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Abstract 

Marketing had always been on forefront of business activities. Apparel 

exports from India are facing stiff competition. Hence, a strategic approach 

has to be adopted towards achieving of increased exports. An attempt has 

been made to discuss some of the marketing strategies that can be adopted 

by apparel exporters.  
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lobalisation has altered the competitive dynamics of nations, 

firms, and industries. Globalisation has paved way to increased 

international business and no business can survive without 

marketing. Therefore, International marketing has emerged as 

major area of concern for business organisations. International 

marketing or global marketing refers to marketing carried out by 

companies overseas or across national borderlines. This strategy uses an 

extension of the techniques used in the home country of a firm. 

International marketing operations are not carried out at random. A 

proper strategy is to be formulated, planning follows to define the means 

to attain the goal, organisational structure provides a route to decision –

making and control assess the extent to which the goals have been 

achieved. 
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Marketing is one of the most significant functional areas and has received 

increasingly greater attention in the competitive business world. 

Marketing strategies are formulated keeping in view the marketing mix. 

The set of marketing tools a firm uses to pursue its marketing objectives 

in a target market is termed as ‘marketing mix’. Various tools used in 

marketing may be classified into the four Ps of marketing: product, price, 

place and promotion, widely known as marketing mix. 

Although, the fundamentals of marketing remain the same and are 

universally applicable ,the flexibility of marketing decisions are limited 

by a variety of uncontrollable factors in international markets .This 

makes decisions for international markets much more complex 

compared to domestic markets. International firms have to take crucial 

decisions either to make use of a standard marketing strategy across 

countries or adapt it to suit the needs of different country markets.  

Selling a standardised product across countries or customising it for 

different markets is the key product decision international managers 

have to take. 

Since, competition is big international markets pricing decisions are very 

crucial and are influenced by cost, competition, purchasing power, 

foreign exchange fluctuations. 

In international marketing channels of distribution may be either direct 

or indirect and deciding upon a channel is again influenced by various 

factors. 

International marketing communication is much more complex as it 

involves dealing with different countries consumers. It is therefore 

evident that the marketing mix for international marketing has to be very 

carefully decided and strategies for all four Ps can give strategic 

advantage to a firm in highly competitive international markets. 

The textile industry including readymade garments occupies a unique 

position in the Indian economy. Its predominant presence in the Indian 
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economy is manifested in terms of its significant contribution to the 

industrial production, employment generation and foreign exchange 

earnings. The contribution of this industry to the gross export earnings 

of the country is about 37% while it adds only 1 – 1.5% to the gross 

import bill of the country. It is the only industry which is self reliant and 

complete in value chain i.e. from raw material to the highest value added 

products i.e. garments/made ups. As a corollary to this the growth and 

promotion of this industry has a significant influence on the overall 

economic development of our country.  

Some of the marketing strategies that can be applied in apparel exports 

from India are discussed below:- 

1. Product Differentiation 

Differentiation Strategies can be either in terms of price or quality 

The products can be differentiated on price basis. Emphasis should be 

given to make affordable garments but with a caution that this does not 

earn the reputation of being low quality brand. 

 Product differentiation strategy for countries where price is not a 

constraint can  be  based on high quality as people don't bother about 

prices as they have earnings to spend. The focus should be that there 

product remains a bit rare, therefore only provide a little number of each 

design in each store/ outlet/export house. To stay at the forefront of 

garments and add new designs to collections can also be done. So, their 

differentiation strategy about products should be very carefully selected. 

2. Product Diversification 

In product diversification offering for all seasons can be considered 

rather than focusing on few or one particular season. 

3. Branding 

The Indian exporters need to explore the most value adding element in 

marketing, namely ‘Branding’. Both whole sale and retail branding permit 
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better unit value realisation. Very few Indian exporters have attempted 

to take this route. Most of Indian exporters are actually not offering their 

own brands, they are only manufacturing for buyers in other countries. 

4. Image differentiation:  

The branding process is a way in building company image. A company's 

image can be described as the overall perception of company. 

The brand is of great importance in every industry, but in the garments 

industry the costumer gets in contact with the brand before the product.  

A strong brand gives the product an identity, which is very important in 

the garments industry. Because garments products need to deliver 

something else besides being a physical product, the clothes need to have 

an identity. For example an identical shirt can be evaluated differently if 

it has a certain logo or not. Brand loyalty can increase the prices of the 

products in the long run with 20-25 percent.  

This strategy for garment industry is much needed because right now the 

image of Indian exporters is of exporters of low priced garments, and 

increasing the price would also affect their position on the market. Thus, 

a good image building is also essential. Another marketing activity that is 

important for the company image is advertising. Today Garment Industry 

doesn’t have any advertisement. Someday they will need to have it to stay 

on top.  

5. Channel differentiation 

Channel differentiation refers to that companies can achieve competitive 

advantage through the way they design their distribution channels. For a 

clothing company it is the question whether the products are mass-

produced or customised, if the boutiques are in every city or only in the 

big cities, if the products are available online and the location of the store 

garment industry is expanding internationally. Goal for future is to 

continue the internalisation of company. The distribution channels of 

Garment Industry should be well organised. For company to be 
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successful, it is required to have a well functioning distribution channel 

with good communication.  

SCM Garment's basic concept of providing quality goods to a low price is 

not easy to fulfil because of extra expenses that occur when shipping the 

goods to other countries from the manufactory. In future the company 

might have to open more manufactory locations to maintain a low price 

abroad.  

Indian apparel exporters’ worldwide expansion should be positioned 

with the image of offering high quality clothes to a low price. 

They should create competitive advantage through their distribution 

channels. Company should provide latest trends in a short time to a price 

that is affordable to a big customer group. The low price and high quality 

strategy is desired by majority of companies in same industry. 

Most of Indian apparel exporters do not have any control over 

distribution channels. This can only be achieved with higher levels of 

internationalisation and when Indian exporters will enter an era of direct 

marketing channels.  

Besides the above stated some other aspects related to marketing which 

needs to be given importance are given below: 

 International marketing research 

 Understanding of channels 

 Competent sales negotiations and  

 Consistent performance 

Conclusion 

The above stated strategies are very few and needs to be changed 

according to the needs of specific buyer country. Further, the world 

economic scenario, competitors’ strategies should also be kept in mind 

while strategy formulation. 

Presently, Indian apparel exports are facing stiff competition from China, 

Bangladesh, Sri Lanka, and Vietnam. The Indian apparel exports are 
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characterised by having focus on limited markets, weak brand 

positioning of India and overdependence on cotton. Therefore, the need 

of the hour is to have strong marketing strategies to stay competitive and 

leave their competitors behind.  
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