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Abstract

Rangladesh needs caport diversification Jor improving her economic
sitwation. Export of software tn the globul environment s benefioud, as
exporting of sofrware may be able to increaxe foreign exchange carnings
of the cousttry in a farger volume. Software markeing stritegy hould be
redesigned, which mist be uccompanied with piroper market reguirement
analysas. The ahor suggests thut proper marker planning should be
accompanicd with the implemensation, He also comments that more
imestment and imtiatives from the privaie secior for  developing
Information und Communicanon Technology (ICT) sector are reguared
s that they can act us both coaplementary wnd sabstituting activities' of
the Government initiatives.

LO INTRODUCTION

Bangladesh needs diversified expart pmduct. In the efa of globalization,
the country is still lngging behind und heavily depends on donars and
foreign coumtries, as foreign exchange earnings are low. The globul
business environment is graduully going to changes, due to the expiry of
the multifiber agreemem after the year 2004, This may also hamper our
present exporting system, as readymade gnrmenis sector will have 1o face
stiff competition, To incrense foreign exchange earmings, software should
be exported in foreign countrics and must act as o vehicle of source of
carnings of valuable foreign exchange. Government is trying to prepare
level playing field 10 nurture software development. In the recent cabinel
meeting. national ICT pobicy was approved. Budgewry allocation of
funds for Tk.Three hundred crore has made [or developing IT sector
during the current fiscal year. Expon promotion Bureny under Ministry
of Commerce i§ going 10 open two representative offices one in USA and
snother in Europe for doing promotional actives of software expont. ICT
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incubator is ulso going 1o be sel up al the heart of the Dhaka City jp
RSRS Bhaban very ool

The country i still [ar away (o schicve the target of exporting swoliware
and IT enabled services for USS 20 Billion by the year 2006, As such
the country needs a long-term sirategy. If the country cannot stari up
with proper vision and mission through SWOT analysis of comparabive
advantage of software expori. she cunnot be nble 1o increase foreign
exchange earnings und thus remove her vicious circle of dependence on
donors und foreign countries,

Marketing of the sofrware in foreign countries depends on certain
sirlegic issues such us identification of possible buyer, proper contrict
with them, availability of the software as per the buyers® requirement,
fulfiliment of the contract with the buyer, expertise of the domesiic
software firm, und also expon assistunce. Proper murkel intelligences ure
needed 50 that export objectives und desired goals can be achieved
through business pramational activities and can nlso be tble 10 el os
supportive 1ol for intermational linknge.

1.1 Objectives of the Study:

The study has been undertaken with following objectives:

1] to ascertain present status of the software marker of Bangladesh:

2] o identify the main draw backs of locul software matkeling strategies:
3] 10 find out porentialities of exporting of saftware;

4] o sugges: recommendutions for software export o that targel ol
loreign exchange earnings can be achieved by the year 2006.

1.2 Methodology

The study s based on both the primary sources and secondiry sources.
For primary sources, the study hus prepared 1 questionnaire. Twenty-
three owners of the 10l number of software firms ure interviewed.
These software firms ure situated in the Dhaka City. Time petiod of the

study is 1" Seplember 1o 15® October 2002, In cuse of secondary dafa,
we have duly acknowledged the exact sources.
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2.0 LITERATURE REVIEW

Stanton (1981) describes thist product planning embrsces all activities
that ¢nable a company to determine what products it will marker, Product
development, a more limited term, encompasses the technical sctivities
of product research, engineering and designing

Evans and Herman (1982) comment that the overall marketing plan has
five clements: identifying opportunitics and potential problems,
developing objectives, creating an approprile sirategy. implementing
tactics and moniloring results.

Shaw and Swone (1988) advocate that working with a comprebensive
corporate  syslems architecture help morketing managemaent work
harmoniously with sysiem management and the rest of the business. The
architecture defines how and when informition flows at every stage of
the marketing function's cycle of planning, execuling, monitoring and

reporting.

Berkowitz (1997) argues that a murketing plan is i road map for the
marketing activities of an organization for a specified period of time,
such as one year or five years. |t is imporant (0 note that no single
generic marketing plan applies 10 all organizations and all situations,
Rather the specific format for o marketing plan (o1 an organization
depends on the following: () the rarget nudience and purpose; (b) the
kind and complexity of the arganization; (c) the industry.

Richurdson (1997) advocates for the need of interoperability between
different software products, and between these and ussociaied hardware
standurdization is important within the industry and the process by which
standards may be evalunted,

Humphery (1999) comments that the key criteria for suocesaful software
contracting are: the vendor must be (trustworthy and technically
competent, the buyer must be capable of identifying technically
competent vendors, (he contract presumes mutual rust, software quality
assurance and oudit ensure honest and disciplined performing. Initially
the highest priority task is to srrive ol an ngreement on what s 1o be

a plan 10 produce it, and acceptance criteria. It is recognized
that the operational concept and the product requirements will evolve
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throughout the contoct amd that approprinte provisions will be naile t
handle the resalting scope mid plan chanjes.

According to Andrew e al, (2000) those whe study Inventions a
inmovations in the twenticth ceniury think that & mare complex, circilar
part of commercinlization has widely relevani, Mochinory, sufimative
and other munufactuning companies in Japan, Europe ind North Americy
that rely on and work closely with skilled suppliers ofien found theiy
suppliors 10 be 3 source of useful ideas [or further improvement

Cannon (J000) argues that selling is 3 mpidly evolving discipline,
Change are being forced by new understanding of the nuure of the
relatonship berween customers and clients; swareness of 1he facion
which influence the individual spending so much time oul of the firm,
with no direct comtact with other company saff. technologicsl
developments, recrastment problems, the changing structure of ihe
market. Although these arc changing the form of selling. they have pot
changed ihe bisic tasks that the people involved in selling and
merchandizing periorms,

Mamun and  llam  (2000) describe  thar Bangladesh  softwan:
developmenl companies pay less importance on managing marketing
efforts, which & very importanl in developing saftware market in
Bangladesh. They aleo comment that companies should incorparmie long-
teren stralegy (0 grow gnd survive and also need 1o scan environment
continuously and systematically.

According o Wegberg et al. (2000) the open source movement is a
group of volunteer progmmmers thut has recently caused quile a stir in
the software market. Their goal is to develop useful saftwore that &
available for free and that users can support a successful developmaent ol
open suurce soltware,

Gugpta (2001) claims that one con eqsily visualize the soltware revolution
in India. Both Government ond industries in Indin bive joined their
hands 1o strengihen the brand equity of Indian softwane industry and

make the country s [T super power,

Mohiuddin and Manzoor (2001) comment that in order 1o emndure the IT
services for good governance, the relited soltware industries and humin
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resources should be developed and equipped properly without sny Jias of
Lime.

Arora and Asundi (KL comment thu 150 certilication enhances
coftware firms® growth. They partially find that [SO cemification can alen
exchange revenue for a given size, suggesting that fiems are receiving o
higher price per unit of outpul.  They further observe that although most
of the saltware firms see 150 centification as a marketing policy, some of
them do proceed Lo insthiute more sysiematic and better-defined process
for software development.

Karim (2((2) comments that a tremendous growth potentialities of the IT
industry in Banglndesh und the vast pool of availible educuted lubor

force is namral advantuge waiting to be tapped for the labor hungry
global TT services waited, '

Lamagnn and Rabbi (2002) argue that when marke! conditions keep on
changing rapidly the development of effective incentives and Jong:term
relationships with distribution channel members has become vital for the
markel success of the automobile firms.

Rahman (2002) describes that sofiware technology park can help w
encoutage, promote and boost softwure export of the country, Under this
program, prospective citics and town can be identified as softwire
hamlets pnd can be developed at o fust pace to encournge software
development and export, Software Technology Park of India (STPI) in
Bangalore is the biggest STPI in India contributing to abow! one thind
share of software export of the country. Software Park in Bangladesh
could play a similar role and public and private enterprises should take
steps to setup or expand Software Park in the country.

3.0 PRESENT STATUS IN BANGLADESH

When one Non-Resident Bangludeshi established a softwite company in
Dhuka for exporting of software and IT services w Volvo Motos
Company in Sweden in the year 1988, then Bungladesh enteted into the
global market, But the decision makers of the country cannot timely
recognize due potentinlities of the soltware industries for which progress
of this software sector greatly hampered.
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In Bangladesh, normally software firms develop saftware with the
following waysi(a) In house; (b) Contruct busls. In house software i«
usually built with the vision to sgll the sofiware after finalization, In case
of conimct basis, as per the requirement of the customer software is
supplied.

Software which are so far developed in this country may be appended
below : Several database applications are available such a4 Banking
software, Inventory Software, Customer billing software, Security time
application software, Resource Manngement Software, Investment-
Management software, IPO software, Library management sofiware,
AGM software, Examination control system software, WEB
Programming  development, multimedia  Programming, medical
transcription services, Document conversion/Data Entry digitization for
Geographic Information sysiem /Computer Aided Design software, 2.D
animation, Tailoring the modules in application software etc.

The programming languages are mosty used are as follows: Visual
Basics, C/C++4, M5 Access; PL/SQL, MySOL. Omcle. Java, FoxPro,
Developer 2006, HTML, PHP, ASP, ISP.

In the press conference organized by Bangladesh Association of
Software and Information Services( BASIS) on October 12, 2003,
BASIS President H N Karim claimed that during the fiscal year 2001-
2002, through exporting software in 16 countrdes around Tk 150 crore
were eamed. Moreover, more than 12 firms are certified 1SO - 9001 for
providing quality assurance software. He cluimed that exporn earmnings
could be casily increased to Tk, 1.0 billion per year if sppropriate
measiures cun be tnken. (Source: The Financial Express, The Daily
Junakantha, October 13, 2002).

On the basis of our survey in twenty-three soltware firms, we are
gathering following information in Table: 1:
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Table 1: Oplnion Survey
_SLNe LT ] In e
1 Spltwire Developod for
i) Baith Liscal and Foretgn Marker Ti01
(i} Only Liscal Market I
€} Only Foreign Markey L
2 Whiether market roquiremont snafysis i regulady done;
) My h322
] Yos 3424
3 | Sigmificant marketing problem:
a) Inadeguate suarked inelligence L L3
4] Luck of good markating profesfonsl rrAn
€) Lack af well defined marketing srategy 13,04
d) Lack ol pwarengsa/stiucrured markel (AN
h 4 Causcl of low demand in the domestic market;
aj Ferception uf software i non-transparen| M
h) Avadlubility of Pirate Suftware 26
el Uners do not have proper understading on thels un
rEquirernent 1740
di A lber sales services ire poos
& Probicms bt cxparing fierign comines
a} Poor Hangladesh fmags A
Y Pooe murketng strslegles and policies 3477
el Pooes soffware project manngement 1734
d) Lack of Meferesce Site i%
& Chrder for anftwate expont ohitaiead (enugh:
) Reference from apeniuiclatives adan
b Sib-pontract from ftntlp ﬂm 30.24
7 Any Resesrch & eell o u’ﬂ'ﬂil maeketing
ﬂlﬂ: ne
a) No ¥
h} Yesu
1 Whethes any marketing plan to creute new markets through
evinting peodurTic
a) Yeu TRI6
| b) Mo L
v Whther IS0 9001 certillcstrn nitained: %
2} Mo -
h) Yes 1344
0 Ethllhl-rﬂh software in domestic marken o
No
B Ve —

On the basis of aforessid tahle, we have shown Fig: 1 1o Fig: 10 in

Appendix.
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4.0 ANALYSIS OF THE FINDINGS

From the pritnany survey we obtained that T390 percent of the fitm
developed soltware for both locsl amd foreign markers, Bot the most
sstonishing finding i that only 378 percent of the fioms regularly
analysis market requiremnent. The most imporiamt significant marketing
problem is  inadequate  markel intelligence a5 idennfied by the
respondents. While responding our fourth question M98 percen
software firms argoe that perception of software is non transparent and
2608 percent claimed that availability of prate software creates low
demand in the domestic matket. 43,48 percent respondents describe that
they obtained order for software export through reference frm agents |/
relitives. Only 2609 percent software firm  has  research and
development cell to identify marketing need. 78,26 percent respandents
agree that they have the marketing plan 10 create new markets through
existing products. Our of 23 firms only 13.M percent receives 150 %001
certification. But none of the software firm in Bangiadesh still obtmned
CMM (Capital Muturity Model) certificution uf least up to level - 3.Only
63.22 percent of the software firms do have experence in selling the
product in the domestic market,

5.0 PROBLEMS IN BANGLADESH

Software industry a8 o while must be tuken into the consideration with
the chunging environment und gradual innovation of the supenior
lechnology within the global scenano. Huge human resources are
availeble in the country but skilled manpower i not properly developed
and managed, Skill personnel for IT marketing a8 well a8 good software

are nol ovailuble. Lack of motivation to develop software
along with the perception of software 18 non-transpatent by the buyers
are prevailing in the country. Moreover, most of the programmers are nol
sutisfied with their curreni salury stfuciure and many ol them bre
considering their present job as siop gap srrangement. As such they are
not steady in the sume sofiware company for long time. Monagerial
problem of the software firm thal wrising oot both internn) und exierdl
environment is also creating problem, To identify prospective customer
for which proper marke! research ks pol regularly done. At present the
software-marketing channel of the couniry is not properly developed.
Inadequate and inefficient puricipation s happening in the inernational
market. fn the country marke! imelligence is inadequate which includes
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non-avillability of mlomation on prices, marken serivals, gorodiction

processes. Lack of proper marketing sttategy is a sarions proble for the
ommiry.

Due 1 lack of commmnicatinn kill especinlly Englith bnpiage we are
pob able 10 get business of cusiomer suppon sarvice system throogh
voice mall. Large enrpomte companies of developed nations like USA,
Canade. UK elc. nre providing customer services thiongh volee mall in
order 10 save heir cost with the help of the companies Jocated at third
eountries like India, Srilacks et Through doing such type of businees
Bangladesh may be grined for which well-greameéd Englivh speaking
young peaple are required.

Telecommidnication networks are not well developed, Further bandwidth
speed s relatively low and also price is very high. As such (his is alsa act
o hindrance of developing and exporting software,

Our Jocal software firms cannot gain experignce in marketing of saftware
in the domestic mosket. Vifwally domestic software market of the
country should be consideted us the starting point for matketing of
Jocally produced soltware. Tn the domestic markel if  sofiwure can be
supplied then experrence and further developmaent of rhe softwiire can be
done. But it 15 unfortunate that in the country demand in domestic market
is heavily reduced due o the availubility of the pirate soltware. Therefore
in the domestic murket vendom have linke bargaining power in the
market places and ometimes they alio involve in unfalr and illegal
practices. Moreover, same of the vendors are not relinbile.

6.0 CONCLUSIONS AND RECOMMENDATIONS

Saftware firms should put emphasis on identify the customer. This
customer may be In the domestic market or international market, To
export saftware in developed nations, siliware fiems mist get exposire
in the domestic marke! olherwise while they tried o puriue abrosd they
shafl fsce trouble. Management of the software firms should be
improved. Softwure [frms" should ke initiativos for business process

To create the envimnment of murketing oppartuniiies several actions
st ‘be emphakired. New snd improved marketing stratéples are
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required, We should st from the grass rool levels and withou the
diagnosis of e demnnd analysis we cannot avail b supply the soltwate,
Emphasis should be put on the utalysis of the demand for which rgular
research  and  developmient b required.  Through  research and
development we have 1o lind out out weakness and iried 6 jmprove
standard of the sofiware, Continuous reseacch and development of the
existing intermational market regulations are required, Maintenance of
high quality of the software is very important and the software must be
caustomized one. Analysis of the customer noed wnd  proper
communication is required. Software marketing strategy must be based
on the economic activities, which should be sccompanied with the
development of the software from the producer 1o reach the customer,
and may be guided by the international envirotiment considering the
price level. Price should be fived on (he basis of amalyzing the
international market properly. Costing, promotional campaign should get
wider recognition. Reliability of the product, easy purmelérization s
also needed. When injerational contract is made at that time information
regarding legal and socio-cultural background of the exportable country
also may be collecied. Before exporting of the software, beta version of
the software should be properly tested.

Software firms cannol be able 10 develop properly if they are heavily

on Govi. sector. As such mare investment and initintives from
the private sector for developing 1CT sector are required so that they can
act as both complementary and substituting activities of the Governmeny
imititives.

Saeed (2002) argues that India entered into the international software
market from mid B0's through sporadic efforts of a few Indian nationals
working abroad in the computer field. Those individuals, mostly Non-
resident Indians (NRIs), through their pemsonal contributions made
towards the operations of their overseas employees, managed to creale an
impact about Indian’s ability w0 offer daw processing and sofiwire
services 10 the international market place. Growlh of Indinn Software
Industry is given in the Appendix, Bangladeshi expatriates in abroad can
help for creating software markel in abroad. And they should come
forward with promotional activities of the software marketing.

Human resource should be properly developed [for accommodating
marketing elficiency. Software export market is yet to explore, for which



sefpmwt Mazhetiig in Pangladesh Frotdenms smd Prospea i

sirategies are required. . Besides exporting of software if
Bangladeshi firms can be guided properly then they can also explore the
bosibess of customer services of lurge mullinational corporitions of
developed nations through voice mail. To work in the intemnational
gvironment we must ensure proper communication skill,

Software firms need a break through in the domeste markel. Belore

exporting the product in abroad they have to be properly nurtured and
gathered experiences. Measures should be taken against pirate software.

Recently a delegation team lead by the Vice Chairman of Export
Promotion Bureau went Evropean Union, which includes Sweden.
Germany, Holland, UK for promoting ICT services with the intention 10
focus on creation of softwiure export market. As o result of their visit, fair
authority of CEBIT 2003 agrees to observe one Bungladesh doy when
the fair will be arranged in the next year. This sort of initiatives may
improve the image of the country in the Internationnl environment
Securing markets through contractual arrangements for the developed

countries are required,

The following recommendations are mude 10 develop software-
markeling strategy;

1) Bangladesh Embassies in abroad should take initiatives for
creating mew marketing channel. They can help Bangladeshi
exporters  through providing information  about  prospective
foreign buyers.

b) Bangludeshi expatrintes who are actively engaged in ICT secior
in abroad may take initiitives 1o promote soflware product in

foreign markel.

c) Present initlatives by the Ministry of Commerce 10 open two
represeniative offices in USA and’ Eutope for promotional
activities of exporting should be exccuted os soon as possible
Set up of 1CT incubator as éarly us passible for proper nurturing
of software development is required.

d) Bangludesh Association of software und information services
(BASIS) and Bangladesh Computer Samitee (BCS) should play
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a gireates role 1o build op the image of Banglsdesh as an e
miemdly country in abroad. As such more posinve ke |
requited. Wider participation in the foreign irade fairs ae
requited so That our softwire producis can be exhibited. Horvy
dipendence on Government support/initintives must be cunailed
Private sector investment and initintives wre reguired in this

SeCtor.

Software exhibition of Bangladesh should be regulurly orginized
by BASIS, which should be held annually. Foreign prospective
buyers may be invited 1o participate in the fair.

To ensure guality urﬂ'i:m of the software, all the software firms
should be encournged to oblin IS0 9001 centification and uken
may try 10 achieve CMM cartification at least up 10 level - 3,

Though the country posseses young talented people, but they
should be properly motivated and guided by the policy makers
and also leaders of the IT industries. Young [T professionals and
developers should work with greater encoumgement in this
sector of the country for which realistic approuches are required .

Overall standard of the IT education should be higher 2nd must
be more application oriented, The higher number of qualified
softwure programmers will be available, shortoge of good quality
programmers will be endicated. Further, impeovement of the
communication skill especinlly in English language should be
given emphasis. As such large section of the students of the
country may be forced to learn English from the primaty level.
Bangludesh Computer Council may also st offering  English
course a5 compulsory besides offering different courses on

programming.

Bangladeshi software firms may ge! impetuous 'Iihtli!llﬁll selling of
their product in the domesiic market before exporting their product
abroad. As such if local softwore hes the same quality and
functionality of foreign software then local software product should
be given preferentinl treatment so that local sofyware firms can be
able 0 make a reference for afimeting foreign buyer and also

develop their expertise,
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Software  lirms  may  take  Inilitives o recrudt  forelgn
ggentsrepresentuives in diffierent plices of the warld - especially in
USA, Burope whoy can act as miiddlomien between themeelves and
buyers.

Vendors must be kpowledgouble nod honest. They must Tulfill thea
business deal and commuttment with the elients us per the sules
contract,

Use of pimte software must be sinctly prohibited: Cyber crime ko
may be finalized so that luw can be enforced properly  Further,
National 1CT policy. which was recently approved by the Cabiner,
may be passed i the Nutional Assembly as soon as possible.

Software exporters must bring thew export curnings through the
bunking channe] of thy country and they should not divert their
income in abrogd.

Telecommunication sector <hould be properly developed. High
speed data transfer wrrangement s required, Price of bandwidth
should be lowerned.

In the arci of software development, invesiment through joint
vepture companies may be welcomed. Foreign direct privale
investment in the software development project muy be beneficul.
Partnership: based business may he done with foreign software
firms where Tocal software firms may be responsible for developing
softwares” and foreign software firms may be responsible for

marketing putposes.

Coordinution  berween  software  marketing  professionals  and
software developers are required. Effective sofiwure mmtﬂin_;
persannel are required who can able to create demand through their

innovative marketing drive.

Noie: The Article reflects personal opinion and dives not anyway refleet his
official view.
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Appendix |
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Fig:7 Any RAD cell
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Fig:10 Experience in Selling software in

Domeslic Market
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Appendix 11
Tahle A
Growih in Software Industry in Indin (in US Dollar Term)
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