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Executive Summary

This research focuses on Butterfly LG, one of the most prominent consumer electronics
companies in Bangladesh. The study takes a close look at the company’s marketing strategies,
overall business practices, and its position within the highly competitive electronics market. The
primary objective is to explore how Butterfly LG promotes its products, connects with different
customer groups, and sustains its strong presence in the industry.

The foundation of this report comes from my three-month internship at Butterfly LG’s Head
Office in Motijheel, where I worked directly with the Marketing Department. This practical
experience allowed me to gain valuable insights into campaign planning, customer interaction,
dealer communication, and various real-world marketing practices. Alongside my internship
experience, | also relied on secondary data collected from reliable sources such as company
websites, market research reports, industry studies, annual reports, and credible online
publications.

To ensure a comprehensive analysis of Butterfly LG’s business environment and marketing
practices, I applied relevant marketing theories, models, and analytical tools throughout the
study.

These include:

e SWOT Analysis: To identify the company's internal strengths and weaknesses, as well as
external opportunities and threats in the market.

o Porter's Five Forces Model: To evaluate the competitive dynamics of the electronics
industry and how they influence Butterfly LG's business decisions.

e The Marketing Mix (4Ps): To examine the company's product offerings, pricing
strategies, distribution channels, and promotional activities.
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Important Results:

The findings of this study reveal that Butterfly LG holds several key strengths that have contributed
to its success in Bangladesh’s electronics market.

e Strong Brand Reputation: As the official partner of LG Electronics in Bangladesh,
Butterfly LG has built a strong reputation for quality, innovation, and reliability. This
trusted image gives the company an edge over many competitors.

e Diverse Product Portfolio: The company offers a wide range of products—such as
televisions, refrigerators, air conditioners, washing machines, and kitchen appliances—
designed to meet the needs of different customer groups.

e Extensive Distribution Network: With more than 100 showrooms, authorized dealers,
and service centers across both cities and semi-urban areas, Butterfly LG ensures that
customers have convenient access to its products and services.

e Strategic Marketing Efforts: By combining traditional advertising channels (TV,
newspapers, and billboards) with modern approaches like social media, online ads, and e-
commerce platforms, Butterfly LG has successfully increased both brand awareness and
customer loyalty.

e Customer-Oriented After-Sales Service: The company’s efficient warranty services,
quick installations, and reliable technical support have strengthened customer trust and
improved overall satisfaction.

Despite these advantages, the study also points out some areas where the company faces
difficulties:

o High Pricing Strategy: Compared to local competitors such as Walton and Jamuna,
Butterfly LG’s products are priced higher, making it difficult to capture price-sensitive
customers, especially in rural and low-income markets.

o Limited Reach in Rural Areas: While the company is well established in urban centers,
its presence and promotional efforts in remote areas remain limited, which restricts growth
potential.

o Underutilization of Digital Tools: Although digital marketing initiatives are growing,
Butterfly LG has yet to adopt more advanced, data-driven strategies that could help the
brand connect better with Bangladesh’s rapidly increasing online audience.

e Dependence on Imports: Since many products are imported, the company remains
exposed to risks such as exchange rate fluctuations, delays in shipment, and rising costs,
all of which can impact pricing and customer satisfaction.
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Suggestions

Based on these findings, the study suggests several practical steps that could help Butterfly LG
overcome its challenges and achieve sustainable growth:

1.

Introduce Affordable Options: By expanding its product line with smaller or more
budget-friendly appliances, the company can appeal to middle-class and lower-income
groups who often choose local brands for cost reasons.

Expand in Rural and Semi-Urban Markets: Establishing additional showrooms,
strengthening dealer partnerships, and using regional languages in advertising campaigns
can help the company build stronger connections with customers outside major cities.
Enhance Digital Presence: Collaborating with influencers, monitoring social media
trends, running targeted online campaigns, and upgrading e-commerce platforms will allow
Butterfly LG to engage more effectively with tech-savvy consumers.

Adopt Data-Driven Strategies: Implementing tools such as customer relationship
management (CRM) systems and leveraging market insights can help the company better
understand consumer needs, personalize promotions, and improve overall service quality.
Promote Eco-Friendly Innovations: Emphasizing energy-efficient technology and
initiating green awareness programs can give Butterfly LG a competitive advantage while
appealing to environmentally conscious buyers.

Strengthen After-Sales Services: Offering easier online service requests and expanding
service facilities to rural and semi-urban regions would increase customer satisfaction and
long-term loyalty.

Butterfly LG continues to hold a strong position in Bangladesh’s electronics market thanks to its
high-quality products, trusted brand image, and effective marketing practices. By addressing its
current challenges with the above strategies, the company can further strengthen its market
presence and build deeper relationships with customers across the country.
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Chapter 1

Introduction

1.1 Background of the Report

Business success today heavily relies on marketing, particularly in a tough and fast-paced market.
Companies need to understand their customers and their preferences. They should adopt smart and
effective marketing strategies. Without a good marketing plan, even the best products might not
reach the right audience.

Butterfly Marketing Ltd. is one of the leading companies in Bangladesh.

They have a strong partnership with LG Electronics as their official distributor and collaborator.
They offer a wide range of home appliances and consumer goods, including air conditioners,
refrigerators, televisions, and washing machines. Over the years, Butterfly LG has built a solid
reputation for providing high-quality products, along with reliable warranty services and customer
support.

The mix of diverse product offerings and top-notch support services has helped the company grow
and compete effectively with both local and international brands.

This report focuses on the marketing strategies adopted by Butterfly LG and how the company
engages with customers while sustaining its position in Bangladesh’s electronics industry.
Throughout my three-month internship at the Motijheel Head Office, I had the opportunity to
closely observe the daily activities of the marketing department. I witnessed campaign planning,
product launches, promotional events, and various customer interaction initiatives. The report
reflects the insights I gathered from these experiences, along with additional knowledge collected
from secondary sources.

1.2 Objectives of the Report

This report's primary goals are:
1) To evaluate Butterfly LG's whole marketing plan.
2) To learn how the business uses both traditional and digital marketing techniques.

3) To assess how the business draws in and keeps clients in the cutthroat electronics industry.
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4) To determine their marketing plan's advantages and disadvantages.

5) To provide recommendations to improve their marketing efforts and brand image.

1.3 Scope of the Study

The primary focus of this study is Butterfly LG's marketing tactics in Bangladesh. Promotional
activities, brand positioning, price, distribution strategies, and communication channels are all
included in the study. The emphasis is on how Butterfly LG uses both digital and conventional
marketing strategies, including as social media and online sales platforms, to raise awareness and
draw clients.

The Motijheel Head Office, one of Butterfly LG's main operating hubs, provided the majority of
the data and actions used in the research. Although there were no in-person client interviews or
surveys, the research analyzes the marketing strategy using publicly accessible statistics, internal
observations, and corporate documents.

1.4 Methodology

This report is prepared using a combination of practical experience and desk research:

* Internship Experience: My practical work in the Marketing Department at Butterfly LG's
Motijheel Head Office served as the primary source of knowledge. I attended meetings, watched
advertising campaigns, and learned how various tactics are applied in practical settings throughout
this period.

* Secondary Data: Other information was gathered from reliable internet publications and reports,
the Butterfly LG website, social media platforms, and official corporate brochures. These offered
a more comprehensive view of the business's marketing initiatives and served to supplement the
internship observations.

* Observation: A thorough examination of internal marketing activities, promotional activities,
and strategy talks yielded insightful information on the company's methodology and difficulties.

It is important to note that no primary research methods such as surveys or interviews with
customers were included in this report.
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1.5 Limitations of the Report

Some restrictions were faced throughout the report's preparation, which might have an impact on
the breadth of the analysis:

* Limited Access to Internal Information: I was unable to view strategic or sensitive internal
papers because of business confidentiality regulations, which made it difficult for me to
comprehend some intricate financial information or marketing strategies.

* Limited Time: Due to the internship's three-month duration, it was not possible to evaluate long-
term marketing effects or take part in all of the company's marketing campaigns.

* Lack of Direct Customer Feedback: The study is based on secondary data and internal
observations, which may not accurately reflect customer perspectives and experiences, as no
customer surveys or interviews were carried out.

* Dependency on Publicly Available Data: A portion of the data was sourced from other
websites, which might not always be entirely correct or up to date.

Despite these limitations, this report aims to present a clear and meaningful analysis of Butterfly
LG’s marketing strategies, drawing on both the available information and the practical experience
gained during the internship.
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Chapter 2

Company Overview

2.1 History and Background of Butterfly LG

Butterfly Marketing Limited, widely recognized as Butterfly LG, is a well-respected name in
Bangladesh’s electronics and home appliance industry. Established in 1987 as a small supplier of
everyday consumer goods, the company has grown into a leading distributor of electronics through
dedication, strategic planning, and a strong focus on customer needs.

A turning point in Butterfly’s journey came with its exclusive partnership with LG Electronics, a
global leader from South Korea known for cutting-edge technology and high-quality products.
This collaboration enabled Butterfly to bring advanced LG appliances to Bangladeshi households,
bridging the gap between local demand and international innovation, and strengthening its market
position.

Through this partnership, Butterfly LG expanded its product line to include inverter air
conditioners, refrigerators, washing machines, microwaves, and both LED and OLED televisions.
These offerings cater to a wide customer base, from premium buyers seeking state-of-the-art smart
appliances to middle-class families looking for reliable and affordable options.

To make its products easily accessible, Butterfly LG has built an extensive distribution and retail
network. The company operates over 100 showrooms nationwide and works with numerous
authorized dealers and service centers across cities and semi-urban regions. Alongside product
availability, it provides installation, technical assistance, and after-sales support, which have
helped establish strong customer trust.

Its head office, located in Motijheel, Dhaka—the country’s key business hub—serves as the center
for managing customer relations, employee training, marketing activities, product imports, and
coordination with LG Electronics’ global offices.

By consistently focusing on innovation, quality, and customer satisfaction, Butterfly LG has
become a trusted household name in Bangladesh. Today, it serves not only as a distributor but also
as a brand partner, enabling millions of families to enjoy modern, energy-efficient appliances that
enhance everyday life.
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2.2 Vision, Mission, and Core Values

Butterfly LG’s vision, mission, and values serve as guiding principles that shape the company’s
operations and decision-making. These principles not only ensure strong market positioning but
also support sustainable growth and lasting customer loyalty.

Vision:
To be recognized as the most admired and trusted electronics brand partner in Bangladesh by
consistently delivering high-quality products and services that exceed customer expectations.

Mission:

e To provide innovative, reliable, and affordable technology solutions tailored to the needs
of Bangladeshi consumers.

e To build long-term relationships with customers through excellent after-sales service,
ensuring their satisfaction and loyalty.

e To make LG products accessible to people from all income groups so that everyone can
enjoy the benefits of modern technology.

Core Values:

o Customer Focus: Placing customer needs at the center of every decision.
e Quality and Innovation: Continuously improving products and services with advanced

technology.

o Integrity and Transparency: Maintaining honesty, fairness, and trust in all business
practices.

e Respect and Teamwork: Encouraging collaboration and valuing each employee’s
contribution.

e Commitment to Growth: Striving for continuous development that benefits the company,
employees, partners, and society as a whole.
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2.3 Structure of the Organization

Butterfly LG follows a well-structured organizational framework that ensures smooth decision-
making and effective teamwork. At the top, the Managing Director (MD) is responsible for guiding
the company’s overall operations, shaping policies, and setting strategic direction. Supporting the
MD are several specialized departments, each managed by experienced heads who oversee daily
functions and contribute to achieving the company’s goals.

Key departments include:

e Marketing Department: Responsible for advertising strategies, digital campaigns,
promotional activities, market research, and brand development.
The Sales Department handles dealer management, retail sales, and direct selling efforts in
both urban and rural areas.

¢ Finance & Accounts: Manages expense control, budgeting, financial reporting, and audits
to maintain strong financial health.

e Customer Service Department: Focuses on post-purchase satisfaction through warranty
services, repair and maintenance, and customer support.

¢ HR & Administration: Handles recruitment, training, performance evaluations, and
workplace management.

e Supply Chain & Logistics: Ensures efficient procurement, storage, inventory

management, and timely delivery of products.

Despite operating independently, all these departments collaborate under the MD's guidance to
achieve Butterfly LG's corporate goals of growth, operational efficiency, and customer
satisfaction.
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2.4 Products and Services

To meet the lifestyle needs of Bangladeshi families, LG offers a wide range of consumer
electronics and home appliances.
The product range includes:

e Televisions: 4K Ultra HD Smart TVs with streaming, internet access, and enhanced picture
quality; OLED and LED models.

e Refrigerators: From high-tech side-by-side and double-door units with energy-saving
features to budget-friendly top-freezer variants.

e Air Conditioners: Split and dual inverter types known for quiet operation, durability, and
energy efficiency.

e Washing Machines: Front-load, top-load, and semi-automatic models designed for smart
cleaning and water efficiency.

e Microwave Ovens & Kitchen Appliances: User-friendly appliances that offer modern
convenience and easy cooking.

The company also offers the following services:

o Installation & Setup: Professional home installation to ensure proper product use.

e Warranty & After-Sales Service: Nationwide service centers and warranty periods
ranging from one to ten years.

e Home Delivery: Reliable and fast delivery for both in-store and online purchases.

Butterfly LG is positioned as a brand that goes beyond selling electronics by building long-term
customer value through high-quality products and excellent service.
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2.5 Competitive Positioning

In the highly competitive electronics market of Bangladesh, brands like Samsung, Walton, Singer,
and Panasonic are actively competing for market share.

However, Butterfly LG's strong combination of global and local strengths gives it a clear
advantage.
Key differentiators include:

o Exclusive Global Partnership: Access to LG’s advanced technology and global reputation.

e Advanced Technology: Introduction of smart, durable, and energy-efficient appliances.

e Brand Trust: A combination of Butterfly’s strong local presence and LG’s global
credibility boosts customer confidence.

e Wide Dealer Network: Covers urban, rural, and semi-urban areas with over 100
showrooms.

o Excellent Customer Service: Supports repeat business and customer loyalty through top-
notch after-sales support.

o [Effective Marketing Techniques: Makes products more affordable through payment
plans, seasonal discounts, and package deals.

By integrating local insights with international innovation, Butterfly LG has successfully
positioned itself as a premium yet affordable -electronics provider in Bangladesh.
Its dual approach allows it to serve middle-class households seeking value for money and upper-
class customers looking for luxury and cutting-edge technology.
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Chapter 3

Theoretical Framework

It is essential to comprehend certain basic marketing ideas and models in order to evaluate
Butterfly LG's marketing tactics. These theories offer a precise framework for assessing how the
organization connects with clients, contends with the market, and accomplishes its objectives.
The main marketing frameworks and principles that are relevant to Butterfly LG's circumstances
are covered in this chapter.

3.1 Marketing Concepts

Butterfly LG combines traditional and modern marketing strategies to meet customer needs and
strengthen its position in Bangladesh’s competitive electronics market. The company’s key
marketing approaches include:

e Product Concept: Butterfly LG prioritizes offering reliable, innovative, and high-quality
electronics that cater to customer expectations. By integrating advanced features such as
energy-saving technology, smart functions, and user-friendly designs, the company
continuously enhances its product range to stay ahead in the market.

e Marketing Concept: The company recognizes that understanding customer preferences is
essential for success. Butterfly LG develops its products, services, and promotional
strategies based on customer feedback and insights. This customer-focused approach
ensures that campaigns and product launch effectively reach and engage the intended
audience.

e Social Marketing Concept: Butterfly LG is conscious of its social and environmental
responsibilities. The company actively promotes eco-friendly technologies and energy-
efficient products, helping to reduce energy consumption while supporting sustainable
practices. This approach aims to balance customer satisfaction with the broader well-being
of society.
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3.2 SWOT Analysis

A SWOT analysis is a helpful technique for analyzing Butterfly LG's external potential and market
threats in addition to its internal strengths and weaknesses. This research identifies the company's

strengths and areas for improvement.

Strengths

- Strong brand reputation due to LG partnership

- Wide and diverse product range

- Excellent customer service and after-sales
support

- Well-established nationwide distribution

network
Opportunities

- Expanding markets in rural and semi-urban
areas

- Rising consumer interest in smart and energy-
efficient appliances

- Increasing use of e-commerce and digital
marketing platforms

©Daffodil International University

Weaknesses

- Higher product prices compared to local
brands

- Limited local manufacturing capacity

- Marketing efforts mostly focused on urban
areas

- Heavy dependence on imported products

Threats

and
international brands like Walton and Samsung

- Intense competition from local
- Currency fluctuations affecting import costs

- Currency fluctuations affecting import costs

Page | 10



3.3 Porter’s Five Forces Analysis

The competitive environment and challenges that Butterfly LG faces in the Bangladeshi
electronics industry can be better understood by applying Michael Porter's Five Forces model:

1. Threat of New Entrants: While new companies can enter the electronics sector, it is difficult
for them to succeed quickly because of the high costs involved in building a distribution network,
importing quality products, and establishing brand trust. Butterfly LG benefits from its strong
position in the market and its long-term relationship with LG.

2. Suppliers' Bargaining Power: Electronics, a major global company with stable supply chains
and manufacturing facilities in South Korea, is Butterfly LG's main supplier. This partnership helps
reduce supplier influence by ensuring a steady supply of products and limiting the options
available to other suppliers.

3.Buyers' Bargaining Power: Modern consumers have easy access to a lot of product information
online and can quickly compare features and prices. This allows them to demand higher quality,
better pricing, and good after-sales service.

4. Moderate Threat of Substitutes: There are several local and international electronics
companies, as well as cheaper local alternatives, that offer products with fewer features or lower
quality. Butterfly LG still faces some pressure to constantly innovate and maintain the value of its
products.

5. Industry Rivalry: The Bangladeshi electronics industry is highly competitive, with strong

players like Walton, Samsung, Singer, and Panasonic. These competitors constantly work to
improve their products and increase their market share, making the competition very intense.
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3.4 STP Model (Segmentation, Targeting, and Positioning)

Understanding Butterfly LG's customer identification and outreach requires an understanding of
the STP framework.

* Segmentation: Butterfly LG separates the large electronics industry into more manageable
divisions according to a number of criteria:

» Income Level: There are three income levels for consumers: lower, middle, and upper.

» Geographical Location: The market is divided between rural and urban regions, each of which
has its own unique customer tastes and habits.

» Lifestyle and Usage: Depending on their lifestyle, customers have different demands. For
example, tech-savvy young people seek for smart appliances, while traditional families want
dependable essentials.

* Targeting: Families in the middle and higher middle classes who reside in urban and semi-urban
regions are the main target of Butterfly LG. These consumers are typically willing to spend extra
for high-quality and after-sales support and like branded, long-lasting, and technologically
sophisticated home products.

* Positioning: The business presents Butterfly LG as a high-end, reliable brand that provides
innovative technology, energy efficiency, and first-rate customer service. Butterfly LG appeals to
consumers who want long-term advantages beyond merely cheap costs by communicating
durability, innovation, and value through its affiliation with the well-known LG brand.

Butterfly LG can continue to dominate Bangladesh's electronics industry by using these marketing
theories and frameworks to better understand its market environment, pinpoint client demands,
and make wise strategic choices.
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Chapter 4
Marketing Strategies of Butterfly LG

Marketing Strategies of Butterfly LG

Butterfly LG implements a well-structured marketing strategy aimed at increasing sales, attracting
a diverse range of customers, and strengthening its brand presence across Bangladesh. The
company effectively blends modern digital tools with traditional marketing methods to ensure a
comprehensive and impactful approach. At the core of Butterfly LG’s strategy lies the 4Ps
framework—Product, Price, Place, and Promotion—with each element carefully planned to
support the company’s commitment to quality, innovation, and long-term customer satisfaction.

4.1 Product Strategy

Butterfly LG’s product strategy is built on customer-focused design, energy efficiency, and
innovation. As the exclusive distributor of LG Electronics in Bangladesh, the company brings
high-end international technology to the local market while adapting products to meet the
preferences and needs of Bangladeshi consumers.

Key features of the product strategy include:

e Smart and Energy-Efficient Appliances: Products such as refrigerators with smart
inverter compressors, Al-powered washing machines, and dual inverter air conditioners
help customers save energy, reduce costs, and enjoy greater convenience in their daily
lives.

e Advanced Technology: Butterfly LG continually introduces the latest innovations to
Bangladesh, from AI ThinQ technology for smart connectivity to OLED and QNED TVs
with exceptionally clear displays.

e Diverse Product Range: The company caters to a wide audience by offering both
premium appliances for high-end users and entry-level devices for more budget-conscious
customers.

o Reliable After-Sales Service: With a nationwide network of service centers and extended
warranty plans—up to 10 years for key items like compressors—Butterfly LG ensures
long-term product reliability and customer satisfaction.
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o Local Adaptation: By paying attention to consumer feedback and local lifestyle needs,
the company provides features suited to the Bangladeshi market, such as freezers that work
without voltage stabilizers and eco-friendly appliances.

Through this approach, Butterfly LG positions its products not just as home appliances but as long-
term solutions that enhance everyday living.

4.2 Pricing Strategy

Butterfly LG follows a value-driven pricing strategy, where its slightly higher prices compared to
local competitors are justified by the brand’s reputation, product quality, and durability. The
company’s pricing approach includes:

e Premium Pricing: High-end products such as OLED TVs and Al-enabled washing
machines are priced at a premium to attract affluent and brand-conscious customers.

o Bundle Offers: To encourage multiple purchases, the company provides package deals,
for example, TV with a sound system or refrigerator with a microwave.

o Festival Promotions: Timed discounts during occasions like Eid, Puja, and New Year
attract seasonal buyers and boost sales.

o Flexible EMI Options: Butterfly LG collaborates with banks and fintech companies to
offer easy long-term installment plans and 0% EMI options, making products more
accessible to middle-class customers.

o Competitive Positioning: The pricing strategy allows Butterfly LG to occupy a sweet spot
in the market—more affordable than premium brands like Samsung or Panasonic, yet
slightly higher than local brands such as Walton or Jamuna.

This pricing approach carefully balances affordability with a sense of exclusivity, reinforcing the
brand’s value in the eyes of customers.
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4.3 Place / Distribution Strategy

Distribution is a key part of Butterfly LG’s strategy, ensuring that its products are accessible to
both middle-class households in semi-urban areas and customers in major cities.

Key features of the distribution system include:

e Showrooms & Experience Centers: With over 100 branded retail outlets across major
cities, customers can explore and experience products in person before making a purchase.

e Dealer Partnerships: Authorized dealers and regional distributors help extend the
company’s reach to semi-urban and rural areas, ensuring nationwide availability.

e E-commerce Platforms: For tech-savvy customers who prefer shopping online, Butterfly
LG products are available on its own website as well as popular marketplaces like Daraz,
Pickaboo, and Ajkerdeal.

o Logistics & Warehousing: Efficient logistics and strategically located warehouses help
ensure timely delivery, reduce lead times, and prevent stock shortages.

o Service Centers: A network of after-sales service centers across the country provides
reliable support, building customer trust and loyalty.

Through this multi-channel approach, Butterfly LG ensures that its products are accessible to
customers everywhere in Bangladesh, from the bustling streets of Dhaka to semi-urban
communities.
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4.4 Promotion Strategy

Butterfly LG follows a combination of traditional, below-the-line, and digital marketing strategies
to make sure its brand reaches a wide audience. This approach helps the company maintain
visibility across both conventional and modern channels while connecting with different types of
customers.

4.4.1 Traditional Media (ATL)

Television Ads (TVCs): The company runs creative TV commercials on popular channels
such as BTV, Channel I, Maasranga, and NTV, focusing on innovation and promoting a
healthy lifestyle.

Newspaper and Magazine Advertisements: Ads in Bengali and English newspapers, like
Prothom Alo, The Daily Star, and Kaler Kantho, help reach readers from diverse
backgrounds.

Outdoor Advertising: Large billboards in busy locations such as Gulshan, Dhanmondi,
and Agrabad ensure that people see the brand while commuting, strengthening brand recall.

4.4.2 Below-the-Line Marketing (BTL)

In-store Promotions: Attractive displays, live product demonstrations, and seasonal
showcases encourage shoppers to explore products in retail stores.

Expos and Trade Fairs: Participation in events like the Dhaka International Trade Fair
(DITF) increases brand awareness among large crowds.

Dealer Incentives: Performance-based rewards keep dealers motivated and build loyalty
toward the brand.

Customer Engagement Activities: Roadshows, product demos, and campaigns with
social responsibility components help create an emotional connection between the brand
and consumers.

4.4.3 Digital Marketing

Social media: Butterfly LG engages with a large online audience, including over 500,000
Facebook followers, and active users on YouTube, Instagram, and TikTok. Campaigns
often feature influencers, festival offers, and giveaways.

Content Marketing: Educational blogs, YouTube tutorials, and “how-to” videos guide
customers on using and maintaining products.

Email and SMS Marketing: Customized messages keep regular customers updated about
new products, offers, and promotions.

SEO and SEM: Strong visibility on search engines like Google makes it easier for buyers
in Bangladesh to find premium appliances from Butterfly LG.
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Digital marketing is especially important for reaching younger, tech-savvy audiences who often
research online before buying.

4.5 People, Process., and Physical Evidence (Extended
Marketing Mix)

Butterfly LG incorporates the 7Ps model for service-oriented marketing in addition to the
fundamental 4Ps:

e People: Trained dealer employees, service technicians, and knowledgeable sales teams
guarantee customer-focused encounters.

e Procedure: Simplified order placing, shipping, and warranty servicing procedures
improve the entire purchasing experience.

e Physical Evidence: Well-designed packaging supports premium positioning, and
contemporary experience centers and showrooms provide as tangible evidence of brand
value.

4.6 Sustainability and CSR as Part of Strategy

The Butterfly LG the promotion of energy-efficient appliances that lower electricity costs and
encourage eco-friendly living, as well as CSR campaigns that emphasize healthcare, education,
and green initiatives that foster goodwill and fortify emotional ties with communities, are further
examples of how LG employs sustainability-driven marketing to improve its corporate image.
This strategy enhances long-term brand equity in addition to increasing revenue.

4.7 Strategic Summary

The Butterfly LG Premium product innovation, competitive but value-driven pricing, robust
distribution, and coordinated promotional activities are all components of LG's multifaceted
marketing approach. Butterfly LG has become one of the most reputable electronics companies in
Bangladesh by growing its retail and online presence, taking advantage of holiday discounts, and
meeting consumer demands with first-rate after-sales support. To stay competitive in the future,
the company should focus on increasing investment in digital channels, enhancing EMI options,
expanding its reach in rural areas, and promoting initiatives that support sustainability.
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Chapter 5

Marketing Performance Analysis

This chapter evaluates Butterfly LG’s performance in the Bangladeshi market and examines how
effective its marketing strategies have been. Observations made during the internship, secondary
data from industry studies, business operations, and consumer insights gleaned from internal and
external sources form the basis of the analysis. The results give a clear picture of Butterfly LG's
advantages, disadvantages, and prospects in the Bangladeshi electronics market—even in the
absence of primary surveys or interviews.

5.1 Market Share Overview

The Butterfly as the exclusive distributor of LG Electronics, LG holds a prominent position in
Bangladesh's high-end electronics market. Customers that value global quality, longevity, and
cutting-edge technology above less expensive options are the brand's main target market.
Based on market research and industry studies that are currently available:

e Television and Refrigerator Segment: Customers who seek out outstanding image
quality, energy efficiency, and long-lasting performance regularly choose LG-branded TVs
and refrigerators among the top three imported brands.

o Butterfly air_conditioners: Due in significant part to the growing use of inverter
technology, LG has increased its market share in the premium air conditioner sector. In an
effort to lower power costs and encourage ecologically conscious purchasing, consumers
are increasingly looking for energy-efficient equipment.

e Brand positioning: Butterfly LG continues to appeal to upper-middle-class and wealthy
consumers, despite local brands like Walton and Singer controlling the budget and mid-
range sectors. Despite its premium prices, LG's reputation for innovation and worldwide
trust helps it draw in devoted clients.

e Consistent Demand: Butterfly LG’s reputation as a premium brand ensures steady demand, even
during economic slowdowns. While consumers appreciate global standards, they prioritize
reliability and product quality over cheaper alternatives.
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5.2 Sales Trend Analysis

Butterfly LG maintains a strong and competitive position in Bangladesh’s fast-moving consumer
electronics market. Sales figures and market analysis show that the company has experienced
steady growth across different product categories in recent years. This performance is reflected in

the following sales trends:

e Seasonal Sales Increase: There is a notable rise in sales during holidays such as Eid-Ul-
Fitr, Durga Puja, and Pohela Boishakh.
During these periods, customers are more likely to respond to promotions, exchange offers,

and discounts.

e Climate-Driven Purchases: In Bangladesh, where the weather is typically hot and humid,
sales of air conditioners, refrigerators, and other cooling appliances reach their highest
levels during the summer season.

This regular pattern creates opportunities for targeted advertising campaigns.

5.3 Competitor Analysis

The Bangladeshi electronics market is highly competitive, with both local and international brands

vying for consumer attention.

Brand Strengths Weaknesses
St local , s
rong oca. ) presenice Lower durability and
Walton affordable  pricing, rural
. technology compared to LG
market dominance
Singer Established brand, installment = Limited innovation and fewer
options, wide distribution. premium product categories
Global tation, ad d| .. . .
Samsung obal TP u?llon a Vanc‘e High pricing, fewer service
smart  appliances, stylish
. centers across Bangladesh
designs
Panasonic High-quality, energy-efficient = Limited promotional activities
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Butterfly LG’s Competitive Edge

e Excellent after-sales support, with a robust network of service facilities spread throughout
key cities.

e Exclusive distribution rights of LG Electronics, a worldwide known brand.

e Continually excellent product durability, innovation, and quality.

Continuous Difficulties

e  Why Butterfly LG's premium supremacy is under danger because to Walton and Singer's
aggressive growth with flexible payment plans and rural advertising; price-conscious
consumers frequently prefer local brands since they are more affordable.

¢ Constant marketing innovation is required to be relevant in the face of formidable rivals
like Samsung.

5.4 Customer Feedback Summary (Secondary Insights)

Positive and bad experiences are highlighted by customer feedback obtained from social media,
internet reviews, and in-store encounters.

Positive Comments:
e Excellent product quality and longevity: Consumers like LG appliances' lengthy lifespan
and cutting-edge technology.
o Effective customer service:_Reactive service centers and prompt technical assistance
increase brand confidence.
e Appealing design: Urban and style-conscious consumers want sleek, contemporary
designs.

Negative Comments

e More expensive: Consumers frequently contrast LG items with less expensive regional
substitutes.

e Limited EMI alternatives: In rural areas, the ability to make purchases is limited by the
absence of payment options.

e Delivery delays: Delivery to remote areas might occasionally experience delays during
periods of high demand, which leads to customer unhappiness.
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Although Butterfly LG has a solid reputation for providing high-end products and exceptional
customer service, improving pricing and delivery effectiveness might increase client happiness
even further.

5.5 Digital Marketing Performance

The Butterfly LG to increase brand awareness and reach a wider audience, LG has embraced digital
change. The business's web tactics work especially well for reaching urban and younger people.

e Social Media Engagement: Through product promotions, festival marketing, and
consumer engagement initiatives, the company's Facebook page, which has over 500,000
followers, fosters robust brand connection.

¢ YouTube marketing: YouTube TV ads, product demos, and tutorials have garnered
thousands of views and educated consumers about the benefits of products.

e Targeted Online Advertising: During busy times, sponsored advertisements on Google
and Facebook greatly increase website traffic and online purchases.

e Interactive campaigns: By encouraging user engagement through gifts, contests, and
temporary discounts, brand loyalty is increased.

Butterfly LG's ability to adjust to changing customer behavior—where consumers are increasingly
conducting research, comparing, and making purchases online—is demonstrated by the company's
ongoing emphasis on digital-first marketing.

5.6 Distribution and Retail Network Performance

Butterfly LG relies on a wide network of retail showrooms and authorized dealers across
Bangladesh, along with its online platforms.

e Urban Stronghold: Showrooms located in Chattogram, Sylhet, and Dhaka play a key
role in connecting with middle-class and upper-class customers.

¢ Expanding into Semi-Urban Areas: The company is attracting new customers in semi-
urban regions through the establishment of retail outlets in these villages.

o After-Sales Service Network: A comprehensive service network ensures dependable
support after purchase, which helps in building customer trust and loyalty.
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However, continued growth in rural areas would help Butterfly LG compete more effectively
with Walton and Singer, which currently dominate the rural market.

5.7 Promotional Strategy Evaluation

The butterfly LG employs a combination of digital and conventional marketing strategies:

e Exchange offers and seasonal discounts: Promote festival-driven buying.
Celebrity endorsements are occasionally utilized in ads to increase the legitimacy of a brand.

e CSR Activities: Supporting eco-friendly campaigns and community projects enhances a brand's
reputation.

¢ Cross-Promotions: EMI facilities are made more affordable by collaborations with banks
and mobile banking providers.

Although the company's promotional strategy works, more rural-focused advertising is needed to
compete with regional rivals.

5.8 Overall Marketing Performance Summary

With steady sales growth, a strong brand reputation, and a growing online presence, Butterfly LG
has achieved significant marketing success.

The following points highlight key aspects:

e Strengths: The company has successfully used digital marketing strategies, offers good
after-sales support, enjoys consumer trust, and maintains a premium brand image.

e Weaknesses: The delivery system is inefficient, there are few EMI payment options in
remote areas, and product prices are higher compared to local competitors.
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e Opportunities: Expanding EMI options, entering rural markets, and continuing to invest
in digital marketing efforts offer promising growth opportunities.

e Threats: The company faces strong competition from local brands and economic
challenges that impact customers' buying power.

In conclusion, Butterfly LG has become a leading provider of premium electronics in Bangladesh.
To maintain its market position, the company should balance its luxury image with more affordable
options, improve its digital and rural market outreach, and keep evolving its marketing strategies.
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Chapter 6

Findings

From my three-month internship at Butterfly LG, I learned a number of crucial things about
Butterfly LG's marketing initiatives, general business strategy, and areas of strength and weakness
during my three-month internship there.

6.1 Marketing Strategy Strengths

1. Strong Brand Reputation:

Butterfly LG enjoys a major advantage from its partnership with the globally trusted LG
Electronics brand. In Bangladesh, LG is widely seen as a symbol of reliability, modern design, and
premium quality. This positive brand perception helps Butterfly LG win customer confidence and
loyalty, allowing it to stay ahead in a highly competitive market.

2. Diverse Product Range:

The company offers a broad selection of electronics and home appliances that cater to different
customer groups and budgets. From affordable entry-level models to advanced smart devices, there
is something for everyone. For instance, middle-income families often choose budget-friendly
options, while wealthier buyers may go for smart TVs, energy-saving refrigerators, or Al-powered
washing machines.

3. Extensive Distribution Network:

Butterfly LG has built a strong footprint across Bangladesh with more than 100 showrooms, along
with numerous authorized dealers and service centers. This wide network ensures that customers,
whether in big cities or semi-urban areas, can easily find products and enjoy reliable after-sales
services.

4. Expanding Digital Presence:

The company actively engages with customers on digital platforms. It regularly shares content on
Facebook, Instagram, and YouTube, and also maintains a strong presence on e-commerce sites like
Daraz. This digital strategy allows Butterfly LG to connect effectively with younger generations
who prefer online shopping.

5. Reliable After-Sales Support:

One of Butterfly LG’s biggest strengths is its quick and dependable after-sales service. Customers
value the hassle-free warranty process, smooth installation support, and skilled technicians for
repairs. This commitment to service not only builds trust but also encourages repeat purchases and
positive word-of-mouth.
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6.2 Weakness and Gaps

1.High Product Prices

One of the main challenges for Butterfly LG is that its products are priced higher than local brands
such as Walton or Jamuna. Because many consumers in Bangladesh are highly price-conscious,
the higher cost makes it harder for Butterfly LG to appeal to lower-income customers.

2. Limited Presence in Rural Areas

Cities and semi-urban regions are the primary focus of the company's marketing and distribution
efforts. However, rural areas are seeing an increase in demand for technology. Butterfly LG is
losing out on a significant chance to engage with rural consumers because to fewer delivery
alternatives and less advertising in these locations.

3. Dependence on Imported Products

Butterfly LG imports the majority of its products from LG facilities overseas, mostly in South
Korea. As a result, expenses rise and the business becomes more reliant on import tariffs and
exchange rates. The company's price and profit may be immediately impacted by any tax increases
or exchange rate fluctuations.

4. Lack of Localized Marketing

Butterfly LG frequently uses fairly generic ads that don't represent Bangladesh's varied culture and
regional tastes. Advertising that incorporates regional languages, customs, and holidays may
improve communication with various demographics.

5. Less Use of Data Analytics

Butterfly LG is lagging behind its rivals in using sophisticated data analytics to comprehend
consumer behavior and market trends. The business can create more successful campaigns, target
clients more precisely, and customize offerings if it makes more use of data-driven solutions.
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6.3 Internship Based Observations:

1. Friendly and Supportive Work Culture
I saw throughout my internship that the marketing team operated in a helpful and
collaborative manner. The team members fostered a great learning atmosphere by being
helpful and receptive to new ideas. Marketing activities are also more efficient and
innovative as a result of this collaboration.

2. Campaign Monitoring in Real Time
I saw the marketing team manage and keep an eye on their social media efforts. Real-time
monitoring of consumer feedback, engagement, and performance allows them to make
prompt modifications as necessary. This adaptable strategy increases the effectiveness of
advertising.

3. Strong Interaction with Dealers
The butterfly Through frequent contact, training, and reward schemes, LG keeps its dealers
happy. Additionally, dealers receive performance-based incentives, which encourages
them to increase sales and improve customer service.

4. Less Creative and Emotional Advertising
Despite being engaged in digital marketing, Butterfly LG's efforts can lack emotional
resonance and inventiveness in comparison to those of rivals like Samsung. In order to
better engage with consumers, competitors frequently employ storytelling and lifestyle-
based themes. Butterfly LG has the opportunity to strengthen customer loyalty by creating
more creative and emotionally engaging advertisements.

In summary, the company has several strengths, including a wide product range, a strong
distribution network, a trusted brand reputation, and reliable after-sales service. However, it also
faces challenges such as higher pricing, limited reach in rural areas, dependence on imported
goods, and underutilization of advanced marketing strategies. To continue growing, Butterfly LG
needs to address these gaps, adopt more imaginative and emotionally appealing marketing
approaches, and leverage data analytics to better understand and respond to customer needs.
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Chapter 7
Recommendations

7.1 Make Products Affordable for L.ocal Customers

Introduce Affordable Products:

Butterfly LG should consider launching a range of products that are more budget-
friendly, targeting middle- and lower-income households. This could include basic
washing machines, smart TVs with essential features, and smaller refrigerators. Such
products would make it easier for more families to own and use LG appliances.

Provide EMI and Flexible Payment Options:

The company should expand installment and flexible payment options in partnership with
banks and popular mobile payment services like bKash, Nagad, and Rocket. This would
allow customers to pay in smaller monthly installments instead of paying the full amount
upfront. Offering these flexible payment solutions could encourage more middle-class
families to choose LG products.

7.2 Strengthen Rural and Semi-Urban Marketing

Work with Local Dealers and Shops:

Butterfly LG can improve product availability and visibility by building relationships with
dealers in rural markets and upazilas. This also helps provide better service and support to
rural customers.

Make Use of Local Media and Languages:

Marketing efforts should use regional languages like Chittagonian, Sylheti, and local
Bangla dialects. Advertising can take place through posters in village markets, local TV
channels, and community radio. This approach helps create stronger connections with rural
communities.

Plan Village Events and Demonstrations:

The company can organize roadshows, product demonstrations, and small fairs in villages.
Brand ambassadors can show how products work and explain their benefits. This helps
build trust and allows new rural customers to experience LG products confidently and with
knowledge.
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7.3 Increase Investment in Digital Marketing

Create Interactive Storytelling Ads:

Butterfly LG ought to develop imaginative advertisements that narrate tales and
demonstrate how goods enhance daily living. Customers may develop an emotional bond
with a business through social media videos, animations, and authentic client testimonials.

Collaborate with Influencers and Tech Reviewers:

Young, tech-savvy consumers might be drawn in by collaborating with YouTubers,
bloggers, and influencers who evaluate electronic goods. Influencer reviews are often
trusted by customers before making a purchase.

Use Targeted Online Ads:

Butterfly LG is able to display advertisements to particular demographics according to their
location, age, and interests by using technologies like Google Ads and Facebook Pixel. As
a result, campaigns are more successful and unnecessary advertising expenditures are
decreased.

7.4 Build a Data-Driven Marketing System

Implement a CRM (Customer Relationship Management) System:

By using a CRM system, Butterfly LG can collect valuable information about its
customers, such as past purchases, product preferences, and feedback on services. This data
can then be used to provide more personalized services, targeted offers, and tailored
communication, enhancing the overall customer experience.

Use Data Analytics for Forecasting: The business may better manage inventory, forecast
client demand, and create campaigns that meet customer demands by examining historical
sales and market patterns. Making decisions based on data lowers risks and boosts
marketing effectiveness.

Collect Customer Feedback Regularly: Both online and in-store customers should
provide input to the business. This aids in comprehending new expectations and
satisfaction levels. Frequent input may direct enhancements to marketing, services, and
goods.
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7.5 Promote Eco-Friendly Features and Sustainability

Highlight Energy Savings:

Butterfly LG should make it obvious how their energy-efficient products—such as energy-
saving refrigerators or inverter air conditioners—reduce power costs and benefit the
environment. Brochures, internet posts, and advertisements can all be used for this.

Run Green Campaigns:

The business may develop advertising strategies that promote environmentally friendly
goods and increase public knowledge of environmental preservation. Social media posts,
instructional films, and involvement in environmental initiatives are a few examples of
this.

Use Eco-Labels in Promotions:

Customers will feel more confident that they are purchasing eco-friendly items if products,
packaging, and marketing materials have obvious energy-saving labels and eco-badges.

7.6 Improve After-Sales Service and Customer Care

Open More Service Centers in Remote Areas: To serve remote and difficult-to-reach
locations, the organization should open more service centers. Knowing that service
assistance is close by will make customers feel more at ease while purchasing LG items.

Develop Online Service Tracking:

The Butterfly LG to make it easier for consumers to schedule service requests and monitor
the status of repairs in real time, LG should make improvements to its website and mobile
app. This promotes openness and fosters confidence.

Introduce Loyalty Programs: Recurring consumers will be encouraged to keep

purchasing LG products via a reward system that gives them loyalty points, discounts, or
special deals. This promotes the development of enduring client connections.

©Daffodil International University Page | 29



7.7 Build Strategic Partnerships

e Collaborate with Real Estate Companies and Interior Designers:
The company may partner with home builders and interior designers to market appliances.
For example, showcasing LG products in model homes or offering packages in brand-new
apartments will increase sales.

e Collaborate with Delivery and Ride-Sharing Services:
Partnering with local logistics and ride-sharing companies can help Butterfly LG deliver
products more quickly, especially during holidays and peak seasons. Faster delivery not
only boosts customer satisfaction but also enhances the brand’s visibility and reputation.

By putting these strategies into action, Butterfly LG can strengthen its position in Bangladesh’s
competitive electronics market. Focusing on affordability, expanding into rural areas, embracing
digital innovation, listening to customer feedback, and promoting sustainability can help the
company build greater trust and loyalty. These steps will enable Butterfly LG to grow further, stay
ahead of competitors, and serve customers across all income levels.
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Chapter 8

Conclusion

Butterfly LG has built a strong and well-recognized presence in Bangladesh’s consumer
electronics market. Its long-standing association with the globally trusted LG brand, combined
with a diverse product portfolio and dependable after-sales service, has helped the company earn
the confidence and loyalty of customers, particularly in urban and upper-middle-class segments.
During my three-month internship at Butterfly LG’s Head Office in Motijheel, I had the
opportunity to observe first-hand how marketing programs are designed, executed, and monitored
in a highly competitive environment. This experience deepened my understanding of the
company’s customer communication, dealer networks, product availability, and responsiveness to
market trends.

The company’s success is rooted in several key strengths. Butterfly LG’s value-based pricing
strategy ensures that customers perceive long-term value, durability, and cutting-edge features in
its products. Its extensive distribution network, which includes over 100 showrooms and numerous
authorized dealers and service centers, makes it easier for consumers to access products and
receive after-sales support. The company’s focus on continuous product innovation, such as Al-
powered washing machines, smart TVs, and energy-efficient appliances, attracts tech-savvy and
modern consumers. Additionally, its integrated promotional strategies, blending traditional
advertising with digital campaigns across platforms like Facebook, Instagram, and YouTube, have
helped maintain brand visibility and loyalty.

However, the company faces significant challenges that require attention. The relatively high cost
of its products limit’s accessibility for middle- and lower-income consumers, while the company’s
presence in rural and semi-urban areas remains limited. Dependence on imported goods exposes
Butterfly LG to supply chain disruptions, price fluctuations, and risks from changing exchange
rates. Marketing communication also tends to be broad and generic, missing opportunities to
connect emotionally with diverse cultural and regional audiences. Finally, the limited use of data-
driven marketing and analytics restricts the company’s ability to optimize campaigns, forecast
demand accurately, and personalize offers effectively.
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To sustain and expand its market position, Butterfly LG should focus on several strategic areas.
Launching more affordable product lines can help reach middle-class and rural consumers without
compromising the premium image. Localized marketing campaigns that incorporate regional
culture, festivals, and languages will help the company forge stronger emotional connections with
different customer segments. Strengthening after-sales support in rural areas through additional
service centers and accessible online platforms will increase consumer confidence and encourage
repeat purchases. Greater use of CRM systems and data analytics can improve campaign
performance, demand forecasting, and personalization of services, ultimately enhancing customer
satisfaction and loyalty. Furthermore, integrating sustainability initiatives and eco-friendly product
options can appeal to environmentally conscious consumers while enhancing the brand’s
reputation.

By addressing these challenges and implementing innovative marketing strategies, Butterfly LG
can continue to expand its reach, attract new customer segments, and deepen relationships with
existing clients. Focusing on affordability, rural expansion, creative marketing, digital innovation,
and data-driven decision-making will help the company maintain its competitive edge in a rapidly
evolving electronics market.

In conclusion, Butterfly LG is well-positioned to remain a leader in Bangladesh’s consumer
electronics industry. By continuously adapting to market trends, leveraging technological and
marketing innovations, and strengthening its connections with diverse customer groups, the
company can ensure long-term growth, sustain its market dominance, and continue delivering
high-quality products and services to millions of households across the country. This strategic
approach will allow Butterfly LG not only to meet changing consumer expectations but also to set
industry standards for quality, innovation, and customer satisfaction in Bangladesh.
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