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Executive Summary
The Fashion style of Bangladeshi people is growing day by day which is a huge opportunity for the

garments factories. The direct and indirect customers in the market are booming sales which is
beneficial for the industries. Yellow is a fashion-oriented brand in Bangladesh and they are now a
giant figure in the market. Yellow always focuses on new innovations in the market which assists
them to grab the market easily. The creation of new products in the market is a dynamic tactic of
Yellow to attract customers. Yellow changes its sales strategies very efficiently which makes them
fast mover than their competitors. Moreover, Standard brand practices make Yellow different from

others in the market as well.

Firstly, The report will contain how Yellow focuses on the demand of the customers at different
times and make its strategy according to its market research. In addition, The company's identity has
effectively elevated its competitive attractiveness through its fast customer demand fulfillment
movement. As the organization is selling fashion-style-oriented products it needs to provide the right
product at right time. Furthermore, the target market should be analyzed perfectly and Yellow is
doing it very well. Also, Yellow is maintaining the prices for their target market which is giving the
loyalty of the customer very efficiently. The customer segmentation method and pricing setup

method of this brand are up to the mark.

Secondly, The report will provide an idea that how Yellow understand the customer experience and
the ways of increasing the profitability of the business. Moreover, Yellow has a unique brand value
in the market. Yellow is doing its business according to the standard of international garment law.

There are no violence or danger issues by Yellow for the customers.

Finally, The report will provide an overview of Yellow including how they are doing business, the
uniqueness of Yellow in the market, the customer selection, mission and vision of the company, the
sales strategy of Yellow, and the pricing strategy of Yellow in the market. Thus, Yellow is doing
business in Bangladesh for a long time and it has a standard image in the readymade market. Yellow
does not break the promises which they provide to its customers. According to the motto of Yellow,

customer priority is the first concern for Yellow.

Keywords: customer experience, customer demand, brand practices, and pricing strategy.
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Section 01

1.1 Description of Internship

1.1.1 Details about the pupil
Here is M. D. Tahmeed Chowdhury, ID: 18304060, and I am now enrolled in the prestigious

BRAC Business School's Bachelor of Business Administration (BBA) program at BRAC University.
Having started my academic journey in the summer of 2018, my goal is to complete my studies by

the year 2023 with a minor in computer information management and a marketing major.



1.2 Details on fellowship

1.2.1 Date, Identify of Group, Division, and Location
My internship with Yellow by Beximco Group is now concluded. Being an executive on the retail

analysis and planning team, I was required to work there. I began my internship on February 20,
2023, and I concluded it on April 5, 2023. My place of employment was Yellow by Beximco's

corporate headquarters. Their corporate headquarter has been established at Beximco Industrial Park.

1.2.2 Details about the apprenticeship program's coordinator
I worked as an intern at Yellow by Beximco under the direction of Mr. Shehryar Burney in the retail

analysis and planning section of the marketing department. I had the pleasure of working with Mr.

Burney at Yellow by Beximco Apparels Ltd, where he is currently the executive director.

1.3 Job Scope
In accordance with the established work schedule, office hours would continue from 10.30 AM to

5:00 PM, (excluding Fridays and Saturdays), and would last from Monday through Thursday. I had
enough of room to get to know my coworkers throughout the early stages. My manager and
coworkers were crucial in putting me at ease and helping me acclimate to the workplace. I was given
the chance to work flexibly, which required coordinating with different category managers. I was
given the task of creating a report with a focus on each individual category for each category
manager. I had the honor of working with a Senior Manager in the area of retail analysis and

planning toward the end of my employment.

1.4 Apprenticeship Results
As I was an intern, I had different particular assignments and was given several projects to work on.

The contributions I made as an intern have been given below:.

1.4.1 Assistance for the company

1.4.1.1 Store research to gather information for the product catalogues.
It was my responsibility to gather information for a certain product category. I initially conducted an

internet search and assembled the information into an Excel file. After that, I went to a store to verify
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the information's authenticity because websites usually include out-of-date information. I went to

three more stores on Dhanmondi Road and Mirpur after starting my visit at Gulshan Store.

1.4.1.2 Making an assessment on the cost barometer.
After that, I had the ability to produce cost barometer research. I created pricing cost reports for both

the "Men" and "Women" groups with the direction of Mr. Tawfiqur Rahman. I took information
from the internet and put it into an Excel file to make these reports. I then divided the data into
various sheets according to their size or type. For three different product categories in the Men's
category, for instance, I made three separate pages. I used PowerPoint to deliver the price index

report after it was put together.

1.4.1.3 Working as an executive
I worked in the position of the executive for a certain product category near the end of my internship.

I was given the task of performing an in-depth examination of the market for that specific category
in this position. I was also given the duty of producing a "Purchase Sales Index" (PSI) report. By
predicting future sales using historical data, the PSI is an important index that aids in making
purchases. As the sales amount varies from month to month, it necessitates frequent revisions. I also
developed the ability to create buy requisition forms while working on this project. Finally, I
developed a thorough marketing strategy for the product category that covered all facet of the

product's advertising and promotion.

1.4.1.4 Advantage for pupil
As an intern at Yellow by Beximco, I could get a lot of knowledge. In actuality, I received treatment

akin to a permanent executive. I learned about customer-related activity and how it functions in

practice.

This educational opportunity offered by Yellow by Beximco was amazing. I developed real-world
experience doing market research. I also learned more about compiling reports for pricing indices. A
price index report is essential for obtaining a thorough overview of the products currently available
on the market. It is advantageous to compare both market prices and product-based functionality.
Although cost is an essential component of each goods, indices help to control a product's price in

relation to the market.

I learned how to extract useful information from huge data sets during my internship. For example, I
was required to examine sales data from the previous three years in order to analyze the wholesale
channel. The vast amount of data was first intimidating, but with my supervisor's help, I was able to

glean important information and produce a strong analytical report. This assignment gave me the
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opportunity to work with pivot tables and charts as well as employ crucial MS office features such as
table create, freeze, and average. This was a great chance for me to practice using Excel and put the

skills I learned in the "Visual Programming for Business" course to use.

The creation of a "Purchase Sales Index" and a "Purchase Requisition Form" was another skill I
acquired. These two index reports make it easier to create purchase bids and analyze the inventory.
For a certain product category, I developed a Buy Sales Index. Overall, this internship taught me a

ton of information that I can use to further my professional career.

1.4.1.5 Challenges Faced during Internship
Overall, the internship program was a great experience and well-planned. Unfortunately, I ran into a

problem while working on projects that required me to analyze sensitive information. The

confidentiality's nature made it challenging to perform an in-depth study and slowed down my work.

1.4.2 Recommendation
During my internship, I had to complete several website-related tasks, which was a new experience

for me. I initially thought it would be a difficult assignment, thus I would advise grouping more than
one intern together for projects involving websites. This would allow the interns to work together

more efficiently and help allay any initial fears they may have had.

In addition, I recommend that the internship program be pre-planned with clear roles and duties for
the interns as well as precise Key Performance Indicators (KPIs). This would give them a road plan
for navigating the internship period successfully. It would also be advantageous to offer the interns

some training sessions to improve their knowledge and proficiency in website-related activities.

Section 02
2.1 Description, Activities, and a Comprehensive Evaluation

2.2 A primer
Objective
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Doing a thorough organizational review is essential to understanding the current operations and
strategies of Yellow by Beximco. Since that this group is working in Bangladesh for 53 years, this is
crucial to comprehend both its benefits and drawbacks. to examine the principles and convictions
that have helped Bangladesh develop such a successful fashion industry. Also, it helps me look at
organizational strategies to lessen modifications and problems, such a high rate of employee

turnover, compliance with labor laws, etc.
Methodology

I reached out to staff employees and department heads to conduct this round of the inquiry because
of having a comprehensive knowledge of the business. In order to get the perspectives of interns who
are now working for the organization, I have also interviewed them. In addition to conducting direct
research, I have also used secondary and primary sources, including online databases, Yellow by
Beximco's own website, business publications, and the Annual Report. Several brokerage websites
maintain historical information about Yellow by Beximco because it is a publicly traded business

with shares available on the DSE and CSE.
Scope

A summary of Yellow by Beximco, including information on its administration procedures,
marketing strategies, activities, distribution network, information technology system, and financial
achievements, is included in the document. It also looks into the extraordinary power of its retail

network.
Limitations

Confidentiality was the main difficulty encountered when completing this report. Due to a change in
management, Yellow by Beximco is currently going through a transitional period. To increase the
organization's operations, the retail and planning section is putting numerous strategies into place. As
a result, it was difficult to get precise information about production and information management

systems.

Significance

Understanding the nature of the entities functioning in Bangladesh's readymade garment business

can be greatly helped by this document. It also makes it possible to comprehend the Yellow by
13



Beximco's commercial environment. As a result, this analysis made it easier to evaluate the ready-

made clothing industry's future opportunities and obstacles.

2.3 Introduction to the Group

2.3.1 Classification
The initial basis for the textile industry was set in the 1960s of the nineteenth century. Initially, the

industry exported shirts (Mercury shirts) created in Karachi to the European market in 1965-1966.

Following that, nine exporting industries were founded in 1977-1978. (Kiron, 2015)

The Readymade industry is significantly boosted the country's finances. Throughout the previous
decade, this has been clear that the Readymade industry significantly assists more value to GNP.
Readymade industries accounted for about seventy six percent of total trade earnings. Research says
that, the Readymade industry in Bangladesh generated 5782.07 mm were spent during fiscal years
2008-2009, 7158.01 mm in the 2004-2005, 8800 mm in the 2005-2006, 1032 mm during 2006—
2007, 11698.30 mm in the 2007-2008 fiscal years, 13.24 billions in the fiscal year 2010-11, and
ultimately 25.96 mm during fiscal year 2015-2016. (Kiron, 2015)

Figure: Yellow Logo

With teams working in Bangladesh and Canada, BEXIMCO has upgraded its internal overall
potentials over time. For access to brilliant designers, it has also formed relationships to the well-

known fashin institutes globally, such as FIT, UK, BUFT.

The group and its primary clients have developed solid working ties through frequent
communication. Among the Beximco Group's technology partners are Disney, Marvel, CHT, Rudof,
and. CK, H&M, JC Penney, Polo, TH, Warnaco, and Zara are some of the retailers in the Catalina
Corporation. are just a few of the company's notable clientele. The Group intends to grow its
capacity while expanding its textile industry. The yearly production of woven textile is anticipated as
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rise as 90 mm pounds from 20mm pounds at present, also yearly production of garment woven will
rise as 145 mm, beofre was, 30mm at present, following the development. Retail clothes are offered
through BEXIMCO-owned locations under the Group's "Yellow" brand, which is a young brand. To
emphasize a cheerful and upbeat attitude on life through a high-quality product, the fashion oriented
brand Yellow emphasizes original and new change. A laid-back attitude conveys a comfortable and
self-assured quality, while yellow offers a modern take on fashion. The history of the company
connected to evaluation and fashion style filled with dedication and close to innovation are the
foundation for the apparel line's representation of the spirit of adventure. Customers drive Yellow, an

unorthodox but high-quality company. (Amin, 2016)

2.3.2 Ownership
The BEXIMCO Group, he oldest outside company in Bangladesh was founded by Ahmad Sohail

Fasiur Rahman and Salman Fazlur Rahman during the late sixties. The firm's diverse industries
include clothing, commerce, sea meals, building design, hotels, technology and telecommunication
technology, the press, porcelain, air travel, medicines, banking and insurance, and power has
expanded into industry sectors that make up close to 75% of Gross Domestic Product of the country.
Groups's main goal is to "Take Bengal to the Outside International."" In Bangladesh, it is a well-
known brand name that is connected to innovation, reliability, and quality. The Group's market
capitalization as a whole is roughly $617.34 million and it includes with 4 public limited firms and
17 private limited firms held businesses. The year ended December 31, 2010, and its total revenues

were $834 million.

With over 60,000 employees worldwide, BEXIMCO is Bangladesh's largest private employer. It
includes the biggest clothing businesses in Asian Sub-continents, with a massive production facility
for cotton and polyester blend clothing for male, female, and teenager. BEXIMCO, which has
operations in 46 nations including the USA, is also Bangladesh's top pharmaceutical exporter. The
Company is in a good position to benefit from robust industry expansion in both country and
international industry. Each Group company is led by a distinct, experienced management team that
is independent and competent, and they have developed their special strategy solidify. In the future,
the company plans that taking use of their current business status and universal reach, on the other
hand its business is extremely lucrative industries, seize the chance for domestic growth, and explore

overseas chances with caution.

15



Figure: Yellow Flagship Store

The BEXIMCO Group has made significant contributions to Bangladeshi society in addition to
about achieving profitability as well as producing wealth for shareholders. Examples include funding
institutions like "Proyash" promoting "Help Desk for all " as well as the complete upbringing of
youngsters to specific academic challenges.for education for the underprivileged. The Company also
served as the FIFA's systematic corporate partner friendlies 2011 International Cricket Council
Twenty International Championship involvement by the National Cricket team and the match in

2011 between Argentine and Nigerian.
2.4 Vision Mission and Objectives

A company's ability to endure depends on having a clear mission and a shared vision. In order to be
successful, Yellow by Beximco has recognized the value of having a common vision and mission.
Since the organization has been operating in the area since the time of the liberation war, it has a

distinct sense of purpose and direction, which allows it to advance resolutely.

2.4.1 Vision Statement

. Achieve industry dominance in the America and Canada for elevated clothes.

. Make “Evaluation” & “dedication” as the main focus, none other cloth & low budget
workers.

. Rule RMG with standard service:

- Male, female & teenager

- Woven Top
16



- Ethnic Top
- Party wear

- Household

Figure: Yellow Eid Offer

2.4.2 Mission Statement
BEXTEX Ltd. stands out from the majority of South Asian vendors excellent internal integration in

manufacturing, creativity, and reasoning capacities, and a broad range of services.

2.4.3 Objectives
¢ To take the lead position in the market segment and product line we serve.

® Objective Provide our consumers an unmatched shopping and service experience.
¢ Provide the newest fashion merchandise to our customers.
¢ Nurture our staff members to help them reach their full potential.

* Objective Provide our investors with steady asset growth and returns that are higher than

average for the sector.

¢ Accelerate the growth of our sales and earnings beyond the industry standard.
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2.4.4 Environmental ethic
The business has been strongly concerned to upholding unique clean and healthy nature. A unique

system for collecting and getting rid of waste maintains by the company.

By using the exhaust gas from engine generators to generate steam for a chilling unit, it has an
expensive plant to reduce air pollution. The aforementioned actions not only maintain clean water
and air but also lower the cost of water treatment and air conditioning. By utilizing exclusively
modulization policy, the company is committed to maintaining a standard and environmentally

balanced atmosphere.

Figure: Yellow Green Store Opening

The Group is the largest producer and exporter of jute in the world. The largest carpet and rug
producers in the world, located in Europe and the US, receive their yarn from this company. The
Company also manufactures Tatami mats and various floor coverings for home and gardening usage

in addition to carpet yarn and twine.

2.5 Organization Structure
With 18 retail locations—14 in Dhaka and 4 outside the city—and more than 1600 employees,

Yellow by Beximco is a big company in Bangladesh with a strong presence across the entire nation.
Top, medium, and lower levels of management, as well as production workers, are all included in the

workforce.
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Figure: Yellow Organogram.

The graphic below, which only shows the top management hierarchy, shows the organizational
structure of Yellow by Beximco's corporate office. The business is organized functionally, with
middle management like senior managers, assistant managers, and executives reporting to each
department head who in turn reports to the CEO. This kind of functional separation encourages the
precise definition of roles and tasks, boosts productivity, and offers chances to acquire specialized
skills. However, functional division can sometimes lead to inter-departmental disputes, hindering

collaboration and innovation.

2.6 Managing Techniques

2.6.1 Creating Decisions
At Yellow, senior management and departmental managers are the first to discuss any business

decision before it is made. The department head will then need to approve the choice. The CEO's
consent could also be required when making important decisions, such adding a new SKU to an
existing category. Yet, many decisions are taken slowly at Yellow because of its hierarchical
decision-making procedures, which hurts the company's operations. Yellow must enable its workers

to make quick decisions in order to adjust to current business challenges.
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Figure: Yellow Store Opening.

2.6.2 Employment Policy
Fairness, propriety, and impartiality are given first priority in the well-defined recruitment policy

that Yellow by Beximco employs. The company's hiring procedure is focused on supporting
diversity and recognising equality. Employees are chosen and kept on the sole basis of their

performance, without regard to their height, hue, ethnicity, religion, and culture in society.

2.6.3 Recruitment Process
At Yellow by Beximco, the recruitment procedure is organized and systematic. The procedure starts

when a department sends a requisition to the HR division with a job description and the minimal
requirements needed. The HR division then conducts a job analysis and chooses whether to do an

external selection or recruit from among current personnel.

The HR department contacts possible applicants for internal selection, and after one to two
interviews, makes an offer. The job opening is advertised on various job boards including LinkedIn
and Bdjobs.com for external sourcing. Potential applicants are contacted for a written test once their
resumes have been reviewed. Only qualifying candidates are invited to a panel interview with three
to four members. The candidate is finally hired for the position after receiving the CEQ's approval.
Regardless of height, hue, ethnicity, religion, and culture in society. Yellow by Beximco provides
fairness, impartiality, and diversity during the hiring process and keeps employees based on their

performance.
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2.7. Marketing 7P

2.7.1. Product
There are different product categories of Yellow. The product categories are mentioned below:

Figure: Product Category

2.7.2 Price
In order to make its products more accessible to clients, Yellow has adopted a pricing strategy that

places its prices lower than those of well-known worldwide brands like Zara, Gucci, and Polo.
However, Yellow's price approach mostly compares itself to regional rivals like Sailor, Le Reve, and

Aarong, allowing it to compete in the neighborhood market.

The cost of Yellow's products vary according to the product's models and variety. This enables
Yellow to serve several consumer segments with a range of tastes and spending levels. Yellow is
able to draw in more customers and keep its position as the top garment store in Bangladesh and

Pakistan by maintaining competitive pricing (Das, 2016).
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Figure: Yellow deal with Marvel, Disney and Star Wars

2.7.3 Place
Yellow sells its goods in both physical and online stores. They currently have enough stores in the

market, including Gulshan, Banani, and Dhanmondi, to attract the target consumer.

2.7.3.1 Stores and online
Yellow has the following two main categories of locations within the sales store.

¢  Yellow Store

¢ Yellow Flagship Store

Yellow Flagship Stores are larger compared to Yellow Stores. Several stores sell goods out of a

variety of companies.

2.7.3.2 Online Channel

Yellow has two online channels.
1. Yellow Website

2. Yellow Facebook Page

2.7.4 Promotion
Yellow's direct-connection promotional strategy with customers is the Loyal Customer Card.
Yellow, on the other hand, has TVC advertising. Yellow always offers a discount at the conclusion

of the season.
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2.7.5 People
When 2022 rolled around, Yellow employed 1650 people. This large population is the organization's

lifeblood. Every Yellow retail site has a competent salesperson on staff to help customers.

2.8 Financial Performance
Yellow by Beximco is a publicly traded company, as previously mentioned, and its sell stocks to two

stock exchange Dhaka and Chottogram. Audit can be accessed to understand the organization's
financial success as a result. These are a few of the crucial financial ratios that demonstrate how the

company is doing.

2.8.1 Current ratio
The current ratio gauges a organization’s capacity to use its current assets to cover its short-term

obligations. Standard ratio that is current typically thought to be advantageous for a business. It's
crucial to keep in mind, though, that a high current ratio could also be a sign of a higher inventory,
which could be bad news for the business. This is due to the possibility that the company is having
trouble moving its products and the possibility that a sizable amount of its assets are held in cash or

non-returning receivables known as current assets.

Year 2021 2022

Current Ratio 1.05 1.50
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Figure: Current Ratio

A vital financial indicator, the current ratio demonstrates a company's capacity to settle its short-term
debts with its current assets. Yellow's current ratio in 2021 was 1.05, meaning that it had only taka
1.05 in current assets for every taka 1 in current debt. For the corporation, this position was

concerning because it implied that it might have trouble covering its current obligations.

Yellow's current ratio, on the other hand, increased to 1.50 in 2022, indicating that the company got
one and half taka in currently propety for every one taka in currently liabilities. This was good news
for the business, but it also raised the possibility that some of its current assets might have been
constrained. Yet fundamentally, things looked better than they had in 2021, showing that Yellow
was headed in the right path.

2.8.2 Quick Ratio
The quick ratio, which is a more cautious method, is another way to assess liquidity. Only assets that

can be readily turned into cash, including marketable securities and accounts receivable, are taken
into consideration by this ratio. This could indicate that the business has a lot of unsold inventory or

significant prepaid expenses that are eating up the company's available cash.

Year 2021 2022
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There is a slight difference between 2021 and 2022. This shows that compared to the prior year, the
corporation produced enough money during 2022. Yet, the decline in the quick ratio also suggests

that the company's inventory was bigger in 2022 than it was in 2021.

2.8.3 Gross Margin
A valuable financial indicator known as the gross margin ratio assesses a company's profitability by

comparing its manufacturing or marketing expenses to its sales. A larger gross margin ratio shows

that a business is making more money while paying less in revenue costs, which is good for the

business' overall profitability.

Figure: quick-ratio

Year

2021

2022

Gross Margin

28%

68%
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Figure: Gross Margin

The Gross Margin Ratio for Yellow in 2021 was 28%, which denotes an average income. The ratio
increased to 68% in 2022, which is thought to be excellent for equity holders. But, it means that
Yellow will need to work very hard in the coming years to continue to have such a strong Gross
Margin.

2.8.4 Net profit margin

An important financial indicator called net profit margin is derived by subtracting all costs, including
operational and non-operating, from total revenue. This ratio is thought to be a reliable predictor of a
business's profitability. A bigger net profit margin denotes a higher net income and is typically
thought to be advantageous for the business. A corporation with higher profit margins will be

producing more profit for its stockholders, which is good news for investors.

Year 2021 2022

Profit Margin -10.5% 42.3%
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Figure: Net marginal profit

The company pays its taxes through Beximco Textile Ltd. because it is a Beximco Textile
subsidiary. As a result, Yellow's Pre-Tax Margin and Net Profit Margin are equal. Pre-tax income
divided by total revenue yields the pre-tax margin, which measures profitability. This percentage
shows how much money the business has made before taxes. Similar to this, the net profit margin of
a business is determined by dividing net income after taxes by total revenue. Higher profitability,

which is advantageous to the company, is shown by a bigger net profit margin.

2.9 SWOT Analysis of Yellow by Beximco
SWOT analysis is the best policy to find out strengths, weakness, opportunity and threats for any

company. By the method, organizations like Yellow are able to identify crucial elements of their

operations and make the necessary corrections.

Strengths of Yellow:

1. One of the popular brand in the coutry is Yellow because it is a component of the reputable
BEXIMCO brand. Since the nation's independence, BEXIMCO has operated, and its textiles
section has attained international prominence in terms of import and export. This reputation

and competitive edge are advantageous to Yellow.

2. Yellow has the benefit of in-house production, which is managed by BEXTEX, a well-known
part of BEXIMCO Ltd., and is carried out in their own facilities. By doing this, quality

assurance and uniform manufacturing standards are guaranteed.
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3.

Yellow is renowned for being a quick fashion designer clothing line, and all of its items are
created by renowned international and domestic designers. Yellow now has an upper hand in

the market due to this.

Weaknesses of Yellow:

1.

Yellow's marketing efforts are restricted to Facebook interactions with customers and digital
marketing. This limits their avenues for communication, therefore they ought to think about

developing more strategies for interacting with both potential and current clients.

Yellow frequently has a limited supply of in-demand items, which can cause shoppers to
leave the store empty-handed. Yellow needs to produce more quick-moving goods in order to

keep customers happy.

Opportunities of Yellow:

3.

With the developing e-commerce industry in Bangladesh, Yellow can increase its contracts
with well-known e-commerce sites. This will enable them to access potential clients across

the nation.

Yellow can access developing international markets with a worldwide business plan and
strategy thanks to BEXIMCO's global exposure and network. Being already involved in
international export and import through BEXTEX, Yellow can easily take advantage of the

significant growth potential that emerging markets present.

Yellow may take advantage of the growing market for stylish clothing in Bangladesh by

offering this inventory at competitive prices.

Threats of Yellow:

1. The brand has no external campaigns, that pose risk to their ability to build brand awareness since

rivals like Ecstasy, Aarong, and Infinity rely on this strategy to do so.

2. The copany’s good prices are greater than those of similar businesses, that could be dangerous

given how price-sensitive Bangladesh's economy and lifestyle are right now.

3. While adjusting to these developments necessitates considerable adjustments to their design and

manufacturing processes, ongoing shifts in consumer expectations and global fashion trends could be

a danger to Yellow.
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Section 03

3.1 Project Part: An overview of retail analysis and planning of Yellow by Beximco Limited

The company Beximco strated their journey with the name of New Dacca Industries Ltd in 1972.
The company was established by Late Faz-lur Rahman. The company is one of the leading company
in the country right now. The company is contributing in the GDP and GNP of Bangladesh directly.
There are more than 60000 workers currently working here. Yellow is now one of the most attractive
fashion oriented brand in the country. The startegy of their marketing policy is way to high than any
other companies in this sector. The company is expanding their business in a dynamic way so that

they can lead the market effeciently.

3. 2 Literature Review
Retail analysis and planning is the core part to maintain return on investment (ROI) for any

company. Retail analysis and planning play a vital role to run the inventory, manage the supply chain
and execute marketing activities. The ultimate profit-making decisions are dependent on retail
planning as well. The other name of retail analysis and planning is merchandise management or
merchandise planning. Retail is a multi-actor excellent platform that has had a time of rapid
invention and development, succeeded by retaliatory and adaptable phases (Barata et all, 2014).
Retail analysis and planning ensure the proper implementation of statistics and provide the right
product at the right time to the right customer. It helps the organization to understand the market
demand in the specific time spans which is very important for any organization to achieve its profit
(Guy and Bennison, 2002). Customer experience shows the service of any company which is
connected with the aspects of advertising, product quality, packaging, and sustainability of the
product. Moreover, Customer care is the most dynamic part of customer experience for any company
as well. Sometimes company tries to influence customers’ choices which can change their
experience with customers (Meyer and Schwager, 2007). Retail analysis and planning intend to
maximize the profitability of the company by understanding the ways to secure the best possible
customer experience. The efficiency and effectiveness of the company increase when retail planning

is perfectly utilized by the company.

Customer demand is the main key to understanding the market which only can provide profit to the
company. Yellow always focuses on customer demand which is making them unique in the market.
At every festival in our countries like Eid-ul-fitr, Eid-ul-Azha, Pohela Boishak, Independence day,
victory day, and mother language day, Yellow lunches, are different types of products according to

customer demand. Yellow provides the customer best products with the best quality in different time
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spans. The planning for new products starts at least 3 months ago which assists Yellow to fulfill

customer demand effectively.
Hypothesis (01): The planning for different festival fulfill the customer demand.

The company always tries to provide the right product to the right customer at right time. Moreover,
it says the process of meeting target customers with their desirable product (Li et al, 2011). Yellow
has 18 branches which are physical stores in Bangladesh. 14 outlets are inside Dhaka and 4 outlets
are outside Dhaka. Yellow supplies their product to their branches according to the fashion style of
the customers. For example, The fashion styles of Mirpur and Gulshan are totally different, also, the
fashion sense of the customer who lives in Dhaka and the customer who lives outside Dhaka is not

the same. Similarly, in different time spans the choices of customers do change also.

Hypothesis (02): Yellow maintains the customer with their desirable product at a suitable time.

The loyal customer of any company is known that they will have the best product from the company
at a reasonable price (Larson, 1998). The company always tries to grab the target market by
providing fair prices which is a key indicator of profit maximization. Yellow has a special store that
contains expensive products and it is called the flagship store. In our country, there are different
kinds of people like the middle class, lower middle class, and elite class. Yellow has different price
levels for all types of customers which is a dynamic strategy of this company. The company
proposes an affordable price to meet the customer. Yellow follows the pricing strategy matrix to set

the pricing for any product.

Hypothesis (03): Yellow follows the pricing strategy matrix to set the pricing for any product to

meet the customer.

3. 3 Broad Objective
Understanding ways to ensure the best possible customer experience, thereby maximizing the

profitability of the business.

3. 3. 1 Specific Objective
* To explore the planning that fulfills customer demand at different time spans.
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¢ To find out how Yellow reaches the right customer with the right product at the right time.

¢ To explore the strategy that Yellow uses for their pricing to meet customer demand.

3.4 Yellow’s sales tactics and branding techniques
Clothing merchants must understand the need of "Newness" in today's fiercely competitive fashion

business if they want to remain profitable and relevant. Every facet of the retail fashion industry,
from customer service to sales tactics, now revolves around the idea of "Newness." In the fashion
industry, being able to continually provide customers new and distinctive products has emerged as a
key differentiator, increasing foot traffic to the retailer's physical location and online store. Leading

clothing shop Yellow recognizes the value of "Newness" and works hard to provide it to its clients.

In order to provide clients with a distinctive and current wardrobe, Yellow defines "newness" as the
introduction of new product styles throughout the year. Yellow frequently releases goods in a variety
of hues, patterns, and aesthetics to appeal to customers who are style-conscious and enjoy keeping
up with the newest fashion trends. Yellow utilizes Zara's business practices as inspiration so that it
can continue to compete and provide superior customer service in Bangladesh and Pakistan (Das,

2016).

To maintain client happiness, Yellow adheres to certain sales techniques but also changes as local
and international fashion trends. We shall go into more detail on Yellow Bangladesh's branding and

sales tactics in this essay.

3. 5 Selling Techniques for Yellow
Selling technique: Selling technique, which include the transfer of products and services for

monetary gain, are the lifeblood of any firm