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Executive Summary 

ODIN Outsourcing's marketing approach is clearly differentiated and focuses heavily on trust, 

quantifiable results, and sector-specific expertise. While outsourcing is a common service, ODIN's 

strategy, as analyzed from their publicly available information, is prepared to address real-world 

business concerns regarding growth and risk. The core of their sales and marketing is built upon a 

dual value proposition: "Unlock Growth and unleash Savings." This directly targets the primary 

motivations for companies considering outsourcing: increasing efficiency and reducing 

operational costs. Sales and marketing practices are highly vertical-focused. The clear 

segmentation of services into specific high-value sectors such as Real Estate, Legal, 

Finance/Accounting, and Engineering allows them to tailor their messaging, demonstrating a deep 

understanding of each industry's unique workflows and regulatory requirements. This 

specialization is a key competitive tool, moving them beyond generic BPO services. Credibility 

and social proof are central to their sales materials. The marketing of a proven "Billion USD 

transaction Experience," demonstrable "Average cost savings" for clients, and a high "Client 

Retention " rate serves as powerful evidence to support their claims of value and reliability. These 

metrics function as essential assets in the sales funnel, addressing skepticism common among 

potential outsourcing clients. A critical pillar of ODIN's marketing strategy is Risk Mitigation and 

Trust. Concerns about data security and client confidentiality often impede a smooth sales process, 

especially within the Legal and Finance verticals. ODIN proactively addresses this by emphasizing 

Data Security, Legal & Regulatory Compliance, and Client Confidentiality (specifically noting 

attorney-client privilege concerns), positioning these as non-negotiable foundations of their 

service. This focus on compliance and security acts as a strong sales enabler and differentiator in 

highly regulated markets. To further improve their sales pipeline, ODIN could consider enhancing 

their content marketing strategy to provide more detailed, sector-specific case studies that quantify 

the savings and growth achieved (e.g., a case study showing a 45% reduction in legal back-office 

processing time). Furthermore, they can invest in a formalized digital marketing funnel to nurture 

leads through the complex B2B sales cycle. The focus should be on leveraging their expertise in 

Virtual Assistant and Data & IT services by establishing themselves as thought leaders in process 

optimization and security. 
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1.1 Introduction 

ODIN Outsourcing establishes itself as a pivotal professional services firm specializing in 

providing a comprehensive suite of offshore outsourcing solutions, strategically targeting the 

operational needs of Small and Medium Enterprises (SMEs) across the globe. Headquartered in 

Dhaka, Bangladesh, the firm's central value proposition is encapsulated in its commitment to 

helping clients achieve significant business efficiency by simultaneously working to "UNLOCK 

GROWTH" and "UNLEASH SAVINGS." By tapping into a skilled yet cost-efficient labor market, 

ODIN enables international businesses to drastically reduce their operational expenditures, often 

claiming to secure average cost savings of approximately 70% for its clientele. This efficiency is 

paired with a deliberate focus on high-value, complex service segments, including specialized 

back-office support for Real Estate, rigorous compliance and administrative functions for the Legal 

sector, detailed process handling for Finance/Accounting, and technical assistance within 

Engineering. 

The service offerings are granular and diverse, extending to crucial modern business needs such 

as dedicated Virtual Assistant support, comprehensive Data & IT Services (encompassing 

advanced data mining, precise data annotation, UI/UX design, and web development), and 

professional Content/Media creation. A cornerstone of ODIN’s appeal and a vital component of 

its marketing is the emphasis on credibility and reliability, evidenced by a track record that boasts 

participation in USD 10 billion in global transaction experience and a strong rate of client retention. 

Furthermore, recognizing the inherent concerns associated with outsourcing, ODIN has made 

Quality & Risk Mitigation a fundamental pillar of its operations. This includes stringent protocols 

for Data Security, adherence to Legal & Regulatory Compliance across various jurisdictions, and 

an unwavering commitment to Client Confidentiality, especially important when dealing with 

sensitive information in the legal and financial sectors. This blend of specialized expertise, 

quantifiable cost benefits, and proactive risk management positions ODIN Outsourcing as a highly 

accessible and dependable partner for SMEs aiming to optimize their business processes and 

effectively scale their operations. 
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1.2 Background of the Study 

As a prerequisite for the Bachelor of Business Administration (BBA) degree from Sonargaon 

University (SU), students are required to complete a professional internship from a reputed 

business organization and subsequently prepare a detailed report on their experience. As a student 

of BBA, it is critical to gain exposure to the modern global economy, where the Business Process 

Outsourcing (BPO) sector plays an essential role in optimizing operational efficiency and driving 

international growth for Small and Medium Enterprises (SMEs). Just relying on classroom 

discussion cannot provide a proper picture of the complex, business-to-business (B2B) sales and 

marketing environment inherent to this industry. Therefore, this internship program provides a 

vital opportunity to minimize the gap between theoretical knowledge and practical application, 

allowing students to observe real-life strategies for lead generation, digital promotion, and client 

acquisition in the competitive global outsourcing market. I completed my internship at ODIN 

Outsourcing, a firm recognized for providing cost-effective and secure offshore support from its 

base in Dhaka, Bangladesh. As a BBA student focusing on managerial and strategic functions, I 

chose Sales and Marketing Practices of ODIN Outsourcing as the topic of my report, aiming to 

analyze the specialized methods the firm uses to attract and retain international clients in high-

value verticals such as Real Estate, Legal, and Finance. 

 

1.3 Objectives of the Study 

The primary aim of this internship report, titled Sales and Marketing Practices of ODIN 

Outsourcing, is to bridge the gap between academic theory and real world B2B operations in 

the Business Process Outsourcing (BPO) sector. The overall and specific objectives of this 

study are detailed below: 

General Objective: 

 To conduct a comprehensive analysis and evaluation of the sales, marketing, and client 

acquisition strategies implemented by ODIN Outsourcing to secure and sustain its 

international B2B client base, particularly within high-value verticals such as Real 

Estate, Legal, and Finance. 
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Specific Objectives: 

 To identify the core lead generation methodologies (e.g., digital promotion, cold 

outreach, referral programs) utilized by ODIN Outsourcing to attract potential clients 

in international markets. 

 To analyze the specialized sales and negotiation techniques employed by ODIN 

Outsourcing's sales team to convert high-value leads into long-term service contracts. 

 To assess the role of digital marketing platforms (e.g., social media, content marketing, 

SEO) in positioning ODIN Outsourcing as a recognized and secure offshore BPO 

provider. 

 To evaluate the firm's client relationship management (CRM) practices and retention 

strategies used to foster loyalty and maximize the lifetime value of international 

accounts. 

 To identify key operational challenges faced by the sales and marketing division and 

provide practical, evidence-based recommendations to enhance efficiency and market 

penetration. 

 

1.4 Research Methodology  

The research is exploratory and descriptive in nature, aiming to identify and analyze the sales and 

marketing practices of ODIN Outsourcing. 

 

1.4.1 Sources of Data  

The data required for this study were collected from both primary and secondary sources. 

Primary Sources: 

 

 Key Informant Interviews (KII) with officials in the Sales and Business Development 

Department. 

 Participant Observation of daily operations on the Sales, Marketing, and Lead 

Generation desks. 

 Review of internal sales collateral and client onboarding documentation. 
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Secondary Sources: 

 

 Official Website  

 Corporate Brochure  

 

1.5 Limitations of the Study 

Like any research, this study also has some limitations: 

 

 Time constraints limited the depth of data collection and analysis. 

 Access to specific internal company data was restricted for confidentiality reasons. 

 The study is focused only on the Sales and Marketing department, not the entire 

organization. 

 Direct primary feedback from international B2B clients was limited. 

Despite these limitations, every effort has been made to ensure this report is as accurate, 

informative, and useful as possible. 
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Chapter Two 

Organizational Overview 
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2.1  Background of the Company 

ODIN Outsourcing is an offshore outsourcing and consulting firm that provides a range of 

outsourcing solutions to global Small & Medium Enterprises (SMEs). 

The company was founded in 2014 and has been providing back office support to institutions since 

at least 2013, with over 10 years in business. Clients have closed around USD 10 billion in global 

transactions with their back-office support. Their business model is built on simple technology 

innovations, robust processes, and human resources development. This focus is intended to enable 

SMEs to scale rapidly without any upfront investment or long-term contractual commitments. 

ODIN is headquartered in Dhaka, Bangladesh. They leverage this strategic location, where labor 

and infrastructure costs are among the lowest globally, to offer low billing rates and achieve an 

average cost-saving of around 70% for clients. 

The leadership team has a track record in outsourcing, bringing decades of experience in service 

delivery across various sectors. They have substantial overseas work experience, having built and 

managed large outsourcing teams in regions including the US, UK, Canada, India, and the Middle 

East. Their clients are SMEs and institutional clients across the globe, including in the US, UK, 

Canada, Australia, and India. The company has worked on complex transactions, including 

conducting financial and legal due diligence for landmark structured finance deals originated by 

Wall Street firms such as JP Morgan, Citigroup, Barclays, and Credit Suisse. 

2.2  Vision 

To be the premier partner for global Small and Medium Enterprises (SMEs), committed to 

developing a highly scalable and cost-effective offshore component for their business. 

The ultimate goal is to enable clients to: 

Unleash Growth & unlock Savings: Reduce overhead and capital costs, targeting an average 

savings of around 70% without compromising the quality of service. 

Foster Mutual Innovation: Promote a symbiotic partnership that encourages the mutual exchange 

of innovation and expertise to drive business transformation. 

Core Pillars of Their Strategy: 

ODIN achieves this vision by focusing on four key operational pillars: 
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 Cost & Scalability (The Value Proposition): Leveraging their strategic location in South 

Asia (Bangladesh) to offer one of the lowest billing rates globally, providing flexible 

engagement models (e.g., staff leasing, project-based, virtual captives) that allow clients to 

switch resources on and off as needed and scale rapidly from a single staff member. 

 

 Expertise & Quality (The Delivery Promise): Utilizing a management team with decades of 

experience and track records in a broad range of sectors and a large base of satisfied 

institutional clients across the globe (including experience with firms like J.P. Morgan, 

Citigroup, and Credit Suisse). They focus on training their human resource pool and 

developing processes that ensure consistent quality. 

 

 Innovation & Process (The Operational Engine): Focusing on simple technology 

innovations and robust processes to keep overhead low and ensure efficiency. 

 

 Commitment & Integrity (The Partnership Foundation): Viewing clients as partners and 

committing to transparency, accountability, and integrity, while prioritizing rigorous risk 

mitigation measures such as data security and legal/regulatory compliance. 

 

2.3  Mission  

Their mission is to provide a comprehensive range of outsourcing solutions to global SMEs by 

focusing on simple technology innovations, robust processes, and skilled human resources, thereby 

enabling our clients to scale rapidly with maximum cost-efficiency and minimal upfront 

investment. 

Key Mission Elements (What they do to achieve the Vision): 

-Service: Deliver a range of outsourcing and consulting solutions, including finance/accounting, 

research/data mining, graphic design, call center services, and HR sourcing. 

-Target: Global Small & Medium Enterprises (SMEs). 

-Methodology: Utilize simple technology innovations, robust processes, and human resources 

development. 

-Commitment: Ensure quality and efficiency by fostering an environment of accountability, 

transparency, and integrity. 
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-Result: Allow clients to scale rapidly while reducing costs (targeting 70% savings) and 

maintaining high quality. 

 

2.4  Product 

 

ODIN Outsourcing provides scalable and cost-effective Business Process Outsourcing (BPO) and 

Knowledge Process Outsourcing (KPO) solutions to global Small and Medium Enterprises 

(SMEs). 

Core Service Verticals: 

ODIN offers specialized support across four main areas: 

 Financial Services & Fin-Tech (KPO): Accounting, Taxes, Cash Flow Modeling & 

Valuation, Debt Underwriting, and Equities Reporting. 

 Research & Data Mining: Lead Generation, Online Data Mining, Data Synchronization, 

and Data Analysis. 

 Graphic Design: 3D Scan Processing, Photo Retouch, Photo Restoration, and Special 

Effect Design. 

 Digital Marketing: Live Chat Support, SEO & PPC, Social Media Marketing, Email, and 

Content Marketing. 

 

2.5   Core Values 

ODIN Outsourcing's core values are not just internal guidelines but serve as the foundation of their 

value proposition and the key guarantees used by the Sales and Marketing teams to attract and 

secure Small and Medium Enterprise (SME) clients. The Integrity & Trust value is paramount, 

directly addressing a client's biggest fear: data security and IP risk. This is the Integrity Guarantee, 

used to sell high-value KPO work by promising absolute confidentiality and strict compliance, 

essential for financial and legal clients. The Value-Driven Efficiency value functions as the 

primary economic incentive and anchor for every sales pitch, codified as the Efficiency Guarantee: 

the commitment to help clients achieve up to 70% cost savings through strategically managed, 

streamlined operations without compromising quality. 
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Furthermore, the value of Client Partnership deliberately distinguishes ODIN from a transactional 

vendor, positioning them as a strategic ally. This Partnership Guarantee assures clients that ODIN 

is vested in their long-term growth, operating as a dedicated extension of their team for the mutual 

exchange of innovation. The Growth & Scalability value then addresses the SME's fear of 

commitment by offering the Scalability Guarantee—the ability to start small (with one person), 

scale up, or pause resources flexibly with no upfront investment or long-term contracts. Finally, 

Excellence in Process builds confidence in execution, providing the Quality Guarantee that the 

work is managed by globally experienced leaders who utilize robust, standardized procedures and 

continuous training, ensuring consistent, high-quality deliverables every time. These five values 

collectively form the persuasive framework for client acquisition and retention. 

 

2.6   SWOT Analysis 

This SWOT analysis evaluates ODIN Outsourcing's internal and external factors through the lens 

of client acquisition, market positioning, and revenue generation opportunities. 

 

Internal Factors 

Strengths (S) - Marketable Competitive Advantages 

These are the key features that sales teams can immediately leverage to close deals. 

 Massive Cost Savings: The quantifiable promise of an average 70% cost reduction is the 

primary market differentiator and a powerful sales lead. 

 

 "No Commitment" Flexibility: Offering models with no upfront investment, no long-

term contracts, and the ability to start with just one staff member eliminates the primary 

risk barrier for new SME clients. 

 

 High-Value KPO Credibility: Expertise in Financial Services (e.g., debt underwriting, 

valuation) and legal due diligence provides instant credibility, allowing sales to target 

institutional clients and major financial hubs (Wall Street, Citigroup). 
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 Complete Digital Service Suite: The combined offering of Graphic Design, Research & 

Data Mining, and Digital Marketing (SEO, Live Chat) allows for cross-selling and 

bundling, making ODIN a one-stop-shop for a client's entire virtual back-office. 

 

Weaknesses (W) - Sales Hurdles and Mitigation 

These are internal issues the sales/marketing teams must proactively address in their pitch. 

 Reliance on Simple Technology: A potential client perception that "simple technology" 

means "outdated technology." Marketing must reframe this as "reliable, robust processes" 

that minimize complexity and risk, rather than focusing on the simplicity itself. 

 

 Geographical Branding: Being headquartered in Bangladesh might require extra effort to 

overcome preconceived notions about service quality compared to larger, more established 

BPO hubs. Sales pitches must emphasize the global experience of the leadership team (US, 

UK, Canada, and Australia). 

 

 SME Focus Limitation: The exclusive focus on SMEs means sales efforts are capped at 

a lower revenue ceiling per client. Sales must aim for rapid internal scaling rather than 

landing single mega-contracts. 

 

External Factors 

Opportunities (O) - Target Market Expansion 

These are external trends that create new target markets for sales. 

 

 Global Remote Work Acceptance: The widespread shift to remote and hybrid models 

makes the idea of an offshore Virtual Captive team instantly more acceptable and less 

intimidating to new clients. 

 

 Surge in Fin-Tech/Prop-Tech: The explosive growth in specialized tech sectors (like Fin-

Tech and Real Estate Tech) creates a huge, specific need for ODIN's KPO skills (Financial 

Modeling, Real Estate Valuation). Marketing campaigns can be hyper-targeted to these 

industry niches. 
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 Content and SEO Demand: Increased digital competition drives demand for ODIN's 

Digital Marketing services (SEO, content, PPC), providing a low-friction entry point for 

acquiring new clients who can then be up-sold to KPO services. 

 

Threats (T) - Competitive and External Risks 

These are factors that could sabotage client trust or diminish the unique sales proposition. 

 Aggressive Price Competition: Competitors, especially from larger BPO countries, may 

attempt to match or slightly undercut ODIN's pricing, forcing them to constantly justify the 

value-for-price rather than just the lowest price. 

 

 Client Data Trust: High-value KPO work depends entirely on client trust. Any perceived 

failure in Data Security, Confidentiality, or Legal/Regulatory Compliance (which are 

major concerns for lawyers and financial firms) could instantly halt sales for years. 

 

 Staff Poaching: High-quality, specialized KPO talent (like financial analysts) is a global 

commodity. A threat exists that competitors could poach ODIN's experienced, trained staff, 

creating instability that violates the "Experience" promise.  
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Chapter Three 

Internship Position & Duties 

  



14 | P a g e  
 

3.1  Internship position and duties learning point 

Position Overview 

As the Sales & Digital Marketing Intern, my main objective is to support the team in 

communicating ODIN's strategic value—Deeper Understanding, Better Solutions—to Small and 

Medium-sized Enterprises (SMEs) in our key markets (US, UK, Australia, Canada, and India). I 

will specifically focus on demonstrating how ODIN enables SMEs to scale rapidly, with no-

upfront investment or long-term contractual commitments. 

 

3.2  Duties performed 

My role focuses on bridging the gap between ODIN's technical expertise (like Financial Services 

and Data Mining) and the business needs of Small and Medium-sized Enterprises (SMEs) across 

our key markets (US, UK, Australia, Canada, and India). 

 Sales and Lead Generation Activities 

These duties are focused on identifying potential clients and initiating the sales cycle by 

emphasizing ODIN's unique, flexible model. 

-Targeted Market Segmentation: I am actively conducting Online Data Mining and sector-

specific research to build prospect lists. My focus is on finding SMEs in high-demand sectors like 

Financial Services, IT, and Engineering who would benefit from our cost-savings and lack of 

upfront investment. 

-Value Proposition Crafting: I draft personalized outreach emails and scripts. The core message 

is the flexibility of ODIN: demonstrating that they can "start with one staff member" and utilize 

our low billing rates from the Bangladesh location. 

-Competitive Intelligence: I analyze our competitors' pricing structures and service 

commitments, specifically highlighting ODIN's advantage of offering no long-term contractual 

commitments and our emphasis on robust processes over expensive technology. 

-Direct Sales Enablement: I prepare and update sales materials, ensuring the collateral 

consistently promotes the "switch-off and switch-on" resource model, which is highly appealing 

to scaling SMEs. 
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 Digital Marketing and Content Support 

These duties support inbound lead generation and brand messaging, proving that ODIN's low cost 

does not compromise quality. 

-Service-Specific Content Development: I assist in writing content (e.g., blog outlines, social 

media posts) that showcases niche service offerings like Equities Reporting and Data 

Synchronization. The content's goal is to prove our "Deeper Understanding, Better Solutions" 

approach. 

-Performance Monitoring for Campaigns: I monitor the performance of our SEO and PPC 

efforts, particularly analyzing which search terms related to services like "Outsource Debt 

Underwriting" or "Affordable Real Estate Back Office" are driving the highest quality leads. 

-Initial Client Communication: I manage the Live Chat Support channels to ensure Seamless 

Communication with all inbound prospects. This is critical for making a strong first impression 

and directing qualified leads to the sales team. 

-HR Marketing Link: I help create content that positions ODIN's investment in continuous skills 

and leadership training for its employees as a direct benefit to the client, assuring them of high 

quality and accountability. 

 

 Reporting and Process Improvement 

 

-Metrics Tracking: I track key marketing metrics, specifically monitoring the quality of leads 

generated from different digital channels (SEO, PPC, social) to refine our resource allocation. 

-Documentation: I maintain an updated log of common prospect questions and competitive 

objections to help refine the overall sales playbook and messaging. 

I am essentially performing the groundwork for the sales funnel—from finding the right companies 

to ensuring our value is clearly and compellingly communicated online and in initial outreach. 
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3.3  Key Learning Points and Takeaways 

This internship offers hands-on experience in the unique economics of the global B2B service 

industry. 

 B2B Value Selling: How to sell an intangible service (offshoring) based on measurable 

business outcomes like cost-savings (due to Bangladesh's low costs) and scalability (no long-

term contracts). 

 Global Market Entry: Gaining a practical understanding of how to target and communicate 

with SMEs across diverse markets (US, UK, Australia, Canada) while overcoming 

geographical differences. 

 Outsourcing Logistics: The importance of simple technology innovations and robust 

processes in maintaining low overheads and high client satisfaction. 

 Strategic HR as a Selling Point: How to market our investment in continuous skills and 

leadership training for our employees as a key benefit to the client, assuring them of quality 

and accountability. 

 Digital Lead Generation: Hands-on application of SEO & PPC for high-value B2B leads, 

specifically within niche service offerings like Equities Reporting and Data Synchronization. 

 Partnership Philosophy: Understanding ODIN's philosophy that Clients are our partners, and 

how that commitment influences everything from service flexibility to daily communication 

standards.  

 

3.4  Difficulties faced during Internship 

i. The "Cheap Labor" Perception Challenge 

ODIN's core selling point is cost-savings, but this often triggers a client perception hurdle: low 

cost must equal low quality. 

o Difficulty: Convincing prospects that we maintain high quality and our employees receive 

the continuous skills and leadership training we promise. 

o My Response Strategy: I pivot conversations quickly to our Robust Processes and our 

management's decades of experience to reinforce quality over cost alone. 
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ii. Overcoming Geographical and Time Zone Barriers 

Coordinating outreach and ensuring timely responses across six major global time zones 

(Bangladesh, US, UK, Canada, Australia, India) is complex. 

o Difficulty: Managing Live Chat Support and initial outreach to ensure key prospects in 

time zones like PST (US West Coast) receive timely, professional responses. 

o My Response Strategy: I ensure extreme discipline with my Documentation and hand-off 

procedures, clearly logging follow-up needs to maintain flawless internal coordination. 

iii. Targeting Niche, High-Value Services 

ODIN offers highly specialized services like Debt Underwriting and Equities Reporting. It’s not 

enough to market "outsourcing." 

o Difficulty: The pool of SMEs needing niche services is small, making Targeted Market 

Segmentation through Online Data Mining slow and challenging. 

o My Response Strategy: I have to focus heavily on long-tail search terms and highly 

specific professional networking sites, prioritizing quality over quantity of leads generated. 

iv. Demonstrating the "Flexibility" Model 

The promise of being able to "start with one staff member" and "switch-off and switch-on" 

resources can sound too good to be true. 

o Difficulty: Finding collateral that tangibly proves the stability of this extreme Flexibility 

model, assuring clients they won't lose their dedicated team. 

o My Response Strategy: I am working on developing scenarios that illustrate this model's 

success with current clients to reinforce the partnership philosophy. 
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Chapter Four 

Analysis & Findings 
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Major Findings 

The primary objective of the duties performed is to operationalize ODIN's unique value 

proposition. The following key findings confirm the core differentiators that must be emphasized 

in all sales and marketing efforts: 

 Cost is the Anchor, Flexibility is the Hook 

The analysis of prospecting activities confirms that the low cost derived from ODIN's strategic 

location in Bangladesh is the initial traffic driver. However, the true competitive edge lies in the 

Flexibility model, which is the key to converting SMEs. 

Finding: SMEs are not just looking for low cost; they are looking for risk mitigation. The ability 

to "start with one staff member" and have "no long-term contractual commitments" removes the 

two biggest financial barriers for scaling businesses. 

 Quality Assurance is an HR Marketing Function 

Prospects consistently exhibit skepticism regarding the quality of low-cost services. This 

necessitates a proactive marketing strategy focused on human capital and process rigor, rather than 

just technology. 

Finding: Simply stating that ODIN has "robust processes" is insufficient. The most effective 

collateral directly links the company’s investment in "continuous skills and leadership training" to 

the client's output quality. 

 Specialization Drives High-Quality Leads 

General outsourcing terms yield low-quality, high-cost leads. The highest quality prospects are 

driven by niche services where ODIN has verifiable expertise (e.g., Wall Street due diligence). 

Finding: The Performance Monitoring for Campaigns duty shows that search terms related to 

Equities Reporting and Debt Underwriting—while low in volume—generate leads with high 

conversion potential. This confirms the value of the "Deeper Understanding" promised by ODIN. 

  



20 | P a g e  
 

 

 

 

 

 

 

 

 

 

 

 

 

Chapter Five 

Recommendations and Conclusion 

  



21 | P a g e  
 

5.1  Recommendations 

Based on the analysis and findings the following recommendations can help the company improve 

its digital reach, engagement, and long term business impact. 

 ODIN should immediately update all digital content, including landing pages, 

advertisements, and introductory emails, to prioritize flexibility and financial control over 

low-cost positioning. 

 Generic messaging such as “Low Billing Rates” should be replaced with value-driven 

statements like “Scale-as-You-Grow: Zero Upfront Investment, Maximum Financial 

Control” to better align with growth-focused clients. 

 HR Marketing should be elevated from a supportive function to a core content strategy that 

strengthens brand credibility and trust. 

 ODIN should develop transparent HR-focused content, such as “Meet the Team” features 

and process flow charts, to visually demonstrate its commitment to human resource 

development and accountability. 

 Marketing budget and effort should be increasingly allocated to ultra-niche, long-tail SEO 

and PPC campaigns that target specialized, high-intent buyers. 

 Although these campaigns may generate lower traffic volumes, they will produce higher-

quality leads and improve overall sales efficiency. 

 Resources should be shifted away from broad outsourcing terms and redirected toward 

highly specialized services where ODIN has proven expertise, such as Wall Street due 

diligence. 

 ODIN should develop three to five one-page visual case studies in infographic format to 

provide tangible proof of its scalable and flexible engagement model. 

 These visual case studies should clearly illustrate client growth journeys and demonstrate 

how ODIN supports expansion while maintaining cost control and quality. 

 Seamless communication should be maintained across all six global time zones to ensure 

consistent engagement with prospects. 

 ODIN should create comprehensive, pre-approved FAQ responses for the Live Chat 

Support team to improve response speed, consistency, and lead qualification. 
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5.2  Conclusion 

The internship experience confirms that ODIN Outsourcing is strategically positioned to capture 

the SME market by selling risk mitigation, not just low cost. While the low billing rates from our 

Bangladesh base serve as a crucial initial anchor, the true competitive edge lies in the Flexibility 

model and the assurance of Quality. 

Our key finding is that the Sales and Marketing approach must pivot from quoting price to 

quantifying value. By emphasizing the "Scale-as-You-Grow" philosophy, which includes zero 

upfront investment and no long-term contractual commitments, we directly address the primary 

pain points of scaling SMEs. 

Moving forward, success hinges on two immediate actions: 

 Marketing Quality: Elevating our HR Marketing Link through transparent content to 

prove our investment in continuous skills and leadership training, thereby neutralizing the 

low-cost skepticism. 

 

 Sales Focus: Reallocating resources to niche specialization (e.g., Financial Services) and 

using visual case studies to tangibly demonstrate the measurable efficiency gains clients 

achieve. 

 

In essence, the future of ODIN's growth is secured by marketing our Partnership Philosophy—a 

commitment to a client's long-term, scalable growth—rather than simply transactional 

outsourcing. 
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