
SELL PROMOTION OF MAGGI NOODLES

Maggi Noodles or Retailers sale promotion initiativesâ€¢ Maggi was distributed free in schools and offices to promote
trialâ€¢ Return gifts on empty.

It took several years and lot of money for Nestle to establish its Noodles brand in India. Maggi noodles always
selling at the convenient places which are the neighborhood places that can gather many consumers.
Regression analysis and customer lifetime value are key data elements in this approach. We need more
products that are convenience-based, nutrition-based and some in the on-the-go category. To allow the packets
to be stored easily, they provide a Zip-Seal facility along with the existing sealing. The proposition of
convenience of cooking as well as that of a tasty filling snack attracts this segment which due to erratic
schedules keeps missing their regular meals. Maggi Noodles is a marketing success story. They may not buy
big items like refrigerators or cars in a recession, Shri Yogendra Sagar Institute of Technology and Science
Page but floors still need to be cleaned, clothes need to be laundered and aches and pains still need to be
soothed. However, the same people say the company has changed after the Maggi crisis. Apart of that, Maggi
noodles also sponsor some primary school in India to organize the contest for student. Marketing activities
come in all forms. Packaging Nestle has developed a good package for Maggi noodles. Besides competition,
this industry is also marked by a robust distribution network coupled with increasing influx of MNCs across
the entire value chain. For the different location, the prices set of Maggi noodles is different. Some of the
prime activities of FMCG industry are selling, marketing, financing, purchasing, etc. Maggi also being the
market leader employs some of the most sophisticated technologies in their production unit to ensure they
constantly meet up with the demand from customers. The personal selling may focus initially on developing a
relationship with the potential buyer, but will always ultimately end with an attempt to "close the sale"
Personal selling is one of the oldest forms of promotion. Given the steady growth, the company even stopped
looking at new segments or product categories. Towards the end of the century, Maggi company was
producing not just powdered soups, but bouillon cubes, sauces and other flavourings. The formula clicked well
and Maggi became a brand name. Branding and Advertising. The FMCG segment can be classified under the
premium segment and popular segment. Age: a b c d 45 and above 6. FMCG firms are always thinking of the
next great discovery or innovation â€” always developing and ever-changing to meet consumer's needs.
Personal selling is a face-to-face activity; customers therefore obtain a relatively high degree of personal
attention The sales message can be customised to meet the needs of the customer The two-way nature of the
sales process allows the sales team to respond directly and promptly to customer questions and concerns
Personal selling is a good way of getting across large amounts of technical or other complex product
information The face-to-face sales meeting gives the sales force chance to demonstrate the product Frequent
meetings between sales force and customer provide an opportunity to build good long-term relationships
Given that there are many advantages to personal selling, why do more businesses not maintain a direct sales
force? Taglines also increase the recall value of the brand amongst the customers. Maggi noodles Products in
India: Shri Yogendra Sagar Institute of Technology and Science Page Nestle unleashed brand maggi in India
Almost 25 years ago in with launch of its traditional 2 minutes noodles in its masala, tomato and chicken
flavours, followed by its curry flavour some years down the line. We need to bring products relevant for every
segment," says Narayanan. Products addressing issues related to diabetes, cardiovascular health, micronutrient
deficiencies, fortificationsâ€”these would be another big platform for the company. How Nestle is rebuilding
in Indiaâ€”18 months after the Maggi ban 18 min read. First we defined our target population as the people
who are involved in the purchase of house hold items. Maggi extended their brands for attracting the families
which are more health conscious. For example, if the outliers are not filtered from the data during the
statistical procedure, result in incorrect interpretation and findings. Maggie had merged with Nestle family in 
Psychological pricing also apply by Maggi noodles.


