INTRODUCTION/BACKGROUND
Metro Agarbati Company is the largest manufacturer of Agarbati in Pakistan. Company is Market Leader for last many years. Its famous CAT Brand is not only most dominant in domestic market but is also exported to many countries. The company has been established as sole-proprietorship with Mr. Younus Suleman and his sons Asif Younus and Amin Younus looking after the affairs of the company. The company was established in 1970 and due to its single product line did not require generating funds through becoming a Public Limited Company. The company has adopted a mass marketing strategy due to the low-value and large sales-volume of the product for profit maximization.

The company has diversified recently in the related filed of Mosquito Coils and Mats named Metro Coils and Metro Mats. It is thus going for a product-mix expansion. Based on its success in generating large sales it is aiming to hit the market with the trusted quality of Metro at low cost. In this effort it has decided to use its famous CAT Brand, which has a large usage, acceptability and familiarity. The company has conducted a detailed market research before entering into the market. Based on this market study, it has identified the 4Ps very carefully and identified the Market Segment and set specific, measurable, achievable, challenging but realistic and time-bound goals which it wants to achieve in next 1-5 years.

MANAGEMENT PROBLEM

The management of Metro Agarbatti Company as discussed earlier is facing of dilemma of whether to stick to its original marketing plan or to go for a slight increase in price of Metro coils, which might affect the sales

RESEARCH PROBLEM

The objectives of the research are to analyze the likely behavior of consumers, retailers and distributors to the increase in price of Metro Coils.
RESEARCH OBJECTIVES

Following are the research objectives; we had tried to accomplish these objectives in this research so that we are able to provide the solution to the stated management problem.

· To find out the awareness level of Metro Millan Agarbatti among the purchasers of Metro coils and if it influences their purchasing behavior.

· The company claims of having launched a quality product at a very competitive price to grab a large market share. We, therefore, want to find out if the customers are sensitive to USPs of the product specially fragrance, burning hours, thickness and weightage of coils. 

RESEARCH METHODOLOGY

· We have selected a non- probability random sample in our survey.

· Questionnaire method of survey research is adopted.

· Structured questionnaire based on multiple-choice and dichotomous questions were used.

· 57 questionnaires were got filled from retailers, and 120 from consumers living in Middle and Lower Middle and Lower  areas of Karachi. 

SAMPLING PLAN
Population Definition

Retailers and consumer of Middle and lower-Middle areas of Karachi while selected distributors covering distribution of coils in these areas 

Sampling Unit: 

Individual customers and retailers of Karachi

Sampling Frame:

People of Middle and Lower Middle classes of Karachi who make purchasing decisions. 

Sample Size
=
177(120 consumers and 57 retailers)
Sampling Methodology:
We have selected a non-probability random sample in our surveys
In Non probability sample we  will select retailers, who sell in middle and lower middles class areas, consumers of these areas and distributors covering these areas. 

ANALYSIS OF THE QUESTIONNAIRE (CONSUMERS)

 Q.1   What do you use to protect yourself from Mosquitoes?

 Rationale for the question: 
This question is asked to find out which method or device is commonly used among lower and lower middle income groups for protection from mosquitoes.  The answer choices provided for this question were:
· Coils  
· Mats

· Sprays

· Vaporizers

Response:
Out of the 120 respondents, 46 respondents said they use coils only while 20 respondents said they use coils and mats both to protect themselves from mosquitoes. Similarly 3 respondents each were using combination of coils, mats and spray, coils and vaporizers and coils and sprays to protect themselves from mosquitoes. Moreover the response to this question revealed that 24 respondents were using mats 4 were using combination of mats and vaporizers, 17 were suing spray and ten respondents were using vaporizers only to protect themselves from mosquitoes. Lastly one respondent stated that he was not using any device to protect himself from the mosquitoes.
Analysis:

Table 1
	Coils
	Coils

/Mats
	Coils/

Mats

/vaps
	Coils/

Vap.
	Coils/

Sprays
	Mats
	Mats/

Vap,
	Spray
	Vap.

	45
	20
	3
	3
	3
	24
	4
	17
	10


Table showing usage rate of products for mosquito protections
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Chart showing usage rate of products for mosquito protections

Q.2   Who makes purchase decision?
Rationale for the question:

This question is specifically to know that who makes purchases normally so that company can target those customers aggressively in their next promotional campaign. The answer choices provided for this question were:

· Yourself

· Housewife

· Others   specify

Response:
85 respondents said they themselves make the purchase decisions (males) while 17respondents said the decision was made by the wife while 18 said any of the family member can make the purchase decision.
Analysis:

Table-2

	Self
	Wife
	Family Memebrs

	85
	17
	18


Table showing the decision making in family
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Chart showing the percentage of decision makers  in family
 Q.3   Have you ever used Mosquito coils?

 Rationale for the question:

This question is the qualifying question to categorize the respondents into coil users and non coil users

Response:
111 respondents said they had used Moswuito coils before while 9 said they had never used Mosquito coils.
Analysis:

TABLE 1

	YES
	NO

	111
	9


Table Showing Coil users and non-coil users
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Chart Showing percentage of Coil users and non-coil users

Q. 4   What is your favourite brand of Mosquito coils?
Rationale for the question:

This question is specifically to know that which brand of mosquito coil is famous among consumers?

The answer choices provided for this question were:

· Mortien

· Finis

· Power plus

· Metro

· Others   Specify please

Response:
Out of 111 respondents 62 replied Mortien as their favourite brand, 17 answered Metro, 9 answered Finis, 8 answered Power Plus, 4 answered Mosfly, 2 answered Tiger while 9 respondents replied that they can use any coil

Analysis:

Table 4

	Mortien
	Finis
	Metro
	Power Plus.
	Mosflys
	Tiger
	Any other

	62
	9
	17
	8
	4
	2
	9


Table showing usage favorite brand of coil of consumers
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Chart showing usage favorite brand of coil of consumers
Q.5   From where do you make purchase decision?

Rationale for the question:

This question is specifically to know from where consumers purchase mosquito coil so that company makes presence of its product on those stores always. Also company may think to give incentives to those stores in order to promote its brand aggressively

The answer choices provided for this question were:

· Bakery

· General Store

· Grocery Store

· Super Store

· Other.     Specify please
Response:

77respondents said they purchase these products from general stores while 5 mentioned bakery 24 mentioned Kiryana shop and 5 mentioned that they purchase these products from super store.
Analysis:

Table 5
	Bakery
	General Store
	Kiryana Stroe
	Super Store

	5
	77
	24
	5


Table showing the location where consumer purchase  coils
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Chart showing the percentage of  locations where consumer purchase  coils
Q.6   If your favourite brand is not available then do you go for other   

          brand ?

Rationale for the question:

This question is to know the brand preference and brand attachment among consumers.

Response:
58 respondents said they purchase other brands if their favorite brand is not available while 53 stated that they don’t.
Analysis:

TABLE 6
	YES
	NO

	58
	53


Table showing the loyalty of brand among consumers 
[image: image6.emf]Chart 6

52%

48%

Yes

No


Chart showing  percentage of consumers  for loyality of brand 
Q.7   If your favourite brand is not available then do you move to other 
           outlet?
Rationale for the question:

This question is   asked from those who have answered Q.6 as “No” in order to know that how much brand-loyality consumers have for their brand of choice 

Response:
This question was asked from only those respondents who had answered in “no” to question no 6. Out of 53 interviewees 51 said they move to other outlets to buy the brand while 2 said they don’t.

Analysis:

TABLE 7

	YES
	NO

	51
	2


Table showing the about consumers who answered NO for Question 6
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Chart showing percentage of consumers who answered NO for Question 6

Q.8    What factors you consider important in purchase decision while 
           buying a coil?  
Rationale for the question:

This question is asked to know the priority wise important factors which consumers consider when they purchase the coils. 
The options provided for ranking according to priority were:

· Burning Hours  



· Easiness



· Fragrance




· Price

Response:
The response to this question showed that burning hours was the most dominant reason for purchase as 49 mention it to be the most important factor while 27 mentioned price, 21 mentioned easiness to use and 14 mentioned fragrance as most important factor behind the purchase decision. 
Analysis:

Table 8

	Burning hours
	Easy use
	Fragrance
	Price

	49
	21
	14
	27


Table showing the first preference of consumers when purchasing coils
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Chart showing the percentage of first preference of consumers when purchasing coils
Q.9    How do you come to know about Brand?
Rationale for the question:

The question meant to know the source of awareness to the respondents. The response to this question would reveal the most influential communication channel so that company can select it for attracting consumers to buy their product. 

Response:

The response to this question highlights the dominance of Electronic media in influencing buyers’ purchase decisions as 62 mentioned it to be the source of information while 18 mentioned print media and 31 mentioned word of mouth to be the source of their information.  
Analysis:

Table 8

	Electronic Media
	Print Media
	Word of mouth

	62
	18
	31


Table showing the influence of media on consumers when purchasing coils
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Chart showing the influence of media on consumers when purchasing coils

Q.10   What is price you pay for your brand of coil?

Rationale for the question:

The reason to ask this question is to know hoe much price consumer are willing to pay once they get established image of brand according to quality and burning hours. This question also explores brand loyality among consumers because if consumers are willing to pay higher price for their brand then it shows brand-loyality. The options provided are:
· 26-30Rupees

· 23-25 Rupees

· 20-22 Rupees

· less than 20 Rupees

Response:

The response to this question also supports the sales figures as Mortein is the brand leader and most of the respondents mentioned it as their favorite brand. Here also 49 respondents said they were paying Rs 26-30 for the box of coil while 26 were paying Rs 23-25 for a box of coil. Similarly 21 paid Rs 20-22 and 15 paid less than Rs 20 for the box of a coil.
Analysis:
Table 10
	Less Than 20
	Rs. 20--22
	Rs. 23--25
	Rs. 26--30

	15
	21
	26
	49


Table showing the price consumers are willing to pay for coils 
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Chart showing the price consumers are willing to pay for coils in percentage
Q.11. What comes in your mind when You hear word Metro Milan Please 
           specify

 Rationale for the question:

The reason to ask this question is to know how much consumers are familiar with Metro Milan word and if they are familiar then what is the image of that word in their mind. This question was kept as open-ended in order to know that what association consumers make with word Metro-Milan
Response:

The response to this question mentioned the brand familiarity of Metro Milan as 59 mentioned they think of Metro Milan Agarbatti while 26 mentioned fragrance and response of 26 was mixed as they could not exactly tell any specific thing.

Analysis:

Table 11
	Metro Milan AgarBati
	Fragrance
	Don’t Know/Others

	59
	26
	26


Table showing the recall of word when consumers listen word “Metro Milan” 
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Chart showing the recall of word when consumers listen word “Metro Milan” 

Q. 12   Do you use Metro Milan Agarbatti?

Rationale for the question:

The reason to ask this question is to know how much consumers are familiar with Metro Milan Company and about the famous product of Metro Milan Agarbati
Response:

83 respondents mentioned that they use Metro Milan Agarbatti while 28 said they don’t use Metro Milan Agarbatti.
Analysis:
TABLE 12

	YES
	NO

	83
	28


Table showing users of Agarbati 
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Chart showing percentage of users of Agarbati among respondents
Q. 13   Do you think that Mosquito coils should have fragrance like that    

             of Agarbatti?

Rationale for the question:

The reason to ask this question is to test the awareness of “Burning Theme” concept of Coils and Agarbatis and  whether consumer also like that coils also should have fragrance like that  of Agarbati along with mosquito killing ability. By this question Metro company can also capitalize their famous agarbati’s image aggressively in promoting Metro Coils
Response:

Response of 84 interviewees suggest that Metro Company should introduce their fragrance coils as these respondents said that mosquito coils should have fragrance as a salient feature while remaining 27 respondents were not clear on this issue.
Analysis:

TABLE 13

	YES
	NO

	84
	27


Table showing users who like frangrance of Agarbati in Metro Coils
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Chart showing percentage of  users who like frangrance of Agarbati in Metro Coils

Q.14   While purchasing Metro Coil was your decision influenced by         

            your  liking of   Metro Milan Agarbatti?

Rationale for the question:

Through question we intended to know about image of company “Metro Milan Agarbati” among consumers and how the image of Metro Agarbati affects on decision of coil purchasers?
Response:

47 responded that they purchased metro coil first time because of liking of Metro Agarbati, while 64 answered  “No” to this question.
Analysis:

TABLE 14

	YES
	NO

	47
	64


Table showing users who purchase  Metro Coils because of  Metro Agarbati
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Chart showing percentage of users who purchase  
Metro Coils because of Metro Agarbati
Q. 15    Do you think that price of Metro coils is:

Rationale for the question:

The above question is asked to know that what consumers think about price of Metro coil as compared ot other brands of mosquito coils
Response:
In response to this question 55 respondents said that price of Metro coil is lower than other brands of similar quality coils, 29 said price is equal, 17 responded that it is higher than other brands while 10 siad that they don’t know about price of  Metro coil.
Analysis:

Table 15
	Don’t Know
	Equal
	Higher
	Lower

	10
	29
	17
	55


Table showing perception of metro coil price 
amonog consumers as compared to other brand  
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Chart showing perception of metro coil price among 
consumers as compared to other brand  

Q.16   Do you think that increase in price by 1 Rupee will affect your   

            Purchase  decision?

Rationale for the question:

The above question is asked to know that how much it will affect the decision power of consumers by increasing price of Rs. 1 per box of Metro coil.
Response:
74 responded that increase of Rs. 1 per box of Metro coil will have little effect, 29 responded that it will not have no effect while 8 respondents mentioned that increase of Rs. 1 per box of Metro coil will have very much effect on their purchase decision
Analysis:
Table 16
	Little Effect
	No Effect
	Very Much

	74
	29
	8


Table showing effect of increase in price in
 Metro Coil box among consumers 
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Chart showing effect of increase in price in 
Metro Coil box among consumers 

ANALYSIS OF THE QUESTIONS (RETAILERS)

Q.1 In terms of units what mosquito killing items do you sell most?
Rationale for the question:

The purpose of asking this question is to know that which mosquito killing product is mostly sold in lower and lower middle areas so that Metro Company can plan accordingly.
The options with question provided are:
· Coils

· Mats

· Sprays

· Vaporizers

Response:

Out of 57 respondents 29 responded that they most sale of Coils, 12 responded for both Mats and coils, 4 mentioned mats, 5 answered Sprays to this question, while each 2 responded that sell vaporizers and coils/vaporizers/Mats as most sold items
Analysis

Table 1
	Coils
	Coils/Mats
	Mats
	Sprays
	Coils/Mats/Vaporizers
	Vaporizers

	32
	12
	4
	5
	2
	2


Table showing sale of mosquito protection products at retail shops
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Chart showing percentage of sale of mosquito protection products at retail shops
Q.2    Which Brands of coils are you selling most?

Rationale for the question:

This question is asked to know that which brand of mosquito coil has more retail sale so that Metro company can know its competitors and Market Leaders in terms of mosquito Coils in lower  and lower middle income areas

The options with question provided are:

· Mortien

· Finis

· Power plus

· Metro

· Others   specify please

Response:

In response of this question 31 responded that Mortien is mostly sold at their outlets, 4 responded for Finis, 7  responded  for metro, 7 respondents answered for both mortien/Metro. 4 of the respondents answered for both Mortien/Finis,  2 responded for Panda and 2 responded for Metro/PowerPlus as mostly sold coils at their outlets
Analysis
Table 2
	Mortien
	Finis
	Mortien/

Metro
	Metro
	Finis/

Mortien
	Panda
	Metro/

Power

Plus

	31
	4
	7
	7
	4
	2
	2


Table showing sale of different  mosquito coils at retail shops
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Chart showing percentage of sale of different  mosquito coils at retail shops

Q.3    In your opinions what is most important for the Consumers while 
           purchasing Coils?
            (Please Rank as 1,2,3,4.  For most important 1, then 2 and so on.)
Rationale for the question:

The purpose of asking this question is to know from retailers that while purchasing Coils, what factors consumers consider most important.
The options with question provided are:

· Price

· Quality

· Burning hours

· Familiarity of brand

Response:

33 respondents answered Quality as most important factor in purchase decision of buyers, 12 answered for price,  7 for burning hours and 5 retailers responded that consumers consider Familiarity of brand as most important factor while purchasing of coils.
Analysis

Table 3
	Price
	quality
	Burning Hours
	Familiarity of Brand

	12
	33
	7
	5


Table showing about first preference of consumers while purchasing of coils
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Chart showing about first preference of consumers while purchasing
 of coils in percentages

Q.4   Do you think customers consider fragrance while selecting a brand   

          of Mosquito coils?
Rationale for the question:

This question is asked to know the response of retailers that how much fragrance is important to consumers while purchasing of mosquito coils
Response:

In answering this question 32 respondents said that consumer consider fragrance while purchasing coils while 25 said that consumer don’t consider Fragrance while purchasing coils
Analysis

TABLE 4

	YES
	NO

	32
	25


Table showing liking of fragrance while purchase 
of coils according to retailers opinion
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Chart showing percentage of people who like of fragrance 
while purchase of coils according to retailers opinion
Q.5   In terms of percentage on sales price which brand offers you the 
          maximum markup?

Rationale for the question:

By asking this question we can know that which brand of coil is giving higher markup to retailers so that exact situation of company’s competitors becomes clear. The options with question provided are:

· Finis

· Mortien

· Metro

· Power Plus

· Other(specify…………………..)

Response:

17 respondents answerd  that they have higher markup on selling of Metro coils, while 5 said for Panda, 6 respondents answered for Mortien, 4 mentioned Power Plus, 4 respondents answered for Power Plus, 4 for Metro/Panda, 3 replied for Finis/Mortien, 2 respondents answered Power Plus/Metro while 13 respondents answered mixed/others about maximum markup
Analysis

Table 5
	Mortien
	Finis/

Metro
	Panda
	Power

Plus
	Power

Plus/

Metro
	Metro

/Panda
	Metro
	Finis

/Mortien
	Other

	6
	3
	5
	4
	2
	4
	17
	3
	13


Table showing response of retailers about higher markup on coils
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Chart showing response of retailers about higher markup on coils in percentages
Q.6   At your outlet do you think that price of coil affects purchase 
          decision of   consumers?

Rationale for the question:

The purpose of asking this question is analyze retailers response that whether consumer consider price as important factor while purchasing coils or they consider some other factors

The options with question provided are:

· Very Much

· Not much

· Not at all

Response:

In answering this question 33 retailers said that price has little effect in purchasing of coils by consumers, while 6 said that it will not affect at all, 18 responded that there is very much affect of price on consumers while purchasing coils
Analysis

Table 6
	Little Effect
	Not at All
	Very Much

	33
	6
	18


Table showing response of retailers about effect of price on buying of coils
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Chart showing percentage response of retailers about
effect of price on buying of coils
Q.7 .  Do you think that an increase in sales price by rupee 1 will affect 
           the     sale of Metro    coils at your outlet?

Rationale for the question:

The purpose of asking this question is to know affect in sales at retail outlets if company increases price of coil box by one rupee, so that company can increase price of coil box by 1. rupee in coming season.

The options with question provided are:

· Very Much

· Not much

· Not at all

Response:

23 respondents  mentioned that increase of Rs.1 per box of metro coils will have little effect on sales at their outlets,  17 said that it will have no any effect while 17 retailers answered it will affect very much  on sales of Metro coils at their outlet if price is increased by Rs. 1 per box of coil
Analysis

Table 7
	Little Effect
	Not at All
	Very Much

	23
	17
	17


Table showing response of retailers about increase in price of coil box bye one rupee and its affect on sales
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Chart showing percentage response of retailers about increase in price of coil box bye one rupee and its affect on sales

Q.8   Do you think that a decrease in your profit margin by 50 paisas per 

          box of coil will  affect your willingness to sell metro coils?

Rationale for the question:

As company wants to  increase price of coil by Rs. 1 in coming season, so it wants to decrease markup of retailers by 50 paisas so that consumer should not have to bear whole increase in price. By asking this questions we want to know willingness of retailers about their willingness to sell metro Colis if company decreases their markup by 50 paisa per box

The options with question provided are:

· Very Much

· Not much

· Not at all

Response:

In answering this question 31 retailers responded there will be no any effect on their willingness to sell Metro Coil if their markup is decreased by 50 paisas per box of metro coil, 16 responded that their will be little effect while 10 respondents said that it will affect very much on their willingness to sell Metro Coil if their markup is decreased by 50 paisas per box of metro coil,
Analysis
Table 8
	Little Effect
	Not at All
	Very Much

	16
	31
	10


Table showing response of retailers in selling Metro coils if their margin is decreased by 50 paisas
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Chart  showing  percentage response of retailers in selling 
Metro coils if their margin is decreased by 50 paisas
Q. 9   Do you think that Mosquito coils and Agarbatti have some thing in 
          Common?
Rationale for the question:

As Metro company wants to capitalize its  already built image of agarbati. Also Agarbati and coil have same burning theme.So this question is asked from retailers to know that whether they consider some thing similiar in Agarbatis and coils, whether that concept of burning them is wel received by consumers or not.
Response:

Out of 57 respondents 27 responded that there is some thing common in coils and agarbatis while 30 mentioned that there is no similarity in coils and agarbatis
Analysis

TABLE 9
	YES
	NO

	27
	30


Table showing response of retailers about some similiarity 
in Agarbati and coil
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Chart showing response of retailers about some similarity in
Agarbati and coil

Q.10   Do  buyers of Mosquito coils are influenced by liking of Metro 
            Milan   Agarbatti?

Rationale for the question:

This question is asked to know that what retailers think 
hat consumers purchase Metro Coils due to likings of Metro agarbati so that it can be known that how much brand Metro is famous in consumers.
Response:
35 retailers mentioned that consumer’s decision of purchasing Metro coils is influenced by liking of Metro Agarbatis while 22 responded that liking of  metro agarbati has no any influence on consumers while purchasing Metro coils.
Analysis

TABLE 10
	YES
	NO

	35
	22


Table showing response of retailers about  liking of  metro agarbati while purchase of metro coils according to
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Chart  showing  percentage response of retailers about  liking of  metro agarbati while purchase of metro coils according to

Q.11 Do you think Metro Company should aggressively use the reference 
           of metro Agarbatti in their advertisement of metro Coils?

Rationale for the question:

As company wants to use reference of Metro agarbati  in advertisements of Metro coils because of its good image. So by asking this question we want to know the response of retailers that whther company should adopt this policy or not.
Response:
Many of the retailers were of view that Metro company should use reference of Metro Agarbati aggressively in advertisement of Metro coils, as 44 responded “Yes”  for this question and 13 answered  “No” to this question
Analysis

TABLE 11
	YES
	NO

	44
	13


Table showing  response of retaioers  whether Metro Company should aggressively use the reference   of metro Agarbatti in their advertisement of metro Coils?
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Chart showing  response of retaioers  whether Metro Company should aggressively use the reference   of metro Agarbatti in their advertisement of metro Coils?

Limitations and Issues

· Our research was limited to Karachi  only  due to time constraint so we can not generalize it for whole country.
· In order to maintain a certain level of anonymity, personal information of the respondents was not obtained due to which the authenticity of the response cannot be ensured. 
· Being a Novice Researcher, guidance has been taken from Mr. Muhammad Naeem, our respected Instructor, to overcome this problem.
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