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Study on Post GI Registration Marketing Initiatives

Questionnaire

Part A 
1. Your Name-

2. Which Products do you make/ sell-

3. Name of Geographical Indication  for your product and year of registration


4. Your product would fall in which of the following categories-
· Agricultural products
· Textile
· Handicrafts
· Manufactured Products
· Any Other

5. Geographical area of production-


6. Special characteristics pertaining to the GI/ Uniqueness-


7. Are Producers aware of the GI for their products and its benefits?
i. To a large extent
ii. Somewhat
iii. Not much
iv. Not at all

8. Are Consumers aware of the GI for this product and its benefits?
i. To a large extent
ii. Somewhat
iii. Not much
iv. Not at all

9. Is there any way in which an ordinary customer can make out if the product is the original GI product?








Part B 

10. Tick whichever best describes you (more than 1 can be ticked)
· Prodcuer/Artisan
· Mastercraftsman/ Master weaver
· Trader
· Representative of producer organization
· Representative of producers co-operative
· Representative of Marketing organization
· Any Other ( Pls specify)

11. If you are part of an organization, please indicate
a. Designation (if any), 
b. Name the organization-
c. No. of producers connected to the organization-


12. Estimated Annual Sales of the GI product from the region- 
 Qty____________			 Value__________________       

As per your estimate,
13. What percentage of Annual sales are within the state –
14. What percentage of Annual sales are in other states of India-
15. What percentageof Annual sales  are in International Markets-

16. Estimated Annual Sales of the GI by you/ through your organization-
Qty____________			 Value__________________       

17. What would be the approximate number of producers of this GI product in the specified region?


18. What is the approximate Price per unit the Producer gets?  (you can indicate a price range)
Before GI-
After GI-

19. What is the approximate Price per unit for the end consumer?
Before GI-
After GI-

20. You face competition for your GI products primarily from which geographical region?


21. Who is the customer who finally uses the product?
a. Type of consumers



b. Geographical locations of these consumers (which country/ states/ cities)


22. Current process of selling 
a. To whom




b. How







c. On an average  how many times in a year does the a customer/ trader place an order with you ?
-More than once a month
-Once a month
-3-4 times a year
-Twice a year
-Once a year


d. Period of sale
i. Uniform throughout the year
ii. Seasonal sales with peak Season in months of_______________


23. Percentage of sales to old regular customers per year-

24. Percentage of sales to new customers added per year-


25. Do you have any information on latest trends and preferences of consumers?
a) Quite a lot
b) Somewhat
c) Very little
d) None at all

26. How is awareness of these product and sellers created at present in Indian market.
(can tick more than 1 option)
i. Word of mouth through existing customers
ii. Through broker/ traders
iii. Advertising
iv. Exhibitions/ trade fairs/ craft melas
v. Listing in trade directories -printed
vi. Listing in trade directories/ forums- online
vii. Personal meetings with buying organizations and institutions
viii. Mailers
ix.  Promotional Events/ shows
x. Marketing tie ups with designers/ other professionals/ NGOs
xi. Direct Marketing to big retailers/ designers/ processors
xii. Any other (pls specify)

27. How is awareness of these products and sellers created at present in International markets
(can tick more than 1 option)
i. Word of mouth through existing customers
ii. Through brokers/ traders
iii. Advertising
iv. Exhibitions/ trade fairs/ craft melas
v. Listing in trade directories -printed
vi. Listing in trade directories/ forums- online
vii. Personal meetings with buying organizations and institutions
viii. Mailers
ix.  Promotional Events/ shows
x. Marketing tie ups with designers/ NGOs
xi. Direct Marketing to big retailers/ exporters/ importers
xii. Any other (pls specify)

28. How many  trade fairs/ exhibitions/ melas did you/ your organization attend in the last 2 years?
i. In Your own state-
ii. In other states of India-
iii. Outside India-

29. Who plans and undertakes the marketing activities? (can tick more than 1 option)
i. Your organization
ii. Co-operative marketing effort
iii. NGO support
iv. Government bodies
v. Any other (pls specify)

30. Do you/ producers receive any support funds for marketing?
i. Fully
ii. Partially
iii. Very little
iv. None at all

31. Who funds the marketing activities? (can tick more than 1option)
i. Producers themselves
ii. Co-operative marketing effort
iii. NGO support
iv. Traders/ brokers
v. State Government 
vi. Central Government 
vii. Any other (pls specify)

32. Have there been any marketing activities focused on GI? – Yes/ No
If yes, 
i. Please describe these briefly










ii. What has been the impact of these initiatives?





33. Is there any logo/symbol/ mark developed for differentiation and promotion of the GI products
-Yes/ No

If Yes,
 Has this been registered? 	Yes/ No
 If yes, Where? 				 When?

Who can use this logo/mark?



How is the use of this logo/ mark managed?





34. Is any quality check or inspection being done to ensure that the product being marketed under this GI is the product for which the GI was taken? 			Yes / No

35. If yes, how often is the inspection done?

36. How is the inspection done and by whom?
37. To what extent is support available from state government for your GI products. Please tick the relevant column.

	Activity
	High Support
	Medium Support
	Low Support
	No support

	Marketing support

	
	
	
	

	Training programmes and skill development related to Production
	
	
	
	

	Training programmes related to Marketing
	
	
	
	

	Access to new technology and/or equipment
	
	
	
	

	Setting up quality control processes
	
	
	
	

	Access to low cost funds

	
	
	
	



38. What according to you are the three main problems you face for marketing your products?








39. What according to you are the steps the government / producers needs to take to help support marketing of your products in India and in International Markets?
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