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Abstract: Every organisation aims to integrate its marketing plans through marketing 

strategy. The effectiveness of the marketing strategies depends upon the proper combination 

of goals, policies and action sequences. The principle objective of it is to increase the sales 

and returns of the organization. Enhancement of marketing efficiency can be done by making 

use of superior marketing tactics. The product can be more effective in the market than the 

competitors’ product if positioned correctly. Marketers should implement their programs 

properly to accomplish best results, even if they have best strategy. The main objective of 

study is the consumer perception and to find out their satisfaction. Descriptive research 

technique has been followed to carry out the research study. The study describes the 

marketing effectiveness of St. Marys Rubbers Pvt. Ltd, Kottayam. For the purpose of this 

study, 105 random numbers of samples were taken by administering a schedule in person and 

through e-mails. The samples were chosen in a stratified random sampling manner to collect 

primary information to measure the marketing effectiveness of St. Marys Rubber Pvt. Ltd. 

The collected data has been analyzed by using statistical tools such as Correlation analysis 

and Regression analysis. There is strong positive association between overall perception of 

the SMR product and consumer perception and so product quality influences the overall 

consumer perception. The customers may be asked to share their experiences and marketing 

Campaigns can be increased. The perception of customer must be gauged continuously using 

techniques like survey online feedback to improve their performance. This will increase the 

capacity and will make them the largest producers of gloves in India. 

Key words: Marketing strategy, Consumer perception, Innovation and Marketing 

effectiveness. 

1. Introduction 

India stands third in the production of rubber in the world. Among all the global countries, 

India and China is the largest consumer of the entire production of natural rubber. India grabs 

the 4
th

 place in consumption. The major amount of rubber production in India accounts for 

the rubber industry of Kottayam in Kerala. The major agricultural product in Kotayyam is 

rubber and therefore it provides large carrier opportunities for a huge number of people of the 

region. Rubber production in Kottayam occupies almost 15% of the total industrial units.  

In India rubber production is segregated into traditional and non-traditional Zones. 

Kanyakumari & districts of Kerala are covered in traditional zone. Goa, Andhra Pradesh, 

Orissa, Karnataka, some areas of northern Maharashtra are covered in non-traditional zone. 

Kerala  contributes 90% of  total natural rubber production in India.   
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Under the Companies Act of 1956, St.Marys Rubbers Pvt. Ltd. was incorporated on 17th Oct 

2002.  The Company was promoted by Mr. Sunny Jacob has been in the field of rubber trade 

and processing for the last 20 years.  Primarily, the greatest exporter of centrifuged latex in 

India is St.Mary’s Rubbers Pvt. Ltd (SMR). Thus, the company made huge contributions to 

the foreign exchange earnings.  

SMR mainly focus on the changes in the technological world therefore they choose their raw 

materials to meet the changing needs. They are into the manufacturing of surgical gloves 

which has high disease prevention capacity. The effectiveness of a market strategy towards 

achieving the goal of realising maximum profits by optimally planning their spending is 

known as market effectiveness. There are a set of parameters that leads to high productivity, 

innovation and marketing effectiveness. In order to develop good marketing data base, it is 

necessary to consider demographic projections, demand projections, and market share testing. 

The expected   results should be documented and the expected return on investments is 

calculated. The persuasion from the marketing directors to the board is first required for 

marketing, then of marketing effectiveness. The basic requirements for measuring marketing 

effectiveness are staff, equipment, and cooperation between departments, utilization of data, 

and a research budget.    

2. Review of literature: 

Ayden Kayabasi,Thandiwe Mtetwa (2016) have examined the relationship between 

effectiveness of marketing and export performance. N. Glad son Nwokah, Augustine I. 

Ahiauzu (2009) have explained about association of marketing effectiveness and emotional 

intelligence in the Nigerian context.  Luu Trong Tuan (2012) analyzed the relationship 

between leadership, organizational trust, and marketing effectiveness among service 

businesses in Vietnam. Transformational leadership also promotes trust based on knowledge 

and identity which influences marketing effectiveness to a great extent. Siti Ruzanna Mohd 

Faruk (2016) explained that foreign workers levy up and cut in natural rubber exports have 

partly contributed to the recent sell down in glove stocks. However, it was suggested that the 

financial impact is likely to be minimal given Malaysian glove manufacturers’ cost pass 

through arrangement with customers which will only affect earnings for a few months due to 

the time lag in adjusting ASPs.  

Markets Report Medical Devices (2016) stated that employs of medical devices, matching 

to that used by the World Health Organization (WHO) and the United States Food and Drug 

Administration (FDA). Any piece of equipment or apparatus used to treat or diagnose an 

illness is known as medical device. Pharmaceuticals and laboratory equipment are not within 

the scope of this report.  Brussels (2013) studied about the features of the disease which has 

its origin from blood borne pathogens with regard to clinical procedures and insisted about the 

effectiveness of protective equipment and materials, including natural rubber latex products 

such as medical gloves, intended to have these impediments. Niir Project Consultancy 

Services (2008) have explained about the infection control when an item is used only once it 

cannot send out communicable agents to patients. Medicines and other health technologies are 

necessary for patient care at the bedside, at the rural health clinic or at the large, specialized 

hospital.  

Elizabeth Deroian (2008) has revealed that the latex-free and specialty surgical gloves in a 

variety of styles are offered by Medline to satisfy the most demanding needs. Andy Mills 
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(2014) have studied about utilisation of superior quality, less protein; powder free natural 

rubber latex gloves along with supervision and health surveillance can prevent patients of 

latex protein allergy and keep already sensitized staff in the place of work.  Sangtani, 

Vinita(2004) has studied about the contingent effects of constraints on marketing channel 

relationships. From the resource dependence perspective and the political economy concept, 

they state that reseller dependence and environmental capacity have the potential to change 

marketing channel structures and processes and thereby channel effectiveness. Pauwels, 

Koen H.(2001) stated that the importance of a long-term perspective on market performance 

has long been recognized in the management literature. Despite recent developments in long-

run modelling, the current understanding is incomplete as to the performance components 

evolve under which circumstances and as to how marketing actions generate long-term 

benefits in mature, emerging and changing markets.  

3. Statement of Problem: Customer perception is the practice of an individual in selecting, 

organizing, and understanding stimuli into a meaningful action.  It is a marketing concept that 

includes a customer’s feeling, knowledge or realization about a company or its offerings. 

Customer perception is influenced by advertising, reviews, public relations, social media, 

personal experiences and other channels. Consumer perception of price, value and quality are 

the essential factors in deciding buying behaviour. The customer perception may be varies 

according to the products they can buy from different industry. The study has been 

undertaken to analyze the factors influencing marketing effectiveness and its importance on 

customer retention.  

4. Objective of the study: The main objective of the study is to find out the factors 

influencing the marketing effectiveness of St.Marys Rubbers Ltd.  

5. Research Methodology: Descriptive research method has been followed to conduct the 

research study. The study describes the marketing effectiveness of St. Marys Rubbers Pvt. 

Ltd, Kottayam. For the purpose of this study, 105 random numbers of samples were taken by 

administering a schedule in person and through e-mails. The samples were chosen in a 

stratified random sampling manner to collect primary information to measure the marketing 

effectiveness of St. Marys Rubber Pvt. Ltd. The collected data has been analyzed by using 

statistical tools such as Correlation analysis and Regression analysis. 

6. Analysis and Interpretation: Internal consistency of the data is validated by the 

following reliability analysis.  It shows the reliability analysis for the 27 items; the value of 

Cronbach’s Alpha 0.940 which suggest the data collected is reliability for further analysis. 

Descriptive Analysis:  

Table No.1   

Number of the Industry and Respondents 

Industry  No. of Respondents  Percentage to total  

Food   19  9  

Hospital  182  91  

Total  201  100  

                              Source: Primary Data 
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From the above table, it is inferred that 91% respondents are from hospital industry out 

of 201 total respondents. The table also shows that 9 % of respondents are from food 

industry.    

Table No. 2  

Details of the Respondents based on district wise 

 

District  No. Of 

Hospital  

No Of 

Operation 

Theatre  

No. Of 

Surgery/

Week  

KASARAGOD  8  14  58  

KANNUR  15  26  129  

KOZHIKODE  18  42  199  

WAYANAD  5  10  79  

MALAPPURAM  14  53  286  

PALAKKAD  9  30  156  

THRISSUR  12  40  421  

ERNAKULAM  18  53  209  

KOTTAYAM  7  23  223  

IDUKKI  10  25  154  

ALAPPUZHA  9  25  291  

PATHANAMTHITTA  18  25  167  

KOLLAM  19  65  501  

TRIVANDRUM  20  57  398  

                                Source: Primary Data  

The above table shows that, most of the respondents fall in Trivandrum district and 

percentage is 11%. The percentage of respondents in the Wayanad district is 3% which 

is the least among all. It can be inferred that higher number of operation theatres are 

available in hospitals of Kollam district with 13% and least number of operation theatre 

are in Wayanad district that is 2%. It can be depicted that it is seen that hospitals in 

Kollam district perform higher number of surgeries by 15% and least number of 

surgeries are done in hospitals of Wayanad district by 2%.  

Table No. 3  

Types of gloves used in Food Industry 

Districts  Types Of Gloves Used  

Kannur  Cloth material  

Kozhikode  Latex(rubber) , Food grade, Disposable  

Wayanad  Disposable  

Thrissur  Food grade  

Ernakulum  Disposable, Surgical , Cloth material  

Cotton material, Nitrile  

Idukki  Food grade, Nitrile  

Kollam  Nitrile , Disposable  

Trivandrum  Food grade  

                                                  Source: Primary Data 

From the above table, it can be inferred that, out of 14 districts in Kerala only 8 districts 

uses gloves in their food industries and their types of gloves material used are 

mentioned.  
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Table No. 4   

Food Grade Gloves (Nitrile gloves) 

Food grade gloves(Nitrile Gloves) 

District  Volume of 

gloves in Pairs  

Kasaragod  0  

Kannur  0  

Kozhikode  2400  

Wayanad  1000  

Thrissur  1000  

Ernakulum  1100  

Idukki  550  

Kollam  1100  

Pathanamthitta  500  

                                     Source: Primary Data 

 From the above table, it can be inferred that,  Kozhikode district uses higher quantity 

of food grade gloves about 31% and rarely used in food industries in Pathanamthitta 

district by 7%.   

Table No. 5 

Overall perception of the respondents Vs. product quality performance by using 

Correlation Analysis. 

Variables   R-value   Relationship   Significance   

Overall quality  .315  Positive   0.05  

Purchase experience .423  Positive  0.05  

 Value .388  Positive  0.05  

After purchase service  .499  Positive  0.05  

 Product recital  .606  Positive   0.05  

Decision to buy the product   .455  Positive  0.05  

 Really enjoyed the product .590  Positive   0.05  

Right thing to buy the product .733  Positive  0.05  

  Choose product  .455  Positive   0.05  

                    Source: Primary Data 

From above table, it is evident that, there is moderate positive correlation between 

overall perception of the respondents and overall quality of the product performance.  

(R=.315) so quality influences the overall perception of the consumer. There is 

moderate positive correlation between overall perception of the SMR product value, 

Purchase experience, after purchase service, product recital and consumer perception, 

so product quality influences the overall perception of the consumers. There is 

moderate positive correlation between Overall perception of the respondents and the 

consumer can take decision to buy the product, so quality influences the overall 

perception of the consumers. 

There is strong positive correlation between overall perception of the SMR product and 

the consumer has right to buy the product, so product quality influences the consumer’s 
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overall perception. From the above analysis, this suggest that overall quality 

performance of the product and its customers, the more committed customers will be in 

establishing relationship with rubber industry.  

There is strong positive correlation between overall perception of the SMR product and 

consumer perception and so product quality influences the overall consumer 

perception. The customers may be asked to share their experiences and marketing 

Campaigns can be increased. 

Table No. 6 

Factors influencing purchase experience by using Regression Analysis 

Model Summary 

Model  R  R Square  Adjusted R Square  Std. Error of the Estimate  

1  .613
a
 .375  .371  .38343  

a. Predictors: (Constant), Purchase experience  

                        Source: Primary Data 

The above table displays that R,R
2
, adjusted R

2 
and standard error R (.613) denoted the 

correlation coefficient i.e. It is the correlation between the observed and predicted 

values of the dependent variable. R
2 

(.375) is the proposition of variation in the 

dependent variable explained by the regression model. Sample R
2 

tends to 

optimistically estimates how well the model fits the population. Adjusted R
2 

(.371) 

attempts to correct R
2
 to more closely reflect the goodness of fit to the model in 

population. The perception of customer must be gauged continuously using techniques 

like survey online feedback to improve their performance. 

Table No. 7 

Overall perception about SMR product and service 

 Coefficients  

 Model  Unstandardized  

Coefficients  

Standardized co 

efficients  

t  Sig.  

B  Std. Error  Beta  

1  (Constant)  2.582  .220   11.753  .000 

Purchase experience  .604  .064  .613  9.431  .000 

 Overall perception about SMR product and service    

Source: Primary Data 

Ŷ=2.582 +(.613)x1  Where Ŷ is the Overall perception about SMR product and service  

The above equation shows that, the impact of store image factors on Overall perception about 

SMR product and service. The above equation states that, on an average, if the factor 1 

changes by one unit, there will be a (.613) unit increase in the Overall perception about SMR 

product and service. The result of the t test reveals that the calculated significance of the 

partial regression co-efficient (.613) are valid at the 1 percent level respectively. The R found 

to be .613 which reveals that there exist a relationship of 61.3 percent between the factor 

Overall perception about SMR product and service. The R square value of .375 confirms that 
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the explanatory factors explain only 37.5 percent of variation in the Overall perception about 

SMR product and service. The f-test shows that the explained variation was highly significant 

at the 1 percent level. From the above co- efficient table, it has been concluded that the above 

factors were dominant variables for the Overall perception about SMR product and service.  

7. Suggestions and Conclusion: SMR Brand awareness can be increased by increase in 

number of advertising strategies.  This brand can enhance the quality of the product. The 

company must routinely take feedback from customers so as to improve the quality of the 

product. The customers may be asked to share their experiences and marketing campaigns can 

be increased. The perception of customer must be gauged continuously using techniques like 

survey online feedback to improve their performance. St. Marys Rubbers has planned to 

expand with four more lines in the financial year 2017-2018.The products that will be added 

is long cuff gloves (Elbow gloves) for Gynecology purpose. This will increase the capacity 

and will make them the largest producers of gloves in India. 
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