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ABSTRACT 

Marketing Strategy is a function that can allow an organization to concentrate its available resources on 

the greatest opportunities to increase sales and achieve a sustainable competitive advantage. The present 

study is pertaining to the marketing strategy adopted by the edible oil manufacturers and wholesalers. 

Attempt has been made to highlight the benefits of Market Information System in the process of 

marketing strategy and the important factors considered in marketing strategy by manufacturers and 

wholesalers. The present study also focuses on the major factors which influence the pricing decision 

while formulating marketing strategy and the problems and also challenges faced by wholesalers in this 

industry. 
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INTRODUCTION 

The marketing strategy is centered on the key concept that customer satisfaction is the main goal. 

Marketing strategy is a function of focusing an organization’s energies and resources on a course of 

action, which can lead to increased sales and dominance of a targeted market niche. Through the 

marketing strategy one can determine the choice of target market segment, positioning, marketing mix 

and allocation of resources. The process of marketing strategy is most influential when it becomes an 

integral element of overall organizational planning strategy; explaining further, how the organization will 

successfully engage customers, prospects and competitors in the market. The present study would be 

helpful to understand the nature of marketing strategy adopted by edible oil wholesalers in Pune city. 

Significance of Study 

Edible oil is one of the most significant consumer products in India. Edible oil has a pivotal place in the 

Indian recipes and cooking. The demand for edible oil is growing not only because of increasing 

population but also improvement in standard of living of the people. Nowadays, owing to liberalization, 

the import of edible oil is also encouraged. In the era of liberalization large scale edible oil manufacturing 

units are unable to compete with the large scale organizations. Today, the problem in edible oil market is 

not only related to the production process, but also related to the marketing process. Therefore, it is 

important to study the nature of marketing strategies adopted by wholesalers of edible oil. It is also 

important to understand to what extent the existing Market Information System is helping the wholesalers 

in formulating marketing strategy. It is also important to highlight the problems and challenges being 

faced by wholesalers while formulating the marketing strategy and to highlight the major factors 

influencing the pricing decision. 

Review of Literature 

Aaker (1998) indicated that string marketing strategy helps the organization in establishing an image in 

the market. According to the author, it reduces vulnerability to competitive actions leading to larger 

margins etc. A successful marketing strategy enables manufacturers, wholesalers and also retailers to 

identify the consumer’s brand preference, likes and dislikes in a very good manner. Author has opined 

that, it consequently increases the likelihood that consumers will purchase the brand. 

Kumar (2007) examined the factors impacting the marketing strategy process. Author has stated that, the 

buying decision for various food products almost depends on the factors like age, education and income 

of the consumers. According to him all these factors must be taken into consideration while formulating 

marketing strategy. 
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Rajavani (2012) focuses on the packaging of the edible oil and its relation with the sales growth. Author 

has opined that while formulating marketing strategy marketers need to respect the fact that behaviour of 

the consumer can change over time, specifically, in case of food products. Therefore, marketers need to 

understand while formulating marketing strategy that customer satisfaction is about attitude and customer 

value is about behaviour. 

Evan (2005) has highlighted the relationship between demographic variables of customers and marketing 

strategy. He stated that, demographic variables are the most important bases for different customer 

groups. According to the author, one reason is that, customer needs, wants, likes and dislikes etc. are 

closely related with the marketing strategy. 

Objectives of the Study 

i. To understand the marketing strategy adopted by wholesalers, in case of low sale of particular brand of 

edible oil. 

ii. To understand the benefits of Market Information System in formulating marketing strategy 

iii. To understand the major factors considered by manufacturers and wholesalers while formulating 

marketing strategy. 

iv. To understand the nature of problems and challenges being faced by wholesalers while implementing 

marketing strategy for edible oil. 

 

MATERIALS AND METHODS 

Research Methodology 

To complete the study primary source of information is used. To study the marketing strategy adopted by 

edible oil wholesalers, primary data is collected by using questionnaire. The questionnaire was 

administered to a small sample of 50 wholesalers selected on the basis of convenience sampling method. 

The study has been carried out in Pune city. 

Collection of Data 

Primary data has been collected with the help of questionnaire for wholesalers. Secondary data has been 

collected from various study papers, articles, published in various journals, magazines and related 

websites concerned with marketing. 

Selection of Sample 

The small sample of 50 wholesalers has been selected from various suburbs of the Pune city. The 

following table indicates the distribution of sample selected from various suburbs. 

Suburbs Wholesalers Percentage 

Kothrud 12 24% 

Market Yard 14 28% 

Sinhagad Road - Dhayari 10 20% 

Yerawada 8 16% 

Central City 6 12% 

Total 50 100% 

 

RESULTS AND DISCUSSION 

The collected primary information has been presented in the table form which is as follows: 

 

Table 1: General Marketing Strategy Adopted by Wholesalers in Case of Low Selling Brand of 

Edible Oil 

Strategies Frequency Percentage 

Offering discounting price 30 60% 

Gift 3 6% 

Advertisement/Display 12 24% 

Giving information of the product to the customers personally 5 10% 

Total 50 100% 
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Majority of the wholesalers (60%) offer edible oil at a discounted price in case of low sales of a particular 

brand. In general, the intention of advertising is to influence the buying behaviour of the consumers in a 

way favourable to the product, also the various kinds of display materials like posters, danglers, 

pamphlets etc. are used by the 24% wholesalers to induce buying of particular brand of edible oil. Experts 

and wholesalers have stated that, they offer gift articles or gift hampers to the consumers to purchase a 

particular brand of edible oil if it is experiencing low sales as compared to other brands of edible oil 

available in the market. Only 10% wholesalers personally inform the customers about the features of 

edible oil of the brand experiencing low sales. 

The degree of marketing excellence achieved by the wholesalers has a direct relationship with the 

marketing information system operated by them. Excellent marketing strategy is the net outcome of the 

correct marketing decisions; and the decisions can be correct only when they are information based. 

Today, no trade organisation can function effectively without appropriate and timely market information 

on each and every aspect of the marketing, the consumer's preference, market condition, intensity of 

market competition etc. The following table indicates the various benefits of the market information 

system achieved by wholesalers in marketing strategy. 

 

Table 2: Benefits of Market Information System (Multiple Response) 

Benefits Frequency Percentage 

It helps informal eating marketing strategy on the basis of reliable 

information related to external and internal environments of trade 

organisation 

50 100% 

It helps to Effectively the marketing opportunities and provide effective 

defence against emerging market threats 

36 72% 

It helps early spotting of changing market trends 30 60% 

It helps organisation to adjust its marketing strategy as per the market 

trends 

47 94% 

 

100% wholesalers have stated that, they get help by market information system in preparing suitable 

marketing strategy on the basis of reliable information related to external and internal environments of 

trade organisation in the opinion of 72% wholesalers, market information system helps them to 

effectively tap the marketing opportunities and provide effective defence against emerging market threats. 

60% wholesalers are able to spot the changing market trends early due to the market information system. 

94% wholesalers are getting help by market information system to access their marketing strategy as per 

the market trends. These indicate that, the degree of marketing excellence achieved by wholesalers had a 

direct relationship with the marketing information system. 

There are various factors which are considered by the wholesalers while preparing marketing strategy 

which are related to price, quality and distribution of the product. Pricing is undoubtedly one of the most 

important decision areas of marketing strategy. Price and quality of the product together they said that the 

venue of any organisation. In today's competitive market, sales promotion comes handy to wholesalers 

and manufacturers of edible oil to solve many short term obstacles related to marketing. In the following 

table percentages of wholesalers, who considered these factors while formulating marketing strategy for 

edible oil is shown? 

 

Table 3: Major Factors Considered by Wholesalers While Preparing Marketing Strategy 

Factors Frequency Percentage 

Pricing of the product 50 100% 

Quality of the product 50 100% 

Variety and choice 33 66% 

Distribution Policy 38 76% 

Sales promotion activities 41 82% 
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While preparing marketing strategy, the factors like pricing and quality of the product are preferentially 

taken into consideration by 100% wholesalers. 66% wholesalers considered the factor like variety and 

choice of the product. 76% wholesalers are leaving the reference to the factor like distribution policy and 

82% wholesalers giving a preference to the factor like sales promotion activities. 

There are many factors which are influencing the pricing decision of any trade organisation. The trade 

organisation has certain long-term and short-term objectives in pricing. It has certain costs of 

manufacturing and marketing and it seeks to recover the costs, through the price. Pricing also has to be 

consistent with the overall objectives of the trade organisation. The trade organisation is seeking a 

particular public image to its pricing policies.  

All these constitute the factors that influence pricing strategy. Moreover, pricing strategy has to fit into 

the overall marketing strategy. In this sense, overall marketing strategy is another factor that influences 

pricing. The following table highlights the opinions of wholesalers about the most influencing factors in 

pricing decision. 

 

Table 4: Factors Influencing Pricing Decision and Marketing Strategy (Multiple Response) 

Factors Frequency Percentage 

Market characteristics 50 100% 

Consumer's behaviour 39 78% 

Competitor's pricing policy 47 94% 

Social Considerations 32 64% 

Government control or regulations about pricing 48 96% 

Features of the product 43 86% 

 

Market characteristics are the most influencing factor in the price decision process opined by 100% 

wholesalers. In the opinion of 78% wholesalers buying behaviour of consumer is also one of the most 

influencing factors, 94% wholesalers have opined that competitors’ pricing policy can also make a great 

impact on the pricing decision; in the opinion of 96% wholesalers, regulations and control on the price by 

the government is the great influencing factor and in the opinion of 86% wholesalers, features of the 

product influence the pricing decision of the trade organisation. It is observed that, all the above 

mentioned factors are considered by majority of the wholesalers while formulating marketing strategy and 

taking pricing decision. 

There are a large number of edible oils wholesalers in Pune city and there is a cut throat competition in 

the edible oil market. It is observed that wholesalers rely too much on their marketing strategy and on the 

marketing strategy followed by their competitors.  

Customer’s exposure, awareness and knowledge of various brands of edible oil have been increased due 

to improvement in the level of education, rapid urbanisation as well as improvement in the 

communication facilities etc.  

Due to keen market competition, many wholesalers are under a cloud of lower demand and other trade 

related problems. These whole sellers are weak in analysing the consumers buying behaviour especially 

in case of edible oil. Some wholesalers do not understand the significance of marketing strategies and 

other market related activities due to which they face various problems and challenges while 

implementing their own marketing strategy.  

The marketing strategy is necessary for catering to the changing needs of the customers within an ability 

of the trading organisation to satisfy customers. Marketing strategy is the adoption of policy that removes 

the marketing challenges and problems. The marketing challenges and problems faced by edible oil 

wholesalers are indicated in the following table: 
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Table 5: Problems and Challenges Being Faced by Edible Oil Wholesalers (Multiple Responses) 

Problems and Challenges Frequency Percentage 

Long term credits to retailers 33 66% 

Frequent changes in likes and dislikes of customers 36 72% 

Lack of adequate working capital 29 58% 

Challenges of competitive pricing policy followed of other 

wholesalers 
43 86% 

Inadequate storage facility/or higher rent of storage facility. 17 34% 

Challenge of winning customer's favour 50 100% 

 

The highly we would marketing challenges and problems being faced by edible oil wholesalers are long-

term credit facility have to be provided to the retailers (66%), frequent changes in the likes and dislikes of 

customers (72%), challenges of competitive pricing policy followed by other wholesalers (86%) and lack 

of adequate working capital (58%). Apart from these challenges and problems, 34% wholesalers are 

facing the problem of inadequate storage facility available with them or higher rent of storage facility 

available in the market. In the opinion of 100% wholesalers, winning of customers favour is a major 

challenge while formulating marketing strategy. 

Conclusion 

It is concluded that majority of the edible oil wholesalers have adopted various types of marketing 

strategies like discounted price, giving free gift, advertising etc.to attract customers. 

It is concluded that, the market information system has greatly benefited the wholesalers in different ways 

to formulate marketing strategy according to the market conditions. 

It is concluded that, majority of wholesalers are having awareness about the various factors such as  

pricing, quality of the product, variety and choice of customers, distribution policy and sales promotion 

activities while they are formulating marketing strategy. 

On the basis of collected primary data it is concluded that, there are various factors which greatly 

influence pricing decision and marketing strategy. It is found that market characteristics, competitors 

pricing policy, government control on pricing and features of the products are major influencing factors. 

On the basis of collected primary information, there are many problems and challenges being faced by the 

wholesalers while implementing marketing strategy. Winning customers favour is the major challenge for 

the wholesalers. Apart from this providing long-term credit for retailers, frequent changes in likes and 

dislikes of customers, competitive pricing policy by competitors etc. are also the major problems being 

faced by the wholesalers of Pune city. 
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