
 

 

 

Business plan of 

“Widgetbd” 

Name: Project Work 

Course Code:PW-604 

 

Submitted by 

Name:Maidul Islam 

ID:151-45-107 

Department of Innovation & Entrepreneurship 

Daffodil International University 

 

Supervised by 

Name:Mohammad Shibli Shahriar 

Department Head 

Department of Innovation & Entrepreneurship 

Daffodil International Universit



i 

© Daffodil International University 

 

   Letter of Transmittal 

 

 

Date: 09-01-2020 

Name: Mohammad Shibli Shahriar 

 Associate Professor & Head Department of Innovation & Entrepreneurship 

 Daffodil International University  

Subject: Business Plan of “Widgetbd” 

 

Dear Sir, it is my outmost pleasure to submit my Business Plan of "Widgetbd” to 

you. I truly enjoyed my attachment in preparing this business plan and learned a lot 

from this. There might be some errors through oversight in the business plan. I 

would be grateful if you kindly consider my unintentional mistakes. I acknowledge 

with thanks the whole-hearted support and kind guidance received from you for 

this business plan. So, I hope that you would be kind enough to accept my business 

plan and oblige thereby.   

 Sincerely Yours 

 

Maidul Islam 

ID:151-45-107 

 

Department of Innovation & Entrepreneurship 

Daffodil International University 

 



ii 

© Daffodil International University 

 

                                           Supervisors certifications 
 

 

 

 

It's my pleasure to certify that Maidul Islam, ID- 151-45-107. Student of 

0 batch, Department of Innovation and Entrepreneurship, Daffodil 

International University has successfully completed his final project 

work on Business Plan of “Widgetbd”- He has completed the work 

under my supervision and prepared this report according to my 

direction and guidance. 

 

Therefore, his overall performance was satisfactory. I pray success in 

his professional life. 

 

 

 

 

Department of Innovation & Entrepreneurship 

Daffodil International University Supervisor 

 



iii 

© Daffodil International University 

Student Declaration  
 

 

 

I hereby declare that the project work entitled Business Plan of “Widgetbd”- is 

submitted as the final project report of Department of Innovation & 

Entrepreneurship, Daffodil International University. 

 

 

 It's my original work and I have done it with the help of both primary and 

secondary data. I also declare that this report has not been published in any 

journal or magazine.  

 

 

Sincerely yours 

 

 

Name:Maidul Islam 

ID:151-45-107 

Department of Innovation & Entrepreneurship  

Daffodil   International University  

 

 

 



iv 

© Daffodil International University 

 

Executive Summary  
 

Widgetbd – Widgetbd.com is focused on online accessories retail business. It plans to connect millions of 

household customers with distributors. Widgetbd.com is an online portal available 24 X 7 to the internet friendly 

customers. It is a virtual online market place facilitating easy buying and selling of accessories. Widgetbd.com 

aims to tap the growing Bangladeshi consumer goods market. Widgetbd.com plans to start with its presence in 

five major places in Dhaka namely Mohammadpur, Mug bazar, Dhanmondi, Banani, Gulshan and then increase 

its regional base to more cities in Bangladesh. 

 

This business plan talks about the company information in terms of Vision, Mission, Objectives, 

and Values. This document describes the basic business model describing thecategories of 

business, details of the processes and salient features. 

 

The operations describe the operations, logistics involved and the SCM in details. Howwe 

optimize it to give best value to the customers. It also talks about the inventorymanagement and 

type of operations model we use. 

 

The market analysis gives us the clear picture of the present situation and how we handlethe 

situation for our benefit. How we form a brand and spread the awareness customers.The 

marketing also segregates the customer segment and how we reach them. It also talksabout 

the advertisement strategy. 

 

The financials take care of the capital estimation, breakeven analysis, and profitestimation. It 

also talks about the fund sourcing, funddistribution and growth strategies.The financials also 

include the exit strategy. 

 

We believe Widgetbd.com as a disruptive technology destined to remove the traditionalway of 

trading way of trading not only in Bangladesh but also all over the world. 
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 Description of the Entrepreneur: 

▪ Name: Maidul Islam 

▪ Address:  Daffodil International University 

▪  Educational Qualification:04 year Undergraduate Student of Department of 

Entrepreneurship, Daffodil international university  

▪  Experience in other Business: Yes 

Description of the Business:  

▪ Name of the Business:“Widgetbd.com” 

▪ Nature of Business: Service 

▪ Sector/ industry: Company 

▪ Objectives: To provide shop for accessories along with doorstep delivery. 

▪ Employment: Yes 

▪ Type of ownership: Personal 

▪ Total investment:1,50,000 

Loan & Equity: NA 

Initial Investment   Fixed Asset   Current Asset      Total 

1,50,000 BDT 50,000BDT 1,00000 BDT 1,50,000 BDT 

 

 

        Loan          Equity           Total 

         NA           NA            NA 

 

Potential Market: 

• Necessary accessories is an important aspect of Dhaka daily life. Mobile, Mobile 

accessories, Girls dress and makeup instrument, Boys dress, TV, Refrigerator, Bike, 

Watch etc. are daily shopping here every day, where online market places are essential. 

• People wants to buy their necessary accessories without any disturbance and online 

market places act an important role here. 

• People can observe every product with time without any kinds of hesitation. 
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Company Information 

E-business is one of the fastest growing fields of business in the world. Alone the usage of 

Internet around the world has grown over 400% from year 2000 to the year 2010. In Finland, in 

spring 2010, 86% of the people aged between 16-74 were Internet users.These numbers 

encourage companies to build websites and to come up with new ways of serving their customers 

online. In many cases in B2C businesses this means creating an online store or a web store. In 

addition, the number of companies that operate almost fully through the Internet is growing all 

the time. 

  

Widgetbd.com is focused on online accessories retail business. It plans to connect millions of household 

customers with distributors. Widgetbd.com is an online portal available 24 X 7 to the internet friendly customers. It 

is a virtual online market place facilitating easy buying and selling of accessories. Widgetbd.com aims to tap the 

growing Bangladeshi consumer goods market. Widgetbd.com plans to start with its presence in five major places 

in Dhaka namely Mohammadpur, Mug bazar, Dhanmondi, Banani, Gulshan and then increase its regional base to 

morecities in Bangladesh. 

 

1.1 Vision  
  

Widgetbd.com is a web start up with limited resources but it aligns all its strategies keeping inmind the following 

visions: 

 

1. To be the largest indigenous e-Commerce portal in Bangladesh.  

  

2. To make Widgetbd.com available all over Bangladesh. 

 

 

1.2 Mission  
  

Our mission is to provide an online platform where people can shop for accessories along with doorstep delivery. 

Widgetbd.com taps the unattended needs of the people who does not find traditionaltrading convenient due to 

many unavoidable reasons. Our foremost mission is to provideconvenience to the customers followed by best 

value for money backed by quality andsatisfaction. 
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1.3 Objectives  
  

The main objectives of Widgetbd.com are as follows: 

1.To serve our customers flawlessly. 

 

2.To build a stable and effective network between the distributors, wholesalers, retailers andthe household 

customers. 

 

3.To build an effective sustainable technology. 

 

4.To give our customers the best value for money and quickest service. 

 

1.4 Objectives 
  

We aim to build our business along the path of great values and business ethics which includes: 

1..Integrity 

 

2.Leading Change 

 

3.Excellence 

 

4.Quality 

 

5.Respect for Individual 

 

6.Learning 

 

7.Sharing 

 

Why us:  

• Creative team 

• Variation from others 

• Quality product that people need 

• Customer satisfaction  

• Unique product and services 
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Business  iModel 
  i 
Widgetbd.comis  ian  ionline  iportal  iavailable  i24X7  ito  ithe  iinternet  ifriendly  icustomers.  iIt  iis  ia  

ivirtual  ionline  imarket  iplace  ifacilitating  ieasy  ibuying  iand  iselling  iof  

iaccessories.Widgetbd.comaims  ito  itab  ithe  igrowing  iBangladeshi  iconsumer  igoods  imarket. 

 

DescriptionofProduct/service: 

Widgetbd.comis  ia  icommon  iplatform  iwhere  ithe  idistributors,  iretailers  iand  iwholesalers  ican  isupply  ito  ithe  ineeds  iof  ithe  

ihousehold  icustomers.  iWidgetbd.comenables  ia  igreater  imarket  ireach  ito  ithe  isuppliers  iand  iconvenience  ito  ithe  

icustomers.  iIt  iprovides  ian  ionline  iplatform  ifor  ihouse  ihold  icustomers  ito  ichoose  ifrom  ia  iwide  ivariety  iof  iproducts  ilisted  

iby  ithe  isuppliers  i(distributors,  iwhole  isealers,  iretailers).  iIt  ialso  iallows  ithe  isuppliers  ito  ienlist  itheir  iproducts  ito  iramp  iup  

itheir  isales  iby  iincreasing  itheir  ireach.  iThis  iportal  ialso  iacts  iintermediately  ibetween  ithe  idistributor  iand  

iwholesalers  ior  iretailer  ito  isupply  igoods  ithat  iare  iunavailable  ilocally. 

 

 

2.1  iCategories  iof  iBusiness  i 
  i 
The  imain  imodel  iof  ibusiness  ican  ibe  icategorized  iinto  itwo  imajor  idivisions  iaccording  ito  ithe  icustomer  isegment  iand  ithe  

itype  iof  itheir  iinteraction  iwith  ithe  isuppliers. 

 
  i 
Business  ito  iCustomers  i(B2C) 

This  iis  imeant  ifor  ihousehold  icustomers.  iThis  imodel  iis  ibuilt  iaround  iproviding  iconvenience,  

iquality  iand  ibest  ivalue  ifor  imoney  ito  ithe  iend  iusers.  iThe  icustomers  ican  ibrowse  ithrough  ithe  

icatalogs  iand  isee  ithe  idifferent  iitems  ilisted  iby  i  i  i  i  ithe  isuppliers.  iThe  icustomer  iorders  ithe  

iselected  iitems  iand  iwe  ideliver  ithe  iproduct  ion  itheir  idoorsteps.  iThis  iis  iour  imain  ifocus  iand  iwe  

iconcentrate  iall  iof  iour  iinitial  iresources  iat  ithis. 

 

  i 

Business  ito  iBusiness  i(B2B) 

This  imodel  iis  imeant  ifor  ithe  iwholesalers  iand  iretailers  iwho  ineed  isome  iitems  iwhich  iare  iunavailable  iin  ithe  ilocal  imarket.  

iThis  iis  ifor  ibulk  ishipments  iand  iwe  icharge  ithe  icustomers  ifor  ithe  ishipment.  iThis  iis  inot  iour  iprimary  igoal.  iSo  ias  ia  iweb  

istartup  iwedon’tstart  iwith  ithis  ibut  iwe  idefinitely  iplan  ito  iimplement  ithis  iin  ithe  ifuture. 
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2.2  iBusiness  iProcess  i 

  i 

The  ibusiness  iprocess  ifor  ithe  iWidgetbd.com  iis  ivery  isimple.  iFacebook  ibusiness  ipages  iadmin  ican  

isell  itheir  iproducts  iin  iour  iweb. 

The  iProcess  ican  ibe  isegregatedinto  ithe  ifollowing  isub  icategories:- 

  i 

1.Buying  iProcess 

  i 
2.Selling  iProcess 

2.2.1  iBuying  iProcess 

 

This  iprocess  iallows  iusers  ito  isearch  i&  ibuy  idifferent  igoods  iand  iproducts  ilisted  iby  isellers.  i 

 

Register  i>  iBrowse  i>  iSelect  i>  iPayment  i>  iFeedback 

 

Registration: 

To  ibuy  isomething  ion  iWidgetbd.com  ione  ihave  ito  ibe  iregister  iuser.  iItseasy  i,  ifast  iand  ifree.  iOne  iregistered  iuser  ican  

ishop  iand  iplace  iorders  ion  iWidgetbd.com.  iThe  iregistration  iprocess  iinvolves  ithe  ifollowing  isteps: 

1.Contact  iInformation 

2.User  iID  iand  iPassword  iCreation 

3.Email  iConfirmation. 

 

Browse:  i 

Browsing  iis  iclicking  ithrough  ilist  iof  ititles  icalled  icategories  itill  iuser  ifind  isomething  ithey  iare  

iinterested  iin. 

 

Select: 

Before  iuser  ibuys  ior  iplace  ian  iorder  i,  ithey  ican  iknow  iabout  ithe  iitem  i&  iseller  ito  imake  ian  

iinformative  idecision  i,  ipay  iattention  ito  ithe: 

1. Product  idetails 

2. Listing  iinformation 

3. Shipping  i&  ipayment  idetails 

4. Seller  iinformation 



8 

 © Daffodil International University                                              

Payment: 

After  ithe  ibuyers  ihave  iselected  itheir  iproducts  ithey  iare  igiven  ia  ichoice  iof  iselecting  itheir  ipayment  imethod.  iThere  iare  

imany  ipayment  imethods  iand  imost  isellers  ioffer  imore  ithan  ione.  iSome  imethods  ioffer  imore  iprotection  ithan  iothers.  

iListed  ibelow  iare  ithe  imost  icommon  ipayment  imethods: 

  i 

1.Demand  iDrafts 

  i 

2.Cash  ion  iDelivery  i(COD) 

  i 

3.Buyer  iPays  iand  iPicks  iUp 

  i 

4.Cheque 

 

Feedback: 

Feedback  iis  imade  iup  iof  icomments  iand  iratings  ileft  iby  imembers  iwho  ihave  ibought  ifrom  iand  isold  ito.  iOnce  iyou  ihave  

ireceived  iyour  iitem,  iit  iis  itime  ito  ileave  ifeedback  ifor  ithe  iseller  iand  ithe  iitem,  iletting  ifuture  ibuyers  iknow  iabout  iyour  

iexperience  iwith  ithe  iseller.  iType  iof  iinformation  itypically  iincluded  iin  iseller  ifeedback: 

  i 

 

1.Satisfaction  iwith  ithe  iitem 

2.Quality  iof  icommunication 

3.Quality  iof  ipackaging 

4.Promptness  iof  ishipping 

5.Courteousness 

 

2.2.2  iSelling  iProcess 

  i 

This  iallows  ithe  iretailers,  iwholesalers  iand  idistributors  ito  ienlist  ithemselves  iand  itheir  iproducts  itoreach  ito  ithe  icustomers.  i 

 

Suppliers  iregister  i>  iEnlist  itheir  iproducts  i>  iManage  itheir  iProducts  i>  iFeedbacks  iand  iRemarks 

  i 

Supplier  iRegistration: 

The  isupplier  imust  ienlist  ithemselves  iby  iregistering  ithem  iselves  iwith  ia  ifixed  icost  iamount.  iThe  iregistration  iinvolves  ithe  

ifollowing  isteps: 

1.Contact  iInformation 
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2.User  iID  i&  iPassword  iCreation 

3.Email  iConfirmation  i  i 

  i 

 

Manage  iProducts: 

The  isuppliers  iare  iallowed  ito  imodify  itheir  ientries  iwhich  iare  ialready  ilisted.  i 

 

Enlist  iProducts: 

The  isupplier  imust  ienlist  itheir  iproducts  iwith  iappropriate  idetails,  ipictures,  idescription,  iprices  ietc.  iEach  iproduct  

ienlistment  irequires  ia  ione-time  icost.  i 

  i 

Feedbacks  i&  iRemarks: 

The  ifeedbacks  ifrom  isupplier  iare  itaken  ito  iimprove  ithe  iprocess. 

 

2.3  iRevenue  iModel  i 

  i 

The  irevenue  imodel  iof  iWidgetbd.comis  ivery  isimple.  iWidgetbd.comdoes  inot  icharge  iany  icustomer  ifor  ibrowsing.  

iThe  ibrowsing  iis  imade  ifree  iof  icost.  iThe  irevenue  imodel  ican  ibe  isegregated  ionto  ithe  ifollowing  isub  icategories,  inamely: 

  i 

1.Registration  iFee 

  iManufacturers  ior  iDistributors  ipays  iannual  irent  ifor  iregistering  ito  iWidgetbd.com.  iIn  iorder  ito  ienlist  itheir  iproducts  ior  

ito  iput  iany  ikind  iof  iadvertisements  ithe  icompanies  imust  ibe  iregistered.  iThis  iis  ia  ifixed  irent. 

 

2.Listing  iFee 

Manufacturers  ior  iDistributors  ipays  iannual  irent  ifor  ilisting  ieach  iproduct.  iThis  iis  ia  ivariable  

irentcalculated  ikeeping  ithe  icost  iand  ivarious  iother  ifactors  iin  imind. 

 

3.Service  iCharges 

Service  iCharges  iare  iin  iterms  iof  ithe  ifollowing: 

 

1.Shipment 

Widgetbd.comcharges  ia  inominal  iamount  ifor  ishipment  iof  iproducts  ito  ithe  idoorstep.  iThis  

idepends  ion  ithe  idistance  iand  iamount  igradation. 
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  i 

2.  iAdvertisements 

Widgetbd.comallows  idifferent  iadvertisements  iwhich  iis  ialso  ia  isource  iof  irevenue. 
  i 

3.Discounts 

Widgetbd.comoffers  idiscounts  ito  iall  iof  iits  ideals  idepending  ion  ithe  itime  iandvolume  iof  iorders.  i 

 

4.Maintenance 

Widgetbd.comalso  icharges  ia  ipercentage  iof  ithe  iorder  ifor  imaintenance  iof  iits  ibusiness. 
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Operations 

  i 

Our  ioperations  iare  icarried  iout  iaccording  ito  itwo  iapproaches: 

Business  ito  iCustomers  i(B2C) 

  i 

*As  iin  ithis  icategory  iour  iconsumers  ido  inot  icare  ihow  ithe  iorder  iis  ifulfilled  iso  iwe  ihave  idesigned  iour  iown  isupply  ichain.  

iIn  ithis  icategory  iwe  iare  iselling  ihundreds  iof  ithousands,  iso  iwe  iare  ikeeping  iour  ieye  ion  istatistical  ianalysis  iof  iour  

icustomer  ibase  ito  ifigure  iout 

what’sgoing  ion  iat  iany  ipoint  iin  itime  iwith  iany  iparticular  itype  iof  icustomer. 

 

Business  ito  iBusiness  i(B2B) 
  i 

*In  ithis  icategory  iwe  iare  ideveloping  ione  ito  ione  icustomer  irelationship.  iHere  icustomers  iare  ithe  iwholesalers  i&  iretailers.  

iWhen  iit  icomes  ito  ia  ibusiness  iit  idoes  inot  iaccount  ifor  ia  isingle  idecision  imaking  iunit,  ibecause  ithere  iis  ia  igreat  idifference  

ibetween  iselling  ito  ian  iindividual  iand  iselling  ito  ia  ibusiness.  iOur  ibusiness  iis  icomposed  iof  ia  inumber  iof  idistinct  

iindividuals  iand  imany  idifferent  ipeople  iwill  ilikely  ito  ihave  ian  iinfluence  ion  ithe  idecision  imaking  iprocess. 

  i 

*We  iare  imaintaining  iour  irelationship  iwith  ithe  iwholesaler,  ias  ia  icustomer  ito  igo  ideeper  ito  imaintain  irelationships  iwith  

iindividual  idecision  imakers.  iWe  iare  inot  iviewing  iour  isuccess  ijust  iin  iterms  iof  ihow  imany  inew  icustomers  

iwe  ican  iacquire  ibut  iin  iterms  iof  ihow  ideeply  iwe  ican  ipenetrate  iour  icurrent  icustomer  iaccounts.  iThrough  ithis  

iapproach  iwe  iare  idirectly  iconnecting  ithe  imanufactures  ito  iwholesalers  iand  iretailers  iand  ibeing  ias  ian  iintermediary  

iservice  iprovider  iwe  iare  igaining  iour  ishare.  iWe  iare  ireducing  iour  iinventory  iby  iestablishing  ia  icloser  icommunication  

iprocess  iwith  ithe  isuppliers  iin  iterms  iof  iinput  ineeds  iand  iprocurement  itime  iframes. 

 

3.1  iOperations  iModel  i 
  i 
3.1.1  iStock  iit  iyourself  imodel 

  i 

In  ithis  iwe  iare  imaintaining  iour  iintegrated  iwarehouses  ithat  iare  iable  ito  ihandle  ishipments  ito  iweb  icustomers,  iso  iby  

ikeeping  ithe  iwarehouses  iwe  iare  ifulfilling  ithe  iorders.  iThrough  ithis  iwe  ihave  ifull  icontrol  iover  ithe  ifulfillment  iprocess.  iAs  

iwe  iare  istarting  ia  inew  ibusiness,  iso  iwe  ihave  ikept  ilimited  inumber  iof  iwarehouses  iin  ilimited  icities  iand  iin  ilimited  iareas. 
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3.1.2  iOutsourcing  iwarehouse  imodel: 

  i 

*In  ithis  iwe  iare  iusing  ilogistics  ispecialists  iFederal  iExpress  i(FedEx)  iwhich  ido  ithe  iwork  iof  istockpiling  iand  ishipping  

iweb  iorders.  iSo  ionce  ian  iorder  icomes  iinto  iour  isite  iit  iis  iautomatically  itransmitted  ito  iits  iwarehouse  iand  idirectly  ishipped  

ito  ithe  icustomer  ithrough  iFedEx. 

  i 

*We  ialso  ihave  ifulfillment  iintermediaries  ithat  iwill  itake  icare  iof  iall  iback  ioffice  ioperations  isuch  ithat  ithey  iprocess  iorders,  

idirect  iorders  ito  isuppliers,  ikeep  iupdating  icustomers  ion  itheir  iorder  iprogress  iand  ihandling  iproduct  ireturns  iand  

icancellations.  iWe  iincluded  isome  iof  ithem: 

 

  i 

*Firefly 

(customer  iprofiles)  ias  iSeller  iagents  iThey  iwill  imake  imarkets  imore  iaccessible  ito  iproviders 

  i 

*Cyber  iCash  i&  iVeriSign 

  iThey  iare  ipayment  ienablers  iwhich  ihandle  ipurchase  itransactions  iand  itheir  irelated  ifunds  itransfers,  ias  iwell  ias  irisk  

imanagement. 

 

Our  idemand  ichain  iis  ias  ifollows  iaccording  ito  itwo  iapproaches 
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3.2  iTime  islots  ifor  idelivery  i 

  i 

We  ihave  idifferent  itime  islots  idepending  iupon  ithe  idemand  iof  ithe  icustomers.  iThey  iare  icategorized  ias: 

 

 

2  iDAY 

  iThis  iwill  imainly  itarget  ithe  iupper  isegments  ithat  iare  iused  ito  ikeep  iproduct  istock.  iThey  iwill  ibe  ibenefited  

imaximum  idiscounts  ias  ithe  itransportation  icosts  iare  ileast  ihere  ibecause  itime  ito  ideliver  iproducts  iis  

itoo  ilarge.  iIn  ithis  imuch  itime  iseveral  iorders  ican  ibe  iseen  iin  ithe  iplaces  iaround  ithe  iordered  iplaces. 

 

1  iDAY 

  iQuite  ia  igod  iamount  iof  idiscount  iwould  ibe  igiven  ito  ithese  icustomers  ias  ithey  iare  ijust  idirectly  ireducing  igood  iamount  iof  

itransportation  icost  ii.e.  ifrom  iwarehouse  ito  iwarehouse  ior  ifrom  iwarehouse  ito  iconsumers.  iThese  icustomers  iare  ialso  ithe  

ifamily  ibased  icustomers  ibut  itheir  idemand  iis  islightly  iflexible  ithan  ithe  iprevious  itime  islot.  iThis  iwill  itarget  icustomers  

iwho  iare  imiddle-sized  iand  iabove. 

 

6  iHOUR  i 

Customers  iwill  iget  ia  icertain  iminimal  iamount  iof  idiscount  iin  ithis  itime  islot.  iThis  iwill  itarget  ithe  ifamily  ibased  icustomers  

iwho  iplan  ito  imake  isomething  ifew  ihours  ilater  iand  ineed  ithe  iproducts  iin  ia  ifew  ihours  iof  itime.  iThey  iwill  ibe  

igenerally  imiddle  isized  icustomers. 

 

2  iHOUR  i 

This  iis  ithe  ibest  itime  islot  iprovided  iby  ius  iand  iit  iwill  ideliver  ithe  iproducts  iwithin  i2  ihour  iafter  ithe  iorder  iis  iplaced.  iIn  ithis  

icategory  iwe  iwill  inot  iprovide  iany  idiscounts  ias  ithe  iservice  ilevel  iis  ihighest  iin  ithis  icategory.  iThis  iwill  itarget  imostly  ithe  

iworking  ipeople  iwhodon’thave  itime  iand  ithey  ijust  iorder  iwhen  ithey  iwant  iany  iproduct. 

  i 
  i 

3.3  iTransportation  icost  i 

  i 

This  iincludes  ithe  icost  iof  imoving  ithe  iitems  ifrom  ithe  iwarehouse  ito  iwarehouse  iand  iwarehouse  ito  iconsumers.  iThe  

ioverall  itransportation  icost  iis  ithirty  ione  ipercent  iof  ithe  itotal  icapital  iestimation. 
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3.4.1Warehouse  ito  icustomer  i 

  i 

This  iincludes  ithe  icost  iof  ishipping  ithe  iproducts  ifrom  ithe  iwarehouse  ito  ithe  icustomers.  iAs  ishown  iin  ithe  igraph  iwe  ihave  

iwarehouses  iin  ithe  iareas  iwhere  ithe  idemand  iis  ihigh  iand  iif  isome  iitem  iwill  inot  ibe  iavailable  iin  ithe  inearby  iwarehouse  

ithen  iwe  iwill  iship  ithat  iitem  ifrom  ithe  inext  inearby  iwarehouse.  iIf  ithe  itime  islot  iis  iin  i1  iday  ior  i2  iday  ithen  iwe  iwill  iship  ithe  

iitems  idirectly  ifrom  ithe  idistributors  iusing  ithe  icross  idocking  istrategy. 

 

3.4.2Warehouse  ito  iwarehouse 

  i 

It  iincludes  icost  iof  imoving  ithe  iitems  ifrom  ione  iwarehouse  ito  iother.  iThis  iwill  imainly  ioccur  iwhen  ithe  icost  iof  imoving  

igoods  ifrom  idistributor  ito  iwarehouse  iis  ihigh  ithan  ithe  icost  iof  imoving  iproducts  iamong  ithe  iwarehouses.  iExample,  

iwhen  ione  iconsumer  idemand  ifor  iany  ivariety  iof  iproducts  iandit’snot  iavailable  iin  ithe  inearby  iwarehouse,  ithen  iwe  iorder  

ithe  iproduct  ifrom  ithe  inearby  iwarehouse  ito  iavoid  ithe  ihigh  icost  iof  iordering  iproduct  ifrom  ithe  idistributor. 

 

 

 

3.5  iLogistics  inetwork 

 

Our  ilogistics  inetwork  ihelped  ito  iintegrate  iourcompany’sactivities  iby: 

1.Mirroring  ithe  imarketing  i“mission”  iof  ithe  icompany 

2.Improving  ithe  iefficiency  iof  imaterial  iand  iinformation  iflows 

3.Bringing  isub-systems  itogether. 
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Marketing  iStrategy 

  i 

Widgetbd.comis  ifirst  iof  iits  ikind  iin  iBangladesh.  iIt  itargets  ia  iniche  icategory  iof  icustomers  iwith  ispecific  ineeds.  iThe  

ineeds  iof  ithe  imarket  iwhich  iwas  iunattended  iby  itraditional  ipractices  iare  ineeded  ito  ibe  icatered.  iFirst  ithere  imust  ibe  ian  

iawareness  ispread  iacross  ithe  ipopulation  ifor  iconverting  ithe  ineeds  ito  idemands.  iThe  imarketing  istrategy  iis  imade  ito  

isustain  ithe  ibusiness.  iWidgetbd.comis  ia  idisruptive  itechnology  idestined  ito  itopple  ithe  itraditional  ipractices.  iThe  

imarketing  istrategy  iwill  ibe  ialigned  iwith  ithe  ivision  iand  imission  ito  ireach  iour  iobjectives. 

 

4.1  iSituational  iAnalysis  i 

  i 

The  itraditional  ipractice  iof  ibuying  igrocery  iis  icharacterized  iby: 

1.Manual  iProcess 

2.Time  iConsuming 

3.Does  inot  igive  ibest  ivalue  ifor  imoney 

4.Time  iconstrained 

5.Inconvenient 

6.No  iQuality  iAssurance 

Widgetbd.comhome  idelivery  iservices  ican  ibe  ias  imuch  ias  i43%  icheaper  ithan  icompared  ito  icurrent  icosts  iof  icustomers  

ivisiting  ithe  istore  iusing  itheir  iour  icar  iand  ispare  itime.  iMost  iof  ithe  ie-groceries  iare  imaking  ihome  ideliveries  iusing  ia  ithird  

iparty  iservice  iprovider,  ibut  iwe  iare  igiving  ithrough  iour  ipersonal  idelivery  ivan  iand  iexecutives. 

4.1.1  iUnmet  iCustomer  iNeeds 

  i 

We  ihave  iidentified  ithe  ifollowing  ipain  ipoints  iin  ithe  iindustry  ithat  ieGrocery.com  ican  iget  iaway  iwith. 

1.Value  ifor  iMoney 

Widgetbd.compromises  ia  igreat  ivalue  ifor  imoney  ifor  iall  iits  iofferings.  iIt  ipromises  ithe  icheapest  ideals  iin  ithe  imarket  

ithan  iany  iother  imethods  ias  iwe  iprovide  idiscounts  ifor  iall  ideals. 

  i 

2.Quality 

  iThe  itraditional  isystem  idoes  inot  iassure  iquality.  iWe  iplan  ito  ioperate  iat  i6  isigma  iand  iwe  iwould  ireplace  iany  idefects  iand  

icustomer  isatisfaction  iis  iour  itop  ipriority.  iDegradable  iquality  ileads  ito  ihassle,  iinconvenience.  iCustomers  ido  inot  ineed  

ithose  iso  iwe  iaim  ito  itake  icare  iof  ithese  irequirements. 
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3.Convenience 

  iIn  ithis  ifast  ipaced  ilife  iof  imetros  icustomer  idoes  inot  ihave  itime  ito  idrive  idown  ito  ithe  ishop  iand  iget  ithe  igroceries.  iThe  

idrive  itakes  ipetrol  iand  itime  ialong  iwith  itraffic  ifrustrations.  iThe  icustomer  ineeds  iconvenience  iof  idoor  istep  idelivery. 

  i 

4.2  iOur  iOfferings  i 

  i 

Our  iofferings  iare  ivery  isimple.  iThe  iofferings  ican  ibe  icategorized  iinto  ithe  ifollowing  icategories: 

 

4.2.1Offerings  ito  iCustomers 

  i 

Our  iofferings  ito  ithe  icustomers  iare: 

1.Convenience 

2.Timely  idelivery 

3.Cheapest  iDeals 

4.Quality  iAssurance 

5.Value  ifor  imoney 

We  ican  iget  ithe  isweet  ispot  iof  ithe  imarket.  iMarket  iopportunity  ianalysis  iis  icomplicated.  iThere  iare  imany  icompetitors  

iand  ieven  isome  itechnology  iwhich  iare  inot  iright  itechnology  icurrently  irunning  iin  ithe  imarket.  iWe  ihave  iclearly  

idifferentiates  iour  ibusiness  iin  ithe  ieyes  iof  iour  icurrent  iand  ipotential  icustomers  ior  iclients.  iWe  ifocused  iour  iteam  ion  

idelivering  ithe  ipromise  iof  ithe  ipreviously  iunmet  ipromises  iby  iour  icompetitors,  ihelping  ito  iimprove  iour  

iinternal  iperformance. 

 

 

4.2.2  iOfferings  ito  iSuppliers 

  i 

Our  iofferings  ito  ithe  isuppliers  iare  ivery  ilucrative  iat  ia  iminimal  icost. 

1.Greater  iReach 

2.Greater  isales  ivolume 

3.Easy  iaccess 
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Competitors  iand  itheir  iposition: 

Sl.   i  i  i  i  i  i  i  i  i  i  i  i  i  i  i  i  i  i  i  i  i  i  i  i  i  i  iCompetitors   i  i  i  i  iPosition 

1 Daraz 1 

2 Ajkerdeal 2 

3 Pickaboo 3 

4 Bagdoom 4 

5 Jadroo 5 

6 Banglashoppers 6 

7 Rokomari 7 

 

International  iCompetitors: 

Sl.   i  i  i  i  i  i  i  i  i  i  i  i  i  i  i  i  i  i  i  i  i  i  i  i  i  i  i  i  iCompetitors   i  i  i  i  i  iPosition 

1 Amazon 1 

2 Taobao 2 

3 Walmart 3 

4 Alibaba 4 

 

SWOT  iAnalysis  ior  iComparison  iof  iproduct/service  iwith  icompetitors: 

  i  i  iHere  iis  ithe  ianalysis  iof  isome  itop  ilocal  icompetitors. 

Sl. competitors Strength  i   iWeakness  i Opportunity 

 

 

 

1 

 

 

 

Daraz 

#Trending 

#Ecofriendly 

#Customer  i  i  i  i  i  i  i  

i  i  i  iDemand  i 

#Economic  

igrowth 

#Uniqueness 

#Varity 

#Lake  

iProductivity 

#Lackof  

iawareness 

#Lack  iof  

ifunding 

#High  iscope  iof  

iinnovation 

#Large  

iCommunity  

icustomer 
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2  i  i  

 

Ajkerdeal 

  i#  iCapital 

#Customer  i  i  i  i  i  i  i  

i  i  i  iDemand  i 

#Well  

iestablished 

#Lackof  

iawareness 

#Less  iknow  ito  

icustomer 

 

#Other  

iCompetitors 

#uniqueness  iof  

iothers 

  i3  

 

 

Pickaboo 

#Trending 

#Ecofriendly 

#Customer  i  i  i  i  i  i  i  

i  i  i  iDemand  i 

#Economic  

igrowth 

#Uniqueness 

#Varity 

#Less  iknow  ito  

icustomer 

#Lack  iof  

iawareness 

#Lack  iof  

ifunding 

#High  iscope  iof  

iinnovation 

#Large  

iCommunity  

icustomer 

 

 

Local  icompetitors  iSWOT  iare  ialmost  isame. 

 

 

Hare  isome  iSWOT  ianalysis  iof  iinternational  icompetitors 

Sl. competitors Strength  i   iWeakness  i Opportunity 

  i  i  i1  

 

 

 

Amazon 

#Trending 

#Ecofriendly 

#Customer  i  i  i  i  i  i  i  i  

i  i  iDemand  i 

#Economic  

igrowth 

#Uniqueness 

#Varity 

#Lack  iof  

iawareness 

#Lack  iof  

ifunding 

#Lake  

iProductivity 

 

#High  iscope  iof  

iinnovation 

#Large  iCommunity  

icustomer 

 

2  

 

#  iCapital 

#Customer  i  i  i  i  i  i  i  i  

#Less  iknow  ito  

icustomer 

#Other  iCompetitors 

#uniqueness  iof  iothers 
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Alibaba i  i  iDemand  i 

#Well  iestablished 

#Lack  iof  

iawareness 

3  

 

 

Walmart 

#Trending 

#Ecofriendly 

#Customer  i  i  i  i  i  i  i  i  

i  i  iDemand  i 

#Economic  

igrowth 

#Uniqueness 

#Varity 

#Less  iknow  

itoicustomer 

#Lack  iof  

iawareness 

#Lack  iof  

ifunding 

#High  iscope  

iofiinnovation 

#Large  iCommunity  

icustomer 

 

Target  iCustomer: 

People  iwho  ineed  ithe  idaily  igoods  ifor  itheir  ifamily. 

People  iwho  ineed  ifast  idelivery  i&  ithose  iwho  iare  ibusy  iwith  itheir  idaily  iroutine. 

Those  iwho  iare  iunable  ito  ishopping  iby  igoing  iout. 

Those  iwho  iwants  ishopping  ipeacefully  iwith  iunlimited  itime. 

 

Service  i&  iprice: 

Sl.   i  i  i  i  i  iService  iCategory   i  i  i  i  i  i  i  i  i  i  i  i  i  i  i  i  i  i  i  i  i  i  i  i  i  i  i  i  iPrice 

1 Quality  iproducts   i  i  i  i  i  i  iWill  idepend  ion  iTime,  iPlace  i&  iDemand  i 

2 Daily  iGoods   i  i  i  i  i  i  iWill  idepend  ion  iTime,  iPlace  i&  iDemand  i 

3 Electronics   i  i  i  i  i  i  iWill  idepend  ion  iTime,  iPlace  i&  iDemand  i 

4 Accessories   i  i  i  i  i  i  iWill  idepend  ion  iTime,  iPlace  i&  iDemand  i 
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Promotional  istrategy: 

Type  iof  iAdvertising 

  i  i  i  iand  ipromotion 

  i  i  i  i  iPlace   i  i  i  i  i  i  i  i  iDetails  i   i  i  i  i  iCost 

 

 

 

Digital  iMarketing 

Facebook  i&  iEmail 

LinkedIn  i&  iTweeter 

YouTube  i&  iBlog  i 

As  iwell  ias  iwe  iare  ialso  

iproviding  ionline  iservices  

iso  ithat  iwe  ihave  iface  

ibook  ipage,  iand  ianother  

isocial  imedia  iaccount.  iWe  

iare  inotifying  iour  

icustomer  ivia  iSMS  ior  

imail  iand  icomment. 

 

 

 

 

7,000BDT 

Website Google  i In  isome  itop  iwebsites  iin  

ibd 

  i1,000BDT 

 

News  ipaper  i 

  iProthom  iAlo 

Kalerkontho 

Jugantor 

Somokal 

We  iare  ithinking  ithat  iwe  

imake  iour  iadvertisement  

ion  inewspaper. 

 

20,000BDT 

 

Banner 

Dhanmondi 

Banani 

Mughbazar 

Gulshan 

Muhammadpu 

Parlor,  iShowroom  iand  

iother  icompany  ioutlet  iwe  

iare  igiving  iBanner 

4,000BDT 

 

Poster 

Parlor 

Showroom 

Parlor,  iShowroom  iand  

iother  icompany  ioutlet  iwe  

iare  igiving  iposter 

5,500BDT 

 

X-Stand 

 

Several  iUniversities 

Shopping  imalls 

 

It  iwill  iincrease  iour  

ipublicity 

3,500BDT 
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Including 

 

1.  iRich  iMedia 

  i 

Rich  iMedia  i/  iMultimedia  iadvertisements  ifeatured  iin  ivarious  isites. 

All  ithese  ileads  ito  ieffective  ibuyer  imarketing  ileading  ito  icontinued  igrowth. 

 

2.  iPaid  iSearch 

  i 

By  ipaying  ifew  isites  ito  ifeature  ieBay  ias  itheir  ipreferred  isponsored  isearches. 

 

3.  iNatural  iSearch 

  i 

This  iis  iachieved  iby  iregistering  iourselves  iin  ivarious  isearch  iengines  iacross  ilike  iGoogle,  iMSN  iSearch,  iMooter  ietc.  

iThey  ialso  ioptimize  itheir  ipage  ifor  iimproved  ipage  iranking. 

 

Price  iStrategy: 

Price  iStrategy  ibasically  iwill  ibe  idepending  ion  iTime,  iPlace  i&  iDemand. 
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] 

 

 

 

 

Chapter  iFive 

Technology 
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Technology  ibehind  iWidgetbd.com 

  i 

In  ian  ionline  ibusiness  itechnology  iis  idefinitely  ithe  imost  iimportant  ithing.  iThe  iwhole  isystemis  

idependent  ion  ithe  itechnology  ithat  iwe  iwill  ibe  iusing,  itherefore  iwe  ishould  iensure  ithat  iwetake  

iproper  idecisions  ion  ithe  iarchitecture  ion  iwhich  iour  isystem  iwill  ibe  ideveloped  i,thehardware  ithe  

isoftware  ithat  iwe  iwill  iusing  iand  iproper  isecurity  imeasures  ito  iensure  ithat  iour  iclients  ican  ihave  

isecure  itransactions. 

 

5.1  iFeatures  iin  iWidgetbd.com  isystem  i 

  i 

The  ifollowing  iare  ithe  itechnology  ifeatures  iof  i  iWidgetbd.com.  i 

 

1.user  ifriendly  iweb  iportal 

  i 

2.Secured  imoney  itransaction 

  i 

3.Fast 

  i 

4.Robust 

  i 

5.Fault  iTolerant 

  i 

6.Scalable 

  i 

7.Supports  iconcurrency  iof  i500  iusers 

 

 

 

5.2  iArchitecture  i 

  i 

The  iarchitecture  ithat  iwe  iwill  ibe  iusing  iis  i3-tier,  iJ2EE  iarchitecture  i.The  ipicture  ibelow  idescribes  ithe  iworking  iof  ia  

igeneral  iN-tier  iarchitecture,  iand  ihere  iwe  ihave  ia  ipresentation  ilayer,  ia  ibusiness  ilogic  ilayer  iand  ia  idata  ilayer.  iThe  

ipresentation  ilayer  iis  iresponsible  ifor  iall  icommunications  iwith  itheuser’scomputer.  iThe  ibusiness-logic  ilayer  iis  

iresponsible  ifor  iimplementing  ithe  ibasic  irules  iof  ithe  isystem  iaccording  ito  ithe  ioperating  irules  iof  ithe  ibusiness  iand  ithe  

idata  ilayer  iprovides  ifast,  ireliable  iaccess  ito  idata  ineeded  ito  irun  ia  isystem. 
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5.2.1Application  iServer  i 

  i 

The  iapplication  iserver  iwill  ibe  ithe  iBE  iA  iweb  ilogic  iserver;  iit  ioffers  ian  iapplication  iserver  ibuilt  ifor  imission  icritical  

iapplications  iand  iservice-oriented  iarchitecture  i(SOA).The  iproven  iEnterprise  iGrade  iKernel  ikeeps  ithe  iapplications  iup  

iand  irunning  ieven  iwhen  ideploying  ia  inew  iversion,  ichanging  ithe  iserver  iconfiguration  ior  ifailing  iover  iwithin  ior  iacross  

idatacenters. 

 

 

5.2.2  iDatabase 

  i 

The  idatabase  iused  iwill  ibe  ithe  ioracle  idatabase.  iThe  iclient  itier  iis  iresponsible  ifor  ithe  ipresentation  iat  ithe  

iuser  iend,  ithe  iweb  itier  iis  iresponsible  ifor  ithe  ibusiness  ilogic  iand  ithe  iEIS  itier  ialso  ican  ibe  ireferred  ias  ia  idata  ilayer  iis  

iresponsible  ifor  imaintaining  iinformation  iabout  ithe  irelationships  ibetween  idata  iand  iprovide  ifast,  ireliable  iaccess  

ito  idata  ineeded  ito  irun  ia  isystem. 
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5.2.3Web  iServer  i 

  i 

APACHE 

 

5.2.4Web  iBrowsers 

  i 

Browsers  ithat  iwill  ibe  iCompatible  iareMozilla,  iFirefox,  iIE5+,  iNetscape 

 

5.3  iOperating  iSystem  i 

  i 

The  iOS  ithat  iwill  ibe  iused  iis  iUNIX  i(HPUX)  ithe  ireason  ibehind  iusing  ithis  iOS  iis  ithat  iUNIX  iandBEA  iweb  ilogic  igo  ivery  

iwell  itogether. 

5.4  iHardware  iSpecifications  i 

  i 

We  iwill  ihave  ifour  idifferent  iservers  iworking  iin  ifour  ientirely  idifferent 

kind’senvironment.  iWewill  ihave  ione  iHP  iUX  iserver  ifor  iproduction,  ithis  iwill  ihandle  ionly  ithe  iproduction  ithings  iand  

iwillhave  idata  irelated  ionly  ito  iproduction.  iOne  iHP  iUX  iserver  ifor  idevelopment  iwhich  iwill  ihandle  idataregarding  

idevelopment  ithenwe’llhave  ione  iserver  ifor  itesting  iand  ia  iserver  ifor  idisaster  irecovery,this  iserver  iwill  ibe  ithe  imirror  

iimage  iof  iall  ithe  iservers  iwe  iare  ihaving  ii.e.  ithis  iserver  iwill  ihave  iallthe  idata  iof  iproduction,  idevelopment  iand  itesting  i.  iThe  

ispecification  ifor  ieach  iis  igiven  ibelow: 

 

5.4.1  iDisaster  iRecovery 

HP  iUX  iServer  i(2  iCPU,  i2  iGB  iRAM 

 

5.4.2  iDevelopment 

HP  iUX  iServer  i(2  iCPU,  i2  iGB  iRAM) 

 

5.4.3  iTesting 

HP  iUX  iServer  i(4  iCPU,  i4  iGB  iRAM) 

 

5.4.4  iProduction 

HP  iUX  iServer  i(4  iCPU,  i4  iGB  iRAM) 
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5.5  iSecurity  i 

  i 

In  ian  ionline  ibusiness  ieverything  iis  idependent  ion  itechnology  iproper  imeasures  ishould  ibe  itaken  ito  iprotect  iit  ifrom  

iattackers  ior  ihackers.  iSeveral  itechnologies  ican  ibe  iemployed  ito  ihelp  ireduce  ithe  irisk  ito  icompanies  

iand  itheir  icustomers  iwhen  icompleting  ie-commerce  itransactions. 

 

5.5.1Login  iID  i&  iPasswords: 

  iTo  iidentify  ithe  iperson  iwho  iis  iaccessing  ithe  iwebsite. 

 

5.5.2  iVeriSign  iCertification: 

  i 

Our  isystem  iwill  ibe  iVeriSign  icertified. 

5.5.3Denial  iof  iService  iAttack: 

  i 

We  ineed  ito  iprevent  iour  isystem  ifrom  idenial  iof  iservice  iattack  iwhich  iis  ian  iattack  ion  ithe  isystem  ior  inetwork  ithat  icauses  ia  

iloss  iof  iservices  ito  iusers,  itypically  ithe  iloss  iof  inetwork  iconnectivity  iand  iservices  iby  iconsuming  ithe  ibandwidth. 

 

5.5.4  iPublic  ikey  iinfrastructure 

  i 

This  iwill  iensure  ithat  ithe  idata  iis  iaccessed  iby  ithe  iauthorized  iand  ithe  iintended  iusers  ionly. 

5.5.5SSL,  iS-HTTP: 

  i 

Secure  iSocket  iLayer  iis  ia  iprotocol  iused  ifor  itransmitting  iprivate  idocuments  ivia  ithe  iinternet.  iSSL  iuses  ia  icryptographic  

isystem  ithat  iuses  itwo  ikeys  ito  iencrypt  idata.  iS-HTTP  iprotocol  ialso  ihelps  iin  itransmitting  idata  isecurely  ion  ithe  inetwork  

iSSL  icreates  ia  isecure  iconnection  ibetween  ia  iclient  iand  ia  iserver  iover  iwhich  iany  iamount  iof  idata  ican  ibe  isent  isecurely,  iS-

HTTP  iis  idesigned  ito  itransmit  iindividual  imessages  isecurely. 

5.5.6Firewall 

  i 

A  ifirewall  ihelps  ius  ito  iprevent  iunauthorized  iaccess  iof  ithe  isite.  iFirewall  iis  iconsidered  ia  ifirst  iline  iof  idefense  iin  iprotecting  

iprivate  iinformation.  iIntercepts  iall  imessages  ientering  iand  ileaving  ithe  inetwork. 

5.6  iOther  isystems  i 

  i 

We  iwill  ibe  ihaving  ia  iBI  isystem  iand  iCRM  isystem  iwhich  iwill  ibe  ideveloped  iby  ithe  iORACLE  iand  iwe  iwill  ibe  ialso  

ihaving  ia  iSCM  isystem  iwhich  iwill  ibe  ideveloped  iby  ius.  iWe  iwill  ihave  iautomated  ireports  igeneration  iwhich  iwill  ihelp  ius  

ito  itake  iup  iquick  idecisions  iand  ieffective  idecisions. 
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Chapter  iSix 

Financial  iPlan 
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Financials 
  i 

Widgetbd.com  iis  inot  ijust  ia  iweb  istart  iup.  iWe  ihave  ia  ibrick  iand  imortar  isetup  ialso.  iWe  ihave  ikept  ithe  isetup  ito  ibe  iminimal  

iso  ithat  iwe  ican  irealistically  ibuild  ion  ithat  ilater.  iThe  isetup  iis  ito  ibe  ispread  iacross  ifive  imetropolitans  iinitially  iand  ithen  

iincrementing  iaround  istrategic  ilocations. 

6.2  iCapital  iEstimation  i 

  i 

Our  iinitial  isetup  iwould  ibe  ibased  ior  irenting  iofficial  ispaces  irather  ithan  ibuying  iit  ior  ibuilding  iourown  isetup.  iThis  iadds  ito  

iour  iflexibility.  iWe  iplan  ito  ihave  ithe  ifollowing: 

  i 

Five  iRegional  iOffices 

Spread  iacross  i5  iareas  i  inamely,  iMohammadpur,  iMug  ibazar,  iDhanmondi,  iBanani,  iGulshan.  iThese  iserves  ias  iBusiness  

iDevelopment  iCentre  iand  iRegionalOffices. 

  i 

Warehouses 

  iA  itotal  iof  i5  iwarehouses  ispread  iacross  ithe  iareas. 

Financial  iPlan 

Fixed  iAssets 

  i  i  i  i  i  i  i  i  i  i  i  i  i  i  i  i  i  i  i  i  i  i  i  i  i  i  i  i  i  i  iItem   i  i  i  i  i  i  i  i  i  i  i  i  i  i  i  i  i  i  i  i  i  i  i  i  i  i  i  i  i  i  i  i  iProposed  i(TK) 

Machinery  i&  iEquipment 30,000BDT 

Furniture&  iFixture 20,000 

  iTotal 50,000 

 

Current  iAsset  i 

  iItem Proposed  i(TK) 

Raw  imaterials  iexpenditure 50,000BDT 

Marketing  iexpenditure 20,000BDT 

Administrative  iexpenditure 30,000BDT 

  iTotal 1,00000 

 



32 

 © Daffodil International University                                              

Total 

SL DESCRIPTION INVESTMENT TIME(Month) TOTAL 

1 Web  iDesign 10,000  10,000BDT 

2 Domain 7,000  7,000BDT 

3 Hosting 5,000  5,000BDT 

4 Employee 80,000 6 480,000BDT 

5 Apps 40,000  40,000BDT 

6 Office 20,000*2 6 240,000BDT 

7 Transportation 20,000 6 120,000BDT 

8 Decoration 30,000  30,000BDT 

9 Telephone 5,000 6 30,000BDT 

10 Internet 1000 6 6,000BDT 

11 Fixed  iAsset 50,000  50,000BDT 

12 Current  iAsset 1,00000  1,00000BDT 

13 Maintenance 5,000 6 30,000BDT 

14 Others 52,000  52,000BDT 

 Total   12,00000BDT 

 

 

 

➢ Sources  iof  icapital: 

•   i  i  i  i  i  i  i  i  i  iOwners'  iequity 

•   i  i  i  i  i  i  i  i  i  iBank  iloan 

•   i  i  i  i  i  i  i  i  i  iVenture  icapital  ifirm 

•   i  i  i  i  i  i  i  i  i  iDhaka  iCredit  i 
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Chapter  iSeven 

Others  icourses  iof  iaction 
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  iOthers  icourses  iof  iaction  i 

• Political  iissues: 

Political  iproblems  imake  iour  icompany  iissues  iand  imake  ithe  itime  iout. 

• Technical  iissues: 

Technical  iissues  ilike  igadget  iproblem,  icomputer  iproblem  ietc.  ican  idelay  iour  iservice. 

• Networking  iissues: 

Internet  iproblem,  icommunication  iproblem  imakes  ithe  imain  iproblem  iof  inetworking. 

• Workers  iproblem: 

If  iworkers  iare  iinsufficient  ithen  iwe  ihave  ithe  ibig  iproblem  ito  iface  iour  icompany.  iBut  

iincluding  imore  iworkers  ifor  ifreelancing  iwe  ican  isort  iout  ithe  iproblem. 

 

 

 

 

 

 

 

 

 


