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Preface

It is a great opportunity for me to pursue my MBA in Srusti Academy of Management under
BPUT, Rourkela, and Odisha. In the accomplishment of Summer Internship Programme | am
submitting a report on “ Consumer perception and behaviour towards new product —
Classic ICON” Subject to the limitation of time, efforts and resources every possible attempt
has been made to study the matter deeply. The whole project is measured through the
questionnaire, the data further analyzed and interpreted and the result was obtained. The
purpose of this report is to give a brief idea about what has been done in the summer training.
This report comprises of various things and knowledge | have got during my summer internship
at ITC Limited, Cuttack.

The objectives of preparing this report are as follows:

1. Introduction to ITC Limited & its Product Portfaolio.
2. Knowing about targeted audience and marketing strategy

3. Interact with TLs of. different WD to know about the visibility , availability and position
of our product in market.

4. Understand and analyse the product’s success and potential.
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Chapter -1

(Organisational History)

Year of establishment:-

ITC Limited is an Indian conglomerate company, headquartered in Kolkata. It has a presence
across six business segments, namely FMCG, hotels, agribusiness, information technology,
paper products, and packaging. It generates a plurality of its revenue from tobacco products.
ITC Limited Company started from 24" August 1910.

Evolution of Company Name:-

Imperial Tobacco Company of India Limited (1910-1970)
India Tobacco Company Limited (1970-1974)

I.T.C. Limited (1974-2001)

ITC Limited (2001—present)

Profile of the Founder:-

Sanjiv Puri
(Chairman &Managing Director)

Srusti Academy of Management,(Autonomous)
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Sanjiv Puri is the Chairman & Managing Director of ITC Limited.

Puri was appointed as a Whole-time Director on the Board of ITC with effect from
December 6, 2015, Chief Executive Officer in February 2017 and re-designated as the
Managing Director in May 2018. He was appointed as the Chairman effective May 13,
2019. He is an alumnus of the Indian Institute of Technology, Kanpur, and the Wharton
School of Business, USA.

Puri joined ITC in January 1986. During his career of close to four decades at ITC and
its subsidiaries, he has held several business leadership positions and also handled a
wide range of responsibilities in manufacturing, operations and information & digital
technology. Puri served as the Chief Operating Officer of ITC between July 2016 and
January 2017, and prior to that as President - FMCG Businesses since December 2014.
Earlier, he was the Divisional Chief Executive of the Tobacco Division since December
2009, with additional responsibility for the Company's Trade Marketing & Distribution
Vertical from August 2012. He led ITC InfoTech India Limited ('I3L"), a wholly owned
subsidiary of ITC, as its Managing Director from May 2006 to August 2009. Presently,
Puri is the Chairman of ITC Hotels Limited and also of I3L and its wholly owned
subsidiaries in the UK and the USA. Puri served between October 2001 and April 2006
as the Managing Director of Surya Nepal Private Limited, a joint venture subsidiary
company of ITC in Nepal, and is presently its Chairman.

Spearheading the 'ITC Next' vision, Puri has driven an extensive strategy reset to define
new vectors of growth for each business with greater focus on consumer-centricity,
agility, resilience and innovation to build an even more competitive, future-ready,
climate positive and inclusive enterprise. Puri's emphasis on purposeful and cutting-
edge innovation has led to the creation of sharp focused R&D platforms in areas aligned
to market opportunities. Given his deep conviction that mega trends like Digital and
Sustainability will reshape the future, Puri has passionately rallied the organisation to
develop capabilities, channelize investments and resources to enhance competitiveness
of existing businesses, and also identify tech-enabled growth opportunities. Lending
new wings to ITC's credo of 'Nation First: Sab Saath Badhein', he has articulated an
ambitious Sustainability 2.0 vision that will enlarge ITC's contributions to a net-zero
future and meaningfully support national priorities.

Puri has served as the Chairman of the Expert Group constituted by the Fifteenth
Finance Commission of the Government of India to promote agri-exports and a
Member of the technology discussion group 'Farm to Table - driving India's agriculture
sector digitally' constituted by the NIT1 Aayog. He was also the Chairman of the 'Action
Council on ESG in Business' under the aegis of Business 20 India, the official dialogue
forum with the global business community as part of India's G20 Presidency, as well
as the Co-Chair of the 'Business Commission to Tackle Inequality’ set up by the World
Business Council for Sustainable Development, Geneva.

Presently, Puri is the President of ClI, the apex business and industry association in the
country. He is the Chairman of the Board of Governors of the Indian Institute of
Technology, Gandhinagar, and Chairman of the Advisory Council of the CII-ITC
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Centre of Excellence for Sustainable Development. He is a Director on the Board of
US-India Strategic Partnership Forum, Member of the BRICS Business Council - India
Chapter, and also a Member of the Governing Body of the National Council of Applied
Economic Research.

In 2024, Puri was honoured with the '‘Business Leader of the Year Award' by the All
India Management Association, '‘Best CEO Award' by Business Today, and
‘Transformational Leader Award 2022-23" by the Asian Centre for Corporate
Governance and Sustainability. He was conferred with the IMPACT Person of the
Year, 2020' Award by exchange4media, a leading online news platform, 'Distinguished
Alumnus Award of the year 2018' by the Indian Institute of Technology, Kanpur, and
was also bestowed with an Honorary Doctorate by the XIM University, Bhubaneshw

Vision, Mission & Values of ITC

L g

€
@& ©

Vision:-

"To sustain ITC's position as one of India's most valuable and admired corporations,
creating enduring value for the nation and stakeholders."

ITC envisions becoming a global leader in the businesses they operate in, with a focus
on enhancing shareholder value while contributing to the country's development.

Mission:-

"To create multiple drivers of growth anchored on its core competencies, leveraging its
leadership, experience, and technology to deliver superior value to customers,
stakeholders, and society."

The company aims to drive sustainable growth by maintaining its leadership across

sectors and focusing on diversification while emphasizing innovation, quality, and
excellence.
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Values:-

1. Trusteeship:
ITC operates with a commitment to improving societal well-being and environmental
sustainability, embodying its role as a responsible corporate citizen.

2. Customer Focus:
The Company strives to consistently deliver superior quality products and services by
anticipating and fulfilling customer needs.

3. Respect for People:
ITC values its employees, encourages diversity, and fosters an inclusive, collaborative
work environment that promotes personal and professional growth.

4. Excellence:
ITC is committed to achieving excellence in all its operations by constantly improving
processes, products, and services through innovation and technology.

5. Innovation:
The Company drives creativity and embraces change to ensure competitiveness and
leadership in the marketplace.

6. Nation Orientation:
ITC is dedicated to contributing to India's economic and social development, aiming to
create value for the nation, society, and future generations.

Geoqraphical presence

ITC Limited, an Indian conglomerate, has a significant geographical presence. Its operations
span across various sectors including FMCG, hotels, paperboards, and packaging, and
agribusiness.

1.

3.

India: ITC has a strong presence throughout India, with manufacturing facilities,
Distribution networks, and retail outlets across major states and cities.

International: ITC has expanded its presence internationally, though its international
footprint is more limited compared to its domestic operations. The company has
ventured into markets in countries like Sri Lanka, Nepal, and some other regions
through exports and international partnerships.

Offices: ITC has offices in Singapore, Dubali, and London.

Srusti Academy of Management,(Autonomous)
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Types of Business (Portfolios/Sectors)

ITC Limited operates in a wide array of industries, making it one of India's most diversified
conglomerates. Here's a more detailed breakdown of its key business segments:

1. Fast-Moving Consumer Goods (FMCG)
ITC’s FMCG portfolio is vast and comprises multiple sub-categories:
e Foods: This includes staples, snacks, and packaged foods under popular brands like:
- Aashirvaad (flour, spices, salt, ghee, and instant meals)
- Sunfeast (biscuits, cookies, pasta, and noodles)
- Bingo! (Potato chips and snacks)
- Yippee! (Instant noodles)
- Kitchens of India (ready-to-eat gourmet products)
- Candyman (confectionery)
- Fabelle (luxury chocolates)

e Personal Care: The company has expanded into personal care products such as:
- Fiama (body washes, shampoos)
- Vivel (soaps, body washes)
- Savlon (hygiene products like sanitizers, soaps, disinfectants)
- Engage (deodorants and perfumes)

e Cigarettes: ITC is one of the largest cigarette manufacturers in India with brands
like:
- Classic
- Gold Flake
- Wills Navy Cut

e Education & Stationery Products: ITC is a market leader in this sector with its
Classmate and Paperkraft brands offering notebooks, pens, and other stationery.

® | ifestyle Retailing: ITC also ventured into the apparel business with its Wills
Lifestyle and John Players brands, though it has exited the lifestyle retailing business
as of 2021.

2. Hotels
ITC’s Hotels business operates in the premium and luxury segment. It is known for its
environmentally responsible practices and luxury hospitality. Key brands include:

Srusti Academy of Management,(Autonomous)
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ITC Hotels: The luxury chain offering high-end hospitality services.

e WelcomHotel: Positioned as an upscale hotel chain catering to business and
leisure travelers.

e Fortune Hotels: A mid-market hotel chain targeting budget-conscious

travelers.

® \WelcomHeritage: Focuses on heritage and boutique hotels, often situated in
historically significant locations.

& SI(;'(‘VI t ¢
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3. Paperboards, Paper, and Packaging

ITC is a major player in India’s paper and packaging industry. This segment includes:
e Paperboards: ITC is the market leader in high-quality paperboards used for
packaging, including food packaging.
e Specialty Papers: These are used in printing, publishing, and graphic arts.
e Packaging: ITC’s packaging business produces a range of flexible and rigid
packaging solutions for various industries, including FMCG, pharmaceuticals,
and electronics.

AIM

4. Agri-Business
ITC’s agri-business segment is heavily involved in the procurement and trading of
agricultural commodities, contributing significantly to its supply chain. This includes:

e E-Choupal: ITC’s pioneering digital initiative to support rural farmers by providing
market access, price discovery, and agricultural insights.

e Agri-commodities: Trading in wheat, rice, coffee, soya, spices, and more.

e Processed Foods: ITC also sources raw materials for its branded foods portfolio
through its extensive agri network.

Srusti Academy of Management,(Autonomous)
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e Leaf Tobacco: ITC is one of the leading exporters of leaf tobacco.

5. Information Technology (IT)
ITC Infotech, a subsidiary of ITC, provides global IT services and solutions. The company
specializes in digital technologies, data analytics, IT consulting, and business process
outsourcing (BPO). Key areas of focus include:
e Banking, Financial Services, and Insurance (BFSI)
e Manufacturing
e Consumer Packaged Goods (CPG)
e Hospitality
e Retail
ITC Infotech serves both Indian and international clients.

Organisational Structure:-

Sanjiv Puri
(Chairman &Managing Director)
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d»

Sumant Bhargavan Supratim Dutta Supratim Dutta
(Executive Director) (Executive Director) (Executive Director)

Hemant Alka Marezban Arun Duggal Mukesh Gupta Shyamal
Bhargava Bharucha Mukherjee

(Independent Directors)

Governance:-

ITC Limited's governance philosophy is based on five core principles: trusteeship,
transparency, ethical corporate citizenship, empowerment and accountability, and control.

ITC's governance structure has three tiers that help ensure accountability and focus:
e Board: Provides strategic supervision to ensure objectivity and accountability

e Divisional Management Committee: Manages the business to achieve tactical and
strategic objectives

e Executive Committee: Delivers business results under the supervision of the Divisional
Chief Executive

Srusti Academy of Management,(Autonomous)
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ITC's governance framework also includes:

e A policy document that outlines the company's governance structure, policies, and
practices

e Astrategic planning and performance management framework that ensures businesses
identify risks and set mitigation plans

e A commitment to securing the attendance of outsiders with relevant experience and
expertise

ITC's governance framework is designed to create a corporate culture that fulfills the
company's purpose and enhances shareholder value.

Current Leader and Leadership Style:-

Current Leaders

Sanjiv Puri
(Chairman & Managing Director)

Sumant Bhargavan
(Executive Director)

Supratim Dutta
(Executive Director &
Chief Financial Officer)

Hemant Malik
(Executive Director)

Srusti Academy of Management,(Autonomous)



Summer Internship Project Report: 2023

Leadership Style

1. Transformational Leadership

ITC's leaders focus on transforming the company through innovation and sustainability,
especially under the leadership of figures like Y.C. Deveshwar, who emphasized a long-
term vision.

The company's shift from a traditional tobacco business to a diversified conglomerate
reflects a transformational leadership style that prioritizes adaptability and change.
Leaders in ITC inspire employees to engage in a shared vision, making them part of the
organization’s growth story.

2. Strategic Leadership

ITC's leadership is known for its strategic decision-making, as seen in their diversification
strategy. They have effectively managed resources and opportunities to reduce their
dependence on the tobacco industry, expanding into various sectors such as FMCG,
paperboards, and agri-business.

The focus on long-term growth while maintaining competitiveness in diverse markets
reflects a forward-thinking, strategic approach.

3. Sustainability-Driven Leadership

A core aspect of ITC’s leadership style is a commitment to sustainability. The company
has adopted a "triple bottom line" approach, focusing on economic, social, and
environmental sustainability.

ITC's leadership has made efforts to integrate sustainable practices into business
operations, such as water conservation, carbon sequestration, and solid waste recycling.

4. Decentralized Leadership

ITC's leadership fosters a culture of decentralized decision-making. The organization
encourages autonomy across its different business divisions, empowering individual
business leaders to drive performance and innovation.

This decentralization helps ITC remain agile in responding to market changes while
maintaining operational efficiency across its various business segments.

5. People-Centric and Ethical Leadership

ITC’s leaders emphasize ethical business practices, with a strong focus on corporate
governance and social responsibility. They have implemented several community-oriented
programs, particularly in rural development, which aligns with their people-centric
leadership.

There is also an emphasis on nurturing talent and investing in employee development,
which shows their commitment to empowering individuals within the organization.
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Chapter — 2

(Profile of the Business Unit)

Year of Starting:-

ITC Limited is an Indian conglomerate company, headquartered in Kolkata. It has a presence across
six business segments, namely FMCG, hotels, agribusiness, information technology, paper products,
and packaging. It generates a plurality of its revenue from tobacco products. ITC Limited Company
started from 24" August 1910.

Evolution of Company Name:-

Imperial Tobacco Company of India Limited (1910-1970)
India Tobacco Company Limited (1970-1974)

I.T.C. Limited (1974-2001)

ITC Limited (2001—present)

Nature of products and services:-

1. FMCG (Fast-Moving Consumer Goods)

ITC has a broad portfolio in the FMCG sector, with offerings in the following categories:

e Foods: ITC has built a strong presence in the food sector with products under brands such
as Aashirvaad (staples like flour and spices), Sunfeast (biscuits, cakes, and pasta), and
Bingo! (Snacks), Yippee! (Noodles), Kitchens of India (ready-to-eat gourmet meals),
Fabelle (premium chocolates), and B Natural (juices).

e Personal Care: ITC offers personal care products under brands like Fiama (soaps, shower
gels), Vivel (soaps and body washes), and Savlon (hand sanitizers, soaps, and
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disinfectants). It also has products in skin care under Dermafique and fragrances under
Engage.

e Education and Stationery: ITC’s stationery products are marketed under the Classmate
and Paperkraft brands, offering notebooks, writing instruments, and other stationery
products.

o Lifestyle Retailing: ITC offers premium lifestyle apparel and accessories under the brand
Wills Lifestyle.

e Incense and Matches: ITC’s brands like Mangaldeep provide incense sticks, and the
company is also a leading player in the safety matches market.

2. Hotels and Hospitality

ITC is a key player in the luxury hotel segment, with its ITC Hotels brand recognized for premium
hospitality services. ITC Hotels operates in the luxury and premium segments, providing services in
business hotels, leisure resorts, and luxury heritage properties. The hotels are known for their eco-
friendly initiatives and sustainability practices. Key properties include:

e |ITC Grand Bharat, Gurugram
e |ITC Maurya, New Delhi
e |ITC Grand Chola, Chennai

ITC Hotels are also part of the Welcomhotel and Fortune Hotels brands, offering mid-range and
budget hotel services.

3. Paperboards, Paper, and Packaging

ITC is one of India’s leading producers of paperboards, specialty papers, and packaging solutions.
The company offers:

e Paperboards: Used in packaging for food products, consumer goods, and industrial
products.

e Specialty Papers: High-quality papers for stationery, printing, and packaging.

e Packaging: ITC provides innovative and sustainable packaging solutions across industries
like FMCG, pharmaceuticals, and consumer electronics.

4. Agri-Business

ITC’s agri-business division is one of India’s largest exporters of agricultural products. The
company’s offerings in this segment include:

e Agri-Commodities: ITC is involved in the export and processing of commaodities such as
rice, wheat, soya, coffee, and spices.

e E-Choupal: ITC’s pioneering initiative, e-Choupal, provides rural farmers with real-time
information and market access, empowering them to sell their produce directly and
improving supply chain efficiency.

e Processed Foods: ITC also offers products like frozen vegetables and processed fruits.
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5. Information Technology

ITC’s IT services are delivered through its subsidiary, ITC Infotech. This division provides a wide
range of IT services, including:

e Software Development

e IT Consulting

e Business Process Outsourcing (BPO)
e Digital Transformation Services

e Data Analytics and Al Solutions

ITC Infotech serves clients across industries like banking, healthcare, retail, and manufacturing,
offering solutions to enhance business efficiency and innovation.

6. Tobacco and Cigarettes

ITC’s original and longstanding business is its tobacco and cigarette division. It is one of the largest
players in the Indian cigarette market, with popular brands like Gold Flake, Classic, Navy Cut, Wills,
and Scissors. While ITC has diversified into multiple sectors, its tobacco products remain a
significant part of its business.

7. Sustainability and Social Initiatives

Beyond its core products and services, ITC is deeply involved in sustainability and social
responsibility initiatives. ITC’s Mission Sunehra Kal focuses on rural development, environmental
conservation, and enhancing livelihood opportunities for farmers and local communities. ITC’s
commitment to sustainability is evident in its efforts to become a carbon-positive, water-positive,
and solid waste recycling-positive organization.

Strateqic Plan for the Business:-

1. Diversification Strategy

ITC has successfully reduced its dependence on the tobacco industry by diversifying into new and
high-growth areas, including FMCG, hotels, paperboards, packaging, agri-business, and information
technology. This strategic diversification allows ITC to mitigate risks associated with reliance on
any one sector and capitalize on growth opportunities across multiple industries.

e Expansion into the FMCG sector with strong brands such as Aashirvaad, Sunfeast, Bingo!
And Fiama.

e Investments in the hospitality industry with luxury and mid-range hotel chains like ITC
Hotels and Fortune Hotels.

Srusti Academy of Management,(Autonomous)
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e Strengthening its presence in agri-business by leveraging its e-Choupal initiative for rural
engagement and agricultural exports.

e Growth in paperboards and packaging, with a focus on sustainable and innovative
solutions.

2. Focus on FMCG and New Product Categories

A significant part of ITC’s strategic focus has been on becoming a market leader in the FMCG
space. The company has invested heavily in:

e Building new FMCG brands and entering different categories such as packaged foods,
personal care, and household products.

e Launching premium products and categories such as chocolates (Fabelle), beverages (B
Natural), and personal care products (Savlon and Fiama).

e Consistently driving innovation in product offerings to cater to evolving consumer
preferences.

3. Sustainability and Triple Bottom Line Approach

ITC’s commitment to a "Triple Bottom Line" (economic, environmental, and social performance)
is a core part of its strategy. The company’s focus on sustainability is designed to create value while
conserving resources and enhancing rural livelihoods.

e Carbon, water, and solid waste management: ITC has adopted the goal of becoming
carbon-positive, water-positive, and solid waste recycling-positive, reflecting its strong
sustainability commitment.

e The company integrates sustainable practices in its operations, particularly in the agri-
business, packaging, and hospitality sectors.

e ITC’s CSR initiatives, such as Mission Sunehra Kal, focus on rural development,
improving agricultural productivity, and community empowerment.

4. Building Competitive Advantages through Digital and Innovation

ITC has embraced digital transformation and technology-driven innovation to build competitive
advantages across its business verticals.

e The use of advanced technology in supply chain management, including its pioneering e-
Choupal initiative, which connects farmers to real-time market data and helps improve
supply chain efficiencies.

e |ITC Infotech, the company’s IT services arm, plays a vital role in leveraging technology
to support the company’s digitalization efforts and provide IT solutions to global
businesses.
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e Investment in Research and Development (R&D) centers like the ITC Life Sciences
And Technology Centre (LSTC) to foster innovation in product development.
5. Premiumization and Brand Building

ITC’s strategic focus on premiumization aims to tap into the growing demand for high-end,
premium products in various segments, including FMCG, hospitality, and personal care.

e Launching luxury products such as Fabelle chocolates and premium personal care products
under Fiama and Dermafique.
e Creating a brand ecosystem across diverse categories, ensuring strong consumer loyalty
and brand recognition.
6. Asset-Light Expansion in Hospitality

In the hospitality sector, ITC has adopted an *asset-light strategy* to expand its hotel business.
Instead of focusing heavily on owning properties, the company is increasing its focus on
management contracts, thereby reducing capital expenditure and improving profitability.

e Expansion of the Fortune and Welcomhotel brands through management contracts has
enabled ITC Hotels to expand without heavy investments in real estate.
7. Agri-Business Integration and Rural Engagement

ITC’s strategic emphasis on agri-business integration leverages its strong rural presence and deep
connects with farmers. The company’s e-Choupal initiative, which serves as an internet-based
platform for farmers, provides vital market information, better pricing, and access to global markets.

e ITC uses its agri-business operations to support its FMCG and food businesses by ensuring
a consistent supply of quality raw materials, such as wheat and spices, while empowering
rural farmers and improving agricultural productivity.
8. Leveraging Supply Chain Efficiency

ITC focuses heavily on strengthening its supply chain management to enhance operational
efficiency and product delivery. The company integrates its large-scale supply chain operations with
a focus on:

e Backward integration in sourcing raw materials from its agri-business for use in the FMCG
and food processing divisions.
e Building warehousing and distribution capabilities to ensure the efficient movement of
goods, especially in the highly competitive FMCG market.
9. Focus on International Expansion

ITC has also placed strategic importance on expanding its international presence through exports
of FMCG products, paperboards, and agri-business commodities.

e In the FMCG sector, ITC exports its brands to markets like the Middle East, Africa, and
Southeast Asia.

e The agri-business division serves as a global supplier of commodities like rice, wheat,
coffee, and spices.
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10. Cost Optimization and Operational Excellence

ITC has prioritized cost management and operational excellence to maintain profitability and
competitiveness in each of its business verticals. By investing in technology, efficient resource
allocation, and optimizing processes, the company continues to improve its margins while driving
growth.

Structure of the Business Unit:-

The structure of a business unit within ICT Limited (or any typical company) often follows a
hierarchical and functional format depending on the company's size, scope, and objectives. Here's
an example of how an ICT business unit might be structured:

1. Head of the Business Unit (BU Manager)
e Overall responsibility for the performance, strategy, and operation of the business unit.
e Reports to the senior leadership team (CEO, COO, or CI10).
e Aligns BU strategy with corporate objectives.

2. Functional Divisions within the BU
The unit is usually subdivided based on specific functions critical to ICT operations:

a) Technology and Development Department

e Software Development Team: Develops, maintains, and improves software and IT
solutions.

e Hardware and Networking Team: Manages infrastructure, networking solutions, and
hardware resources.

e R&D (Research and Development): Innovates new technologies, applications, and services
to stay ahead of industry trends.

b) Project Management Department
Project Managers: Oversee specific ICT projects, managing timelines, budgets, and
deliverables.

Scrum/Agile Teams: Cross-functional teams (developers, testers, etc.) using Agile or
Scrum methodologies.

c) Sales and Marketing Department

Sales Team: Responsible for client acquisition, managing key accounts, and business
development.

Marketing Team: Develops marketing strategies for ICT services, including digital
marketing, branding, and customer outreach.

Srusti Academy of Management,(Autonomous)



Summer Internship Project Report: 2023

d) Support Services Department
e Customer Support/Helpdesk: Provides technical support, troubleshooting, and customer
care.

e IT Service Management (ITSM): Ensures high-quality IT services (e.g., incident
management, problem resolution).

e) Finance and Administration Department

e Finance Team: Handles budgeting, forecasting, and financial performance.

e Human Resources: Manages staffing, recruitment, employee development, and training.
e Legal and Compliance: Ensures the business adheres to legal and regulatory standards.

3. Specialized Unit
e Cybersecurity Team: Manages cybersecurity strategies, monitoring, and risk mitigation.
e Cloud and Data Management Team: Handles cloud services, data storage, and analysis,
including Big Data operations.
e Business Intelligence (BI) Team: Focuses on gathering, analyzing, and interpreting data to
drive business insights.

4. Internal Support Functions

e Quality Assurance (QA): Ensures product and service quality meet industry and client
standards.

e Vendor Management: Manages third-party suppliers and service providers.
Team Composition and Profile of Team Leaders and Members:-

Sanjiv Puri:-
(Chairman & Managing Director)

Sanjiv Puri is the Chairman and Managing Director of ITC Limited,
having joined the company in 1986. He has held various leadership
roles throughout his nearly four-decade career, including Chief
Executive Officer and Managing Director of ITC Infotech and
Divisional Chief Executive of the Tobacco Division. An alumnus of
IIT Kanpur and the Wharton School, Puri has spearheaded ITC’s
‘Next' vision, focusing on consumer-centricity, digital transformation, sustainability, and innovation
to make ITC a future-ready enterprise. He has played a significant role in enhancing ITC’s
contributions to sustainability and national priorities, while also holding influential positions such
as President of CII and Chairman of IIT Gandhinagar’s Board of Governors. Puri has been
recognized with several prestigious awards, including the 'Business Leader of the Year Award' by
the All India Management Association and the 'Best CEO Award' by Business Today in 2024.
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Sumant Bhargavan:-
(Executive Director)

Sumant Bhargavan, aged 60, has been a Wholetime Director on
ITC's Board since November 16, 2018. He oversees ITC's
Paperboards, Paper, Packaging, Personal Care, and Education &
Stationery Products businesses, along with the Trade Marketing &
Distribution Vertical and the Central Projects Organisation.

An alumnus of the National Institute of Technology, Durgapur,
Sumant joined ITC in January 1986. His career includes various roles such as President - FMCG
Businesses (from April 2016), Divisional Chief Executive of the Indian Tobacco Division, and Chief
Operating Officer of the TM&D Vertical. He also led ITC Infotech India Limited as Managing
Director from September 2009 to October 2014 and worked on the boards of ITC Infotech’s
subsidiaries in the UK and USA.

Additionally, Sumant has been on the boards of Surya Nepal Private Limited and The Tobacco
Institute of India. Currently, he chairs ITC Fibre Innovations Limited and is a member of the CII
Eastern Region Council and the Tollygunge Club Limited’s General Committee.

Supratim Dutta
(Executive Director &Chief Financial Officer)

Supratim Dutta, a qualified Chartered Accountant and Cost
Accountant, was appointed as a Wholetime Director on ITC's
Board in July 2022 and serves as the company's Chief Financial
Officer. With over three decades at ITC since joining in 1990,
Dutta has held various senior finance roles, including Corporate
Financial Controller and Executive Vice President of Corporate
Finance. He oversees finance, accounting, internal audit, IT functions, and ITC’s investment
subsidiaries. His expertise spans planning, treasury, M&A, accounting, taxation, IT, investor
relations, and business strategy. Dutta is a member of the CIl National Committee on Financial
Reporting and serves on the boards of ITC Hotels, ITC Infotech, Surya Nepal, Russell Credit, and
WelcomHotels Lanka.
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Hemant Malik:-
(Executive Director)

@ Hemant Malik, with over 34 years at ITC, was appointed as a

\ Wholetime Director on the Board in August 2023 and currently

serves as the Divisional Chief Executive of the Foods Business

\, Division. An alumnus of Delhi University and 11M Calcutta, Malik

joined ITC in 1989 and has held various key roles across the

p company’s businesses, including Tobacco, Lifestyle Retailing,

Foods, and Trade Marketing & Distribution. He played a pivotal

role in launching major ITC food brands like ‘Aashirvaad’, 'Sunfeast’, 'Bingo!’, "YiPPee!", and

‘Kitchens of India’. Before leading the Foods Division in 2016, Malik was the Chief Executive of

the Trade Marketing & Distribution Vertical and held senior positions in the Tobacco Division. He
is currently the Chairman of the Food Processing Committee of FICCI.

% Hemant Bhargava:-
(Independent Director)

Hemant Bhargava joined the ITC Board as a Non-Executive
Independent Director in December 2021. He holds a postgraduate
degree in Economics from Lucknow University and a Master’s in
Financial Management from Jamnalal Bajaj Institute of
Management Studies. Bhargava began his career in 1981 with the
Life Insurance Corporation of India (LIC), eventually becoming
the Chairman in-charge and Managing Director in 2019. He was
also the Non-Executive Chairman of IDBI Bank and LIC Housing Finance. With 38 years of
experience, Bhargava has expertise in marketing, international operations, and strategic initiatives,
and has overseen new ventures and innovative campaigns. Currently, he serves on the boards of
SMC Global Securities and UGRO Capital, among others.
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Alka Marezban Bharucha:-
(Independent Director)

Alka Marezban Bharucha joined the ITC Board as a Non-
Executive Independent Director in August 2023. She is a Senior
Partner at Bharucha & Partners, Advocates & Solicitors, Mumbai,
and has a B.A. (Hons.) and L.L.B. from the University of Bombay,
along with a Master’s in Law from the University of London.
Bharucha is a Solicitor with the High Court of Mumbai, Supreme
Court of England and Wales, and an Advocate on Record with the

Supreme Court of India. She co-founded Bharucha & Partners in 2008, and with over 30 years of
legal experience, she specializes in mergers & acquisitions, joint ventures, private equity, and
banking & finance. She has been recognized by Chambers Global, Legal 500, and Who's Who Legal
as one of India’s leading lawyers. Bharucha also serves as an Independent Director on the boards of
Ultratech Cement, Hindalco Industries, Orient Electric, and Aditya Birla Sun Life AMC, among
others.

Arun Duggal:-
(Independent Director)

Arun Duggal joined the ITC Board as a Non-Executive
Independent Director in September 2014. He is a Mechanical
Engineer from IIT Delhi and holds an MBA from 11M Ahmedabad,
with extensive international banking experience in financial
strategy, M&A, and capital raising. Duggal spent 26 years with
Bank of America, working across the USA, Hong Kong, and
Japan, and served as the bank's Chief Executive in India. He was also the CFO of HCL Technologies
and has held leadership roles, including Chairman of the American Chamber of Commerce in India.
Actively involved in social and educational initiatives, Duggal founded FICCI's 'Women on
Corporate Boards' Programme, the Centre of Excellence for Research in Climate Change and Air
Pollution at 11T Delhi, and the Centre for ESG Research at IIM Ahmedabad. He is a Distinguished
Alumnus of both IIT Delhi and 1M Ahmedabad and currently serves as Chairman of ICRA Limited
and as a Non-Executive Director of Dr. Lal PathLabs, among others.
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Mukesh Gupta:-
(Non-Executive Director)

Mukesh Gupta joined the ITC Board as a Non-Executive Director
in October 2021, representing the Life Insurance Corporation of
India (LIC). He holds a Bachelor's degree in Science and an MBA
in Human Resources. Gupta began his career with LIC in 1984 as
a Direct Recruit Officer and retired as Managing Director in 2021,
having accumulated 37 years of experience in insurance and marketing across various roles. His
notable positions included Executive Director (Personnel) and Executive Director (Bancassurance)
at LIC's Corporate Office, and leadership roles in LIC’s major zones such as Marketing Manager,
Senior Divisional Manager, Regional Manager, and Zonal Manager. Gupta currently serves on the
boards of IDBI Bank Limited and CFM Asset Reconstruction Private Limited.

Shyamal Mukherjee:-
(Independent Director)

Shyamal Mukherjee joined the ITC Board as a Non-Executive
Independent Director in August 2021. He is a Chartered
Accountant with degrees in Commerce and Law from Delhi
University. Mukherjee is the former Chairman and Senior Partner
of PricewaterhouseCoopers (PwC) in India, where he worked for
2 over 37 years, starting in 1984 and becoming a Partner in 1993. As
Chairman, he played a key role in making PwC more future-ready, enhancing its capabilities, driving
internal transformation, and fostering a value-driven culture with a focus on innovation and
governance. He is currently the Managing Trustee of the Phanindranath Education Trust and a
member of the Bar Council of Delhi. Mukherjee also serves on the boards of Bharti Airtel Limited
and UrbanClap Technologies India Private Limited.
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(Independent Director)

Pushpa Subrahmanyam joined the ITC Board as a Non-Executive
Independent Director in April 2024. She holds a Master's in
Development Planning and Project Management from the
oty | University of Bradford and a Master's in Political Science from the
}’ 1 University of Hyderabad. A retired 1AS officer with over 36 years
e of experience, Subrahmanyam served in various roles, including
Secretary of the Mlnlstry of Food Processing Industries and Finance Secretary of Andhra Pradesh.
She has significant expertise in public finance, policy-making, and managing sectors such as textiles
and food processing. Additionally, she worked with the UK’s Department for International
Development as a Governance Adviser. Although she is not currently on the board of any other
company, she has previously served on several prominent boards.

{ Pushpa Subrahmanyam:-

% Meera Shankar:-
(Independent Director)

Meera Shankar has been a Non-Executive Independent Director on

the ITC Board since September 2012. She holds a postgraduate

degree in English Literature and had a distinguished 38-year career

| in the Indian Foreign Service, beginning in 1973. Her roles

ik “«included serving in the Prime Minister's Office on foreign policy,

(VIR leading the Commercial Wing at the Indian Embassy in

Washlngton, and dlrectlng the Indian Council of Cultural Relations. Shankar also worked

extensively on South Asian affairs and held key positions, including Ambassador of India to

Germany and the United States. She is currently an Independent Director at Pidilite Industries and
Adani Energy Solutions, among other roles.

Geoqgraphical spread:-

ITC Limited operates across a broad geographical area, both within India and internationally. Here’s
a brief overview:

1. Domestic Presence:

ITC has a widespread presence across India. Its operations span various regions including
North, South, East, and West India, with a significant number of manufacturing units,
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distribution centers, and offices in major cities and towns. The company's FMCG, hotels,
paperboards and packaging, and agribusiness segments are well-established in different
states.

2. International Presence:
ITC's international operations are primarily focused on its FMCG and IT services segments.
ITC Infotech, a wholly-owned subsidiary, has a global footprint with offices and delivery
centers in countries such as the USA, UK, Germany, and other regions. ITC’s international
presence also includes exports of its FMCG products and agribusiness goods to several
countries.

The company's geographic reach supports its diverse business interests, ensuring a robust market
presence both domestically and globally.

Customers/Consumers:-

Customers/Consumers of ITC

ITC Limited caters to a diverse array of customers and consumers across its various business
segments, reflecting its broad operational scope and market reach. The company's diverse portfolio
includes FMCG products, hotels, paperboards and packaging, agri-business, and IT services, each
serving distinct customer segments.

1. FMCG (Fast-Moving Consumer Goods):

Food Products: ITC’s food products target a broad consumer base in India and internationally.
Brands such as Aashirvaad (known for its high-quality flours, spices, and staples) appeal to
households looking for reliable, everyday food items. Sunfeast (biscuits and snacks) and Bingo!
(Chips) cater to families and individuals seeking convenient, tasty snacks. YiPPee! (noodles) attracts
younger consumers and families looking for quick meal solutions, while Kitchens of India offers
premium, ready-to-eat meals for busy professionals and families. This segment addresses a wide
demographic, including working professionals, students, and families.

Personal Care and Toiletries: Brands like Fiama, Vivel, and Engage serve individual consumers
seeking personal care products. Fiama targets premium consumers with its range of luxury personal
care items, while Vivel and Engage cater to everyday needs, offering products like soaps, shampoos,
and deodorants. These products are designed to meet various personal hygiene and grooming needs,
appealing to a wide consumer base across different age groups and socio-economic backgrounds.

Health and Wellness: Savlon, ITC's brand for antiseptics and hand sanitizers, targets health-

conscious consumers who prioritize hygiene and well-being. This includes families, healthcare
professionals, and individuals seeking reliable and effective health products.
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2. Hotels:

Luxury Travelers: ITC Hotels serves high-end travelers looking for luxurious accommodations and
premium hospitality. This includes international tourists, business executives, and affluent
individuals who seek exceptional service and exclusive amenities. ITC Hotels offers a range of
luxury properties across major cities and tourist destinations in India.

Business Travelers: The hotel segment also caters to corporate clients requiring business facilities,
such as conference rooms, business centers, and high-quality services during their stays. These
services are tailored to meet the needs of professionals attending meetings, conferences, or corporate
events.

3. Paperboards and Packaging:

Businesses across Sectors: ITC's paperboards and packaging solutions serve a wide range of
industries, including FMCG companies, pharmaceuticals, and consumer goods manufacturers.
These businesses require high-quality, sustainable packaging to protect and market their products
effectively. ITC's offerings are designed to meet the diverse needs of these sectors, providing
customized and eco-friendly packaging solutions that enhance product presentation and
sustainability.

4. Agri-Business:

Farmers: Through the e-Choupal initiative, ITC supports farmers by providing them with digital
tools, market access, and information to improve agricultural practices and enhance market
efficiency. This initiative helps farmers connect with markets, access real-time information, and
obtain fair prices for their produce.

Agribusinesses: ITC’s sourcing and trading operations benefit agribusinesses by ensuring a
consistent supply of quality agricultural products. The company’s agribusiness segment includes
procurement, processing, and trading of agricultural commodities, supporting both large-scale
agribusinesses and smaller agricultural enterprises.

5. IT Services:

Global Corporations: ITC InfoTech provides IT and consulting services to international businesses,
including Fortune 500 companies. Its services encompass software development, IT consulting, and
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digital transformation solutions. Clients include major corporations across various industries, such
as banking, healthcare, and retail, seeking advanced technology solutions and expertise.

Customers/Consumers of ITC Tobacco

The customer base for ITC's Tobacco Division primarily includes:

1. Tobacco Consumers:

e Cigarette Smokers: This includes a broad demographic of adult smokers who consume
ITC’s cigarette brands such as Classic, Gold Flake, and Navy Cut. These consumers span
various age groups and socio-economic backgrounds, with a significant focus on those who
prefer premium and mid-range cigarette products.

e Tobacco Enthusiasts: Some customers may be brand loyalists who specifically seek out
ITC’s cigarette brands due to their taste, quality, or brand reputation.

2. Retailers and Distributors:

e Retail Outlets: Includes convenience stores, tobacco shops, and supermarkets that stock
ITC’s cigarette brands for sale to end consumers.

e Wholesale Distributors: These intermediaries purchase large quantities of ITC’s tobacco
products and distribute them to various retail outlets.

3. Duty-Free Retailers:

e International Travelers: ITC’s products are available in duty-free stores, catering to
international travelers who seek premium tobacco products during their travels.

4. Online Retailers:

e E-commerce Platforms: With the growth of online sales channels, ITC's tobacco products
may also be available through online retail platforms, reaching consumers who prefer
purchasing tobacco products online

5. Specialty Stores:

e Premium Stores: High-end or specialty stores that cater to consumers looking for premium
tobacco experiences may stock ITC’s premium cigarette brands.

Competitor’s details:-

Competitors of ITC

ITC Limited operates across several business divisions, each facing competition from different
players. Here’s a brief overview of key competitors for each division:
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1. Tobacco Division:

British American Tobacco (BAT): Competes with ITC through brands like Gold Flake and
Classic.

Philip Morris International (PMI): Offers brands such as Marlboro and Parliament.
Japan Tobacco International (JT1): Markets brands like Winston and Camel.

Godfrey Phillips India Ltd: Known for brands like Four Square and Red & White.

N. Rajan & Co.: Competes in regional markets with various cigarette brands.

2. FMCG (Fast-Moving Consumer Goods) Division:

Nestlé India: Competes in food and beverage segments with products like Maggi and
Nescafé.

Unilever India: Provides a range of personal care and food products through brands like
Dove, Lux, and Brooke Bond.

Procter & Gamble (P&G): Offers personal care and home products, including brands like
Pampers and Ariel.

Dabur India: Competes in the health and wellness space with products like Dabur Honey
and Dabur Chyawanprash.

Hindustan Unilever: Offers products in personal care and food segments that compete with
ITC’s FMCG brands.

3. Hotels Division:

Taj Hotels (Indian Hotels Company Limited): Competes with ITC Hotels in the luxury
and premium hotel segment.

Marriott International: Operates several luxury and business hotels across India.

Hilton Worldwide: Offers luxury and business hotel options that compete with ITC Hotels.

Hyatt Hotels: Competes in the premium and luxury hotel market with brands like Hyatt
Regency and Park Hyatt.

4. Paperboards and Packaging Division:

Ballarpur Industries Limited (BILT): A major player in the paper and paperboard
industry.

JK Paper: Competes in the paper and packaging segment with various paperboard products.
Sappi Limited: Provides paper and packaging solutions that compete in the global market.
International Paper APPM Limited: Offers paper and packaging products in India.
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5. Agri-Business Division:

Cargill India: Competes in agricultural trading and sourcing.

Olam International: Operates in the agri-business sector, including sourcing and trading of
agricultural products.

Archer Daniels Midland (ADM): Involved in agricultural commodities trading and
processing.

6. IT Services Division:

Tata Consultancy Services (TCS): Competes in IT services and consulting.

Infosys: Provides IT consulting and software services, competing in the same space as ITC
Infotech.

Wipro: Offers IT services and consulting solutions.

HCL Technologies: Competes in IT services, including software development and
consulting.

Competitors of ITC Tobacco

The Tobacco Division of ITC Limited faces competition from several major players in the Indian
and international tobacco markets. Key competitors include

1.

British American Tobacco (BAT):

BAT is a leading global tobacco company with a significant presence in India through its
subsidiary, ITC's primary competitor in the tobacco segment. BAT markets well-known
brands such as Gold Flake, Classic, and Red & White.

Philip Morris International (PMI):

PMI is a major global tobacco company with a presence in India. It offers brands like
Marlboro and Parliament, competing with ITC’s popular cigarette brands.

Japan Tobacco International (JTI):

JTI is another prominent player in the global tobacco market with a presence in India. It
markets brands like Winston and Camel, which compete with ITC’s offerings.

Godfrey Phillips India Ltd:

This Company is a significant domestic competitor, known for its brands such as Four Square
and Red & White, which directly compete with ITC's cigarette brands.

N. Rajan & Co.:

Another domestic player in the Indian tobacco industry, N. Rajan & Co. competes with ITC’s
cigarette brands, particularly in regional markets.

Retail Units:-
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Retail Units of ITC

ITC Limited operates a retail unit under its ITC Retail Division, which focuses on the company’s
consumer-facing businesses. The primary components of this retail unit include:

1. ITC Hotels:

e |ITC Hotels is a luxury hospitality brand offering high-end accommodation, dining, and
conference facilities. It operates a network of hotels across major cities and tourist
destinations in India, including brands such as ITC Grand Chola, ITC Maurya, and ITC
Windsor. The hotels cater to both business and leisure travelers, providing premium
experiences and services.

2. Wills Lifestyle:
e Wills Lifestyle is ITC’s premium apparel brand, offering a range of men’s and women’s
clothing, including formal wear, casual wear, and accessories. The brand positions itself as
a symbol of luxury and style, with stores located in major cities across India.

3. John Players:

e John Players, a more affordable apparel brand under ITC, focuses on offering trendy and
stylish clothing for men. It targets a younger demographic and provides a range of casual and
semi-formal wear. The brand operates through a network of standalone stores and shop-in-
shops.

4. ITC Savlon:
e While primarily a product brand, ITC Savlon is marketed through various retail channels,
including supermarkets, pharmacies, and online platforms. The brand includes a range of
personal care products such as hand sanitizers, soaps, and antiseptics.

5. ITC FMCG:
e |TC operates various retail outlets and store formats across India to directly engage with
consumers, particularly for its FMCG products. These stores offer ITC’s food and personal
care products, including brands like Aashirvaad, Sunfeast, and Fiama.

6. e-Choupal:

e Although not a traditional retail store, the e-Choupal initiative is a significant component of
ITC’s retail strategy. It provides a digital platform connecting farmers with markets, offering
them access to information, resources, and fair pricing. This initiative supports ITC’s
agribusiness and enhances its supply chain.

Retail Units of ITC Tobacco
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ITC Limited's Tobacco Division primarily engages with consumers through a network of
distribution channels rather than traditional retail units. Here’s a look at how the Tobacco Division's
retail operations are structured:

1. Distribution Channels:

e Wholesale Distribution: ITC’s tobacco products are distributed to wholesalers who, in turn,
supply them to retail outlets. This network includes large-scale distributors who manage
extensive territories.

e Retail Outlets: ITC’s cigarette brands are available in various retail formats such as
convenience stores, pan shops, supermarkets, and dedicated tobacco shops.

2. Duty-Free Retailers:
e International Airports: ITC’s tobacco products are also available in duty-free shops at
international airports, catering to travelers who purchase products for personal use or gifting.

3. E-commerce Platforms:
e Online Sales: While tobacco sales online are restricted in many regions, ITC’s tobacco
products may be available through certain e-commerce platforms where regulations permit.

4. Trade Marketing:

e Promotions and Partnerships: ITC employs trade marketing strategies to promote its
tobacco products through retailer partnerships and in-store promotions. This includes
branding and point-of-sale displays to increase visibility and sales.

Wholesale Units:-
Wholesale Units of ITC

1. Product Categories:
e FMCG (Fast-Moving Consumer Goods): Includes items like biscuits (e.g., Sunfeast),
snacks, dairy products, personal care products (e.g., Vivel), and stationery (e.g., Classmate)
e Hotels: ITC Hotels operates in the hospitality sector, offering premium hotel services.
e Paperboards and Packaging: ITC's paperboards and packaging solutions cater to various
industries.

e Agri Business: Includes trading in agricultural commodities.
2. Distribution Channels:

e Direct Wholesale: ITC may have direct wholesale distribution to large retailers or
distributors.
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e Distributors and Wholesalers: They typically have a network of authorized distributors
who handle bulk orders and supply to smaller retailers.

e Retail Chains: Products may be distributed through large retail chains and supermarket
chains.

3. Key Wholesale Units:
e Regional Distributors: Handle the distribution in specific regions or states.
e National Distributors: Manage distribution across larger areas or nationwide.
e Local Wholesalers: Operate within smaller areas, often supplying local retail stores.

4. How to Contact:

e ITC’s Official Website: For specific information, you can visit ITC Limited’s official
website or contact their customer service.

e Regional Offices: Contacting regional or state offices may provide insights into local
wholesale units and distributors.

5. Wholesale Registration:

e Requirements: Some wholesalers might need to be registered or authorized by ITC to
distribute their products.

e Application: This usually involves an application process, which can be initiated through
ITC’s business development or distribution departments.

Wholesale Units of ITC Tobacco

1. Product Range:
e Cigarettes: ITC produces several brands, including Gold Flake, Classic, and Navy Cut.
e Other Tobacco Products: May include products such as bidis and other forms of tobacco.

2. Distribution Channels:
e Direct Sales: ITC might engage in direct sales to large distributors or wholesalers.

e Authorized Distributors: A network of authorized distributors handle bulk orders and
supply to local retailers.

e Regional Sales Offices: ITC may have regional offices that manage wholesale distribution
in specific areas.

3. Contacting Wholesale Units:

e ITC’s Official Website: Visit the official ITC Limited website and navigate to the tobacco
division or contact section for detailed information.

e Regional Offices: Contact regional or zonal offices where ITC manages tobacco
distribution.

e Local Wholesalers: Identify local wholesalers in your area who are authorized to distribute
ITC tobacco products.
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4. Registration and Authorization:
e Wholesaler Registration: To become an authorized distributor, you may need to apply
through ITC’s official channels.
e Requirements: Typically, this involves meeting certain criteria set by ITC and may include
an application process.

5. Business Contacts:

e Contact Information: For specific contact details, check ITC's business development or
tobacco division section on their website.

Job Profile of Key Team Members:-

1. Chief Executive Officer (CEO)
Responsibilities:

e Overseeing the overall strategic direction of the company.

e Managing operations across all business segments (FMCG, Hotels, Paperboards, and Agri).
e Ensuring alignment with corporate goals and stakeholder expectations.

e Leading executive team meetings and decision-making processes.

2. Chief Financial Officer (CFO)
Responsibilities:

e Managing financial planning, budgeting, and forecasting.

e Overseeing financial reporting and compliance.

e Developing financial strategies to support corporate objectives.
e Managing investor relations and capital allocation.

3. Chief Marketing Officer (CMO)
Responsibilities:

e Developing and implementing marketing strategies across all business units.
e Overseeing brand management and advertising campaigns.

e Conducting market research and analyzing consumer trends.

e Managing digital and traditional marketing channels.

4. Chief Operating Officer (COO)

Responsibilities:
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Overseeing day-to-day operations across business units.

Implementing operational strategies to enhance efficiency and effectiveness.
Managing supply chain, logistics, and production processes.

Ensuring quality control and adherence to operational standards.

5. Chief Human Resources Officer (CHRO)

Responsibilities:

Developing and executing HR strategies and policies.
Overseeing talent acquisition, development, and retention.
Managing employee relations, compensation, and benefits.
Ensuring compliance with labor laws and regulations.

6. Chief Information Officer (CI1O)

Responsibilities:

Overseeing IT strategy and infrastructure.

Managing technology development and implementation.
Ensuring data security and compliance with IT regulations.
Driving digital transformation and innovation.

7. Business Unit Heads

Responsibilities:

Managing specific business segments such as FMCG, Hotels, Paperboards, or Agri Business.
Developing strategies and operational plans for their respective units.

Overseeing financial performance and business growth.

Coordinating with other units and corporate functions to achieve company goals.

8. Legal and Compliance Head

Responsibilities:

Ensuring adherence to legal and regulatory requirements.
Managing legal risks and compliance issues.
Overseeing corporate governance and policy implementation.
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CHAPTER -3

» Profile of the Project Assigned

Name/Topic of the Project

Project Details

Expected Outcomes

Methodology

Data Analysis and Interpretation
Findings

Suggestions and Conclusion
Applications of the Subjects to the
Current Assignment
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Chapter — 3

(Profile of the Project Assigned)

“Consumer perception and behaviour towards new product —
Classic ICON”

Project Detalils :

ITC introduced multiple cigarette brands catering to different market segments. As the company
grew, it began diversifying but always maintained a strong foothold in the cigarette industry. ITC
introduced multiple cigarette brands catering to different market segments. As the company grew, it
began diversifying but always maintained a strong foothold in the cigarette industry.

= Overview of Brands: ITC offers a wide range of cigarette brands such as Gold Flake, Navy
Cut, Classic, and Wills catering to different consumer segments.

= Gold Flake is one of the most popular and oldest brands, positioned as a premium product.
= Classic targets the affluent urban population.

= Scissors and Capstan cater to more value-conscious consumers.

Market Segmentation: ITC uses a multi-tier pricing strategy to reach different demographics:
= Premium Segment: Brands like Classic appeal to high-income consumers.
= Mid-tier Segment: Brands like Gold Flake appeal to middle-income consumers.

= Economy Segment: Brands like Capstan and Scissors cater to cost-sensitive consumers.

Consumer Preferences: ITC's in-depth understanding of Indian consumer preferences - flavor, price
sensitivity, and brand loyalty - has been key to maintaining market dominance.

Tobacco Sourcing: ITC is vertically integrated with its agri-business operations, ensuring a reliable
supply of high-quality tobacco. ITC works closely with farmers to improve yields and quality.

Manufacturing Process: ITC operates several manufacturing units across India, using advanced
technology to maintain consistency in product quality.
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Supply Chain: ITC’s vast distribution network ensures availability of its products even in remote
areas. Efficient logistics, a robust distribution network, and strong relationships with retailers help
ITC maintain its market leadership.

Revenue Contribution: ITC’s cigarette division contributes around 70-80% of the company’s total
profits, making it the company’s most lucrative business.

Profit Margins: The cigarette business has higher profit margins compared to other ITC divisions

(FMCG, hotels, etc.) due to its established market and economies of scale in manufacturing and
distribution.

Marketing and Branding Strateqy :

Brand Loyalty and Customer Retention: ITC’s brands, especially Gold Flake and Classic, have
become synonymous with quality. Consistent product experience and strategic pricing have helped
ITC retain loyal customers.

Advertisement and Promotion Restrictions: With strict government regulations on tobacco
advertising, ITC has had to shift focus to alternative marketing techniques such as point-of-sale
promotions, packaging, and brand loyalty programs.

Product Packaging: In the absence of traditional advertising, packaging plays a crucial role in brand
differentiation. ITC’s cigarette packs often feature distinctive designs and colors that reinforce brand
identity, despite mandatory health warnings.

Cigarette catagories of ITC Limited :

1. DSFT (Deluxe Size Filter Tip)

2. RSFT (Regular Size Filter Tip)

3. KSFT (King Size Filter Tip)

4. PKSFT (Premium King Size Filter Tip)

DSFT:-
NAME MRP | PTS (Price to seller) | PTR (Price to retailer)
Flake 70 63.90 64.5
Gold Flake 60 54.4 55
Castle Metro 40 34.72 35
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RSFT:-
NAME MRP PTS PTR
Players Fruit Cool (Red) 70 64 64.5
Players Mint (Blue) 80 72.9 73.5
Players Rush (Green) 70 52.8 53
Gold Flake Premium 95 85.81 86.5
Gold Flake Indie mint 100 53 56
Gold Flake neo smart 95 73 75
Flake Navy cut 95 85.81 86.5
Flake excel tastepro 80 53.5 55
Classic icon 95 65 70

KSFT:-

NAME MRP PTS PTR

GF King red 170 155.26 156.5
GF King blue 170 155.26 157
Classic Rich Taste 340 310.52 313
Classic Balance Taste 340 310.52 313
Classic Refined Taste 340 310.52 313
Classic Low Smell 340 310.52 340
Classic Ice Burst 340 310.52 340
Classic Double Burst 340 280.6 283

Srusti Academy of Management,(Autonomous)



Summer Internship Project Report: 2023

Gold Flake King 170 138.9 140
Gold Flake Mixpod 170 138 140
Gold Flake Twinpod 170 138.9 140
Gold Flake SLK 190 148.8 150
Classic Verve 190 148.8 150
Classic Verve Balance Taste 240 206.3 208
American Club 120 99.2 100
Benson & Hedges 340 310.52 310
Indie King 360 325.4 327
PKSFT:-

NAME MRP PTS PTR
Classic Connect 300 248 345.24
Insignia 400 250 348

O Classic ICON :

There are so many cigarettes which are comes under ITC Limited. There are four segmentation of
cigarettes, there are DSFT (Deluxe Size Filter Tip), RSFT (Regular Size Filter Tip), KSFT (King
Size Filter Tip) & PKSFT (Premium King Size Filter Tip).

Classic ICON was lunched in 12" march 2024. Classic ICON is comes under RSFT. MRP of classic
ICON is 95, PTS (Price to Sell) is 65 and PTR (Price to Retailer) is 70. There are ten cigarette stick
in one packet of classic ICON.
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USP of Classic ICON:-

e High tech filter, one is normal filter and another one is
active carbon filter

e Top leaf tobacco (Premium tobacco)

e Power teat

Overview of survey location (Cuttack)

These are the 4 private WD (Wholesaler Dealer) points through which ITC cigarettes are distributed

to the entire cuttack markets with their respective WD Codes ;

e Aryan Traders (V13502)

e Meera Sales (VI13165)

e Shree Adinath Agency (V13265)
e Swastik Enterprises (V13305)

Prominent markets under each WD points -

Aryan Traders Meera Sales Sree Adinath agency Swastik Enterprices
Link Road Mahanadivihar Stadium Road College Chak
Nuapada Sikharpur Mahatab Road Jobra
Nuabazar Jagatpur Arunodaya Market Station bazar
Khannagar Choudhwar Buxi Bazar Ranihat
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Marketing Strateqies adopted by ITC for Classic ICON:-

Along with standardized strategies used for cigarettes ITC adopts the following marketing strategies
for classic ICON as it is a new product ;

1. Lunching Cash Card
2. Stock issues

3. Auvailability

4. Sampling

1. Lunching Cash Cards : For outlets and consumers to get rapidly awared about the new
product i.e, classic ICON, the company introduced offers for the outlets in the form of cash
card. This is a kind of introductory offer for the outlets in order to create availability in the
shelve.

2. Stock alteration_: To push the new product the already existing products has been
deliberately stock piled. No offers has been imparted on the already existing products.

3. Availability : Extra packets more than ordered quantity by the outlets was passed so as to
make extra effort. The price that will be paid by the outlet was subjective towards the sale of
the product. If the extra packets will not sold then it could be returned to the whole
seller/distributor.

4. Sampling : Free sampling was done at prospecting outlets by sales persons in order to create
definite awareness.

Expected Outcomes

1. Understanding of Consumer Perception: Insights into how consumers perceive the Classic
Icon Cigarette brand. Do they associate it with quality, luxury, or tradition? Or do they perceive it
negatively due to health concerns or changing social norms?

Identification of the emotional and psychological triggers associated with smoking this product
(e.g., status, relaxation, or rebellion).

2. Consumer Behavior Patterns: Analysis of smoking frequency, product trial rates, and
switching behaviors (whether consumers prefer the new product over other brands or alternatives
like e-cigarettes).
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Identification of consumer segmentation (age, gender, income, or location) and how each group
behaves differently towards the new product.

3. Factors Influencing Purchase Decisions: Understanding the key factors that drive consumers
to purchase or avoid this product, such as packaging, pricing, advertising, or product availability.

Assessment of the impact of health awareness campaigns and regulations on consumer behavior.

4. Brand Loyalty and Retention: Whether the product manages to cultivate brand loyalty and the
likelihood of repeat purchases.

Identification of factors that could lead to brand switching or discontinuation of use.

5. Market Acceptance and Challenges: Overall market acceptance or rejection of the new
product and reasons for its success or failure.

Evaluation of barriers to entry such as competition, market trends towards healthier lifestyles, and
legal restrictions.

6. Impact of Marketing Strategies: Analysis of the effectiveness of marketing efforts
(advertisements, promotions) on consumer perception and buying behavior.

Recommendations for future marketing strategies to align better with consumer expectations and
attitude.

Research Methodology

Methods of Data Collection

Descriptive type research has used to complete the project. This research is based on fact finding

enquires and the variables are totally independent and uncontrollable.

e Literature Review
o Research existing studies on cigarette marketing and sampling strategies inlndia
and other countries.
o Review the legal framework governing tobacco marketing and productsampling in
India, including restrictions on public advertising and sampling.
e Primary Data

Primary data of research are collected from direct customer of smoker of south Bhubaneswar
through questionnaires.

e Secondary Data

Secondary data which are used for research to know about the consumer penetration and

distribution of classic icon in south Bhubaneswar are collected from internet.

Srusti Academy of Management,(Autonomous)



Summer Internship Project Report: 2023

In this project, 100 random consumers of cigarette as a sample were surveyed at different outlets in
cuttack. They were asked questions as per the questionnaire with 21 questions all related to cigarette
consumption patterns and ICON consumption along with its feedback.

The responses were recorded in the form of google form which played a pivotal role in data
collection and representation.

The google form was titled “Consumer feedback survey on new product-Classic ICON”.

The form consists of different demographic informations like age, occupation, gender and ICON
related observations such as awareness, frequency of consumption, ratings of different aspects of the
cigarette.

Limitations

The project has some limitation because it is totally based on efforts of individuals. People maybe

carless and may not give correct answer to the questions, because of so many reasons.

e Itis totally on personal efforts of individuals.

e Some of the consumers hesitate to give the information.

e Some of consumer are not interested to give answers to the questions.
e Personal biasness plays a vital role.
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Data analysis and interpretation

Section 1: Respondent Details

1. Age:
Under 18 18-25 26-35 36-50 51& above
2 40 35 17 6
AQge group

® under 18
m 18-25
m 26-35
36-50
51 & more

Interpretation :

Data collection for project from 100 responded in which 2% people are the age under 18, 40%
people are between 18-25, 35% people are the age between 26-35, 17% people are between 36-
50 and 6% people are the age between more than 51 of total responded. In total respondent I
analyse that most of the people were in between the age group of 18-25.
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2. Gender :
Male Female Other
87 13 0
Gender

m Male

m Female

m Other

Interpretation :

Data collection for project from 100 responded in which 87% people are male and 13% are
female. In total respondent I analyse that most of the people are male.

Srusti Academy of Management,(Autonomous)



Summer Internship Project Report: 2023

3. Occupation

Student Professionals/Job Business Retired
holders Owner
42 40 12 6
Occupation

m student

m profession

® business

retired

Interpretation :

Data collection for project from 100 respondent in which 42% people are student, 40%
people are job holder, 12% people are business owner & 6% people are retired person. In
total respondent | analyse that most of the people are student.
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Section 2: Awareness of Classic Icon

4. Are you aware of the classic icon?

Yes No

84 16

Awareness

mYes

mNo

Interpretation :

Data collection for project from 100 respondent in which 84% people are aware about the
product and 16% people are don’t know about the product. In total respondent I analyse that

most of the people are aware about the product.
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5. If yes, how did you first learn about the classic icon?

Social Media Retail Store Friends

0 74 26

m Social media

m Retail store

® friends

Interpretation :

Data collection for project from 100 respondent in which 74% people knows about the
product from retail store and 26% people are known about the product from friends. In total
respondent I analyse that most of the people are get to know about the product from retail

store.
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6. Current Brand used by the people?

Compact GFP Indimint Rs 10 Neo Smart Edition

51 10 22 8 9

Current brand

m Compact

m GFP

® Indimint
Neo Smart

Edition

Interpretation :

Data collection for project from 100 respondent in which 51% people currently consume
compact, 10% people consume GFP, 22% people consume Indimint Rs 10, 8% people
consume neo smart and 9% people are consume edition. In total respondent | analyse that

most of the people are consume compact.
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. Have you ever purchased the classic icon?

Yes No

87

13

mYes

mNo

Interpretation :

Data collection for project from 100 respondent in which 87% people heve purchased the
classic icon and 13% people have not purchased till now. In total respondent | analyse that
most of the people are aware about the product and purchased that.
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8. If yes, how often do you purchase it?

Weekly Monthly Occasionally Only once

45 28 18 9

Frequency

m weekly
® monthly
= occasionally

only once

Interpretation :

Data collection for project from 100 respondent in which 45% people are purchase the classic
icon weekly, 28% people are purchase monthly, 18% people are purchase occasionally and 9%
people are purchase only once. In total respondent I analyse that most of the people are purchase

the product weekly.
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9. What influenced your decision to purchase the classic icon?

Brand Price | Quality | Availability | Recommendation | Advertising
reputation from others
8 22 11 19 25 15
Influence

m Brand reputation

® Price

m Quality
Availability
Recommendation fron

others
advertising

Interpretation :

Data collection for project from 100 respondent in which 8% people purchase the classic
icon for the brand reputation, 22% people purchase for the price, 1% people purchase due to
quality of the product, 19% people purchased due to availability of the product, 25% people
purchase the product due to recommendation from others and 15% people purchase due to
advertising of the product. In total respondent I analyse that most of the people purchase the
product due to availability.
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10. ICON Packaging rating

1 2 3 4 5
(Poor) (Outstanding)
03 09 24 41 23

Packaqing Rating

H]l m2
m3 4
5

*Interpretation :

Data shows more than 60% of consumers were very well satisfied with the minimalistic and
mature packaging and appearance which is 66 rated 3 or abaove.
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11. ICON taste rating

1 2 3 4 5
(Poor) (Outstanding)
08 19 26 36 11

Taste Rating

Hl m2
m3 4
5

Interpretation :

Data collected shows more than 70% of the population rated 3 or abaov rating to the taste of
ICON whereas the rest rated 1 and 2 .

Even who rated 3 and above complained about taste improvement as per its segment.
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12. ICON Filter rating :

1 2 3 4 5
(Poor) (Outstanding)
0 0 01 06 93

Fliter Rating

ml
u2

m3

m5

Interpretation :

Data collected from 100 consumers as a sample shows a huge consumer population rated the
filter a 5 rating i.e 93% and the rest rated 4 and 3 rating.

No consumer rated 1 or 2 to the filter which implies the quality of filter is certainly liked by
the icon consumers.
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13. ICON price rating :

1 2 3 4 5
(Poor) (Ecellent)
14 08 09 21 48

Price rating

Interpretation :

Data collected from 100 consumers as a sample derives that 48% of them thinks the price
set is excellent , 21% responded with 4 rating, 14% did not think the price is set right.
Therefore the price set for the product is considered very much optimal/excellent.
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14. ICON Overall rating* :

1 2 3 4 5
(Poor) (Outstanding)
2 13 32 46 07

ICON Rating*

m]l E2
m3 4
5

Interpretation :

Data collected from 100 consumers as a sample shows 46% of them given a rating of 4
which is a significant percentage, 32% given a rating of 3, a rating of 5 by 7%, 13% rated 2
and 2% rated 1. Therefore it is evident that more than 50 % of the consumers rated the

product above average rating.
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15. Is it a potential product? * :

Yes No May be

69 04 27

Product Potential

H Yes

B No

May be

Interpretation :

Data collection from a sample of 100 consumers suggests that 69% consumers perceive
ICON as a potential brand whereas 4% thinks the opposite and 27% of them are not sure

enough about the brand.
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Findings

The following findings have been derived from the data analysis and interpretation:

1.

10.

The most driving factor related to consumption of cigarettes is age and in the survey it is
clearly evident that the age group between 18-25 is more vulnerable towards cigarettes.

Out of 100 consumers 87% are male and rest 13% are female. This doesnot imply that other
genders doesn’t consume cigarettes but during the data collection process no consumer of
other gender was found in the sample.

Considering the occupation, students and job holders comprises more than 70% of the sample
population.

84% people out of the sample of 100 consumers were aware about the classic icon cigarette,
from these 84% people 74% people got to know about the classic icon from retail store and
others from their friends.

When enquired about the consumers brand preferrence 51% people’s current consuming
brand is COMPACT(MARLBORO) and other prefer to consume GFP, INDIMINT, NEO
SMART & EDITION.

Most of the people (87%) purchased classic icon for consuming. But 45% people purchase
weekly, 28% people purchased monthly, 18% people are purchased occasionally and 9%
people purchased only once.

Most of the people are influenced by advertisement, recommendations of other and
availability (59%) of classic icon for purchase and other are influenced by brand reputation,
price & quality of the product.

Rating for packaging, filter, taste, and price aggregates to a satisfactory percentage of more
than 65% which implies the product branding, quality and price parameters are very much
optimal at its place.

Overall rating depicts 85% of consumers rated 3 or more rating where the rating range is 1
to 5 which implies the ICON has been well accepted by the consumers.

The potentiality of ICON was evident by a significant agreement of 69% of consumers where
4% did not think it as a potential product and others are not sure.
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Suggestions

Continuation of offers:

It is observed in different survays done by cigarette companies that for a brand to get establish
it takes roughly 1.5 yrs. Before that much time no brand could be tagged as a established
brand. As a new product ICON hass been successfully perceived by the consumers so
withdrawing offers allowed to retailers can hamper its steady growth.

Capitalising on high sale outlets:

Prioritizing outlets with more sales in ITC products and conserving efforts at low sales outlets
could be done in order to focus on strength. Once the focus outlets outperform its standard
capacity, it will resonate to the small outlets eventually without much effort.

Stock alternating with average running brands:

Products which are having mediocre sales could be compromised for a short span to push
ICON instead. The supply of those mediocre sales product could be stockpiled and ICON
could be insisted to the outlets by the sales persons.

Establishing good Distributor-Retailer relation :

As compared to competitors relation with outlets, ITC distributors relation with outlets is
seen to be not so reliable. The outlet owners were seen having less positive feedback towards
ITC sales persons. Sales person behaviour must be taken into consideration by the area
executive which is a significant and basic aspect for boosting sales.

RENTAL AUDIT

As a part of internship along with the survey undertaking a audit of rental payments
sanctioned every month to the outlets by the company through the TLs to push its brand was
also done. In this audit it was investigated that there is aloop hole in the whole system as it
allows TLs to manipulate payments.

TLs instead of paying outlets with predetermined amount of money alter it with
cigarettes to adjust payments which resulted in manipulated sales and market acquisition.
The problem has been figured out during the internship and was conveyed to the External
guide(Area Executive) and other authorities.

Digital Payment Transformation
As a result of rental cash payment failure the company changed the whole payment process
to digital form where account details of outlets were collected so that payments could be
done directly to their accounts by the company.

This initiative will play important role in sales manipulation prevention and
effectively cost cut the company’s expenditure towards cash payments.
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Conclusion

The project report after collection of informations and stats through questionnaire as well as
survey suggests that the awareness and product recognition is very high as company has invested
heavily in the promotion of ICON in forms of posters, lightboards and brandboards at every single
outlet.

The penetration and distribution if not excellently successful but very much optimal in its
foundation.

The acceptance of ICON by the consumers have gradually increased since its launch and has
great scope as a highly preferable brand in cigarettes. The supply has been taken good care by the
company and its distributors. ICON is a new product , scrutinizing its potential is very crucial at
the moment. The quality of the product has a great potential in the near future.

Hence it could be tagged as a successful product in its category and is definitely a high potential
brand.

Scrutinizing the behaviour of consumers towards ICON it is evident that mostly students and
jobholders ranging from age 18 to 34 are more likely to consume Classic ICON in which the most
portion is male gender. The frequency of ICON consumption is found mostly to be monthly
which needs to be converted to weekly and daily respectively to make it a standout brand.

Srusti Academy of Management,(Autonomous)



Summer Internship Project Report: 2023

CHAPTER -4

» Personal Learning

1. What Touched my Heart?
2. What Touched my Head?
3. What Touched my Hand?
4. What Touched my Habit?
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Chapter — 4

. What touched my heart?

Emotional Impact on Consumers

ITC’s product sampling strategy aims to forge a positive emotional connection with
consumers. These sampling events often evoke feelings of gratitude and trust, contributing
to the brand's emotional appeal.

Emotional Connection: By providing free samples, ITC engages consumers in a
personalized and memorable manner. This gesture helps establish a strong emotional bond,
fostering brand loyalty and enriching the overall customer experience.

Consumer Feedback: Interviews and feedback from consumers indicate that sampling
events make them feel valued and appreciated. Positive experiences during these events can
have a lasting impact on their perception of the brand.

Brand Loyalty and Trust

The emotional responses elicited from sampling contribute to greater brand loyalty and
trust. Consumers who enjoy a positive sampling experience are more inclined to view
ITC’s products favorably and continue purchasing them.

Building Trust: Allowing consumers to try the product before committing to a purchase
shows ITC’s confidence in the quality of its offerings, thereby enhancing trust and
credibility.

Strengthening Loyalty: Positive sampling experiences are closely linked to increased brand
loyalty, with many consumers expressing a higher likelihood of making repeat purchases
following a satisfying sampling encounter.

. What touched my hand?

Practical Aspects and Implementation : The implementation of ITC’s sampling process
involves several key practical considerations, including logistics, execution, and overall
effectiveness. This section outlines how these factors are addressed in South Bhubaneswar.
Sampling Execution: ITC strategically plans and executes its sampling events to provide an
engaging experience for consumers. This involves selecting prime locations, managing
inventory effectively, and collaborating closely with retail partners to ensure smooth
operations.

Logistical Considerations: Effective logistics play a vital role in the success of these
campaigns. ITC organizes each event meticulously, ensuring sufficient resources and
personnel are in place for the timely distribution of samples.

Effectiveness and Efficiency : The effectiveness of ITC’s sampling process is assessed
based on its impact on consumer behavior and sales performance. ITC continually monitors
and evaluates the efficiency of its efforts to achieve desired outcomes.

Performance Metrics: Key performance indicators, such as consumer feedback, sales
growth, and market penetration, are utilized to gauge the success of sampling initiatives.
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Optimization: Insights gained from performance evaluations allow ITC to refine its
strategies, enhancing the efficiency and effectiveness of future sampling campaigns.

. What touched my head?

Strategic Insights and Intellectual Framework

ITC’s sampling process is strategically aligned with a deep understanding of market trends
and consumer behavior. This section outlines how the sampling strategy contributes to ITC’s
overarching business goals and market positioning.

Targeted Market Analysis: ITC employs in-depth market analysis to identify key
demographics, ensuring that sampling efforts are focused on consumer groups most likely to
engage positively.

Insight-Driven Strategy: The sampling approach is informed by data on consumer behavior
and competitor trends, enhancing the accuracy and effectiveness of each campaign.
Decision-Making Processes

ITC’s product sampling strategy is grounded in thorough research and data, ensuring
decisions are well-informed and continuously improving.

Analytics-Driven Decisions: ITC uses analytics to monitor the success of sampling
campaigns, allowing for data-backed adjustments and future planning.

Continuous Refinement: Feedback from sampling activities is integrated to continually refine
the strategy, ensuring it evolves with consumer preferences and market conditions.

. What touched my habit?

Interpersonal interactions:

During the SIP report, the survey taken influences my quality of interactions with people.
As in marketing the conversation plays a vital role it enhances to understand the consumer
and their preferences and behaviour much better in depth .

Pursuit of interpretations and analysing habit learned during this project undertaking could
be used in any corporate field in decision making.

Habit of noting every single details enabled me to recall and precisely understand the
responses.

Statistical approach:

When facts and figures are used in any data set the interpretation becomes more efficient as
well as it reduces chances of error.

Improved resilience :

Many consumers did not responded th way it has been presumed during the preparation of
the questionnaire and methodology which made me understand that you must cope and deal
with diversified characters of people in any set of professional obligations.
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Annexure

(Google form questionnaire)

Title : “Consumer feedback survey on new product Classic ICON”

** Section A (Consumer details)
= Qutlet Name* :

= |ocation in Cuttack™ :
= Consumer name :
=  Gender*:
= Age group*
o 18-25
o 26-34

o 34-40
o Above 40

= QOccupation* :

= Preffered cigarette* :
o Name/Brand

= Willingness to explore new products* :
o Yes
o No

= Section B (ICON feedback)

= Are you aware of ICON cigarettes? *
o Yes
o No
= How did you know about ICON ?* :
= Have you consumed ICON ?*
= How often do you consume ICON ?*
= |CON packaging rating* :
1

(Poor — Outstanding)

o O O O ©O
a P owN
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ICON taste rating™ :
1

(Poor — Outstanding)

0O O O O O
a b ownN

ICON price rating™ :
1

(Poor — Outstanding)

0O O O O O
a b ownN

ICON filter rating™ :
1

(Poor — Outstanding)

© O O O O

g~ N

Overall icon rating* :
o 1

(Poor — Outstanding)

(2NN~ JO I \O)

©)
©)
©)
©)

Willingness to change to ICON* :
o Yes
o No
o May be

Is it a potential product? * :
o Yes
o No
o May be

Would you recommend icon to others?
o Yes
o No
o May be

Remarks and suggestion.
©)
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