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CHAPTER-1

Introduction

The automobile industry today is the most lucrative industry. Due to th

increase in disposable income in both rural and urban sector and easy

(41]

finance being provided by all the financial institutes, the passenger car sales

have increased at the rate of 38% per annum over the corresponding period

wn

in the previous years. Further competition is heating up in the sector with a
host of new players coming in and other like Audi, BMW. Jaguar and
Porsche all set to venture in the Indian markets. One factor that could help

the companies in the marketing of their product is by knowing and creating a
personality for their brands.

This report attempts to answer some of the questions regarding brand
personality of selected cars in India by conducting the market research. This

report is categorized into parts, deals with introduction to brand personality.
companies selected, product and the industry.
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