
National Research Journal of Sales & Marketing Management                                                                                    ISSN: 2349-512X  

Volume No: 12, Issue No: 2, Year: 2025 (July-December)              Peer Reviewed & Refereed Journal (IF: 6.95) 

PP: 309-314  Journal Website www.nrjsmm.in  

Published By: National Press Associates        Page 309 

© Copyright @ Authors 

MARKET STRUCTURE AND COMPETITIVE ANALYSIS OF THE B2B 

TISSUE PAPER INDUSTRY: A CASE STUDY OF MUMBAI TISSUE 

HUB 
 

Neha Jain 

Second Year Student of Bachelor in Management Studies, Maratha Mandir’s Babasaheb 

Gawde Institute of Management Studies. 
 

ABSTRACT  

The tissue paper industry has emerged as one of the fastest-growing segments within the 

hygiene and disposable products market due to increasing awareness regarding sanitation, 

convenience, and workplace hygiene. The demand for tissue products has expanded 

significantly across business sectors such as restaurants, cafés, hotels, hospitals, offices, 

stalls, educational institutions, and retail establishments. This increasing demand has created 

intense competition among manufacturers, wholesalers, distributors, and suppliers operating 

in the Business-to-Business (B2B) market. 

Mumbai Tissue Hub is a home-based B2B tissue and disposable products supply start-up 

established with the objective of providing high-quality products at competitive prices while 

ensuring reliable customer service and timely delivery. Since its inception, the business has 

successfully completed 3–5 commercial orders by building relationships with local business 

clients despite operating with minimal investment and limited brand recognition. The start-up 

follows an asset-light business model by sourcing products from reliable suppliers and 

delivering customized solutions based on customer requirements. 

This case study examines the market structure and competitive environment of the B2B tissue 

paper industry in Mumbai through the example of Mumbai Tissue Hub, a home-based start-

up. The study aims to understand how a new business can establish itself in a highly 

competitive market by analysing industry structure, competitors, customer buying behaviour, 

pricing strategies, and marketing practices. It also explores the challenges faced by start-ups 

and recommends strategies for sustainable business growth and long-term competitiveness. 

Keywords: Tissue Paper industry, B2B, Start-up, Market structure, Mumbai tissue hub  

2. BACKGROUND & CONTEXT 

Every day, thousands of businesses require products such as tissue papers, paper napkins, 

toilet rolls, kitchen towels, disposable cups, cleaning products, and food packaging materials. 

Despite the growing demand, many small businesses struggle to find suppliers who provide 

quality products, timely delivery, reasonable pricing, and personalized service. At the same 

time, first-generation entrepreneurs face challenges such as limited capital, lack of market 

experience, intense competition, and difficulty gaining customer trust. 

The B2B tissue paper market consists of manufacturers, wholesalers, distributors, retailers, 

and business customers. While demand continues to rise, the market is also becoming 

increasingly competitive, making it difficult for new businesses to establish themselves. 

Mumbai Tissue Hub was established as a home-based B2B supplier with the vision of 

providing quality tissue and disposable products at competitive prices while maintaining 

reliable customer service. As a start-up, it provides an excellent opportunity to study the 

dynamics of market structure, competition, and business growth in the tissue paper industry. 
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This case study provides an opportunity to examine how a new entrepreneur can successfully 

establish a business within an existing market structure while overcoming operational and 

competitive challenges. 

3. PROBLEM STATEMENT 

Although the B2B tissue paper industry offers strong growth opportunities, new businesses 

face several challenges, including intense competition, price-sensitive customers, supplier 

dependency, low brand awareness, and difficulty in building trust with business clients. 

To analyse these challenges, the study incorporates established business management 

frameworks. 

The Marketing Mix (4Ps) will be used to evaluate Mumbai Tissue Hub's marketing strategy. 

 Product: Quality tissue papers, napkins, toilet rolls, disposable products, and 

customized business solutions.  

 Price: Competitive pricing based on supplier negotiation and market demand.  

 Place: Distribution to businesses across Mumbai through direct supply and digital 

communication channels.  

 Promotion: Digital catalogue, WhatsApp Business, networking, referrals, direct 

business visits, and relationship marketing.  

The study will also apply SWOT Analysis to identify the internal strengths and weaknesses 

of Mumbai Tissue Hub while examining external opportunities and threats present within the 

market. 

Additional strategic tools such as Porter's Five Forces will be used to understand industry 

competition, supplier bargaining power, customer bargaining power, threat of substitutes, and 

barriers to entry. 

The primary research question of this case study is: 

"How can Mumbai Tissue Hub strengthen its competitive position within the B2B tissue 

paper industry by understanding market structure, customer behaviour, and 

competitive dynamics?" 

4. ANALYSIS & FINDINGS 

The study will analyse the structure of the B2B tissue paper industry by identifying key 

market participants, distribution channels, pricing patterns, and competitive forces. 

Research will be conducted using both primary and secondary data. Primary data will include 

supplier interactions, customer surveys, business visits, and market observations. Secondary 

data will be collected from industry reports, research papers, government publications, and 

company websites. 

Business analysis tools such as SWOT Analysis, Porter's Five Forces, PESTLE Analysis, 

competitor analysis, and customer buying behaviour analysis will be used to identify market 

opportunities, industry challenges, competitive advantages, and areas for improvement. 

PESTLE Analysis 

PESTLE Analysis is used to understand the macro-environmental factors that can influence 

a business. 

PESTLE stands for: 
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P – Political 

E – Economic 

S – Social 

T – Technological 

L – Legal 

E – Environmental 

5.1 Political Factors 

Government policies, taxation policies, trade regulations, infrastructure development, and 

policies affecting businesses can influence the operating environment. 

For Mumbai Tissue Hub, the study can examine how government policies and business 

regulations affect procurement, taxation, transportation, and B2B operations. 

5.2 Economic Factors 

Economic conditions influence business purchasing and operating costs. 

Relevant factors include: 

 Inflation  

 Raw material prices  

 Transportation costs  

 Purchasing power of businesses  

 Interest rates  

 Overall business activity  

For a price-sensitive B2B market, economic changes can directly affect both supplier prices 

and customer purchasing decisions. 

5.3 Social Factors 

Social trends influence demand for hygiene and disposable products. 

Relevant factors include: 

 Increased hygiene awareness  

 Changing workplace standards  

 Growth of cafés and restaurants  

 Consumer expectations regarding cleanliness  

 Preference for convenience  

 Increasing awareness of sustainable consumption  

These trends can create opportunities for tissue and hygiene-product suppliers. 

5.4 Technological Factors 

Technology has changed the way B2B businesses communicate, market, sell, and manage 

customers. 

Relevant technologies include: 

 WhatsApp Business  
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 Digital catalogues  

 Social media  

 Online payments  

 CRM/customer databases  

 Digital quotations  

 Online ordering  

 Inventory-management systems  

Mumbai Tissue Hub can potentially use these technologies to operate efficiently without 

requiring a large physical infrastructure. 

5.5 Legal Factors 

Legal factors include regulations and compliance requirements affecting businesses. 

The study may examine applicable requirements related to: 

 Business registration  

 Taxation  

 Invoicing  

 Consumer/business transactions  

 Product standards  

 Packaging and labelling  

 Environmental requirements  

Any legal requirements included in the final report should be verified using current official 

sources. 

5.6 Environmental Factors 

Environmental concerns are increasingly relevant to paper and disposable products. 

Important considerations include: 

 Sustainable sourcing  

 Recycled paper  

 Eco-friendly products  

 Packaging waste  

 Responsible consumption  

 Customer demand for sustainable alternatives  

This can create an opportunity for Mumbai Tissue Hub to consider an eco-friendly product 

portfolio. 

5. SOLUTIONS & IMPLEMENTATION 

Based on the analysis, several strategic recommendations will be proposed for Mumbai 

Tissue Hub. 
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The business should strengthen its digital presence by optimizing WhatsApp Business, social 

media platforms, and digital product catalogues. Relationship marketing should remain the 

core strategy by maintaining regular communication with customers and suppliers. 

Supplier diversification should be adopted to reduce dependency on individual vendors and 

improve pricing flexibility. The company should also introduce value-added services such as 

customized quotations, bulk order discounts, subscription-based supply arrangements, and 

eco-friendly tissue product options. 

To increase market visibility, Mumbai Tissue Hub should participate in local business 

exhibitions, networking events, and institutional procurement opportunities. Customer 

feedback mechanisms should also be implemented to continuously improve service quality 

and customer satisfaction. 

These strategies are expected to improve brand recognition, increase customer retention, 

strengthen supplier relationships, and support sustainable business growth. 

RESULTS & CONCLUSION 

The case study is expected to provide a comprehensive understanding of the market structure 

and competitive dynamics of the B2B tissue paper industry. It will highlight the practical 

challenges faced by a start-up and demonstrate how strategic planning, market research, 

customer relationship management, and competitive positioning can contribute to business 

success. 

The findings will serve as a valuable reference for entrepreneurs, management students, and 

small business owners seeking to establish or expand a B2B business in a competitive 

market. The study concludes that understanding the market structure and adapting effective 

business strategies are essential for achieving sustainable growth and building a strong 

competitive advantage. 

RECOMMENDATIONS 

 Expand the supplier network to ensure uninterrupted product availability.  

 Strengthen digital branding through social media and WhatsApp Business.  

 Introduce customer loyalty and referral programs.  

 Diversify the product portfolio by including eco-friendly and premium tissue 

products.  

 Conduct regular customer satisfaction surveys.  

 Develop long-term contracts with institutional buyers.  

 Continuously monitor competitor pricing and market trends.  

 Invest in brand building to increase customer trust and recognition. 
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