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Case Sheet For Airex
Year: 1997

The Challenge

The client had a new modified technology in the “air-cooling & air-conditioning” space. Traditionally air cooling
(also called evaporative cooling) uses the evaporation of water as a technique to cool the temperature unlike air-
conditioning which uses vapor-compression.

The main disadvantage of Air Cooling is of course the fact that it humidifies the air thus leading to some level of
discomfort which air-conditioner's don't. A further disadvantage is that Air Coolers need a continuous supply of
water. The advantage is of course that the cost of investment is low and even the cost of running is low vis-a-vis
air conditioners.

Airex our client had come out with a new set of filters that allowed reduction of the humidity in the air cooler. This
was their essential “technology” which differentiated them.

The Solution

I. It was clear to us from the beginning that we couldn't sell this as a “better cooler” as the stigma associated
with “air cooler” is high and is expensive to change minds.

2. Itwasalso clear that this product cannot be a consumer product (at least initially) as the cost of advertising in
mass media is prohibitively expensive and the client was not ready for it.

3. Given that we had a series of meetings with the client and realized that there was a bulk of the market in the
industrial sector which needed air conditioning. We realized that convincing businesses would be more easy
as it would be a highly rational decision by them (a typical cost-benefit analysis which our client could easily
justify).

4. Advantage of pursuing the route of industrial sector was further confirmed when the marketing head told us
that typically they were large orders and hence easy to install.

5. Sowe had our first thing — target industrial clients.

6. Second we started working on the naming — not of the product but of the process. After a lot of
considerations we arrived at “Air Ambiation” as a word that we would use to differentiate ourselves from Air
Cooling and Air Ambiation.

7. As luck would have it, it so happened that the VOLTAS pharmaceutical company was using one of our
client's products. The interesting thing here is that VOLTAS is a TATA company and is one of the leading air-
conditioner brands in India in the consumer space.

8. Hence we came with our first ad which we knew would have an immediate response from the legal team of
VOLTAS which it did. But as we also knew the usual thing is you will be excused for a one time usage as it is
expensive to go through a legal wrangle (we should note that it was a FACT that Voltas was using Airex air-
ambiation in their factory.

9. We convinced the company to put all their money behind one ad in one day in all the major newspapers in the
country.

10. This was the first ad.
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I'l. As expected the company was warned and we stopped the ads after a single release in major
newspapers across the country.

[2.  The ads were a big success and the company had contracts enough for three years.

[3. The ads were further followed up with the following ad campaign after a couple of months (after the client
had managed to generate a margin from the initial sales).
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