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Executive Summary 
 

FGF Meter Industry Ltd. is a prominent manufacturer of flow measurement and industrial solutions in 

Bangladesh, specializing in a wide array of flow meters used across various industries, including water 

treatment, oil and gas, pharmaceuticals, food processing, and chemicals. This report titled “An 

Evaluation of the Marketing Strategies of FGF Meter Industry Ltd.,” examines the company's 

marketing strategies, including an in-depth analysis of its marketing mix (7 Ps), STP (Segmentation, 

Targeting, and Positioning) approach, and promotional tactics. 

The company offers a diverse range of high-quality products, such as ultrasonic, electromagnetic, 

turbine, mechanical, vortex, and differential pressure flow meters. These products are designed to meet 

international standards, ensuring accuracy, durability, and reliability in demanding industrial 

applications. FGF Meter utilizes a value-based pricing strategy, offering competitive pricing to cater 

to both local and international markets, with a distribution network that spans across Bangladesh and 

exports to regions like Southeast Asia, the Middle East, and Africa. 

FGF Meter’s marketing strategies rely on strong promotional activities, including trade shows, online 

marketing, technical workshops, and direct customer engagement through its skilled sales and service 

teams. The company emphasizes customer education and satisfaction, offering tailored solutions, 

technical support, and after-sales services to maintain strong relationships and ensure product 

longevity. 

However, the company faces several challenges, including limited market awareness for advanced 

products, price sensitivity in the local market, intense competition, and the need for constant 

technological innovation. In addition, FGF Meter must improve its digital presence and streamline its 

international market expansion to overcome logistical and cultural barriers. 

The report concludes with recommendations for FGF Meter to enhance customer retention, expand its 

digital marketing efforts, invest in continuous product innovation, and strengthen its international 

reach. By addressing these challenges and focusing on its strengths, FGF Meter can maintain a 

competitive edge and achieve sustainable growth in the global flow metering industry. 
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1.1: Introduction 

Marketing plays a crucial role in shaping the success and sustainability of businesses in today’s 

competitive environment. It involves understanding customer needs, developing effective 

strategies, and positioning products or services in the market. Companies must adopt well-

structured marketing strategies to gain a competitive edge, attract customers, and enhance their 

brand value. 

This internship report, titled “An Evaluation of the Marketing Strategies of FGF Meter 

Industry Ltd.,” aims to analyze the company’s marketing approach by assessing its marketing 

mix, segmentation, targeting, and positioning (STP) strategies. The study also identifies the 

key challenges in the company’s marketing efforts and provides recommendations for 

improvement. 

The report is based on firsthand experience and insights gained during the internship at FGF 

Meter Industry Ltd. It presents a practical understanding of marketing strategies, bridging the 

gap between academic knowledge and real-world applications. By critically evaluating the 

company's marketing techniques, this report provides meaningful insights into how a business 

in the electrical metering industry approaches market competition and customer engagement. 

This study is significant for students, professionals, and businesses seeking to understand 

marketing dynamics within an industrial setting. The findings and recommendations aim to 

contribute to the company's strategic development and enhance its market presence. 

 

1.2: Background of the Study 

The electrical metering industry plays a crucial role in ensuring efficient energy management 

by providing accurate measurement and billing solutions for electricity consumption. With the 

increasing demand for smart energy solutions and prepaid metering systems, companies in this 

sector must implement effective marketing strategies to enhance their market presence, attract 

customers, and maintain a competitive edge. In Bangladesh, the metering industry is growing 

as utility providers seek reliable and advanced metering solutions to improve energy 

distribution and efficiency. 

FGF Meter Industry Ltd., a company engaged in importing and distributing electrical meter 

components, operates in this evolving market. Its marketing strategies are essential for 

positioning itself as a trusted supplier within the industry. These strategies help the company 

differentiate itself from competitors, establish brand awareness, and attract potential business 
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clients. Given the competitive nature of the sector, understanding and evaluating the 

effectiveness of its marketing strategies is vital for sustaining long-term growth. 

During an internship at FGF Meter Industry Ltd., under the supervision of Mohammed Masum 

Iqbal, PhD, Professor, Department of Business Administration, Faculty of Business & 

Entrepreneurship, Daffodil International University, an in-depth analysis of the company’s 

marketing strategies was conducted. This experience provided insights into how the company 

applies marketing techniques, identifies its target market, and the challenges it faces in 

executing its marketing plans. 

The study focused on FGF Meter Industry Ltd.'s marketing mix, segmentation, targeting, and 

positioning (STP) strategies to understand how marketing contributes to business expansion, 

brand positioning, and customer acquisition in the metering industry. 

This report aims to analyze the marketing strategies of FGF Meter Industry Ltd., evaluate its 

marketing mix, identify challenges in its approach, and provide recommendations to enhance 

its marketing effectiveness in the competitive metering sector. 

 

1.3: Objectives of the Study 
 
The objectives of the study are the following: 

 

1. To identify market segmentation, market targeting and positioning strategies of FGF 

Meter Industry Ltd.; 

2. To analyze the marketing mix of FGF Meter Industry Ltd.; 

3. To identify the problems related to the marketing strategies of FGF Meter Industry Ltd.; 

4. To make recommendations to solve the problems. 

 

1.4:  Scope of the Study 
 
This study focuses on evaluating the marketing strategies of FGF Meter Industry Ltd., specifically 

analyzing its marketing mix, segmentation, targeting, and positioning (STP) strategies. It examines how 

the company positions itself in the competitive metering industry, identifies challenges in its marketing 

approach, and explores potential areas for improvement. The study is based on observations and data 

collected during the internship period, providing insights into the company’s promotional activities, 

customer engagement, and competitive positioning. The findings and recommendations aim to 

contribute to the company’s marketing effectiveness and offer valuable insights for future marketing 

strategies. 
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1.5: Methodology of the Study 
 

The methodology of this study is based on an in-depth analysis of FGF Meter Industry Ltd.'s 

marketing strategies, drawing from primary sources such as internal reports, direct 

observations, and discussions with company personnel. Data collection was done through 

interactions with the company’s marketing team, reviewing their strategies, product offerings, 

and promotional activities. This study does not employ formal surveys or research but focuses 

on evaluating the marketing mix, STP analysis, and other strategies observed during the course 

of the analysis. Insights were further enhanced by secondary data from industry reports and 

competitor analysis to provide a comprehensive understanding of the company’s marketing 

practices. 

 

1.5.1: Sources of Data Collection 

 

The data utilized to compile this report has been sourced from both primary and secondary 

sources. 

 

Primary Data 
 

• Observations from day-to-day tasks at FGF Meter Industry Ltd. 

• Discussions and interviews with the marketing team and company personnel. 

• Insights gained from internal company reports and documents. 

 

Secondary Data 

 

• Industry reports and market research documents. 

• Competitor analysis from public sources and industry publications. 

• Online resources like company websites, brochures, and press releases. 

 

1.5.2: Method of Data Collection 
 

The data for this study was collected through a combination of direct observation, informal 

interviews, and the analysis of internal documents. During my internship at FGF Meter Industry 

Ltd., I observed day-to-day marketing practices and engaged in discussions with the marketing 

team and supervisors to gain insights into their strategies. Additionally, I reviewed internal 

reports and presentations to better understand the company's approach to marketing. Secondary 

data was gathered through industry research, including competitor analyses and market reports, 
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which provided valuable context and comparative insights into FGF Meter's position in the 

market. 

 

1.5.3: Target Population 
 

The target population for this study consists of the key stakeholders involved in the marketing 

and decision-making processes at FGF Meter Industry Ltd. This includes marketing managers, 

sales teams, product development specialists, and key decision-makers such as engineers, 

procurement officers, and project managers. Additionally, the study also considers the 

company’s industrial customers, including large industries, SMEs, and government sectors, 

who are the primary consumers of FGF Meter's products. These groups provide valuable 

insights into the company’s marketing strategies, customer needs, and market positioning. 

 

1.5.4: Sample Size 
 

The sample size for this study includes key personnel within FGF Meter Industry Ltd., such as 

7 marketing and sales managers, along with 5 product development specialists. Additionally, 

the study considers feedback from 15 industrial customers, including representatives from 

sectors like water treatment, oil & gas, and pharmaceuticals. This sample size allows for a 

balanced view of both the company's internal operations and external customer perspectives, 

providing a comprehensive understanding of its marketing strategies and effectiveness. 

 

1.5.5: Sampling Method  
 

The sampling method used in this study is purposive sampling. This approach was chosen to 

selectively target individuals who have direct experience and knowledge related to FGF Meter 

Industry Ltd.'s marketing strategies. The sample includes key decision-makers within the 

company, such as marketing and sales managers, product specialists, and customer 

representatives from industries that use flow measurement equipment. This method ensures 

that the insights gathered are relevant and aligned with the objectives of evaluating the 

company’s marketing practices. 
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1.5.6: Limitations of the Study 

 
• Limited Scope: The study focuses primarily on FGF Meter Industry Ltd. and may not 

be applicable to other industries or companies in the same field. 

• Time Constraints: The data collection period was restricted to the duration of the 

internship, limiting the depth of analysis and available data. 

• Lack of Formal Research: No surveys or formal research were conducted, and the 

findings are based on observational data and discussions rather than empirical research. 

• Subjective Data: Some data was based on personal observations and insights from 

colleagues, which could introduce bias or subjective interpretation. 

• Limited Access to Internal Documents: The study's reliance on available internal 

documents may have excluded certain relevant information that could have contributed 

to a more comprehensive analysis. 

• Geographic Focus: The study mainly focuses on the Bangladeshi market, limiting 

insights into the company’s global marketing strategies or international market 

challenges. 
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2.1: Introduction of the Company 
 

FGF Meter Industry Ltd. is a premier manufacturer and supplier of industrial flow measurement 

solutions, catering to a wide range of industries with high-precision flow meters. Established 

with a vision to provide accurate, reliable, and cost-effective metering solutions, the company 

has built a strong presence both in the domestic market of Bangladesh and internationally. Over 

the years, FGF Meter Industry Ltd. has earned a reputation for excellence, offering innovative 

products and superior customer service to meet the growing demands of industrial flow 

measurement. 

The company specializes in producing electromagnetic, ultrasonic, turbine, and vortex flow 

meters, which are critical for industries that require precise flow measurement to ensure 

efficiency and compliance with regulations. These meters play a vital role in oil & gas, water 

treatment, pharmaceuticals, chemical processing, food & beverage, and manufacturing 

industries. FGF Meter's products are designed to deliver high accuracy, durability, and ease of 

maintenance, making them a preferred choice for businesses seeking reliable solutions. 

With a customer-first approach, FGF Meter Industry Ltd. goes beyond just selling products it 

provides comprehensive technical support, tailored solutions, and after-sales services, 

including installation, calibration, and regular maintenance. The company believes in building 

long-term relationships with its customers by ensuring seamless operations and efficiency 

improvements through its advanced metering technology. 

FGF Meter Industry Ltd. operates from Bangladesh’s key industrial hubs, including Dhaka, 

Chittagong, and Sylhet, and has successfully expanded its footprint into international markets. 

The company exports its products to Southeast Asia, the Middle East, Africa, and Europe, 

capitalizing on the increasing demand for advanced flow measurement technology in rapidly 

industrializing regions. To maintain global competitiveness, FGF Meter ensures that its 

products comply with international quality standards and certifications, such as ISO and CE, 

reinforcing its commitment to excellence and reliability. 

Innovation and technology adoption are at the core of FGF Meter’s growth strategy. The 

company continuously invests in research and development (R&D) to improve its product 

offerings and integrate the latest advancements in flow measurement technology. By staying 

ahead of industry trends and customer expectations, FGF Meter Industry Ltd. remains a strong 

player in the market, capable of competing with international giants like Siemens, Honeywell, 

and Emerson. 
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Through strategic marketing efforts, competitive pricing, a strong distribution network, and a 

focus on quality, FGF Meter Industry Ltd. continues to strengthen its market position and drive 

sustainable growth. With a commitment to technological excellence, customer satisfaction, and 

global expansion, the company aims to remain a trusted leader in the industrial flow 

measurement sector. 

 

2.2: Mission and Vision of FGF Meter Industry Ltd. 

 

2.2.1: Mission 

 

FGF Meter Industry Ltd. is committed to providing high-precision, reliable, and cost-effective 

flow measurement solutions to industries worldwide. The company strives to enhance 

operational efficiency, sustainability, and compliance for its customers by delivering 

innovative metering technology and exceptional customer service. With a strong focus on 

quality, accuracy, and continuous improvement, FGF Meter aims to build long-term 

partnerships by offering tailored solutions, advanced technical support, and comprehensive 

after-sales services. 

 

2.2.2: Vision 

 

FGF Meter Industry Ltd. envisions becoming a globally recognized leader in the industrial flow 

measurement sector by leveraging cutting-edge technology, research-driven innovation, and 

superior customer engagement. The company aspires to expand its market presence across 

international borders while maintaining its reputation for excellence in product performance 

and customer satisfaction. FGF Meter is dedicated to driving sustainable growth by adopting 

eco-friendly practices, enhancing efficiency in industrial processes, and continuously evolving 

to meet the dynamic needs of industries worldwide. 
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2.3: Objectives of FGF Meter Industry Ltd. 
 

FGF Meter Industry Ltd. operates with a clear set of objectives aimed at achieving sustainable 

growth, technological innovation, and customer satisfaction. These objectives guide the 

company’s strategic direction and business operations. 

✓ Ensuring Product Quality and Accuracy: FGF Meter aims to manufacture and 

supply high-precision, durable, and reliable flow measurement devices that meet 

international standards and industry requirements. 

✓ Expanding Market Reach: The company seeks to strengthen its presence in both 

domestic and international markets, focusing on regions with high industrial growth 

such as Southeast Asia, the Middle East, and Africa. 

✓ Enhancing Technological Innovation: FGF Meter is committed to continuous 

research and development (R&D) to integrate advanced technologies like ultrasonic 

and electromagnetic flow meters to improve efficiency and accuracy. 

✓ Strengthening Customer Relationships: By providing exceptional after-sales 

services, technical support, and customized solutions, FGF Meter aims to build and 

maintain long-term partnerships with clients. 

✓ Offering Cost-Effective Solutions: The company focuses on balancing affordability 

with quality to cater to a diverse customer base, including small, medium, and large 

enterprises. 

✓ Improving Operational Efficiency: FGF Meter continuously works on streamlining 

production, optimizing supply chain management, and reducing lead times to ensure 

timely delivery and customer satisfaction. 

✓ Promoting Sustainable and Eco-Friendly Practices: The Company is dedicated to 

developing environmentally responsible solutions that help industries manage water 

usage, energy efficiency, and waste reduction. 

✓ Strengthening Brand Positioning: By focusing on marketing, branding, and 

participation in industry trade shows, FGF Meter aims to establish itself as a trusted 

leader in the flow measurement industry. 
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2.4: Organogram of FGF Meter Industry Ltd. 

 

2.5: Government Affiliation 
 

FGF Meter Industry Ltd. operates within the electrical metering sector and is affiliated with 

various government authorities to ensure compliance with industry regulations and standards. 

The key affiliations include: 

• Regulatory Bodies: 

✓ Bangladesh Energy Regulatory Commission (BERC): Oversees energy 

policies and regulations. 

✓ Bangladesh Standards and Testing Institution (BSTI): Ensures product 

quality and standardization. 

✓ Ministry of Power, Energy, and Mineral Resources: Regulates energy 

distribution and metering policies. 

• Government Collaborations: 

✓ Works with the Bangladesh Rural Electrification Board (BREB) for rural 

electrification projects. 

✓ Supplies metering solutions to Dhaka Power Distribution Company (DPDC) 

and other utility service providers. 
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• Compliance & Certification: 

✓ Adheres to government policies for electrical meter import and distribution. 

✓ Ensures product certification and approval from relevant authorities before 

market distribution. 

 

2.6: International Partnerships 

 

FGF Meter Industry Ltd. collaborates with several international manufacturers and suppliers to 

ensure the availability of high-quality electrical metering components in Bangladesh. These 

partnerships enhance the company’s ability to provide advanced, reliable, and efficient 

metering solutions to local utility providers and businesses. The key aspects of its international 

partnerships include: 

• Supplier & Manufacturer Collaborations: 

✓ Imports electrical meter components from renowned global manufacturers. 

✓ Maintains strong business relationships with leading metering technology 

providers to ensure product innovation and quality. 

• Technology & Product Sourcing: 

✓ Sources smart metering solutions, prepaid meters, and digital energy meters 

from internationally recognized brands. 

✓ Ensures that imported products meet global quality and safety standards. 

• Regulatory Compliance & Certifications: 

✓ Works with internationally certified suppliers to comply with ISO, IEC, and 

other global electrical standards. 

✓ Ensures all imported metering components adhere to Bangladesh’s regulatory 

requirements. 

 

2.7: Infrastructural Strength 

FGF Meter Industry Ltd. has a well-developed infrastructure that supports its operations, 

ensuring efficient product sourcing, storage, distribution, and customer service. The key 

infrastructural strengths of the company include: 

• Warehouse & Storage Facilities: 

✓ Maintains large-scale storage facilities for electrical metering components. 
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✓ Equipped with modern inventory management systems to ensure proper stock 

handling. 

• Distribution Network: 

✓ Operates a strong logistics and supply chain to deliver products efficiently 

across Bangladesh. 

✓ Collaborates with reliable transportation partners for timely product 

distribution. 

• Office & Administrative Facilities: 

✓ Has a well-structured corporate office with dedicated departments for 

marketing, sales, and customer support. 

✓ Utilizes modern IT and communication systems to streamline operations. 

• Technical & After-Sales Support: 

✓ Provides technical assistance and product maintenance to clients. 

✓ Equipped with a team of skilled professionals for troubleshooting and customer 

support. 

 

2.8: Why Choose FGF Meter Industry Ltd.? 

FGF Meter Industry Ltd. has established itself as a reliable and competitive player in the 

electrical metering sector by offering high-quality products, efficient services, and strong 

customer support. The key reasons for choosing FGF Meter Industry Ltd. include: 

• Quality Assurance: 

✓ Supplies internationally certified and highly durable metering components. 

✓ Ensures compliance with global standards such as ISO and IEC. 

• Wide Product Range: 

✓ Offers diverse metering solutions, including digital, prepaid, and smart meters. 

✓ Provides products tailored to meet various industry and utility needs. 

• Strong Market Reputation: 

✓ Recognized for its reliability, integrity, and commitment to excellence. 

✓ Maintains strong relationships with government agencies and utility providers. 
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• Efficient Distribution & Logistics: 

✓ Ensures timely product delivery across Bangladesh. 

✓ Maintains a well-managed supply chain for seamless operations. 

• Technical & After-Sales Support: 

✓ Offers dedicated customer service and technical assistance. 

✓ Provides maintenance and troubleshooting for long-term product performance. 

• Competitive Pricing & Cost Efficiency: 

✓ Offers affordable pricing without compromising on product quality. 

✓ Focuses on cost-effective solutions for both businesses and utility providers. 

 

2.9: How FGF Meter Industry Ltd. Maintains Quality! 

FGF Meter Industry Ltd. is committed to delivering high-quality electrical metering solutions 

by adhering to strict quality control measures and industry standards. The company ensures 

product excellence through the following strategies: 

• Sourcing from Reputable Manufacturers: 

✓ Imports metering components from globally recognized and certified suppliers. 

✓ Ensures compliance with ISO, IEC, and other international quality standards. 

• Strict Quality Control Procedures: 

✓ Conducts rigorous inspections and testing of products before distribution. 

✓ Ensures accuracy, durability, and efficiency in all metering solutions. 

• Regulatory Compliance: 

✓ Adheres to Bangladesh Standards and Testing Institution (BSTI) and 

Bangladesh Energy Regulatory Commission (BERC) guidelines. 

✓ Follows government safety and performance regulations for electrical meters. 

• Continuous Monitoring & Improvement: 

✓ Regularly updates quality control processes to meet industry advancements. 

✓ Implements customer feedback mechanisms to identify areas for improvement. 

• Skilled Workforce & Training: 

✓ Employs experienced professionals to handle quality assurance. 

✓ Conducts ongoing training programs to maintain high-quality standards. 
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2.10: Core Values for the Customer 

FGF Meter Industry Ltd. is committed to delivering value-driven solutions that prioritize 

customer satisfaction, trust, and long-term relationships. The company's core values for its 

customers include: 

• Quality & Reliability: 

✓ Ensures high-quality metering solutions with precision and durability. 

✓ Follows international and local standards to maintain product excellence. 

• Customer-Centric Approach: 

✓ Focuses on understanding customer needs and providing tailored solutions. 

✓ Maintains transparent communication to build strong relationships. 

• Innovation & Technology: 

✓ Offers advanced metering solutions, including smart and prepaid meters. 

✓ Continuously adopts modern technology to enhance efficiency and 

performance. 

• Affordability & Value: 

✓ Provides cost-effective solutions without compromising quality. 

✓ Ensures competitive pricing to meet market demands. 

• After-Sales Support & Service: 

✓ Offers technical support, maintenance, and troubleshooting services. 

✓ Prioritizes customer feedback for continuous improvement. 

 

2.11: SWOT Analysis of FGF Meter Industry Ltd. 
 

A SWOT analysis helps evaluate FGF Meter Industry Ltd.'s strengths, weaknesses, 

opportunities, and threats, providing insights into its market position and growth potential. 

Strengths: 

• Strong Market Reputation: Recognized as a trusted supplier in the electrical metering 

industry. 

• Government Approvals & Compliance: Certified by BSTI, BERC, and other 

regulatory authorities. 

• Diverse Product Range: Offers digital, prepaid, and smart meters to meet different 

consumer needs. 
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• International Partnerships: Collaborates with renowned global manufacturers for 

quality assurance. 

• Well-Established Distribution Network: Ensures timely product delivery across 

Bangladesh. 

• Technical & After-Sales Support: Provides efficient maintenance and 

troubleshooting services. 

 

Weaknesses: 

• Dependence on Imports: Relies on foreign suppliers for key components, increasing 

costs and supply risks. 

• Limited Local Production: Lack of in-house manufacturing reduces control over 

product pricing and availability. 

• Market Awareness Challenges: Needs stronger branding and promotional efforts to 

increase market share. 

• High Initial Investment for Smart Meters: Advanced technology requires greater 

capital investment, affecting affordability. 

 

Opportunities: 

• Growing Demand for Smart Meters: Increasing focus on digitalization and IoT-

enabled metering solutions. 

• Government Electrification Projects: Opportunities to supply meters for rural and 

urban electrification programs. 

• Expansion into New Markets: Potential to export metering solutions to neighboring 

countries. 

• Technological Advancements: Adoption of AI and data-driven energy management 

systems. 

• Public-Private Partnerships: Collaboration with government and private sectors for 

large-scale projects. 

 

Threats: 

• Intense Market Competition: Rival companies offering similar products at 

competitive prices. 

• Fluctuations in Import Costs: Changes in exchange rates and global supply chain 

disruptions affecting costs. 
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• Regulatory & Policy Changes: Stricter government regulations could impact business 

operations and approvals. 

• Counterfeit Products: The presence of low-quality, cheaper alternatives in the market 

affecting brand reputation. 

• Economic Instability: Financial fluctuations affecting customer purchasing power and 

business growth. 
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Meter Industry Ltd. 
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3.1: STP Analysis of FGF Meter Industry Ltd. 
 

The STP analysis reveals that FGF Meter Industry Ltd. targets a wide range of industrial 

customers through effective market segmentation. By understanding demographic, geographic, 

behavioral, and psychographic factors, the company tailors its marketing efforts to meet the 

unique needs of each customer segment. Through this strategic targeting and strong 

positioning, FGF Meter continues to strengthen its presence in both the domestic and 

international markets. 

 

3.1.1: Segmentation 
 

FGF Meter Industry Ltd. segments its market based on a variety of factors to ensure that its 

products meet the needs of different customer groups. These segments include demographic, 

geographic, behavioral, and psychographic characteristics.  
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3.1.2: Demographic Segmentation 

 

FGF Meter primarily targets businesses and industries rather than individual consumers. 

Demographic segmentation focuses on factors such as: 

• Industry Type: The Company serves industries like water treatment, oil and gas, 

pharmaceuticals, food processing, chemical plants, and manufacturing. 

• Company Size: The products cater to both small-scale enterprises and large 

multinational corporations with a focus on industrial and commercial clients. 

• Decision-Makers: The target audience includes engineers, technical managers, 

procurement officers, and project managers who influence purchasing decisions. 

 

3.1.3: Geographic Segmentation 

 

FGF Meter operates in both local and global markets. The geographic segmentation includes: 

• Domestic Market: FGF Meter is well-established in Bangladesh, with a strong 

presence in cities like Dhaka, Chittagong, Sylhet, and other industrial hubs. 

• International Market: The Company exports its products to South Asia, Southeast 

Asia, the Middle East, Africa, and Europe, where industrial growth and the demand for 

precise flow measurement equipment are increasing. 

 

3.1.4: Behavioral Segmentation 

 

Behavioral segmentation is based on how customers interact with the products and the benefits 

they seek. FGF Meter’s market segments include: 

• Usage Rate: The Company targets industries that require high-frequency usage of flow 

measurement instruments, such as chemical plants and water treatment facilities. 

• Loyalty: FGF Meter emphasizes building long-term relationships with customers who 

rely on high-quality, accurate flow meters for ongoing operations, offering them after-

sales services like maintenance and calibration. 

• Purchase Behavior: The company segments based on purchasing patterns, such as 

one-time large-scale purchases for projects or ongoing orders for maintenance and 

replacement of worn-out equipment. 



Page | 21  

© Daffodil International University 

 

3.1.5: Psychographic Segmentation 

 

Psychographic segmentation focuses on the values, attitudes, and lifestyles of the target 

customers. For FGF Meter, this includes: 

• Quality and Innovation: Customers who value technological innovation and are 

seeking high-precision, reliable products for their operations. These customers are 

likely to be focused on achieving operational efficiency and cost savings through 

accurate flow measurement. 

• Environmental Awareness: Companies that focus on sustainable practices, such as 

water treatment facilities and eco-friendly manufacturing plants, where the accurate 

measurement of water flow and waste management is critical. 

 

 

3.2: Targeting 
 

FGF Meter Industry Ltd. adopts a differentiated marketing strategy by targeting various 

segments with tailored marketing efforts. The target groups include: 

• Large Industries: Companies in sectors like oil and gas, pharmaceuticals, and 

chemical manufacturing, where precision and high-performance metering equipment 

are critical. 
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• Government and Public Sector: Organizations involved in public infrastructure 

projects such as water treatment plants and municipal utilities. 

• Small and Medium Enterprises (SMEs): These businesses may require more 

affordable and smaller-scale flow measurement devices for specific applications. 

• Export Markets: FGF Meter also targets international markets, particularly in regions 

experiencing industrial growth, such as Southeast Asia and the Middle East, where the 

demand for flow meters is rising. 

 

 

3.3: Positioning 
 

FGF Meter Industry Ltd. positions itself as a premium supplier of high-quality flow meters that 

combine innovation, precision, and reliability. The company’s value proposition includes: 

• Precision and Reliability: FGF Meter positions its products as the most accurate and 

durable solutions for flow measurement, ensuring efficiency and minimal downtime for 

industrial clients. 

• Industry Expertise: The Company emphasizes its deep understanding of various 

industrial sectors, providing customized solutions for complex measurement needs. 

• Comprehensive After-Sales Support: FGF Meter’s after-sales service, including 

installation, calibration, and technical support, positions the brand as one that goes 

beyond just selling products to offering complete solutions. 

Precision and Reliability

Industry Expertise

Comprehensive After-Sales Support

Competitive Pricing for Value
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• Competitive Pricing for Value: While offering premium products, FGF Meter also 

ensures cost-effective pricing, making it a preferred choice for businesses looking for a 

balance between quality and price. 

 

3.4: Marketing Mix of FGF Meter Industry Ltd. 
 

FGF Meter Industry Ltd. is a leading manufacturer in the flow metering and measurement 

industry in Bangladesh. Specializing in a wide range of flow meters and industrial measurement 

solutions, the company caters to various sectors, including water treatment, oil and gas, 

pharmaceuticals, food processing, and chemical plants. The company’s marketing strategies, 

including its approach to the 7 Ps (Product, Price, Place, Promotion, People, Process, and 

Physical Evidence), are pivotal in maintaining its competitive edge in the market. This section 

evaluates the company’s marketing mix in detail. 

 

3.4.1: Product 
 

FGF Meter Industry Ltd. offers a broad spectrum of flow measurement solutions tailored to 

meet the needs of different industries. The company's products include: 

• Ultrasonic Flow Meters: Primarily used for measuring the flow 

of liquids such as water and wastewater, offering high accuracy and 

reliability. 

• Electromagnetic Flow Meters: These are designed for 

measuring conductive liquids in industries like chemical, food 

processing, and pharmaceuticals. 
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• Turbine Flow Meters: Ideal for low viscosity liquids and gases in 

industries like oil and gas, offering both high precision and durability. 

 

 

 

• Mechanical Flow Meters: Cost-effective options for measuring the 

flow of water and other fluids in smaller-scale applications. 

 

 

• Vortex Flow Meters: Used for measuring gases, liquids, and steam in 

industries where accurate flow measurement is essential. 

 

• Differential Pressure Flow Meters: Commonly used in applications 

where high accuracy is required for measuring flow rates in pipelines and 

open channels. 

 

 

 

• Prepaid Meters: FGF Meter Industry Ltd. offers prepaid metering 

solutions designed to enhance energy efficiency, cost control, and 

convenience for consumers and utility providers. These meters allow users 

to pay in advance for electricity, reducing billing disputes and ensuring 

efficient energy usage. 

Each product is designed with the latest technology to ensure accuracy, durability, and 

compatibility with various industrial systems. FGF Meter is committed to maintaining 

international standards, including ISO 9001 certification, which ensures the products' reliability 

and consistency. 
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3.4.2: Price 
 

FGF Meter Industry Ltd. employs a value-based pricing strategy in the Bangladeshi market, 

setting prices according to the product's quality, precision, and application. The price range 

varies significantly depending on the product type, size, and features. Here's a more specific 

pricing breakdown in Bangladeshi Taka (BDT): 

• Ultrasonic Flow Meters: 

✓ Price Range: BDT 45,000 to BDT 2,00,000 

✓ These meters are priced based on the measuring range, technology, and 

communication features (e.g., digital display, remote monitoring). 

• Electromagnetic Flow Meters: 

✓ Price Range: BDT 1,00,000 to BDT 8,00,000 

✓ The price depends on pipe size, material compatibility, and any specialized 

options such as real-time data logging or integration with industrial systems. 

• Turbine Flow Meters: 

✓ Price Range: BDT 35,000 to BDT 2,50,000 

✓ This range covers different sizes and materials (e.g., stainless steel for harsh 

environments). 

• Mechanical Flow Meters: 

✓ Price Range: BDT 8,000 to BDT 50,000 

✓ Mechanical meters are more affordable and are used in simpler applications, 

typically for smaller-scale operations. 

• Vortex Flow Meters: 

✓ Price Range: BDT 50,000 to BDT 3,00,000 

✓ The price varies depending on the specific application (liquid, steam, or gas) 

and features like temperature compensation and pressure monitoring. 

• Differential Pressure Flow Meters: 

✓ Price Range: BDT 60,000 to BDT 4,00,000 

✓ These meters are more expensive due to their precision and are commonly used 
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in industries requiring highly accurate measurements. 

• Prepaid Meters: 

✓ Price Range: BDT 5,000 to BDT 15,000 

✓ These meters are cost-effective, user-friendly, and designed for accurate energy 

measurement, commonly used in residential, commercial, and industrial sectors. 

The pricing is designed to reflect the product’s quality, with high-end models and more 

complex features being priced at a premium. Additionally, FGF Meter offers flexible pricing 

options for large-scale industrial projects, including discounts for bulk purchases or long-term 

contracts. 

 

3.4.3: Place 
 

FGF Meter Industry Ltd. has a strong distribution network in Bangladesh and exports its 

products globally. The company adopts a multi-channel distribution strategy that includes: 

• Authorized Distributors: Partnering with local distributors across major cities in 

Bangladesh, including Dhaka, Chittagong, and Sylhet, to reach a wider customer base 

and provide localized support. 

• Direct Sales: For large industrial clients and projects, FGF Meter provides direct sales 

through its in-house sales team, offering customized solutions based on specific client 

needs. 

• Online Platforms: The company has developed an online presence where customers 

can access detailed product information, purchase directly, and request after-sales 

support. The online platform is accessible via the official website and e-commerce 

partners. 
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• International Reach: Through its established export channels, FGF Meter products are 

available in international markets such as South Asia, Southeast Asia, the Middle East, 

and Africa. 

 

3.4.4: Promotion 
 

FGF Meter Industry Ltd. utilizes a combination of traditional and digital marketing strategies 

to promote its products. Key promotional activities include: 

• Trade Shows & Conferences: Participating in industry-specific trade events like the 

International Flow Metering Expo to showcase new technologies and products. 

• Online Marketing: Investing in SEO, paid advertisements, and social media marketing 

to increase visibility and reach a global audience. They often post case studies and 

product demonstrations on platforms like LinkedIn and YouTube. 

• Technical Workshops & Webinars: Offering training programs to engineers and 

technical staff from partner companies, helping customers understand how to use their 

products efficiently. 
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• Sales Collateral: Brochures, detailed product catalogs, and specifications are available 

for distribution to potential clients. 

  

3.4.5: People 
 

FGF Meter Industry Ltd. places great importance on its employees, recognizing that skilled, 

knowledgeable, and customer-focused staff are essential for the company's success. The team 

plays a key role in ensuring that customers receive high-quality products and services. 

• Skilled Workforce: FGF Meter hires experts in engineering, technical services, and 

sales to ensure high-quality products and customer satisfaction. 

• Customer Service Focus: The Company’s employees are dedicated to providing 

excellent customer support, from pre-sales consultations to post-purchase assistance. 

• Sales Team Expertise: The sales team is knowledgeable and offers tailored solutions 

and product demonstrations, ensuring customers choose the right product for their 

needs. 

• Technical Support: A specialized team provides installation, calibration, and 

maintenance services to ensure optimal product performance. 

• Employee Training: FGF Meter invests in continuous employee development to stay 

updated on industry advancements and improve service quality. 

• Company Culture: A collaborative and innovative work environment motivates 

employees to contribute to product and service improvements. 

 

 

3.4.6: Process 

 

The company has streamlined its internal processes to ensure smooth operations from the initial 

inquiry to after-sales service. Key components of the process include: 

• Customization: Offering tailored solutions to meet specific customer needs, whether 

for small-scale applications or large industrial setups. 

• Efficient Ordering System: Utilizing a modern ERP system to manage inventory, 

process orders, and ensure timely deliveries. 

• After-Sales Support: Providing installation, maintenance, and repair services, 

ensuring that clients can maximize the operational life of their meters. 
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3.4.7: Physical Evidence 
 

FGF Meter Industry Ltd. ensures that its physical evidence reflects the high quality and 

professionalism of its brand: 

• Product Packaging: Durable packaging designed to ensure product safety during 

transit and storage. 

• Showrooms: The Company operates showrooms in key locations, including Dhaka, 

where potential customers can experience live demonstrations of their products. 

 

• Website: The official website provides comprehensive details about each product, 

including specifications, applications, and case studies, enhancing trust among potential 

clients. 

 

• Industry Certifications: Displaying quality certifications like ISO 9001 and CE 

marking on products and promotional materials assures customers of product reliability. 
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3.5: Promotional Mix of FGF Meter Industry Ltd. 
 

FGF Meter Industry Ltd. uses various promotional strategies to promote its products and 

engage with customers. The key components of the promotional mix include: 

 

3.5.1: Advertising 

 

• Print Advertising: FGF Meter places ads in industry-specific magazines and 

engineering journals, targeting sectors such as chemical manufacturing and water 

treatment. 

• Digital Advertising: The Company runs online ads on B2B platforms and engineering 

websites to connect with decision-makers in industries that require precise flow 

measurement. 

• Trade Shows & Exhibitions: FGF Meter showcases its products at industry trade 

shows, allowing direct interaction with potential customers and building brand visibility 

in relevant sectors. 

 

3.5.2: Sales Promotions 

 

• Discounts: FGF Meter offers discounts on bulk orders and long-term service contracts, 
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providing immediate cost savings for customers. 

• Bundling Offers: The Company promotes bundled packages that combine flow meters 

with installation services and maintenance at a discounted price, creating value for 

customers. 

• Seasonal Promotions: Special sales events are held around key industry occasions or 

fiscal year-end, encouraging customers to take advantage of time-limited offers. 

 

3.5.3: Public Relations (PR) 

 

• Press Releases: FGF Meter issues regular press releases to announce new product 

launches, technological advancements, and industry certifications like ISO and CE. 

• Media Engagement: The Company works with industry magazines and engineering 

blogs to gain exposure and position itself as a leader in flow measurement technology. 

• Industry Recognition: FGF Meter participates in industry events and award programs, 

reinforcing its reputation and credibility within the industry. 

 

3.5.4: Direct Marketing 

 

• Email Campaigns: FGF Meter sends targeted emails to potential clients, offering 

information on product updates, promotions, and industry insights. 

• Personalized Communication: The Company also conducts direct phone 

consultations with key decision-makers, offering tailored solutions and advice to 

businesses in need of flow measurement products. 

• Client Follow-ups: Regular follow-up communications are made with customers after 

purchases to ensure satisfaction and maintain long-term relationships. 

 

3.5.5: Personal Selling 

 

• Sales Team Engagement: FGF Meter has a dedicated sales team that meets face-to-

face with clients, understands their needs, and offers customized product solutions. 

• Product Demonstrations: Sales representatives conduct live demonstrations to 

showcase the accuracy and reliability of the flow meters, allowing clients to see 

firsthand how the products can benefit their operations. 
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• After-Sales Support: The sales process is supported by installation and calibration 

services, ensuring that customers receive comprehensive assistance throughout their 

purchasing journey. 

 

3.5.6: Social Media Marketing 

 

• LinkedIn Presence: FGF Meter utilizes LinkedIn to connect with professionals in the 

engineering and manufacturing industries, sharing company updates and industry news. 

• Content Sharing: The Company posts case studies, customer testimonials, and product 

insights, building credibility and trust within its target market. 

• Engagement with Industry Experts: FGF Meter actively participates in discussions 

with industry leaders, positioning itself as an authority in the flow measurement field. 

 

3.5.7: Sponsorship & Partnership 

 

• Industry Event Sponsorship: FGF Meter sponsors key engineering conferences and 

trade shows, gaining exposure to a focused audience of industry professionals. 

• Collaborations with Technology Providers: The Company forms partnerships with 

other engineering firms and technology providers, offering integrated solutions and 

enhancing its market presence. 

• Strategic Alliances: FGF Meter also partners with research institutions and universities 

to collaborate on innovative flow measurement technologies, further enhancing its 

credibility and technological expertise. 
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3.6: Competitor Analysis of FGF Meter Industry Ltd. 
 

FGF Meter Industry Ltd. competes with several companies in the flow measurement industry, 

both locally and internationally. Below are the key competitors: 

➢ Emerson Electric Co.: A global leader in industrial automation, Emerson provides 

flow measurement products such as electromagnetic, vortex, and ultrasonic flow 

meters, widely used across various industries worldwide. 

➢ Siemens AG: Siemens offers a range of flow meters including electromagnetic, turbine, 

and variable area flow meters, known for their application in sectors like water 

treatment, oil & gas, and manufacturing. 

➢ Endress+Hauser: A major player in flow measurement technology, Endress+Hauser 

provides products such as Coriolis, electromagnetic, and differential pressure flow 

meters, widely used in chemical processing, energy, and water treatment. 

➢ Honeywell International Inc.: Honeywell produces a range of reliable flow meters, 

including Coriolis, ultrasonic, and turbine types, for industries like chemicals, oil & 

gas, and energy management. 

➢ Metromatics Bangladesh Ltd.: Offers flow measurement and control solutions, 

specializing in electromagnetic and turbine flow meters for industries such as water 

treatment and chemicals in Bangladesh. 

➢ Flowtech Instruments Ltd.: Provides flow meters and related instrumentation for 

sectors including pharmaceuticals, food processing, and energy, with a focus on cost-

effective solutions. 

➢ Microtech Instruments Ltd.: Focuses on flow measurement and automation systems, 

providing solutions for industries like pharmaceuticals, food & beverage, and chemical 

manufacturing. 

➢ Intech Instruments: Specializes in rotary, turbine, and electromagnetic flow meters, 

catering to sectors like oil & gas, water management, and chemical industries in 

Bangladesh.   
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3.7: Competitive Advantages of FGF Meter Industry 

Ltd. 
 

FGF Meter Industry Ltd. has several key advantages that position it strongly in the market, 

enabling it to compete effectively both locally and internationally. These competitive 

advantages include: 

 

✓ High-Quality Products: FGF Meter focuses on producing precise, durable, and 

reliable flow meters that meet international quality standards. The company's products 

are known for their accuracy in flow measurement, making them a preferred choice for 

critical applications in industries like water treatment, chemical processing, and energy. 

✓ Cost-Effective Solutions: The Company provides cost-effective flow measurement 

solutions, offering competitive pricing compared to many international brands. This 

allows them to cater to the local market while maintaining product quality, making them 

attractive to price-sensitive customers in Bangladesh and surrounding regions. 

✓ Strong Local Presence: FGF Meter has a deep understanding of the Bangladeshi 

market and its needs. Their localized production, customer support, and after-sales 

services ensure that they are well-aligned with local customer preferences and industry 

requirements. 

✓ Customization and Technical Support: FGF Meter offers customized flow 

measurement solutions based on specific industry needs, backed by comprehensive 
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technical support. This level of service is particularly valuable to industries requiring 

specialized products or applications, such as oil & gas and pharmaceuticals. 

✓ Innovation and Technology: The Company invests in research and development to 

enhance product offerings. By integrating the latest technologies and innovations in 

flow measurement, such as advanced electromagnetic and ultrasonic flow meters, FGF 

Meter stays competitive in a rapidly evolving industry. 

✓ Experienced Team: FGF Meter boasts a skilled and experienced team in both product 

development and customer service, ensuring that their products not only meet technical 

specifications but are also supported with expert guidance for installation, calibration, 

and maintenance. 

✓ Robust Distribution Network: The Company has built a strong distribution network 

within Bangladesh and neighboring regions, which enables it to meet customer 

demands quickly. Their ability to deliver products and services on time provides a 

competitive edge over international competitors who may face longer lead times. 

✓ Compliance with International Standards: FGF Meter ensures that its products 

comply with international standards and certifications such as ISO and CE, which 

enhances the company’s credibility and appeal, both in local and international markets. 
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4.1: Problems Identified 
 

1. Market Awareness and Education: Despite having a range of high-quality products, 

there may be limited awareness in some markets, especially for advanced solutions like 

ultrasonic and vortex flow meters. Educating customers on the benefits and applications 

of these technologies is crucial. 

2. Price Sensitivity in Local Market: The Bangladeshi market is price-sensitive, and 

while FGF Meter offers cost-effective solutions, balancing quality and affordability 

remains a challenge, particularly when competing with low-cost alternatives. 

3. Intense Competition from Local and International Brands: FGF Meter faces stiff 

competition from both local players like Metromatics Bangladesh Ltd. and international 

giants such as Siemens and Honeywell, requiring constant differentiation in quality, 

customer service, and innovation. 

4. International Market Expansion: Expanding into international markets like 

Southeast Asia and the Middle East presents logistical challenges, including managing 

distribution channels, ensuring timely deliveries, and overcoming cultural and 

regulatory barriers. 

5. Technology Adaptation and Innovation: Continuous investment in R&D is necessary 

to stay ahead of evolving technologies in flow measurement. Ensuring their products 

remain at the forefront of industry advancements requires significant ongoing effort and 

resources. 

6. Limited Online Presence in Target Markets: While FGF Meter has a strong 

distribution network, its online presence and digital marketing efforts, especially in 

international markets, may not be as robust as competitors, hindering its potential to 

reach a broader audience. 

7. Customer Retention and After-Sales Services: Providing strong after-sales support 

and maintaining long-term customer relationships in industries like oil & gas and 

pharmaceuticals, which require ongoing technical support and calibration, can be 

challenging as the company scales its operations. 
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4.2: Recommendations 
 

1. Increase Market Awareness and Education: Conduct workshops, webinars, and 

create educational content to demonstrate the benefits and applications of advanced 

flow meter technologies like ultrasonic and vortex meters. 

2. Offer Flexible Pricing Models: Introduce tiered pricing or financing options to cater 

to different budget levels, while maintaining quality, especially for small businesses 

and price-sensitive markets. 

3. Focus on Product Differentiation: Invest in unique features and exceptional customer 

service to clearly differentiate FGF Meter from both local and international 

competitors. 

4. Strengthen Global Distribution and Partnerships: Develop strategic partnerships 

with local distributors in key international markets to streamline logistics and improve 

delivery timelines. 

5. Invest in Research and Development: Prioritize continuous innovation in flow 

measurement technologies to stay ahead of industry trends and meet evolving customer 

needs. 

6. Enhance Digital Marketing Efforts: Improve the company’s online presence by 

focusing on SEO, social media campaigns, and digital advertising to reach a wider 

global audience. 

7. Strengthen After-Sales Support: Expand after-sales services and technical support, 

ensuring timely maintenance, calibration, and customer satisfaction to build long-term 

loyalty. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



Page | 39  

© Daffodil International University 

4.3: Conclusion  
 

FGF Meter Industry Ltd. has established itself as a leading player in the flow measurement 

industry, offering a diverse range of high-quality products catering to various sectors such as 

water treatment, oil and gas, pharmaceuticals, and food processing. Through a comprehensive 

marketing strategy, including a solid understanding of the 7 Ps (Product, Price, Place, 

Promotion, People, Process, and Physical Evidence), the company has effectively positioned 

itself as a reliable and cost-effective provider in both the local and international markets. 

Despite facing challenges like price sensitivity, intense competition, and the need for 

continuous technological innovation, FGF Meter has numerous competitive advantages, 

including a skilled team, strong local presence, and commitment to product quality. The 

company's focus on customer education, after-sales services, and expanding its online presence 

are key strategies to overcome these obstacles and continue its growth trajectory. 

Moving forward, FGF Meter must focus on enhancing its market awareness, increasing global 

market expansion, and further differentiating its products and services from competitors. By 

leveraging these opportunities, FGF Meter can maintain its competitive edge and continue to 

drive long-term success in the flow meter industry. 
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