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Executive summary 

Product differentiation is a marketing strategy where a company distinguishes 

its product or service from competitors by highlighting unique features, benefits, 

or qualities. This helps the organization to create a perceived value and gives 

customers the reason to choose one product over the other in the same market. 

In an increasing competitive and dynamic commercial setting, each and every 

company need to identify, anticipate, and care for customer to maximize profit, 

meet the requirements of stakeholders and to get competitive advantage. A firm 

can easily improve its position inside a sector through its choice of strategy The 

main purpose of this study was to assess the effect of product differentiation 

strategy on sales performance and growth of power point batteries. The study is 

primarily conducted to determine the role of product differentiation strategies in 

Power Point batteries and to study the different types of batteries and its features 

and the factor which effecting the sales of batteries. The survey also reveals the 

purchasing power and the willingness of the customer and hence guiding the 

company to frame competitive pricing strategies to attract different customer 

segments. This study is also focuses on customer satisfaction and its impact on 

sales performance. The study was about the impact of product differentiation 

strategy on sales performance of Power Point batteries. 

The survey is done through primary data using questionnaire method and 

secondary data by referring some journals, articles and Internet sources. The 

study was significant and provided an empirical evaluation on the relationship 

between differentiation strategy and the organizations sales performance.  This 

study also reveals about the customer satisfaction and its impact on sales 

performance. The study therefore suggests that product differentiation should be 

adopted because they have the highest relationship with sales performance and 

customer satisfaction will also play a major role to increase the sales of the 

company. Factors such as quality of the product, overall features, pricing 

strategy, location of the store, after sales services, feedback from the customers 

will impact for the sales growth of the company. 


