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iINTRODUCTION 
 i 

Red ichief iis ithe ibrand iof iGhari iBusinesses iPvt. iLtd. i(Footwear iand iLeather idivision) i- ione iof ithe imain 

imakers iof ifootwear iin iIndia. iThe iOrganization iis ia ipiece iof iGhari iBusinesses iPvt iLtd igathering, ihaving 

iyearly igathering iturnover iof iaround iUS i$ i200 imillion. iThis iorganization iis ilikewise iproducing icleansers 

iunder ithe ibrand iname i"Ghari" iwhich iis ian ientrenched ibrand iand iinnovator iin iits iparticular iindustry. i 

 

Footwear iscope iof iGhari ibusinesses iPvt iLtd iwas ipropelled iunder ithe ibrand iname iRed ichief iin i1997 ito 

isatisfy ithe ideveloping ineed ifor imarked iexcellent icowhide ifootwear iat ia imoderate icost. iBeginning iwith ia 

ibunch iof irepresentatives iin i1997, iRed ichief icurrently ihas ia iworkforce iof iin iexcess iof i350 icommitted 

iemployees.The iorganization ihas irecorded ia igreat idevelopment ithrough iits ieager iand iexceptionally 

ienergetic ipromoting igroup iand ia iproficient idispersion iarrange icovering iabout ithe ientire iof inorth iand 

iwest iIndia. iFor ifuture idevelopment ithe iorganization iis ipresently itotally iset ito iinvestigate iabroad 

imarkets. i 

 

The ifootwear iscope iof iLeayan iGlobal iPvt. iLtd iwas ipropelled iunder ithe ibrand iname iRED ichief iin i1997 ito 

ifulfill ideveloping ineed ifor imarked itop ibranded ileather ifootwear. iThe iorganization iis ia ifinished ileather 

iand ifootwear imaker iwith iits iown itannery iand ifive iassembling iplants. iThis iacknowledgment iis 

imotivating ithe igroup ito iexpand iits icreation ilimit iand isatisfy ithe ideveloping ineeds iof icustomers. i 

 

The iorganization ihas ilikewise isurprised ithe istyle ibusiness iwith itheir iendeavor iin ithe iattire iand iextra ipart. 

iWe iare icurrently ioffering isolutions ifor iall imen's istyle iand iway iof ilife iprerequisites. iIn iaddition ito ithe ifact 

ithat iwe iare ibroadened, iwe iare ioffering iplans iwhich iare ione iof ia ikind iand istand iapart ifrom ithose iof iour 

irivals; ihowever iwe ilikewise istand ijoined iin iour iguarantee iof iconveying ionly ithe ibest. 

 

 

All ithe iopen iair iscenes ifor icommercials iand ideliberately ipicked ito iboost ithe iimpact iof ithe ipromotion ion 

ithe ipotential iclients. iOther ithan ithis iat iRed ichief iwe ilikewise igive ia igreat ideal iof isignificance ito iin-store 

ipublicizing, ithe iretailers iare ifurnished iwith ia iton iof ilimited itime iad istuff, isimilar ito ihangings, ibanners, 



 

 

ishow iracks, ielectric iloading iup iand ifurthermore ifixed iwith iRed ichief iimprinted ion iit. iVisit iTV inotices 

iadditionally ibolster ithe ifundamental imedia i 

 

The imain ithrust ibehind ithe iorganization iduring ithat itime ihas ibeen iits ijourney ifor iquality iand igreatness. 

iTo isatisfy ithese igoals, iRed ichief ihas igone ifor icomplete iin ireverse iincorporation. iIt ihas iits iown iTannery 

ito iflexibly ia itotal iscope iof icompleted icalfskin ijust ias iassembling ioffices ifor imaking iSole iand iShoe 

iUpper i,in ithis iway iguaranteeing iunrivaled iquality iin ieach isegment iof iits iitems iand iturning iinto ia itotal 

iShoe iAssembling iOrganization 

 

 i iRED iCHIEF iIS iALL iABOUT iPEOPLE 

 

Our ienthusiasm iis ifor iindividuals iand imaximizing ithem iby imaking idazzling icorporate 

ioccasions. iRegardless iof iwhether iit iis ia ikey igroup ifabricate, ia icustomized ipost-meeting 

igameshow ior imind iboggling ioccasion ithe iboard, iin ithe ievent ithat iyou ineed iit ito iwork, iyou 

ihave ito iget iindividuals ienergetic iabout iwhat iyou ido. i 

Much ithe isame ias iyour ibusiness, iours iis iabout istaff iby ithe iday's iend. iSo ithe iRed ichief 

ioccasions igroup iare ia icosmopolitan ipack iof iexperts, iall iwith ia istrong ioccasions iand 

idiversions ifoundation. iFrom ithe iunderlying ienquiry ithrough ito iconveyance iof iyour imost 

iroused ioccasion iever, iour igroup iwill ido iwhatever iit imakes ito ihelp iyou ieach istride iof ithe 

iway. i 

Red ichief ihas ian iessential iconviction ithat iwe ican ihave iany ikind iof ieffect. iFilling iin ias ia 

igroup iwe iendeavor ito iconvey iearth ichivalrous iand imoral ioccasions iby irecycling, ilessening 

ioccasion iwaste iand ideciding ito ichoose ireusable ienvironmentally iwell idisposed ioccasion 

imaterials. i 

Our ipromise ito icorporate isocial iduty ifurnishes iour igroup iwith ithe ichance ito iadvance 

isocially icapable iperspectives itowards icorporate ioccasions ion ithe  entirety iof iour igroup 

ibuilding iarrangements ias iwe iendeavor ias ione 

 

 

 

 

 

 



 

 

SOCIAL iCOMMITMENT 

 

 i iThe iorganisation idisplays isignificant ilevel iof isocial icommitment iby iactive 

iparticipation iin isocial iwelfare iactivities. iAll ipacking imaterial iutilized ifor ipacking 

ifootwear iand ifinished ileather iis irecyclable iand ienvironment ifriendly. iThe itannery 

iat iGhari ibusinesses iPvt iLtd ihas ione iof ithe imodern iwater itreatment iplants ito itreat 

ieffluent iwater iand ihas ihigh isafety istandards 

 

QUALITY iPOLICY 

 iWe itrust iin ithe ibelief isystem iof i"value ifor imoney" iIt ihas ibeen iour icontrolling i 

 iguideline ito ideliver itop iquality ishoes iat ireasonable icosts, iwhich iis iunmatchable iby 

iany iof iour irivals. i 

 

 iEvery ione iof iour iitems ijoins ithe ibest iexpectations iof ivalue iaccomplished ithrough 

irigid iquality icontrol iby ireceiving imost irecent iinnovations, ithorough itesting iof icrude 

imaterials, ipersistent ion-process iobserving i, ibattery iof ipost iget itogether ichecks 

iand iresponsibility iof iour iworkers ito iaccomplish iquality imeasures. iOur iitems 

isatisfy iall iimportant iglobal istandards iand iguidelines. i 

 
 i 
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              OBJECTIVE iOF iSTUDY 

 

The imain iobjective iof ithis istudy iis ito iassess ithe iconsumer ibuying ibehaviour ifor ired 

ichief iand iother ispecific iobjective iare ias ifollows:- 

 

 

1. iHow ithe isale iof iRed iChief ishoes ican ibe iincreased 

 

2. iKnowing ithe imarket ishare iof iRed iChief ishoes 

 

3. iStrategies ifor idealing iwith icompetition 

 

4. iLevel iof iconsumer iawareness itowards iRed iChief ishoes 

 

5. iTo iknow ithe iinterest iof ipeople iin ibuying idifferent iquality iof ishoes. 
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                                                                                                     i i i iDATA iCOLLECTION i 

Primary iData i 

Primary idata iis idirectly icollected ifrom ithe imarket ithrough ithe imedium iof iQuestionnaire. iTwo idifferent 

itypes iof iQuestionnaires iwere iprepared ifor iInterviewing idifferent iclasses iof imarket:- 

 

● Consumer i 

● Retailers i 

 

Both iconsumers iand iretailers ihad ito ibe iinterviewed iconstantly, ibecause ithey inot ionly iprovide irelevant 

iinformation, ibut ialso, iin itoday‟s imarket ithe iconsumer iis ithe igod iand iretailers iare ithe ipersons iwho icome iin 

idirect icontact iwith ithe iconsumer, itherefore ithey ihave ibetter iinformation iabout ithe itastes iand ipreferences 

iof ithe iconsumer iand ithe ipresent iand ifuture iprospects iof ithe imarket. i 

 

Secondary idata i 

There iwas ino ineed ito icollect ithe isecondary idata ias ithe iprimary idata iwas isufficient iin iitself ito iprovide iall 

inecessary iinformation. i 

 

Method iof iData iCollection:- 

 

The iMethod iof iData icollection iwas ithrough ithe isurvey iof ithe iindividuals. iThe ifollowing ithings iwere ikept 

iin imind. 

 

1. Target iAudience- iTarget iaudience ifor ithe itype iof isurvey iwere: 

i. Students i 

ii. Servicemen i 

iii. Businessmen i 

iv. Old iage ipersons i 



 

 

v. Others 

 

2. These ipeople iwere ibased ion i 

 a. i Age:- 

i. 10-20 

ii. 20-30 

iii. 30-40 

iv. 40-50 

v. Above i50 

b. i Occupations:- 

i. Students i 

ii. Servicemen i 

iii. Businessmen i 

iv. Others 
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                                                                                                  i i i i iResearch iMethodology i 

 

Research iDesign i 

The itype iof iproject ithat iwas ibeing ihandled iby ime irequired iextensive iresearch iand iexploring, itherefore ithe 

idesign iof ithe iproject iis i“EXPLORATORY” i 

 

Sample iDesign i 

The inature iof iresearch iconducted inecessitated ithe isample ito ibe icollected ifrom idifferent imarkets, ii.e. ifrom 

ivarious idifferent iparts iof ithe icity, iso ias ito ihave ithe imaximum ivariability iand ithe ipopulation iis irepresented 

iproperly. i 

 

Population 

The ipopulation iin ithis iproject icomprises ithat ipart iof ithe ipopulation iof ithe iGR.NOIDA iwho iare iinterested 

iin ipurchasing ibranded ifootwear, ishoes, islippers ior isandals. 

 

Data ianalysis itechnique:- 

For idata ianalysis itechnique ivarious iStatistical iTechniques iwere iused. iThese iare ias ifollowers:- 

1. Percentage i 

2. Average i 

3. Sum i 

 iAnd ifor ithe ianalysis ivarious igraphs iand itables ihave ibeen iprepared iasper ithe iresponse iof ithe iconsumers. i 

 

 

 

 

 



 

 

QUESTIONNAIRE 

1. i iNAME i* 

 i i i i i i i iYour ianswer 

2. iAGE i* 

 i i i i i i iYour ianswer 

3. iOCCUPATION i* 

 i i i i iYour ianswer 

4. iE-mail iId 

 i i i i iYour ianswer 

5. iType iof ifootwear ipreferred:- i* 

 iShoes 

 iSlippers 

 iSandals 

 iAll iof ithe iabove 

6. iInterested iin ipurchasing ileather ishoes i* 

 iYes 

 iNo 

 iMaybe 

7. iType iof ileather ifootwear ipreferred:- i* 

 iBranded 



 

 

 iNon ibranded 

8. iBrand iliked imost iby ithe iconsumer:- i* 

 iRed ichief 

 iBata 

 iWoodland 

 iRed itape 

 iOther: 

9. iBasis iof iselection iof ifootwear:- i* 

 iStyle 

 iDesign 

 iComfort 

 iPrice 

 iOther: 

10. iWhich iadvertisement imedia iappeals imost i:- i* 

 iTelevision 

 iNewspaper i/magazines 

 i iFashion itrends 

 iHoardings 

11. iSeason iwhich iis ipreferred iby iconsumer ifor ipurchase iof ifootwear:- i* 

 iFestival 

 iOccasion 



 

 

 iWhen irequired 

 iOther: 

12. iStyle iof ifootwear iliked imost iby iconsumer i:- i* 

 iLong ishoes 

 iShort ishoes 

 iWith ilaces 

 iWithout ilaces 

13. iReason ifor ichange iin ibrand iby iconsumers:- i* 

 iIncrease iin ilevel iof iincome 

 iImpact iof iadvertisement 

 iBetter iquality 

 iOther: 

14. iUser iof iRed iChief i* 

 iYes 

 iNo 
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                                                                                               i i i i i i i i iRESULT iANALYSIS i 

RESPONSES i- i61 
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                                                                                                                                                                       i i i i i i i i i i i i i i i i i i iFINDINGS 

●  iThe icustomer iof ired ichief ihas ivery iless icompression iof iother ibrand ishoes. 

● Basically ired ichief iprovides ithe ibest ileather ibut ihas ino istyle idesign icompression iwith iother ibrands. i i 

 

 

● Most iof ithe icustomers iprefer iP.U isole iin icompression iof iother itypes iof isole isuch ias iEVA iTPR ietc i. 

 

● Red ichief isells iits iproducts ifrom iits iBPO iforms iwhich iit ihas ino igood imarket iover ithe iUP ibasically 

inoida ilucknow. 

 

 

● The istudents iare iinfluenced iwith irange idesign istyle. 
 i i i i i i 
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                                                                                                                          i i i i i i i iSUGGESTION 

 iAfter ithe icompletion iof ithe iproject iI iwould ilike ito isuggest ifollowing ifindings iwhich iwere i i idrawn 

ithrough iconsumer i(s) iand iretailer i(s) isurvey:- 

1. Company ishould iprovide iequal idiscount ito iall iretailers i 

2. Print imedia iimpacts ifor ia ilong itime iand igives idetailed iinformation ibut ielectronic imedia iis ithe ibest 

ioption ifor iadvertisement ibut iit iimpacts ifor ia ishort itime. 

The iimpact iis ifor ia ishort itime ibut irepeated iadvertisement ileads ito ilearning ibehavior. iTherefore, 

icompanies ishould iresort ito iregular iadvertisements, iso ithat ithe iconsumer ishould iretain ithe iimage 

iof ithe iproduct iin ihis/her imind. i i i 

3. Companies ishould ibe idynamic iin inature iwith ichanges iin ifashion iand istyle. i 

4. Companies ishould iconsider ithe iemergence iof inew ibrands ilike iLee iCooper, iFranco iLeone, iPicasso 

ietc. i 

5. During ithe isurvey iI ihave ifound ithat ihoarding iand ibanners iplay ian iimportant irole iin icapturing ithe 

imarket. iSo ihoardings iand ibanners ishould ibe iplaced iat ithe imain imarket iareas, icrossroads, ioffices 

iand ibanks ietc. i 

6. Companies ishould ihave itheir iown iretail ioutlets iat imajor imarket iplaces ito iproject ia ibetter ibrand 

iimage. i 

7. Proper itraining iof ithe istaff imembers iat ioutlets iis inecessary ifor ibetter isatisfaction iof icustomers iand 

ibetter iinteraction iwith icustomers. 

8. Audio/visual iadvertisements ihave ithe igreatest iimpact ion ithe imind iof iconsumer itherefore, iretailers 

ias iwell ias ithe ishould iadvertise ithe iproduct ion ithe ilocal ichannels ifor ibetter ipublicity, ilike:- 

● Ktv 

● Surya iTV 

● City iCable ietc 

● For ibetter ihold ion imarkets i 

9.  iPrint imedia ishould ialso ibe iused, ias iit iis imuch icheaper ithan ithe ielectronic iaudio/visual imedia. 

10. Companies ishould ihave ia istock iof isize i7 iand isize i8 iduring ifestive iseasons. i 

11. One iof ithe ibiggest ihurdles iin ithe isales iof ishoes iin iP. iroad i imarket iis ithat ithere iis ino iproper iparking 

istructure iin ithe iwhole imarket itherefore ithe igenerally ithe ielite iclass i(consumers ihaving ifour 

iwheelers) irefrain ifrom ishopping ithere. i 



 

 

12. There iis ia ihuge iscope iof iexpansion iof itanneries iand ishoe imanufacturing icompanies iExports ihave 

irisen ifrom iRs.183 iCr.(1972) ito iRs.9212 iCr. i(2001) iDomestic iconsumption ihas irisen ifrom iRs.117 

iCr.(1972) ito iRs.5788 iCr.(2001) iSources: iCouncil ifor ileather iexports,Union iministry iof 

icommerce iand iindustry i 

 

 

The ifollowing idata istrongly isupports ithe icompany ito iexport, ithe ipresent iscenario iof ithe icountries iwhere i% 

ishare iis:- 

Europe i(including iNordic iCountries: iRussia)   : 65 

U.S. iand iCanada i      : 17 

Asia i(middle ieast)      : 12 

Africa i        : 01 

Australia/New iZealand i     : 02 i 

Others i        : 03 

 

Source: iThe iHindu iSurvey iof iIndian i i i i i i 
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            i i i i i iCONCLUSION 
 iFrom icustomer iand iretailer isurvey iand ithe icollected idata, iwe ican iconclude:- 

 

1. New ibrands iare iemerging iin ithe imarket iother ithan iexisting iones iand ithey icapture itine imarket 

ishare. iThese ibrands iinclude iFranco iLeone, iPicasso, iand iLee iCooper ietc. 

2. The ibranded ishoes ibetween ithe iprice iranges iRs.500- iRs.1100 ihave ithe imaximum isales. i 

3. Students iare iinfluenced iby irange, idesign, istyle iand ithe ilooks iof ithe ileather ishoes. iWhereas ithe 

iservice iclass iand ithe ibusiness iclass iemphasizes ion iprice, iquality, idurability, idiscount i(if iany), iand 

iabove iall ion iguarantee iperiod. i 

4. The imost iimportant ifactor ito iincrease ithe isales iis i„QUALITY‟ iwhere iquality irefers ito idurability 

ialong iwith icomfort. i 

5. Advertisement iplays ithe imost iimportant irole ito ieducate ipeople iabout ithe icompany iand iits iproduct 

i(s). 

6. Electronic imedia iis ithe ifirst ichoice iof ithe iconsumer ifollowed iby ithe iprint imedia. 

7. Most iof ithe itime iconsumers iare ibrand iloyal ibut iat itimes iconsumers iare iinfluenced iby ithe iretailers‟ 

isuggestion iand ithe iprice idifference. i 

8. Sale iof ileather ishoes iis idirectly ilinked iwith ithe irequirements iof ithe iconsumers, ibut ithere iis 

idefinitely ia iboost iin iits isales iduring ithe i“festive iseason” i i i 

9. Packaging iplays ian iimportant irole iin iattracting ithe iconsumer, iwhich iis ia isure ishot iremedy iof 

iincreasing ithe isales iof iproducts. i 

10. Reduction iin iselling iprice iof ibranded ishoes iaffects iits isales ito ia igreat iextent. i 

11. The iminimum iguarantee iperiod ithat iis idemanded iby ithe icustomer iis ithat iof i„ONE iyear‟ i 

12. Brand iimage iis ia ifactor iwhich iencourages ithe iretailers ito idisplay ithe ishoes iof ia icompany. 

13. Retailers ifirstly iemphasize ion iquality, iwhich iis isucceeded iby ithe imargin ithey iget iover ishoes. i 

14. Action iis ithe i„HIGHEST iINCENTIVE iPAYER‟ iamong iall ithe ibrands. 

15. Media iadvertisements iused iby ithe iretailers iare ibasically ibanners, ifollowed iby iprint imedia iand 

ihoardings. i 

16. Retailers iare ifully isatisfied iwith ithe iincentives ithey iget. 

17. Retailer‟s iaffect ithe ibehavior iof iconsumers ito ia igreat iextent. i i i i 

18. Consumers idesire ifootwear iof ithe ilatest itrend iand iinnovative idesigns. i 



 

 

19. Companies ishould iaccentuate imore ion iquality iproducts. i 

20. Consumer iare iinterested iin ihaving ithe ireplacement ifacility iwhere ias iretailers iare iinterested iin 

igiving ithem ithe irepair ifacility i(even iif ithe ishoe iis iin iguarantee iperiod), iin iorder ito iminimize ithe 

iconflicts iamong ithe iretails iand iconsumer ithe icompany ishould iprovide ishoes iwith iminimum 

ipossibility ido idefects, iand itry ito ienhance iafter isales iservice ifor ibetter iconsume iresponse. i i i i i i 
 i i i 

 

 

 

 

 

 

 

 

 

 

 

 
 

 

 

 



 

 

                                            i i i i i i i i i i i i iLIMITATIONS 

Following iwere ithe ilimitations ithat iI ifaced iwhile iconducting ithe 

isurvey:- 

 

1. iIt iwas inot ipossible ito icover iall iof ithe iareas iof ithe icity. 

2. iRetailers ihesitate iin igiving ianswers ito isome iquestions ilike i i 

 i i i i iprice irelated iand icompetition ipolicy ietc. 

3. iSometimes irespondents ido inot igive icorrect iinformation 

4. iMoney iis ia imajor iconstraint ito ilimit iscope iof ithe istudy 

5. iTime iagain iis ino iless iconstraint. 

 

 

 

 

 

 
 i i i 
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