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 1. Executive summary
 A project on “Developing client lead, Customer Awareness and Brand Building of
 ZAVASI” in Bangalore deals with the parameters of providing the IT services to the
 clients & companies and manage their IT infrastructure. IT infrastructure is the
 discipline whereby all of the information technology resources of a firm are managed
 in accordance with its needs and priorities. These resources may include tangible
 investments like computer hardware, software, storage, networks and servers, as well
 as the staff who are hired to maintain them. Basically Zavasi deals in IT services and
 they only target small companies and small enterprises. Project is basically based on
 brand awareness of Zavasi in Bangalore by cold calling, mass mailing and through
 meeting with clients. Zavasi helps their clients and companies to manage their IT
 infrastructure, to support they will provide people onsite location, shared support and
 also we will take care by remotely. Zavasi have been able to provide best of the
 industry standards and support at an optimal cost to the customer.
 https://en.wikipedia.org/wiki/Information_technology
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 2. Objectives
 The project is conceived because there is a need to increase the customer awareness,
 customer lead generation and Brand building and increase the number of new
 customers. The company is a startup and only deals with micro small and medium
 enterprises (MSME).
 Therefore the objectives are to understand:
 1. Customers awareness
 2. Customers lead generation
 3. Brand building
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 3. Industry Profile
 Information technology in India is an industry consisting of two major components: IT
 services and business process outsourcing (BPO). The sector has increased its
 contribution to India's GDP from 1.2% in 1998 to 7.5% in 2012. According to NASSCOM,
 the sector aggregated revenues of US$147 billion in 2015, where export revenue stood
 at US$99 billion and domestic at US$48 billion, growing by over 13%.[1] India's Prime
 Minister Narendra Modi has started 'Digital India' project to give IT a secured position
 inside & outside India. Information technology is playing an important role in India today
 and has transformed India's image from a slow moving bureaucratic economy to a land
 of innovative entrepreneurs.
 The IT sector in India is generating 2.5 million direct employment. India is now one of
 the biggest IT capitals of the modern world and all the major players in the world IT
 sector are present in the country.
 Bangalore is considered to be the Silicon Valley of India because it is the leading IT
 exporter. Exports dominate the industry and constitute about 77% of the total industry
 revenue. However, the domestic market is also significant with a robust revenue growth.
 The industry’s share of total Indian exports (merchandise plus services) increased from
 less than 4% in FY1998 to about 25% in FY2012. According to Gartner, the "Top Five
 Indian IT Services Providers" are Tata Consultancy Services, Infosys, Cognizant, Wipro ,
 and HCL Technologies.
 https://en.wikipedia.org/wiki/IT_Services
 https://en.wikipedia.org/wiki/IT_Services
 https://en.wikipedia.org/wiki/Business_process_outsourcing
 https://en.wikipedia.org/wiki/NASSCOM
 https://en.wikipedia.org/wiki/Information_technology_in_India#cite_note-nasscom-1
 https://en.wikipedia.org/wiki/Bangalore
 https://en.wikipedia.org/wiki/Silicon_Valley_of_India
 https://en.wikipedia.org/wiki/Gartner
 https://en.wikipedia.org/wiki/Tata_Consultancy_Services
 https://en.wikipedia.org/wiki/Infosys
 https://en.wikipedia.org/wiki/Cognizant
 https://en.wikipedia.org/wiki/Wipro
 https://en.wikipedia.org/wiki/HCL_Technologies
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 Recent Development
 The biggest economic effect of the technologically inclined services sector in India—
 accounting for 40% of the country's GDP and 30% of export earnings as of 2006, while
 employing only 25% of its workforce—is summarized by Sharma (2006): "Today,
 Bangalore is known as the Silicon Valley of India and contributes 33% of Indian IT Exports.
 India's second and third largest software companies are headquartered in Bangalore, as
 are many of the global SEI-CMMI Level 5 Companies. Numerous IT companies are based
 in Mumbai such as TCS (among India's first and largest), Reliance, Patna, LnT
 Infotech, Myzornis Corporation and I-Flex.
 Thiruvananthapuram (Trivandrum), the capital of Kerala state, is the foremost among the
 Tier II cities that is rapidly growing in terms of IT infrastructure. As the software hub of
 Kerala, more than 80% of the state's software exports are from here.[7] Major campuses
 and headquarters of companies such as Infosys, Oracle Corporation, IBS Software
 Services and UST Global are located in the city. India's biggest IT company Tata
 Consultancy Services is building the country's largest IT training facility in Trivandrum—
 the project is worth INR10 billion and will have a capacity of 10,000 seats. The completion
 of the facility is expected in 2014 or 2015.[8]
 On 25 June 2002, India and the European Union agreed to bilateral cooperation in the field
 of science and technology. A joint EU-India group of scholars was formed on 23 November
 2001 to further promote joint research and development. India holds observer status
 at CERN, while a joint India-EU Software Education and Development Center will be
 located in Bangalore.
 https://en.wikipedia.org/wiki/Silicon_Valley_of_India
 https://en.wikipedia.org/wiki/Mumbai
 https://en.wikipedia.org/wiki/Tata_Consultancy_Services
 https://en.wikipedia.org/wiki/Reliance_Communications
 https://en.wikipedia.org/wiki/Patni_Computer_Systems
 https://en.wikipedia.org/wiki/Larsen_%26_Toubro_Infotech
 https://en.wikipedia.org/wiki/Larsen_%26_Toubro_Infotech
 https://en.wikipedia.org/wiki/Myzornis
 https://en.wikipedia.org/wiki/Oracle_Financial_Services_Software
 https://en.wikipedia.org/wiki/Thiruvananthapuram
 https://en.wikipedia.org/wiki/Kerala
 https://en.wikipedia.org/wiki/Information_technology_in_India#cite_note-7
 https://en.wikipedia.org/wiki/Infosys
 https://en.wikipedia.org/wiki/Oracle_Corporation
 https://en.wikipedia.org/w/index.php?title=IBS_Software_Services&action=edit&redlink=1
 https://en.wikipedia.org/w/index.php?title=IBS_Software_Services&action=edit&redlink=1
 https://en.wikipedia.org/wiki/UST_Global
 https://en.wikipedia.org/wiki/Tata_Consultancy_Services
 https://en.wikipedia.org/wiki/Tata_Consultancy_Services
 https://en.wikipedia.org/wiki/Information_technology_in_India#cite_note-8
 https://en.wikipedia.org/wiki/European_Union
 https://en.wikipedia.org/wiki/CERN
 https://en.wikipedia.org/wiki/Bangalore
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 Advantages in India
 The above listed views might possibly work against India’s’ dream to become the
 biggest contributor to world IT business, but, if there is one factor that is particular only
 to India, and, the one that can nullify all negative factors lined up against it, would be,
 the volume of young, English speaking talent pool that India has got to offer. This
 number far exceeds, any other country can generate in the coming years. It cannot be
 denied that China is gearing up to reduce the English fluency gap, but, at the same
 time, doing it with ease like India, is a topic of discussion

Page 13
						

All Rights Reserved-Property of Indus Business Academy 12
 Investors
 Investors focused on Indian startups have been a busy lot this year. They have
 closed 380 deals between January and June 2015, compared to 304 deals in 2014.
 With internet and mobile continuing to dominate, it is not surprising that technology-
 focused investors make up most of our list of Top Investors according to deal numbers.
 Name of Investor No. of deal
 Sequoia 26
 TIGER 20
 Hellion 20
 SAIF Partners 18
 ACCEL Partners 17
 India Quotient 16
 Matrix 15
 IDG Ventures India 14
 Kalahari capital 13
 NEXUS 11
 Investors say the rise in deals is primarily due to one reason—Indian entrepreneurs
 have become world class. “Indian founders have always been hard working, frugal
 and displayed strong engineering capabilities,” says Mohit Bhatnagar, Managing
 Director at Sequoia Capital India Advisors. “Now, in addition to these, they have
 developed an ability to build beautiful products and have a deep hunger to succeed
 globally.”
 Sequoia’s investments this year are focused on mobile, hyperlocal and e-commerce,
 but the fund has also announced investments in firms in other categories like online
 http://yourstory.com/2015/07/half-year-2015-funding-report/
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 financial services firm Capital Float, which provides working capital loans to small
 businesses.
 The success of the likes of Flipkart, Mu Sigma, Just Dial and others has also
 emboldened investors. “There is now confidence that you can build such companies
 from India,” says Alok Goyal, Partner at Hellion Advisors.
 Relatively large exits like the Ola acquisition of TaxiForSure and the Snap deal buyout
 forecharge are also helping, says Navin Honagudi investment director at Kae
 Capital. Ahead nine deals this year.
 IT Services
 IT services refers to the application of business and technical expertise to enable organizations in the creation, management and optimization of or access to information and business processes.
 The IT services market can be segmented by the type of skills that are employed to deliver the service (design, build, run). There are also different categories of service: business process services, application services and infrastructure services.
 If these services are outsourced, they are referred to as business process outsourcing (BPO), applications outsourcing (AO) and infrastructure outsourcing.
 Two component of Information technology
 IT Infrastructure:
 IT infrastructure refers to the composite hardware, software, network resources and
 services required for the existence, operation and management of an enterprise IT
 environment. It allows an organization to deliver IT solutions and services to its
 employees, partners and or customers and is usually internal to an organization and
 deployed within owned facilities.
 The term IT infrastructure is defined in a standard called Information Technology
 Infrastructure Library (ITIL) v3 as a combined set of hardware, software, networks,
 facilities, etc. (including all of the information technology), in order to develop, test,
 deliver, monitor, control or support IT services. IT infrastructure consists of all
 components that somehow play a role in overall IT and IT-enabled operations. It can
 be used for internal business operations or developing customer IT or business
 solutions. The term IT infrastructure is defined in a standard called Information
 Technology Infrastructure Library (ITIL) v3 as a combined set of hardware, software,
 networks, facilities, etc. (including all of the information technology), in order to
 develop, test, deliver, monitor, control or support IT services. Associated people,
 processes and documentation are not part of IT Infrastructure
 http://yourstory.com/2015/02/capital-float-13-million/
 http://yourstory.com/2014/07/flipkart-funding-1-billion/
 http://yourstory.com/2015/03/ola-acquires-taxiforsure/
 http://yourstory.com/2015/06/snapdeal-acquisition-journey/
 https://en.wikipedia.org/wiki/Information_Technology_Infrastructure_Library
 https://en.wikipedia.org/wiki/Information_Technology_Infrastructure_Library
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 Business Process Outsourcing:
 Business process outsourcing (BPO) is a subset of outsourcing that involves
 the contracting of the operations and responsibilities of a specific business process to a
 third-party service provider. Originally, this was associated with manufacturing firms, such
 as Cola that outsourced large segments of its supply chain.[1]
 BPO is typically categorized into back office outsourcing, which includes internal business
 functions such as human resources or finance and accounting, and front office outsourcing,
 which includes customer-related services such as contact center services.
 BPO that is contracted outside a company's country is called offshore outsourcing. BPO
 that is contracted to a company's neighboring (or nearby) country is called nearshore
 outsourcing. The main advantage of any BPO is the way in which it helps increase a
 company's flexibility. However, several source have different ways in which they perceive
 organizational flexibility. In early 2000s BPO was all about cost efficiency, which allowed a
 certain level of flexibility at the time. Due to technological advances and changes in the
 industry (specifically the move to more service-based rather than product-based contracts),
 companies who choose to outsource their back-office increasingly look for time flexibility
 and direct quality control. Business process outsourcing enhances the flexibility of an
 organization in different ways. Most services provided by BPO vendors are offered on a
 fee-for-service basis, using business models such as Remote In-Sourcing or similar
 software development and outsourcing models. This can help a company to become
 more flexible by transforming fixed into variable. A variable cost structure helps a
 company responding to changes in required capacity and does not require a company
 to invest in assets, thereby making the company more flexible.
 Another way in which BPO contributes to a company’s flexibility is that a company is
 able to focus on its core competencies, without being burdened by the demands of
 bureaucratic restraints. Key employees are herewith released from performing non-
 core or administrative processes and can invest more time and energy in building the
 firm’s core businesses. The key lies in knowing which of the main value drivers to focus
 on – customer intimacy, product leadership, or operational excellence. Focusing more
 on one of these drivers may help a company create a competitive edge
 https://en.wikipedia.org/wiki/Outsourcing
 https://en.wikipedia.org/wiki/Contracting
 https://en.wikipedia.org/wiki/Business_process
 https://en.wikipedia.org/wiki/Manufacturing
 https://en.wikipedia.org/wiki/Business_process_outsourcing#cite_note-1
 https://en.wikipedia.org/wiki/Back_office
 https://en.wikipedia.org/wiki/Human_resources
 https://en.wikipedia.org/wiki/Finance
 https://en.wikipedia.org/wiki/Accounting
 https://en.wikipedia.org/wiki/Front_office
 https://en.wikipedia.org/wiki/Contact_centre_(business)
 https://en.wikipedia.org/wiki/Offshore_outsourcing
 https://en.wikipedia.org/wiki/Nearshoring
 https://en.wikipedia.org/wiki/Nearshoring
 https://en.wikipedia.org/wiki/Core_competencies
 https://en.wikipedia.org/w/index.php?title=Customer_intimacy&action=edit&redlink=1
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 4. Company Profile
 About Company
 Welcome to Zavasi Zavasi Tech is a Leader in Business and Information Technology Consulting. Zavasi
 Tech’s IT Infrastructure Management services enable leading companies worldwide to
 optimize, secure, manage and support their business-critical infrastructure. Zavasi
 Tech partners with customers to align IT goals with enterprise strategy to deliver
 solutions that drive business process as well as improve the availability, reliability and
 performance of data center, network and security infrastructure.
 Zavasi Tech combines industry best consulting, support and managed services with
 world-class customer service to help customers reduce costs & increase efficiencies.
 Zavasi Tech’s spectrum of innovative Infrastructure Management solutions & services
 are delivered through our proven Delivery Model and Framework
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 Our Services
 1 Managed IT IMS
 Optimization of IT Infrastructure is one of key value proposition offered by ZavasiTech
 which enables customer business growth. Modular & Flexible offerings to manage all
 kind of IT Infrastructure products and devices in addition we add value in terms of our
 expertise in delivering these services across the customer organization
 Customer Benefits
 Proactively regular services that cover End User Devices, Servers other IT
 Equipment’s help customers improve the return on their IT investments
 Continues improvement in the SLA management
 Improved ITIL V3 Service Process
 Customer holds full control and flexibility over the services offered
 Periodic Reviews and Reporting
 Leveraged Shared & Remote resources
 2 IT Support Services
 We offer both remote helpdesk and On-site support for complete IT Infrastructure
 Management.
 We offer customer a Proactive and Process oriented approach to help them bring down
 cost, increase flexibility and package it to suit customer business requirement.
 Customer Benefits
 Proactive issue identification and resolution referring regularly logs files
 Increased user productivity by Monitoring & Managing end users devices proactively
 24/7 ticketing tool to assign incident ticket & monitoring
 Continues improved & Guaranteed SLA
 ITIL Process improvement
 Effective Resource management
 3 Professional Services
 Over the decades ZavasiTech has seen paradigm shift in usage of technology to
 achieve the business goals and expect the same to continue. To address the constant
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 change in technology, ZavasiTech has come up with range of services which will help
 our customers achieve their strategy/business goals.
 Customer Benefits
 Standardized services that cover consulting, Design, Deployment and
 Migration/Transformation helps in understanding the budget/effort required for the
 project upfront
 Certified and Skilled Resources
 POC and Solution Development
 100% Proven Delivery Model
 4 Cloud Services
 Whether you are running applications that share photos or support the critical
 operations of your organization, you need rapid access to flexible and cost effective IT
 resources. The term "Cloud Computing" refers to the on-demand delivery of IT
 resources via the Internet with pay-as-you-go pricing.
 Customer Benefits
 Savings in your overall IT costs
 No upfront/capital Investments
 Flexibility to increase or reduce IT resources as per your business needs
 Develop and deploy applications faster
 Ease of Management
 Guaranteed SLA
 Why Zavasi
 80% of our business comes from existing customers. This we feel is our biggest USP
 as existing customer retention is a sign that we are doing things right. We contestant
 stay in close touch with our customer to adapt and changes in order to suit their ever
 changing business needs and requirements. The below mentioned are the reason why
 our customers choose us: Experienced Consultants valuable insight, use IT as an
 enabler to accelerate business Growth Mature Solutions Tailored as per customers’
 needs Proven Frameworks and Best Practices One Partner All Locations - Services
 offered across India Constant improvement & innovation on process, practice & tools
 to deliver business benefit
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 5. Organization Structure
 Director of the company
 Mr. Ajay kalro
 IT department
 Mr. Manoj
 Sales department
 Mr. Nithin kv
 Marketing department
 Mr. Naagraj
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 SWOT ANALYSIS
 STRENGTH
 1. Existing clients 2. Dedication towards their
 services 3. Work culture
 WEAKNESS
 1. Only focused on MSME and SMB
 2. Not focused on digital marketing 3. Less awareness 4. Difficulties in lead generation
 THREATS
 1. Emerging competitors
 OPPORTUNITY
 1. New startups 2. Opportunity to target large
 organization
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 6. Roles and Responsibility
 Data collection:
 Raw data were given by company as like CIN number, residential address, company
 industry, company name with the help of this it’s easy to obtain the required data from
 secondary resources like ministry of corporate affairs, zuba corp, Toffler etc. data
 collection is one of the important process because it helps to generate leads and
 Zavasi required more clients because they are based on their existing customers
 According to Wikipedia Data collection is the process of gathering
 and measuring information on variables of interest, in an established systematic
 fashion that enables one to answer stated research question hypotheses, and evaluate
 outcomes. The data collection component of research is common to all fields of study
 including physical and social sciences, humanities, business, etc. While methods vary
 by discipline, the emphasis on ensuring accurate and honest collection remains the
 same. The goal for all data collection is to capture quality evidence that then translates
 to rich data analysis and allows the building of a convincing and credible answer to
 questions that have been posed.
 https://en.wikipedia.org/wiki/Measuring
 https://en.wikipedia.org/wiki/Physics
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 Data correction:
 Secondary data will provide the actual requirement of the company to generate leads
 but it required to verification also, the process in which the verification is done where it
 should tally weather the company name and address or board line number are same
 or not according to Wikipedia Data cleansing, data cleaning or data scrubbing is the
 process of detecting and correcting (or removing) corrupt or inaccurate records from a
 record set, table, or database. Used mainly in databases, the term refers to identifying
 incomplete, incorrect, inaccurate, irrelevant, etc. parts of the data and then replacing,
 modifying, or deleting this data or coarse data.[1]
 After cleansing, a data set will be consistent with other similar data sets in the system.
 The inconsistencies detected or removed may have been originally caused by user
 entry errors, by corruption in transmission or storage, or by different data
 dictionary definitions of similar entities in different stores.
 Data cleansing differs from data validation in that validation almost invariably means
 data is rejected from the system at entry and is performed at entry time, rather than on
 batches of data.
 https://en.wikipedia.org/wiki/Storage_record
 https://en.wikipedia.org/wiki/Table_(database)
 https://en.wikipedia.org/wiki/Database
 https://en.wikipedia.org/w/index.php?title=Coarse_data&action=edit&redlink=1
 https://en.wikipedia.org/wiki/Data_cleansing#cite_note-1
 https://en.wikipedia.org/wiki/Data_set
 https://en.wikipedia.org/wiki/Data_dictionary
 https://en.wikipedia.org/wiki/Data_dictionary
 https://en.wikipedia.org/wiki/Data_validation
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 Mass mailing:
 In every organization it’s the basic fundamental of the marketing process to spread
 customer awareness and data collection and data correction are the steps towards
 customer awareness which is done by mass mailing and social media marketing,
 because of the bulk data it should be difficult to send the mail individually therefore
 mass mailing is the prime process to play such kind of activities because of this
 company can send thousands of data in just one click just they have to put the right
 email address, according to Wikipedia e-Campaign is a full featured mass E-mail tool
 that is a good fit for those who wish to create and monitor an E-mail marketing
 campaign. The software allows you to create a series of mailing jobs, and messages
 can be sent in HTML or plain text. Bulk mail broadly refers to mail that is mailed and
 processed in bulk at reduced rates. The term does not denote any particular purpose
 for the mail, but is sometimes used (incorrectly) as a synonym for "junk mail".
 Lead generation:
 Lead generation is required to generate more clients to the business it’s a process of
 getting appointment and fix the meeting and telling the customers about the services
 and product of the company more in detail, With the help of data collection and correction
 it became easy to get in touch with the companies because of the availability of data and
 required resources therefore it has been done through calling the customer and pitch them
 about the company and customers benefits and how they get the service and how Zavasi
 is different and more professional in terms of IT service provider, lead generation is
 the generation of consumer interest or inquiry into products or services of a business.
 Leads can be created for purposes such as list building, e-newsletter list acquisition or
 for sales leads. The methods for generating leads typically fall under the umbrella of
 advertising, but may also include non-paid sources such as organic search engine
 results or referrals from existing customers, Lead generation is the process of making
 contacts which may lead to a sale or other favorable outcome. The leads may come from
 various sources or activities, for example, digitally via the Internet, through personal
 referrals, through telephone calls either by the company or telemarketers,
 through advertisements, and events. A 2014 study found that 78% of respondents cited
 email as the most-used channel for generating leads, followed by event marketing and
 finally content marketing. Social media was found to play only a minor role in lead
 generation. Another 2014 study found that direct traffic, search engines, and web referrals
 were the three most popular online channels for lead generation, accounting for 93% of
 leads
 https://en.wikipedia.org/wiki/Mail
 https://en.wikipedia.org/wiki/Denotation
 https://en.wikipedia.org/wiki/Consumerism
 https://en.wikipedia.org/wiki/Sales_lead
 https://en.wikipedia.org/wiki/Organic_search
 https://en.wikipedia.org/wiki/Organic_search
 https://en.wikipedia.org/wiki/Internet
 https://en.wikipedia.org/wiki/Telemarketer
 https://en.wikipedia.org/wiki/Advertisement
 https://en.wikipedia.org/wiki/Search_engines
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 These are some of collected appointments from the lead and which leads to sale of
 the service which generate business and give more profit.
 Clients meeting:
 Meeting with the clients is the last process of sale funnel after this if the result will positive
 then it will give business to the company and which will create more revenue, Generally
 the instruction were given that all leads which was turning to an appointment has been
 given to the sales department of the Zavasi, meeting with the clients are the strongest part
 of the sales funnel which helps the company to generate more awareness among
 customers and because of sale only company will get the business.
 Lead generation is the process of fix the appointment and after getting the appointment
 when the meeting is fixed on client location than actual pitch will work that how the
 company became the client of the business.
 One dictionary defines a meeting as an act or process of coming together as an assembly
 for a common purpose.
 A meeting is a gathering of two or more people that has been convened for the purpose of
 achieving a common goal through verbal interaction, such as sharing information or
 reaching agreement. Meetings may occur face to face or virtually, as mediated by
 communications technology
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 This image shows the clients list which was turned as sales and those who has taken
 the services from Zavasi.
 Customer’s lead
 The project deals with customers lead generation, customer awareness and brand
 building of Zavasi, under this customers lead is one of the main part due to which the
 data have to collect from the secondary resource like:
 1. Ministry of corporate affair
 2. Linked in
 3. Just dial
 4. Zuba corp
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 5. Toffler
 On the basis of this the entire data got selected and became the lead of the Zavasi,
 Zavasi only focused on small scale business and small enterprises and it only work on
 yearly contract because they are not giving the one time solution, because they
 outsource the man power and resolve their problem on client location and in remote
 location according to the requirement of the company. Zavasi basically help their
 clients to manage their IT infrastructure and they take care of all IT related things so
 that the customer can do his work on a proper time, If the company having 5-q0
 employee then they will give the shared support in which once or twice in a week
 customer can come to the client location and resolve the problem and rest all the time
 they will take care on remote location. That’s why it’s difficult to make our base stronger
 by collecting more data which will help to the company to generate more sales which
 leads business to the company. Here is a quick overview of some of the highly effective
 strategies you can use to generate many more qualified leads and clients for your
 business. They are all simple and cost effective to implement once you know what to
 do and how to do it.By bridging the gaps in your knowledge we can show you how to
 get the most out of any of these approaches, no matter how large or small your
 business
 1. Qualified list:
 The quality of your prospect list is the single most important influencing factor
 in your marketing success because it can eliminate virtually all marketing
 waste. A list of well qualified prospects can be a priceless gem because if you
 exploit it properly it will produce tremendous amount of revenue for you from
 people who have a proven interest in your product or service. Thousands of
 properly qualified lists are readily available for virtually any marketing purpose
 and can give you many times more sales. These lists identify the specific
 businesses, key decision makers and demographic characteristics you desire,
 within the geographic areas you specify. You can focus only on prospects who
 are more likely than not your primary target audience for your product or
 service.
 2. Networking: Most people you meet have hundreds of contacts, which means that virtually
 anyone you might want to contact or meet is only four to five people away from
 you. Effective networking is therefore vital to your success. Most people are
 poor networkers, but you can quickly learn how to get out; meet people; make
 new contacts; develop quality business relationships based on trust; polish
 your communication skills; educate the people you meet about what you do
 and the benefits offered by your product or service; create a lasting impression;
 quickly build your network, use your contacts database effectively, enjoy your
 new contacts …and maximize your chances of success. (Do value addition
 between cold calling and mass mailing)
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 Customer’s awareness
 This process is done with the help of mass mailer because it’s very difficult to send a
 huge data individually to the companies and clients. As Zavasi is a startup company
 therefore they only targets to small companies and small enterprises as they don’t
 have their brand awareness in the market then through mass mailer it spread the
 awareness to the customers. The leads which was generated through secondary
 resources like company name, address, url, email address, board of director’s,
 designation of the company then through companies portal the mass mailing should
 be done under this we are allowed to send the mail in bulk for an example 200 mail in
 single click.
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 This is how mass mailing should be done, through mass mailing Zavasi can send the
 entire detail or gist of the services provided by the company in one click because of
 this Zavasi is able to create customer aware about the services which company is
 providing in more and appropriate detail. In every organization and industry if they are
 in initial level they required the customer awareness brand building of the services and
 products of the company as Zavasi is only targeting the startups, small business and
 small enterprises those have minimum requirement and who are ready to sign a one
 year agreement from the company the mass mailing is one of the major process to
 create the customer awareness.
 Brand building
 As Zavasi is a startup company they need a brand building and because of that they
 use to do their promotion through social media site like Facebook and linked because
 of that they use to promote the brand, As now a days social media are one of the major
 tool of branding the product and services where many people can connect with each
 other gather some knowledge and get the details of the services and rest all details.
 Brand building is an integral aspect of personal and business development. It not only
 increases the voice and consumer awareness of a brand, but it also gives it an identity
 and worth .As Zavasi only focused on small and medium business and enterprises
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 they have various competitors in the market therefore they focused on social media
 site like Facebook and its reaches, awareness and some other like LinkedIn there the
 company has mentioned about the company employees and about the nature of the
 company. In every organization and company they required their brand building as
 they are the startups in the marketing because they have various competition in the
 market, so they need their brand awareness among the customers. For brand
 awareness and brand building. Firstly the project starts with calling the leads and then
 have taken the appointment from the leads which is collected from the leads generated
 and this has become the brand building for the company after getting an appointment
 from the leads its required to meet them and tell them about the services of the
 company more properly, Meeting with the clients and calling the leads was the major
 part of the brand building of the Zavasi, Existing customers are the USP of the
 company that’s why they want to increase their business so they focused on their
 customer awareness and brand building for customer awareness they have done the
 mass mailing and for brand building focused on calling the leads, fixing the
 appointment and generate sales which gives the business to the company.
 1. Cold calling is the major part of the project which leads to the brand building of
 the company from positive word of mouth and services provided.
 2. Social media site like Facebook, linked in helped the company to create its
 brand building.
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 80% of our business comes from existing customers. This we feel is our biggest USP
 as existing customer retention is a sign that we are doing things right. We constastanty
 stay in close touch with our customer to adapt and changes in order to suit
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 7. Problem statement and KRA
 After having spent four months in the company the problem detected is the target
 market that is ZAVASI is targeting only startups. By doing this the number of customer
 ZAVASI is getting is comparatively lower than it should if the customer base was wider.
 Along with startups had ZAVASI concentrated on institutions that are fully functional
 then not only would their customer segment increase but also positive word of mouth
 from the already these already established institutions would exercise their branding
 activities. This is easier because institutions that are already established have a better
 market understanding and know-how of the market than startups.
 Key Result Areas
 Key result areas are those things that you absolutely, positively must do to fulfill your
 responsibilities and achieve your business goals. Leads were generated and contacted
 through mass mailing and caller process and by this process they were made aware
 of the services which is providing by the Zavasi. This intern result is the branding
 procedure and customer awareness.
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 8. Analysis and Interpretation
 This was the data provided by the company to search the possible prospects who could
 be approach to convert into sales, This information were provided by the Zavasi and
 the major source was CIN number of the company because of that the entire data like
 email address, URL, contact details, name of director and address of the company
 were collected from the secondary resource called ministry of corporate affairs and
 Toffler. These are the raw data provided by the Zavasi to find the rest information which
 leads to the prospect.
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 These were the information which was collected on the basis of the raw data which
 was provided by the Zavasi. On the basis of CIN number the data was obtained to get
 the information of companies because Ministry of corporate affairs is a registration
 portal where all the company get registered even the startup with the initial capital of 1
 lakh, ministry of corporate affairs gives the entire information about the company like
 email address and url which helps to find the entire data like address, contact detail,
 designation, directors name and rest through Toffler.
 In total number of leads generated were 1900 out of which 920 turned out for
 appointment, as such the hit ratio can be calculated as 0.48
 Out of 920 people who gave appointment three category were found and they were
 ones who was already outsourced second were the group who put the company on
 hold and third were who had taken the services.
 The number of people who were already outsourced was 340 and the once who put
 the company on hold were 290 therefore the number of the companies who actually
 taken the services were 290
 Therefore the hit ratio was 0.152
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 9. Findings
 The sales funnel is a complex one and as the ratios suggest 15 out of every 100
 prospects get converted. Conversion of prospects to clients means not only revenue
 generation but also creation of a brand image in the minds of the customers and
 spreading of positive word of mouth from the customers to their acquaintances.
 Brand image created in the process is not measured only by the revenue generation
 but also from the quality of service provided.
 The reason why the customers shifted was because their previous service providers
 were comparatively less efficient than Zavasi. They found Zavasi to be more qualitative
 and professional. Not only this, the service of Zavasi was up to date and simplified in
 nature having a cordial nature which created corporate relationship. The professional
 behavior that Zavasi reflected in all their levels of transaction was their unique
 proposition. Zavasi also lends additional support in matters of hardware and computing
 device which acts as a mediator between their vendor and Target Company. This in
 turn, gives additional branding of Zavasi to the third party vendors as well.
 Zavasi outsource their work to fresher’s and graduate mostly, IT fresher’s were put on
 the technical end whereas the management graduate were put on IT sales, services
 and tele marketing this will increase the job opportunity for fresher’s which will creates
 good will for the company and because of this company is also generating more profit
 at low cost.
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 10. Recommendation
 .
 1. It is recommended that Zavasi has to adapt various social applications like
 WhatsApp, text message, hike and Instagram to improve and increase the
 customer awareness and not only depend on mass mailing.
 2. It is recommended that Zavasi has to focus on their follow up list and they have
 to provide the proper training to their caller so that they can easily convey the
 services which company is providing. This will help in increasing their customer
 lead generation.
 3. It is recommended that tagline should be “We just don’t do the job we do it
 right”. It will help in brand building for the company.
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 12. Annexure
 Summary sheet:
 Data collected: 1980 data were collected from secondary resources.
 Data corrected: 322 data were wrong which was corrected again from the
 secondary resources.
 Mass mailer: Mass mailer has sanded to entire data which was collected (1980 raw
 data)
 Lead generated: 730 leads were generated who have given the appointment, after
 sending the mass mailer and cold calling.
 Sales: 450 leads were converted to sales, with a high conversion ratio.
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