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Preface 

A Professional course in Master of Business Administration is incomplete unless the theoretical 

knowledge required in the class room is backed up by practical exposure as theories alone do not give 

perfection to any discipline. The gap between theory and practiced is bridged by the market research 

report, which has been an integral part of the syllabus. This present research project report is an image of 

what I have done and observed during my final research project in “A Study of Innovative EdTech 

Start-Ups” - With Special reference of Covid -19 Pandemic. 

I have tried my level best to be as a systematic as possible and to avoid plagiarism. 
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ABSTRACT 
 

One of the most important aspects of technology in education is its ability to level the field of opportunity for 

students. Technology can be a powerful tool for transforming learning. It can help affirm and advance 

relationships between educators and students, reinvent our approaches to learning and collaboration, shrink 

long-standing equity and accessibility gaps, and adapt learning experiences to meet the needs of all learners. Our 

schools, community colleges, adult learning centers and universities should be incubators of exploration and 

invention. Educators should be collaborators in learning, seeking new knowledge and constantly acquiring new 

skills alongside their students. Education leaders should set a vision for creating learning experiences that 

provide the right tools and supports for all learners to thrive. However, to realize fully the benefits of technology 

in our education system and provide authentic learning experiences, educators need to use technology 

effectively in their practice. Furthermore, education stakeholders should commit to working together to use 

technology to improve education. These stakeholders include leaders, teachers, faculty, and other educators, 

researchers, policymakers, funders technology developers, community members and organizations, and learners 

and their families and of course, Ed-Tech Start-Ups. 

Implementing methods and strategies that would lead to progressions of the system of education is one of the 

important goals of individuals, particularly the ones, who are in leadership positions. In urban and rural 

communities, it is essential for the leaders to put into practice the approaches that would lead to up-gradation of 

the system of education. Innovation and educational technology are regarded as vital aspects that would lead to 

progression of the system of education. In educational institutions at all levels, instructors are making use of 

technologies to impart information to the students in terms of academic concepts. Furthermore, students are 

encouraged to make use of technologies to prepare their assignments and projects. The members of the 

educational institutions need to augment their competencies and abilities that would enable them to carry out 

their tasks satisfactorily. The main concepts that have been taken into account in this research paper include, 

significance and meaning of innovation in education, benefits of innovation and educational technologies, 

barriers to innovation in education, and shaping of innovation by human capital. It is necessary to promote 

innovation and educational technology.  
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The Industry Scenario 
  

Increasing penetration of internet in many regions across the globe is a major factor driving the market growth. 

Growing adoption of cloud-based solutions coupled with huge investments by major market players towards 

enhancing the security and reliability of cloud-based education platforms, is further increasing its adoption 

among the end-users. Presence of a large number of service and content providers in the market is bringing huge 

volumes of educational content online. 

 

The global online education market is projected to witness a CAGR of 9.23% during the forecast period to 

reach a total market size of US$319.167 billion in 2025, increasing from US$187.877 billion in 2019. 

Increasing penetration of internet in many regions across the globe is a major factor driving the market growth. 

Declining hosting cost and growing need for accessing educational content is further fueling the adoption of this 

technology, thus augmenting the market growth. Advancements in the field of artificial intelligence and rapid 

growth of Internet of Things (IoT) will continue to enhance the user experience on these online education 

platforms, which is anticipated to spur the market growth throughout the forecast period. Increased effectiveness 

of animated learning along with flexibility in learning are some other factors contributing to the growth of online 

education by academic institutions. Lack of competent staff in various schools and colleges across the 

developing nations is also resulting in the adoption of online education by the students. Support and funds from 

the governments is another major driver for the growth of the industry. By type, the global online education 

market is segmented as online education by academic institutions and by corporate sector. With the increasing 

number of students in academic institutions and regular need to up skill and provide industry relevant training to 

the staff, the academic institutions as well as corporate need to come up with the options that allow individuals 

to learn anytime from anywhere. With the increasing number of the students and the cost effectiveness of online 

education many educational institutes are integrating face-to-face learning with online learning at all levels of 

education. For instance, Berkeley University of California recently partnered with edX to offer Data 8 course 

online for no cost which was earlier limited to the few who got admissions in the institute. 

 

Colleges and universities across the globe are frequently providing new MOOCs as well as distance learning 

courses. An upsurge in tuition fees and high interest on education loans in both developed and developing 

countries has raised the cost of getting campus education which is continuously shifting the trend towards online 

learning solutions, thus, positively impacting the demand for LMS across this universities and colleges. 

Online education industry will be a $1.96 billion industry by 2021 according to a research conducted 

by KPMG, along with insights from Google search. The report finds that the paid user base will grow 6X from 

1.6 million users in 2016 to 9.6 million users in 2021. 
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There are five major categories of education with potential for significant online adoption. Reskilling and online 

certification courses currently accounts for a significant part of the online education market in India with a share 

of 38%. This is largely driven by a healthy adoption rate amongst the significant population of IT professionals 

in India. However, with an estimated ~280 million students expected to be enrolled in schools by 2021 and 

increasing adoption amongst this target audience, online primary and secondary supplemental education 

is expected to be the dominant category of courses with a 39% market share in 2021. At the same time, online 

test preparation is expected to be the fastest growing category of online education, estimated to grow at an 

impressive CAGR of 64% in the next five years. 
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           What Is EdTech? 

EdTech (a portmanteau of "education" and "technology") refers to hardware and software 

designed to enhance teacher-led learning in classrooms and improve students' education 

outcomes. 

EdTech is still in the early stages of its development, but it shows promise as a method of 

customizing curriculum for a student’s ability level by introducing and reinforcing new 

content at a pace the student can handle. 

Understanding EdTech 

 
EdTech can be a contentious topic. As a large portion of the education system is unionized, 

there are concerns that EdTech is an attempt to phase out certain in class duties as a way of 

reducing costs. The creators of EdTech emphasize the enhancement potential of the software, 

freeing up the teacher from trying to teach to the classroom average and moving into a 

facilitator role. With time constraints, it is difficult for a teacher to teach according to 

curriculum, catch up lower level learners, and still keep the top of the class engaged in their 

work. By automating the assessment of ability and adjustment of difficulty, EdTech can 

potentially lead to better outcomes for individual students and the class as a whole. 

Technology in the classroom experienced two waves of implementation. The first was the 

introduction of current hardware into the classroom. Inevitably the conversation has turned to 

getting the software to better coordinate and utilize all the hardware. These software solutions 

are EdTech. Many of them are cloud based and pull on educational research to set algorithms 

for how slowly or rapidly to advance a student along different learning objectives. 

EdTech Concerns 

 
Many of the fears about EdTech are looking farther into the future where entire courses could 

potentially be managed by software. The current state of the field uses analytics to judge a 

student’s competency in different areas of the curriculum, allowing the student to move ahead 

more quickly in some areas while taking more time to reinforce areas of weakness. As each 

student works through a customized curriculum, the teacher acts as a facilitator and trouble 

shooter with insights provided by the EdTech software on a student’s strengths and 

weaknesses. 
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In practice, EdTech is still in the early stages of development for even basic subjects like 

math or reading and composition skills. There are a variety of design challenges for EdTech. 

The biggest hurdle is adjusting for different learning styles in the classroom. Currently 

EdTech is usually delivered through a laptop or tablet, resulting in a read and respond 

learning experience. Critics have noted that this style can leave other types of learners — 

auditory and kinesthetic for example — at a disadvantage. As with any new field of 

technological development, EdTech will improve the more it is used and the more feedback 

is collected. 

However, EdTech faces additional social hurdles. Students, and even more so the parents, 

look to a teacher to create a social environment that enables group learning and other 

dynamics that aren’t currently within the scope of EdTech. The classroom of the future may 

depend heavily on EdTech to do the heavy lifting of course design but many parents and 

educators still see value in the group environment separate from the pure academic goals. 

Proponents say that like many innovations in education, EdTech is seeking to improve on the 

existing model rather than replace it entirely. 

Understanding the Concept of Educational Technology 

Educational Technology, also known as EduTech or EdTech, is the concept of teaching and learning 

through the efficient medium of technology. It facilitates an in-depth understanding of the fundamentals 

of technology and its operations. There is a range of objectives of educational technology in order to 

help the teaching-learning process yield the best possible results in an efficient and economical way. 

Technology is an umbrella term for all the systematic applications of scientific knowledge placed on a 

practical task. Similarly, educational technology is concerned with the following two aspects: 

• Theoretical Knowledge produced from various academic disciplines such as Psychology, Education, 

Communication, Philosophy, Sociology, Computer Science, Artificial Intelligence, etc.  

• Experimental Knowledge elicited from educational practice and training.  
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Figure 3.1.1 
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        Responsibility of Educational Technology Facilitators 

Facilitators of an educational technology plan, design and develop productive learning atmosphere and range of 

experience by assisted technology. Their responsibilities include: 

• Plan learning environments and experiences with the use of technology to build efficient teaching and 

learning environments. 

• Design and develop appropriate technology-driven learning opportunities to support the diverse needs of 

different learners. 

• Evaluate the accuracy and suitability of technological resources. 

• Manage technology resources within the context of learning activities and pedagogy. 

• Build management strategies for students learning in a technology-enhanced environment. 

• Identify instructional design principles to develop technological resources. 

       Objectives of Educational Technology 

• Macro Level 

• Micro Level 

 

       Objectives of Educational Technology at the Macro Level 

Owing to the increasing importance of technology in education, there are a multitude of objectives that this 

phenomena fulfils at the macro level, some of which are: 

• To identify the educational requirements and desires of the community. 

• To understand the structure of education, board strategies, and its goals.  

• To design and develop curriculums involving art, science and human values. 

• To support strategies and human resources and material assets with the mission to achieve determined 

goals. 

• To create appropriate aids and instruments supporting educational purposes. 

• To design educational technology models catering to improve the existing process of teaching and 

learning.  

• To identify and find remedies to tackle major environmental constraints. 

https://leverageedu.com/blog/pedagogy/
https://leverageedu.com/blog/importance-of-technology-in-education/
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• To expand and support educational opportunities for people around the world, especially the neglected 

sections of the community. 

• To manage the entire educational system starting from planning to execution, implementation, and 

evaluation. 

       

       Objectives of Educational Technology at the Micro Level 

• To discover and analyse the characteristics and educational requirements of every student. 

• To determine and state the specific behavioural classroom objectives. 

• To understand and organise the contents of instruction in a proper sequence. 

• To recognize the existing teaching-learning resources and materials. 

• To identify the nature of the interaction of sub-systems like teachers, students, the content of instruction, 

teaching-learning material, and different methodologies.  

• To plan teaching strategies and utilize human resources and material assets for accomplishing specific 

classroom objectives. 

• To evaluate every student’s behavioural change and performance to determine the effectiveness of 

classroom teaching. 

• To provide essential feedback to teachers and students for any modification in the teaching-learning 

operation. 
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Scope 

The objectives of educational technology are process-oriented. The use of educational technology is not 

restricted to teaching and learning methodologies and theories, but to provide in-depth assistance in the 

development of an individual’s personality. Below is a list on the wide scope of education technology: 

• Educational technology makes the teaching-learning process more efficient and process-oriented. 

• Mechanical and electronic gadgets can be readily utilized for educational requirements. 

• Educational technology has improved the learning process for students with the help of teaching aids and 

programmed instructional material, etc. 

• Traditional mediums like television, radio, tape-recorder, V.C.R, and computers can be used to impart 

distance and correspondence education. 

• The advancement of the internet has increased education dissemination all over the world with much 

ease. 

• Mechanism of feedback through the use of technology improves the quality of teachers training in 

academic institutions.  

• Technology-driven innovative analytical tools and instruments can help in solving educational 

administrative problems. 

• Educational technology serves to develop and understand the structure and nature of teaching. 

• Best utilization of education technology supports the scientific foundation and new discoveries. 

Literature Review 

• The purpose of the following literature review will be to provide information that can be collected and 

used for the discussion on how technology is making a change in education and what types of technology 

school's and students of today are using. 

• Technology has changed the way students learn and how they interact with their professors for help and 

questions. Making not only students change their method to learn but changing teacher’s method to 

teach. This literature review provides information about the changes on educational technology with 

their main events on how has change student’s way of leaning. It provides statistics on how much time 
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students spend on technology and their improvements. It recognizes positive and negative points of view 

about the topic and how teachers are getting assistance for this technology. 

• What kinds of technology are used in the education field? 

Adapting to technology is not an option, technology is changing constantly and people will learn every 

day something new. Technology at schools has progressed on several ways starting with the invention of 

writing on upon-stone, to metal sheet to what people know now paper and the use of pen or pencil. This 

happened 30,000 years ago and people are still and will keep using the invention of paper and pen for 

quite some more years. Technology has made a huge impact on all schools, jobs, hospitals etc. giving the 

opportunity of having a higher education and accurate results. The role schools being were the skills and 

abilities of young people are developing, school should be the place were technology can be introducing 

to the young generation this way they will learn and control their advantage to this. Educational 

technology as on the book The Educational Technology Handbook by Steven Hack Barth explains is a 

systematic process of developing solutions to problems of teaching and learning. (Hack Barth, 1996) 

How technology has transformed education by providing sophisticated tools were the whole educational 

system has changed. The public were the only way of teaching was the professor talking with no way of 

having a visual example from the teacher were students used paper and ink. One of the biggest 

inventions of all were the source of research getting the first modern library by John Dury on 1651, 

having the advantage of books believed to be invented by the Sumerians around 1300BC. Having 

chalkboards for teachers and chalkboards slates for students till the 1700 and introducing the modern 

pencil Nicolas-Jacques Conte until 1795. Audio-visuals Age 1930, where film strip projector was 

introduced on schools having the opportunity to what educational videos and a year after 1940 the 

overhead projector was invented changing the way of teaching and students learning. Technology was 

not constantly there for the use of the students, they started form the bottom to where we are now. 

Having on mind the immense changes of technology and all these changes had been done because of the 

necessities of the people and their education. Having greater education on technology will show people 

what else can be invented to require a better knowledge. 

Interactive whiteboards mostly know as smart boards introduced on 1991 have replaced the traditional 

chalkboards, Smart-boards are the new way students and professors are interacting. This new technology 

gives the advantage to keep their normal whiteboard and add a device which will make their normal 

whiteboard to smart boards, where students can go to front and touch or write with their finger the 

answer on the board taking physical ink from the whiteboard without the use of the projector making the 

environment of the classroom friendlier to students. According to Chris Dede (2009) the number of 

computers inside the classroom continues to increase making the computer the most important tool in 

school, making the internet having big part of student’s life. Programs have been invented through the 
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internet making turning in work easier and fast, Blackboard could be one of the numerous program’s 

internet can provide to schools. For some people using this technology can be easy but for others it will 

take longer on understanding how a program works. Having the opportunity of finishing your work on a 

computer and turning it in right away in the same device can come handy.  Teachers post their lessons 

and future assignments under these programs or send them to the student’s email, but sometimes people 

need to understand students have a tide budget and they cannot afford a computer. They need to make a 

trip to their local library and borrow a computer. Before students had the advantage of all this 

technology, they would have to write down their notes, use pen or pencil to do their homework, go to 

teacher’s office hours to get tutoring etc. students did not have all their assignments in a computer or 

USB. They would do double the work students do now, but considering the work students do in this 

century is double on what other centuries used to give their students. Some high schools have programs 

about how students can borrow computers, laptops and the newest technology the school can afford they 

provide. On 1868 Christopher Sholes invents the first typewriter with a QWERTY keyboard, due to this 

shorthand classes were introduced in schools giving the students the privilege to learn how to write the 

double number of words in half of the time. 1977 first personal computers were introduced to schools, 

were 18% of United States public school had one computer for instruction only, 1991 computers were in 

all school and were 1 computer for every 18 students and it kept going to increase the number of 

computers to the year of 2000 were 1 computer for every 5 students in school were available. Adding to 

the evolution of computers the first handheld calculator was invented by Texas Instruments in 1967, 

since that year besides making the long process of getting an answer a machine would do it.  Technology 

needs education to work, this way by the education people have they will invent the new tools most 

people have in their hands now a day. “Educational technology is not, and never will be, transformative 

on its own, however. It requires the assistance of educators who integrate technology into the 

curriculum, align it with student learning goals, and use it for engaged learning projects.” Technology 

would be taking most of our knowledge today, but that doesn’t mean we need to rely on it most of the 

time. By people understanding how technology would one day vanish the same way one day appeared, 

will make people be prepare by not living traditional lessons aside. 
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INTRODUCTION TO MENTORBOXX 
 

 

The internship at Mentorboxx EduTech taught me a lot about Sales and Marketing. 

Mentorboxx is an AI-Based Online learning platform that provides students with a holistic 

learning experience to help make them industry-ready. With access to the Industry Experts, 

Online Courses and blended learning, it allows students to Learn Here and Lead Anywhere. 

Their vision is to help students, globally to realize their full potential. Their mission is to 

provide AI-enabled real-time insights with the resolution of reaching a broad community of 

individuals to help acquire skills that they want. And their goal is to enable and facilitate 

Artificial Intelligence in the academic space and increase outreach to a diverse student 

community. 

The main objective of the company is to offer internships and programs graduates and 

postgraduates. They offered a wide range of technical skill development programs and the 

internships are offered by industry experts who are working in the corporate. 

My internship was divided into 2 parts. During my first phase, I was required to work in 

Business Development and the second phase, I was shifted to the Digital and Content 

Marketing department. 

For Business Development, I had to contact students from different Undergraduate Colleges 

and Universities and create Campus Ambassadors which in turn would help create customers 

in a B2C setting. This task was accomplished by having one on one interactions with the 

potential customers and further pitching them the products the organisation had to offer. 

For Digital and Content Marketing, I was assigned to the Graphic Design department where I 

was responsible for content creation and handling their Social Media accounts. Apart from 

this, I was also involved in the handling of Webinars and Video content of Mentorboxx 

Edutech and their partner firm, Smartknower. 

The company being a start-up, I was working with various experienced personnel of the 

organisation and this allowed me to understand the organizational goals and align my 

activities with the company objective. The fact that I was free to come up with marketing 

content, led to a lot of learning. This also opened an opportunity for me to try my hand at 

something new, which gave me some experience on how things run in an organisation. 
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OBJECTIVES OF THE STUDY 
 

 

The main and the most important objective for Mentorboxx is to expand its customer base. 

It has been almost 2 years in operational and thus has to make its presence felt by having a 

solid base. To do so we need to make sure that these unique products that it is offer are 

marketed well and demonstrated to its target audience in such a way that all its benefits are 

correctly highlighted. To do so, it primarily needs to understand its target market and only 

then try to implement new and different strategies to tap them. 

 
1. To make new clients and expand their client base. 

2. Contacting target customer and conducting workshops. 

3. Marketing Digitally to reach a bigger audience. 

 
 

Also, digital marketing matrices were an important part of the study and how social media 

marketing is making a difference in increasing brand equity as well as the reach of the 

customer. 
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CONCEPTS USED DURING THE PROJECT 
 

The following concepts were used as a part of the project assigned at Mentorboxx: 

 
Marketing Concepts 

 

STP Marketing is to build a target audience as per the marketing plan. Three-component 

which are needed are S – Segmenting, T – Targeting, P – Positioning. 

Mentorboxx being in the field of Ed Tech that deals with a certain audience with a certain 

skill set, it’s very important to segment a market they want to cater to. 

At the same time, they have programs for undergraduate students and professionals which 

defines their target. 

Talking about positioning, they have priced their programs at ₹3500 to ₹22,500 which means 

they have typically positioned themself in middle higher class which will give them access to 

a larger audience. 

 

 
Social Media Marketing: Social media was a great platform through which we could reach a 

larger target audience so that we can reap from different digital marketing avenues. The task 

Initiated with targeting one of the largest social media platforms that are YouTube and 

Instagram. Facebook advertising allows our business to promote custom ads or content 

targeting to a specific audience, with costs varying based on the reach and engagement the ad 

receives. Facebook ads can appear in our target audience’s News Feed or right column of 

Facebook. Facebook advertising begins by creating Adverts. We can target adverts to people 

based on how and when they engaged and create an experience that is relevant to where they 

are in the process of investigating our service. Facebook itself is linked with Instagram, 

messenger, atlas, audience network and workplace, thus extending its reach for the business. 

So, we were able to advertise our product to the customer on both the platform. 

With YouTube, we used to design and edit videos which used to give sneak peeks into what 

the courses had to offer. The main marketing strategy that we associated with our YouTube 

page was to give the audience a taste of what they were missing. 
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Sales Call: So, once we are done with marketing the product to the customer now, we need 

to contact the customer by telephone calls. Now Calling is a very essential part of our sales, 

we call our prospects and engage them so that they can turn into our customers. Before 

calling comes a pre-call stage in which we have to prepare answers for the following 

questions 

• What is the purpose – What we want to achieve? 

• What do we need to ask? 

 
Based on the answers of these two questions we can make a call more effectively. We 

generate the leads from the e-mailers that we send to the database. According to that, we call 

on the opens and clicks on the e-mail. Same is done for social media marketing the target 

audience those who click on the post or ad that we have posted we call them. On daily basis, 

we used to call 50-60 leads and convert them into warm leads. After the first call we use to 

send a proposal mail according to the interest of the lead and then he was converted into a 

warm lead, then we had to do follow-off call to the warm leads and convert the warm leads 

into hot leads. 

 

 
Inbound marketing: We also used to publish blogs and utilize other channels. All these 

platforms have a different genre of the target group and thus cumulatively it provides us with 

a very wide reach. We used to write blogs and write-up on this platform to increase our 

visibility. Also, the team is responsible for Integrating Company’s website with appropriate 

keywords to optimize its Search engine ranking both on and off-page. Thus we can fulfil our 

objective of brand awareness and lead generation. 
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COMPANY ANALYSIS 
 

Mentorboxx helps students learn employable skills from employers themselves. We are on a 

mission to flip marks-based education to skill-based education. Now every classroom or 

living room can get connected to the best of experts from a corporate background. 

Mentorboxx organises skill development workshop for graduate students, working 

professional, entrepreneur which are hands-on. Mentorboxx operates on an online platform. 

The workshops are being conducted by industry experts who have been in the corporate for 

many years. 

The company is targeting both B2C and B2B customers. 

• B2C- In this we target directly to the learner on a personal basis as an individual. 

• B2B- In this, we partner with different colleges (engineering, management graduates). 

 

Products: The Programs offered by Mentorboxx are divided into two different 

Categories- Internship programs and Pro Degree Programs. 

 
Internship Programs: 

 

 

Computer Science 
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Automobile 

 

 
Electronics and Communication 

 

 

 

 

 

Civil Engineering 
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Management and Commerce 
 
 

 
 

Clients: Mentorboxx has partnered with different colleges i.e. Engineering, 

Management and different graduation colleges pan India. 

 
During the 1 months of Internship, my work was an assignment in terms of the week. 

 
 

Plan of Action 
 

 

Week 1: I was trained on different skills required for Sales and I was told to understand how 

the company works. First few days I was watching different session’s videos so, that I get a 

fair knowledge of how a workshop is conducted. Then for next 2 days, I used to do mock call 

so, that I get a practice to counter the different questions that would arise in the mind of the 

customer and I would be able to answer the query. 

 
Week 2: We were asked to contact different colleges by getting a leads list and convert the 

clients. We followed the process as in 

1. We started with the leads we were given from different colleges. 

 
2. We use to divide the open and clicks within us and then start calling to the concerned 

person, daily we used to call 50 contacts. 
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3. From that, we used to get our warm lead and then we used to send the proposal e-mail 

to the leads. 

4. On the next day first, we use to do the follow-offs call and then call on the fresh clicks 

and opens so in this process we used to funnel daily 7-10 contacts and at the end, I 

was able to convert 4 leads for the workshops. 

 
Week 3 and 4: Same we were assigned another workshop this time it was Advanced Excel 

and we followed the above steps as mentioned in the above. This time I was able to convert 5 

leads. 

 
Week 5: My guide decided that I would be put to better use in the Digital Marketing 

department and I was shifted there. I spent the week learning the basics of digital marketing 

and understanding how to create content for various social media handles. 

 
Week 6 to 11: I was handed over to the Digital Marketing Department and was slowly 

creating content that was posted on their social media handles. I started creating content for 

the videos that were put up on the YouTube page and was handling Webinars that 

Mentorboxx was conducting. It also involved converting people after attending the webinar, 

to take up the courses offered and taking a follow up with these clients. 

 
The objective in Digital Marketing was to carry a consumer through four levels of 

understanding: - 

1. Awareness 

 
Before the purchase behaviour is expected from the target audience it is necessary to 

make the audience aware of the product or company. The initial communication task 

of the advertising activity is to increase consumer awareness of the product or offer. 

 

 
2. Comprehension 

 
Only Awareness is not sufficient to stimulate a purchase, sufficient knowledge and 

information about product or organization are necessary. This step involves the target 

audience to learn something about product, organization, or offer. Here the 
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communication task of advertising activity is to make consumer learn about the 

product - product characteristics, benefits, or uses. 

 

 
3. Attitude or Conviction 

 
At this step, a sense of conviction is established. By creating interest and preference, 

buyers are moved to a position where they are convinced that a particular product in 

the class should be tried at the next opportunity. At this step communication task of 

advertising, activity is to mould the audience’s beliefs about the product and this is 

often done through messages that demonstrate the product’s superiority over a rival or 

by talking about the rewards as a result of using the product. 

 

 
4. Action 

 
Finally, communication must encourage the buyer to engage in purchase activity. 

 

 
 

• Awareness and Comprehension are fulfilled by SMM (Social Media Marketing) and 

now by the rest two are to be done through calling. Now Calling is a very essential 

part of our sales, we call our prospects and engage them so that they can turn into our 

customers. 

 
WORKING OF THE VARIOUS DEPARTMENTS OF MENTORBOXX 

 

Mentorboxx being a start-up, the work culture does not restrict an individual to work in a 

specific domain. An individual can work in any department after coordinating between all 

the members. 

 

DATABASE DEPARTMENT: 

The database department works for all its customers. Their job also includes new customers, 

looking for potential customers and also analysing the customers who are not all the more 

benefiting. 

 
TECHNICAL DEPARTMENT: 
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The website needs to be maintained and updated with the new stock that comes across which 

this department maintains. Also, this department records the customer’s activity history for 

various purposes. This department is also responsible for conducting online program classes 

and any other technical issues. 

 
SALES DEPARTMENT: 

The sales department contributes towards generating leads by following the client and their 

needs which are done through making calls and also paying general visits to the potential 

clients. 

 
The company was featured in various media stories such as Dailyhunt, Crunchbase, 

YourStory, United News of India, BW Education, etc. which helped them in developing a 

good customer base. 
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TABULATIONS AND RESULTS 
 

The main and the most important objective of this study for Mentorboxx was to expand its 

customer base. In order to achieve this, it is very important for the organisation to follow 

through the interested students which served as potential customers to the organisation. And 

to do so, the process of lead generation was conducted. 

 
Leads Generated: 

The lead generation process was conducted with the help of brochures which were floated to 

the audience through advertisements. Potential clients would then register on the website and 

the leads were captured and processed and then passed on to us to start on the conversion 

process. As we were into the Sales and Marketing of the company, we were doing Sales call 

and convincing the customers to take the service. We were a service providing company who 

were into organising workshop. So, we used to convert leads from the calls that we made and 

on daily basis, we were having 7-10 leads. Below are the lists of leads generated. 

 

 

 

 

Lead Generation Sheet 1 
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Lead Generation Sheet 2 
 

 

Lead Generation Sheet 3 
 

 

Lead Generation Sheet 4 
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Lead Generation Sheet 5 

 

 

 
In the above figure, this is the list of leads generated by me and the status given are been 

mentioned in it. 

 
Content Creation for Digital Marketing: 

 

 
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Poster 1
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CONCLUSIONS 
 

 

In these 11 weeks of Internship in Mentorboxx, I got to learn a lot of things during this 

period. The most important addition into my skillset is the implementation of the modules 

like digital marketing, email marketing and communication with the clients in both B2B and 

B2C segments. 

It's no surprise that more than half of marketer’s telemarketing is their most effective channel 

in generating revenue and is indeed an incredibly effective way to communicate with our 

audience and facilitate the path through the sales and marketing funnel, turning strangers into 

delighted customers. And marketers are continuing to invest more in this channel. 

Strategizing the campaigns through Clicks and opens and by integrating it with google 

analytics to reach target market is a major thing I had learnt. 

The most important thing that got improved was my communication skills when talking over 

the phone. Here, my mentor guided me throughout, I went through a lot of mock calls so that 

I get a live experience about how to handle a client or customer on the telephone. What 

should be my approach to convince him/her? One thing I came to learn that Sales call 

shouldn’t be a one-sided pitch it should be two-way communication and make a relationship 

with the customer within a few seconds. Here are a few things I have learnt from a telephonic 

sales call. 

• Assuming the prospect is interested. 

• Pressing for a meeting too hard. 

• Making side agreements. 

• Letting our voice communicate nerves. 

• Being too accommodating. 

• Offering unsolicited opinions. 

• Offering a discount too early. 

 
Next skill set I got to know is Digital marketing: 

 
1. Facebook marketing- Creating advert and campaign, selecting the target audience 

according to the demographic. 

2. Instagram Marketing- That is same as a Facebook advert. 
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3. Google AdWords- Selecting the keywords and increasing the page relevancy. 

 
As a digital marketing intern, I attained insights on various techniques and tools of digital 

marketing. I got the chance to work with the latest technology. During the digital marketing 

internship, I got the chance to interact with other colleagues. They understood how the 

industry works and helped me gain knowledge which was required to proceed with the given 

tasks. 

The components under Digital marketing that I learned about are: 

 

• Website design 

• Search engine optimization 

• Social media advertising 

• Social media management 

• Pay-Per-Click advertising 

• Email marketing 

• Content marketing 

 
Culture of data and testing. 

 
The only way to keep improving our marketing is to push our self and test new approaches. 

Using data to make decisions, and running tests to see which tactics yield the best results, it is 

a key part of good email marketing. Testing consistently yields better results open rates, 

click-through rates, unsubscribe rates and each time one send an email, it is an opportunity to 

test and improve. And the bigger the test the better - don't get hung up on one element, 

instead go for tests that will yield big results. Finally, tie our tests back to the goal of our 

email and measure the winning or losing variation against that measurable goal. 
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RECOMMENDATIONS 
 

 

• The company’s visibility is very less in terms of offline and online on both platforms. 

We need to market the company name on this platform. 

• Create awareness about the company in the audience before reaching to them. 

• Customer retention is the most important factor in the growth of the business. 

• Find out better options for marketing the products. 

• We need to keep on a check about the customer satisfaction on the workshop that we 

provide and look upon the feedback given by them and work on it. 

• The company need to promote offline mode because till now print media is a strong 

medium of marketing. 

• Try to get a Google partner batch which would add value to the certificate we provide 

and also a government of India affiliation like V Skills gradation. 
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LIMITATIONS 
 

As a start-up, there were many entry-level problems in the company. The funds allocated 

were very less. So, in that case, we were not able to implement the strategies that we had 

planned for the workshop and needed to look for less revenue platform. We were having a 

very restricted amount of fund allocated to do the marketing part so, we used to scrap good 

and productive marketing strategies and go with the old marketing strategies. 

As this business is having time as a constraint factor because during the time of April to June 

the students have an exam and followed with vacations so, the students had no interest into 

such type of workshop. The students were not interested at all. Also because of the whole 

COVID-19 situation, the whole functioning of the organisation was not smooth. A lot of 

students were unable to avail the given services of Mentorboxx because of the uncertainty 

that came with the global pandemic. 

As a start-up and new entrant to this sector, there was a trust issue the customer was having 

with the company. They used to check the physical presence of the company and while we 

used to pitch for a product they were less interested in listening to us. Or sometimes without 

listening to the initial part they would say a direct no. 

Mentorboxx is facing a huge competition from different players into Edutech segments, there 

are numbers of the company into this segment as DigitalVidya, Upgrad, and Digital Success 

etc. 
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SCOPE FOR FUTURE IMPROVEMENTS 
 

 

The future scope of improvements for Mentorboxx: 

 
1. The operations or implementation part is weak and the same needs to be strengthened. 

 
2. Customer retention is very weak. 

 
3. More visibility on the online platform. 

 
4. Add some more sections to the website as online feedback form so that we get direct 

feedback from the participants and work upon it. 

5. Increase the team size as a single person handles 2-3 work simultaneously. 

 
6. An exclusive HR team needs to be recruited. 
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