VOLUME -2 ISSUE-2 ‘ 20th May 2012 e Rs. 5/

AN OFFICIAL ORGAN OF INDIAN PLASTICS FEDEI
Log on to our Website : www.indplas.in

IndianQil

Felrochermicals ...

holding the key to moulding tomorrow

For Polymer Products : PP, HDPE, LLDPE manufactured by

Indian Oil Corporation Limited

Please Contact: Del Credere Associate cum Consignment Stockist

o UMA PLASTICS LIMITED

An I1SO 9001:2008 & ISO 14001:2004 Certified Company

s,

Regd. Office : 14 B, Camac Street. Kolkata - 700017. India
Phone : +91-33-22810775 / 6967. Fax :+91-33-22813961
Mobile: +91-9830142233. Email: polymers@umagroup.in

T INVITING MOULogg o
b

AW e
(P 4

SAGATH

Exclustve Range of Plastic Moulded Furmture por Exclusve Lipestyle

Visit us at : www.umaplastics.com & www.swagathfurniture.com



Jointly Organised by: H Indian Plastics Federation %@; PLASTINDIA FOUNDATION"

Supported by:

& g P

Sponsors:
Platinum

P ‘ - _ _ o]
L i (@) Kolpena Sndusties: Limited Reliance
petrochemi POLYMERS
Gold

LOHIA On st
Bﬂ'"‘"’gﬂlﬂ :"II’IV Plast KLJ GROUP Linc Pen & Plastics Limited ARLIASEE LIMITED Ori-Plastltl
ut. Ltd.

OF INDUSTRIES

Silver

QCCUrOlE  seriocuer (1) j: ¢ D ED COLOPYELDD, o 0 S

Polymers Pvt. Ltd. Baerlocherindia Additives P, Ltd, Shntae mpes Crowp farilovm® hosrins Novelty Dinman H; Pyt lei

BINA UDYOG PVI. LTD Charu Engineering Industries

& e g <0

KKPC Maisons Polymers Py, Ltd., WAETE
KK Polycolor Asia Lt 2 ABHIYANTA

FeM RN

Raunan ‘A7 f?ﬁt

Royal Toueh Fablon (P} L. SR VAR POLYPARS LTS . . ‘Swastik Polymers Py, Ltd.

Media Partner:




EDITORIAL

| ief

B

PLASTICS INDIA

A journal for the growth and
development of plastics trade & industry

President
Rajesh Mohta

Vice President
R A Poddar

Hony. Secretary
Pradip Nayyar

Hony. Joint Secretary
Ashok Jajodia

Hony. Treasurer
Hemant Goenka

Editor
Sri Pradip Nayyar

Advisors
Sri Sourabh Khemani
Sri K. K. Seksaria

Editorial Board
R. M. Maheshwari
D. K. Chatterjee
Pawan Kr. Newar
Anand Surana
Prakash Birmecha

Printed and published by Sri Ramawatar
Poddar on behalf of Indian Plastics
Federation and printed at CDC Printers (P)
Ltd., Plot No. 5,6,16 &17, Tangra Industrial
Estate - Il, 45, Radha Nath Chowdhury Road,
Kolkata - 700015, Phone : 2329 8856-57,
Fax : 2329 8858, E-mail : cdc@cdcprinters.com
and published by :
INDIAN PLASTICS FEDERATION
8B, Royd Street, 1st Floor
Kolkata - 700 016 (INDIA),
Phone: 2217 5699 / 5700 / 6004
Telefax : 91-33-2217 6005
Email : ipf@cal2.vsnl.net.in
Web : www.indplas.in

Editor : Sri Pradip Nayyar

® The opinions expressed by the authors do
not necessarily reflect or are in agreement
with the views of the Federation.

® The Federation does not accept
responsibility for the correctness of news,
commercial intelligence and statistics
given, although every care has been taken
to verify them from authentic sources.
Users of same should, in their own interest,
consult legal authorities and financial
channels before dealing any transaction.

® All rights reserved. Reproduction without

the permission of the Editor is prohibited.

. J

Editorial

Dear Members,

Good day !

When we are fast approaching to Indplas’12 I think you are all agree to me if
[ write something about exhibition — why Exhibitions are important and how

exhibition can promote business.

In an Exhibition everything your company stands for is being exhibited on the

show floor.

Exhibiting is a powerful tool in enhancing your brand as well as an extension of
your sales and marketing function. Everything you present needs clarity of
purpose, consistency and focus. When you exhibit a product the customer can
see the actual product by visiting your stall, get product details, its quality and
take decision whether the same is up to your expectation and meeting with
your requirements. This is not possible by simply going through the brochures

or catalogues.

Promoting your presence at exhibitions is about developing promotional
opportunities that attract business and communicate a consistent image to the

market.

Your exhibition promotional campaign should accomplish three things:

o Attract visitors to your stand
o Engage the visitor and allow interaction

o Get your products or services accepted by the visitors

There are many avenues to promoting your presence at an exhibition,
including:

o Direct mail campaigns

o Advertising

o Sales letters, business letters and emails

o On your website

e Sponsorship opportunities

Take advantage of as many promotional opportunities as possible — but make
sure they fit within your marketing objectives. Everything you develop should
have the same look and feel. Consistency and repetition are vital in brand
awareness. People buy from brands they know and can trust. The perception
you create of your company, products or services has a major influence on the

buying behaviour and brand preferences of prospective customers.
Yours truly,

Pradip Nayyar

Editor
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