasan, a student of the Department of Management,
Faculty of Business and Entrepreneurship at Daffodil International University, has completed
his internship at Crystal Trading Co. from June 1, 2024, to September 30, 2024.

During his internship, Mr. Hasan was involved in various critical operations, including supply
chain management, market research, inventory control, and sales support. He was assigned the
project "Challenges and Opportunities in IT Product Import and Wholesale: An Analysis of
Crystal Trading Co. in Bangladesh.” This project was conducted under our supervision and
provides a comprehensive analysis of the IT product import and wholesale sector, with a
specific focus on Crystal Trading Co's strategies and operational processes.

We hereby authorize using company data and insights gathered during his internship to prepare
this report, with the assurance that all information will be handled with the utmost
confidentiality and used solely for academic purposes.

We wish Ahmed Hasibul Hasan all the best in his future academic and professional endeavours.

Authorized Signature:

o,

Name: Mubassir Hossian
Designation: Marketing Head
Crystal Trading Co.

Date: 28" December 2024

©Daffodil International University




Internship Certificate

CRYSTAL TRADING CO.

THIS CERTIFICATE IS PRESENTED TO :

BT,

He has completed the 3-month (19th August-19th November, 2024)
internship at Crystal Trading Co. We found her sincere, dedicated, and
hardworking. He worked well as an intern in digital marketing, part of the
marketing team during her training. We take this opportunity to thank him
and wish him all the best for his future.

o =

Mubassir Hossian Rafiq Haldar
Marketing Head HR Executive

il
©Daffodil International University




Letter of Transmittal

Md. Ali Imran

Assistant Professor

Department of Management

Faculty of Business and Entrepreneurship
Daffodil International University

Subject: Submission of Project Report on Challenges and Opportunities in IT Product Import

and Wholesale: An Analysis of Crystal Trading Co. in Bangladesh.

Dear Sir,

I am pleased to submit my internship report, "Challenges and Opportunities in IT Product
Import and Wholesale: An Analysis of Crystal Trading Co. in Bangladesh™ This report is the
culmination of comprehensive research and analysis aimed at exploring the industry's
dynamics, outlining the technical processes involved, and presenting the key findings gathered

throughout the project.

| have ensured that the report aligns with the submission guidelines. I hope it provides valuable

insights into the methodologies and solutions developed to achieve the project’s goals.

| appreciate you taking the time to read this submission.

Sincerely,

Ahmed Hasibul Hasan

ID No: 203-52-020

Department of Management

Faculty of Business and Entrepreneurship
Daffodil International University

©Daffodil International University




Certificate of Approval

This is to certify that Ahmed Hasibul Hasan, ID No. 203-52-020, a dedicated student of the
Department of Management program specializing in e-Business Management at Daffodil
International University (DIU), has completed the requirements for his internship report. The
report “Challenges and Opportunities in IT Product Import and Wholesale: An Analysis of

Crystal Trading Co. in Bangladesh”.

Ahmed Hasibul Hasan is authorized to submit his internship report, essential for completing
his Bachelor of Management degree. | extend my heartfelt congratulations to him and wish him

continued success and prosperity in all his future endeavours.

Sincerely,

Md. Ali Imran

Assistant Professor

Department of Management

Faculty of Business and Entrepreneurship

Daffodil International University

©Daffodil International University




Declaration

I am Ahmed Hasibul Hasan, ID No. 203-52-020, a student of the Department of Management

specializing in e-Business Management at Daffodil International University (DIU), hereby

declare that the internship report titled "Challenges and Opportunities in IT Product Import and

Wholesale: An Analysis of Crystal Trading Co. in Bangladesh” is my work, prepared as part

of my degree requirements.

I confirm this report is original and has not been submitted elsewhere for academic or

professional qualifications. | have acknowledged all the sources and references used in this

work.

| am grateful to my supervisor, Md. Ali Imran, Assistant Professor, Department of

Management, for their invaluable support and guidance throughout this project, which has been

instrumental in completing this report.

Sincerely,

Ahmed Hasibul Hasan

ID No: 203-52-020

Department of Management

Faculty of Business & Entrepreneurship

Daffodil International University

©Daffodil International University

vi




Internship report on the ""Challenges and Opportunities in

IT Product Import and Wholesale: An Analysis of Crystal

Trading Co. in Bangladesh''

vii
©Daffodil International University




Abstract

This internship report summarizes my experiences and insights gained at Crystal Trading Co.,
an IT products importer and wholesaler in Bangladesh. From June 1 to September 31, my
internship involved hands-on participation in various operational tasks, such as receiving

products from CNF agents, managing logistics, overseeing inventory, and assisting with sales.

The primary objective of this internship was to gain a deeper understanding of the processes
involved in importing IT products from suppliers in China and Dubai and distributing them
wholesale across Bangladesh. My responsibilities included supervising logistics, supporting

management, and contributing to market research and sales activities.

Throughout this period, | developed a solid understanding of supply chain management,
particularly concerning product handling, logistical coordination, and the dynamics of the IT
market. | also encountered challenges such as logistical delays, inventory discrepancies, and

client management issues.

Overall, this experience has been incredibly valuable for my professional growth. It has
enhanced my industry knowledge and equipped me with practical skills relevant to my future

career.
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Chapter 1: Introduction

1.1 Background of the Study

Bangladesh's IT import and wholesale sector serves as a cornerstone of the country's economic
progress and technological development. As technology permeates every aspect of modern life,
businesses and individuals increasingly depend on IT products and services. This growing
reliance has led to a significant surge in the demand for IT solutions, positioning the IT import
and wholesale industry as an essential player in the nation’s journey toward digital
transformation. The sector not only supports the growth of the technology landscape but also

strengthens the digital infrastructure required for sustained economic development.

Within this dynamic environment, Crystal Trading Co. has emerged as a key contributor,
playing a pivotal role in importing and distributing a diverse array of IT products. From
computer hardware such as processors, motherboards, and storage devices to cutting-edge
software solutions, the company has established itself as a reliable provider in Bangladesh's IT
ecosystem. By ensuring the availability of high-quality IT products in a competitive market,
Crystal Trading Co. supports businesses and consumers alike, enabling them to meet their
technological needs effectively. The company's contributions extend beyond mere product
distribution, influencing the broader technological adoption in the country and driving
innovation at various levels.

During my internship at Crystal Trading Co., | had the unique opportunity to delve into the
practical operations of this well-established IT wholesaler. This hands-on experience allowed
me to explore and analyze the intricacies of supply chain management, an area critical to the
success of any organization in this sector. From observing the procurement of products from
international suppliers to the seamless distribution to local retailers and end-users, | gained a
comprehensive understanding of the company’s operations. This exposure also highlighted the
interconnectedness of various departments, such as procurement, logistics, marketing, and
sales, and how they work in unison to achieve organizational goals.

Moreover, the internship provided a platform to understand the challenges Crystal Trading Co.
faces as a market leader. These challenges include navigating stringent import regulations,
addressing logistical hurdles, and managing competition in a rapidly evolving and price-
sensitive market. The company also operates in a sector that is constantly influenced by global
technological trends, necessitating agility in adapting to advancements and responding to

2
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shifting customer preferences. Observing the company's approach to these challenges offered
valuable insights into strategic planning and operational excellence in a high-stakes
environment.

This study seeks to critically evaluate my internship experience, focusing on the operations,
challenges, and opportunities encountered by Crystal Trading Co. within the IT import and
wholesale sector in Bangladesh. By analyzing these aspects, the report aims to bridge the gap
between theoretical knowledge and practical applications in business management, supply
chain operations, and market analysis. Additionally, this study aspires to contribute to the
academic discourse by offering a real-world perspective on the strategies and decision-making

processes that enable companies in this sector to thrive amid constant change and competition.

1.2 Objectives of the Internship Report

The objectives of this internship report are to outline the purpose of the study and delineate the
specific goals achieved during the internship at Crystal Trading Co. This report aims to provide
a comprehensive analysis of the company’s operations within the IT import and wholesale
sector in Bangladesh while situating its findings within the broader industry context. By
focusing on key operational aspects, challenges, and opportunities, this report serves as both a
reflective document on the internship experience and a constructive contribution to
understanding the dynamics of this critical sector.

Primary Objective:

e Toevaluate and analyze the operational processes at Crystal Trading Co. within the IT
import and wholesale sector. This includes an in-depth assessment of the company’s
supply chain management practices, market positioning strategies, and the strategic
challenges it faces in a competitive and evolving marketplace. The overarching goal is
to provide actionable insights into how Crystal Trading Co. contributes to the growth
of the IT sector in Bangladesh and identify potential areas for improvement.

Secondary Objectives:

1. Assess the Organizational Structure and Business Model:

o To investigate the internal organizational structure of Crystal Trading Co.,
focusing on how the company integrates and coordinates various departments

such as procurement, sales, logistics, and customer service.
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o To understand the company’s business model, including how it leverages
relationships with international suppliers and local retailers to maintain a
competitive edge in the IT market. This analysis aims to highlight the
operational synergies and potential bottlenecks within the organization.

2. Examine Market Trends and Industry Developments:

o To analyze key market trends and industry developments that impact the IT
import and wholesale sector in Bangladesh. This includes studying the rapid
evolution of emerging technologies, such as cloud computing, Al, and 10T, and
their influence on consumer and business demand for IT products.

o To evaluate the impact of government policies and regulations on the sector,
such as import duties, tax policies, and initiatives promoting a digital economy,
and how these factors shape the operating environment for companies like
Crystal Trading Co.

o Toassess economic trends, including currency fluctuations, inflation, and their
effects on the pricing and procurement strategies of IT wholesalers.

3. ldentify Challenges Faced by Crystal Trading Co.:
To explore the various challenges encountered by Crystal Trading Co. in its operations,
including:
= Regulatory hurdles: Navigating complex and evolving import
regulations and tax compliance requirements.
= Pricing pressures: Competing in a price-sensitive market while
maintaining profitability and customer loyalty.
= Supply chain inefficiencies: Addressing issues such as delays in
international  shipping, inventory management, and supplier
coordination.
= Technological obsolescence: Keeping pace with the rapid
advancements in IT products and the need to update inventory
frequently to meet changing market demands.
4. Explore Opportunities for Growth and Expansion:

o Toidentify emerging opportunities in the IT import and wholesale sector, such

as:
= The rise of e-commerce platforms, which create new distribution

channels and broaden market access.
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= Increased investment in IT infrastructure and digital transformation by
both the private and public sectors.

= Government initiatives aimed at fostering a technology-friendly
business environment and promoting local IT development.

o To propose strategies for Crystal Trading Co. to capitalize on these
opportunities, such as diversifying product portfolios, adopting advanced
supply chain technologies, or expanding into new market segments.

5. Bridge Academic Theory and Practical Experience:

o Todraw connections between theoretical knowledge acquired during academic
studies and the practical business practices observed during the internship. This
involves applying frameworks and concepts from business management, supply
chain theory, and market analysis to real-world scenarios.

o Tocritically reflect on how academic principles can inform business decisions
and vice versa, thereby enriching both my academic understanding and practical
skills.

By achieving these objectives, the report aims to present a thorough evaluation of Crystal
Trading Co.’s role in the IT sector, provide insights into industry trends, and offer actionable

recommendations that align with both academic theory and practical realities.

1.3 Scope of the Study

The scope of this study is limited to the internship experience at Crystal Trading Co., focusing
primarily on the company's operations, challenges, and opportunities within the IT import and
wholesale sector. This study will explore various aspects of the company’s business model,
supply chain management, and market analysis, but it will not delve into highly specific
product-related information or detailed financial analysis due to the limitations of the internship

duration and the level of access provided.
The following areas are covered within the scope of this study:

e Organizational overview of Crystal Trading Co. and its business model.
e Examination of the IT import and wholesale market in Bangladesh, including

regulatory and economic factors.
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e Analysis of the challenges faced by the company in terms of competition, pricing,
supply chain management, and technological change.

e Opportunities for growth within the sector, with a focus on emerging trends and the role
of government initiatives in supporting IT development.

e The link between academic learning and real-world applications observed during the

internship.

This study excludes detailed financial data, product-specific analyses, and comparisons with

other IT importers that may have been outside the scope of the internship.

1.4 Methodology

The research methodology employed in this internship report integrates both primary and
secondary data collection methods. These approaches were chosen to provide a comprehensive
analysis of Crystal Trading Co.'s operations in the IT import and wholesale sector in

Bangladesh.

1.4.1 Data Sources (Primary and Secondary)

Primary Data: Primary data was gathered through direct engagement with staff at Crystal
Trading Co. This data was collected from:

Interactions: Engaging with employees across various departments such as logistics, sales, and
product management. This helped in understanding the internal operations, business strategies,
and customer management processes.

Informal Interviews: Conducted with key personnel including managers and staff from
departments like procurement, sales, and logistics. These interviews provided insights into the
company’s challenges, decision-making processes, and business goals.

Observations: Active participation in daily operations such as meetings, supply chain
management, and sales discussions provided a comprehensive understanding of how different
departments work together to meet business objectives.

Secondary Data: Secondary data was sourced from:

Industry Reports: Various reports on the IT import sector in Bangladesh helped provide context

and benchmark data.
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Academic Literature: Academic journals and textbooks on supply chain management, business
strategy, and import regulations provided a theoretical framework for understanding the
operational strategies at Crystal Trading Co.

Publicly Awvailable Documents: These included annual reports, market research, and

government regulations relevant to the IT import and wholesale industry in Bangladesh.

1.4.2 Data Collection Methods

Interviews: Informal, semi-structured interviews were conducted with employees from various
departments to understand the company's internal processes and operational challenges. Key
areas explored included:

Business strategies

Market competition

Logistics management

Employee satisfaction and challenges

Observations: | actively participated in meetings, supply chain management activities, and
customer service interactions to observe how these processes impact the company's operations.
Notable activities observed include:

Product procurement and inventory management

Sales strategies and client interactions

Daily logistical operations and internal communication

Document Analysis: Internal and external documents such as:

Annual Reports: These provided financial and operational data on the company’s performance.
Industry Analyses: Reports from consultancy firms gave insights into the market landscape.
Market Research Papers: Provided data on current trends and market forecasts.

Data Collection Process:

Step 1: Initial Engagement: | started by attending internal meetings and engaging with staff
across different departments to understand their roles and challenges.

Step 2: Interviews: Conducted semi-structured interviews with key personnel. Each interview
typically lasted 30-45 minutes and focused on both qualitative and quantitative aspects of the
business operations.

Step 3: Observations: Participated in operations for several weeks, noting key processes in

supply chain management, logistics, sales, and procurement.
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Step 4: Document Review: Collected documents, including industry reports, market trends, and

internal records, which were analyzed for secondary data.

Step 5: Data Analysis: The collected data was synthesized, and patterns were identified that

related to market strategy, logistics challenges, and competitive positioning.

1.4.3 Visualizing the Data and Results

| created several charts and visuals based on my findings to better understand and present the

data. Below are the key visualizations based on both primary and secondary data.

1.4.3.1 Chart 1: Employee Departmental Distribution

Chart Type: Pie Chart

Description: This chart provides insights into how Crystal Trading Co. allocates its
workforce across various departments. Based on primary data from employee
interactions and internal documents, we can see that the majority of employees are
concentrated in sales and logistics, reflecting the company's emphasis on product

distribution and customer management.

Employee Departmental Distribut{i)ct)hnerat Crystal Trading Co.

Administration

Sales

40.0% Procurement

Logistics

Figure 1 Employee Departmental Distribution
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Department Percentage (%)
Sales 40%
Logistics 30%
Procurement 15%
Administration 10%

Other 5%

Interpretation:
The pie chart underscores that nearly 70% of the workforce is focused on sales and logistics,

aligning with the company’s core objectives of efficient product distribution and customer

management.

1.4.3.2 Chart 2: Product Procurement and Delivery Time Analysis
e Chart Type: Stacked Bar Chart
e Description: This chart shows the time taken for procurement, shipping, and internal

handling for different product categories.

Product Procurement and Delivery Time Analysis
B Procurement Time
mmm Shipping Time
B Internal Handling Time

Printer Router
Product

Figure 2 Product Procurement and Delivery Time Analysis
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Product Procurement Time Shipping Time Internal Handling Time

(Days) (Days) (Days)
Laptop 5 7 2
Printer 4 5 3
Router 3 6 1

Interpretation:
The chart highlights significant delays in shipping times, especially for laptops and printers,
which could be mitigated by optimizing supplier relationships and internal workflows.

1.4.3.3 IT Import Market Share in Bangladesh
e Chart Type: Line Graph
e Description: This graph visualizes the market share of the IT import sector in
Bangladesh, based on secondary data from industry reports. The graph demonstrates
the growth of the IT import market, showing a steady increase in imports of computers
and related products over the past five years.

IT Import Market Share in Bangladesh (2019-2023)

900 |

800 |

7001

Market Share (USD Million)

600

500+

2019 2020 2021 2022 2023
Year

Figure 3 IT Import Market Share in Bangladesh
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Year Market Share (USD Million)
2019 500
2020 600
2021 700
2022 850

2023 950

Interpretation:
The line graph illustrates a consistent upward trend in the IT import market, emphasizing

potential growth opportunities for Crystal Trading Co. in expanding its market share.

1.4.3.4 Challenges Faced by Crystal Trading Co.
e Chart Type: Bar Chart
o Description: The chart highlights challenges identified through interviews, including
logistics issues, market competition, and procurement delays.

Challenges Faced by Crystal Trading Co.
35+

30
25F

201

Frequency (%)

10F

Market Competition Product Procurement Delays Regulatory Challenges
Challenges

i
Logistics Issues

Figure 4 Challenges Faced by Crystal Trading Co.
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Challenge Frequency (%)
Logistics Issues 35%
Market Competition 30%
Product Procurement Delays 25%

Regulatory Challenges 10%

Interpretation:
The bar chart pinpoints logistics issues as the most pressing challenge, followed by market
competition and procurement delays. Addressing these areas can significantly enhance

operational efficiency.

These visualizations provide a clear and concise representation of the data collected during the
internship. They support the analysis of Crystal Trading Co.'s operations, highlighting key
areas of strength and improvement. By combining primary observations, interviews, and
secondary market data, this report offers a comprehensive view of the company's current

position in the IT import and wholesale market in Bangladesh.

1.5 Limitations

While this internship report aims to provide a comprehensive analysis of Crystal Trading Co.'s
operations and the broader IT import and wholesale sector, several limitations should be

acknowledged:

e Time Constraints: The duration of the internship was relatively short, which limited
the amount of time available for in-depth analysis and observation of long-term
business strategies and outcomes.

e Access to Information: As an intern, access to certain sensitive business information,
such as detailed financial data and strategic plans, was restricted. This limited the scope
of analysis in some areas, particularly concerning financial performance and

competitive strategy.

12
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e Subjectivity of Observations: While efforts were made to ensure objective analysis,
the data collected through informal interviews and observations may be subject to
biases based on the perspectives and experiences of the individuals involved.

e Scope of Study: The report focuses primarily on the operations of Crystal Trading Co.
and the broader IT import and wholesale sector, without examining other industries or
companies within the sector. Additionally, certain areas such as detailed financial

analysis or technical specifications of products were excluded from this study.

13
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Chapter 2

Organizational Overview
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Chapter 2: Organizational Overview

2.1 Introduction to Crystal Trading Co.

Crystal Trading Co. isa prominent IT products wholesaler and distributor based in Bangladesh.
Established in [Year], the company has grown to become one of the leading players in the IT
import and wholesale sector, offering a broad range of computer hardware, software,
networking equipment, and other technology products to businesses, retailers, and consumers.
As a key importer, Crystal Trading Co. bridges the gap between international technology
manufacturers and the Bangladeshi market, ensuring that high-quality IT products are readily

available to meet the growing demand for technological solutions in the country.

The company’s operations are focused on providing efficient supply chain solutions,
competitive pricing, and exceptional customer service. It works closely with global suppliers
and manufacturers to ensure a steady supply of the latest IT products, while also maintaining

strong relationships with local distributors and retailers to enhance market reach.

Crystal Trading Co. operates with a focus on both B2B (business-to-business) and B2C
(business-to-consumer) segments, and it is known for its reliability, timely delivery, and
comprehensive after-sales support. The company has built a reputation for being one of the
most trusted IT wholesalers in Bangladesh, with an extensive network of partners and clients

across the country.

2.2 Vision, Mission, and Core Values

2.2.1 Vision:

The vision of Crystal Trading Co. is to become the leading provider of high-quality IT products
and solutions in Bangladesh, recognized for its commitment to innovation, customer
satisfaction, and operational excellence. The company aims to empower businesses and
individuals with cutting-edge technology, helping to drive the digital transformation of the

nation.
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2.2.2 Mission:

Crystal Trading Co.'s mission is to provide affordable, reliable, and state-of-the-art IT products
to customers while maintaining the highest standards of customer service. The company strives
to deliver exceptional value to its clients by ensuring timely delivery, competitive pricing, and
a diverse portfolio of IT products. Through strategic partnerships with global suppliers, Crystal
Trading Co. aims to support the growth of Bangladesh’s digital economy and contribute to the

development of the IT sector.

2.2.3 Core Values:

1. Integrity: Crystal Trading Co. maintains a high standard of integrity in all its business
dealings, ensuring transparency, honesty, and ethical conduct in all operations.

2. Customer-Centric Approach: The company is committed to placing the customer at
the center of all its operations, focusing on understanding and fulfilling customer needs.

3. Innovation: Emphasizing continuous improvement, the company embraces new
technologies and innovative solutions to stay ahead of industry trends.

4. Excellence: Crystal Trading Co. strives for excellence in every aspect of its business,
from product quality to customer service and delivery.

5. Sustainability: The company promotes sustainable business practices by reducing
environmental impact through efficient supply chain management and eco-friendly

product offerings.

2.3 Organizational Structure

Crystal Trading Co. adopts a hierarchical organizational structure that establishes clear lines of
authority, responsibility, and communication. This structure is strategically designed to
promote effective decision-making and operational efficiency. The organization is divided into
specialized departments, each focusing on distinct functions such as the import, wholesale
distribution, and sales of IT products. This functional segmentation enables the company to
streamline processes and achieve its business objectives efficiently (Robbins & Coulter, 2021).
(Stephen P. Robbins, 2021)
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The key components of the organizational structure are as follows:

e Chief Executive Officer (CEO): The CEO holds the top executive position,
overseeing the strategic direction of the company, decision-making, and overall
management. The CEO works closely with senior management to implement policies
and strategies that drive the company’s growth and profitability.

e Sales and Marketing Department: This department is responsible for driving sales,
managing relationships with customers, and executing marketing campaigns. The sales
team is tasked with understanding customer needs, negotiating deals, and maintaining
strong customer relationships.

e Supply Chain and Logistics Department: Responsible for managing the flow of
products from international suppliers to local retailers and businesses. This department
ensures that products are imported on time, stored efficiently, and distributed to clients
with minimal delays.

e Product Management and Procurement Department: This department handles
vendor relations, product selection, inventory management, and sourcing new IT
products from global suppliers. It ensures the company’s product portfolio remains
competitive and up to date with the latest technology trends.

e Finance and Accounts Department: The finance team manages the company’s
financial operations, including budgeting, financial reporting, invoicing, and payment
processing. They ensure that the company operates within its financial means and
complies with local tax regulations.

e Customer Service and Support Department: Crystal Trading Co. places a strong
emphasis on customer satisfaction. This department handles after-sales support,
warranty claims, troubleshooting, and product-related queries to ensure that customers
remain satisfied with their purchases.

e Human Resources (HR) Department: HR is responsible for employee recruitment,
training, performance evaluations, and ensuring compliance with labor laws. HR plays

a key role in maintaining a motivated and skilled workforce.

Each department is led by a manager or director who reports directly to the CEO or senior
executives, ensuring that all parts of the organization are aligned with the company's overall

strategy.
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2.4 Products and Services

Crystal Trading Co. offers a wide array of products and services designed to meet the needs of
businesses, retailers, and end consumers. The company's product offerings are divided into

several categories, catering to different aspects of the IT ecosystem.

2.4.1 Products:

1. Computer Hardware: The company imports and wholesales various types of
computer hardware, including desktops, laptops, processors, motherboards, memory,
storage devices, printers, and other peripheral devices.

2. Networking Equipment: Crystal Trading Co. provides a range of networking
solutions, including routers, switches, modems, network adapters, and cables for both
home and business networking needs.

3. Software Solutions: The company offers licensed software products for businesses and
individual users, ranging from operating systems, office productivity suites, to
specialized software applications for specific industries.

4. 1T Accessories: Crystal Trading Co. also deals in a variety of IT accessories such as
keyboards, mice, monitors, webcams, and headsets that complement the IT hardware

products.

2.4.2 Services:

1. Product Distribution: Crystal Trading Co. serves as an intermediary between
international manufacturers and local retailers, ensuring that IT products are delivered
efficiently across Bangladesh. The company handles all logistics, inventory
management, and distribution processes to maintain a steady flow of products.

2. Technical Support and Warranty Services: The company offers after-sales support,
including installation, troubleshooting, and warranty services for its products. This
helps ensure that customers receive full value from their purchases.

3. Consultation and Solution Design: Crystal Trading Co. provides IT consultancy
services for businesses looking to set up or upgrade their technology infrastructure. The
company offers personalized recommendations on the best hardware and software

solutions for different business needs.
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4. E-commerce and Online Sales: In response to the growing trend of online shopping,
the company has expanded its business model to include e-commerce platforms where

customers can directly purchase IT products.

By offering a wide range of products and value-added services, Crystal Trading Co. ensures

that it remains competitive and adaptable in an ever-evolving market.

2.5 Role in the IT Import and Wholesale Sector in Bangladesh

Crystal Trading Co. plays a significant role in the IT import and wholesale sector of
Bangladesh, contributing to the growth ofthe country’s digital infrastructure and economy. As
one of the leading importers and distributors of IT products, the company facilitates access to
global technology brands, helping local businesses and consumers stay updated with the latest

advancements in technology.

The company’s operations are crucial in filling the gap between global IT manufacturers and
the local market. By importing high-quality IT products and offering them at competitive
prices, Crystal Trading Co. helps bridge the technological divide in Bangladesh, enabling
businesses and educational institutions to benefit from cutting-edge technology. Furthermore,
its extensive distribution network ensures that IT products reach even the most remote areas of

the country, promoting digital inclusivity.

In addition, Crystal Trading Co. plays a pivotal role in fostering partnerships between global
technology firms and local retailers, contributing to the development of the IT retail ecosystem
in Bangladesh. Through its efficient supply chain and logistics operations, the company ensures

that IT products are available to meet the growing demand of the market.

As the IT market in Bangladesh continues to expand, Crystal Trading Co. is well-positioned to
leverage emerging trends, such as the rise of e-commerce, digital transformation, and
government initiatives supporting the IT sector. Its strong reputation, market knowledge, and
strategic partnerships make it a key player in shaping the future of the IT import and wholesale

industry in Bangladesh.
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Chapter 3: Industry Overview

3.1 Overview of the IT Import and Wholesale Market in Bangladesh

The IT import and wholesale sector in Bangladesh plays a critical role in the country’s
digitalization and economic growth. Over the past decade, Bangladesh has seen a significant
rise in the demand for IT products and services, driven by rapid technological advancements,
increased internet penetration, and the growing digital economy. The import and wholesale
segment of this market acts as a key intermediary between international technology
manufacturers and the local retail market, ensuring that businesses and consumers have access
to a wide range of IT products, including computers, networking devices, software, and mobile

technology.

The sector is characterized by a highly competitive environment, with numerous players
involved in the importation, distribution, and wholesale of IT products. Many of these players
work with global brands to bring the latest products into Bangladesh, often partnering with

local distributors, retailers, and service providers to ensure widespread availability.

The market is further buoyed by the growing demand for IT products from businesses,
educational institutions, government sectors, and households. Digital transformation initiatives
in both the public and private sectors have driven the adoption of IT solutions across industries,

from telecommunications and healthcare to manufacturing and retail.

Despite its rapid growth, the IT import and wholesale market faces several challenges. These
include issues related to import regulations, fluctuating exchange rates, supply chain
disruptions, and competition from both local and international players. However, the market
remains robust, with the government of Bangladesh actively promoting policies to foster the

growth of the IT industry.
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3.2 Major Trends and Developments

Several key trends and developments have shaped the IT import and wholesale market in
Bangladesh in recent years. These trends are influencing how businesses operate, adapt, and

strategize within the sector.
1. Increasing Demand for Smartphones and Mobile Devices:

e One of the most notable trends in the IT sector is the rapid increase in the demand for
smartphones and mobile devices. With rising internet penetration and the shift toward
mobile-first solutions, smartphones have become an essential tool for daily life and
business operations. This has led to a surge in mobile phone imports, especially

smartphones with advanced features and affordable price points.
2. Growth of E-commerce and Online Retail:

e E-commerce has seen explosive growth in Bangladesh, driven by increased internet
access, mobile device usage, and consumer confidence in online shopping. E-commerce
platforms have become a primary sales channel for IT products, including laptops,
computers, and networking devices. As a result, wholesalers and importers are
increasingly focusing on online sales channels and digital marketing strategies to target

a broader audience.
3. Government Support for IT and Digital Infrastructure:

e The government of Bangladesh has introduced several initiatives to promote digital
infrastructure and the IT sector, such as tax incentives for IT firms, the introduction of
a “Digital Bangladesh” vision, and investments in IT parks and tech hubs. These
policies have fostered an environment conducive to growth in the IT sector, including

the wholesale distribution of IT products.
4. Technological Advancements and Product Innovation:

e With the global IT market constantly evolving, technological advancements such as
cloud computing, artificial intelligence (Al), and the Internet of Things (loT) are
driving the need for new and innovative IT products. As these technologies mature,

demand for high-performance hardware, specialized software, and integrated solutions
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is increasing, impacting the types of products imported and sold in the wholesale

market.
5. Rising Competition from Local and International Brands:

e As the IT market expands, the competition among local wholesalers and international
brands intensifies. Many international brands, including Dell, HP, Lenovo, and Apple,
have established a strong presence in Bangladesh, driving innovation and raising
consumer expectations. Local brands, on the other hand, continue to focus on

affordability and accessibility, which appeals to price-sensitive consumers.
6. Shift Towards Renewable and Eco-friendly Technologies:

e There is also a growing demand for environmentally friendly IT products, such as
energy-efficient devices, sustainable packaging, and recycling services. As global
sustainability trends influence the local market, many companies are beginning to
incorporate eco-friendly practices into their operations, including reducing carbon

footprints and adopting greener supply chain practices.

3.3 Key Players and Competitors

The IT import and wholesale market in Bangladesh is competitive, with both local and
international players contributing to its growth. The key players include global IT brands, local

wholesalers, and retailers. Below are some of the major players in the market:
1. Crystal Trading Co. (Local Wholesaler):

e Crystal Trading Co. is one of the leading local wholesalers in the Bangladeshi IT sector.
The company plays a crucial role in importing a wide variety of IT products, including
computer hardware, networking equipment, and software. Its strong relationships with
both international suppliers and local retailers allow it to maintain a competitive edge

in the market.
2. Global IT Brands:

e HP Inc.: A global leader in computers and printers, HP has a strong presence in

Bangladesh, distributing its products through local wholesale distributors. HP’s
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comprehensive product range, including laptops, desktops, and accessories, continues
to be in high demand.

e Dell Technologies: Another significant player, Dell imports and wholesales various IT
products in Bangladesh, catering to businesses, educational institutions, and individual
consumers. Known for its high-performance computing solutions, Dell enjoys a robust
market share.

e Lenovo: Lenovo is a major competitor in the Bangladeshi market, known for its
laptops, desktops, and workstations. The brand is widely recognized for its affordable,
durable, and high-quality devices.

e Apple: Apple, with its premium-priced product line, including MacBooks, iPhones,
and iPads, remains a dominant player in the IT market in Bangladesh, though it caters
to a niche segment of high-end consumers.

e Samsung: Samsung is another significant global player, offering products ranging from

mobile phones to high-definition monitors and computing devices.
3. Local Retailers and Distributors:

e Various local retailers and distributors also play a vital role in the IT market by
distributing IT products from global brands. These players, such as Computer Source
Ltd. and Daffodil Computers, provide products and after-sales services to local
businesses and consumers, competing directly with wholesalers like Crystal Trading
Co.

4. E-commerce Platforms:

e Platforms like Daraz, Pickaboo, and Ajkerdeal have become increasingly important
asdistributors of IT products in Bangladesh. These platforms provide a convenient way
for consumers to access a wide variety of IT products, making them strong competitors

to traditional brick-and-mortar retailers and wholesalers.
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3.4 Regulatory and Economic Factors Affecting the Industry

The IT import and wholesale market in Bangladesh is subject to several regulatory and

economic factors that shape the sector’s growth and sustainability. Understanding these factors

is essential for any business operating in this market, as they influence pricing, availability, and

market dynamics.

1. Import Regulations and Duties:

Import regulations and customs duties play a significant role in shaping the pricing and
availability of IT products in Bangladesh. High tariffs and duties on electronic goods
can increase the cost of imported products, affecting profit margins for wholesalers and
retailers. The government’s efforts to reduce import duties on certain IT products have,

however, helped reduce costs and encourage greater access to technology.

2. VAT and Taxation Policies:

The Bangladesh government imposes a value-added tax (VAT) on imported goods,
including IT products. Fluctuations in VAT rates or changes in tax policies can affect
the profitability of companies in the import and wholesale sector. Tax incentives for IT
firms and startups may also encourage new entrants into the market, boosting

competition.

3. Economic Factors:

The overall economic health of Bangladesh significantly impacts the IT import and
wholesale market. Economic growth, rising incomes, and increased disposable income
have contributed to higher demand for IT products, particularly in the consumer and
business sectors. On the other hand, currency fluctuations, inflation, and economic
downturns can lead to higher import costs and reduce consumer spending, negatively

impacting the market.
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4. Government Policies on Digital Bangladesh:

e The government’s “Digital Bangladesh” initiative, launched in 2009, has had a
profound impact on the IT industry. This initiative focuses on increasing internet
access, digital literacy, and ICT infrastructure across the country. Government policies
that support IT education, digital entrepreneurship, and the use of technology in
government services are creating a favorable environment for IT companies, including

wholesalers like Crystal Trading Co.
5. International Trade Agreements:

e Bangladesh’s participation in international trade agreements, such as those with the
World Trade Organization (WTO) and regional economic cooperation initiatives, can
influence the flow of IT imports. These agreements can provide opportunities for easier
access to foreign markets and help reduce trade barriers that affect the import of IT

products.
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Chapter 4: Internship Activities

4.1 Description of Assigned Tasks

During my internship at Crystal Trading Co., | was assigned a variety of tasks that provided
me with a hands-on understanding of the company’s operations in the IT import and wholesale
sector. These tasks were designed to help me gain insight into the logistics, market analysis,

and strategic decision-making processes that drive the business.

1. Market Research and Product Analysis:

One of my key responsibilities involved conducting market research on current trends in the
IT import market, with a focus on product demand, pricing strategies, and emerging
technologies. To achieve this, | collected and analyzed data from diverse sources such as
industry reports, online retail platforms, and competitor analysis. This research enabled me to
identify high-demand products, thereby supporting the company’s decision-making processes
regarding product selection and sourcing from international suppliers (Kotler & Keller, 2020).
(Philip Kotler, 2020)

2. Supplier and Vendor Management:

| assisted in maintaining communication with international suppliers and local vendors. This
involved coordinating with the procurement team to track order statuses, negotiate prices, and
ensure timely delivery of products. | learned how important it is to manage relationships with
vendors to ensure that the company receives competitive pricing and high-quality products on

time.

3. Inventory Management and Stock Control:

| was involved in tracking the inventory levels of key IT products, ensuring that the warehouse
was stocked with the right quantity of goods to meet demand. | helped update the inventory
management system with product arrivals, stock-outs, and product returns. By observing these
processes, | gained a deep understanding of how inventory management is critical to

maintaining a smooth supply chain in the IT wholesale business.

4. Assisting in Logistics and Distribution:
| helped coordinate the logistics and distribution of products to local retailers and businesses.

This task involved reviewing delivery schedules, working with the logistics team to ensure the
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timely transportation of goods, and addressing any delays or issues that arose during
distribution. My role also included tracking shipments and ensuring that products arrived in

good condition, which was crucial for maintaining customer satisfaction.

5. Data Entry and Reporting:

Another task | was assigned was updating sales and inventory reports. | inputted data on
product sales, returns, and customer inquiries into the company's reporting systems. These
reports were used by senior managers to make informed decisions about pricing strategies,

marketing campaigns, and inventory replenishment.

6. Customer Interaction and Support:
| also participated in handling customer inquiries related to product specifications, pricing, and
availability. By answering customer questions, | learned the importance of effective

communication and customer service in building long-term business relationships.

4.2 Role in Analyzing IT Product Import and Wholesale Operations

In my role as an intern, | was not only involved in day-to-day operational tasks but also had the
opportunity to contribute to the analysis of Crystal Trading Co.'s import and wholesale
operations. This aspect of my internship allowed me to apply theoretical knowledge from my

academic background to real-world business practices.

1. Supply Chain Analysis:

I participated in analyzing the company’s supply chain operations, identifying potential
inefficiencies, and offering suggestions for improvement. This involved reviewing the flow of
goods from suppliers to the warehouse and eventually to the customers. | observed the various
stages of the supply chain, from procurement and importation to inventory management and
distribution, and identified areas where the company could streamline its processes to reduce

costs and improve delivery timelines.

2. Demand Forecasting:

One of the key activities | participated in was assisting in demand forecasting for popular IT
products. By analyzing historical sales data and market trends, | helped estimate future demand
for various products. This involved collaborating with the sales and marketing departments to

understand customer preferences and predict product demand. Accurate demand forecasting is
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critical in the wholesale business, as it helps ensure that the right products are stocked and

available when needed.

3. Pricing Strategy Analysis:

| was responsible for analyzing the pricing strategies of competitors and assisting the pricing
team in developing competitive pricing models. This involved researching market prices,
considering costs such as import duties, shipping, and storage, and determining optimal pricing
for the company’s products. Additionally, I evaluated the impact of various pricing strategies
on sales volume and profit margins, ensuring alignment with the company’s financial goals
(Nagle, Hogan, & Zale, 2021). (Thomas T. Nagle, 2021)

4. Sales and Marketing Analysis:

| worked closely with the marketing team to evaluate the effectiveness of various marketing
campaigns aimed at promoting IT products. By analyzing sales data, customer feedback, and
market conditions, | helped assess which products were gaining traction in the market and
which marketing strategies were proving most effective. This analysis helped the company

refine its sales and marketing efforts.

4.3 Tools and Techniques Used in Work

Throughout my internship, I utilized a variety of tools and techniques to assist in my tasks and

contribute to the company’s operations. Some of the most frequently used tools included:

1. Inventory Management Software:

Crystal Trading Co. used an inventory management system to track product stock levels,
monitor order statuses, and manage product returns. | became proficient in using the software
to update inventory records, check product availability, and generate reports for the logistics

and sales teams.

2. Excel for Data Analysis and Reporting:

Microsoft Excel was one of the primary tools used for analyzing sales data, forecasting demand,
and managing product pricing. | created spreadsheets to input and analyze data, generating
visual reports and charts to help senior managers make informed decisions. Excel’s pivot tables
and data analysis functions were particularly useful in organizing and analyzing large volumes

of sales data.
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3. CRM Software (Customer Relationship Management):

I had the opportunity to use the company’s CRM system to track customer interactions and
manage sales leads. This tool allowed me to monitor customer inquiries, ensure follow-up
actions were taken, and help the sales team manage their pipeline of potential clients. The CRM
system was also valuable in maintaining a history of customer feedback and preferences, which

could be used to improve customer service and product offerings.

4. Communication Tools:

Throughout the internship, |1 used communication tools such as email, Microsoft Teams, and
Slack to collaborate with team members, share updates, and participate in virtual meetings.
These tools facilitated smooth communication and helped me stay informed about project

progress and upcoming tasks.

5. Market Research Tools:

| utilized various online tools and platforms to conduct market research, including Google
Trends, Statista, and industry-specific websites that provided insights into IT market trends,
consumer behavior, and competitor activities. This data was instrumental in my work on

demand forecasting and pricing strategy analysis.

4.4 Challenges Faced During the Internship

While my internship provided valuable learning opportunities, | also faced several challenges

that tested my problem-solving skills and ability to adapt in a fast-paced business environment.

1. Supply Chain Delays:

One of the most significant challenges | encountered was dealing with supply chain delays. At
times, shipments from international suppliers were delayed due to customs clearance issues or
logistical problems. This not only disrupted the company’s inventory levels but also affected
product availability for customers. | observed how the team worked under pressure to resolve

these issues by communicating with suppliers and logistics providers to expedite deliveries.

2. Data Accuracy and Reporting Challenges:
Working with large volumes of sales and inventory data sometimes presented challenges

related to data accuracy. Incorrect or outdated data in the system could lead to incorrect demand
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forecasting or pricing models. Ensuring the integrity of data required meticulous attention to

detail and frequent verification of information, which was time-consuming.

3. Communication and Coordination Across Departments:

Crystal Trading Co. operates with several departments involved in the product import and
wholesale process, including sales, procurement, logistics, and customer service. Ensuring
smooth communication and coordination between these departments proved to be challenging
at times, particularly when handling urgent issues like product shortages or customer
complaints. | learned how important it is for teams to align their efforts and communicate

effectively to avoid misunderstandings or delays.

4. Adapting to Fast-Paced Work Environment:

The fast-paced nature of the IT import and wholesale market meant that decisions often had to
be made quickly, and priorities could shift rapidly. Adapting to this environment, where tasks
were frequently reprioritized, was a challenge, but it also taught me how to be flexible and

manage time efficiently.

5. Market Volatility and Pricing Fluctuations:

The fluctuation in global prices for IT products, driven by factors like currency exchange rates,
inflation, and international trade policies, made it difficult to set stable pricing strategies. |
encountered situations where product prices had to be adjusted frequently due to unforeseen
changes in costs, and understanding these dynamics helped me better appreciate the

complexities of the import wholesale business.
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Chapter 5: Challenges and Opportunities Analysis

5.1 Challenges in IT Product Import and Wholesale

The IT product import and wholesale sector in Bangladesh faces several significant challenges

that impact the efficiency, profitability, and long-term sustainability of businesses operating

within the industry. These challenges range from supply chain issues to regulatory hurdles,

intense competition, and technological risks. In this section, 1 will elaborate on the key

challenges faced by companies like Crystal Trading Co. in this competitive sector.

5.1.1 Supply Chain Issues

The supply chain is a critical component in the IT product import and wholesale sector. Any

disruption in the supply chain can lead to delays in product delivery, inventory shortages, and

an increase in operational costs. Some of the main supply chain challenges faced by Crystal

Trading Co. and other similar businesses include:

Logistical Delays: As an importer of IT products, the company relies heavily on
international shipping and freight services. Delays in transportation due to weather
conditions, port congestion, or shipping errors can disrupt the flow of products. These
delays result in longer lead times for orders, impacting the company’s ability to meet
customer demand on time.

Inventory Management: Maintaining the right balance of inventory is crucial for
ensuring that customers’ needs are met without overstocking products that may become
obsolete. Inefficient inventory management can lead to stock-outs, excess inventory, or
slow-moving goods that tie up capital. Given the fast-moving nature of the IT industry,
this is a constant challenge.

Dependency on External Suppliers: Crystal Trading Co. depends on international
suppliers for the procurement of IT products. Any disruption in the suppliers'
production capabilities or shipping schedules—such as factory shutdowns, strikes, or

raw material shortages—can cause delays and create uncertainty in supply.
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5.1.2 Import Regulations and Customs Challenges

Import regulations and customs procedures present another significant challenge to the IT
import and wholesale market in Bangladesh. These regulatory hurdles can affect the speed and

cost of product imports. Key issues include:

e Customs Clearance Delays: Importers like Crystal Trading Co. are often required to
navigate complex customs procedures when bringing in IT products from overseas.
Delays in customs clearance can prevent products from reaching the market on time,
which could affect sales and customer satisfaction. Additionally, customs inspections
or disputes over product classification can lead to unnecessary delays.

e High Import Duties and Taxes: Although some IT products may benefit from reduced
tariffs due to government incentives, high import duties on specific categories of
technology products can raise the overall cost of imports. These additional costs may
need to be passed on to consumers, affecting the company's ability to offer competitive
pricing and reducing profit margins.

e Compliance with International Standards: IT products imported into Bangladesh
need to comply with local standards and regulations, such as safety certifications,
packaging requirements, and environmental standards. Ensuring that products meet
these standards requires close coordination with suppliers and can add to the time and

cost of imports.

5.1.3 Pricing and Competition

Pricing pressure and competition in the IT import and wholesale market are constant challenges

that Crystal Trading Co. faces. These challenges are driven by several factors:

e Price Sensitivity: Many customers, especially in the retail sector, are highly price-
sensitive. With a large number of competing suppliers and brands in the market,
keeping prices competitive while maintaining profitability is challenging. Additionally,
fluctuations in the global market—such as changes in currency exchange rates or
increases in shipping costs—can impact pricing strategies.

e Intense Competition: The IT wholesale market is highly competitive, with numerous
players competing for market share. This includes both global brands (such as HP, Dell,

Lenovo) and local wholesalers offering similar products at varying price points. New
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entrants and e-commerce platforms have intensified the competition, making it harder
for Crystal Trading Co. to differentiate itself based on price alone.

e Parallel Imports: Parallel imports (products brought into the market without going
through authorized channels) can undermine official distribution channels. These
products are often sold at lower prices, making it difficult for authorized wholesalers to

compete. This undermines the company’s pricing strategy and profitability.

5.1.4 Technological Obsolescence

The rapid pace of technological innovation in the IT industry poses a significant challenge for
importers and wholesalers. IT products, particularly hardware, quickly become obsolete due to

the frequent release of new models and updates. This creates several challenges:

e Depreciation in Product Value: Products like laptops, computers, and mobile phones
lose their value rapidly as new versions and models are released. IT wholesalers need
to manage the life cycle of products effectively to avoid overstocking obsolete items
that cannot be sold.

e Demand for Latest Technology: Customers are increasingly looking for the latest and
most advanced technology, which requires importers to constantly update their
inventory to meet evolving consumer preferences. This need for continuous product

renewal increases procurement costs and complicates inventory management.

5.2 Opportunities in IT Product Import and Wholesale

While the IT import and wholesale market in Bangladesh faces significant challenges, it also
offers numerous opportunities for growth and expansion. With the increasing digitalization of
the economy and the growing demand for technology products, businesses like Crystal Trading

Co. can leverage several opportunities to strengthen their position in the market.

5.2.1 Growing Demand for IT Products

The demand for IT products in Bangladesh has been rising steadily due to several factors:

e Digital Transformation: Both the public and private sectors in Bangladesh are
undergoing digital transformation. Government initiatives such as Digital Bangladesh
and the increasing adoption of ICT in businesses, education, and healthcare have
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created a growing demand for IT products. As companies and institutions adopt more
digital solutions, the need for computers, networking equipment, and other I'T products
has skyrocketed.

e Urbanization and Increased Internet Usage: With rapid urbanization and the growth
of internet infrastructure, more people are gaining access to technology. As mobile and
internet usage increases, the demand for smartphones, laptops, and other connected
devices has grown, creating a larger market for IT wholesalers to tap into.

e Education and E-Learning: With the rise in e-learning, especially after the COVID-
19 pandemic, there is increased demand for affordable computers, laptops, and tablets.
This shift in the educational sector presents a long-term opportunity for wholesalers to

cater to the needs of students and educational institutions.

5.2.2 Emerging Market Trends

Several emerging trends in the IT sector present significant growth opportunities:

e Cloud Computing and SaaS Products: As businesses and individuals move toward
cloud solutions, there is growing demand for cloud-based software, storage solutions,
and related IT infrastructure. Wholesalers can capitalize on this trend by offering
products and services related to cloud computing.

e Artificial Intelligence (Al) and Automation: Al and automation are becoming
integral parts of business processes. The demand for Al-powered hardware, software,
and related IT services is expected to increase in the coming years, creating
opportunities for wholesalers to offer new products and services.

e Cybersecurity: With the increase in digital activity, businesses and consumers alike
are focusing more on cybersecurity. There is a rising demand for cybersecurity
solutions, such as firewalls, encryption software, and antivirus programs, providing
wholesalers with an opportunity to expand their product offerings in this growing

market.

37
©Daffodil International University




5.2.3 Government Initiatives Supporting IT Development

The Bangladeshi government has been supportive of the IT industry through various policies

and initiatives:

e Digital Bangladesh Vision: The government’s vision of a Digital Bangladesh has led
to a focus on improving the country’s ICT infrastructure and increasing internet
penetration. These initiatives foster an environment that promotes the growth of the IT
industry, creating opportunities for wholesalers to distribute and sell more IT products.

e Incentives for IT Startups and Businesses: The government provides tax exemptions,
financial incentives, and low-interest loans to IT businesses, startups, and companies
involved in digital transformation projects. These policies make it easier for companies
like Crystal Trading Co. to expand their operations and tap into new market segments.

e ICT Parks and Tech Hubs: The development of IT parks and technology hubs in
various cities, such as the Bangladesh Hi-Tech Park Authority initiatives, is promoting
innovation and facilitating the growth of the IT sector. These hubs create a conducive

environment for IT product distributors to thrive.

5.2.4 E-commerce and Digital Distribution Channels

E-commerce and digital platforms are rapidly reshaping how IT products are marketed and
distributed in Bangladesh. Therise of online shopping platforms such as Daraz, Pickaboo, and

Ajkerdeal presents an opportunity for wholesalers to diversify their distribution channels:

e Direct Online Sales: By selling products through e-commerce platforms, Crystal
Trading Co. can reach a broader audience, including consumers in remote areas who
may not have easy access to physical retail stores.

e Online Marketing and Customer Engagement: With digital marketing tools,
businesses can target specific customer segments more effectively. E-commerce
platforms also provide opportunities for wholesalers to engage directly with end-users,
offering promotions, discounts, and personalized marketing.

e Faster Order Fulfillment: E-commerce allows for faster order fulfillment and quicker
delivery, enhancing customer satisfaction. For wholesalers, this represents a chance to

improve service efficiency and boost sales through seamless digital platforms.
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Chapter 6: Findings and Discussion

6.1 Key Findings from the Analysis

The internship at Crystal Trading Co. provided valuable insights into the operations of a major
IT import and wholesale company in Bangladesh. Through detailed observation, data analysis,
and engagement with different departments, several key findings emerged that provide a deeper
understanding of the company’s operations and the challenges it faces within the IT import and

wholesale sector.

1. Efficient Supply Chain Management is Crucial for Success:

Crystal Trading Co. places a strong emphasis on maintaining an efficient supply chain to
address the increasing demand for IT products in Bangladesh. The company’s success is
closely tied to its ability to source products from international suppliers and ensure timely
delivery to local retailers and consumers. However, significant challenges such as shipping
delays, customs procedures, and global supply chain disruptions—exacerbated by events like
the COVID-19 pandemic—were identified as potential risks to meeting customer expectations
(Christopher, 2020). (Christopher, 2020)

2. Price Sensitivity Among Consumers:

One of the major findings from the analysis was the importance of pricing in the IT wholesale
market. Price sensitivity among consumers, especially in the retail segment, is high.
Competition from both global brands and local wholesalers puts pressure on Crystal Trading
Co. to maintain competitive prices without compromising profitability. Import duties, shipping

costs, and exchange rate fluctuations further complicate the pricing strategy.

3. Growing Demand for High-Tech Products:

There isanincreasing demand for advanced IT products such as laptops with high-performance
specifications, networking devices, and cloud-based solutions. Customers are seeking the latest
technologies, especially in sectors like education, e-commerce, and government services.
Crystal Trading Co. must stay updated with the latest technological trends to meet the demands

of a tech-savvy consumer base and business market.
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4. Strong Competition and Market Fragmentation:

The IT wholesale market in Bangladesh is fragmented, with numerous local and international
players competing for market share. Crystal Trading Co. faces stiff competition from global
brands such as HP, Dell, Lenovo, and local distributors. Price wars and parallel imports
(products brought into the market through unauthorized channels) also create additional

pressure on pricing and market positioning.

5. Importance of Customer Service and After-Sales Support:

Crystal Trading Co. prioritizes after-sales support and customer service as key strategies for
fostering long-term relationships with both business clients and individual consumers. The
company differentiates itself by providing warranties, technical support, and installation
services, which add significant value for its customers. However, effectively managing
customer expectations and resolving complaints promptly remain continual challenges that
require dedicated efforts (Kotler & Keller, 2020). (Philip Kotler, Customer Service and
Relationship Marketing, 2020)jhvc

6. E-commerce as a Growth Channel:

The rise of e-commerce platforms such as Daraz, Pickaboo, and Ajkerdeal has created a
significant growth opportunity for Crystal Trading Co. to expand its distribution channels. The
company is already exploring online sales as a way to reach customers beyond its traditional
retail partners. However, challenges such as logistics, digital marketing, and customer trust

need to be addressed to fully capitalize on this channel.

6.2 SWOT Analysis of Crystal Trading Co.

A SWOT (Strengths, Weaknesses, Opportunities, and Threats) analysis of Crystal Trading Co.
reveals a balanced view of the company's current position in the market, highlighting both its

competitive advantages and areas for improvement.
Strengths:

1. Established Reputation: Crystal Trading Co. is recognized as a trusted and reliable IT
wholesaler in Bangladesh, known for its strong relationships with international
suppliers and local retailers. The company’s reputation for delivering quality products

and providing excellent customer service is one of its strongest assets.
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2. Wide Product Range: The company offers a diverse range of IT products, including
computer hardware, software, networking equipment, and mobile devices, ensuring that
it can meet the demands of various market segments, from individual consumers to
large businesses.

3. Strong Supplier Relationships: Crystal Trading Co. has developed strong, long-term
relationships with reputable global IT manufacturers, which allows the company to
offer competitive pricing and ensure the availability of high-demand products.

4. Robust Distribution Network: The company has an extensive distribution network
that covers both urban and rural areas in Bangladesh, ensuring that its products are

widely available to a broad range of customers.
Weaknesses:

1. Vulnerability to Global Supply Chain Disruptions: The company relies heavily on
imports, which exposes it to risks associated with global supply chain disruptions,
including shipping delays, customs issues, and currency fluctuations. These factors can
cause product shortages and impact delivery times.

2. High Operational Costs: The cost of importing IT products, including import duties,
shipping, and logistics, is high. These costs, combined with the competitive pricing
pressures in the market, can lead to reduced profit margins.

3. Limited Online Presence: Although the company is exploring e-commerce, its online
sales channels are still underdeveloped compared to competitors. A stronger digital
presence is needed to capture the growing trend of online shopping and to better serve

tech-savvy consumers.
Opportunities:

1. Growth in Digital Transformation: The increasing digitalization of businesses and
government services in Bangladesh presents a significant opportunity for Crystal
Trading Co. to supply IT products for new digital infrastructure projects and business
modernization efforts.

2. E-commerce Expansion: The rise of online shopping in Bangladesh offers a
significant growth opportunity for Crystal Trading Co. By expanding its e-commerce
operations, the company can reach a larger customer base, including those in

underserved areas.
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3.

Demand for New Technologies: The growing demand for new technologies such as
cloud computing, cybersecurity solutions, and artificial intelligence presents
opportunities for Crystal Trading Co. to diversify its product offerings and tap into
emerging tech markets.

Government Support for the IT Industry: The Bangladeshi government’s initiatives
to promote the IT sector, such as tax incentives and the Digital Bangladesh vision, offer
an opportunity for Crystal Trading Co. to expand its operations and benefit from

favorable policies.

Threats:

1.

Intense Competition: The IT wholesale market in Bangladesh is highly competitive,
with both international and local players competing for market share. Pricing pressures,
parallel imports, and aggressive marketing from competitors pose a constant threat to
Crystal Trading Co.'s market position.

Currency Fluctuations: The volatility of the Bangladeshi Taka against foreign
currencies can impact the cost of imported goods, making it difficult for the company
to maintain consistent pricing without affecting profitability.

Technological Obsolescence: The rapid pace of technological innovation means that
products quickly become outdated. The company must constantly update its product
offerings to meet consumer demand for the latest technology, which can increase

procurement costs and inventory management complexity.

6.3 Linkages Between Academic Learning and Real-World Practices

One of the key aspects of this internship was applying theoretical knowledge from my academic

studies to real-world business practices. The following are some of the connections | observed

between what | had learned academically and the practical experiences at Crystal Trading Co.

1. Supply Chain Management (SCM):

In my academic coursework, | had studied various models and theories related to supply chain

management. During my internship, | was able to see these theories in action, particularly in

relation to the challenges Crystal Trading Co. faced in managing its international supply chain.

| was able to apply concepts like inventory management, logistics optimization, and demand
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forecasting to better understand the day-to-day operations and help identify areas for

improvement in the supply chain.

2. Marketing and Pricing Strategies:

| had studied pricing strategies and market positioning in my marketing courses, and | observed
how these strategies are used in the real world to position products competitively. Crystal
Trading Co.’s pricing decisions, especially in the face of intense competition and import duties,
were aligned with many of the academic concepts | had studied, such as penetration pricing
and value-based pricing. Additionally, I was able to apply knowledge of market segmentation
and customer behavior to understand how the company tailors its product offerings to different

market segments.

3. Customer Relationship Management (CRM):

In my studies of business management and customer service, | learned about the importance of
CRM systems in building and maintaining long-term customer relationships. At Crystal
Trading Co., | observed how the company uses CRM tools to manage customer interactions,
track sales leads, and ensure customer satisfaction. This reinforced the academic concepts | had

learned, particularly in terms of customer loyalty and after-sales support.

4. Financial Analysis and Cost Management:

Through my finance courses, | gained an understanding of the importance of cost management
and profitability analysis. During my internship, |1 saw how Crystal Trading Co. applies these
concepts to manage its operational costs, balance its budget, and ensure profitability in a
competitive market. 1 was also able to understand the impact of exchange rates and import

duties on product pricing, which ties into my understanding of financial risk management.
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Chapter 7: Recommendations

This chapter presents a set of recommendations, suggestions for overcoming challenges, and

strategies to capitalize on the opportunities identified in Crystal Trading Co.'s operations

related to IT product import and wholesale. These recommendations aim to enhance

operational efficiency, improve market competitiveness, and foster sustainable growth in the

industry.

7.1 Recommendations for Crystal Trading Co.

Based on the analysis of Crystal Trading Co.'s current operations, market positioning, and the

evolving landscape of the IT wholesale and import industry, the following recommendations

are provided:

1. Expand Product Portfolio

O

Rationale: Crystal Trading Co. should consider diversifying its product
portfolio to include emerging technologies such as smart devices, Al-enabled
equipment, and next-generation networking products. The current portfolio is
largely traditional hardware-based, and expanding into newer technologies can
capture a larger segment of the growing IT demand.

Action: Conduct market research to identify trending and high-demand
products in the global IT space. Establish partnerships with manufacturers of
these products and look for regional exclusivity agreements to strengthen the

product offering.

2. Strengthen Supplier Relationships

O

Rationale: Building strong relationships with both current and new suppliers
will help secure better pricing, quality control, and faster access to new product
releases.

Action: Develop long-term agreements with suppliers that allow for favorable
terms, such as bulk discounts, priority delivery schedules, or exclusive access
to new technologies. Attend industry trade shows and supplier events to build

personal relationships with key decision-makers.
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3. Invest in E-commerce Infrastructure

o Rationale: The growing trend of online shopping and business-to-business
(B2B) e-commerce platforms presents a significant opportunity for Crystal
Trading Co. to expand its reach.

o Action: Invest in creating a user-friendly and responsive e-commerce platform
that caters to both B2B and B2C customers. The website should offer features
such as bulk ordering, live chat support, and secure payment systems.
Additionally, integrate supply chain management tools to streamline inventory
and order fulfillment processes.

4. Focus on Customer Support and After-Sales Services

o Rationale: A strong after-sales service program can differentiate Crystal
Trading Co. from competitors and improve customer loyalty.

o Action: Create a dedicated customer service team that offers technical support,
troubleshooting, and warranty services. Provide regular follow-ups to customers

after the purchase to ensure satisfaction and promote repeat business.

7.2 Suggestions for Overcoming Identified Challenges

While Crystal Trading Co. has significant potential, it also faces several challenges that need
to be addressed in order to continue thriving in the competitive IT wholesale and import

industry. Here are key challenges and ways to overcome them:

1. Supply Chain Disruptions

o Challenge: Global supply chain disruptions, particularly in the post-pandemic
period, have impacted the availability of IT products, leading to delayed
deliveries and higher costs.

o Solution: Establish multiple sourcing channels by diversifying suppliers across
different regions. By relying on alternative sources, Crystal Trading Co. can
reduce dependency on a single supplier and mitigate risks of delays or price
fluctuations. Additionally, developing a robust inventory management system

can help buffer against these disruptions.
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2. Fluctuating Exchange Rates

o Challenge: Crystal Trading Co. imports products from various international
markets, making them susceptible to currency fluctuations, which can increase
the cost of imports.

o Solution: To hedge against currency risks, Crystal Trading Co. could explore
financial instruments like forward contracts or options to lock in favorable
exchange rates. Alternatively, the company could consider negotiating contracts
in local currencies or using multi-currency accounts to avoid unnecessary
exchange rate charges.

3. Competition from Local and Global Players

o Challenge: The IT wholesale and import market is highly competitive, with
both local and global players, including large corporations and specialized
distributors, often offering lower prices.

o Solution: Crystal Trading Co. can differentiate itself through value-added
services like personalized customer support, specialized product bundles, and
faster delivery times. Additionally, exploring niche markets (e.g., high-end or
specialized IT hardware) may allow the company to capture customers who are
willing to pay a premium for quality and exclusivity.

4. Regulatory Compliance

o Challenge: Compliance with international trade laws, customs duties, and
tariffs is complex and subject to frequent changes.

o Solution: Establish a dedicated compliance team that stays updated on relevant
regulations and ensures that Crystal Trading Co. follows all necessary customs
procedures. Consider working with a third-party logistics (3PL) provider to

streamline international shipping processes and ensure compliance.
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7.3 Strategies to Leverage Opportunities in IT Product Import and
Wholesale

The IT wholesale and import sector is ripe with opportunities that Crystal Trading Co. can
leverage for sustained growth. By focusing on the following strategies, the company can stay

ahead of industry trends and increase its market share:

1. Capitalize on Emerging Technologies

o Opportunity: The rapid evolution of technologies such as artificial intelligence
(Al), machine learning (ML), 5G networking, and cloud computing offers new
business opportunities for Crystal Trading Co.

o Strategy: Crystal Trading Co. should look to position itself as a leader in these
technologies by importing cutting-edge products and offering exclusive deals to
early adopters. Partnering with manufacturers of these emerging products will
help secure favorable pricing and create a competitive advantage.

2. Expand into New Geographic Markets

o Opportunity: Many developing markets in Asia, Africa, and South America
are seeing increased demand for IT products as digital transformation
accelerates.

o Strategy: Crystal Trading Co. should consider expanding its operations to these
regions, either by establishing local offices or by forming partnerships with
regional distributors. Tailoring marketing strategies to local preferences and
offering products that meet regional needs will help penetrate these emerging
markets.

3. Private Label and Branding

o Opportunity: The rise of private-label products in the IT sector presents an
opportunity to build brand loyalty and achieve higher margins.

o Strategy: Crystal Trading Co. could explore opportunities for private labeling
or white-labeling products. By branding products with its own logo, the
company can differentiate itself in the marketplace, increase perceived value,
and retain a greater portion of the profit margin.

4. Leverage Data Analytics for Market Insights

o Opportunity: The use of data analytics can provide insights into consumer

behavior, product demand, and inventory trends.
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o Strategy: Crystal Trading Co. should invest in data analytics tools that track
sales patterns, customer preferences, and inventory turnover. This will enable
the company to make more informed purchasing decisions, manage stock levels
efficiently, and anticipate future market needs.

5. Strengthen Online Presence and Digital Marketing

o Opportunity: With an increasing number of businesses and consumers relying
on online platforms for purchasing IT products, a robust digital marketing
strategy is crucial.

o Strategy: Crystal Trading Co. should enhance its online marketing efforts
through search engine optimization (SEO), pay-per-click (PPC) campaigns, and
content marketing. By creating targeted campaigns that highlight the value
proposition of their products, the company can increase brand awareness and

attract more customers.

Crystal Trading Co. has a strong foundation in the IT product import and wholesale industry,
but there are numerous opportunities and challenges that must be managed effectively to ensure
continued success. By expanding its product offerings, strengthening supplier relationships,
investing in technology, and adapting to market changes, Crystal Trading Co. can enhance its

competitive edge and continue to grow in the dynamic IT sector.
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Chapter 8: Conclusion

This chapter offers a summary of the key insights gained during the internship at Crystal

Trading Co., alongside a reflection on the personal and professional growth experienced

throughout the program. The following sections summarize the key takeaways from the

internship and provide a personal reflection on the overall experience.

8.1 Summary of Insights Gained

Throughout my internship at Crystal Trading Co., | gained valuable insights into the operations

of an IT product import and wholesale business. The exposure to various aspects of the

company’s day-to-day activities has provided me with a holistic understanding of the industry

and the internal workings of a business in this competitive sector.

1. Understanding of IT Product Import and Wholesale Operations

O

| gained a deeper understanding of the complexities involved in importing IT
products and managing wholesale distribution. This included the process of
sourcing products from international suppliers, navigating customs regulations,
managing inventory, and ensuring timely delivery. | also learned how
fluctuations in global supply chains and exchange rates can significantly affect

the cost and availability of products.

2. The Importance of Supplier Relationships

O

A significant insight was the critical role that supplier relationships play in
maintaining competitive pricing and securing high-quality products. | observed
how effective communication and long-term partnerships with suppliers are
essential for mitigating supply chain disruptions and ensuring consistent
product availability. Building a strong rapport with suppliers not only
contributes to better pricing but also ensures priority access to new technologies

and products.

3. Market Dynamics and Competitive Landscape

O

Through my involvement in market research and analysis, | learned how rapidly
changing technological trends and global competition shape the IT product
import and wholesale market. For instance, |1 observed how the rise of e-

commerce and digital transformation has shifted the dynamics of wholesale
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distribution, emphasizing the importance of online presence and digital
marketing strategies. Staying ahead of technological trends and adapting to new
market demands is key to remaining competitive.
4. Challenges in International Trade and Logistics
o | encountered various challenges related to international trade, particularly
issues like customs delays, fluctuating tariffs, and currency exchange rate risks.
These challenges require quick thinking and adaptive strategies to minimize
impact on profitability and supply chain efficiency. | learned the importance of
using risk management tools, such as forward contracts for currency exchange,
and building a diversified supplier base to mitigate these risks.
5. Customer Service and After-Sales Support
o Animportant insight was the impact of customer service and after-sales support
on customer retention and loyalty. | learned how offering specialized support,
warranty services, and personalized solutions can differentiate Crystal Trading
Co. from competitors. Customer satisfaction directly influences repeat business
and long-term profitability in the wholesale market, where relationships and
trust are key.
6. Technology and Data Analytics in Decision Making
o | was introduced to the role of data analytics in business decision-making.
Through the use of analytics tools, Crystal Trading Co. was able to track sales
trends, optimize inventory, and forecast demand more effectively. This
experience underscored the importance of leveraging data to make informed

decisions, reduce inefficiencies, and improve overall business operations.

8.2 Reflection on the Internship Experience

The internship at Crystal Trading Co. has been an invaluable learning experience that has
allowed me to grow both professionally and personally. Reflecting on the experience, | can
identify several areas where | have developed new skills and enhanced my understanding of

the business world.

1. Skill Development
o Over the course of the internship, | developed several key professional skills.

One of the most important skills I gained was effective communication within
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a business setting, particularly in relation to managing supplier relations and
collaborating across departments. I also honed my research and analytical skills,
learning how to interpret market data, analyze trends, and make
recommendations based on findings. Additionally, I improved my problem-
solving abilities, particularly in handling supply chain disruptions and
navigating complex logistics issues.
2. Hands-On Experience
o The hands-on experience | gained during the internship allowed me to bridge
the gap between academic knowledge and real-world application. From
handling logistics and inventory management tasks to participating in market
research and customer service activities, | had the opportunity to directly
contribute to the company’s operations. This practical exposure has deepened
my understanding of the complexities of wholesale distribution and the
importance of efficient supply chain management.
3. Understanding Corporate Culture
o Through my interaction with colleagues and mentors at Crystal Trading Co., |
gained an appreciation for the corporate culture within the organization. The
company fostered a collaborative and supportive environment, where team
members were encouraged to share ideas and solutions. This exposure to
teamwork and leadership styles helped me understand the dynamics of working
in a corporate setting and the importance of maintaining a positive and
productive workplace culture.
4. Personal Growth and Challenges
o The internship also presented various personal challenges that helped me grow
asan individual. From managing multiple tasks and deadlines to navigating new
environments and adapting to industry-specific terminology, | was often pushed
outside my comfort zone. These challenges provided opportunities to develop
resilience, time management skills, and confidence in my ability to handle

complex situations.
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5. Career Insights and Future Goals

o The internship experience has given me a clearer understanding of the career
paths available within the IT product wholesale and distribution industry. | have
gained insight into various roles, from supply chain management and logistics
to customer support and digital marketing, and how they all play a crucial role
in the success of the company. This exposure has helped me refine my career
goals and consider opportunities in the broader field of international trade, e-
commerce, and business development.

6. Furthermore, the experience has sparked my interest in exploring opportunities to work
in tech-driven companies and the rapidly evolving IT sector. The skills I acquired
during the internship, such as data analysis, market research, and customer relationship
management, are highly transferable and will serve me well in my future career
endeavors.

7. Final Thoughts

o In conclusion, the internship at Crystal Trading Co. was a significant milestone
in my professional development. | have gained not only technical and industry-
specific knowledge but also valuable life skills that will help me succeed in any
career path | choose. The mentorship and support | received from the team were
essential in helping me navigate the challenges of the internship and gain
confidence in my abilities.

8. lam grateful for the opportunity to have worked with such a dynamic team and to have
contributed to the company's success in meaningful ways. The experience has not only
equipped me with the skills and insights necessary for a successful career but has also
inspired me to continue learning and pursuing growth opportunities in the global IT and

business sectors.

Conclusion

The internship at Crystal Trading Co. has provided me with an in-depth understanding of the
IT wholesale and import business. By gaining firsthand experience and learning from industry
professionals, | have been able to develop a wide range of skills, deepen my market knowledge,
and refine my career aspirations. I am confident that the insights gained and the lessons learned

will have a lasting impact on my future career endeavours.
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Appendix

Appendix A: Data Collection Tools and Sample Designations

This appendix provides a detailed overview of the data collection methods used in this research.
It includes the questionnaires for interviews, observations, and document analysis, as well as

the designations of the sample employees interviewed.
1. Questionnaire for Informal, Semi-Structured Interviews

The following set of questions was used during the interviews with employees across various
departments, including logistics, sales, procurement, and others. Each question is followed by

multiple-choice options where applicable.
General Questions:

1. What are the main challenges faced in your department?
- A) Delays in logistics
- B) Market competition
- C) Procurement delays
- D) Regulatory challenges
- E) Lack of communication between departments
- F) Other (please specify)

2. How does your department collaborate with others to achieve company goals?
- A) Regular inter-departmental meetings
- B) Informal communication and coordination
- C) Using project management tools
- D) Limited collaboration, often isolated
- E) Other (please specify)

3. Can you describe the typical decision-making process for addressing operational issues?

- A) Managerial consultations and quick decisions
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- B) Decisions are made after team discussions

- C) Multi-level approval process

- D) Decision-making is delayed due to bureaucracy
- E) Other (please specify)

4. What strategies are used to handle market competition?
- A) Competitive pricing
- B) Strong supplier relationships
- C) Emphasizing customer service and support
- D) Offering innovative products and services
- E) Focus on quality over price
- F) Other (please specify)

5. How satisfied are employees with the current workflow and management practices?
- A) Very satisfied
- B) Satisfied
- C) Neutral
- D) Unsatisfied
- E) Very unsatisfied
- F) Other (please specify)

Logistics-Specific Questions:

1. How do you handle delays in product delivery, and what measures are in place to mitigate
these delays?

- A) Use alternative suppliers

- B) Improve internal communication

- C) Increase buffer stock levels

- D) Outsource delivery to third parties

- E) Other (please specify)
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2. Can you explain how the logistics team collaborates with sales and procurement
departments?

- A) Weekly coordination meetings

- B) Shared digital tools and platforms for tracking

- C) Informal communication via email/phone

- D) No clear collaboration, isolated processes

- E) Other (please specify)

Sales-Specific Questions:

1. How do you ensure customer satisfaction and maintain strong client relationships?
- A) Personalized customer service
- B) Regular follow-ups and feedback requests
- C) Offering promotions and discounts
- D) Quick response to complaints and issues
- E) Other (please specify)

2. What strategies are in place to address customer complaints or dissatisfaction?
- A) Provide immediate solutions and compensation
- B) Escalate to senior management
- C) Offer future discounts or freebies
- D) Customer feedback is not actively pursued
- E) Other (please specify)

Procurement-Specific Questions:

1. What are the main difficulties in procurement, and how do you address them?
- A) Delayed supplier deliveries
- B) Price fluctuations
- C) Quality control issues
- D) Insufficient supplier options
- E) Other (please specify)
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2. How do you assess the quality and reliability of suppliers?
- A) Regular supplier performance reviews
- B) Trial orders and evaluations
- C) Use of third-party assessment agencies
- D) Customer feedback on products
- E) Other (please specify)

Warehouse/Supply Chain Management Questions:

1. Can you describe the inventory management system? How does it ensure product
availability?

- A) Automated inventory management system

- B) Manual stock tracking

- C) Just-in-time inventory system

- D) Regular stock audits and updates

- E) Other (please specify)

2. What is the process for stock replenishment, and how do you prevent stockouts?
- A) Regular order cycles based on sales trends
- B) Stock replenishment is reactive, not proactive
- C) Increased safety stock levels for high-demand products
- D) Frequent communication with suppliers
- E) Other (please specify)
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Appendix B: Designations of Sample Employees Interviewed

The following table lists the designations of the 15 employees who were interviewed during

the internship:

Designation Number of Employees Interviewed

Logistics Coordinators

Sales Executives

Product Managers

Procurement Officers

Warehouse Supervisors

IT Support Specialist

Marketing Manager

o el el I IS N VY)Y

Administrative Officer

Appendix C: Observations: Key Focus Areas

In addition to interviews, | also observed the following key operations to understand the

company’s business processes more deeply:

-Product Procurement and Inventory Management: Observing the methods used for sourcing

and managing stock to ensure adequate product availability and minimize delays.

-Sales Strategies and Client Interactions: Observing how the sales team interacts with clients,

handles inquiries, and addresses customer concerns.

-Logistics Operations: Tracking the flow of goods from suppliers to warehouse and the

subsequent distribution to clients.

-Internal Communication: Noting how different departments communicate to coordinate

efforts and address operational challenges.
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Appendix D: Document Analysis

The following internal and external documents were analyzed as part of secondary data

collection:

-Annual Reports: Reviewed to understand the company’s financial performance and
operational activities.

-Industry Analyses: Used to benchmark Crystal Trading Co.'s performance against broader
industry standards.

-Market Research Papers: Provided insights into the IT import market trends, consumer
preferences, and competitor strategies.

- Government Regulations: Included to ensure understanding of the regulatory environment

affecting the IT import sector in Bangladesh.
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