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1.1. Objective of the study



Immediate purpose of this Marketing Plan is to practically accomplish the requirements of the M.B.A dissertation course prerequisite and as a consequence to learn the formal Marketing Plan for a new product development. 

Today’s life is growing fast. It is full of demand and expectation. For that there are so many opportunities to satisfy the peoples’ demand. This is an overwhelming opportunity for me to work at a part of a professional business field. In this regard I feel delighted honored to prepare a formal Business Plan. In addition to serve this purpose it tries to find out how:
· to make a proper Business Plan,
· to determine consumers need and
· to learn to be successful in business career

1.2: Scope of the study


There are lots of opportunities to make new businesses. The raw materials are very simple and available around us. As well as there are demand too. So, I used the opportunities to plan for business by introducing new product with different needs and demands for the people. I have tried my level best to gather information regarding the report.


1.3: Methodology
An information plan was structured to collect the relevant data consistent with the preparation of the report to conduct the study, primary and secondary data were reviewed thoroughly in an organized manner. This study is based on secondary data collected from Head office, showrooms, open market, showroom managers, corporate level and gray market. Newspapers and other printed materials were also used for collecting relevant data.

1.4: Limitation

It was difficult to include all the information to prepare a proper Business Plan by providing different facilities in this short time. Therefore, I have arbitrarily picked up some relevant information and I did not get enough information about that. I have tried to include all the information about the business by introducing different flavor in Dhaka city in order to succeed in business.

.
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2.1 General Description of Business

Service One was formed in 2005 with four Directors having long experienced in information and technology. From the inception, the company had a policy to popularize security system, Computer, and other related automation technologies among the people. As time passed they have centralized there focus on the development of customized hardware & software on Bar-code Solution, CCTV, Burglar Alarm System &, Attendance with or without door Access Control System, and many kinds of automated systems.   

2.2: Vision 

Vision: To be a leader as a total Security System Equipment as well as barcode solution provider in Bangladesh. 
2.3: Mission

Mission: The company aims to achieve its vision through being number “One” not only in terms of market share but also by being an employer of choice with up to date knowledge and products geared to address the ever changing needs of our budding nation.

Theme: Service 1 and Systems & Services always strives to uphold the dictum “Customer First”.

2.4: Objective of Service One
 Service One and Systems & Services forward momentum is focused to the Hi-tech   community into a spectacular world of technology with its wide spectrum of revolutionary product and services. The organizations welcome remains to all to experience the revolution.
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        Fig: Organizational structure of service -1

3.1: Administration Department
The major activities of the administration department are as follows:

· Administration department is responsible for all kinds of HR related rules monitoring among the staff of the office.

· Responsible for providing all kinds of office stationary as well as office transportation facilities.

· Some additional activities benefiting the company

3.2:  HR Department
· Staff recruitment, staffing, staff management (transfer, promotion, termination) and staff Controlling.

· Make T/A, D/A allowance as per company rules. 
· Miscellaneous 
 3.3: Accounts Department 
· This dept. basically does the following activities:

· Preparing monthly account’s report

· Preparing the annual report

· LC import related banking activities

· Central accounting process

· Preparing Salary report.                
  3.4: Inventory Department
The following activities are done by this department: 

· Management of inventory.

· Recording total amount of purchase of product monthly.

· Preparing record of total sales unit of products weekly and monthly. 

  3.5: Logistic Department
The activities of this department are no less significant which are as follows: 

· Any type of product distribution.

· Product support and logistic support.
· To arrange high quality of High tech instrument for better service to the client.
3.6: Computer Department
This department is doing the following activities: 

· To check out all computer status.

· To monitor Networking system 

· To maintain all kinds of hardware tools.

 3.7: Marketing Department
This department basically the following activities performs:
· Market survey 

· Sales promotional activities 

· Advertisement 

· Market research 

· Competitor analysis

· Creating new customer and providing service

· Publicity

· Personal Selling

· Brand and Product Development

· Trade Marketing

   3.8: Service Department

This department performs the following activities: 

· After sales service

· Product service done by expertise like service engineer and B.S.C engineer.

· Only own product servicing is done 

· After sale service is done at free of cost for one year. 

PART FOUR
Product and service

4.1. Product feature

4.2. Product ingredient and description

4.3. Product benefits
4.1. Product feature
Time Attendance Machine

· Dual function for Time Attendance and Basic Access Control. 

· Dynamic control of memory up to 2,047 cardholders /5,000 transaction data. 

· Standalone/Network communication via RS232/RS422/RS485, dial-up modem and TCP/IP. (External Converter required) 

· Heavy duty metal housing.(RTA-700) 

· Large LED for time display.(RTA-700) 

· LCD display of date, time, card number, shift schedule, Cardholder name. 

· Programmable shift schedule. 

· 20 bell output enabled for shift change and disabled for holidays. 

· External parallel printer port for real time data output and examination. 

· Data collection software with DBF or TXT file export formats. 

· Limitation of unsuccessful swiped card attempts. 

· Memory full warning. 

· Invalid and re-swiped card off-the-record saves memory capacity. 

Standalone Access Controller

· Quick & accurate fingerprint verification, supports 1:1 authentication 

· Maximum data security by storing encrypted fingerprint patterns not images 

· Built-in Mifare module allows data to be written in Mifare Cards supporting unlimited cardholders 

· ESD/surge protection design to protect devices & enhance communication quality 

· Reader tamper sensor 

· Reliable & easy installation 

· CRC (Cyclic Redundancy Checker) hash function ensures data accuracy 
CCTV (Close Circuit Camera)
1.1 Basic Features of CCTVs

"A closed-circuit television (CCTV) system uses a stand-mounted or hand-held video camera to project a magnified image onto a video monitor or a television (TV) screen" .
· video camera with zoom lens (hand-held or stand)

· monitor or television (attached camera or external)

· provide enlarged image of material under camera

· controls for focus, magnification, brightness, contrast

· X-Y viewing table for easy material movement 

· variety of monitor sizes (5 inches to 20+ inches)

1.2 Advanced Features of CCTVs

· black and white camera with color monitor (allows user selectable foreground and background colors)

· color camera with color monitor (view full color enlarged images)

· controls for foreground and background color, split image, color or b/w presentation

· line markers or windowing (horizontal and/or vertical screen masking that provides a user selectable viewing window for reading)

Soft Tag

Features: 
1) Antenna size (MD x TD): 40 x 40mm, 30 x 40mm, 48 x 50mm, 40 x 70mm, 
50 x 70mm 
2) Adhesive x 1 permanent base 
3) Resonance frequency: 8.2MHz
4) Effective signal volume: >2000cm3 
5) Quality factor Q: >70 
6) Deactivation field strength: 0.9A/m-1.5A/m

Standalone DVR 

Feature: 
-H. 264 compression algorithm ideal for standalone DVR 
-Realtime live display up to 8 cameras, 200/240 fps recording for CIF, 2CIF, 4CIF 
-Full D1 realtime recording and playback for each channel 
-Pentaplex function: Live, recording, playback, backup & remote access 
-Dual encoding streams support, flexible for network transmission 
-8 HDDs supported & CD-RW/DVD-RW supported 
-Multiple control methods: Front panel, IR remote controller, DAHUA keyboard, USB mouse and network keyboard 
-Smart video detection: Motion detection, camera blank, video loss 
-Smart camera settings: Privacy masking, camera lock, color setting, and title display 
-Easy backup methods: USB devices, CD-RW/DVD-RW & network download 
-Alarm triggering screen tips, buzzer, PTZ preset, matrix output, e-mail & FTP upload 
-Smart HDDs Management: Non-working HDD hibernation, HDD faulty alarm, Raid function 
-Powerful network software: Built-in web server, multi-DVR client & CMS 
-Networking access for remote live viewing, recording, playback, setting, system status, event log, e-mail function 

Barcode printer

The most common barcode standards are UPCs and EANs.
Universal Product Code Bar Code - The standard bar code printed on retail merchandise. It contains the vendor's identification number and the product number which is read by passing the bar code over a scanner.

European Article Numbering is the European standard for barcodes. There are two different versions of EAN bar codes, EAN-13 and EAN-8, which encode 13- and 8-digit numbers, respectively. A special EAN-13 bar code with a 5-digit supplemental code is used on books to encode the International Standard Book Number (ISBN) and the price. 

Barcode Ribbon

	Tele-Paper offers a complete range of thermal transfer ribbons for various applications and is suitable for a wide range of Bar Code printers. They are made from high quality raw materials and most importantly, competitively priced. 

Feature:
· Custom made sizes & lengths available.
· Extensive variety and sufficient quantity of ready stocks in our warehouse for prompt delivery/ shipment.
· Wide range of formulae from wax to wax resin as well as near edge ribbons.
· Free sample are available for testing.
· High quality contrast printing for error-free scanning.
· Efficient productivity enables us to pass competitive pricing to our customers.
· Our products are fully tested and comply with strict quality specifications and engineered to preserve as well as prolong expensive printhead life.


Pos Printer

1.2.1 Features

· Product Description: Zebra RW 220, label printer, B/W, direct thermal

· Printer Type: Label printer, direct thermal, monochrome

· Form Factor: Portable

· Dimensions (WxDxH): 4.4 in x 2.9 in x 6.8 in

· Weight: 1.5 lbs

· Localization: Australia, Canada, Mexico, Malaysia, United States

· Max Media Size (Standard): Roll (2.35 in)

· Max Media Size (Custom): 2.35 in

· Print Speed: Up to 179.5 inch/min, B/W

· Max Resolution ( B&W ): 203 dpi
· Flash Memory Installed (Max): 4 MB

· Language Simulation: ZPL , EPL2, Card Printer Program Language (CPPL)

PABX Solution
Feature Summary
	Feature
	Explanation
	Requirements

	ADSI On-Screen Menu System
	 
	 

	Automated Attendant
	Allows callers to be automatically transferred to a user's extension without the intervention of a receptionist. e.g. select 1 for sales, 2 for support...
	 

	Blacklists
	A list of persons or organizations that have incurred disapproval or suspicion and therefore penalized. 
	 

	Blind Transfer
	Ability to transfer a call to another extension without the need to wait for the other person to pick up.
	 

	Call Details Record
	A log of all calls made including: source no., destination no., call duration, date, time etc
	Third party database if records are to be stored in format other than text file.

	Call Forward on Busy
	Calls are automatically forwarded to another extension or phone if the phone is busy.
	 

	Call Forward on No Answer
	Calls are automatically forwarded to another extension if not answered after a defined number of rings.
	 

	Call Monitoring
	Allows a supervisor to listen in on a phone conversation.
	 

	Call Parking
	Allows a call to be 'parked' on a virtual extension and then picked up by a third party by dialling in to that extension.
	 

	Call Recording
	Recording of a phone conversation for later playback.
	Significant amounts of disk space may be used (approx. 16KB/sec of recording).

	Call Transfer
	Transfer a call to another extension. 
	 

	Call Waiting
	Allows switching between two simultaneous calls. 
	 

	Caller ID
	Displays the caller’s phone number on the phones screen. 
	Remote phone must send caller's ID. 

	Caller ID Blocking
	Block a call based on the caller’s phone number. 
	 

	Call ID on Call Waiting
	See the phone number of a second caller whilst talking to the first caller. 
	 

	Database Store/Retrieval
	Store calls information in a database for later retrieval. 
	Third party database such as MySQL.

	Database Integration
	Ability to access a database during a call to provide such information as a customer’s outstanding balance.  E.g. Asterisk can whisper the callers balance or name in your ear just before putting the caller through. 
	Third party database.


Anti Shop Lifting

Features Specifications: RF sensor,anti shoplifting system,RF alarm,detection system

RF sensor
Features:
1) The system is made by the most advanced technology(DSP), digital model 
distinguish technology(ADD/RF), AGC control technology and QF scanning 
technology, high sensitivity, suitable for all of the RF8.2mhz accessories.
2) Height: 160cm 
3) Voltage: 220V
4) Weight: 15Kg 
5) Current: 0.5A
6) Color Optional
7) Power: 20W 
8) Material: Stainless steel 
9) Frequency: 8.2MHz 
10) Max humidity: 60%
11) Range: 80-180cm 

Hard Tag
Features Specifications: CW-0001(Mini square) RF Hard Tag
Place of origin: Guangdong China Model No: CW-0001(Manicure) Payment Terms: T/T Minimum Order Quantity: 1000 Piece/Pieces Supply Ability: 50000000 Piece/Pieces per Month Package: Cartons Delivery Time: 1 - 7 days Brand Name: Well point

· Frequency: 8.2MHz 

· Available sizes: 

· 48mmx 42mm 

· 1000pcs/CTN

Barcode Label

Barcode Label Maker is a complete business solution for providing you customized and professional barcode labels with option to generate printed barcode labels such as stickers, tags and more. Utility provides a customized Barcode labels by combining bar codes, text, shapes, and graphics into professional quality to create high resolution barcodes. Barcode label generator comes with following advanced features:

· Facilitate the user to generate the barcodes in all popular barcodes fonts and save them at user specified location or at clipboard.

· Saves barcode images in jpg, bmp, gif image file format.

· Support generation of barcode labels in bulk quantity for commercial usage.

· Moving, resizing, modifying objects on your labels is just a few click away.

· Generate secure barcode labels.

4.2. Product ingredients and description
Product list of service-1

	Serial No:
	Product Name

	01.
	CCTV & Accessories

	02.
	Anti Shop Lifting

	03.
	Different type Attendance & Access Control Machine

	04.
	Hard Tag

	05.
	Soft Tag

	06.
	De-activation Pad

	07.
	Digital Barcode Scanner

	08.
	DVR

	09.
	PVC ID Card System

	10.
	Proximity ID Card System

	11.
	PA (Public Address) System

	12.
	POS Printer

	13.
	PABX System

	14.
	Auto Door

	15.
	Burglar & Fire Alarm System

	16.
	Super Market Equipment

	17.
	Advance Software 


SERVICE-1

Super Market Equipment

	1.3 Serial No.
	1.3.1 Product Name

	01.
	Shopping Trolley

	02.
	Shopping Basket

	03.
	Shelving / Gondolla

	04.
	Electronic Weighing Scale

	05.
	Insect Killer

	06.
	Popcorn Machine

	07.
	Food Warmer

	08.
	Security Mirror

	09.
	Hand Wrapping Machine

	10.
	Soft Bag

	11.
	Weighing Scale Label

	12.
	Different Types Of Tray

	13.
	Check Out Counter

	14.
	Different Types Of Fridge

	15.
	Different Types Of Chiller

	16.
	Refrigerator For Fish

	17.
	Kitchen Item

	18.
	Anti Shop Lifting

	19.
	Cold Room


Advance Software

	Serial No:
	2 Product Name

	01.
	Attendance & Leave Management with payroll

	02.
	Inventory Management

	03.
	Point Of Sales (POS)

	04.
	Customer Relation Management  (CRM)

	05.
	SMS Broad Cast

	06.
	Fixed asset Tracking Software

	07.
	Barcode Software


SERVICE-1

                           Garments Product

	Serial No:
	3 Product Name

	01.
	Different types of  Barcode Printer 

	02.
	Barcode Software

	03.
	Barcode Scanner Machine

	04.
	Different type of  Blank & Pre-printed Barcode Label

	05.
	Thermal Transfer Ribbon

	06.
	Industrial Printer


Time Attendance Machine
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RAC-800/900
Full Function Access Controller
Product Information
	· Dual function for Access Control and Basic Time & Attendance. 

· Standalone/network operation, expandable to 255 sets. 

· Memory capacity 4,096 cardholders / 2,048 events. 

· Swipe card, pin code or card + pin code access mode (Door IN), slave reader or exit button. (Door OUT) 

· Duress card, duress code, secret duress alarm. 

· Security function to activate or deactivate all or selected sensors. (RAC-900) 

· Independent 3 sensor inputs for RAC-800; 8 sensor inputs and 4 relay outputs for RAC-900. 

· Able to connect external slave reader. 

· Able to connect dial-up modem for real time alarm notification to headquarters or to control center. 

· 8 time schedules for RAC-800/900 & 60 holiday schedule for RAC-900. 

· Limitation of unsuccessful swipe card attempts for RAC-900. 

· Audio tone: standard, independently controllable for RAC-900. 

· Anti pass back for RAC-900. 

· 90% memory full warning. 


Standalone Access Controller

RAC-260A
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Product Information
· Weather and dust proof for indoor and outdoor use. 

· 800 cards / users (optional single or sequential card number setting), extensive using selected check digits. 

· 3 entry modes: card, card or pin codes, card and pin codes. 

· Programmable door release time. 

· Door monitoring / Tamper alarm. 

· Duress alarm. 

· Programmable disarm code. 

· Limitation of unsuccessful swipe card attempts. 

· Conditional unlock door enabled / disabled mode selection. 

Watchdog function secures system free from halting
CCTV (Close Circuit Camera)




Product Description 

Name: CCTV Camera (TR-D380C) 
Model No.: TR-D380CCCD Type: 1/3" CCD 
Pixels: PAL: 752H*582V NTSC: 768H*494V 
Scanning System: PAL/NTSC 
Horizontal Resolution: 480TVL 
Minimum Illumination: 0.5Lux/F1.2 
S/N Ratio: ≥48dB 
Video Output: 1.0Vp-p/75Ω 
AGC: ON/OFF Switchable 
White Balance: Auto 
Backlight Compensation: ON/OFF switchable 
Exposure Mode: EE/AI switchable 
Electronic Shutter: 1/50(1/60) - 1/100000 sec 
Lens: C/CS 
Power Supply: DC12V± 5% 
Operation Temperature: -20º C--50º C

	Packing: 
	Polyfoam and carton packing

	Model:
	TR-D380C

	Standard:
	FCC CE RoHS

	Productivity: 
	8000pcs/month

	HS Code: 
	85254090

	Trademark: 
	Tralink or OEM or Neutral

	Origin: 
	China


YHDO CCTV CCD YH-9628
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Product Information 

Pickup device:  1/3-inch Sony CCD image sensor
Number of pixels:  PAL:512(H)×582(V)
System of signal: PAL 
Horizontal resolution:  420TV Line
Minimum illumination:  1.5Lux/F1.2
Lens mount:  C/CS
Backlight compensation:  ON/OFF(switchable)
AGC: ON/OFF(switchable)
Electronic shutter:  1/50(1/60)~1/100,000sec
Iris control:  VIDEO/DC
White balance:  ON/OFF(switchable)
S/N ratio:  48dB
Gamma correction: 0.45
Operation temperature:  -20℃~50
Sync.system:  intertal
Video output:  1.0v p-p /75Ω
Power supply:  DC12V,＜150mA/AC24V,<120mA/AC220V,<10mA
Dimensions(mm):  60(L)×46(W)×130(H)
Weight(g):  560

4 Standalone DVR 



Standalone DVR - HBE SATA Series 

Product Description 
Model 1-DVR0404/0804HBEH-S: 
4/8 channel loop matrix and audio/video model 
Model 2-DVR0404/0804HBE-S: 
4/8 channel audio/video basic model 
Model 3-DVR0804HBEL-S: 
8 channel loop and matrix combination model 
	Packing: 
	Polyfoam and carton packing

	Model:
	DVR0404/0804HBEH-S /DVR0404/0804HBE-S

	Standard:
	CCC,CE,UL,RoHS,FCC

	Productivity: 
	5000pcs/month

	Unit Price/Payment: 
	T/T W/U

	Trademark: 
	Tralink or Neutral

	Origin: 
	China

	Min. Order: 
	10pcs

	Transportation: 
	By air /By sea/By express(DHL,UPS,FedEX,TNT,EMS)


DVR Card




DVR Card (TR-SV6816) 

Product Description 

Specification: 

1.1 - 16 CH Video Input per card 
2.120f/s(NTSC), 100f/s(PAL), Mpeg-4/H. 164 compression 
3. TW 6805 Chipset, 10 bit ADC with 4H Comb Filter 
4.4 CH Audio input(Optional), Alarm I/O port, Watchdog, TV out 
For more information, we welcome your inquiry

	Packing: 
	Polyfoam and carton packing

	Model:
	TR-SV6816

	Standard:
	CE FCC

	Productivity: 
	10000pcs/month

	Unit Price/Payment: 
	T/T W/U

	Trademark: 
	Tralink or Neutral

	Origin: 
	China

	Min. Order: 
	10pcs

	Transportation: 
	By air /By sea/By express(DHL,UPS,FedEX,TNT,EMS)


[image: image1]Barcode printer

Bar code label printer is ideal for applications requiring a space-saving, desktop-size, and 4.09" (104 mm) printer. This user-friendly printer delivers optimal performance in today's on-demand desktop labeling applications. The TLP 2844 has a sturdy construction with a double-walled ABS casing.

The TLP 2844 integrates easily into a variety of printing applications, including shipping and receiving, warehouse shelf labeling and inventory control, hospitals, healthcare, and medical laboratories, transportation and logistics, and e-commerce postage. Serial, parallel, and USB interfaces, and an optional internal Ethernet (Zebra Net Print Server II), make this flexible, reliable, and affordable printer a smart investment.

Barcode Label
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The Ultra Strip III Book label exhibits a special ultra low-tack adhesive designed to protect books without damaging pages or falling out when the book is opened. The Book Label is compatible with all Ultramar® detectors and proximity deactivation devices. Due to its intended usage, contact deactivation is not recommended. This label product is available in barcode half sheets consisting of 54 labels. Note: The Book Label should not be placed on product intended for children's use

Barcode Scanner
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MS9590i VoyagerGS™
Honeywell’s MS9590i VoyagerGS™ hand-held laser scanner delivers a rugged and reliable solution for scanning all standard 1D bar codes in challenging environments. The MS9590i incorporates reinforced housing which is ideal for light industrial and warehousing applications.
Additional product features include an IP54-rated design, drop specification of two meters, rapid scan speed of 100 scans per second, extended depth of field, CodeGate® data transmission, manual-trigger operation, automatic in-stand detection, data formatting, configuration with MetroSelect or MetroSet2 via RS232 or USB and a 5-year limited warranty
4.1 Specs

	Quick Specs (for full specifications, please refer to the download tab. Full specifications can be found in the data sheet or user's guide)

	Depth of Field:
	0 mm - 305 mm (0” - 12”) for 0.33 mm (13 mil) bar codes @ default 

	Width of Field:
	50 mm (2”) @ face; 300 mm (11.8”) @ 305 mm (12”)

	Scan Speed:
	100 scan lines per second

	Minimum Element Width:
	0.127 mm (5 mil)

	System Interfaces:
	PC Keyboard Wedge, RS232, and 46xx RS485


Barcode Ribbon
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Zebra Thermal Transfer Wax (4.00 in. x 983 ft. - 24Ribbons-Case) for Eltron QualaBar 485Printer 

	Details

	Compatible Brand (Ribbon) 
	Argox 

	Compatible Printer (Ribbon) 
	Argox printer 

	Color (Ribbon) 
	Black 

	Type (Ribbon) 
	Polyester 


Anti Shop Lifting 




	ELECTRONIC ARTICLE SURVEILLANCE SYSTEMS

	Model:PDS3200, 
Export area: North America Central-South America ASIA Europe Africa 
Introduction: We are the largest manufactures whom produce electronic article surveillance system and access controller as well as home alarm, EAS is installed to avoided goods being stolen from supermarket, it is surt for supermarket, bookstore, clothing,store,,etc. 


Pos Printer




Summary

The Zebra RW 220 is a 2-inch mobile printer ideal for receipts on the go. Its modular design allows users to choose among secure wireless options and card readers. The compact printer also offers convenient vehicle mounting and charging options, as well as user-intuitive interfaces and angled display for easy use while on the go! Additionally, the RW 220 has a high-speed processor and large memory for quick and efficient processing of complex receipts, graphics and fonts using sophisticated wireless options. As the only mobile printer to meet the stringent IP54 dust and water resistance rating, the RW 220 can withstand the harsh demands of a number of Route Accounting/Field Service, Retail and Transportation printing applications, including: Delivery Receipts, payment receipts and travel passes. 

4.1.1 Features

· Product Description: Zebra RW 220, label printer, B/W, direct thermal

· Printer Type: Label printer, direct thermal, monochrome

· Form Factor: Portable

· Dimensions (WxDxH): 4.4 in x 2.9 in x 6.8 in

· Weight: 1.5 lbs

· Localization: Australia, Canada, Mexico, Malaysia, United States

· Max Media Size (Standard): Roll (2.35 in)

· Max Media Size (Custom): 2.35 in

· Print Speed: Up to 179.5 inch/min, B/W

· Max Resolution ( B&W ): 203 dpi
PABX Solution
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Panasonic Digital PABX 
KX-TD500
· 192 CO Lines/ 448 Extensions 

· (Max. 512 Ports) 

· Super-Hybrid Multi-Device Technology 

· ISDN Capability (BRI/ PRI) 

· TAPI 2 CTI Interface 

· QSIG Digital Networking Allows Basic Call Handling (Outgoing and Incoming), Closed Numbering Routing, and CLIP/ COLP/, CLIR/COLR 

· Integration with Voice-Processing System 

· Advanced CTI Features, Including Name Dialing and Database Pop-up 

· Built-in Hotel Features: Check In/ Check Out, Wake Up Calls, Room Status, and Remote Station Lock

· UCD with massaging capability with agent long- in/ Log-out (Max.8 Messages, 30 Seconds Each)

Hard Tag
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RF-201(Triangle)

 INFO

RF-201(Triangle) 

Code: RF-201(Triangle) 
Frequency: 8.2MHz (Deactivatable/Non-Deactivatable/Transparent/Thermal) 
Dimension: 40mmx60mm (1.57"x2.36") 
Detection: 0.90m-1.20m (2.96'-3.94') 
Color: Barcode/White/Black or Customized 
Packing: 20,000pcs/ctn (1,000pcs/roll), 0.025CBM, 13kg 
Description: Disposable, paper-thin, compatible with all 8.2 MHz RF systems. Be applicable for all types of merchandise in retail Setting.

Soft Tag
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A-001(Soft Tag)

 INFO

A-001(Soft Tag)

Code: A-001 (Soft Tag) 
Frequency: 8.2MHz/1.95MHz 
Dimension: 70mmx61mm (2.76"x2.4") 
Detection: 1.50m-2.10m (4.92'-6.89') 
Lock: Three balls clutch, Standard/Super 
Packing: 2,500pcs/ctn, 0.035CBM, 12kg 
Description: Logo or price info or barcode printed. RF coil integrated into the plastic envelope. Combine with clutches and pins

4.3. Product benefits
CCTV: 

To monitoring all kind of expected and unexpected event to the high official management as well as to all kind of security. Any kind of unexpected event perhaps occur in any time for this reason every management want to protect their office premises by the help of CCTV.
Time Machine:

 Time Attendance machine basically used for keeping exact time status of all kind of employee as well as its helps to provide authorization of office employee who can easily enter to the entrance by punching a digital coding PVC card.  As a result any unauthorized people do not able to enter the restricted area with out PVC digital Card.

DVR Machine: 
DVR Machine is used for keeping recoding status of CCTV. aAs a result any time it is possible to check out all kind of expected or unexpected vedio picture and it will help us to make any kind of CD or DVD by whole life time.

Barcode Label: 
Barcode label is basically a paper which is used any product for such type of information such as Product price, Expire date, purchasing date etc.

Barcode Printer: 
Barcode printer is used to print barcode label as a high quality of printing status and it is able to provide the best length and widens of barcode.

Barcode Scanner: 
Barcode Scanner is used to for scanning the barcode label so that person can easily get the secret information of the barcode label.

Barcode Ribbon: 

Barcode Ribbon is used to Barcode printer machine without ribbon barcode printer can not print any thing. There are two kinds of Ribbon 1) Wax and wax ression.

Anti shop lifting: 

Anti shop lifting is used to protet any kind of product’s security. If any one want to buy anything without paying any thing than it will give a signal for awarance the security person for the illegal taking the product.,  

Tag: 

Tag is a security item which is related with the anti shop lifting. With the help of tag anti shop lifting is able to find out the illegal even. Tag is put in every product of any super mall or shopping mall. 

PART FIVE
Market plan

5.1. Target Market Strategy

5.2. Market positioning

5.3. Product strategy

5.4. Price strategy

5.6. Promotion strategy
5.1. Target Market Strategy

· Our target Market:

· Multinational office.

· Government office

· Non Government office

· Private University

· Non private university

· Private Bank

· Government bank

· Hospital

· School & College

· Restaurant

· Trading Business

· Real State Business

Target Market Strategy:

The company Service-1 is serving it’s product to different types of customer through different types of Target Market Strategies which are given in the diagram below and elaborately discussed.
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Fig: Target marketing strategies

Undifferentiated (mass) marketing:

Through the mass marketing strategy our company offers same types to all of the customers. Here there is no differentiation of market. Company designs all of it’s products that will appeal to largest customers. It considers the whole market as a single market and offer same product to that market. For example Service-1is offering Time attendance machine to all of its customers.

Differentiated (segmented) marketing:

The company Service-1 also follows the differentiated marketing strategy through which it offers various types of to various customers. Here company decides to target several market segments and design separate products for each. For example, Time attendance machine is providing to office & factories of different models like RAC-600, RAC-900.

Concentrated (niche) marketing:

As a small company we are mainly using this Niche marketing Strategy through which we are offering our product to few segments and where competitors is few. Here company is targeting to serve its product or services toward only customers that it can serve best and most profitable. For example, we are now providing CC Camera to Private Universities where competitors are few.

Micromarketing (local or individual marketing):

Through the local or individual marketing, company usually tailoring products and services according to the individual customer choices and preferences. This strategy also known as customized marketing & one to one marketing. Here mainly highlights to the individual customers needs and wants. For example, Service-1 providing different types of Soft ware according to the customers expectation.

5.2. Market positioning
Market positioning involves implementing the brand’s unique benefits and differentiation in customers’ minds. It also helps to create a clear and distinctive idea in the mind of customers. If a company positioned its product effectively and efficiently then customer will recall that company’s product easily and will purchase again and again. Our company Service-1 positioned its market and it’s product by using a tag line named “Customer first”. The company priors mostly to the customer’s service fist then settle to do other tasks. So, when customer will get better service then they will recommend to others for our products and services. Through this way the company is trying to capture the market and want to create a good place in the customers mind. 

This is a leading company in now Bangladesh as a total computerized security system as well as barcode solution provider in the whole country. In near future this company will achieve the 1st place in Bangladesh through their product promotion and positioning strategy.

5.3. Product strategy

We always tried to provide US and UK based products to every multinational company where as  we are trying to provide to many other organizations which are less quality and collected from  the subcontinent of Asia  such as Malaysia, china, Taiwan, Korea etc. A product can be offered various types of features but we are focusing quality. The company always ensures better quality to its customers which are better than the competitor’s product.
Before telling anything about our product strategy I would like to mention few factors that we always keep in mind to make our product a successful one. We know there is one controllable and two uncontrollable variables that exist in marketing. Controllable variable are the elements of the marketing mix. 4ps of marketing mix are Product, price, promotion and place. The proper mixing of these 4ps is very important to survive in the market. The one most important task of marketing people is proper mixing of 4ps.

Controllable variables
· Product, price, promotion and place.
Uncontrollable variables
· Market/ consumer/ customer.
· Economy, geography, socio/ religion/ culture, technology, ethics, competitive structure.
So, marketing people cannot control those uncontrollable variables which are strongly associating with the business. On the other hand marketing people can strongly control the controllable variable which is 4ps of marketing. Now a day it is not only 4ps but also 4Cs and 4As. These have been shown below:

   4Ps



4Cs


       
       4As

Product

Customer value


Acceptability

Price


Customer cost


Affordability

Place


Customer convenience

Access ability

Promotion

Customer communication
Awareness

5.4. Price strategy

We know that there are few ways   of pricing a product. These are 

· Price skimming 

· Market Penetration Pricing

· Value pricing, 

· Cost pricing 

· Markup Pricing

· Target Return Pricing

· Going -rate Pricing

In pricing strategy, Service-1 is following “Market-penetration pricing”. Market penetration pricing represents setting a reasonable price for a new product in order to attract a large number of buyers and a large market share. Service-1 think production and distribution costs must fall as sales volume increases. 

Price is a vitally important decision area because although it is a promotional tool in many respects, it is the main source of income to the organization. If prices are lowered for promotional purposes, the case flow within the company, and its long-term profitability, could be seriously affected. As with products, there is normally a range of prices. These can vary according to the quantities bought, the importance of the customer, and the market segment. Pricing can be long-term and short-term. Pricing can involve discounts, special offers, allowances, credit, and ‘trade-ins’. It is vitally important to get price decisions right
5.5. Place strategy
Place plays a pivotal roll in marketing mix. It is an essential and integral part of the product mix. Generally place is concerned with all decision involved in gating the right product to the target market. It is important to say a product is not much good to a customer is it is not amiable when and where it’s wonted. It is connection proper timing and resuming regional part is wide inevitable. Hence through implementing a channel of distribution we, Service-1 makes its products available to the final customer. 

Literately, service-1 imports all of its products from abroad and stores them into its own godawon and finally services the customers directly by way of providing assistance in installing the product.

Succinctly speaking, Service-1 provides its products mainly in Dhaka and its adjacent places.

Service-1 mainly assorted or categorized its products as, Garments, Super mall, Office, Bank, Shopping mall, University, etc.

Service-1 is situated in Dhaka since the requirement of this product are existent to mention that the demand of this products are increasing rapidly beyond Dhaka city and Service-1 is trying to reach there so far.

Service-1 incorporates various sorts of things namely CC Camera, Time Attendance Machine, Access control Machine, Barcode Label, Barcode Printer, Barcode Scanner, Barcode Ribbon, PABX Solution, Anti Shop Lifting, Hart Tag, Soft Tag, Customized Software, etc.

Transportation plays an important role in achieving marketing motto. In this respect; Service-1 transports its products through its own Pickup Vans.

Logistic are very important catalyst in full filling marketing motto. Basically, there is not much implication of logistic in this company since its operational boundary is not well expanded better be talking it’s operate only with in a small geographical boundary. 

5.6. Promotion strategy
 Service-1 Products is a new company for the products of security system. We are advertising our product to the whole of our country through print media like Magazine, Poster, News Paper and Billboard as well as electronic media also. My company is launching for the first time with a totally new and different product in Security System market. So my advertisement is to create awareness to my customer in my introducing level. So, I think my advertisement will be better to publish in print media and I will also use News paper poster and billboard near any shopping complex, tourism place, school, college and university to introduce my new innovation and exclusive collection to my target customer.

Promotional tools:

 Promotion has been defined as the coordination of all seller initiated efforts to set up channels of information and persuasion in order to sell product and services or promote an idea. There are four types of promotional tools are more emphasis in the marketing process. The different types of promotional tools are mention bellows:

Sales Promotion: Sales promotions are used for increase the sales volume by customer attraction. Here Service-1 throwing a special offer to the customer. It could be discount offer or it could be the offer of after seal service long time. Consumer –oriented sales promotion is targeted to the ultimate user of a product and includes gift, sampling, and various point-of-purchase materials. These promotional tools encourage consumers to make an immediate purchase and thus can stimulate short term sales. So I try to use most of the tools regarding sales promotions to attracting my target customer. 

     The most frequently used forms of sales promotion are the following 

(
Point- of – purchase advertising 

· Premiums 

· Specially advertising 

· Coupons 

(
Sampling 

· Deals 

(
Event marketing 

(
Sweepstakes and contests 

(
Cooperative advertising 

(
Trade Shows and exhibits 

· Directories and Yellow Pages

· Trade incentives

Advertising: 

Advertising is used to inform, persuade and remind in order to gain a response from the target market. As we are new in the market we will go for informative advertising. Advertising is the effective way to pass the product benefits and information to the ultimate customer. Advertising involves mass media that can transmit a message to large group of individuals, often the same time. One advertisement may seek to generate immediate response or action from the customer; another may want to develop awareness or a positive image for a product and service over a longer period. Advertising can be use to create company  image and goodwill symbolic appeals for company , a very important capability for companies selling products and services that are difficult to differentiate on functional attributes. Observing these kinds of facilities I would like to inform my target customer to create awareness my products and service through advertisement. The way of advertising can be different type. This are-

1. Newspaper

2. Magazine                                            

3. Bill board

4. Distribution of Catalog 



 5. Propos for mail

    The odjectives of adverfising of Service-1 Marketing are given below:


1.
To establish an immediate sale. 

 
2.
To bring prospect to closer to a sale.
 
3.
To bring a long  term franchise. 
 
4.
To bring consumprion among users. 
 
5.
To initiate first move towards a sale. 
 
6.
To give sales force a supporiting servise. 
 
7.
To gain market support. 
 
8.
To deeper penetrarion .

9.
To open distribution.


10.To develop image. 


11.To import intormation

12.To enter new marker 


13.To create awarenes. 


14.To support retail trade. 


15. To promote incentive marketing. 


16.To counter price competition.

17.To overcome memory laps.


18.To defend preseent positio. 


19.To establish market lead. 


20.To reinforce reputation monopoly. 

Publicity:
Publicity refers to non personal communications regarding an organization, product, service or idea not directly paid for or run under identified sponsorship. It usually comes in the form of a news story, editorial, or announcement about an organization and its products and service. The company or organization attempts to get the media to cover or run a favorable story on a product, service, and cause or even to affect awareness, knowledge, opinion, and behavior. These techniques used to gain publicity include news releases, press conference, feature articles, photographs, films, and videotapes. So I have use publicity as promotional tools to increase my sales and create my product and service image.

Personal Selling:

The final elements of an organization’s promotional mix is personal selling, a form of person to person communications in which a seller attempt to assists and/or persuade  prospective  buyers to purchase the company’s  product or service or to act on an idea. Unlike advertising, personal selling involves direct contract between buyer and seller, either face-to-face or through some form of telecommunications such as telephone sales. This interaction gives the marketer communication flexibility, the seller can see or hear the potential buyer’s reaction and modify the message accordingly. Personal selling efforts can also be targeted to specific markets and customer types that are the best prospects for the company’s product and service. So personal selling is needed for my products and service selling and also get the customer immediate feedback. Therefore action taking and decision making are very much easier to me. 

Slogan of the promotional program:

Slogan or tag line is very important for a particular product and service. Without a slogan product positioning cannot happen. Through a promotional slogan a product position set into the customer mind. According to product category slogan can be different. There are few examples as follows:

· COCA COLA: “Think Globally, Act Locally”.

· FEDEX: “Relax. It’s FedEx”.

· AIRTEL: “Express Yourself”.

So the customer can make a perception about my product. I am sure that the perception will be favorable. They can understand what kind of food items I provide them.

Rational:

My product and service is mainly security system. So my slogan has made with making a similarity of my products and services. That’s why my slogan is Service 1 always strives to uphold the dictum “Customer First”.
The reason behind the slogan is, people work hard in whole day and they want refreshment and food to recover the energy. If he takes my various food items of my company he will get refreshment as well his body will fit for working.

That is why my promotional slogan is “Service 1 and Systems & Services always strives to uphold the dictum “Customer First”.” which really mean that or relevant to my product category as well it set the product position into the customer mind.
PART SIX
SWOT Analysis of the company
6.1. SWOT Analysis

The overall evaluation of a company’s strings, weaknesses, opportunities and threats is called SWOT analysis.

          S =Strength

          W= Weakness

          O = Opportunity

          T = Threats.

SWOT analysis helps to explore the areas of possible changes in marketing activities. To SWOT analysis we have to divide the environment into two kinds – internal environment and external environment. Internal environment consists of strengths and weaknesses. On the other hand, external environment consists of opportunities and threats. 

Internal environment analysis:

Strengths: Service 1 Company has much strength such as – 

· Service 1 has great company reputation.
· Domestically Product and Service image.
· Customer loyalty.
· Availability of capital.
· Use of modern technology.
· Service 1 uses the ingredients Hardware and Software engineers.
· Expertise Marketing and seal person.    

Weakness: Service 1 Company has some weaknesses such as –

· The channel of distribution is not strong like competitors.
· Insufficiency in information system for efficient supply chain management.

External environment analysis:

Opportunities: Service 1 Company has many opportunities such as –

· Increasing demand of product and service.
· Increasing rate of market. 
· Mature market in Bangladesh.
· Expanding awareness of people towards quality product and service.
· Availability of product and service. 
· Near future it will be a booming sector in Bangladesh.
Threats: Service 1 Company has some threats such as-

· Too many companies in this market.
· Introduction of advance technology.
· Imposition of higher tax rate on small business enterprise.
· Possibility of economic depression.
· Legislation to reduce number.
About Product and Our Client: We have possessed as authorized or exclusive dealer of many of world leading product brand like Chiper Lab, Zebra, Metrologic, Promatic, Nabco, Garret, etc. Our Attendance, Access Control, Bar-code solution, CCTV, PA Equipments, and Communication System are widely used and very much popular in the market. 

PART SEVEN
Findings 
7.1: Findings
· Staffs are very supportive and cooperative to each other.

· Top management guided their employee consciously and carefully.

· The overall performance of the company is satisfactory. 
· Insufficient capital

· Shortage of Manpower

· Stock Shortage

· Hassle for importing product through LC.
· The biggest problem of this company is inadequate number of computer.

· The number of corporate clients is small.

· The auxiliary products are very limited 
· It  maintains the company commitment   
PART EIGHT
Recommendation & Conclusion

8.1: Recommendations
1. 
Company should raise its fund to change its business area. 

2.
Stocks should kept available to deliver the products to it's customers in appropriate time. 

3.
Manpower should be raised to do the company work timely.

4.
Company should find a centre point of operation. 

5.
To keep quality products for the valued clients. 

6.
Company should take proper innovative to formulate a marketing plan. 

7.
Company should employ require some good technicians. 

8.
More advertising campaign should be taken to attract the customers
9. 
After sales services facilities should be prompt & with care.

10. Become more aggressive to cover wide area.     

11.
Can improve promotional activities (consumer promotion, trade promotion).  

12. Set up a strong brand image. 

8.2: Conclusion 
From the study of Competitive market analyze of Security System products, it can be concluded that functions followed by Service-1 Company is comparatively good. Since consumer demand is changed instantly, the company should take the advance strategies and policies to grab the market. In this regard integrated marketing can be helpful. Rivalry is likely to increase; its Service-1’s strategic move to capture all the arena of domestic market has been successful. The life cycle stages of the products of Service-1 are mostly in introduction stage. Customers are very brand loyal some rivals have good reputation whose market share is high. As buyers’ preferences are changing it is inducing the industry to change. An intense competition is going on in the market of security system products between the brand and non-brand product. The increasing demand for non-brand product is due to lower price rather than others.

Customers are not very well-known about Service-1 product like due to the drawback of advertisement. Advertisement is one of the key issues of sales growth through which GA. Gazi, Barcode Automation and some other non-brand are doing very well in sales. GA and Gazi are most demanding in the security system market because of lower price, nice getup and for guarantor period. The demand of Service-1’s products is increasing day by day which is a positive sign for Service-1. Service is the first choice of the customer for purchasing Security System Product but brand loyalty and quality are not ignorable.
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