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Executive summary: 

This project titled "A study on marketing strategies adopted by the firm to identify the 

areas of improvement for better customer reach and increased sales with reference to 

Uttam Agro Industries yadthadi.” is submitted in partial fulfilment of the requirement 

for the award of Master of Business Administration. This project report provides the 

information about marketing strategies which adopted by the industry. The study was 

conducted for the period of 6 weeks. The main objective of this study is to know the 

factors and its. effect on sales. To analyse the current marketing strategies adopted by 

the company and their effectiveness.  

            This study delves into the marketing strategies employed by Uttam Agro 

Industries Yadthadi, a prominent poultry feeds company, to assess areas of enhancement 

for improved customer reach and increased sales. The poultry feeds industry is highly 

competitive, necessitating continual innovation and adaptation to meet evolving 

customer needs and market dynamics.  

 

However, areas for improvement have been identified. Firstly, the study suggests an 

increased focus on data-driven marketing strategies to better target specific customer 

segments and optimize advertising spending. Secondly, enhancing the firm's online 

sales channels could result in more efficient customer acquisition and retention. 

Additionally, diversifying product offerings to cater to a broader range of poultry 

farmers' needs and exploring partnerships with complementary agricultural businesses 

could unlock new revenue streams. 

 

In conclusion, Uttam Agro Industries Yadthadi has made significant strides in its 

marketing efforts, but there is still untapped potential for growth and improved 

customer reach. Addressing the recommendations provided in this study can empower 

the firm to not only maintain its competitive edge but also lead the industry in terms of 

customer engagement, satisfaction, and ultimately, increased sales. 

 

 

 


