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The Context: Greater Volume of Bangladeshi Apparels, Not Greater Value
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With LDC on horizon, the Apparel Sector needs to 
identify avenues of greater value generation across the 
ecosystem
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Our Approach
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This study aims to answer four main foundational 
questions when contemplating the establishment of a 
virtual marketplace for the RMG & Apparels sector: 

• Is establishing a virtual marketplace for this sector in 
Bangladesh feasible?

• Is the industry ready for this innovative shock? If 
yes, how would it be met?

• What could be the major factors to consider from 
local and foreign entities (public, private, etc.) when 
establishing this platform?

• Is there a market potential for this to survive and 
ultimately thrive?

Assessing the impact of establishing a virtual marketplace for Bangladeshi Apparel Producers
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Understanding the Need For A Virtual Market Place
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Global Transitioning from Traditional to Real-Time Retail Fashion through Technological Adoption
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Understanding the Need For A Virtual Market Place
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Impact of Real Time Retail Fashion on Bangladeshi Apparel Sector

As a result of fast fashion and its 
subsequent phases, the average 
amount spent on clothing by a 
consumer has increased by 60 

percent between 2000 and 2014

Consumers are now wearing each 
clothing article for only half the 
duration they did 20 years ago

The 4IR is changing the traditional 
supply side through operational 

methods like automation, artificial 
intelligence, 3D printing and 

knitting, robotics & intelligent 
manufacturing, and augmented 

reality

Implementation of digitization and 
automation saves costs and time

Automation will facilitate near 
shoring which would reduce 
business opportunities for 

Bangladesh

Bangladesh needs to hence attract 
new buyers and new markets and a 

virtual marketplace allows 
accessibility both for buyers and 

producers

Bangladesh also needs to tap into 
the consumer market but only if 
there is a substantially positive 

brand identity of Made in 
Bangladesh Apparels

Hence, a B2B virtual marketplace 
can ensure increased market size 

while a B2C virtual marketplace will 
ensure greater value generation 

prospect

Successful Implementation of A 
Virtual Marketplace will future 

proof the sector and subsequently 
help with the Bangladeshi Growth 

Story
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Why set up a B2B marketplace?
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Allowing the Bangladeshi Apparel Sector to Attract New Buyers and Markets at Low Cost

Theory of Change for Establishing a B2B virtual marketplace
Input Output Outcome Impact

Establish a 

virtual 

marketplace 

catering to 

mid-small 

sized buyers in 

new markets

Increased 

volume of orders 

for the 

Bangladeshi 

Apparel Sector

Diversification 

of revenue 

streams and 

penetration 

into new 

markets to 

ensure greater 

economic 

sustenance of 

the apparel 

sector

• Global dominance 

of Bangladeshi 

Apparel

• Greater 

employment 

prospects within 

the Bangladeshi 

Apparel Sector

• Pole position in 

the global apparel 

production
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Pros and Cons of Setting Up A Virtual B2B Marketplace
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Why set up a B2C marketplace?
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Allowing the Bangladeshi Apparel Sector to Expand to Greater Value Generation by Directly Connecting to Consumers

Theory of Change for Establishing a B2C virtual marketplace

Input Output Outcome Impact

Establish a virtual 
marketplace for 
consumers

Increased 
margin per unit 
of apparel sold

Diversification of 
revenue streams 
and enabling 
greater margin 
due to direct sale 
to consumers

• Extending Bangladeshi 
apparels presence from 
backward to forward linkage

• Improved brand identity of 
Made in Bangladesh Apparels

• Increased employment 
prospects within the sector

• Transition from low value to 
high value segments upon 
direct interaction with 
consumers
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Pros and Cons of Setting Up A B2C Marketplace
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Allowing the Bangladeshi Apparel Sector to Expand to Greater Value Generation by Directly Connecting to Consumers
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Necessary Policy Support to Ensure Effective Establishment of A B2B Virtual Marketplace
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Data Protection: Regulatory bodies strictly monitor and guide traditional B2B apparel 
export transactions. However, moving from a traditional mechanism to a virtual 
marketplace requires policy interventions to facilitate secured transactions and protect 
user data. 

Unfair Price Competition: To prevent unfair price competition among the manufacturers, 
necessary regulation needs to be in place to place a cap on the pricing and size of 
orders (Economic order quantity) for manufacturers within a specified period. 

EXP Registration Process: Introducing an alternative export tracking method or digitizing 
the current process with simpler steps would benefit the B2C platform to make small 
quantity exports and facilitate existing and potential future players to export into the 
global market through B2C export. 

Return Policy

For a sustainable and standard B2C marketplace establishment, policy intervention is 
required to facilitate a return policy for the products exported from Bangladesh under a 
B2C mechanism. 

International Payment Facilitation: Policy interventions facilitating the introduction of 
globally used payment gateways and digital wallets are required to make the B2C 
platforms more user-friendly. 

B2C Export Incentives: Similar to China’s pilot cities to facilitate B2C exports, regulatory 
bodies in Bangladesh should consider establishing special zones facilitating 
manufacturers making B2C export products. This will provide small and medium players 
with a cost-competitiveness to survive in the global B2C apparel and fashion export 
market. 



A
ll 

rig
ht

s 
re

se
rv

ed
 b

y 
Li

gh
tC

as
tle

 P
ar

tn
er

s.

Way Forward: Both B2B and B2C Can Co-Exist Albeit Through Significant Groundwork
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• Focus on Global Dominance in the 
Short Term through B2B 
Expansion and Value Chain 
Diversification
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Way Forward: Both B2B and B2C Can Co-Exist Albeit Through 
Significant Ground Work

12

• Focus on Made in Bangladesh 
Branding in the Mid Term through 
Digital Expansion
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Way Forward: Both B2B and B2C Can Co-Exist Albeit Through Significant Groundwork

13

• Focus on B2C Expansion in the 
Long Term through Introduction 
of B2C Platforms



LightCastle Partners

Level 5, House 10/12, Road 1, Block B, Niketan,

Gulshan 1, Dhaka – 1212, Bangladesh

Email: info@lightcastlebd.com

Mobile: +88 01744 736 621, +88 01711 385 988

Web: www.lightcastlebd.com

Data on Demand Platform: www.databd.co

Thank You!

http://www.lightcastlebd.com/
https://databd.co/

	Slide 1: Assessing the Impact of Establishing A Virtual Marketplace for Bangladeshi Apparels
	Slide 2: The Context: Greater Volume of Bangladeshi Apparels, Not Greater Value
	Slide 3: Our Approach
	Slide 4: Understanding the Need For A Virtual Market Place
	Slide 5: Understanding the Need For A Virtual Market Place
	Slide 6: Why set up a B2B marketplace?
	Slide 7: Pros and Cons of Setting Up A Virtual B2B Marketplace
	Slide 8: Why set up a B2C marketplace?
	Slide 9: Pros and Cons of Setting Up A B2C Marketplace
	Slide 10: Necessary Policy Support to Ensure Effective Establishment of A B2B Virtual Marketplace
	Slide 11: Way Forward: Both B2B and B2C Can Co-Exist Albeit Through Significant Groundwork
	Slide 12: Way Forward: Both B2B and B2C Can Co-Exist Albeit Through Significant Ground Work
	Slide 13: Way Forward: Both B2B and B2C Can Co-Exist Albeit Through Significant Groundwork
	Slide 14: Thank You!

