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                                                          Executive Summary

The report basically based on the Marketing Mix of ACI Consumer Brand’s Hygiene Product Line. ACI Limited has four SBU’s and ACI Consumer Brand is one them and ACI Consumers Brand produces  and markets several products and female hygiene department is one of them. Today women’s are very concerned about their health and skin. For that reason the hygiene industry is expanding day by day. They have several competitors in the market. They compete against them for more coverage areas to maximize the profits. ACI’s Hygiene department needs to develop their marketing mix properly. They have several types of hygiene products in bucket and these are diaper, napkin, silicon nipple and glycerin and many more. There is a huge potential in this industry. ACI’s freedom napkins and Twinkle diapers have a good position in the market. ACI Consumer Brand’s Hygiene department has lack of promotional strategies in rural areas and weak supply chain. Hygiene department also has lack of communication with their retailers. They are new to this industry compared to their competing brands. Such inexperience was reflected in the inept marketing mix decisions in some areas. I have come up with some recommendations for the purpose of improving their performance in some identified areas. They can improve their marketing mix decisions, particularly in the area of promotional management and distribution management. 
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Introduction













Topic in hands
This internship report is created under the supervision of Assistant Professor “Muhammad Hasan Al Mamun” sir, United International University. 
The topic is “Developing and Managing Marketing Mix for Hygiene Product Line: A Case Study on ACI Consumers brand”. According to the Philip Kotler (2014),“ Marketing Mix is the combination of four elements, called the 4P's (Product, Price, Promotion and. Place), that every company has the option of adding, subtracting, or modifying in order to create a desired marketing strategy” . He farther clarified that “The Marketing Mix is the set of tactical marketing tools --Product, Price, Promotion and Place--that the firm blends to produce the response it wants in the target market.”
Before launching the product we must decide the marketing mix for the target market. Which product or what type of benefits consumer want from the products? What will be the price of our products? Should we go competitive price or penetration pricing or need to identify that how much money buyers are willing to pay for our products? How to reach the target consumer and select appropriate promotional strategy to inform people about our products? All these things we need to analysis before launching the product. ACI Consumer Brand has different sector and female Hygiene department is one them. It has different types of hygiene products and these are Diaper, Napkin, Silicon Nipple, Baby Wipes and many more. For different types of products they follow different marketing mix.

Context of the Study
We are Studying the marketing mix of ACI Hygiene industry. ACI Hygiene Industry has several hygiene products and these are Diaper, Napkin, Glycerin, Baby wipes and many more. The report is basically based on how ACI Hygiene department is doing their market mix for those products. Knowing their pricing strategy, distribution strategy and promotional strategy. Marketing mix is a very important or indispensable part to capture the target market and create a position for your products. 
 	ACI Limited is a very renewed company in our country. It was established as a subsidiary of Imperial Chemical Industry in 1968. It expended its portfolio. After that it was transferred into ICI plc. And 70% share manages by the local management. Then they changed name ICI to ACI limited.  ACI limited has become the leading corporate company in our country. It’s a public limited company with 16631 shareholders. Among them 14 local and 6 foreign entities are included. ACI Limited has 8364 employees to run their day to day activities (annual report 2016-2017). It has four strategic business units (SBUs).  ACI consumer brand is one of them. ACI Consumer Brand produce different types of products in this industry and these are ACI Salt, Personal Care, Households Insecticides, Home Care, Female Hygiene products and many more. Among female hygiene industry ACI Consumer Brand has different types of products. For this industry it has a marketing mix like their other SBUs. 
























Company Background and Industry Perspectives











Company Background
ACI Limited is one of the most reputed company in Bangladesh. ACI was established as the subsidiary of imperial chemical industry in 1968.after that the company was registered in the name of advanced chemical industry limited. Currently they are preserving different SBUs successfully throughout the country. The company operates through four reportable segments: Pharmaceuticals, Consumer Brand, Agribusiness and Logistic. The Consumer Brands has also different units such as Personal Care, Antiseptic Care, Kitchen Care, Home Care, Household Insecticides, different hygiene products except these it has many more sister concerns and these are ACI Fertilizer, ACI Salt Limited, ACI Pure Flour limited, ACI Motor Limited and many more. It has some joint venture companies and these are ACI Godrej Agro vet Private Limited, Tetley ACI (Bangladesh) Limited, Asian Consumer care (Pvt) Limited. Now ACI is a leading corporate body in Bangladesh which is a public limited company with a total number of 16,631 shareholders, among these there are 6 foreign as well as 14 local institutional shareholders. The company has a large list of international associates and partners with trade and business agreement. At present ACI has more than 5000 employees to run the organizational works. They have variety numbers of Strategic Business Units.

Strategic Business Units (SBU’s)
ACI Limited is a leading conglomerate in Bangladesh and they have four major business units. And these are showing through a chart 



1. ACI Pharmaceuticals
SBU



2. Consumer Brand


3. ACI Agribusiness


4. ACI Logistics



Figure: Strategic Business Units

· Pharmaceuticals
· Consumers Brand :
i. Household Insecticides
ii. Antiseptic & Personal Care
iii. Home Care 
iv. Female Hygiene
v. Commodity Foods
vi. ACI Consumer Electronics
vii. ACI Electrical Division
· Agribusiness:
i. Crop Care Public Health
ii. Livestock & Fisheries
iii. Fertilizer
iv. Crops
v. Seeds
vi. Motors
· ACI Logistics :
i. Shawpno
ACI Limited diversified businesses pharmaceuticals, agricultural, Logistics and consumer brand. They have four strategic business units with twelve subsidiaries and also three joint venture that all mentioned above the pages. At the year 2017, the revenue of ACI Limited was Taka 18,306 million which was Taka 22,508 million for 18 months comparative period. The gross margin was 44.77% in the current year from 43.64% of the last year of the last 18 months comparative period. Also sale of high margin products. The current year operating profit was Taka 15,91million and profit after tax was Taka 1,244 million. And earning per share was Taka 28.3.30 June, 2017, ACI Limited contributed Tk. 3,302 million to the National Exchequer in the form of corporate tax .Equivalent to 18.04 percentage of company’s net sales revenue.










ACI 
Salt


ACI
Motors
ACI
Foods




ACI
Chemicals
ACI
Logistics



ACI
Ltd

ACI
Health Care
Care
ACI
Formulation




ACI Leather Craft
Creative Communication



ACI
Pure Flour

ACI Godrej Agro


Tetley ACI




                                                       
Figure: Subsidiaries of ACI Limited

Company Missions
Their mission is to develop the quality of life of people through their products. ACI is committed to the pursuit of excellence through world class products and to provide highest level of consumer satisfaction. To enrich the quality of life of the people. As they are in a growing life stage so their target to increase their market share and create a distinctive position in the market.
Company Vision
1. To take the leadership in each category of its business SBU’s.
2. Establish an effective and everlasting relationship with the consumers
3. To Provide consistent product quality and ensure the value of money
4. To attain a position of leadership in each category of their business
5. They want to attain a high level of productivity through an effective utilization of resources and appropriate technology
6. Develop their employees and rewarding them for their innovative contribution. 
Company Objectives
ACI Limited has a several objective and these are given below the page
1. They want dominate the market with better quality and service
2. To ensure superior return on investment
3.  Becoming the leader of every sector that they have
Joint venture
ACI Limited has a joint venture business also and these are




                                               ACI Godrej Agro vet private Limited
                                            
                                               Tetley ACI (Bangladesh) Limited
                                             
                                                Asian Consumer Care (Pvt) Limited

 Industry perspective
Hygiene industry is a growing industry in our country. Today women’s are very concern about their health and skin. Day by day the number of customers are increasing in this sector. There are many competitors in the market and among them several companies hold a strong position in this industry. Some local and foreign competitors are also present in the industry. At present local company like Square, ACI also dominating the hygiene industry. There is a huge potential in this industry. Mainly main targeted customers are women’s, child, teenagers and etc. There is a huge market across the nationally boundaries.
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But this industry is also very competitive because there are no boundaries or barriers to inter this industry. Government also support the entrepreneurs to inter this industry. So in future might be very competitive and challenging for the existing companies. Several companies have several types of female hygiene products there are many products in this industry and these are Diaper, Napkin, Silicon Nipple and glycerin, Baby Wives. For different product there are different competitors in the market. For diaper Square’s Chuchu , ACI’s twinkle diaper hold in the market by national companies but there are also some foreign company hold a good position in this industry like Huggies , Thai and many others .Till 2015 there were 40% market share of diaper industry gained by the local brands because of their superior quality and cheaper price.  Within a year user of baby diaper rose by around 1% and stood to nearby 2%. Foreign diaper is quite expensive for that reason the demand of local brands diaper increasing at a high rate. Chuchu is a local brand that produce diaper at low price and sale them to low income people and through this the diaper industry is expended. ACI launched Twinkle baby diaper at the year of 2017. Today local companies are dominating the industry. More than 56% market share hold by the domestic companies. Annual growth is almost around 30%.through this chart shown the market position for diaper product from different companies.



24% Market Share 

Other Foreign Brand	24% ChuChu



10% other local brand
	15% Huggies

2% Savlon Twinkle 
	5% milfix
10% Super Mon	5% New Care
	5% Bashudhara
                            
                                         Figure: Market Share of Diaper Companies in Bangladesh

And for Napkin there are also some competitors in the market. Local and global both companies are dominating the market. For locally Senora napkin, ACI’s Freedom Napkin and Joya are in a good position in this industry. Foreign product like Whisper and many others have a good position. So there is a huge potential in this industry for ACI’s hygiene products. Because they already hold a good brand value in the market and the demand is increasing for hygiene products. Silicon nipple is a products of hygiene department. Some foreign companies are presented in the market
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Our local company can produce the silicon nipple. As there are no tough competitors in the market so it will be easier for them to create a good position in the market. Another product is glycerin. ACI doesn’t has a glycerin product in the market. And there are few companies supply glycerin like Momotaz, kazi etc. These all are local companies. There is also a potential in this sector. Because the demand of glycerin is also increasing day by day. There are huge potentiality in this industry to earn a profit. As well as there is also a risk to increase future competition in this industry. Day by day this industry products are becoming very crucial for women’s, girls, children .For the safety of their health and skin. To protect them from various diseases.  
Everyone is following the competitive price in this industry. Some companies hold a good position or increasing their market share because of their good quality products and strong distribution channel. Different times they provide unique for to the distributor, wholesalers, retailer and consumers to earn more profit and to cover more market share. 
For increase the business across the national boundary can bring more foreign currency. Which helps to improve our financial and economic condition. Then different companies are doing different corporate social responsibility. The increase of this industry also help to reduce the unemployment problems. For this all government also support them. There is also a huge demand of hygiene product in International market.  
Bangladeshi people basically depend highly on Indian channels for their recreation and they spend a high time for watching their channels that influences Bangladeshi people to make diaper, napkin and other hygiene for their children, daughter and adult girls. Television plays an important role for the increasing the demand of this industry.TV commercials entice parents for using diaper for their toddlers. That create an impact in local market by pull demand of those hygiene products. Others economic factors also involve here. Now a days people have more money in their pocket and their purchasing power in increasing day by day for that reason they have to stay out of their abodes for significant a period of time. For that reason mothers are forced to purchase napkin, diaper for their daughter, kids. Day by day our country is developing and also improve the life style of people that indicates that in future the female hygiene industry will increase rapidly. UNICEF, WHO, BRAC and other organizations have made improvement in birth rate. If it continues then the Hygiene products industry will also increase. For example 2014 only 1% diaper used in our country but now 70% diaper industry is cover by the foreign companies. So there is a huge scope to earn a profit in this industry. Though there are many competitors in this industry except that others can create a separate market position through uniqueness of their product. 
	














Objectives and Methodology of the Study












Objectives of the Study 
There are some specific objectives of the study and these are given below 
1. Main objective is to “Describe the marketing mix of ACI hygiene department”
2. To identify problems they have in their marketing mix and how to solve t these problems
3. To get the total organizational view of ACI limited
4. To Find out  the efficiency  and effectiveness of the existing marketing mix
5. Analyze the importance or growth of hygiene industry
6. Find out what type of marketing problems ACI consumers brand’s hygiene products face.

  Methodology 
Basically it describes that how we collected the data or information to prepare this report and how we proceed on. Below the page I would like to discuss the methodology to collect the data for preparing the report 
Types of data 
Basically I collected the data from two ways and these are 
I. Primary Data 
II. Secondary Data
Primary data
Primary data means collected information by our own for the purpose of the report, project or any research. I collected primary data through my observation, discussion with professional, acquiring the knowledge through day by day activities and performing different activities in the organization. During my internship period, I did couple market visit for collecting information about their products position, customers’ requirements. Working with the employees, ZSM, ASM etc. of ACI consumer brand’s hygiene department. Through activation I gathered information about hygiene department. I was assigned for the trade marketing activities. Collect data over phone.
Secondary data
Secondary data or information is collected through their annual report, Website of ACI and other websites related to marketing articles and Newspapers.







 












Findings of the Study























Market Analysis
A market analysis studies the attractiveness and the dynamics of a special market within a special industry. Through a market analysis we identify the SWOT of a company. Through this analysis company can take the appropriate decisions. There are several aspects I found through market analysis and these are given below:
· Market Size: Market size is defined through the market volume and market potential. Volume depend on the consumer’s demand of products. Day by day the market size of hygiene products is increasing. Consumers demand for hygiene product is increasing. Because now a days women’s are very conscious about their health .Though there are already several competitors are present in the market except that there is a huge potential to earn a profit for others in this industry. The market potential is equal importance. The relation between market volume and the market potential is the chances of market growth. Hygiene industry has a huge market not only in locally but also in globally. Day by day the size of market is increasing.
· Market trends: market trends indicate the upward and downward movement of a market.  Right now hygiene industry is in an upward position. Because this a growing industry. In future there is a chance increase more consumers in this field. Here our main consumers are female specially child and teen agers. Already ACI has a good reputation in this industry for their freedom sanitary napkin and twinkle baby diaper. So they should utilize it properly. There is a demand of twinkle diaper so if they promote little bit more and use proper distribution channel then they achieve more profit from this industry. Today People are very conscious about their health so in future there will be more demand for hygiene products and based on that company should identify what types of product consumer may want in future.  
· Market growth rate: Market growth means forecasting the market growth rate is extrapolate historical data for future prediction. In future there is a huge chance to increase of market growth. Because day by day more people are become the consumers of this industry. It’s spreading around all over the country. The market growth rate is high both nationally and globally. From the different growth data we can easily measure the market growth of this industry.
· Market profitability: There are several things we need to consider for understanding the market profitability. For example how much competitors are presented in the market, barriers of this industry and many more things. Already there are several competitors presented in the market and in spite of that there is a huge scope to earn profit and ACI hygiene department already create their own spaces in this industry. So they just need utilize their position. Because Senora is leading this industry. For competing them ACI need to do more promotional campaign, more advertising and using better distribution channel. Otherwise they won’t earn more profit by competing them. And also there are not so many barriers to entry in the market. So in future the number of competitors may raise. Everyone selling their products at a competitive price so if any own want are more profit they need to hold more market share, better distribution channel and cut down their unnecessary expenses and provide better service to their consumers.
Distribution channels: distribution channel also help for the market analysis. If product is not well known brand then distributor can dominate in the market but hygiene products of ACI, Square are well known in the market. They have a good brand equity in the market. Through good distribution channel they can earn more market share. ACI hygiene industry need to ameliorate their distribution channel to coverage more areas and for dominating the market.
Diaper
There are some strong competitors in the diaper market. They sell their products at a competitive price. Having undertaken a comprehensive research of the market we realized that there is a huge opportunity for local diaper producers to earn profit. This market basically depend on a good networking. Here company should have a strong relationship with the wholesalers, retailers, clinic and hospital to ensure the orders. Consumers want a good quality products that fulfill their needs. Consumers want adult diaper, sanitary pads that is easier to change and also insure the hygiene. They want also comfort. Price also plays a vital role here. Because already couple of companies producing diaper so the price should be competitive. Price shouldn’t be too high or too low from the competitors.  At this stage if company want to stay in the market and earn profit then they need to provide higher quality product, strong distribution channel and effective and unique promotional campaign. There are some foreign companies also doing business in this industry and they hold a good position in this sector and these are huggies, pampers and many more. Globally there is a huge potential in this industry. In 2015 40% of market share are hold by the local companies. Day by day it’s increasing.  Local brand market share is increasing because of their lower production cost with better quality that’s why they are able to snatch the market from the foreign companies. Within a year a baby diaper rose by 1% and stood to nearby 2% because children who are under 4 years were not yet fully trained with bedwetting.  ACI also has a twinkle baby diaper in the market at 2017 and has a good reputation. Currently there are 56% market share is hold by local companies. Diaper industry’s annual growth around 30%. The diaper industry is a 400 corer to recent market data. These statistics indicate the growth and potentiality of this industry. 
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Through this chart we can easily understand the current scenario and future market share of this industry. There is a huge potential to earn more profit the future. Not only nationally but also globally.
Napkin
Very few packs are locally made of sanitary napkin in our country. But day by day the napkin, diaper industry is growing in our country. People are now more conscious about these types of products. They are getting knowledgeable about this and their importance. In last 15 years local sanitary napkin industry has grown very fast. So day by day many more competitors are enter in this market. For that reason this industry is getting more competitive. Industry expert estimated that existing market size of this products is around almost 25 corer and there are 20 local brand are available in the market. They hold majority of the market share in this industry. Almost 80% market share hold by the local company. And these are Senora, Savlon freedom,
Cottex, Rose and many more .Among those all Senora and Monalisa and Savlon Freedom are well known in the market. They hold most of the share in this industry. They are very well known to the people. Senora already hold the top position in the market and Monalisa is producing an export quality products. The major stakeholders in the country is Square group, Bashudhara group and ACI. Industry insiders contributed the growth of reproductive health and hygiene issue.  The initial target is to produce napkin for the urban upper class women but now a days the importance of it is spreading and more people become the consumers of this industry from different classes.   There are very rare awareness among them of diseases and problem that can arise out of traditional use of cloths during the menstruation. So different companies try to arrange a work shop for women at different school, college and universities to create awareness among them. But among them all Senora take the first initiative to do that that’s why at present they lead the industry. Locally produced napkin quality is quite good compare to the foreign products. And price is also quite reasonable.  In January 2004 ACI launched their first napkin in this industry and the name of there is Savlon Freedom. ACI’s Savlon freedom market share is increasingly day by day as there are user friendly and cheaper than other local products. There also some problem in the market as local company need to fight with the illegally imported ones. If government take the appropriate step to stop them then the industry will be more flourishing. ACI napkin industry is right now is a going stage and they are doing very well in the market. They just need to maintain their product quality and proper campaign for their products. There is a huge opportunity for them to earn more profit and increase their market share in this industry. Their main competitor is Senora which is produced by the Square group. For compete them they need to take some unique promotional strategy and give better benefit to the retailers. There are huge potential to grow this industry. 

Silicon Nipple
In this sector yet ACI is not present strongly but they are planning to launch a new silicon nipple in the market. For launching this new product we collected several information of this products to the relevant companies. There are very few competitors in this sector but some foreign companies present in the market. Foreign products are well known in the market. There is a huge chance for ACI to earn profit from this sector. As there are no establish company in the market. ACI hygiene department try to improve the silicon nipple products quality .They want to come with bang.  If ACI improve their product quality and doing little bit promotion of this sector so they can easily earn a good market share in this department. Though this market is not very big and limited scope of earning profit. In spite of that there is a chance to earn profit because less competitive. No need to do heavy promotional campaign or promotional activities. Also no need to invest huge money to produce the product and compete the competitors. 
Glycerin
This sector is very small. Right now ACI doesn’t have any glycerin products in the market. But there are planning to launch a glycerin. There relatively few companies producing the glycerin product. Momotaz, Meril, Square etc. are presented in the market. They sale their products to the retailers with a huge discount. They are trying to increase the target customers in this sector because very few people are using glycerin. There are not so many competitors in the market so ACI should take the opportunity to launch the glycerin product. There are only some local competitors are fighting with each other’s. So there is no big competition in this sector and no one has a strong position in this sector.


There also show a SWOT analysis that found during the period of market analysis
Strengths
There are several strong points presented in this market and these are
· We can build a relationship with our target customer through direct selling, through activation work in school, college and universities
· ACI Consumer Brand hygiene department has a strong brand image in this industry.
· Hold second position in the market 
· There have a diversified customers instead on one customer. We can obtain the order from the wide range of customers.
· Low production cost.
Weakness
· New organizational practices and personnel who have not worked together presents a challenge to the organization.
· Weak delivery system outside of big cities
· Poor inventory management 
· Ambivalent of SBU
· Wholesalers and intermediaries might be skeptical.
Opportunities
· Our target market is reasonably accessible areas so can fulfill their demands at a shortest possible time.
· Government encouraging indigenous entrepreneur. 
· Opportunity to create potential market
· Increasing consumers demand 
Threats
· Foreign products are well known in the market so tough for local company to maintain their position or compete with them
· In future many more companies can enter in this sector because of its potentiality and government support.
· Political violence

Marketing Mix Evaluation
The marketing mix has been defined as a set of marketing tools that the firm uses to pursue its marketing objectives in the target. The marketing mix is also known the foundation model in marketing. There are four broad level of marketing decisions added to the marketing mix. And these are Product, Price, Promotion and place. The marketing mix or 4Ps is very important to manage the marketing decisions
Product 
Product that satisfy or fulfill consumers need and wants. It can be tangible and or intangible. Tangible means like goods and intangible means service, idea or experiences. It’s very important to find out the consumers need. If we produced a products and if it’s not fulfill the consumers need then we won’t achieve our target. While producing a product there are many Marketing decision need to take like fix the product design, product assortment and many more things we need to consider. We need to maintain the branding of the product, what type of guarantee and warranties should we provide with our products all those things we need to consider here. ACI consumers brand has variety types of products in their bucket. But our main concern is to find out their hygiene product. Hygiene product is under the SBU’s of Consumer Brand. The Hygiene department of ACI consumer Brand has several product and these are Diaper, Napkin, Silicon Nipple and glycerin. These product there are available in the market in different sizes and different prizes. 
Twinkle Diaper
	Small
	Medium
	Large
	Excel

	Twinkle S5
	Twinkle M4
	Twinkle L4
	Twinkle XL 4

	Twinkle S30
	Twinkle M28
	Twinkle L26
	Twinkle XL 24

	Twinkle S45
	Twinkle M40
	Twinkle L36
	Twinkle XL32



So these are the different of sizes of twinkle diaper that are available size in the market. Price of product is varies according to the size of product. There are advantages also attached from the sizes. Like if consumer buy 12 pieces then they will get 1 or 2 extra packet of twinkle diaper.  So basically for diaper there are 12 SKUs available in the market. Savlon twinkle diaper market share is growing day by day.
Current Users of Sanitary Napkin

	Freedom
	59%

	Senora
	15%

	Whisper
	7%

	Joya
	1%

	Monalisa
	2%

	Others
	16%

	Total
	100


 
This is the market scenario of napkin. Here as we can see ACI dominated the napkin market. They are top of the list. Freedom napkin which is produced by ACI’s Hygiene department. The napkin is also available in different sizes. They actually know what consumer want from them and what type of benefits consumer need. For selling their product they also follow some effective marketing plan. Napkin ensure the complete germs protection for women. There are different packages of napkin available in the market and these are
Napkin
	Heavy flow Wings
	Regular Flow Wings
	Combo Flow Wings
	Ultra Wings
	Popular Non Wings
	Smart Non Wings
	Belt System
	Pant System

	8 pads
	10 pads
	10 pads
	8 pads
	8 pads
	8 pads
	5 pads
	10 pads

	16 pads
	20 pads
	
	16 pads
	10 pads
	16 pads
	10 or 15 pads
	15 pads



Price
 Price refers that the amount or money customer pays for your products. Price has huge impact to making or breaking of a company. If your product price is too high according to the customers or comparatively to your competitors that is very tough for you to achieve your target. If your product price is very low that time is also create a negative impact to the consumers mind. Price is a consideration of customer’s perceived value. So we need to very careful for pricing strategy. Through pricing we can accumulate more and more market share. There are many things we need to consider here like price tactics, price setting, discount for consumers and also the payments terms like credit and other payments method. ACI focus on quality, packaging and delivery to differentiate itself from others. Sometimes price can reduce the demand of products or increase the demands of products. If you provide better quality than others that time you can charge a higher price to the customers.  When huggies entered the diaper industry that time pampers is an established brand and for competing with them conduct market research that what consumers want? And what should be the price of their products? How much money people are willing to pay for their products? So they tried to find out these and tried to solve those problems for covering the market. After that huggies cover a wide range of diaper market. So it’s very important to know that should be the appropriate price for your products. we can also measuring the price based on our product demand in the market but if we are a new company in this industry then consider the benefits of your product and also your competitors products price. There are many ways for pricing your product but for new companies they can follow two ways for pricing strategy for their products and these are 
Competitive pricing 
Set your product price based on your competitor’s products price .when there are so many competitors in the market that time you need to follow this. ACI hygiene industry try to follow the competitive price for their diaper and napkin. But they also follow penetration pricing strategy for their other hygiene products. They follow competitive pricing strategy for diaper and napkin because they are new in this industry and there are several local competitors in the market. Though the napkin in well known in the market despite that they can’t charge more price to the consumers.  

Penetration Pricing
Here set lower price for your products to earn more market share. New companies are doing price penetration to cover more area and market share. ACI hygiene department sometimes follow the price penetration strategy for pricing their product. When they launch the new product or want to earn more market share that time they follow this.
Except above mentioned points we need to consider some things while setting the price and ACI hygiene department also set price for their products for considering the pricing strategy. For pricing there are several things a company need to focused and these are   
· Price strategy: Pricing strategy is an important factor to cover the more the market. Through proper pricing strategy they can capture the more market share. For different type of hygiene products they follow different pricing strategy. ACI hygiene department follow competitive pricing and also penetration pricing for their new products. For ACI diaper and napkin they follow competitive pricing strategy to capture the market and for new product they follow penetration pricing strategy. Penetration pricing means setting lower price for a new products or service with initial offering. 
· Price tactics: Price tactics means cutting the price for short-term period. ACI hygiene department different times take different types of tactics for their hygiene product. During summer period they cutting their diaper and Napkin price to attract new consumers, retailers etc. Provide them various discount with products .Through this they want earn more consumers and market share and retain their loyal customers.
· Price-setting: ACI setting their hygiene products price based on several things. Adding production cost, distribution cost and promotional cost to set their product price. Sometimes they set price based on their competitor’s product price. For different types of products and sizes they charge different price from the customers. And based on product size and quantity they provide different price discount or allowances to the customers. Their product price is also varies based on consumers purchasing power and geographical based.
· Allowances: Distribution is a major factor to capture more areas and more consumers. For better distribution ACI provide different types Allowances to them. Provide them product with a lower price. Distribution is a very important fact if they don’t give them any allowances then it’s very difficult for ACI to reach more areas.
· Discounts: ACI is also provided various offers to the consumers to attract and retain them. They provide discount to the various time. During the various period they provide different offers. Sometimes they provide extra diaper or napkin to the bulk purchase, charge lower price for bulk of purchasing of their products. To retain their loyal and regular customers they also provide various gift to them. ACI also provide holiday packs for their wholesalers based on their performance.  
· Payment terms: They provide feasible payments system for the buyer. Through cheque, online payments.
So ACI charge their products price based on their market demand because if they charge too high for their products but if the customer perceive value is not high that time they couldn’t stay in the market or can’t survive to the field. ACI is very keen for this .They known what is the customer perceive value for their products and according to that they charge the products price. 

Twinkle Diaper
	Name
	Size
	Price

	Twinkle Baby Diaper (belt)
	L
	608 Taka

	Twinkle Baby Diaper
	S 30 Pcs
	485 taka

	Twinkle Baby Diaper
	M 28 Pcs
	485 Taka

	Twinkle Baby diaper (belt)
	L 26 Pcs
	750  Taka

	Twinkle Baby diaper(belt)
	L 36 Pcs
	950 Taka

	Twinkle Baby diaper(belt)
	M 4 Pcs
	120 Taka

	Twinkle Baby diaper(belt)
	M 40 Pcs
	950

	Twinkle Baby diaper(belt)
	XL 24 Pcs
	750 Taka

	Twinkle Baby diaper(belt)
	M 28 Pcs
	725 Taka

	Twinkle Baby diaper(belt)
	S Pcs
	120 Taka

	Twinkle Baby diaper(belt)
	L 4 Pcs
	125 Taka

	Twinkle Baby diaper(belt)
	XL 32 Pcs
	950 Taka

	Twinkle Baby diaper(belt)
	S 44 pcs
	950 Taka



 ACI charge a competitive price for their napkin. They provide different types of napkin in the market and their price is also different. ACI has a good reputation in the diaper industry. They hold a strong position here. For different types of customers they charge different price. During the time of promotional campaign for an example during the activation time they charge lower price to the target customer. Because that time their main motive is not to earn profit, their target is to increase number of customers and create the brand awareness of their product. During the activation time they are going to school, collage, and university or arranged the campaign that time they charge less price of their products. For distributors they charge different price. For different types of customers they charge different price. It’s a tactics of the business to increase the number of customers. Sometime they charge different price based on the area. When they enter rural area that time they charge lower price because they want to increase the customers. Because during the time of entrance in a new area, their main target is to give information about their product, encourage them to purchase their products. So for different situation, different customers and different area they charge different price for their products. Also during the winter situation they don’t increase their napkin price because they know that time the demand of napkin is decreasing. For that time they also provide different types of price offer, discount for staying in the market or to maintain the equilibrium point. Also dominating the market only better quality is not enough, price should also be within the budget of customers.
Freedom Sanitary Napkin
	Name
	Size
	Price

	Super Dry Ultra Wings
	8 Pads
	120 Taka

	Regular Flow Wings
	10 Pads
	110 Taka

	Heavy Flow Wings
	16 Pads
	200 Taka

	Regular Flow Wings
	20 Pads
	200 Taka

	Smart Regular Flow Non-Wings
	8 pads
	55 Taka

	Regular Flow Belt system
	15 Pads
	115 Taka

	Regular Flow Belt
	10 pads
	90 Taka

	Regular Flow Non Wing
	8 Pads
	40 Taka

	Heavy Flow
	8 Pads
	110 Taka

	Ultra Wing
	[bookmark: _GoBack]8 Pads
	120 Taka



Through mentioned those above chart we can get their product price. For different sizes product they charge different price. They produced those products based on the consumers demand. Different product for different consumers.  
Place
Proving customers access and convenience. Place play a vital role in marketing mix. Here also we need to consider many thing and these are distribution strategy like what type of distribution strategy we should follow to cover more customers, there are many types of distribution strategy like intensive distribution , selective distribution and exclusive distribution. We also need to decide the locations, channel number distribution, assortments, transport, warehousing and many more things we produce a product for consumers and if consumers can’t access the place that time we can’t sell more products and can’t achieve our target. 
Place is an important factor for marketing mix because if you don’t distributed your products to the right place then your target customers couldn’t able to reach your products. Place makes your products available to the customers. For placing your products you need to identify your target customer and location and based on that deliver your products to those areas, Distributors, Wholesalers and Retailers. Through proper distributors we can reach our target customers and add more consumers to our portfolio. There are three types of distribution selective, intensive and exclusive distribution.
ACI Consumer Brand’s hygiene department follows intensive distribution. Intensive distribution means make available to your products everywhere. You can find ACI freedom napkin or twinkle diaper in everywhere. Urban area to rural. Retailer shop, pharmacy, super shop, local shop, everywhere you will find their product. Because they used intensive distribution channel. But for their silicon nipple they follow selective distribution channel because you can’t find it everywhere. You will find it some selective locations or store only.
So they follow different tactics for different products. If your product is available in everywhere then you can easily capture more consumer and earn more profit. Through this you can also differentiate or achieve competitive advantage.Through place your product to the right location you can capture more market coverage. Market coverage indicate how much available your products in the market.
ACI after producing their products deliver it to the distributors then wholesalers to retailer to final consumer. They use this chain to cover more areas and consumers. They need to allocate their products into different location. For diaper and napkin they make available their products to the hospitals, general store and pharmacy etc. They know their target customer.
Place your products near to the consumer resident because if your product is far away from the consumer then you can’t retain or capture more consumers. 
For placing you also need to keep in mind that consumers should find your products easily. For example urban people basically purchase hygiene products to the super shop but rural people purchase from retail shop. So based on your consumer and target area make your product available for them to those locations. ACI try to ensure the availability of their hygiene products. As they are not too old in this industry so they still try to increase more areas to their coverage. ACI also try to make available their products to the online so consumer can easily purchase the products.
ACI also follow their competitors that how they place their products and where they place their products. What types of distribution channel they are using? Because ACI is new firm in this industry. They can’t reach everywhere because most of the places are hold by the square. But they are offering better discount, coupon, and benefits to the wholesalers and retailers to inter those areas. Right now their products is not available everywhere but day by day it’s increasing. ACI is continuously increasing its distribution channel to cover more areas. They use indirect distribution to sell their products to the ultimate consumers. During the activation period or campaign they follow direct distribution channel. Where they sell their product to their final consumers.

ACI Limited has twenty six distribution centers across the country. Still they are increasing their distribution channel for serving better service to their consumers. The combination of multinational and advanced function that helps it to handle hundred product efficiency .They use ISO 9001-2008 manage of its distribution system.
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Figure: Distribution Channel

Promotion 
 	Promotion means the marketing communication. To inform your consumers about your products.  Here we can follow different types of marketing strategy. Through advertising, direct marketing, Sales promotion and many other way we can promote our products. For promoting the products we need to consider some things like who is our targeted consumers, what is to be communicated, how to reach the target audience and how often we should communicate with the consumers. 
Hygiene product division is under the SBU, of ACI Consumer Brand. ACI hygiene department following different promotional strategy for their different product. ACI consumer brand’s hygiene department also follows different types of promotional strategy for their products and these are mentioned below the page: 
For promoting ACI Twinkle diapers there are different types of SKUs available in the market. They basically use four types of broad segments.  These are small size, medium size and large size.  These are also available in different quantity in different sizes.

Their promotional strategies are
For any company it’s highly important to take a proper promotional strategies for their products. ACI consumer Brand’s hygiene department also try to maintain those things in properly and these are 
Push and Pull Strategy
Push and Pull both are different strategy and distinctive from each other. The strategy to promote the product that make your brand competitive. The promotional activities of different brand are quite different based on their target customers.
Push Strategy
ACI Consumers brand’s hygiene products are newly in the market. But they accumulate more and more market share because of their promotional strategy and the way they promote their product. They informed people about their product through the effective promotional strategy. There are no barriers to inter in this industry. For this reason the market is very competitive. For that reason push marketing is used to push the product to the retailers. Through a chart we explain the push and pull marketing and their differences 
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Here ACI Consumers Brand’s hygiene department use both the marketing strategy to promote their products. In push strategy the push the retailer to sale their products to the ultimate targeted consumers. For this they offer different type of packages to the retailers that encourage them to sale ACI’s hygiene products. They give discount on purchasing their products to the retailers and also give bonus based on the sales in per quantity basis,  if they purchase huge number of products from ACI then they get the extra boxes of hygiene products, also provide banners and many other things that encourage them to sell the products . Through this strategy gradually they are capture the market share of hygiene department. But they are many more competitors also available in this industry so if they only follow this they can’t achieve their target or can’t stay too long in the industry so they also follow pull marketing strategy.
Pull Strategy
	Here they try to find out what type of hygiene product consumers want from them, at which price, what type of benefits they want at how much quantity etc.  These all information they collect through retailers, wholesalers, or communicating directly to the consumers. So based on this they can produce a product. That help they to capture more market share and help them to stay in the competitive market. In pull Strategy Company try to create a need. In this sector company spends a huge amount of money for advertising their products. Advertisements are telecast both printed and electronic media. Through the commercial TV shows we can create a relationship with the consumers. ACI limited due to its limitation in the financial resources to telecast less commercials in the TV channels. ACI’s hygiene department is growing day by day and they are increasing their promotional budget. Because without this they can’t increase their market share. If their market share is increased that also increased their revenue and fulfill their target to earn profit. So pull strategy is very important for any organization to stay in the market. But now a days ACI consumer brand understanding this and use different types of policies to promote their products.  The twinkle diaper and ACI napkin is welly known in the industry but they also have many more competitors in this industry. So it’s very difficult for them to stay in the market without an effective pull strategy. ACI’s hygiene department use different types of promotional mix and these are shown below through a chart




Promotional Mix

Advertising
Personal
Selling
Direct Marketing
Sales 
Promotion
Public 
Relation





Advertising
 	Advertising is highly popular in the 20th century. The process in printing and packaging industrial growth lead the popularity of adverting. Today we can’t imagine to reach the consumers without advertising. So it’s an indispensable parts of promoting a products. Advertising is persuasive by nature. For adverting ACI spent a some money for their target customers. Now they understand the importance of this and day by day they are increasing the amount. They also use newspaper and radio to promote their products. They use these media on a regular basis especially in summer. ACI diaper is now a growing stage not only diaper but also their napkin. So they try to promote their products through these. Though Television advertisement is quite expensive than printed media but to reach more customers it’s very important to spend money on this media sector. Because ACI want to create awareness to the mass people about their products. ACI Freedom Sanitary Napkin prepared on a printed that was published in “Daily Star” newspaper in the recent year.  That was published at the International Women’s day for creating the brand awareness.
[image: ]


Under this tool the activities that they do and these are 
1. Television Commercial (TVC) 
2. Outdoor advertising 
3. Using Billboard
4. Doing campaign in different location to create awareness 
5. News newspaper, radio etc.
Personal Selling
	In personal selling they meet to the consumer and try to sell their product to the consumers at that time. They have a face to face conversation with their consumers. Through campaign, activation etc. ACI’s hygiene department also doing this on a regular basis. They create campaign for women’s day to awareness among the girls, their mothers. During the activation they directly communicate with people and try to sell their product to them 

[image: ]


So they are doing different types of campaign to promote their hygiene products. Especially the napkin. Which name is Savlon Sanitary Napkin? Here we can see the different sizes napkin of ACI consumer brand. This a very costly and through this we can’t reach too much people but we can create a positive buzz among the people through this campaign. 
1. Product Activation Program: Savon twinkle baby diaper and freedom napkin are conducts activation in different hospitals in Dhaka city. Basically for diaper they do activation in hospitals but for napkin they are doing activation in colleges, schools, universities and many more places. 
For doing this they have a motive and these are 
a) To create brand awareness among the people
b) Sell their products
c) To inform the consumers about the importance of these
d) Give information of the products
e) Capture the target customer
f) Create positive buzz about their product
g) And importantly build relation with girls, mothers 
Direct marketing
	Through direct marketing we can communicate with consumers directly like give them mail, send massages to the mobile and communicate with them through telephone and many others ways. ACI sometimes doing direct marketing to promote their products. They are communicating to their retailers, distributors and wholesalers.
Sales Promotion
	This is a short-term encourage to the customers, retailers and wholesalers. They give sales promotion offers an incentive to buy. Sales promotion is used to achieve different objectives. Sales promotion used to attract customers, retain old customers and to increase the market share.  Price packs, coupon, rebates, point of purchase all are add under sales promotion. And under trade promotion Discount, Allowances, free goods also provided. ACI do all those things in different time period.
Consumers Promotion 
1. Samples: ACI provide sample diaper, napkin during the time of activation in the hospital. 
2. Point of Purchase : here they displayed products in way that can attract consumers attention
3. Gifts:  they give various gift to the consumers to stay in the market and retain the consumers. ACI also provide gift to their consumers and retailers based on their purchase quantity or selling quantity for retailers. 
4. Cross Promotion: ACI often doing cross promotion for example in last year Savlon Soap provided with an economy size of Savlon Twinkle Baby Diaper.
Trade Promotion
Allowances: ACI consumers Brand’s Hygiene department provided allowance for their products. This only provide if they purchase a bulk of products. For their glycerin products they provide in a large number of quantity.
Public Relation
	Public relations are the practice of managing the relation between are supply chain and also to your targeted customers. Public relation is very important to retain your consumers, to satisfy your consumers. Public relation is the idea of creating coverage for clients free rather than marketing or advertising. ACI hygiene department also try to maintain this. Right now they are in a growing process so they try different way to develop their pubic relation. By knowing what consumers want, provide them different types of offers on the regular basis, provide support system to the consumers, try to communicate to the consumers directly etc. They try to convincing people about the product. Through this ACI try to build up the connection to media and society that they can steadily. Through their activation campaign they try to build the relation with them. They also doing different types of corporate social responsibilities to create and build strong relation with public.


Job Responsibilities
I did my internship at ACI Consumers Brand’s hygiene department. They produce different types of product like diaper, napkin, silicon nipple and glycerin. Right now this a growing stage but among these all diaper and napkin are well known in the market. Twinkle napkin is a well-known in the market and they have a good reputation in the market. During my internship period I did couple task or work under this department. The office was began and ended at 8:30 am to 6:00 pm. Sometimes we also did overtime and market visit on weekend. Sometime also prepare report for the presentation. Below the page give an overview about my responsibilities 

Market Visit: During my internship period I visited market for collecting the information of ACI’s hygiene products. Look after weather the marketing is doing in the proper way or not. How retailers collect hygiene product. What position they have in the market. What people think about their products? And what types of benefits consumer want from their products. All these information collected through market visit.
Gathering Trade Marketing Information: I was precisely assigned for trade marketing activities. For that mostly my job was to collect the information from the sales force. For collecting data I used several medium like over the telephone, through mail, and other social media. 
Collect Information about the Competitors: I visited market to collect information about the competitors. That how much market share they have, what types of benefit or advantages they provide to the consumers and retailers. What is the pricing of their product .what is consumer’s response about their products. These all information collected by the retailers and also talking with the consumers. Try to find out who is our main competitors. Collected competitors’ hygiene products price and then give those information to my supervisor.
Reporting about Trade Marketing Programs: I collected the data from the sales departments and then input those data into Excel database. I made a excel file of QPDS program. Also involved in making an update excel file of Winter Dhamaka Program. Based on my provided excel file supervisor get the idea about the sell and products quantity.
Reporting Distribution Wise Sales: with the instruction of my supervisor I made a report of distribution wise sales of ACI hygiene department. Here I collected information about how much products they sell or how much product demand they have in their area and based on this I informed this to my supervisor. Then according to the information they provide products to them.
Attend Monthly Sales Meeting:  Under ACI’ Hygiene department they arranged a monthly sales meeting. Every sales representatives from different parts of the country were attended those meeting.  Head of Sales of hygiene department, all ZSM, ASM other people also presented to the meeting. Likely I got the opportunity to attend those meetings. My job was provided relevant information of monthly sales through excel database. The meeting was held for a whole day. Here they discuss how they contributed to improve or increase the sales and if they faced any problem during the sales then what was that. 
Preparing Report and Presentation on Market Visit: After completing my every market visit I had to prepare a details and report and submit those information by preparing a excel database. Couple of times I had been a part of making a presentation report in a power point format.
Collected Sample products: ACI hygiene department wanted to launch a new product that was silicon nipple and for that propose I purchase different companies silicon nipple products. Which help them an idea about competitors’ products qualities and materials. Then also collect information about what type of silicon nipple consumers want and price? Not only silicon nipple except that I purchased many other sample products of relevant department.
Provide Gift to others: sometimes often prepared gift for distributors, wholesalers and retailers for their monthly outstanding sales or effort. Firstly we made a list based on their performances. We prepared those gift for them and also contact with them to ensure about their and gift. Sometimes we personally go there to handover the gift to them as a company representative.
Transaction related work: sometimes I also did some banking transaction on behalf of my Company. Money transfer, TT, money withdraw etc. work also done by me .Sometime transfer confidential file to one office to another. 
Survey: For a new product launch I did a survey. And those information collected by the consumer.  Did survey for twinkle baby diaper and new sanitary napkin before their launching. Through this hygiene department get an idea about consumers want. For the purpose of the survey also make some questionnaires and those collected information was submitted to my supervisor
Learning Experiences
During completing my internship period I learned so many things as an intern. I learned how a corporate office managing their organizational task. How they maintain the overall activities of the office .how they divided their whole organizations in various department and manages those department.  I would like share my experience that I learned from ACI limited consumer brand. These are given below the page 
Time Management: As an intern I learned so many things. One of them is time management. Office hour was 8:30am to 6:00 pm. I tried to attend the office within time. I learned How to complete my task or responsibilities within given time.
Public Relation: During the period of my market visit I learned how to build relation with your consumers and retailers and maintain the relationship with your wholesalers, retailers and your target consumers. 
Improve Communication Skills: One of the most important fact in corporate office is that you must have a good communication skills. Basically I am an introvert type of person but during my internship period I tried my best to become an extrovert. All the job responsibilities make me more extrovert. 
Corporate Behavior: how they handle their distributor, wholesalers and employees and how they treat with them. During the meeting how they talk all those things I learned during my internship period.  
Attend the Annual program: ACI consumer brand arrange an Annual program at every 2 years. Likely I got the opportunity to attend the meeting. At that meeting some reputable person where invited not only from the country also outside of the country. Who are associated with ACI Consumer Brand? They shared us about their experience, ups and downs, motivated their employees also rewarded their well performed employees. 











Recommendations and Conclusion

	From the market study of ACI hygiene product I found that they have poor promotional and branding strategy in some area like old town and many other places. They should improve their product delivery process. There are many complains about their late product deliver and also need to maintain their ASM properly to manage this at a specific area wise. They should provide lunch for intern. ACI hygiene product like diaper and napkin are have a good position in the market so retain this position they need to improve their distribution channel and need to doing more promotional strategy. Their product price is very reasonable they should be pushed the consumers to purchase their products. They can offer more to the retailers for product display program activation. Their systematic manner is very irresistible so need to look after that also. I found they product supplier has not a good relation with retailer for that reason some retailers won’t buy their products.so need to improve this also

	ACI Limited is a largest industry of the country that serves numerous people in our country through their products. They have different types of SBU’s. ACI consumer brand is one of them. The female hygiene industry is growing very fast. Then need to do proper marketing mix to increase their market share and also need to produce other hygiene products that has a huge demand in the market. They should place right people to the right position for achieving their target. Among hygiene products ACI’s Diaper and Napkin have a good brand value in the market and they should proper utilize it. For competing with senora and chuchu they should improve their distribution channel. For preparing this I got some practical knowledge how to place the product, what should be price of product and promotional strategy.
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Figure 1: Global: Sanitary Napkin Market: Sales Value (in Million USS$), Figure2: Global: Sanitary Napkin Market: Breakup by Region
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