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EXECUTIVE SUMMARY

A project report titled “A Study on Dealer Satisfaction Level on the Manufacturing Unit of the
Mould”. The research is conducted to get a clear view about Dealer perception at Danfil Mould.
A marketing concept that encompasses a dealer’s impression, awareness and/or consciousness
about a company or its offerings. Dealer perception is typically affected by advertising, reviews,
public relation, social media, personal experience and other channels. Any other moulding
products, sales of giving mould is dependent on how well company plans out their marketing
strategies which helps to increase visibility and build a brand image. The intense competition is
very necessary for company to make a name for themselves in dealer’s mind. So the opinion of
dealer’s play an vital role in making marketing strategies. Hence this study will provide the
company to what dealer’s perceive about Danfil Mould. It will help to come across out the brand
picture of Danfil Mould in the minds of dealer’s. A questionnaire was prepared to get accurate
information. It was distributed to 100 dealers from the company. The primary data collected with
the help of questionnaire observation and interview. Secondary data was collected through the
owners, website and journals.



