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Executive Summary 

 

It is mandatory to do an internship in the end of all the courses for a MBA students to complete the post 

graduate program. It is important to go through all fields of information, both theoretical and practical to 

fulfill that requirement. 

First of all, This report gives a detailed introduction of ITconceptbd Ltd. It’s mission , Vision and  goals 

to become the ultimate IT company in Bangladesh. In this report it was mentioned the kind of services the 

company has been offer to their clients. This internship report contains all the information about my work 

experience with ITconceptbd Ltd. The study's goal is to better understand of the company's Marketing 

activities. To identify the marketing activities of ITconceptbd Ltd a survey was conducted among the 

marketing team of this company.  

The study found that ITconceptbd Ltd is a collaboration of a group of visionary young entrepreneurs, who 

wants to deliver best output at the lowest competitive industry price. ITconceptbd provide services through 

its diversified segments of IT products like Web designing, Web Hosting, Software solution and many 

more IT support for Business and individual. 

The findings prove that the huge majority of the clients are happy with existing service quality of ITconceptbd Ltd.  
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1.1 Introduction  

Information Technology (IT) gives fast, easy access to information which is essential for the 

development of a nation. Large IT companies are opening around the world, and nations are 

building up IT platforms, developing and promoting their IT industries. Considerable 

achievements in the IT sector have already been made over several years towards building a 

'Digital Bangladesh' and more initiatives are coming. However, to fully capitalize on the 

opportunities offered by the worldwide IT expansion, Bangladesh already got attention of 

foreign investors competing with other technologically advanced/well-invested Asian 

countries. ITConceptbd is one of those companies who are working in developing the IT 

industry of Bangladesh. 

 

1.2 Background of the Study 

As a prerequisite for the MBA Program from Daffodil International University (DIU), it is 

required to complete an internship related to the major subject & prepare a report. As a student 

of MBA, I had to do an internship of four months at ITconceptbd Ltd. I am glad to have a 

chance as an internee in ITconceptbd Ltd. I was worked with their digital marketing team and 

gathered lots of knowledge regarding digital marketing. My core responsibility was to support 

digital marketing team and manages client’s social media accounts. The internship durability 

was four months. 

1.3 Objectives of the Study  

 

Broad Objective:   

The main objective of this study is to analyze the overall Marketing activities and process 

of  ITconceptbd Ltd. 

 

Specific Objectives are: 

a. . To identify Target market of  of ITconceptbd Ltd . 

b. To identify Marketing Mix  of ITconceptbd Ltd 

c. To analyze Marketing activities of ITconceptbd Ltd. 

d. To evaluate Marketing activities of ITconceptbd Ltd. 

e. To identify some problems and give some suggestions to overcome the problems. 
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1.4 Scope of the Study  

The area of this study report covered the whole Marketing activities of ITconceptbd Ltd.  It’s 

totally based on in person visit, working with the marketing team of the office and reviewing the 

services they provide. This study report is grounded on Primary & secondary data. 

1.5 Methodology  

Both Primary and secondary sorts of information are used in the process of making this 

report.  

Primary Data:  

Company data were collected through physical visits, an online survey and meeting with 

the staffs. 

Secondary Data:  

To prepare the report most I had to go through their website to collect information and data 

from the clients review of services.  

Analyzing ITconceptbd Ltd’s different Marketing channel also helped me to get bored 

knowledge about their marketing activities. Some sources are: 

            Sources  

● Articles  

● Website  

● Social Media  

● Marketing Books  

1.6 Limitations of the Study  

 

Marketing activities of a company is also considered as the business secret. Therefore, some 

of the information company like to keep hidden and doesn’t want to share in public.  

As a result, Due to limited resources, some of the data in this report does not accurately 

represent the Marketing strategies of ITconceptbd Ltd. 
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2.1 Journey of ITconceptbd Limited  

Digital Bangladesh was one of the nation’s dreams, It was the governments vison to create 

Digital Bangladesh within 2021. ITconceptbd was launched in 2015 in solidarity with the 

vision 2021 by government of Bangladesh. In the beginning it was started as an IT tanning 

institute to provide soft skills related to IT among the youths. After a year of launching it closed 

their tanning center and converted full business to a IT service provider. Itconceptbd hardly 

trying to provide best service with low competitive price in the IT industry. ITconceptbd Ltd 

has an experienced group of people working in different department. They are using all the 

newest and updated version module to build world class quality Website, Web Development , 

E-commerce and several business software. They are now one of the leading IT service 

provider company in the country. They are working with country’s renowned companies and 

the clients list are increasing day by day. 

 

2.2 Mission Statement of ITconceptbd Ltd. 

 Ensure quality services to the clients. 

 Focused on fully customer satisfaction. 

 Develop technical and professional skills of their people. 

 Higher use of technology to maintain customers security. 

2.3 Vision Statement of ITconceptbd Ltd. 

 

Their vision is to develop the IT industry of our country by innovation, latest technology and 

deliver quality solutions to  build an IT developed country. 

2.4 Core Value of ITconceptbd Limited 

● Customer Satisfaction is the key to business success. 

● They understand customer needs very well. So, they able to provide satisfactory 

level services to the customer.  

● Zero tolerance in securing customer data. 

● After sales services. 
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2.5 Services and Product of ITConceptbd Limited 

Services:  

 

As ITConceptbd Ltd is an IT company they mostly provide IT related services. The services 

they provide are:  

 

                                                                       

Website Design                        E-Commerce Solution                      Graphic Design  

 

 

                                                            

Digital Mar5keting                  Domain and Hosting                       Network Solution 

 

 

Website Security  
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Products:  

 

 

 

                                                                       
Accounting Software                     HR and Payroll Software            Inventory Software 

 

 

 

 

                                                                      
ERP Software                                       

 

 
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

School/College Management 

Software        
Online Exam Management 

Software        

POS Software      
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Internship Experience 
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3.1 Responsibilities as an Internee  

 

I was worked as Marketing Intern with the Marketing Team led by MD Safayet Hossain ( Head 

of Marketing. I was responsible for maintenance of customer relationship, approach customers 

to buy product, manages several client’s social media, Writing copy for clients as per their 

requirements and manages some digital marketing tools. Which really help me to learn more 

about real business operations and more about digital marketing staffs.   

 

3.2 Functions of Marketing Department 

 

Here in below are the functions that I worked in  

 

  Research Planning and Development  

  Content Writing for social media  

  Generate idea for promotional Activity  

  Writing Letters/Proposals 

  Social Media Management  

  Contact with clients 

  Data Analysis of social media and website  

  Customer Relationship 

  Upload Website contents. 
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3.3 Sample of works:  

 

1. Copywriting: 
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2. Managing social media 

 

Response to the customers in social media:  
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3. Graphic Design:  

I have a moderate level of graphics designing skills and at ITConceptbd I have designed 

several social media post for them and their clients as well. 

              

 

 

 

4. Website Maintenance  
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5. Digital Marketing 

 

Post and engagement in social media platforms-   
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4.1 Marketing Strategies of ITConceptbd Limited  

 

Effective marketing starts with effective strategy. A good marketing strategy helps business to 

achieve business goals. ITConceptbd Limited has a marketing strategy that includes the 

components listed below:  

 

 Encourage exist clients to take others services and products from ITConceptbd Ltd. 

 ITConceptbd Ltd continuously develop their services and product with on demand 

technologies to fulfil customers need. 

 Doing Market Research on IT industry to find potential Customers and develop 

products. 

 To reach potential customer, ITConceptbd Ltd use Digital Marketing tools like 

Facebook Marketing, Email Marketing, Call to action strategies. 

 Provide offers to their customer in special days: National days and 11:11 sales offers 

every year in November. 

 Offer free services to the customers who took more than two paid services from 

ITConceptbd Ltd.  

 Maintain good relationship with the previous and current customers. 

 Focusing on after sales services. 

 24/7 emergency support to their customers 

 Using different advertising channel like newspaper, banners and event sponsor.  

 Ensure to maintain customer data at any cost. Which is the most important thing for a 

customer.  

 

 

 

 

 

 

 

 



Ⓒ Daffodil International University                                                   15 | Page  

 

 

 
 

 

Chapter 5 

Marketing Analysis 
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



Ⓒ Daffodil International University                                                   16 | Page  

5.1 Marketing Analysis of ITConceptbd Limited  

To evaluate the market of the ITConceptbd Limited, it is also required to evaluate their sales 

strategy, promotional activities and so on. Most importantly, here Marketing mix, Competitor 

Analysis , SOWT  will also help the organization to evaluate their market conditions. Below 

these are discussed. 

5.2 Marketing Mix of ITConceptbd Ltd 

 

 

The marketing mix refers to the set of actions, or tactics, that a company uses to promote its 

brand or product in the market. The 4Ps make up a typical marketing mix - Price, Product, 

Promotion and Place. However, nowadays, the marketing mix increasingly includes several 

other Ps like Packaging, Positioning, People and even Politics as vital mix elements. 

 

 Product  

 Price  

 Place  

 Promotion  
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5.2.1 Product:  

Product is the goods-and-services of the company offers to their customers. It actually 

the item that satisfy the customer's needs or wants. Products may be tangible (goods) 

or intangible (services, ideas or experiences). For ITConceptbd all the products are 

Intangible (services, software, website etc)  

 

5.2.2 Price:  

Price is the amount of money a customer spent to get the services or product. 

Itconceptbd has a variety of products in different price range. Their price depend on 

the service and category of the product. For Example: A personal website is cheaper 

than a business website. Again, E-commerce website costs more than a static website. 

The strategy ITConceptbd took in their price to giving high quality service in low 

price than other competitor available. 

 

 

5.2.2.1 Pricing Sample: 

 

 

 

Itconceptbd also take some sales strategy too by Building a good relation with clients 

and Networking through different channels. 
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5.2.3 Place:  

Place includes company activities that makeup the product available to target 

consumers. ITConceptbd situated on House 22, Road 01, Sector 09, Uttara , Dhaka-

1203. This is quite a good place for their regular clients they also can reach through 

social media: Facebook, Instagram, E-mail and the website of ITConceptbd Ltd.  

 

 

5.2.4 Promotion:  

Promotion is one of the keys to business success. Every business takes different types 

of strategies to reach their target customers. ITConceptbd Ltd runs several 

promotional activities around the year based on customers’ needs and wants. 

ITconceptbd Ltd doesn’t do any mass promotional activities as their customers are in 

a special segment. The channel they uses for promotional activities are given below:  

 Online Advertisement  

 Social media Promotional Activities  

 E-mail Marketing  

 Sales offer in special occasion’s  

 Sponsorship of events  

 Direct communication to the clients 
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5.1 Segmentation, Targeting and Positioning (STP)  

 

 
 

5.2 Market Segmentation:  

Segmentation is the way a business separates its target customers into different groups. The 

STP model is useful when creating marketing communications plans since it helps marketers 

to prioritize propositions and then develop and deliver personalized and relevant messages to 

engage with different audiences.  

 

6.2.1 Segmentation Strategy:  

ITConceptbd classified their strategy into four major segments:  

 

 E-Commerce Clients  

 Education Industry  

 Third-party Clients  

 Personal Clients  
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6.2.1.1 E-Commerce Clients:  

 

This part of segment contains several national and international clients worki8ng on E-

Commerce. ITConceptbd has a erll experienced team working on E-Commerce website 

development. Most of the clients of this company are for E-Commerce support. So, this 

se4gment is the first priority for ITConceptbd Ltd.  

 

6.2.1.2 Education Industry:  

During COVID19 situation, Most of the educational institute had to shift their teaching 

system through online classes. ITConceptbd developed a software to evaluate students online 

and there are many clients who uses this software to evaluate students. Also, ITConceptbd 

took responsivity to maintain and build several educational websites for School/colleges.  

 

6.2.1.3 Third-Party Clients:  

In this segment, ITConceptbd does not work with the clients directly. They work through 

others company to give services to the clients. It’s basically B2B business.  

 

6.2.1.4 Personal Clients:   

Personal clients are basically an individual. There are many clients who took services for 

ITConceptbd for their personal need. For Example: Portfolio Website.  

 

6.3 Market Targeting  

Target marketing is a marketing technique that divides a market into segments and then 

focuses the marketing efforts on one or a few key segments made up of people whose wants 

and aspirations match with product or service offerings the best. Market targeting involves 

evaluating each market section appeal and choosing at least one segment to enter. 

ITConceptbd’s main focus on E-commerce business as there is lots of opportunity to get a 

permanent clints and E-commerce generate the highest revenue for the company.  
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6.4 Market Positioning 

It’s the last elements of STP process. In marketing, positioning is a tactical process that 

involves giving the brand or product an identity in the eyes of the target audience. The 

process indicates how can a business differentiate their product/ service from their 

competitors and then determine which market niche to fill. 

ITconceptbd Ltd are trying to be differentiated by customer’s category, like as:  

 E-commerce customer 

 Corporate customer 

 Government Customer 

 Individual Customer  
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7.0 Competitive Analysis of ITConceptbd Ltd 

An evaluation of the advantages and disadvantages of present and future rivals is known as 

competitive analysis in marketing. 

Competitor can be separated into two basic categories:  

7.0.1 Direct Competitor: 

Direct Competitors are those companies or brands offering a comparable good or 

same service as ITConceptbd Ltd  

7.0.2 Indirect Competitor:  

 Indirect competitors serves the same customer needs as another company but offers different 

products or services. 

 

 

Competitive Analysis Example 

  

Not Much Popular  Renowned IT Company in Bangladesh 

Understand customers’ needs and provide 

quality services  

Understand customers’ needs and provide 

quality services 

Experienced web developer team  Strong web developer team 

Lake of experienced Software developer Strong Software developer 

Price is low Price is high 
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7.1 SWOT Analysis  

 
 

 

7.1.1 Strengths  

 

 Experienced web developer team. 

 Able to give fast service as customer need. 

 Hight motivational level 

 Offer bundle packages for customer. For example: By one service get another service 

free. 

 A good number of permanent clients. 

 Strong bonding between employees. 

 Goodwill is also a strength for ITConceptbd Ltd as they have a Good relationship 

with exist customers.  

 

7.1.2 Weakness 

 Lack of funds: As ITConceptbd still in a developing stage. So, they had to face fund 

shortage in different situation.  

 Lack of experienced Software developer. 

 New Product Development: The Company has limited product.  
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7.1.3 Opportunity 

 Good image in market:  As the company provides quality services within low price. 

So, it’s a opportunity for ITConceptbd Ltd to get good reputation in this industry. 

 ITconceptbd Ltd can make their Software development team stronger by hiring 

experienced developer. Which will help the company to grow more. 

 The company can add more related business. 

 

 

7.1.4  Threats  

 Strong Competitor:  Currently there are lots of competitor of ITConceptbd Ltd. 

Which are the biggest threats as they affecting to achieve company’s goal.  

 New companies: IT is the most fast growing industry in the world as well as in our 

country. As a result, Lots of new companies are added now a days and the 

competition increased.  

 Inflation: Inflation are the problem for all sector of business, if inflation rate will 

increase, spellbound are facing some problem. 

 Bad Internet connectivity:  Most of the work of ITConceptbd Ltd depends on a good 

internet connection. If internet stops working properly than the company has to suffer 

in their regular work.  

7.2 Market growth at the time of COVID 19  

While every company is affected by the Covid-19 situation, one industry is growing rapidly, 

and that is the IT industry. Profits of ITconceptbd Ltd doubled during Covid-19. Website 

usage and online activities have increased over time. At that time, most of the customers were 

from educational institutions. 
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8.0 Findings and Recommendation  

 

8.1 Findings 

 

8.1.1 Positive Aspects 

 Experienced Web developer team: This is the strongest part of ITConceptbd Ltd 

that solution.  

 Affordable Price: The service charge is affordable compare than the other company. 

 Maintain Good Quality: Though they charge less but they always try to provide 

quality services. 

 Customer relationship: They maintain a good customer relationship with their 

customers.  

 After Sales Service: This is one of the most necessary things that companies missed. 

ITConceptbd Ltd provides satisfactory level after sales services. 

 they have an amazing web developer team which is able to provide any source of web  

 

8.1.2 Negative Aspects 

 

 Lack of data about customers need and demands: ITConceptbd Ltd has less 

customer’s data. Which is not enough to find the actual customer’s demand. 

 Lack of knowledge about competitors: The Company has less knowledge about 

their competitors. 

 Communication gap in B2B Businesses: I found there is a communication gap in 

B2B businesses. So. Most of the time ITConceptbd Ltd failed to meet the customers 

need. 

 Weak Software department: The developer team of ITConceptbd isn’t strong 

enough to compete the market.  

 Small Office space: The office space is small which is not comfortable for the 

employees.  
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8.2 Recommendation 

 

In my Intern period I have worked with the marketing team of ITConceptbd Ltd. For this 

reason It was easy for me to observe the full business operation of the company. Here is some 

suggestion by me which can really help the company to improve I believe:  

 

 

 ITConceptbd Ltd need to do proper market research. Which helps them to reach the 

actual customers and to understand customers’ mind. 

 Need to make their website more user-friendly to the customers.  

 Update the price list given into website regularly. 

 Hire experienced Software developers to make the team more strong  

 Take customers feedback and review them to find the gap 

 Focus on B2B business to make it smoother and more profitable 

 Rent a larger space for the office to make comfortable environment for the employees.  

 Arrange training for the current employees to introducing new technologies 
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9.0 Conclusion and Reference 

9.1 Conclusion  

 

I have absolute confidence that "ITConceptbd Ltd" is an excellent company based on my 

working experience. They are successfully growing their businesses because ITConceptbd 

does not compromise on quality, dedication, or discipline. After my investigation I can state 

that, ITConceptbd Ltd services are satisfactory to clients yet they require all the more 

ceaselessly support to address the difficulties of growing new services to coordinate the explicit 

necessities of clients. Getting me involved in such a company is now a matter of satisfaction to 

me because I have had a substantial experience of Digital marketing activities. I found that 

practical experience is much wide than experiencing the books. I have learnt numerous things 

which are extremely fundamental for my career and education. 

 

9.2 Reference 

⮚ https://itconceptbd.com/ 

⮚ https://www.facebook.com/itconceptbd 

⮚ https://www.thedailystar.net/op-ed/bangladeshs-it-industry-1324174 

⮚  https://economictimes.indiatimes.com/definition/marketing-mix 

⮚ https://www.smartinsights.com/digital-marketing-strategy/customer-

segmentation-targeting/segmentation-targeting-and-positioning/ 

⮚ https://www.mageplaza.com/blog/positioning-in-marketing.html 

⮚ Philip Kotler & Kevin Keller, Marketing Management, 14th Edition 
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