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QUESTION-1. 

ANSWER:-  

1.Product Mix 

The Product Mix also called as Product Assortment, refers to the complete range of products 

that is offered for sale by the company. In other words, the number of product lines that a 

company has for its customers is called as product mix. 

The Product Line refers to the list of all the related products manufactured or marketed by a 

single firm. The number of products within the product line are called as the items, and these 

might be similar in terms of technology used, channel employed, customer’s needs and 

preferences or any other aspect. For example, the product lines of ITC are FMCG, Hotels, 

Paper Board and Packaging, Agribusiness. 

The product mix has four dimensions: Breadth, Length, Depth, and Consistency. The Breadth 

of a product mix shows the different kinds of product lines that firm carries. Simply, it shows 

the number of items in the product line. This dimension of the product mix represents the 

extent to which the activities of the firm are diversified. In the example below, there are 4 

product lines that show the width of the ITC. 

 

2. Sales Promotion  

Sales promotion is a marketing strategy where the product is promoted using short-term 

attractive initiatives to stimulate its demand and increase its sales. 

This strategy is usually brought to use in the following cases – 

to introduce new products, 

sell out existing inventories, 

attract more customers, and 

to lift sales temporarily. 

American Marketing Association defines sales promotion as – 

Media and nonmedia marketing pressure applied for a predetermined, limited period of time 

in order to stimulate trial, increase consumer demand, or improve product availability. 

Importance Of Sales Promotion 

Sales promotion is a handy technique to fulfil the short term sales goals by persuading 

potential customers to buy the product. It is an important promotional strategy to – 

Spread information about the brand to new customers or new market 



Stabilize sales volume and fulfil short-term sales goals 

Stimulate demand for a short term by making the product look like a great deal. 

Objectives Of Sales Promotion 

The answer to the question what is sales promotion? also gives a hint to sales promotion 

objectives, the main objective being lifting the sales temporarily. 

Other objectives include but are not limited to – 

To Create Market For New Products 

It is sometimes hard to establish demand for a new product in a market of similar products. In 

such cases, the company opt for increasing some sales by using sales promotion strategies 

like penetration pricing, offers, discounts, and scarcity principle. 

To Remain Competitive 

Companies use temporary sales promotion techniques to compete with competitor’s short 

term marketing strategies. 

To Gain Dealers Trust 

Sales promotion techniques increase the sales of the products. This increases dealers’ income 

and results in them preferring the brand more. 

To Take Products To New Markets 

New markets are often hard to enter. Sales promotion increases traction and makes more 

customers try the new product. 

Increase Brand Awareness 

It includes attractive incentives which help increase brand awareness, which eventually leads 

to more sales. 

Woo Existing Customers 

Sales promotion is also used to tackle the poaching strategies of competitors and keep 

existing customers with the brand. 

 

3. FMCG 

Fast-moving consumer goods are products that sell quickly at relatively low cost. These 

goods are also called consumer packaged goods. 

FMCGs have a short shelf life because of high consumer demand (e.g., soft drinks and 

confections) or because they are perishable (e.g., meat, dairy products, and baked goods). 

These goods are purchased frequently, are consumed rapidly, are priced low, and are sold in 

large quantities. They also have a high turnover when they're on the shelf at the store. 

 Slow-moving consumer goods, which have a longer shelf life and are purchased over time, 

include items like furniture and appliances. 



Understanding Fast-Moving Consumer Goods (FMCG) 

Consumer goods are products purchased for consumption by the average consumer. They are 

divided into three different categories: durable, nondurable goods, and services. Durable 

goods have a shelf life of three years or more while nondurable goods have a shelf life of less 

than one year. Fast-moving consumer goods are the largest segment of consumer goods. They 

fall into the nondurable category, as they are consumed immediately and have a short shelf 

life. 

Nearly everyone in the world uses fast-moving consumer goods (FMCG) every day. They are 

the small-scale consumer purchases we make at the produce stand, grocery store, 

supermarket, and warehouse outlet. Examples include milk, gum, fruit and vegetables, toilet 

paper, soda, beer, and over-the-counter drugs like aspirin. 

FMCGs account for more than half of all consumer spending, but they tend to be low-

involvement purchases. Consumers are more likely to show off a durable good such as a new 

car or beautifully designed smartphone than a new energy drink they picked up for $2.50 at 

the convenience store. 

Types of Fast-Moving Consumer Goods 

As mentioned above, fast-moving consumer goods are nondurable goods, or goods that have 

a short lifespan, and are consumed at a rapid or fast pace. 

FMCGs can be divided into several different categories including: 

Processed foods: Cheese products, cereals, and boxed pasta 

Prepared meals: Ready-to-eat meals 

Beverages: Bottled water, energy drinks, and juices 

Baked goods: Cookies, croissants, and bagels 

Fresh, frozen foods, and dry goods: Fruits, vegetables, frozen peas and carrots, and raisins 

and nuts 

Medicines: Aspirin, pain relievers, and other medication that can be purchased without a 

prescription 

Cleaning products: Baking soda, oven cleaner, and window and glass cleaner 

Cosmetics and toiletries: Hair care products, concealers, toothpaste, and soap 

Office supplies: Pens, pencils, and markers 

 

4. Branding:- 

Branding, by definition, is a marketing practice in which a company creates a name, symbol 

or design that is easily identifiable as belonging to the company. This helps to identify a 

product and distinguish it from other products and services. Branding is important because 

not only is it what makes a memorable impression on consumers but it allows your customers 

and clients to know what to expect from your company. It is a way of distinguishing yourself 



from the competitors and clarifying what it is you offer that makes you the better choice. 

Your brand is built to be a true representation of who you are as a business, and how you 

wish to be perceived. 

SEE ALSO: 

The Power of Branding Beyond Your Logo (Masterclass) 

There are many areas that are used to develop a brand including advertising, customer 

service, promotional merchandise, reputation, and logo. All of these elements work together 

to create one unique and (hopefully) attention-grabbing professional profile. 

Why Is Branding Important? 

Branding is absolutely critical to a business because of the overall impact it makes on your 

company. Branding can change how people perceive your brand, it can drive new business 

and increase brand awareness. 

Branding Gets Recognition 

The most important reason branding is important to a business is because it is how a company 

gets recognition and becomes known to the consumers. The logo is the most important 

element of branding, especially where this factor is concerned, as it is essentially the face of 

the company. 

SEE ALSO: 

What Is a Branding Agency? Branding Roundtable No. 17 

This is why a professional logo design should be powerful and easily memorable, making an 

impression on a person at first glance. Printed promotional products are a way of getting this 

across. 

Branding Increases Business Value 

Branding is important when trying to generate future business, and a strongly established 

brand can increase a business’ value by giving the company more leverage in the industry. 

This makes it a more appealing investment opportunity because of its firmly established place 

in the marketplace. 

Branding Generates New Customers 

A good brand will have no trouble drumming up referral business. Strong branding generally 

means there is a positive impression of the company amongst consumers, and they are likely 

to do business with you because of the familiarity and assumed dependability of using a name 

they can trust. Once a brand has been well-established, word of mouth will be the company’s 

best and most effective advertising technique. 

 


