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Abstract  

Sky Zippers is a leading manufacturer of high-quality zippers that combine functionality with innovative 

design. Our team of skilled professionals is dedicated to researching and experimenting with various 

materials and techniques to create zippers that not only serve their purpose but also add a touch of style 

to garments. Our commitment to staying ahead of the curve in fashion allows us to offer a wide range of 

zipper options that cater to different styles and aesthetics. With our attention to detail and focus on 

customer satisfaction, Sky Zippers has become a trusted choice for designers and manufacturers 

worldwide.  

 

By staying up-to-date with the latest fashion trends and customer preferences, we are able to deliver 

products that meet the ever-changing demands of the market. With Sky Zippers, you can expect zippers 

that not only work flawlessly but also enhance the overall design of your garments. Our commitment to 

quality and innovation sets us apart from other zipper suppliers, making us the go-to choice for fashion 

industry professionals. 

 

INTRODUCTION  

Our manufacturing unit, known as Sky Zippers is engaged in manufacturing and supplying a wide range 

of ZIP SLIDERS under the well-established and accepted brand name SKY ZIPPERS. 

 

We have the best qualified and experienced team of the industry which helps us to develop new designs 

and new products as per the client’s customization. Our passion towards innovation in Sliders latest 

trends and fashion of the industry assist us to cater the major part of the zipper market. Our customer 

love working with us because we produce high quality products with an exceptionally fast turnaround. 

Our commitment to quality and efficiency sets us apart from our competitors. With our state-of-the-art 

manufacturing facilities and strict quality control measures, we ensure that each ZIP SLIDER under the 

SKY ZIPPERS brand meets the highest standards. This dedication to excellence has earned us a loyal 

customer base who trust us to deliver superior products on time, every time.  
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Marketing analysis of a company of sky zipper would involve studying their target market, competitors, 

and industry trends to identify opportunities for growth and improvement. By understanding customer 

preferences and market demands, the company can develop effective marketing strategies to reach their 

target audience and increase brand awareness. Additionally, analyzing competitors' marketing tactics can 

help the company differentiate itself and stay ahead in the market.  

 

ABOUT COMPANY  

Established in the year 2005, we Sky zippers,” are one of the leading manufacturers and traders of 

garment Zippers, Jackets Zipper, Bags Zipper, Jeans Zipper, Brass Metal Zipper, Gun Metal Zipper, Two 

Way Zipper, Plastic Zipper, Vislon Zipper, Aluminium Zipper, Shining Zipper, Concealed Zipper, and 

many more. With the perspective to offer clients with the best garments accessories, we strive hard to 

diligently work on developing newer and better products in innovative styles in designing our product 

range. 

 

We are also committed towards strict quality control and prompt delivery of our garment industry based 

accessory range so as to offer our clients complete satisfaction. To cater to the variegated demands of our 

clients, we also adopt a flexible policy wherein we are ready to change style/finish parameters according 

to client’s specific requirements. Our approach towards innovation and client’s satisfaction has also 

helped us in earning goodwill and reputation in the industry. 

 

Our manufacturing unit known as Sky Zippers is engaged in manufacturing and supplying of wide 

range of ZIP SLIDERS under the well-established and accepted Brand name – SKY ZIPPERS. We have 

the best qualified and experienced team of the industry which helps us to develop new designs and new 

products as per the client’s customization. Our passion towards innovation in Sliders latest trends and 

fashion of the industry assist us to cater the major part of the zipper market. Our customer love working 

with us because we produce high quality products with an exceptionally fast turnaround. 

 

Our Products 

Zippers & Sliders/Pullers 

Various varieties in zippers & sliders/pullers 

 

OBJECTIVES  

It includes continuous improvement in product quality and customer satisfaction. We strive to stay ahead 

of industry trends and constantly innovate our products to meet the evolving needs of our customers. 

Additionally, we aim to expand our market presence globally and forge strong partnerships with 

distributors and retailers worldwide. Furthermore, we are committed to providing exceptional customer 

service and building long-lasting relationships with our clients. By offering personalized solutions and 

addressing their specific needs, we aim to exceed their expectations and ensure their satisfaction. Our 

ultimate goal is to become a leading player in the industry, recognized for our unmatched quality, 

innovation, and customer-centric approach.  By consistently delivering exceptional products and 

services, we are confident in our ability to achieve these objectives and solidify our position as a leader 

in the zipper manufacturing industry. We believe that our success lies in building strong and long-lasting 

relationships with our clients. We strive to understand their unique requirements and provide them with 
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tailor-made solutions that not only meet but exceed their expectations. With a customer-centric approach 

at the core of our business, we are committed to continuously improving and innovating our products 

and services to ensure maximum satisfaction for our clients.  

 

SCOPE & LIMITATIONS 

The scope of Sky Zippers includes providing high-quality zip line equipment and services to adventure 

parks and outdoor recreational facilities. Our expertise lies in designing, manufacturing, and installing 

safe and thrilling zip line experiences for our clients. However, it's important to note that our services are 

limited to the installation and maintenance of zip lines, and we do not offer any other adventure or 

recreational activities. Additionally, we ensure that all our equipment meets industry safety standards 

and undergoes regular inspections to guarantee the utmost safety for our clients. Furthermore, our team 

of experienced professionals is available to provide training and support to park staff in operating and 

maintaining the zip line equipment. Additionally, while we strive to ensure the safety of our equipment 

and installations, it is essential for our clients to adhere to all safety guidelines and instructions provided 

by our staff. This includes wearing appropriate safety gear, following weight and height restrictions, and 

listening to any safety briefings before participating in any activities. By working together, we can create 

a safe and enjoyable experience for everyone involved. 

 

NEED OF THE STUDY  

THIS STUDY AIMS AT THE FOLLOWING: 

1. To determine, identify, essence of quality control in the reader. 

2. To find out the importance of quality control. 

3. To find out the problems facing quality control their cause and possible solutions. 

4. To identify the different techniques of quality control. 

5. To determine the application and problems 

 

The study of Sky Zippers, a zipper trading company, is important to understand their products, market 

trends, and customer preferences. This analysis helps identify opportunities for growth and improvement 

in their business operations. Additionally, studying Sky Zippers can provide insights into the competitive 

landscape and help develop strategies to stay ahead in the industry.  

 

SIGNIFICANCE 

This study is significant because it will or reveals the problems of quality control and how to solve or 

manage the problems. 

 

THE BENEFICIARIES OF THE STUDY INCLUDE: 

1. Students of marketing, production management, management and other related fields of study 

2. Practicing managers at all levels of management especially quality control managers. 

3. Owners of business (manufacturing) firms. 

 

RESEARCH QUESTIONS 

To accomplish the purpose of this study, the willowing research questions will be examined. 
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1. What are the key factors influencing the quality and efficiency of Sky Zippers' manufacturing 

processes? 

2. What are the key factors that influence the success of Sky Zippers' manufacturing operations? 

3. What steps has Sky Zippers taken to ensure continuous improvement in their manufacturing 

processes and how have these initiatives impacted their overall efficiency and quality?"  

 

LITERATURE REVIEW  

A literature review on the marketing analysis of the company provides a comprehensive understanding 

of the various strategies and techniques used by the company to analyse its market. It explores the 

different marketing analysis tools and methodologies employed, such as SWOT analysis, PESTEL 

analysis, and Porter's Five Forces framework. Additionally, the literature review examines the 

effectiveness of these strategies in helping the company identify market trends, evaluate competitors, 

and make informed decisions regarding product development and positioning. It also analyses how the 

company's marketing analysis has evolved over time and identifies any gaps or areas for improvement in 

its current approach.  Additionally, it examines how these analyses are used to identify market trends, 

consumer behaviour patterns, competitive advantages, and potential opportunities for growth and 

expansion. The literature review also highlights the importance of continuous monitoring and evaluation 

of marketing strategies to ensure their effectiveness and adaptability in a dynamic market environment. 

It emphasises the need for companies to stay updated with emerging technologies and changing 

customer preferences to maintain a competitive edge. Furthermore, the review explores the role of 

market research in gathering valuable insights and data that inform decision-making processes, enabling 

companies to make informed choices about product development, pricing strategies, and target market 

selection.  

 

A literature review on the marketing analysis of Sky Zippers can provide students with a deeper 

understanding of the company's promotional strategies, target market segmentation, and competitive 

positioning. This analysis can help students identify the key factors that have contributed to Sky Zippers' 

success in the market and evaluate the effectiveness of their marketing efforts. Furthermore, it can also 

enable students to propose innovative marketing approaches or identify areas where the company can 

further enhance its marketing strategies to maintain a competitive edge in the industry.   

 

SOURCE OF DATA COLLECTION  

The project is a systematic presentation consisting of the enunciated problem, formulated Hypothesis, 

collected facts of data, analysed facts and proposed conclusions in form of Recommendations. The data 

has been collected from both the sources primary and secondary sources. 

 

Primary Data: 

Primary data was collected through survey method by distributing questionnaires to employees. The 

questionnaires were carefully designed by taking into account the parameters of my study. 

 

Secondary Data: Data was collected from web sites, going through the records of the organisation, etc. 

It is the data which has been collected by individual or someone else for the purpose of other than those 
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of our particular research study. Or in other words we can say that secondary data is the data used 

previously for the analysis and the results are undertaken for the next process. 

 

 

TECHNIQUE ANALYSIS  

The analysis of the data is done as per the survey finding. The data is represented graphically in 

percentage. The percentage of the people opinion were analysed and expressed in the form of charts. The 

data collected from both the sources is analysed and interpreted in the systematic manner with the help 

of statistical tool like percentages. 

 

PROPOSED STRUCTURE  

A research design is the arrangement of the condition for collection and analysis of data in a manner that 

aims to combine relevance to the research purpose with economy in procedure. A research design is the 

specification of methods and procedure for acquiring the information needed to structure or to solve 

problems. It is the overall operation pattern or framework of the project that stipulates what information 

is to be collected from which 

 

BIBLIOGRAPHY  

Data collected during the period of internship from the following departments of the 

company:- 

 Marketing team  

 Sales departments  

 Employee referrals 

 Backend team  

 Resources 

 Contract to higher staff, direct hire staff and strategic staffing 

 Other related departments 

 

Some data collected from Wikipedia and other related websites. 

 

Company website: skyzipper.in 

 

Client Reviews 
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