
Over 20 lakh Tata Ace vehicles sold: 
Customers buy one every three minutes

T
ata Motors has announced the 

launch of its new ‘Teen ka Tyohaar’ 

campaign to celebrate the success 

of its most popular small commercial ve-

hicle, Tata Ace. The company has sold over 

20 lakh Tata Ace vehicles till date, with one 

small commercial vehicle (SCV) from the 

Ace family being sold in every three min-

utes. Celebrating this achievement, the 

company has announced three lucrative 

ofers for its SCV buǅers.
OŶ eǀeƌǇ Tata Motoƌs “CV ǀehiĐle ďought duƌiŶg the ĐuƌƌeŶt fesiǀe 

seasoŶ, the ďuǇeƌ ǁould ƌeĐeiǀe a fƌee gold ĐoiŶ, peƌsoŶal iŶsuƌaŶĐe 
ǁith a Đoǀeƌ of ‘s. ϭϬ lakhs, aŶd aŶ atƌaĐiǀe ŵoŶthlǇ ĐoŶsuŵeƌ 
scheme, depending on which region the vehicle is bought in. This 

ofeƌ is ǀalid uŶil Noǀeŵďeƌ ϯϬ aĐƌoss the eŶiƌe “CV ƌaŶge of Đoŵ-

mercial vehicles, including the newly-launched Tata Ace Gold.  

CoŵŵeŶiŶg oŶ the ĐaŵpaigŶ, Mƌ. ‘.T. WasaŶ, Head - “ales & 
MaƌkeiŶg, Tata Motoƌs, said: ͞“iŶĐe its lauŶĐh iŶ ϮϬϬϱ, Tata AĐe has 
not only pioneered the SCV segment in India but also has helped 

thousaŶds of eŶtƌepƌeŶeuƌs fulill theiƌ ďusiŶess aspiƌaioŶs iŶ the 
tƌaŶspoƌt aŶd logisiĐs iŶdustƌǇ. With the Tata AĐe hiiŶg this as-

touŶdiŶg ďeŶĐhŵaƌk of oŶe ǀehiĐle ďeiŶg sold eǀeƌǇ thƌee ŵiŶutes, 
ǁe deĐided to Đeleďƌate this feat ďǇ iŶtƌoduĐiŶg a seƌies of ofeƌs foƌ 
new customers. The buzz around this campaign has already led to a 

suďstaŶial iŶĐƌease iŶ foofall aĐƌoss shoǁƌooŵs. We look foƌǁaƌd to 
a ďoost iŶ sales of all Tata “CVs oǁiŶg to the ďegiŶŶiŶg of the fesiǀe 
seasoŶ as ǁell as the atƌaĐiǀe iŶĐeŶiǀes ofeƌed ďǇ Tata Motoƌs oŶ 
every SCV purchased in these two months.”

Tata Motoƌs has lauŶĐhed a ŵaƌkeiŶg ĐaŵpaigŶ 
aĐƌoss pƌiŶt, ƌadio aŶd digital duƌiŶg the fesiǀe 
peƌiod to tap poteŶial ďuǇeƌs. It ĐoŶiŶues to keep its 
pƌoŵise of deliǀeƌiŶg ďest-iŶ-Đlass pƌoduĐt aŶd seƌǀiĐe 
eǆpeƌieŶĐes.

The AĐe ƌaŶge of sŵall ĐoŵŵeƌĐial ǀehiĐles ǁhiĐh 
ofeƌs supeƌioƌ safetǇ aŶd opiŵuŵ peƌfoƌŵaŶĐe iŶ 
ǀaƌied ĐoŶdiioŶs is Đoŵfoƌtaďle aŶd easǇ to ŵaiŶtaiŶ. 
The ƌaŶge is Đustoŵizaďle foƌ ǀaƌied ďusiŶess Ŷeeds, 
ƌight fƌoŵ ĐateƌiŶg to e-ĐoŵŵeƌĐe deliǀeƌǇ to uphold-

iŶg the “ǁaĐhh Bhaƌat ǀisioŶ foƌ a ĐleaŶeƌ IŶdia.         w

Mr. R.T. Wasan, Head - Sales & Marketing, Tata Motors
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