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r. OBITUARY
THE GREAT PHILANTHROPIST

The Bhamasha
The Greatest donor used to donate 1 Crore everyday

Hon. Dr. Dipchandbhal Gardi
(25.4.1915 - 06.01.2014)
Chairman, SMJV Trust, Mumbai

ok

it's aimost impossible to compute how much he gave to Guiarat. But for all that he donated to the state; it would be no
exapgeration to call Late Shri Dipchandbhai Gardi, a modern-day Daanveer. Dipchandbhal stubbornly preferred to remaina
silent donor throughout his life even as the crores that he donated have seen a number of education institutes and hospitals
come Lip and flourish since last many decades. Born in Padadhari villape near Rajkot in 1915 in a poor family, Dipchandbhal
donated crores of rupees for education, health and welfare of pooreést of the poor. He started by donating Rs 1,000 every day
and the amount increased progressively. With the motto of 'Live and let live, he ensured good education and healthcare for
thousands in Gujarat. He was fondly calied modemn-day Daanveer Bhamasha, a legendary figure known for his social
contribution,

MEMOIRS OF SHRI DIPCHANDBHAI GARDI
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From the Mind of Editor-in-Chief...

Vote for Education.

Hon. Dr. Dipchandbhai Gardi, Chairman, SMJV Trust left this world at 99 years young age. He is
the only man we heard, who said, he did not want to go to the Heaven or Moksha, but wanted io
take re-birth on this earth to serve the needy and poor for their education and healthcare. Read
what many others have 10 say about this legendary man from Rajkot....

It is as exciting to think which political party shall win the 2014 Lok Sabha General Elections in
India, as prasenting this brand new issue of SANKALPA: Journal of Management and Research to the educated people of
India. However, | feel nervous this time, looking at the disturbing picture of development of India during last 65 years.

India has the highest population of lliterate adults, 287 million, or 37% of the total population of such people across the
world, according to UNESCO's Education for All (EFA) Global Monitoring Report, (Ref Mind, January 29, 2014, Amedabad,
PP11)

if only our successive Governments at Central and State level could have done their job well, India would have beenin G-8 or
G-5... Never mind, as we can't afford to go back to the past. But India can certainly move forward faster by doubling its
expenditure on education and healthcare every year for next 5 years, and raise resources from philanthropists, both old and
young generation Indians living in India as well as the Indian Diaspora.

Secondly, you will see that this Issue of SANKALPA has changed a little direction, for better. The research articles bear higher
depth of thinking and analysis, and lesser in terms of number of articles included. This is on the pattern followed at leading
Management Institutes like IIMs, XLRI and so on.

This year also highlights leapfregging by CKSVIM in getting IS0 9001:2008 Certification from BUREAU VERITAS, and
Going Global.., with international visits and exchanges of faculty and students with German Universities, signing of
Agreement with International Trade Centre, World Trade Organization (ITC-WTO), Geneva, Switzerland to offer spacial
program on "WTO and its impacts on Busmess & Industry', offering Advance Entrepreneurship Development Program for
SME Owners and Managers in collabaration with International Centre for Entrepreneurship & Technology (icreate) and so0
on, and confributing to change the direction of Higher Education from Knowledge-only to Knowledge-5Skil-Practice orented
systemn, Germany's Dual Education system, now being experimented by Mrs Irmel Marla and Dr Kamal Taori with Minisry of
Labour in Kerala, is going to be a good Hope Model for India. Kerala is a 100% literate State of India. And still learning to do

So, it youwant to castyour Votein 2014, now you kmow wio shall you Vote for?

Vote tor Education.

Happy Independence Day ! Dr Rajesh Khajuria

Director

directori@cksvim.edu.in
Going Global - Creating World Class Insfitution... www.cksvim.edu.in
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r. TRIBUTE TO SHRI DIPCHANDBHAI GARDI

PRATHANA SABHA : A Prathana Sabha was organized al SMJUV's C K Shah Vijapurwala Institute of Management on Bth January,
2014 from 10.00 a.m. 10 11,30 a.m. The Prathana Sabha was started with a prayer devoted to almighty by the students of CKSVIM.
Various eminent people shared their experiences and feelings about the sad demise of Shri Gardi.

*Shi Dipchandhhal Gardl was the greates! smong the people of his generation i the way he heloed bulld a large number of caresrs
{hrough his educational insitutions. | hopé the Trusts, that ha foendsd will continue to serve the nation and keep his memanies alive.”

= O A, K. Agarwal, Hon, Vice Chancelior, Gujarat Technological Univarsity

“Dipchandbhal was a vislonary, was able o foresee lar beyond the present. His ssdden abssnce cannet ba filied by anyone incheding
sl "

« Shri. Kirtilal Doshi, President, SMJV, Mumbai and Chairman Emeritus, Shrenuj & Co. Lid.

"Dipchandbhars sad demiss has laft us without pamnts, we feel. Dipchandbihal has served the humanity without discriminason. ~
- Bhri. Subodhratna Gardi, Hon. Secretary, SMJV. Mumbai

“Dipchandbhai was the mist respected Jain leader. who was popolar among &8 Governments, communities and leveds of peopie of
India, A Greal Era g over.."

« Shri. Shrikanibhai Vasa, Trustes, SMJV, Mumbal

“Our desp concolence. tribute and gratiude o Sha. Dipchandbbal for s exceptional contribution and help to education and healthcars
institulions and paopée.,.*

= Shrl. Arun Shah, Hon. Secrotary, SMJV, Mumbal

* Shel Gandi was 2 believer of “Karma” and Wl the good and bad work dones by an individual is reflecied in his own B, Shri Gard| has done
2 fremendous work 25 “eevdaya” for the caftls in Saurashira during the drought. Despite having & strong nebwark and recognition
arnaon inp businessman, politicians and Trusts in the coontry he was a very humbile & smple parson. He was a frequent travelier Sl the
age of ninety sight. He has donated 1o numenius schools, colleges. NGO's, hospstals which only the receiver of the donation |5 awire.
He has domated to more than 2500 schools and 100 collages in Saurashtra and also across India,”

- Dr. Rajesh Khajuria, Directar, CKSVIM

*He has anchored 50 very wall our Institution and the Trist Shri Mahavics Jalna Vidyakaya Educaton Foundaton that his grest rame
becamge e synanym to the Foundation of which we all ame part. In his damise, we al wil miss his benlgn prasence which was a source
of real inspiration to 38 of us in all owr endeavours.”

- Dr. Satendra Kumar, Prol. & Head, PhD Research Cenlre, CKSVIM

"His life has been truly inspirational and outstanding and | know that he will be missed not anby by his famy and friends but also by the
Inrper cirche of associates and benaficiarias of his many deeds of muaificenca, Even thaugh | never had e privilege of meeting him, |
consider it my poad forfune to have seen and known of such an extracrdmanly noble person.”

- Prol. (Dr) Surendra Sundararajan . Protessor of Finance, Faculty of Management Studies. M. S. University
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TRIBUTE TO SHRI DIPCHANDBHAI GARDI

“He was 3 great donar and contrbutor to sducation. | tay my tribute to hem.*
- Dr. Madhukumar Mehia, Chief Mentor, icreate

“He ploneered in prowiding linancial assistance to neady students for thew education srespective of ther caste, race and religion. He
Wik  strong bellever of imparling aducation o glts. He uncotidtonaty contrlbiuted for the underprivilaged sockity. "

- Shri Bipinbhai A Skah, Hon. Secretary, Local Management Committee, SMJV , Vadodara.

*Shi Gard always insisied upon free education to girfs, inspite of soms nside opposition. He was awarded "Gujarat Gauray Award” by
Shirl Marandra Modi, the Honorabke Chief Ministar of Gujarst, At the age of ningty nind, Shil Gardl was wery active and young ! hoar "

hri Shaileshbhai Shah, Hon, Secratary, Local Managemant Committee. SMJV, Vadedara.

St Gandl was wery hurmbie, sober and ready 10 help with his doors open 2il the time. Hon, Dipchiand Sirwas 5o down 10 &3rth that he
has naver takian ppointmant o mat him. He has shways kept bis 2rm apan to wisleome e society in need.”

= Shrl Pratapbhai Shah, President, SMIV Alamnl Federation

*Shwi Gardi always believed that the best enjoyment in life ks-by giving. Hon. Dipchand Sir newer donated for saming name but did the
good deeds for the socisty and the peopie.”
- 8hri Nileshbhai Shah, Member, Local Management Commilies, SMJV, Vadodara.

*His contributon to educanon was unparaliel He ensured good education and healthcare for the massas. May his soul rest in
prace,”
- Shri, Diwyangbhal Shah, Mombar, Local Management Committos, SMJV, Vadodara,

“Hie was a vislonary, a great inspivar and one of the greatest phitandhropist of Westam India."
- Shri. Bhupendrabhai Makali, Mamber, Local Management Comittee, SMJV, Vadodara.

Motable persons (ke Shri Ajittha Jain trom Manikchand Groug, She Hemant Vadalls feom WOC! shiared theie innes feelings aboot Hon. Dipehand Sir, during the
Prathana Sabka. Many Jan notable persons. LMC members, Donors, students, staff and faculty mambers of CKEVIM were present o saluta the Doyen of Jain
Commanity. Gujarat and India. The Prathana Sabha was ended with “Shanti Path” narated by Shei Divyangbhal Shah, Member, Locsl Management Committes
[LMC), SMUV Vadosara, B is indeed 2 great oss 1o the natlon st Luge whach cannol e eassy fllled in the comng years, The nabon had lost one of its jewels mmd
he will abways be remembered by the thausands of people whao have benattad directly or indireclly by his nobility,

MRy s Sreat Soul REst ln Peace

SMUV's CKSY Institute of Management, Vadodars - Gujarat - INDIA
Director, Commities Members, Facetty, Siaff and Stedents
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his soul restin peace

Seated tmong prominent Jain Leaders are: Sh Kirtikal Dashl, Shri Vallabh Bhanshali. Shri Shrikant Viasa, Shi Subodhratna Gardi, Shri Arun Shah ete.
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0 Varuna, 0 Mitra, you Govern every man and are the wise fhinkers;
You are the Rulers, Mourish our Thoughts.”

- ¥ada, The most ancient Indian philosophy scripture
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BRIEF REPORT

CKSVIM Director Dr. Rajesh Khajuria
Returns after Academic Exchange and Cooperation with
(1) International Tour to University of Applied Sciences, Bielefeld, Germany
(2) DHBW Cooperative State University, Stuttgart, Germany, and
(3) ITC-WTO, United Nations, Geneva, Switzerland

University of Applied Sciences, Bielefeld, Germany

University of Applied Sciences, Bielefeld, Germany, invited Dr. Rajesh Khajuria, Director of SMJV's CKSV Institute of
Management and Chairman, GTU's Global MBA program Syllabus Commitiee and Mrs. Bela Khajuria to participate in
the “International Week 2013". Dr, Khajuria was granted a scholarship from DAAD, Germany Government's International
Agency for Academic Promation to visit the German University from 18 - 22 November 2013,

The invitation was received from Prol. Dr. Roessler, Dean, Faculty of Management & Health Sciences, UAS, Bielefeld,
who organised the entire event in Germany. Prol. Roessler had visited CKSVIM and GTU last year along with Prof. Dr,
Ramesh Shah, in-charge of Cooperation with India.

Dr. Khajuria delivered a Lecture on "Indian Higher Education System', where he enlightened distinguished Professors
about Innovation in Education, Open Mindset, Liberating Learning and Practical Summer School concepts. He briefed about
how to increase Employability of students through appropriate education, Training, Networking, Goal Setting, Languages,
Skills and Knowledge.

It was an excellent learning and networking opportunity with some 30 Professors, Deans and Vice Presidents ol
leading Business Schools / Management Institules from Germany, France, Netherlands, Swilzerland, USSR (Russia),
Canada and The USA.

Dr. Khajuria threw light upon the ancient education of India which was more student-centric and modem education system
in India which is more teacher-centric. He explained about the Higher Education System of India, its awarding bodies, and
how it has taken a giant leap to be at par with global scenario during last 10 years, citing UGC data. He also briefed about the
opportunities for Private and Foreign Universities in India higher education system.

Dr. and Mrs, Khajuna also attended special program on Family Business Management and |earnt a fot about how and why
Family Businesses in Germany and Switzerland grow to a size wherein some of them become the largest companies like
ABB, Novartls and Dr. Oatker.

DHBW Cooperative State University, Stuttgart, Germany

Dr. and Mrs. Khajuria also visited DHBW University, Stuttgart, Germany and discussed with President, as well as Dean of
Management Faculty Dr. Augenstein about Academic Cooperation with GTU and SMJV's CKSVIM, who had also visited
CHSVIM and GTU last year. Stutigart is Head Quarter of Mercedes Benz Cars and Porshe Family of the expensive Proshe
Cars livesin Stuttgart.
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Consequently, 2 delegation of 17 German Students studying Business Managemenl, along with Prol. Dr. Ramesh Shah
shall be visiting CKSVIM Vadodara, GTU Ahmedabad and NICM Gandhinagar for two weeks from 3rd to 14th February
2014. German students shall be taught by our Indian Professors in the subjects of Management, Finance, Marketing, HRM
and Agri-Business, and undertake Projects

ITC-WTO, United Nations, Geneva, Switzerland

As a part of the Agreement signed by Dr. Khajuria between SMJV's CKSVIM Vadodara (India) with Director, ITC-WTD,
Geneva, Switzeriand, Dr. and Mrs. Khajuria visited United Nations office and held well planned meetings with the
Directors and High Oficlals of The United Nations (UNCTAD), International Trade Centre (ITC) and World Trade
Organization (WTO) to ofler their specialised program on "WTO and its Impact on Business & Industry’ o the MBA
Students, Faculty, and Entrepraneurs and Managers of SMEs and Corporates in India on low cost/ subsidized basis

M,

Wiy,
G

ety
Firg

(Lto R: Mrs. Bela & Dr. Rajesh Khajuria; Ms. Chitala, Director, WTO Institute;
Mr. Vinod Rege, Author and Former Director of WTO and Me. Thilen, WTO, Geneve in WTO olfice)

The course has been formulated based on the advice and Business Guide on the subject, authored by Shri Vinod Rege,
Former Director and Diplomat, and his team at WTO. The course is submitted by Dr. Khajuna to Gujarat Technological
Universty (GTU), Ahmedabad lor approval as an Elective Course with two Papers in MBA Semester Ill and IV from the
next Academic Year 2014-15. Dr. Khajuria chairs the GTU's Global MBA Pragram Syllabus Committee since 2011,

CKSVIM plans to organise a two-day Workshop for Entrepreneurs and Industry Managers, as well as faculty members ol
MBA Programs, on"WTO and its Impact on Business & Industry'in with the help of ITC-WTO, Geneva,

CKSVIM proposes to partner with industry associations to organise this program to benefit their member industries
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LEAD ARTICLE

Uttara Khand Enterprising: UKEN - YOU CAN

I |
Dr. Rajesh Khajuria : owecioe ¢ « Smn vispurwaia nsimute of Management, Vadodara, Ermail - deectoricksvim, st Web | waw.cksiam achu i

Prologue

Swami Shri Chidanand Saraswati )i and Shri Ram Mahesh
Mishra, Director, Parmarth Niketan (www,Parmarth.com),
Rishikesh (Uttara Khand State), India. on 22nd December 2013,
organized a Workshop of Heads of leading NGOs in the State to
discuss the employability ssues of estimated 70,000 youth, men
and women, who feel helpless after the recent Kedar Valiey
Disaster. The author Or. Rajesh Khajuria, Director SMJUV's CKSY
Institute of Management and a qualified Management Consultant
for past 3 decades, was specially invited to participate,
considering an Entrepreneurship Development (Udhyamita)
Program that he and his wife Ms. Befa Khajuria, along with Dr.
Kaman Taod, {(IAS Retd.) and others conducted an year before for
some 50 youth there. Dr. Khajuria suggested Strategic Action
Pian to promote Entrepreneurship in the State through setting up
of a Centre for Entrepreneurship Development of Uttara Khand,
India (CED-UK-1), which is narrated in this Perspective Paper, and
published with the intention of molivating readers, especially the
Management Teachers and students, corporate seclor, banks,
business and industry of India and worldwide, to think, act and
hlp the youth of Uttara Khand (UK of India!) become business
entrepraneurs, social enfrepreneurs, business persons or
industrialists, thus 'Job- Givers and not jusi Job-Seekers'.
Comments and suggestions are welcome!

Vidyoplaubdhau Dhanasyopyoga :
“0' God! Kindly Grant Me that Knowledge,
To Use Money and Resources for Society's Good.”

(10th Upanishada, 4th Bhashya - by Acharya Sri
Mandukacharya, Guru of Adi Sankaracharya)

Jai Gange!

Atthe outset, let me pay respect to Swami Chidanand Saraswati
ji and Shri Mishraji for inviting me to participate in the Gyan
Goshthi on the challenges and opportunities for promoting
Entrepreneurship Development fn Uttara Khand State (UK of
India). | was amazed al seeing the manner in which teams of
God's choicest and devoted Indians and foreigners are working
relentlessly at Parmarth Niketan.

SMJV's CK3V Institute of Management, Vadodara, India

SMLN CENTERARY
1015 - 2015

The day Jong deliberations on 22nd December 2013 in your
revered presence throughout the day, and Dr. Kamal Taori's
presence in the afternoon, has resulted into 7 (seven) focus areas
for Parmarth Niketan, of which | shall focus on “Promoting
Entrepreneurship Development in Uttara Khand State (UK of
India)" to bring Prosperity and Peace to the people of UK.

Uttara Khand has the potential to become better than
Switzerland in terms of fourism, high value enterprises,
businesses and industries, and developing world-class
infrastructure; in addition to the spirituality and Indlan dharma in
which the State is number 1 in India! What is needed is working
systematically and relentiessly on these development for next 11
years (2014-2025).

The big idea is to change the socic-economic conditions of
Uttara Khand (rom ‘Dev Bhumi' to "Wealth Bhumi' in lerms ol
Spirituality, Enterprise, Prosperity and Happiness.

As dellberated with distinguished [nvited Heads of NGOs on
22.12.2013 and finalized the next morning, may | propose 4
{lour) Action Poinis for simultansous working from all four
directions (E-W-N-5) to which shall bless the Sth dimension
(Earth - Ganga Ma) and 6th dimension (Ether — Space - Akash)
through Swami ji, the divine pipeline of Gods fo Uttara Khand,
INDIA..!

MISSION:

Promoling Entrepreneurship Development in Uttara Khand
State (UK of India), to benefit all Stakeholders — People,
Business and Industry, Government, Banks and NGOs through
Networking and Wealth Creation.

Entrepreneurship development framework

We shall use the Entrepreneurship Development and Training
framework* of the United Nations (UNCTAD), the International
Trade Centre (ITC) and World Trade Organization (WTO),
Geneve (Switzerland),

(Me and my wife Bela recently had the opportunity lo gel briefing
from ITC, WTO and United Nations (UNCTAD) and interact with
thern on one-to-one basis for 3 days in Geneve, Switzerland after
our tour to Germany lo address 30 University Heads from
Europe, America and Canada).
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We shall also benchmark with Gujarat State, the most
entrepreneurial State in India, and learn from the private and
public sector initiatives of Gujarat State on Entrepreneurship
Development during last 40 years. Local people, environment, life
on mountains and valleys, lack of road and port infrastructure
and other limitations of business-mind shall be duly considered.
(*to be suitably modified lo Utlara Khands needs and
challenges)

Action points
There are four Action Points : (Strategic Actions)

* Waorking with Uttara Khand State Government for creating a
positive environment for entrepreneurship and create Uttara
Khand Entrepreneurship Development Policy.

* Sensitizing the large and medium industries and
businesses to create entreprensurs from within and outside
the organization.

* Developing Entrepreneur-Trainers by organizing a series
of Trainer's Training Programs to develop entrepreneurial
motivation, mind set, skill-set and tool set including use of
technology in small business,

* Creating a Network of Entrepreneurs in Uttara Khand by
sefting up Project : UKEN. org ( Uttara Khand
Entrepreneurship Network )

Lzt me elaborate each one of these below.

1. Working with Uttara Khand (UK) State Government to
creale a positive environment for entrepreneurship and
create Uttara Khand Entrepreneurship Development
Policy:

a. Please Check with the State Government (and Central
Government also) i they have a clearly defined
Entrepreneurship Development Policy.

b. It not, we can help them do so with UK State. Let the State
become the first in India to have its own Entrepreneurship
Policy.

¢. Please Call a meeting with State Government: Hon. CM,
Industries Minister, Industries Secretary, Centre for
Entrepreneurship Development (CED, if any), MDs of leading
banks in the State, and other concerned senior Government
Officials. | can make a Power Point Presentation to them on
What, Why. How and Who ail are to work on drafting a
powerful, effective Entrepreneurship Development Policy.

d. Date of meeting : As youmay decide.
e. Budget: Travel cost for attending the meeting.
f. Create and promote ‘Uttara Khand' brand

g. Ropein Amitabh Bachhan as the Brand Ambassador of Littara
Khand. (Example: Gujarat's tourism traffic increased by 25% in
one year after he was roped in by Shri Narendra Modi, Hon. CM of
Gujarat. Gujaral Tourism alsp worked hard).

h. Every product or service made in Uttara Khand must be of
Certified Best Quality.

i. Use "Made in UK, India’ Brand with a tag line below “Uttara
Khand'

j. TimeFrame : 6 Months (January-June, 2014).

k. Budget for Brand Creatien: Rs. 5 to 10 crore campaign by
the State Government in Northern and Western India, to
attract tourists, business persons and investors. Get
sponsorships from large and mediwm industries and
business organizations,

2. Sensitizing large and medium industries and businesses
to promote entrepreneurship

d. Sensitize top industrialists and medium and small busingss
owners on creating Entrepreneurship Development Policy
lor Utiara Khand, and |nvolve them as one of the
stakeholders.(1 shall make a PPT presentation in CSR &
Leadership Conference. See para '2 h,' below).

b. Address the opportunities to invest in Social Enterprises
(NGOs and Business Enterprises with social angle to benefit
large number of people at small cost). This has excellent
scope in UK of India).

c. Also one of the fastest and surest strategy 1o promote
some small business enterprises as a part of Cluster ol
Small Businesses 1o Medium Industries, and SMEs 10
Large Industries including Government Organizations.

d. Meant for those already in Manufacturing and Service
Business, as well successiul NGOs.

. Organize EXPO 2014 with simultaneous Conferences and
Seminars (Sector-wise). (Example : Vadodara Chamber of
Commerce & Industries (VCCI) Expo 2013 cost Rs 5 Crorein
organizing (50% sponsorships), and saw 5 times more
business opportunities including ancillary developmant.
Wan the award of largest Expo in Gujarat in 5th Expo (once
gvery two years).

f. Focus on what best the Siate has to offer to rest of India and
the World: 'Gods, Goods and Ganpa'.

0. Give Responsibility of EXPO to local Chamber of Commerce
or FICCI with other local associations support.

h. Parmarth to hest a CSR and Leadership Conference for 2
days and Give 'C5R Awards' and 'Business Leadership
Awards' under Large, Medlum and Small Scale Industries,
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and NGOs. Dates : 15 - 22 April 2014 and concurrent with
International Meeting at Parmarth.

Budget: Rs. 3 Lacs for the Conference.

Budget : Rs 1 Crore for EXPO, which may be recovered
through Stall Rentals and Ceniral / State Support and
Sponsorships from large Corporations like ONGC. The
Expo UK 2014 shall be handled by the Chamber of
Commerce/ Industry Association ol the State /

Dehradun.
Entrepreneurship development through fraining

. Sel up a Centre for Entrepreneurship Development (CED)
under Parmarth Niketan, or State Government, or FPP Model.
The CED, UK of India shall have a Budge! of Rs 10 Lacs for
1st Year 2014, and one Full Time Senior Director /
Coordinator with a staff support of 1 and a car with driver on
fulltime basis. The budget may be raised in partnership with
State Government, to Rs 100 Lacs p.a. to over all District
Head Quarlers over next 3 years,

. CED shall identify about 1,000 Entrepreneurs. Shortlist 100
of them through Response to Questionnaire, (We shall design
and send the Questionnaire to Parmarth).

. These short listed 100 Entrepreneurs shall undergo 3 Days
(24 Hours) Training al Parmarth Niketan. The most regular,
interested, willing, capable and devoted 40 Entrepreneurs
shall be sefected by us to form the first Batch of
Entrepreneurship Trainers.

. Select 40 interested Entrepreneurs for undergoing
extensive Training on Entreprencurship Development in the
blate, The selection shall be rigorous 1o gel the best of
entrepreneurs breed to work on this CSR Projecl. Later,
they will be paid suitable Training honorarium, If selected to
conduct Training Programs at other Centres. (See the
selection process below).

. These 40 Entrepreneurs must attend at least 5 to 6 such
Training Programs during one year (2014). Then they will
have the right attitude, mindset, knowledge, skills and energy
totrain peopie of Uttara Khand fo become Entrepreneurs. Job
Givers, not Job Seekers. Money-Spinners. not Money-
Wasters. Richer, not Poorer. Famous, not Unknown. Strong,
not Weak, Lions, nol Jackals”,

Important Training Modules shall focus on Changing
Aftitudes, Spotfing Business Opportunities, Generating
Resources, Managing Resources. Finance, marketing and
Human Resource Management, Manufacturing
Management, Service Business (T, Technology etc), and
Networking with Business, Government and NGO as
stakeholders,

SMJV's CKSV Institute of Management, Vadodara, India

. The Best of 40 (or less) shall be Certified as

‘Entrepreneurship Trainers'.

. CED Gujarat Director as well as Former Direclor and their

team of experts may be inviled to inspire the Training
Pragrams.

UNCTAD, Geneve's Entrepreneurship Development
Program experts may be invited if budget permits.

The CED, Uttara Khand shall organize such Training
Programs at selected potential locations with the help of
these ‘Certified Entrepreneurship Trainers'.

. CED shall introduce ‘Entrepreneurship Development

Course’ to Schools and Colleges. (We shall help design
the courses).

. Project: UKEN.org (Uttara Khand Entrepreneurship

Netwark)

. Create an online Portal 1o invite all entrepreneurs (new and

existing businesses / industries / NGOs) to host their Page
on a single powerful Portal,

. Purpose Is tp create a large network of young and old

entrepreneurs in Uttara Khand, who can do busingss with
each-other, as well as create opportunities for funding and
fund-raising, from Banks, Venture Capitals, Seed Money
Investors elc on one hand, and young, budding
gntrepreneurs, techno-preneurs, social entrepreneurs,
women entrepreneurs etc on the other, to create
Environmentally suitable and Sustainable Industry,
Business as well as Social Enterprises.

. Invite rest of India and the world's entrepreneurs to do

business with and within Uttara Khand, through this Portal,

. Register a domain name, ukien.org (UKEN - YOU CAN) -

SLOGAN

. The network so created shall be the most powerful

community of Entrepreneurs to help each-other, influence
Government, and develop the State as one of the richest
and most desirous states to work and live in India

A team of 4 to 5 young techies, boys and girs, shall be
required on full-time basis to manage this Portal effectively
and responsibly.

. Budget Rs 5 Lacs for first year. This itself shall be the first

Social Emerprise promoted by Parmarth, A small leg may
be charged to enrol memberships o cover the costs.

It's perhaps very Lrue thal...."Man Propoges. God Reinforces.”
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Abstract

Research says that India‘s banking sector is on a high-growth
rajectory with around 3.5 ATMs and less than seven bank
branches per 100,000 people, according to a World Bank report.
The statistics are going to improve in near future as the
Government aims 10 have maximum financial inclusion in the
country. Policymakers are making all the efforts to provide a
facilitating policy framework and infrastructure support to ensure
meaningful financial inclusion. Apart from that, financial
institutions are collaborating with other service providers (in the
fields of telecom, technology and consumer product providers)
to create an enabling environment.

The Banking sector in India has experienced a rapid
transformation. Just about a decade back this sector was limited
to the nationalized and co-operative banks. Then came the multi-
natlonal banks, but these were confined to serving an elite few
Banking is not new service or new system in today's era. Now
day's banks are applying many sirategies and fechniques to
survive in the competitive world. One of the most favourable
siralegies is lo provide banking with technology. The main
objectives of the study are (1) To study the impact of technology
on banking sector, (2) To study the customer preferences
regarding banking lechnology, specially Online Banking. To
achieve these objectives, primary and secondary data have been
used. Sample size is 300; after pathering data, appropriate
statistical tools are applied to analyze the data and to derive the
findings and conclusion of the study.

Key words: Internet based Banking Technology, Customer
Satisfaction
Introduction

Banking enviranment has become highly competitive today, Tobe
able to survive and grow in the changing market environment
banks are going for the latest technologies, which Is being
perceived as an "enabling resource’ that can help in developing
learner and more flexible structure that can respond quickly to the
dynamics of a fast changing market scenario. It is also viewed as
an Instrument of cost reduction and effective communication
with people and mstitutions associated with the banking
business,

Technology has continuously played on important role in the
working of banking institutions and the services provided by them
like safekeeping of public money, transfer of money, issuing
drafts, exploring investment opportunities and lending drafts,
exploring investment elc.

Information Technology enables sophisticated product
development, better market infrastructure, Implementation of
reliable technigues for control of risks and helps the financial
intermediaries to reach geographically distant and diversified
markets. Internet has significantly influenced delivery channels of
the banks. Internel has emerged as an important medium for
delivery of banking products and services,

For years. financial institutions have used powerful computer
networks to automate millions of daily ransactions; today, often
the only paper record is the customer's receipt at the point of sale.
Now that its customers are connected to the internet via personal
computers, banks envision similar economic advantages by
adapting those same internal electronic processes to home use,

In short, online banking is doing banking business through home
PC. The customer demands the necessary application form
through the net and the bank sends a UPP (Unique Personal
Password) foraccession.

Literature Review

“The influence of internet banking” by Joseph (19949)
investigated the influence of intemnet on the delivery of banking
services, He found six underlying dimensions of e-banking
service quality such as convenience and accuracy, feedback and

complaint management, efficiency, queue management,
accessibility and customization.

“Technology based services and customer satisfaction” by
Meuter & Gonroos (2000) have identified critical incidents of
customer satisfaction and dissatisfaction with technology-based
service encounters. Given that business-to-business
transactions are the fastest growing segment of technology-
driven services, Meuter and his colleague suggested
investigating what drives business customer safisfaction or
dissatislaction with technology driven services,

“I-Banking” by Jun and Cai (2001) identified 17 service quality
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dimensions of i-banking service quality. These are refiability,
responsiveness, competence, courtesy, credibility, access,
communication, understanding the customer, coltaboration,
continuous improvement, content, accuracy, ease of use,
fimeliness, aesthetics, security and divers features.

“The Indian Internet Banking Journal In 2001™ by Reserve
Bank of India survey revealed that of 46 major banks operating in
India, around 50% were either offering Internet banking services
atvarious levels ar planned to in the near future,

“Online Banking” by IAMAI {internet And Mobile Association of
India) 2006 reported 43% of online banking user haven't started
online financial transaction because of security reasons, 39%
haven't started because they prefer face to face, 22% haven't
started because they don't know how to use, for 10% sites are not
user friendly.

Research Objectives
The Main objectives of the study are:
1. Toanalyze the impact of technology on banking seclor,

2 To study the customer preferences regarding banking
lechnology.

Hypothesis of the study

1. There Is no association between two variables ‘Frequency of
Visiting Branch' and ‘Demagraphic Factors’.

2. There is no association between two variables ‘Awareness
about banking technology' and ‘Demographic Factors'.

3. There is no association between two variables ‘Frequency of
using internet for availing banking services® and ‘Occupation’,

4. There is no association between two variables 'Customers’
Preference for banking technology' and ‘Demographic
Factors'.

Research Methodology

* Research Problem : Research Problem is to study on the title
“The Impact of Technology in Banking Sector and The
Customer Preference”. Banking technology mainly Includes
the onlina banking and many athers like Tele banking, ATM,
Demat Service, Credit Card efc. Banking sector includes all
types of banks like Public Sector Bank, Private Sector Bank
and Foreign Sector Banks. Customers are bank account holder
in Surat City area.

* Research Design: Research design used for the study is
Descriptive in nature.

= Target Population is Bank account holders of Surat city area.
» Sampling method is Non-probability convenience Sampling.

SMJV's CKSV Institute of Management, Vadodara, India

= Sample size : 300 bank account holders of Surat City area.

= Instrumental data collection methed : Personal Contact with
Surat City's Bank account holders to fill up the structural
Questionnaire.

Testing of Hypothesis

1. HO: There is no association between two vanables ‘Frequency
of Visiting Branch' and ‘'Age & Dccupation”.

H1: There is association between two variables Frequency of
Visiting Branch' and ‘Age & Occupation',
Table 1: Chi-Square Test Statistics

Particulars Age Occupation visiting branch
Chi-Square(a,b) 62160 221.660 311.520
m 2 2 3
Asymp. Sig. 000 000 000

From Table 1, at 2df & 3di, value of chi-square is 52.16 &
311.520 and alculated P value is 0.000 & 0.000 which is less
than 0.05. S0, null hypothesis is rejected and aiternate
hypothesis is accepted. So, it can be interpreted that there is an
association between two variables ‘Frequency of Visiting Branch'
and ‘Age & Occupation’.

2. HO: There is no association between two variables ‘Awareness
about banking technology’ and 'Gender & Qualification’,

H1: There is association batween two variables ‘Awareness
about banking technology' and ‘Gender & Qualification'.

Table 2: Chi-Square Test Statistics

Particulars | 'f;smmmmmw Qualification | Gender
Chi - Square(a) 284213 72740 |18.253
ot 1 2 1
Asymp. Sig. 000 000 | .000

From Table 2, at 1df, value of chi-squareis 284.213 & 18.253 and

calculated P value is 0.000 & 0.000 which is less than 0.05. So,

null hypothesis is rejected and alternate hypothesis is accepted.

So, it can be intarpreted that there is an association between two

variables "Awareness about banking technology' and 'Gender &

Qualification’.

3. HO: There is no association between two variables ‘Frequency
of using internet for availing banking services' and
‘Occupation & Qualification’.

H1:Thereis association between two variables 'Frequency of
using internet for availing banking services' and 'Occupation &
Qualification’,
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Table 3 : Chi-Square Test Statistics
Frequency of Using
Particulars Imernet Services for | Qualfication| Occupation
Availing Banking Services
Chi- 404.500 72740 | 221660
Square (a.b)
of 4 2 2

From Table 3, at 4df & 2df, vaiue of chi-square is 404.5 & 221.66 and calculated P value is 0.000 & 0.000 which is less than 0.05. So,
null hypothesls is rejected and alternate hypothesis is accepted. So, it can be interpreted that there is an association between two
variables 'Frequency of using internet for availing banking services' and 'Occupation Qualification’.

4. HO: There isno association between two variables 'Customer Preference’ and'Choice for bank change with amountof on-ine
services provided',

H1:There is association between two variables 'Customer Preference' and 'Choice for bank change with amount of on-
line services provided'

Table 4: Chi-Square Test Statistics

Patcurs | Pe00 | oo g sevices provded
Chi-Square (a0)|  34.640 33.267
df 2 4
Asymp. Sig. 000 000

From Table 4, at 2df & 4df, value of chi-square is 34.64 & 33.267 and calculated P value is 0.000 & 0.000 which is less than 0.05. So,
null hypothesis is rejected and alternate hypothesis is accepted. So, it can be interpreted that there is an association between two
variables 'Customer Preference’ and 'Choice for bank change with amount of on-line services provided'.

Findings from the Survey

The study revealed that there is a need for banks to develop their services through utilizing technology and acknowledging people about
its benefits. The area of banking technology needs some deep and serious studies, The major findings of the studies are as follows:

» The maximum amount of usage of technology is done by male and of age from 2010 35 Years.

Nearly 60% of the respondents do not wish to maintain their account with banks with less online services.
The choice for a bank is affected by more than 20% with the amount of onling services provided by banks.
25% of the respondents still prefer branch banking, the reason being their fear of transacting through internet,

Half of the respondents were acknowledged by their friends or relatives whereas the rest half got such information through
advertising and others.

The frequency of internet usage for availing banking services is monthly i.e. by 63% of the total respondents.
» The respondents above age 50 and above use internet In banking to check either their savings or for unusual reasons.

» Pepple prefer banking technology more for bill payment, account information & balance enquiry and they range from 16%
and 15% respectively.

» The daily and weekly visits i.e. 23% are done by businessmen for their daily transactions.
= 50% of the total respondents prefer maintaining two bank accounts.

-
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Conclusion

Thus from the present study it is clear that banking technology is one of the most advancing sector for banks as well as people who avail
services. So it can be concluded that Information Technology enables sophisticated product development, better market infrastructure,
implementation of reliable techniques for control of risks and helps the financial intermediaries to reach geographically distant and
diversified markets. It is also viewed as an instrument of cost reduction and effective communication with people and institutions
associated with the banking business,

It is concluded that Technology has continuously played an important role in the working of banking institutions and for the services
provided by them like safekeeping of public money, transfer of money, issuing drafts, exploring investment opportunities and lending
drafts, exploring investment etc. Banking has come to be recognized as a virtual necessity to face the imminent challenge/ competition
that it growingly feltin modern days, owing to globalization and liberalization of the Indian economy.
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MSME snag to finance and adherence by nationalized
banks to RBI guidelines concerning providing financing
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to MSME with specific reference to Rajkot Zone.

Abstract

Reserve Bank of India is a regulatory body for banks In India,
issuing guidealines with respect to the functioning of banks on
timely basis. Considering the economic condition of differant
section of the society and sectors of India several decision are
taken by RBI and implemented through rules and issued
guidelines. SME is one of the areas where there is concentration
of RBI as approximately 70% of the indusines fall under this
category. This research paper is an attempt to analyze the effect
of RB! guidelines on financing activities done by nationalized
banks in the 2one of Rajkot. As Rajkot accounts for nearly 10% of
the total SME industries setup in Gujarat, diversified firms were
avallable for the purpose of study, Primary survey was conducted
of ditferent clients of nationalized banks after considering the
guidelines of RBlissued for various periods. Analytical tools used
for the study were different charts and T test.

Key Words: SMEs, RBI Guidelines, Nationalized Banks.
Introduction

The small and medium enterprises loday constitule a very
important segment of the Indian economy, The development of
this sector came primarily due to the vislon of our late Prime
Minister Jawaharial Nehru who sought to develop a core industry
and have a supporting sector in the form of small scale
enterprises. SMEs sector has emerged as a dynamic and vibrant
sector of the economy, Today, it accounts for nearly 35% of the
gross value of output in the manufacturing sector and over 40% of
the total exports from the country. In terms of value added this
sector accounts for about 40% of the value added in the
manufacturing sector.

The contribution of the Small and Medium Enterprises (SME's) to
the economic growth of a nation is well recognized. In developing
countries, as some authors argue (Leutkenhorst, 2004) the
contribution of SME's towards employment generation is
significant because they

& Tend to use more labour intensive production processes than
large enterprises, boosting employment and leading to more
equitable income distribution

» Provide livelihood opportunities through simple, value adding

SMLNV CENTERAERY
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processing activities in agriculturally based economies;
* Nurture Entreprenaurship; and

= Support the building up of systemic productive capacities and
the creation of resilient economic systems, through linkages
between small and large enterprises

* Reservation for Exclusive Purchase by Government

= Export Promaotion

* Growth in demand in the domestic market size due to overall
economic growth

# |ncreasing Export Potential for Indian products

* Growth in the Requirements for ancillary umits due to the

increase in the number of green-field units coming up in the
large scale sector,

The sector's contribution to employment is second highest next
10 agricufture. The contribution of small and medium enterprises
fo the country's gross domestic product (GDP) is expected to
increase to 22% by 2020, from the present 17%, a top official of
the Department of Science and Technology in 2011,

The SMEs sector has grown rapidly over the years. The growth
rates during the various plan periods have been very impressive.
When the performance of this sector is viewed against the growth
in the manufacturing and the industry sector as a whole, itinstills
confidence in the resilience of the SMEs Sector.

Nationalized Bank Financing - SME

In India there are 27 Nationalised banks operating for the growth
of economy. It was mentioned by our late Prime Minister Smt.
Indira Gandhi that the main objective of nationalization of fourteen
banks was lo assure the below mentioned concerns:

(i) The remaval of control by afew

{ii) Provision of adequate credit facilitles to agriculture, small
industry and exports

(iii) The giving of professional bent to bank management
{iv) The encouragement of new classes of entrepreneurs, and

(v) The provision of adequate training as well as reasonable
terms of service for bank staff .
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So from the above mentioned objectives we can say that small enterprise have been area of concern by economy since many years.
Initially small enterprises were covered under the ambit of SSI Act and other legislations but now the governing legislation is MSMED
Act 2006 which had broadened the scope for MSME enterprises in India.

Table 1: Funding Through Diferen! Financial Institution to MSMEs in India (Amount in Billion)

Year SCBs m:“ SIDBI nn:q- SFCs m:m FnT::hn ff;“:“l
200001 60141 162.13 12417 88771 68%
00102 67107 12% 154.64 5% 126,32 2% 95204 70%
200203 647.07 4% 152.72 A% 120,68 4% 920,47 0%
200304 71209 10% 155,01 1% 11084 8% a77.94 73%
2004-05 #3493 1% 147 .80 -5% 105.02 A% 1087.80 7%
200506 101285 21% 172,80 17% 10051 4% 1286.16 79%
2006-07 409233 304% 181.02 5% 89,45 A% 437280 a4%
200708 496860 21% 226,64 25% 100.18 1% 529542 94%
200808 615252 24% 33421 aT% 105,35 5% £592.08 3%
2009-10 7194 B2 1% 401.22 20% 111.40 6% T707.44 3%
201011 876451 22% 488,69 22% 120,32 8% 937352 9%
201112 9840.61 12% 566.26 16% 10406 87 a5%

SourceE Resernd Bank of india dats on asset and kibilses of SCBs, SI0EI and SFCs

From Table 1 it can be observed that Scheduled Commercial bank has been contributing significantly towards financing to MSMEs in
India. The contribution of SCBs has been increasing over the years, The main reason behind it is that RBI is enforcing higher
responsibilities on banks for ensuring adequate advances to small and medium enterprises in India. Scheduled Commercial banks are
given this conscientiousness due to its wide spread operation and network all over India and compared to all type of Financial
institutions in India they are leading in dealing with all type of financial instruments. Nationalized banks in India holds around 70% of
banking Assets and Liabilities, so obviously their contribution towards MSME is more compared to private, foreign and other types of
banks.

RBI Initiatives

The Reserve Bank of India has, from time to time, issued a number of guidelines Instruction/ directives to banks in the matier relating to
lending to Micro, Small and Medium Enterprises Sectors. The Government of India has enacted the Micro, Small and Medium
Enterprises Development (MSMED) Act, 2006 on June 16, 2006 which was nofified on October 2, 2006. With the enactment of
MSMED Act 2006, the paradigm shift that has taken place is the inclusion of the services sector in the definition of Micro, Small &
Medium enterprises, apart from extending the scope to medium enterprises. The MSMED Act, 2006 has modified the definition of
micro, small and medium enterprises engaged in manufacturing or production and providing or rendering of services. The Reserve
Bank has notified the changes to all scheduled commercial banks. Further, the definition, as per the Act, has been adopted for purposes
of bank credit vide RBI circular ref. RPCD.PLNFS. BC.No.63/06.02.31/ 2006-07 dated April 4, 2007.

Glimpse of RBI Guidelines

Several guidelines issues by RBI to be considered by Banks are as follows. (The Guidelines are adopted from various RBI Circular
issued on timely basis regarding financing to MSMES by SCBs.)

a. Overall Target for Domestic Commercial Bank: The domestic commercial banks are expected to enlarge credit to priority sector
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and ensure that priority sector advances (which include the
micro and small enterprises) constitute 40 per cent of Adjusted
NetBank Credit (ANBC) or credit equivalent amount of
Ofi-Balance Sheet Exposure, whichever is higher.

b. Recommendations of the Prime Minister's Task Force:
Banks are advised to achieve a 20 per cent year-on-year
growth in credit to micro and small enterprises and a 10 per
cent annual growth in the number ol micro enterprise
accounts,

¢. Micro Enterprise: In order to ensure that sufficient creditis
available to micro enterprises within the MSE sector. banks
should ensure that:

(1) 40 per cent of the total advances to MSE sector should go o
micro (manufacturing) enterprises having investment in plant
and machinery up to Rs. 5 lakh and micro (service)
enterprises having investment in equipment up 1o Rs. 2 fakh;

(i) 20 per cent of the total advances to MSE sector should go to
micro (manufacturing) enterprises with investment in plant
and machinery above Rs. 5 |akh and up to Rs. 25 lakh, and
micro {service) enterprises with investment in equipment
above Rs. 2 lakh and up to Rs. 10 lakh, Thus. B0 per cent of
MSE advances should go to the micro enterprises.

(iii) While banks are advised to achieve the 60% target as above,
in terms of the recommendations of the Prime Minister's Task
Force, the allocation of 60% of the MSE advances to the micro
enterprises is to be achieved In stages viz. 50% in the year
2010-11, 55% in the year 2011.12 and 60% In the year

2012-13.

d. Disposal of Application: All ioan applications for MSE units up
to & credit limit of Rs, 25,000/- should be disposed of within 2
weeks and those up to Rs. 5 lakh within 4 weeks provided , the
Ipan applications are complete in all respects and
accompanied by a"check list".

g, Collateral: Banks are mandated not to accept collateral
security in the case of loans upto Rs. 10 lakh extended to units
in the MSE sector Banks are also advised to extend
collateral-free loans upto Rs. 10 kakh to all units financed
under the Prime Minister Employment Generation Programme
of KVIC. Banks may, on the basis of good track record and
financial position of the MSE units, increase the limit of
dispensation of collateral requirement for loans up to Rs.25
lakh (with the approval of the appropriate authority). Banks are
advised to strongly encourage their branch level functionaries
to avail of the Credit Guarantee Scheme cover, including
making performance in this regard a criterion in the evaluation
of their field staff.

i. Compasite Loan: A composite loan limit of Rs.1 crore can be
sanctioned by banks to enable the MSE entrepreneurs to avail
of their working capital and term loan requirement through
Single Window.

g. Specialized MSME Branch: Public sector banks have been
advised to open at least one specialized branch in each
district. Further, banks have been permitted to categories their
MSME general banking branches having 60% or more of their
advances to MSME sectar in order 1o encourage them to open
more specialized MSME branches for providing better service
to this sector as a whole. As per the policy package
announced by the Government of India for stepping up credit
to MSME sector, the public sector banks will ensure
specialized MSME branches in |dentified clusters/ centers
with preponderance of small enterprises o enable the
entrepreneurs to have easy access to the bank credit and to
equip bank personnel to develop requisite expertise. The
existing specialized SSI branches may also be converted as
MSME branches. Though their core competence will be
utilized for extending finance and other services to MSME
sector, they will have operational flexibity to extend
finance/render other services to other sectors/borrowers.

h. Delayed Payment: Under the Amendment Act. 1998 of
Interest on Delayed Payment to Small Scale and Ancillary
Indusirial Undertakings. penal provisions have been
incorporated to take care of delayed payments to MSME units.
After the enactment of the Micro, Small and Medium
Enterprises Development (MSMED), Act 2006, the existing
provisions of the Interest on Delayed Payment Act, 1998 to
Small Scale and Ancillary Industrial Undertakings, have been
sirengthened as under:

{i} In case the buyer to make payment on or before the date
agreed on between him and the supplier in writing or, in case of
no agreement before the appointed day. The agreement
between seller and buyer shall not exceed more than 45 days.

(i) In case the buyer fails to make payment of the amount to the
supplier, he shall be liable to pay compound interest with
monthly rests to the supplier on the amount from the
appointed day or, on the date agreed on, at three times of the
Bank Rate notified by Reserve Bank.

(ili) For any goods supplied or services rendered by the supplier,
the buyer shall be liable to pay the interest as advised at (i)
above.

{iv)In case of dispute with regard to any amount due. a reference
shall be made 1o the Micro and Small Enterprises Facilitation
Council, constituted by the respective State Government.
Further, banks have been advised to fix sub.limits within the
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overall working capital limits to the large bormowers
specifically for meeting the payment obligation in respect of
purchases from MSMEs.

RBI has issued many other guidelines in the area of rehabilitation
of sick units, formation of state and central level committees to
address the problem of MSMEs, Debt restructuring mechanism
for MSMEs, Cluster approach of banks, credit grantee schemes
for Micro and small enterprises.

Literature Review

Micro, small and medium enterprises comprises around 70% of
the industrial setup i India and due to this reason it acquires a
special privilege when it comes to financing through different
sources. The 12th planning commission has also emphasized
that there is a vast amount of credit gap to MSME in India and due
to it there should be minimum growth of 22% y-o-y to MSME by
Scheduled Commercial banks for three year and 25% for the
remaining two years. Reserve Bank of India at the time of framing
overall guidelines places dus importance of MSMEs.

Several studies has been done at national and international level
fo siudy the problem of MSME in areas like marketing,
distribution, entrepreneurship, human resource problem etc, but
problem related to finance has been one of the major area where
the concentration is high. As MSME are operating at smaller level,
their exposure to finance is fimited. In India major source of
finance Is through Mationalized banks and there after other
sources comes. The capital market and venture capital are not
that active in providing finance due to the risk levelinvolved init.

According 1o USAID, 2010 report, SMEs failed to get finance due
to aspects related to the bank's Interests — the financial status of
the SME and how much of a risky they were, whereas aspects of
the application that related to the SME's business skills were less
important. Over indebtedness of the owner became more
important to Fi's in larger businesses as a reason for rejecting a
finance application. It was also observed that SMEs are not good
atdocumentation for procurement of loan, which is very essential
fo get finance from bank or any financial mstitution.

CIEM {2007): This study aimed at investigating the views of
banks and SMEs, in the Asia - Pacific region, about access to
formal finance of the latter, It was observed that SMES are not
good at preparing business plan. Banks were suggested to go for
crediting of SME because of failure in payment of bank lnans. So
this may again create problem for SMES.

Popli {2009) gave few suggestion to banks with respect to SME
financing like proper training to be provided to the staff members
for proper knowledge of the latest rules/ directives of RBI, right
attitude and professional approach towards cusiomer Service.
He suggestad that more specialized branches should be opened

SMJV's CKSV Institute of Management, Vadodara, India

for SMEs Entrepreneurs. Higher Authorities should ensure that
Reserve Bank of India’ Government of India guidelines with
respect to SMEs Sector is being implemented by all the branches
in latter and spirit,

{Yost, 2011), Firms using international accounting standards
have easier access to cheaper credit. This reflects these firms'
advantage in competing for foreign bank loans. Likewise, firms
with extermal auditors also encounter fewer financing obstacles.
Moreover, firms with more foreign ownership benefit from
informational advantages and have eased financing access.

{Sankar 2012), The responses collected from the micro, small
and medium enterprises at the center reveal that Bank Officials
take unduly long time in providing loans and involve lengthy and
cumbersome paper work. Bank Officials seem, not enthusiastic
of business growth and 50 lesser concemn in busingss
development. Banks follow highly collateral security orented
approach, seek too much information & data on piece meal
gueries and cary out frequent, unscheduled & untimely visits to
residence / business siles of the entrepreneurs. Some bankers
share loan information with others and very few demand money /
favour for Inan sanction. Some respondents have revealed that
there is lesser transparency regarding interest rates & charges,
The requisition frequent renewal data, stock statements, BCs,
Revivals iritate the entrepreneurs.

Objectives of the study
Following are the objective of research work

1. To analyze whether the nationalized banks are adhering to the
guidelines of Reserve Bank of India,

2. Tounearth the further need of SME with respect to financing.

3. Identify the areas for further policy reforms to be implemented
by RBI.

Hypothesis

HO: Reserve Bank of India's Guideline are aenerally adhered by
the nationalized banks

H1: Reserve Bank of India's Guideline are generally not adhered
by the nationalized banks

Methodology

Population and Sample: The population comprises of MSME
units located in the periphery of Rajkot region who were clhient of
nationalized banks. Rajkot accounts for approximately 10% of the
MSME Industries all over Gujarat. The primary data in the form of
well-designed questionnaire has been collected from SME
representative, consisting of population segments on judgmental
sampling basis. The questionnaires have been collected from
micro, small and medium enterprises representing major sectors
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and activities of SMEs.

Procedure for Data Collection: Relevant data s collected
through 100 MSME firms belonging to different segments and
size, The researcher lacilitated the SMEs 1o give free and Irank
opinion and suggestion and ensure correct filling up forms to
ensure the perfect outcome. The language was kept quite simple
to facilitate the respondents.

Data Analysis tools and Interpretation

Data collected through primary survey was first of all tabulated.
The tables/ schedules were drawn for various parameters of SME
financing through nationalized banks in Rajkot, For the purpose of
analysis tools like graph, pie charts etc. were used. Statistical
tool T-test has been used to check the adherence of RBI guideline
by nationalized banks, The outcome of such data was interpreted
in relation to the stipulated objectives and thus conclusions is
drawn which are systematically and scientilically drawn and
commented (o arrive at the conclusions and findings.

Result and Discussion
Basic Profile of Respondent

Rajkot zone is surrounded by many MSME enterprises belonging
to varied industries, The sample chosen for the survey was based
on the judgment of the author. A major emphasis was given on
Small enterprises rather than Medium and Large enterprises
because the population of the sample consist of more small
enterprises. To make the survey more refiective of the population
small enterprises were given more welghtage. Graph 1 shows the
number of different enterprises included of survey, 52% were
belonging to Small scale enterprises. Graph 2 indicates that the
firms taken for survey are almost equally distributed with respect
to number of people emplayed by them in the range mentioned.
Graph 3 shows the cluster belonged by the respondent,
maximum are belonging to Diesel Engines, Wall clock and
Electric motors, the reason is that in Rajkot there are maximum
number of Diesgl Engine manufacturer and Electric motor
manufacturers and Morbl Is well known for wall clock and
Ceramic industries. Graph 4 shows that majority of the
enterprises are having presence for more than 10 years.

Graph 2: Number of people Employed
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Finance vicinity
Most crucial area for MSME is availability of adequate finance
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from least expensive source. Major initiatives are taken at central and state levels to eradicate this problems. But the iterature review
reveals that MSME faces hurdles with respect to raising adequate finance for capital investment and working capital need fulfiliment.
Problem afso lies with respect 1o service quality of different banks. With regards 1o the above mentioned problem the information
displayed in the Tables was gathered to get the idea about the current status of MSME financing need.

Table 2: Dependency on alternative sources of Finance

Internal Source External Source

Leasing

Personal Retained Share Bank Venlure

Savings | Eaming | Capital | Loan | STC | SIDB! | popigg | Factoring | andHire | (Other

purchase

Micro 20% 20% . ao% | 2% | 12% 6%
small 15% 16% . 9% | 3% | 13% 4% 9% 1%
Medium 12% 15% 42% | 4% | 14% 3% 1% 7% 2%

(Source: Computed from quaeshannaine)

From Tahle 2 we can see that major dependency is on the internal source of finance and bank finance, Though SIDBI is taking 50 much
of initiatives to cater to the need of finance, dependence is more on the bank finance when it comes to external sources of finance.
Innovative source of capital like Vienture capital and Factoring are not widely used, problem might be with regards to awareness and cost
of capital.

Table 3: Purpose for which finance is required

Type ol Working Capital Buying Land Renovating R&D Entering Marketing  Training  Other
Enterpiser  Capital  Equipment and Premises new Statt
Equipment Business
Micro 50% 16% 14% 5% 4% 5% 2% 4%
Small 3% 1% 18% 6% 5% 10% 2% 2%
Medium 36% 16% 1% 7% 1% 2% 15 2% &%

{Sowce: Computed from quesionnare)
Majorly the requirement of finance is for working capital. As industries are flounishing in Gujarat there is also a need of finance for capital
equipment and for acquisition of land and equipment, Least need is for Research and development as they are operating at small level,
the investment in R&D (s not affordable.

Table 4: Amount required in coming 2 years

Type ol Uptos Sto15 1510 30 30 te 50 5010 75 75 Lack More than
Enlerprise Lack Lack Lack Lack Lack lo 1 crore 1 crore
Micro 2 b 3 1 - - -
Small 8 il 15 8 7 6 2
Medium 4 7 10 i 2 3 4
{Source: Computed from quesSonnaire)

Within two years the masimum requirement will be in the range 1510 30 lacks. There are lew enterprises who requiras mare than 1 crore
to expand their business.
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Table 5: Firms facing problem in raising Finance

Type of Enterprise Micro Small Medium
Long Term Finance 73 66 at
Short Term Financa 58 53 52

It can be seen from Table 5 that majority of the emerprises are facing problem in raising finance whether it relates to short term financing
or long term financing.

Table 6: Problem faced due to inadeguate finance

Particulars Micro Small Medium
Unable to update technology ] 40 12
% of total 50% TT% 3%
Unable o purchase Land and building 4 20 10
% of total 3% 36% 28%
Unable to invest in masketing and advertising 5 30 20
% of total 42% 58% 56%
Unable to hire new employess 6 35 20
% of total 50% 6% 56%
Working capital and cash llow constraints 9 45 25
% of total 75% B7% 659%
Dependent on bank finance 10 47 30
% of total B3% B0% B3%
Unable to finance RD 1
% of total 3%

{Source: Compuied from questonnaine)

It can be observed from Table 6 that major constraints which MSME faces is that they have to heavlly rely on bank finance, because they
have no other alternative source of finance available and if available their cost of capital is very high. Working capital is also a problem
area for them because the Overdraft limit given to those by banks are insufficient to manage their requirement that is why the problem of
cash crunch also arises. Other areas where the problem lie is that they are not able to upgrade to new advanced technology, which is
very necessary for the survival of competition. Acquisition of land and hiring of new employees is also very necessary for further
growth of the firm, but that has also been restricted because of financial availability,

RB| Guidelines Specific:
Table 7: Awareness of Guidelines of RBI

Type of Enterprise Yes No Total
Micro 8 4 12
Small 45 i 52
Medium K2 2 36

14 Sankalpa : Journal of Management & Resaarch (ISSN No, 2231-1904) # Volume 4 & Issue 1 4 January - Jung 2014



SMJV's CKSV Institute of Management, Vadodara, India

Awareness of RBI issuing of guidefines is less amongst Micro enterprises but when it comes to small and medium enterprisas the
awareness level is more than 85%.

Table 8: Sources of RBI guidelines

m “'::m ':::: Banks Magazines Seminars Other Total
Micra 1 3 1 2 1 B
Small B 21 3 7 § a5
Medium 1 2 8 i 5 5 a4

Generally the firms are getting awareness of guidelings through banks directly or indirectly.
Table 9: Review of RBI guidelines by MSME

Type ol Enterprise Monthly Semi Annually Yearly Never % of Never Total
Micro 1 1 10 B3% 12
Small i 6 15 27 52% 52

Medium 2 7 12 15 2% 36

The biggest constraint is that majority of the firms are not reviewing guidelines of RBI on timely basis and there are many enterprises
who are not at all reviewing the guidelines. Due to it they have to rely on the information provided by the banks and have to take it as last
judgment.

Table 10: Adhering to various Guidelines of RBI

Main aim of Table 10 is to examine adherence of RBI guidefines by nationalized banks. Overall respond of the different type of
enterprises is as follows.

S P No. of MSME % of

No RB! Guidelines Respanden Yos Mo o

1 Loan applications for MSE units up to a credit limit of Rs. 25, 000/-was sanctioned 16 8 8 050
within 2 weeks, supportad by all required documant )

2 Loan applications for MSE units up to a credit limit of Rs. 500000/~ was sanctioned 63 22 m 035
within 4 weeks, supported by all required document ?
Did Banks on the basis of good track recond and financial position of the MSE units,

3 | increased the limit of dispensation of collateral requirement for loans up to Rs.25 72 32 40 0.44

lakh (with the approval of the appropriate autharity).

Are the specialized MSME branch treating the enterprises
on different footing compared to general hanks?

Did banks approved composite loan of Rs.1 crore to avail
of their working capltal and term loan requirement

Are banks promating continuation of the Credil Linked Capital Subsidy Scheme
{CL5S) for Technology Up gradation of Micro and Small Enterprises from X Plan to
5 ¥ Plan (2007-12) subject 1o the lollowing terms and conditions: 47 20 o7 0.43
(i} Ceiling on the loan under the scheme is RS, 1 crore. '
(i) The rate of subsidy is 15% for all units of micro and
small enterprises up to loan celling at St No. (i) Above.

7 Do you feel that the banks are following the Banking Codes and Standard Board 4 2 20 053
of India (BCSBI) strictly. or taking them lghtly ? )

18 10 B 0.56

17 9 B 0.53
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Are Banks promoting collateral-free loans up toRs. 10 lakh to all units financed p, 3 5 0.38
under the Prime Minister Employment Generation Programme of KVIC? :

g | Are banks promofing schemes of Small Enterprises Financial Centers? g 5 4 0.56

Arg the policies of the banks driven lowards development of various cluster
10| o Rajkot region? 1oa 57 43 057

4 Are banks considering Micro enterprises as priorty sector enterprise and 12 9 3 0.75
| promating funding to them? '

(Source: Computed from questionnaire)

Last column reprasents the proportion of respondent who agrees about the guideline followed by the nationalized banks, it can be seen
that in Question number 4, 5, 7.9.10 and 11 proportion of respondents who follows guidelines are greater 0.5, all the remaining
proportion of respondents following guidelines are less in number. To be clearer t-test for proportion has been done for Individual
(uestion. Results are given in Table 11. The author have taken test vaiue equal to 0.5 and not near to hundred percentage because there
might be some cases in which banks looking at the financial condition of the MSME units or other parameters not feel feasible to follow
the RBI guidelines equally in all cases.

Table-11 One-Sample Statistics

(uestions N Mean 5td. Deviation Std. Error Mean
at 16 /5000 51640 A2810
02 63 3482 A4B055 06054
a3 [ 4444 S0033 05897
a4 18 /5556 ARk 12052
a5 17 5204 51450 12478
06 47 4205 49977 07280
a7 43 5349 50468 07696
08 B A750 51755 18298
g L 5429 49725 13288

am 100 A700 49757 04976
an 12 7500 45227 13056

Table-12 1- test for proportion

Test Value = 0.5
95% Confidence
Interval of the Difference
: Mean
Questions t df Sig. (2-tailed) Difierence Lower Uipper
m 000 15 1.000 00000 -.2752 2752
az 2491 62 015 - 15078 -2718 0268
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a3 -.842 I 349 -.05556 -17TH
04 A6 17 651 05556 - 1987
05 236 16 17 02941 -.2351
a6 -1.022 46 a2 -07447 2212
a7 453 42 £53 03488 - 1204
a8 -.683 7 a6 -12500 -5577
as 1.078 13 02 14286 - 1442
Q1o 1.407 99 163 07000 - 0287
an 1.915 i a2 .25000 -0374

0620
3088
2839
0723
902
3077
4300
1687
53r4

From Table-3 it can be seen that only question-2 has p-value < 0.5, all other questions has p-value greater than 0.5, which means that
all others are non-significant. Since t-test for proportion has indicated most of the question as non-significant i.e. there is a mixed
opinion with respect to RBI Guidelines being strictly followed by nationalized banks or not. Thorough conclusion cannot be made with
the help of statistical outcome as majority question are statistically insignificant.

In majority of the question Null hypothesis is accepted as they are statistically insignificant
HO: Reserve Bank of india's Guideline are generally adhered by the nationalized banks

Then also it can be concluded from the table that at least fifty percentage of the respondent do not agree with the nationalized banks
following the guidelines.

Note: Guideline concerning revival of sick units not considered as none of the units were falling under the category of sick unit.

Table 13: Opinion and Experience with respect lo financing from nationalized banks

5r No Opinion/Experience Yes No % of Yes

' Range of different financial products offered by Nationalized banks 53 a7 0.53
for business has improved in the recent years i

2 Out of the different financial product availabie you know which product 4 58 042
is sultable for your business e :

3 On an average obtaining finance fiwough your bank required lesser time 39 61 0.39
compared to previous years :

4 Do Banks provide adequate knowledge regarding the requirement of 03 7 0.23
banks for providing finance :
There has been positive change in the policy/attitude with regards to

a 41 a9 04
financing

g  mere s no need of thinking of aternative sources of finance apart from 27 77 0.23
finance from Nationalized banks, '
Ara you optimistic about meefing your financial requirement from

f Nationalizad banks 43 &7 0.43

8 Are the banks insisting to sanction loan without credit rating. 82 18 0.62

(Source; Computed from questionnairs)
From Table 13 it can be seen that for guestion 1 and question 8 majority of the firms are satisfied but for remaining the proportion of yes
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is less than 50%. Majority of the firms think that in upcoming days there will be requirement to think of alternative finance apart from
bank financing.

Table 14: Suggestion for further policy reforms by Banks and RBI

Sr No Suggestion Yes No
1 Should there be a strong policy regarding the launching of more Specialized MSME branches g2 L[}
5 Apart from Micro indusiries should Smaill and Medium enterprise be under the ambit of priarity 61 ag

sector lending
3 Should the interest on financing by Nationalized banks to MSME be governed stricty by RBI 2 a3
q Should the limits for collateral free security lending to MSMES be increased B7 33
5 Is there a requirament for separate mechanism to handie the grievance of MSME with regards 18 94
to Financing?
(i Is there any further requirement of export/ Import aided financing? 15 B85
7 Is there any requirement of further increase in financial products to fulfill the nesds? 51 43

(Source: Compated from questionnain)

From Table 14 it can be seen that MSMEs are willing to have more number of specialized MSME branches to cater their requirement.
According to the norms of RBI only micro are covered under priority sector lending but small and medium enterprise are not under the
ambit of it. MSME are suggesting RBI to cover majority of them under Priority sector lending. Due to inflation the requirement of finance
is increasing and due to it there |5 again a strong suggestion for increasing the fimit for collateral free security. Dissatisfaction does not
prevail with respect to interest rate being charged.

Conclusion and Remarks

1. The awareness regarding RBI issuing guidelines to bank for their operation with MSME is with majority of the enterprises but all of
them are reluctant to review the guidelines on timely basis.

2. When we look at the proportion of respondent, majority of them are denying about nationalized banks strictly adhering to the
guidelines of RBI.

3. Dependence of owner's finance and Scheduled commercial banks is very high compared to other alternative sources of finance.

4. Working capital financing is critical problem for MGME. Apart from it they are also facing problem to finance their long term
investments.

Suggestion

Based on the close ended guestion asked to the respondents few of the needed suggestions are as under.

1. More number of specialized MSME branches should be established to cater the need of increasing MSME enterprises.

2. Apart from Micro enterprises, small and medium enterprises should also be included in priority sector.

3. Thelimit for Collateral free securities should be revised.
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Abstract

Financial planning Is the process of solving financial problems
and achieving financial goals by developing and implementing a
personalized "game plan." A true financial plan does not focus
one aspect or product, but instead seeks to take all areas of
planning into consideration when making financial decisions.
360° Financlal Planning is a unique software-based simulation
that takes a holistic view of your life-long financial needs and
charts a personalized investment strategy 1o help you meet them.
Briefly, 360° Financial Planning comprises: Investment Planning,
Tax planning, Insurance Planning, Children's future Planning,
Retirement Planning. Still in India the concept of Financial
Planning is at a nascent stage. People are doing their financial
planning by relying on brokers or financial advisors.

This research is based upon the importance and awareness of
personal financial planning amongst individual investors. 360
degree Financial Planning Approach and Modern Portfolio theory
concepts were used to design the financial plan of investors.
Different linancial calculators are used 10 design the financial plan
of an individual. A case study was prepared of individual
investor's financial planning and as per the information given by
investors, their actual plan/ portfolio is prepared and it is
compared with ideal 360 degree financial planning approach and
modern portfolio theory approach. After analyzing the
shortcomings of the actual plan, new financial plan is
recommended 1o theinvestors as per thelr risk appetite and return
expectations.

The findings of the research reveal that awareness of personal
financial planning is very less amongst the investors. Athough
being awarg about financial planning people do not actually
prepare their financial plan and everyone is satisfied with their
own financial judgments. The recommendations given by the
researcher would be immensely useful to the investors to design
thelr own personal financial plan in a professional manner,

Key words: Personal Financial Planning, 360 degree financial
Planning, Modern portfolio theory, Risk-Return Analysis.

Introduction about financial planning
Financial planning is the process of solving financial problems
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and achieving financial goals by developing and impiementing a
personalized "game plan.® In order to be effective this “plan® must
take into consideration an Individual's overall picture. It must be:
» (Coordinated

» [Comprehensive
» Continuous

A true financial plan does not focus one aspect or product, but
instead seeks 1o take all areas of planning Into consideration
when making financial decisions,

Figure 1: Approach |- 360 degree Financial Planning

Mo b sl B9
LAY

360
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{Source: Bajaj Capita)
360° Financial Planning is a unique software-based simulation
that takes a holistic view of your life-long financial needs and
charts a personalized investment strategy 10 help you meet them.
Broadly, it involves:

= |dentitying your current financial status listing and prioritizing
your goals, creating a sound investment plan to achieve them

= Monitoring the plan to facilitate switt corrective action, if
neaded

360" Financial Planning is based on the premise that every
individual has cerlain basic financial needs that are expressed al
varlous stages of life (getting married, buying assets like homes,
vehicles, or providing for your children's education and wedding).
With the help of 360°Financial Planning, one can prepare well in
time for alithese goals,

Instead of investing in an ad-hoc manner, 360° Financial Planning
helps to take a holistic, all-round view, Briefly, 360" Financial
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Planning comprises:
» |nvestment Planning: To make your wealth grow
» Taxplanning: To save on taxes and increase your income

» [nsurance Planning: To protect yourself, your family and your
assets

» Children's future Planning: To give your children a financially
secure future

» Retirement Planning: Because retirement is a time to relax, not
to get worried

Approach II: A wealth allocation framework for the individual
investor as per modern portfolio theory

Three Dimensions of Risk

The three objectives of an “ideal portiolio” lead naturally to a
framework with three very ditferent dimensions of risk: personal,
market, and aspirational.

s Personal Risk: You must protect yourself from personal risk.
This means protecting yourself from anxiety regarding a
dramatic decrease in your lifestyle (Chhabra and Zaharoff,
2001).

* MarketRisk: You need to take on market risk (Markowiiz,
1952a; Sharpe et al., 1998), inorder to grow with your wealth
segment and maintain your ifestyle.

= Aspirational Risk : You could take on aspirational nisk if you
desire to break away from your wealth segment and enhance
your lifestyle.

Modemn Portfolio Theory only recognizes market risk and seeks
to minimize it through optimal asset allocation.

In contrast, the wealth allocation framework identifies three very
different risk dimensions and seeks to optimize all three of them
simultaneously. We call this risk allocation. In the new framework
risk allocation needs to precede asset allocation. Figure 2
flustrates each risk dimension with its corresponding objective
and trade-offs.

Summary

« Allpcations to the personal risk bucket will limit loss of wealth,
but will yield below-market retums.

» Aliocations to the market risk buckel will provide risk-adjusted
market returns (thisis the Markowitz Framework)

= Jllocations to the aspirational risk bucket should yield higher-
than-market returns, but with the risk  of Substanfial loss of
capital. In the very simplest case this wealth allocation frame-
work can be reduced to a standard diversified portfolio with
downside protection and enhanced upside potential,

SMJV's CKSV Institute of Management, Vadodara, India

Figure 2: Three Dimensions of Risk
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(Source: Joumnal of Wealh Management, 2005)
Literature review
Researches worldwide have shown how an individual can plan

his/her investment planning and retirement planning. Some of the
important researches are as follows:

= Arthur B, Kennickell, Martha-Starr-McCluer, & Annika E.
Bunden (1978) have found that there was fair amount of
variation in the extent to which peopie had thought about
reasons to save. Most of the respondents seemed familiar
with basic recommendations of Financial Planning.

» Kahneman and Tversky (1979) note, investors experience
losses far more intensely than gains. Additionally, this “loss
aversion” is usually simultaneously operative with other
behavioural propensities, such as mental accounting.

* Rac and Abraham (1986) found that people do their
investment planning according to current situation in the
market & for retirement planning, they usually take Insurance
& Fixed Deposits.

»  Warshawsky and Ameriks (2000) perform the experiment of
imputing the current wealth holdings of U.S. households, as
reported in the Survey of Consumer Finances (SCF), into one
of the most popular financial planners: Quicken Financial
Planner. According to the predictions of the planner, they find
that about half of working middle class American households
will not have fully funded retirements, Some will actually run
out of resources very shortly after retirement. These findings
are concenfraled on specific groups of households, in
parlicular those with little education and thosé close 1o
retirement (age 50 or more as inthe HRS sample).

= Loewenstein el.al (2001) proposed an alternative theoretical
perspective, the risk as-feeling hypothesis. That highlights the
role of affect experienced at the time of decision making.
Drawing on research from clinical physiological and other
subfields of psychology, they observed that emotional
reactions 1o risky situations often diverge from cognitive
assessments of those risks.
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= Rodrigues, Lewlyn L R, in (Apr-Jun 2004) examined the
views of company employees and their main finding was that
the surveyed personal finance topics are important and
working adults are not knowledgeable about them. First, the
results show that retirement planning is very important.
Additionally, many long-term financial planning issues such
as sefting goals and issues related to company benefit
provisions are impaortant,

» Bernheim (1995, 1998) was one of the first to emphasize that
most individuals lack basic financial knowledge and
numeracy, Several surveys covering the U.S. population or
specific sub-groups have consistantly documented very low
levels of economic and financial literacy.

» Lusardi and Mitchell (2006) devised a special module on
financial teracy for the 2004 HRS. Adding these types of
questions 10 a large U.S. survey is important not only because
it allows researchers to evaluate levels of financial kmowledge
but also and, most importantly, because it makes it possible
to link financial Iiteracy 1o a very rich set of information about
household saving behaviour. The module measures basic
financial knowledge related to the workings of interest rates,
the effects of infiation, and the concept of risk diversification.

» Das, Markowitz, Sheid, and Statman (2009) studied goals-
based investment in a mean- variance framework. They
argued that their goals-based wealth management
methodology does not introduce material inefficiency and
showed that the optimal subpart folios It leads to are
mean- variance efficient in an unconstrained setting and
nearly efficient,

Research Methodology
Objective of the Research

The main objective of the research was 1o know the importance of
personal financial planning to meet short and long term goals in
the presence of various innovative and new investment
instruments coming up in the markel. It was even aimed at
constructing sample financial plan for the investors based on
their Nat worth, future goals and aspirations.

Research was further aimed at anaiyzing the awareness of
personal financial planning amongst the various age groups of
earning people. The rationale behind conducting this study was
critically examined how many actually plan their savings in the
COITECt manner.

Type of Research

Exploratory type of research was conducted in which 15 people
were interviewed of different age group. In interview guestions
were asked relating to awareness of personal financial planning

and other financial details to prepare their financial plan. Out of the
15 people, 2 detailed financial plans were incorporated in the
research paper that are prepared by using different approaches ol
financial planning (The names used in the paper are changed).
Data sources

Primary Data: Primary data was collected by inferviewing the
respondent,

Secondary Data: Secondary data was collected through books,
magazines, newspapers and websites.

Sampling Plan: Targeted population was divided according to the
age groups. People between the age groups of 30-45, 45-60 and
60 and above were surveyed. These individuals were financially
independent and having long/short term financial requirements.
Individuals of different occupations were selected to have more
expaosure in the fiald.

Sample size: Sample size was15 divided equally amongst the
three age groups.

Sampling method: Stratified random sampling method was used
and straig's |dentified were age groups of 30-45, 45-60 and
Above 60. Oul of that 5 individuals were randomily selected from
gach strata,

Limitations

# (Only 15 people were interviewed as preparing financial plan
was lengthy.

= Pepple were not more willing to give micro detaifs of their
financial plan.

» |nferviewee might not trust anyone and depend on their own
|udgments for investments.

Financial Calculators Used: Different investment calculators
were used for the analysis of the Information.

Risk thermometer (analysis): Bajaj Capital.com

15 people were interviewed to know about the awareness of
financial planning and the findings were:

Figure 3: Awareness graph

Baware
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Amongst those 15 people 9 were aware about parsonal financial planning concept while 6 were not aware about it.

Instruments which are selected by investors are gither not proper as their age, income and risk- return appetite o r either
the proportion which is invested is not sufficient to meet the future requirement of the respective goals of investors.

Awareness was good in the areas like Investment, Insurance and Tax Planning while it was not s0 good regarding Retirement,
Children Future and Child Marriage Planning,

Investors don't have visibility of savings for their long term goals |ike retirement, marriage of children efc.

70% of respondents are mostly doing financial planning by not keeping in mind their short term and long term goals.
65% of respondents are mostly relying on agent or Iriend's advice for their financial planning.

Generally investors do investment for mediumtermi.e. for 1-3 years rather than going for long term.

Investors from the annual income spend more amount and save less. So personal financial planning means just savings into
different instruments that myth is prevailing in the minds of people.

Gold is the best secured investment and Equity Market and Fixed Deposits are the bestretum giving investment tools.

Analysis

15 individual Investors were interviewed and out of that 2 detailed Financial Planning case studies were prepared to understand the
depth of all financial planning strategies. (Names are changed for the purpose of the study)

CASE STUDY I: BASED ON 360 DEGREE FINANCIAL PLANNING
Wealth Accumulation Phase of Male Investor: Age Group: 30-45 years

Client Name: Mr. Avinash Vora
Age : 42 years

Education | Engineer
Occupation : Serving In an MNC company and enjoying Senior position
Family Details: Wite aged 40 years, Daughter Seema Age: 16 years, Mother Jaya: 70 years age.

Sankalpa : Journal of Managament & Research (IS5N No, 2231-1904) # Volume 4 4 [ssue 1 & January - June 2014

Table 1: Expenditure and Investment Statement

Income Expenditure Statement
Particulars Manthly Annual

Salary Income (Post Tax) 1,10,000/- 13,20,000/-
Expenses

Household Expenses 40.000/- 480,000/
Daughter's education expenses 8000/ 96.000/-
Home loan EM 12.140/- 1,45 G80-
Mutual Fund -5/P 30,000/ 3,60,000/-
Insurance Premiums 14,160/ 1,69.920/-
Surplus 5,700/ 68.400/-




SMJV's CKSV Institute of Management, Vadodara, India

Insurance Policies
Type of Insurance Product Sum Assured (INR) Annual Premium | INR)
Life Insurance
Endowment Policy ( 8 policias) 8.50,000/- 54670/
Pansion Pian { 2 policy, 1 ULPP Premium NIL 90.000/-
Total A 8.50.000/- 1,44 670/~
General Insurance
iﬁ?ﬁﬁﬁgﬁuﬁ T“’“ 3,00,000/- 19,350/~
Car Insurance 2,00,000/- 5.900/-
Total B 25,240/~
Grand Total Premium (A+B) 1,690,920/
Dther Investmants
Type of investment Amount {INR)
Savings Bank 10,000/-
Fied Deposits 6,35,000/-
PPF {Just started) 70,000/
Direct Equity (mostly midcap stock) 3,45,000/-
Equity Mutual Fend ( mostly thematie funds & NFO's) 10,60,000/-
Total Investments 21.20,000/-

{Source: Based an fhe datz collecied from interview)

Table 2: Life Goals (In Present Value terms)

Goals Year Amount (In INR)
Nisha's Education Goal (Medical Education) 201 20 lacs
Misha's Marrlage Goal 2019 5 lacs
Ratiremant 2020 Same |ifestyle as now

{Source: Based on the dats collacted from inderview)

Contingency Funding

He had only Rs. 10,000/- in the bank A/c. This would not be enough to meet any urgent requirements. He needs to keep atleast 6
months household expenses to meet any critical neads. This works outto Rs. 40,000/ * 6 = Rs. 2, 40,000 /- . This money can also be
kept in ultra short term funds or liquid funds & shifted to savings bank every 3 months.

Insurance Planning

Nore of the policles were of any actual benefit to him. They did not give him any proper cover nor were they any good from the
investment angle because of high charges & costs. Thus the advice was o surrender most of the policies (after payment of 3 yearsin
caseof endowment and 5 yearin case of ULIP) & whatever premiums were allocated to them should be re-allocated first to a term cover
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of atleast Rs.59 lacs (need based amount of Rs. 63 lacs + Rs. 25
lacs commitment for children education & Marrlage). This would
anyways be cheaper than what annual premium he is paying now.
The major balance left should be left towards his goals.

Seema's Education Goal

SMJV's CKSV Institute of Management, Vadodara, India

Mr. Shubham Sinha (name changed) is a currently retired bank
employee and wants 1o live a comfortable ife after retirement
and does not want to take lot of risk. Mr. Shubham Sinha's age is
58 years.

Table 4: Current Nel worth Statement of Mr. Shubham Sinha

He wanted to commit Rs. 20 lakhs for Seema's education after 2
iculars Amount (Rs,
years faor the next four years. Taking infiation in to account this will . (Rs.)
work out to a corpus of Rs. 23 flakhs. The planning recommended Assels
is as follows. He has to convert his Equity mutual funds, FD and Personal Assats
direct aquity to SIP which can give him the desired amount. e SRS
Table 3: Existi d ded of investment
s " ::1 "“"':“'“ m_':": - . Investment Real Estate 25,80,000
ans t | Recom ed t
Seema’ I::s rance = Seema's Ins Ia. == o t
i 5 ] MSUrAanc
Plan 2,00.000 Plan 2,00.000 Large cap company stock portfolio 35.00,000
Equity Mutual SIP which gives Concentrated stock position 8.00,000
Ruinds 10,60.000 a‘ﬂea::] g%mrﬂhtm 85,000 p.m. Corporate Bond Portiolio 94.00,000
Cash and Cash Equivalent
Direct equity | 3,45,000 i RN
Fixed Deposits | 6,35,000 —
sl ESOPS from Prior Employer 4,00.000
Seema’s Marriage Goal Total Assels (A) 1,38,00,000
He had planned his daughter's marriage after 10 years & wanted Liabilities
to commit Rs. 5 lacs for it {In PV lerms). Taking 8% inflation into Morlgage on Primary Residence
account, it worked out to be around 10 lacs. With 10 years for the (9.5% Floating rate) 10.00,000
goal we could keep an agoressive rate of return of 14 % in mind. Mortgage on investment real Estale ;
Equity wouid form the backbone of the portfolio. Forthishe would | (10.5% floating rate) 40,000
require a lump sum of Rs. 2,65 lacs or SIP of Rs. 2500. He had to
A : Total Liabilities (B 18,00,000
invest in equity funds & as when the goal was nearing he had to ® e
start shifting to debt and liquid avenues. Total Net Worth 1,20,00,000
Currently he had household expenses of Rs. 4.8 lacs p.a. He Table 5: Shubham's Risk Components
wanted to retlre at 60 years & after assuming a llfe expectancy of
75 years, he would require a corpus of Rs. 1.20 crores approx on Personal Risk Market Risk Aspirational Risk
retirement. He has made a big mistake of starting PPF account ndian
Just last year. So now PPF (Public Provident Fund) would notbe | g large cap investment|, - on 0o
helpful to get him that corpus. With the PPF he has to start with mmﬁu 40,00,000] " ey | 32:00.000 :’:;E;:'";I )
SIP inmutual funds to reach that corpus. partiolio
Major Mistakes made by Client in Financial Planning Morigage e
, on pamary Corporate on
e Starting PPF very late residence |10.00,000| Bond |24,00,000] IMVestment o oy non
o Life ) {9.5% Partfoiio RealEstats | ="
oomany Life insurance policies fioating rate] (10.5%
e Majority of savings in Equity Yoatig ke
Goncen
CASE STUDY Il: BASED ON MODERN PORTFOLIO THEORY i o] I ted | 4 00 000
Wealth Consalidation Phase of Male Investor: Age Group: 45- | eqaiers | stock | *
60 years porfiolio
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ESOPS
from prior | 4,00,000
Employer

Total |31.20000] Total |59,00000| Tota ]29,80,000

Component Component Component

Allocation | 2% [ amocaten| 9% | Miocation| 24%

DObservations: A simple analysis of Shubham's current risk
allocation shows that he has 26%, 50% and 24% allocation
across Personal, Markel and Aspirational risk. Intuitively, far a
person who is is recently retired, it seems that 24% is too high
allocation to Aspirational risk assets. Also, the 26% allocation to
personal risk assets is probably 100 low to adeguately protect
Shubham form personal risk factors.

The following analyzes Shubham's risk factors in depth.
Personal Risk Factors:

1. Fioating rate Mortgage exposes Shubham to the risk of rising
interest rates.

2. Cash reserves of As. 1,20,000 are too low and could lead o
liquidity crisis.

Market risk Factors:

1. The stock allocation represents almost 2/3 of Shubham's
Market risk assels and may be too high for someone in

retirement. The overall assetl allocation should be more
conservative based on Shubham's risk tolerancs,

2. The equity allocation should be diversified across different
market sectors, style size and should also Include an
imernational component.

3. The bond allocation should be diversified across maturities
and Credit qualities.

4. The portfolio should include altermative assets such as
commodities or structured products to achieve further
diversification and superlor risk adjusted returns.

Aspirational Risk Factors

1. Exposure to the concentrated stock positions and company
stock option is too large.

2. Exposure 1o short term Inferest rate risk through floating rate
mortgage on investment property.

After reviewing client's risk factors and overall situation, the
recommended wealth

Allocation framework is shown in Figure 4.

Figure 4: Asset Classification for each risk factor

Table 6: Proposed Risk and Asset Allocation

Personal Risk Markel Risk Aspirational Risk
Primar Diwersihed Concan
Hmngﬂ 40.00,000| direct aguity | 12,00,000 | rated stock | 8,00,000
partioiio porifolio
Mortgage ESOPS from Diversified
o primary | 10.00,000  prios 1800000 | equity | 4.00,000
rasidence Employer Mutizal Fund
(10.5% Long term
Roating rafe) et fueg | 18:00.000
Cash and
Cash | 500000 “mfﬂg:“f' 480,000
Eruivalent
Manay Privatn Equiy!
Market | 13.00.000] Strictured 7.20,000
Mutual Fund] Products
Total 4800000 Tatal B0,00.000 Total 12,00, 000
Companent Companent Companent
niocation | *** | Amocaon | * | Aliocation | 17*
Recommended changes

Personal risk recommended changes:

1. The overall amount of assets in personal risk factors
Increased to 40 % in order to align the investor's Portfolio with
his conservative objectives,

2. More cash holding is recommended for emergency needs.

3. Allgcation to MMM is done for liquidity, safety and to earn risk
free rate of interest.

4, Foating rate loan is switched fo fixed rate of load to reduce
investor's exposure o interest rate risk.

Market risk recommended changes:

1. The portfolio was diversified across asset classes and within
asset classes according to modem Portlolio theory in an
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order to maximize potential return for given amount of risk.
2. Structured products and private equity are added for their diversification benefits.
Aspirational Risk Recommended Changes:
1, The overall afiocation to Aspirational risk assets was reduced because the client has excessrisk exposure,

2. The farm land real estate investment was sold off, after paying loan and the balance was transferred to Personal risk Asset
Components.

Conclusion

From the research undertaken the researchers have concluded that proper financial planning is important for meeting long term and
short term goals. Different investment instruments can be selected according to the individuals risk appetite and return expectation.
Proper financial planning can help a person to reduce their taxliability and increase their financial growth.,

Findings also reveal that although being aware about financial planning people do not actually prepare their financial plan. Instead of
consulting financial advisor everyone s satisfied with their own financial judgments. There is also less willingness to share financial
details for financial plan preparation.

Retirement planning is an area where there is least awareness. From our survey of 15 individuals only one person had planned for his
retirement. Children future planning is also not famous for planning investments. Awareness is good in Investment, Insurance and Tax
Planning amongstinterviewee,

Thus, it can be concluded that financial plan if prepared after understanding risk appetite and returmn expectations, can be really helpful
and 360 degree financial plan can be the best possible approach to prepare the financial plan.
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Abstract

The recent verdict by Supreme Court on Vodafore case
generates fresh debates on whether India needs to review her
evisting legal provisions parficularly with respect to offshore tax
laws. In this context, formal treatment and clear demarcations
between tax evasion, tax avoidance and tax planning practices
are imperative. The Standing Committee on Finance in ts 49th
Report on Direct Taxes Code bill, 2010 (submitied to Parliament
on 9th March, 2012) recommended Controlled Foreign
Corporations (CFC) rules, Advance Pricing Agreement (APA)
along with General Anti- Avoidance Rules (GAAR) provision 1o
replace the Income Tax Act, 1861 as per the International Taxation
Standard and also in line with the recent Chinese Corporate
Income Tax (CIT) Law introduced in 2008 to deal with ofishore
transactions via holding companies. Whereas introduction of
GAAR is essential, given the Emited applications of a specific or
targeted anti-avoidance rule. The Committee also acknowledges
the need for an appropriate Dispute Resolution Panel (DRP) as
GAAR might result in a disproportionate discretionary power for
the Income tax authority. The appropriate application of GAAR
provision assumes a crucial role, in particular with countries
lacking any Limitalions of Benefit (LOB) clause (e.q. Mauritius)
with India. Before entering into litigation, it might be beneficial to
seftle tax disputes through a bilateral negotiation in the form of
Mutual Agreement Procedure (MAP), where tax authorities of the
respective countries negotiate to settle disputes in a cordial
manner. The present study aims to attempt how undue
advantages are taken due to the lpopholes in Indian Income Tax
Act, 1961.

Introduction

The recent verdict by Supreme Courl on Vodafone case
generates fresh debates on whether India needs a review of her
existing legal provisions particularty with respect to off-shore tax
laws. Regarding this, serious discussions are essentlal for a clear
distinction between tax evasion, tax avoidance and tax planning.
Tax evasion i5 the lllegal practice where individuals/firms escape
paying taxes to the government through defiberate concealment
or misrepresentation of thelr tax liability. On the other hand, when
a laxpayer escapes his/her lax liability by exploiting legal

ambiguities or in other words resor! fo non-compliance of tax
payments being entirely within the framewaork of the law (i.e. nol
violating any laws), it amounts to tax avoidance (Sandmo 2004).
Another way to make a distinction between fax evasion and
avoidance is thal while in case of evasion, transaclions are
mostly unreported due to the nalural tendency of avoiding
punifive actions, in tax avoidance defaits are not hidden by tax
payer(s) i.e. transactions are usually on record. Forinstance, the
Australian Ralph Review of Business Taxation has described tax
avoidance as misuse of the law that is often driven by structural
loopholes in the law (Garg and Mukerjee 2012). However, it is
often difficult to distinguish between the two as both practices are
harmiul to saciety as they cause a drain on the exchequer through
loss of public revenue. Both tax avoidance and evasion are forms
of tax non-compliance describing a range of activities that are
unfavourable fo a nation’s tax system. For instance, though fax
avoidance is a legal practice, it is often wery hostile as
companies/ Individuals seek to pay less than their tax liabilities.
Such apgressive tax avoidance causes substanfial public
revenue loss. Hence, most lerature on tax evasion discusses
both tax evasion and avoidance as a collective way of escaping
taxes (using terms fike 'tax non-compliance’ or tax dodging’).

On the other hand, ax planning' may be justified where
individuals/institutions or firms plan to minimize their tax
payments through financlal planning. A disturbing fact is that
while tax evasion is an outright illegal way of non-payment of
faxes (breaching the law) and from legal point of view is quite
unambiguous, the distinction between tax avoidance and tax
planning is often difficult to make. The ambiguity arises since
baoth the tax planning and tax avoidance is related with the activity
of non-payment of tax liability being within the framework of the
law. For instance, a person may adopt different accounting
methods for different sources of incoma/ invest in tax saving
securities/ other tax-planning schemes — all these may reduce/
negate tax liability and do not violate laws. However, some
strategies for tax avoidance (for instance transter mispricing) are
often intended for the sole purpose of non-payment of taxes and
hence controversial. Therefore, tax avoidance is controversial
and often freated as bizarre whereas tax planning is not, But the
distinction batween the two in practice is extramely difficult since
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both are legal. Therefore if a person/ company is accused of tax
avoidance in its negative sense, that person/ company may claim
that the intention is only ‘tax planning’ and not tax avoidance’. The
debate then ultimately boils down towards identifying what
fransactions should be treated as legal,

Given the profiferation of sophisticated devices used by
companies for non-compliance of legitimate tax payments fine-
tuning the existing legal provisions has also become assential.
Nobody would fike to pay tax since it reduces disposable incorme.
However, the approach towards non-compliance is crucial. For
instance, an economic entity in India may engage in a ‘tax
planning’ by investing in a judicious portfolio of tax saving
instruments ( e.g. National Savings Certificates, Equity Linked
Savings Schemes etc.) to minimize her overall annual tax
payments. On the other hand, a practice of routing back same
amount of money via a number of tax haven countries (or the so
called ‘round tripping’) to the origin country, or parking higher
profits in lower tax jurisdictions and lower profits in higher tax
jurisdictions via transfer mispricing' may be ‘tax avoidance'.

Anather way of looking into the difference between tax planning
and tax avoidance is that while an economic entity tries 1o
minimize the overall tax burden by utilizing the available options in
case of tax planning (and does not try 1o escape from tax
payments), in case of tax avoidance an entity tries lo escape from
tax burden by creating sophisticated methods for non-
compliance of legitimate tax payments. However, it is difficult 1o
treat the latter practice in a legal manner as it Is done within the
framework of the law, even in cases where the sole purpose is
non-compliance of taxes and nothing else. Certain transfer
pricing policies have been challenged on legal ground in some
countries. For Instance, global pharmaceutical company
GlaxoSmithikline was accused of charging a transfer price for its
marketing services fo its US-based subsidiaries at rates much
lower than the narmal market price, which undermingd Glaxo's
US income. By understating its income, the company escaped
around USD 5.2 billion in US taxes. Glaxo had to pay a penalty of
IS0 3.4 billion to the Internal Revenue Service (IRS) of the United
States after a prolonged litigation. This case is remarkable in the
sense that GSK's USD 3.4 billion payment to the IRS is the largest
single payment made fo the US tax authority fo resolve a tax
dispute. Again, Russia's biggest privatized energy company.
Yukos, has allegedly been engaged in stripping of enormous
amount of assets and of transfer pricing. The Russian
government filed a case against Yukos and a number of shell
companies helping the transfer pricing process by acting as
legitimate financial institutions. The Russian government claimed
that a subsidiary of Yukos sold crude oil at a price much below the
market rate to some shell companies to escape Its tax liability. The
shell companies are unregistered companies and therefore not

liable to pay tax to the Russian government. These companies are
accused of reselling the crude oil at much higher prices than the
transfer prices charged by Yukos to domestic and foreign buyers,
and the revenues following the resale has in effect been
appropriated by Yukos. Yukos has been able to escape the tax by
officially repoarting a much lower transfer price (below he taxable
limit) while indirectly appropriating the revenue proceeds from
the resale at the market price (not declared, as these prices were
charged by shell companies not officially registered with the
Russian government as being liable to pay tax).

The Supreme Court Verdict on Vodalone

In this contaxt, the recent Supreme Court (SC) verdict regarding
the Vodafone case is not only important for the Income Tax
Department (I-T Department) of India but for the country as a
wholg, given the aspact of shrinking fiscal policy space with
respect 1o resource mobilisation. It Is erucial to understand the
reasons for which SC gave the decision against Income tax
Department of India, whereas the verdict of Bombay High Court
was the opposite. Let us explore the following:

s The background of the case and Issues

= Reasons lor rejecting the case in favour of Vodalone
= SomeConcerns

The background of the Vedatone case and lssues

The entire transaction and subsequent acquisition of shares of
CGP (a Holding Company Incorporated in Cayman Islands) by
Vodafone is a complex process. Put simply, the claim by the
Indian Tax Department is that Vodafone purchased USD 11.2
billion worth of assets (67 percent stake) of a Hong Kong-based
company called Hutchison Whampoa Limited in 2007 indirectly
fhrough the purchase of shares ( or being entered into a Share
Purchase Agreement called SPA) of CGP Holding Private Limited.
This deal by Vodafone is subject to a capital gains tax of USD 2.5
billion, as most of the assels acquired by it from Hutchison were
based In India and under Indian law. These assets had been
generated and held initially by Hutchison while doing its mobile
business in India.

The rule of violation arises since the transaction involves a
Iransfer of Indian assets (initlally held by Hutchison, which
Vodafone acquired in 2007 without deducting tax at source on
them through the purchase of shares of CGP Holdings Limited; a
company incorporaled in Cayman Islands) which were supposed
to generate public revenue in India. The defense argument by
Vodafone is that Indian tax laws do not apply in this case since itis
a Dutch company registered in the Netherlands, whereas CGP (
through which the Hutchison shares had been acquired by
Viodafone) is located in the Cayman |slands and the agreements
were signed abroad (outside the Indian geographical territory)
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between two non-indian entities. On the other hand, the
acquisition of shares by Vodafone of Hutchison is on income/
revenue generated in India acquired initially by Hutchison via their
mobile business In india. Therefore, the revenue is subject 1o
Indian capital gains iax laws. The Income Tax Department of India
sought to tax the capital galns arising from the sale of the share
capital of CGP on the basis that CGP though not a tax resident in
India, holds the undedying Indian assets which acted as an
intermediary between Vodafone Group and Hutchison. The crux
of the dispute had been whether or not the Indian Income Tax
Department has Jurisdiction over the transaction, Vodafone had
maintained from the outset that it is not liable to pay tax in India,
and even if tax were somehow payable, then it should be
Hutchison to bear the tax Nability which I-T Department s
supposed 1o collect during Hutchison's business in India. The
reigvant Sections of the Income Tax Act {for instance Section ),
henceforth is not applicable for Vodafone as the contract had
taken place in a different (offshore) jurisdiction.

Bombay High Court, in September 2010, dismissing the writ
petition filed by Vodafone, held that share transfer had a
significant nexus with India and the proceedings which have been
initiated by the Income Tax Authorities cannot be held 1o lack
jurisdiction. Accordingly, Bombay High Court has held that the
share transfer by Cayman entity (CGP) is liable to tax in India.

Reasons for rejecting the case in favour of Vodafone

However, after an appeal by Vodafone to Supreme Court and
further proceedings of the case, Supreme Court did not uphold
the Bombay High Court ruling and rejected the case in favour of
Vodafone. The important reasons that were cited for the rejection
ofthe case in favour of Vodafone are as follows:

(1) The 'Situs' (tha place where a thing/ right properly belongs) of
CGP shares was outside India and not taxable under Sec 9 of the
Income Tax Act of India. Transler ol a capital asset (in Hutch-
Vodafone case, CGP share which is based in Cayman Island)
situated outside India, falls outside the ambit of Sec 901) of the
Income Tax Act Moreover, it has been argued by the Supreme
Court that "Acquisition of the CGP share which gave VIH an
indirect control over three genres of companies evidences a
siraight forward share sale and not an asset sale.”

(2) The actual acquisition by Vodafone of CGP shares was
51.96% and not 67%. The Supreme Court verdict stated that:

According to VIH, the price also included a control premium, use
of Hutch brand in India, a non-compete agreement, loan
obligations and an entitiement to acquire, subject to the indian
rules, a further 15% indirect imerestin HEL. According to the said
letter, the above elements logether equated to 67% of the
economic value of HEL. This sentence has been misconstrued by
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the High Court to say that the above elements equated to 67% of
the equity capital. 67% of the economic value of HEL is not 67% of
the equity capital. If VIH would have acquired 67% of the equity
capital, as heid by the High Court, the entire Investment would
have had breached the FDI norms which had imposed a sectoral
cap of 74%.

{3) The entire structure cannot be looked at as an ‘artificial tax
avoidance scheme’, (a'sham’ transaction is solely for the purpose
of non-compliance of legitimate fax payments without having
genuine business purposes) in as much as CGP was not situated
at the last minute, and existed since 1998 having ecanomic and
commercial substance and cannot be treated as 'shell' in its
bizarre or pejorative interpretation. Therefore it cannot be said to
be a 'pre-ordained' transaction for the sole purpose of avoiding
tax only.

(4) The Supreme Court emphasized that a Took at' (a holistic)
approach is required instead of a ook through' (or dissecting)
approach. To quote:

*...High Court, in the present case, ought to have examined the
entire transaction holistically. The transaction in question should
be looked at as an entire package. The items mentioned
hereinabove, like, control premium, non-compete agreement,
consultancy support, customer base, brand licenses, operating
licenses etc. were all an integral part of the Holding Subsidiary
Structure which edsted for almost 13 years, generating huge
revenues, as indicated above, In this context, it may be worth
mentioning that before the Ramsay case, the statue of Duke of
Westminster was omnipotent which rested upon "Given that a
document/ transaction is genuine, the court cannot go behind it
to some supposed underlying substance.” However, the
relevance of the Ramsay principle had been understood in a later
stage stating:

Companies that had made substantial capital gains had entered
into complex and self-cancelling serles of transactions that had
generated artificial capital losses, for the purpose of avoiding
capital gains tax. The House of Lords decided that where a
ransaction has prearranged artificial steps thal serve no
commercial purpose other than to save tax, the proper approach
is to tax the effect of the transaction as a whole'. In this context,
McDowell and Azadi Bachao cases were also referred. In the
McDowell case, Justice Ranganath Mishra stated that tax
planning might be legitimate provided it is within the framework of
law. Colorable devices cannot be part of tax planning and it is
wrong to encourage or entertain the belief that it is honorable to
avoid the payment of tax by resorting to dubious methods.

Some Concerns
The Supreme Court verdict regarding the Vodafone issue is
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extremely important with respect to the current Income tax laws,
potential revenue impact of the Government of India (Gol), future
approach regarding offshore transactions as well as soclo-
economic implications for the common people. Among others (if
any), the following issues required further discussions:

» The suggested ook at' approach (or a holistic approach)
instead of a 'look through' approach (or a dissected approach)
provides scope for further debates and discussions. While, the
need for a holistic approach can be recognized from the
perspective of the distinction between 'genuine’ and ‘sham’
transactions, it appears also that the treatment of taxes might be
case sensitive and not a uniform approach. In the present Income
Tax Act Section 9(1)(i) it is mentioned that the following incomes
shall be deemed to accrue or arise in India °...all income
aceruing or arising, whether directly or indirectly, through or from
any business connection in india, or through or from any property
in India, or through or from any asset or source of income in India,
or through the transfer of a capital asset situate in India.”

Therefore the income that deemed to accrue in India is income
generated through either from (a) a business connection in India;
(b) a property in India; (c) any asset or source in India; and (d)
transfer of a capital asset in India. It is difficult to believe that no
income has generated through any of the four categories in this
transaction. Vodafone has a business connection in India through
CGP Holding and in turn Hutchison. Even if we consider that there
Is only a share sale and not an asset sale. itis clear there is a share
sale which generated an amount of income from India. The
important guestion is whether this is taxable, and if s0 who
should pay the tax? Is it Hutchison or Vodafone? Since this is an
acquisition (the purchase or obtaining of a controlling interestina
firm, usually via a tender offer for the target shares) by Vodafone
(the acquirer or bidder) of Hutchison (the target company), it
appears ihe proceedings from such acguisition or takeover
should be incleded in the assel side of Vodatone in its balance
sheel.

However, if we accept the definition of capital gains as The gain
on sale of a capital asset is called capital gain' (Standing
Committee on Finance 2012) then capital gains tax can be
implemented only on capital assels. Hence, the issue is whether
capital gains tax is applicable on income generated through
purchase or sale of shares and whether shares can be treated as
capital assets. As per the Income Tax Act Department, India: The
incldence of tax on Capital Gains depends upon the length for
which the capital asset transferred was held before the transfer.
Ordinarily a capital asset held for 36 months or less is called a
'short-term capital asset and the capital asset held for more than
36 months is calied long-term capital asset’. However, shares of
a Company, the units of Unit Trust of India or any specified Mutual
Fund or any security listed in any recognized Stock Exchange are

fo be considered as short-term capital assets if held for twelve
months or less and long term capital assets if held for more than
twelve months.

In the 48th Parliamentary Standing Committee report, equity or
preference sharas, sacurities like debentures, listed government
securities, units of mutual funds and UTI, zero Coupon bonds are
defined as long term capital assets (Standing Committee on
Finance 2012).

# Another cruclal issue 1s to determine the benchmark of
permissible amount of ‘income transfer' (whether in form of
assets or shares) or ‘'vpper limit of such transfer However,
Supreme Court stated that:

This problemn has arisen also because of the reason that this cass
deals with share sale and not asset sale. This case does not
involve sale of assets on itemized basis...The High Court has
falled to appreciate that the payment of $11.08 bn was for
purchase of the entire iInvestment made by HTIL in India. ..._Thus,
it was not open to revenue o spiit the payment and consider a
part of such payments foreach of the above items.

in this context it can be mentioned that the practice of seeking
non-compliance of tax can be contrary {o the spirit of the law
whilst attempting to comply with the letter of the law. To quote:

Aggressive lax avoidance is the practice of seeking fo minimize a
fax bill whilst attempting to comply with the letter of the law while
avoiding its purpose or spirit. It usually entails setting up artificial
transactions or entities to re-characterize the nature, recipbent or
timing of payments.

Where the entity is located or the transaction routed through
another country, it is international avoidance. Special, complex
schemes are often crealed purely for this purpose. Since
avoidance often entails concealment of information and it is hard
to prove intention or deliberate deception. the dividing line
between avoldance and evasion is often unclear, and depends on
the standards of responsibility of the professionals and specialist
fax advisers. It has bean argued also that the GGP Holding has not
been created at the last moment and existed since 1998.

A disturbing fact is that there are a number of such tax haven
corporations already in place which may be used to avoid paying
taxes by a number of companies like Vodafone. This is a fully
external factor and beyond the scope of Income Tax Authorities.
Unless plobal pressure is created on ‘tax haven' countries to
amend their tax laws to impose certain taxes on offshore
transactions and broaden tax bases on such transactions, It is
ditficult to tackle such tax avoidance practices. Though OECD has
faken an initiative in this regard, still the tax rates and tax structure
in a number of tax haven countries are highly and unnecessarily
beneficial for business purposes. In this regard, the Standing
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Committee Finance recommendation on Controlled Foreign
Corporation (CFC) rule is crucial which would be applicable to
Companies located in low tax jurisdictions, Law should be able to
clearly reflect precisely. Whether Income Tax authorities are
entitied to charge capital gains tax where mergers and
acquisitions take place outside Indian Territory by foreign
companies containing any relation to Indian assets Or whether
companies (foreign/ domestic) have to pay a capital gains tax to
Indian tax authority in case of a M&A held outside Indian
jurisdictions containing any relation to Indlan assets (and under
what conditions). Laws should be clear and mostly inclusive to
reflect how to tax direct and indirect offshore fransactions anising
from sale of assets. Moreover, what should be treated as assets
for tax purposes and the related classification of such assels Is
crucial.

It can be mentioned in this context that the proposed Direct Tax
Code (DTC) in India suggested that income from transactions in
all investment assets will be computed under the head 'Capital
gains.' However, more clarity is required whether capital gains tax
would be generated on both assets and income since a major
controversial area is whether the income generated from capital
market transactions should be treated as business income or as
capital gains. There is also a need of clear separation of differant
corporations/companies (for instance, ‘offshore companies’) 1o
specifically categorize which types of taxes would be applicable
on which types of companies and under what circumstances. For
instance, in the revised discussion paper of DTC an explicit
mention is provided whether capital gains tax would be applicable
for Foreign Institutional Investors (Flls) as “The capital gains
arising 1o Flis shall nol be subjected to TDS and they will be
required to pay tax by way of advance tax on such gains™( CBOT
2010).

General-Anti Avoidance Rules (GAAR)

The General-Anti Avoidance Rules (GAAR) inthe proposed Direct
tax Code in India has the potentlal to empower the Income Tax
Department of India regarding taxing offshore transactions.
Countries like UK, US. Mexico and Denmark have specific anti-
abuse rules pertaining to faxation instead of a statutory GAAR, for
instance, Controlled Foreign Corporation (CFC) regime 1o tax
income parked in low tax jurisdictions, thin capitalization rules o
rute put tax rebates for inflated and unjustified interest deduction
etc. The positive side of such anti-abuse rules Is that these are
very clear-cut laws reducing possibilities for ftigations. The
Standing Committee on Finance has recommended GAAR should
not overnde the Limitations of Benefit (LOB) Clauses already
made with contracting countries (Standing Committee on
Finance 2012). While this is important to avold disputes,
appropriate application of GAAR is crucial in case any tax
disputes arises with countries lacking LOB clauses (e.g.

SMJV's CKSV Institute of Management, Vadodara, India

Mauritius). India has included LOB with some countries, for
instance with Singapore. The norm of ‘residential status' is
stricter in Double Tax Avoldance Agreement (OTAA) treaty with
some other countries compared to Mauritius. Forinstance, there
is a ‘conduit/shell' test of Singapore- based companies selling
Indian shares, whereas the company should either be a listed
company on a recognized Singapore stock exchange or it must
expend more than Singapore USD 200,000 {Indian Rs.5 million)
on its operations in Singapore. Again, the Double Tax Avoidance
Agreements or DTAA with United Arab Emirates (UAE) provides
the definition of a resident company as:

A company is deemed to be a UAE resident if it is incorporated,
managed and controlled wholly in the UAE. A strict interpretation
of the word “wholly” by the Indian tax authorities might result in a
UAE entity being denied the benefits of the treaty if even a small
degree of control of the entity is exercised outside the UAE. By
conirast, 2 Mauritius enfity carrying out the same activities would
not be liable to any tax on capital gains under the Mauritius-India
DTAA, nor would it be subject to any ‘primary purpose’ test or
such rigid controls regarding the management of its affairs
(Kavier 2009).

Itis not understood, why such Limitation of Benefil (LoB) clause
cannot be included between India and Mauritius whereas such
clause can be included in the DTAA treaty between India and
Singapore. While GAAR may obviate the need for such fresh LOB
clauses, appropriate application of GAAR s crucial. Moreover, it
may be noted that the applicability of GAAR would be most useful
in casa of abusive tax avoidance', Le. in cases where it is difficull
to draw clear legal lines between genuine tax planning and
abusive tax planning (or tax avoidance' in its bizamre
interpretation).

Inputs may be sought from recent Chinese Corporate Income Tax
(CIT) Law introduced in 2008. As per the old income tax system,
corporations in China were taxed under two different legal
provisions, one lor domestic enterprises and ong for foreign
enterprises. With the introduction of the new CIT Law, these two
classifications were merged. Circular 698 focuses on offshore
fransactions with regard fo share transiers and specifically
designed to treal abusive tax avoidance practices In cases
offshore Special Purpose Vehicles (SPV) have been established
for the only purpose to avoid capital gains tax in China. The
Chinese tax authorities would have the right to disregard the
existence of the offshore holding company (if found to be
operative without substantial economic or commercial
substance) and levy Corporate Income Tax (CIT) on the indirect
equity transter. Circular number 698 also requires non-resident
companies to report their share transfer transactions with
supporting documents in case the transfer is done via holding
company in certain circumstances.
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» Before entering into fitigation, it might be beneficial to settle tax disputes through a bilateral negotiation in the form of Mutual
Agreement Procedure (MAP), where tax authorities of the respective countries negotiate to settle disputes in a cordial manner and/or
seeking advice from Supreme Court authorities, In the Vodalone issue, the Netherlands government was reported to have written to the
Indian government on behalf of the Viodafone Dutch holding company (CGP) with a view to arranging an out of-court settiement, using
mutual agreement procedures provided in the double taxation agreement between the two couninies.

=  Thereis a need for a formal treatment of tax evasion and tax avoidance. There should be clear legal guidelines distinguishing tax
evasion, taxavoidance and tax planning and what type of strategies under what circumstances would be taxable or subject to penalty. In
the Vodatone case it has been pointed that “*Tax avoidance and tax evasion are twa expressions which find no definition In the Indian
Companies Act, 1956 or the Income Tax Act, 1961."

Conclusion

As concluding remarks it can be mentioned that in the era of globalization and liberalization, competition among muitinational
corporations has increased tremendously. It would be a natural tendency for such companies seeking reduction of their ‘tax costs' by
any affordable means. To prevent certain abusive tax avoldance practices, such practices should be made iliegal. The challenge ligs in
framing appropniate legal provisions to tackle such practices in an unambiguous manner, Apart from this, global pressure should be
created on tax haven' countries to amend their tax laws to impose certain taxkes on offshore transactions and broaden tax bases on such
fransactions.
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Abstract

Today's children are the backbones of future market of India and
will really be responsible for India shining. In today's fast-paced,
high-tech age, children are showered with hundreds of
advertisements in a day. These advertisements are playing an
important role in consumer socialization process of children, by
making them aware about brands and also making them aware
about usage of the products. Nowadays children not only play a
role of an influencer but also play an impartant role as decision
maker In buying decision of the some products like toys,
chocolates, ice cream, toothpaste etc. So in this scenario, it's
interestingly very important to measure children's attitude
towards television advertisements. This research paper was an
attemgpt to explore children’s atfitude towards TV advertisements,
thelr awareness about advertisements. and influence of these
advertisements on their purchase behaviour in India. A scale
developed by Rossiter (1979) was used to measure children's
aftitude towards TV advertisements and found that television
advertisements have significant impact on purchasing behaviour
of children.

Keywords : Children's attitude. Advertisements
Introduction

Advertising is a favourable representation of goods and services
to make consumers, customers and general public aware of the
product. It enables the potential buyers, general public and end
wsers to be aware and familiar with the brands, their goods and
services. Ina successful business, advertising plays a vitai role in
the growth story of business. Though advertising dogs not mean
selling of products and services but it helps in increasing your
sales. Adwvertising increases profit of the companies by
escalating its revenug.

Television is generally recognized as the maost powerful
advertising medium, having higher penetration In the mass
market compared to other media types. Television, as a medium,
can be an extremely effective medium, vividly demonstrating
product attributes and persuasively explaining their
corresponding consumer benefits. Also, it can dramatically
portray user and usage imagery, brand personality and other
intangibles. Intoday's fast-paced, high-tech age, consumers are

gxposed to a variety of information and communication
lechnology (ICT) based sources and networks for consumplion
related information. Television, often called 'king' of the
advertising media has been constantly facing challenges from
not only the digital print media, but alsa from the internet ads and
social networking sites.

Sandra (2008) found that children represent a huge yel
vulnerable portion of the consumer market, having disposable
incomes and a great inlluence on parental purchasing decisions.

Children are a key target for advertisers because somelimes,
brand preferences often remain unchanged throughout their life.
Having active role as being potential consumers, children have
ever-larger allowances and have a significant influence on their
parents’ spending habits,

Childrer’s segment is now being target by many consumers'
product companies, because they are been considered as
important potential customers as they not only decide about their
own buying but also can influence the buying decisions of their
parents. A greater percentage of parent's income is spent on
purchase of products only because of children's Influence
(Shabbir etal., 2008).

Literature Review

Initially Rossiter (1979) suggested that attitudinal effects refer to
the extent to which a child ikes television advertising and views it
favourably or unfavourably. Later on, several authors of
marketing literalure also have been in agreement that children
tend to favour entertaining advertisements,

Austen, et al. (1977) also deduced that younger children tend to
form an attitude toward the advertised product because
message being diffused is not complex in nature and decision
follows the axposure to the message inthe advertisement.

Wartella et al. (1979) also found that young children usually
prefer to make atffude towards advertised product and also
taking purchase decision based upon this. Evra {1990) found that
children can be categorized into two parts: positive and negative.
Children with positive attitudes towards advertisemant are having
consistent behaviour matching with their atfitudes and they are
Wkely to purchase products whose advertisements they have
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segn. Adversely, children with negative attitude towards
advertisement do not take any action towards advertised
praducts,

It was found that in the survey of Nickelodeon conducted by John
Power in 1999, almost 70% of children are involved in the
automobile shopping process and 75% infiuence the actual
automablle purchase decision.

Sabina (2002) found that Children give their views on family
purchases and parents encourage them to participate and give
ideas about purchase. Young children are more inclined towards
funny and song or tune oriented advertisements, and while older
children like and pay attention towards funny, meaningful and
advertisements based on public service announcements.
Younger children are more confident about the advertised
product as compared 1o the older children. Older children do not
rely on the quality of the advertised product. (Chan & McNeal,
2002).

Rossiter Scale (1977)

This scale developed by Rossiter (1977) was designed for the
purpose of providing a short, standardized test of chiidren’s
attitudes lowards television commerclals. A range of cognitions
and affective reactions towards television commercials is
reflected in the scale including perceived truthfulness, potential
annoying qualities, objectivity in describing advertised products,
overall likability, percelved persuasive power, believability of
characters, and trustworthiness as guide to product purchase.

The scale consists of 7 items which represented seven
components described above and four point agreement scale
was used for each item. Since each item Is scored 1 to 4, the
range of the total scale is 7 to 28.

As mean score were not raported in the Rossiter (1877) article,
person's r was used to assess item Inter-correlations. All but 2
were in the range between 0.10 and 0.60 and all were positive.
The item-to-total correlations ranged from 0.49 to 0.67,
Indicating an even set of item-test contributions. The coefficient
alpha estimate ofinternal rellability was 0.69.

In a validation study, Bearden, Teel and Wright (1979) used two
samples drawn from separate elementary schools. One sample
was of medium to high income children (n=76) and the other
was of low income children (n=62). Based upon replication
sample, an alpha of 0.75 supported the internal consistency of
the scale. The corrected fem-iest correlations ranged from 0.53
to 0.70 for the replication study which was comparable lo
Rossiter's (1977) study. Riecken and Samii ({1981) also
examined the reliability of the scale. A sample of 152 children with
ages ranging from 8 to 12, from a variety of socio-economic
background served as subjecis. Also, the scale was extended (o

three specific product categories. In all cases, satisfactory
internal consistency and moderate test-retest estimates were
lound. For example, Cronbach's alpha ranged from .69 to 76,
and test retest ranged from 059 to 063 across three product
categories.

Research Methodology

= Tostudy children's attention towards television commercials

= Tocompare children's response to different types of television
advertisements

* Tocheck the validity of Rossiter's (1977) scale.
Sampling procedure

This survey includes 5 schools from different regions of Surat
city of Gujarat state. The convenience sampling was used for
collecting data for the survey. For better understanding of the
children, guestionnaire was translated into Gujarati language
{mother tongue) also.

Preparation ol measurement

Eight items were used to measure children's attitude towards
television advertisement. Seven questions were adapted from
Rossiter (1977) scale. A range of cognitions and affective
reactions towards television commercials is reflected in the scale
including perceived truthfulness, potential annoying qualities,
objectivity in describing advertised products, overall likability,
perceived persuasive power, believability of characters, and
trustworthiness as guides to product purchase.

Table 1: Rossiter Scale (1977)

0.1 | Truth : Telewision commercials el the truth.

Annoy : Most TV commarcials are in poor taste and

02 very annoying

03 Good only: Television commercials tell only the good things
' about a product

Q.4 | Like :0lke most television commercials

a5 Persuasive : Television commercials try ta make peopis

buy things they don't really need
06 Befieve: You can always befieve what the peaple in
™ | commercials say or do
a7 Best : The products advertised the most on TV are always
' the best products to buy
Findings and discussion

The demographlc characteristics of the sample of respondents
who participated in this study are shown in Table 2 & Table 3.
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The attitude measure used consisted of an inventory of 7
aftitudinal statements with 4 points scale where 1 represented
“Strongly Disagree”, “4" meant "Strongly Agree”, The average
mean score across all 7 items was 2.68, indicating that children
were neither positive nor negative towards television
advertisemants but it could be said that their degree was towards
positive effect. The highest rating (2.91) was for statement No. 3,
“Good only: Television commercials tell only the good things
about a product”, while lowest rating (1.86) was on item No. 1,
“Truth: Television commercials tell the truth.”

A reliabllity analysis was then conducted on 7-item scale and
Cronbach alpha of 0.5830 (Table 5) was obtained suggesting
maoderate level of internal reliability of the scales of these items
since this wvalue was higher than 0.50, This compares very
favourably with earfier tests of the scale that reported alphas
ranging from 0.53 to 0.69.

Table 5: Reliability Statistics

Table 2: Gender
Frequency| Percent | Valid Percent E‘:ﬂ“:;'g“
Boy | 108 | s89 | s89 58.9
vaid [ Gt | 72 | @n | 41 100.0
Total | 175 | 1000 | 1000
Table 3: Age
Frequency| Percent | Valid Percent “?F;‘;l;‘;“
0| 2 | 143 | 143 143
1 25 143 143 28.6
12| 25 | 143 | 143 029
13| 25 | 143 | 143 57.1
Valid
| 25 | 13| w3 714
15 25 | 143 | 143 857
6| 25 | 143 | 143 100.0
Tol | 175 | 1000 | 1000

Measurement of Children's attitude towards television
advertisements

Inthis study, children’s attitude refers to the extent to which a child
likes television adverfising and wviews it favourably or
unfavourably. Children's atfitude was measured by Rossiter
(1977) scale as shown in Table 4, The scale was designed for the
purpose of providing a short, standardized test of children's

attitudes towards television commercials.
Table 4: Children's Attitude Means and
Standard Deviations (SD)
Oues tems Mean 5D
0.1 Television commercials fell the truth. 1.86 | 667
Mast TV commercials are In poor taste
o2 and very annoying 287 | 538
Television commercials tell only the good
Q3| {hings about a product 291 | 508
0.4 | |like most television commercials 279 | 785
TV Ads fry to make people buy things
0.5 they don't really nesd 284 | 814
You can abways believe what the people
as In commercials say or do 218 A6/
The products adverfised, moston TV are
a7 always best products 1o buy 279 814
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Table 6: Inter-Item Correlation Matrix
Quet | Que2 |  Oued [Uued Ows | Cues | Oue7

(Truth) |(Annoy| (GoodOniy)| (Like) | Persuasive) | (Believe) | (Best)
Quet] 1.000
ouez| 005 | 1.000
ouedf 049 .125] 1.000
oved] 185 11| 226 |1.000
ouesl 036 128 452 | s8] 1.000
ouedl .103| 151 157 | 3e4| 172 | 1.000
ouel] 001 o081| 204 | 344 058 | 289 |1.000

According to Guilfard (1973) guidelines, for a well constructed
iest, item inter-camrelations should be between 0.10 and 0.60
(Rossiter, 1977). The present findings shows that Rossiter's
(1977) scale can be applied usually among the Indian children
while measuring their understanding of TV commercials as inter-
item correlation among (truth, annoy), (truth, persuadable),
{annoy, want). (good-only, persuadable), (good-only, best),
(good-only, want), (annoy, like), (annoy. believe), (annoy, best),
are not having significant inter-comrelation as they are not in the
rangeof 0.10t00.60

Limitations of the study

Although this research attempted to reach some conclusions
representative of the general public, this study had a few
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limitations pertaining to the relatively small sample, refuctance or inability of some respondents to reveal their true feelings. perceptions
and beliefs rather than just ticking the point on the scale that they believed most matched their opinion.

Conclusion

From data analysis, it s cleared that children are very much aware about television advertisements and interestingly, upto a certain
extent advertisements has an impact on their purchase behaviours. Advertisement plays significant role to create brand image in the
mind of children and an advertisad brand has significant influence on children behaviour,

As children represent a huge market potential, marketers should emphasize a lot to understand the children psyche to advertise their
products accordingly. Children can also differentiate what is truth or not 50 marketers should focus more on the content delivery of
advertisements. It is also clear that advertisement can be an effective media to convey the required message in child segments if they
are created professionally.
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Abstract

Today As We Know That The Growth Rate Of Advertisement
Industry Is Too High And Due To The High Level Of Competition,
Each And Every Company Has To Introduce New Media For
Advertisement. To Do Something New In The Market Is Not An
Easy Task, The Company Must Have To Understand The Attitude
0f The Consumer, Attitudes Are Generally Positive Or Negative
Views Of A Person, Place, Thing, Or Event This |5 Often Referred
To As The Aftitude Object. There Are Mainly Three Model
Developed To Know the Customer Attitude {1) The Rosenberg's
Model, (2) The Attitude-Towards-Object Model, (3) The Sheth
Model. In This Study Researcher Used Attitude Towards Object
Model To Know The Customer Attitude Toward D.Pinfoline
Directory Advertisement. With The Use Of Attitude-Towards-

Object Model The Total Of Evaluation And Beliefs (Z Biei) It

Comes Out That Customers Attitude Towards Various Attributes
Is +36.58 Out Of A Possible +443.24, Which Is
£4.59%(36.58*100/43.24) Of The Total Possible Score. And
Conclude That The Customer Has Posltive And Favourable
Attitude Toward D.Pinfoline Directory Advertisement,

Key Words: Adverfisement, Attitude towards object model,
Customer Atirtude, Directory Advertisement.

Introduction
Definition of advertising

The American Marketing Association defines advertising as 'any
paid form of non personal presentation and promotion of ideas,
good, and services by an identified sponsor.’ Advertising is non-
personal asitis not directed to any single individual,

Brief description of the three attitude models

The Rosenberg's model of attitudes theorizes that an individual's
positive or negative feelings foward an object or concept is a
function of two cognitive factors: (a) the perceived
instrumentality (Pl) of that object to block or attain a set of valued
states, goals or objectives, and (b) the relative importance (VI) of
those valued states, goals or objectives to the individual
(http://www.acrwebsite.org/volumes/display.asp?id =5674,
accessad 11,/01/09.)
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The attitude-towards-object model is especially suitable for
measuring attitude towards the product (or service) category or
specific brands. According to this model, the consumer's attitude
foward a product or specific brands of a product is a function of
the presence (or amsem:e} and evaluation of certain product
specific beliefs and/or attributes. In other words, consumers
generally have favourable attitudes towards those brands that
they believe have an adequate level of attributes that they evaluate
as positive, and they have unfavourable attitude towards those
brands that they feel do not have an adequate level of desired
attributes or have too many negative attributes.

The Sheth model theorizes that aftitude toward a brand is a
function of perceived brand potential to satisfy consumers
needs, wants and desires related to the product consumption.
The perceived brand potential is assessed by the consumers
evaluation of the brand on a set of criteria which link specific
product atfributes and the consumer's buying needs or motives.
The profile of perceived brand potential is then reduced to a vector
of evaluative beliefs (ebi) utllizing the rank reduction techniques in
psychometrics. The vecior of beliefs represents the consumer's
assessment of the brand potential as a point in a
multidimensional space of buying criteria. The number of
dimensions is presumed to vary with product categories.

Atlitude-towards-object Model

The attitude-towards-object model is especially suitable for
measuring atfitude towards the product (or service) category or
specific brands.

Feshbeln argue thal there are some scales that appear 10 be
related to the evaluative dimension under most circumstances.
Among these measures are a subject's seff rating of liking the
object (e.q., like-dislike), of his favourability with respect to the
oblect (e.g., favourable-unfavourable, approve-disapprove), and
his evaluation of the object on a single good-bad scale.
Furthermore, these scales may not always be perfectindicants of
a person's atfitude. Although many differenl scales may
sometimes correlate with appropriate measures of attitude, they
cannot be assumed to measure attitude under all conditions. The
most influenced muftiattribute atfitude model in marketing has
been the Feshbein model. Within the framewark of the Feshbein
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model, a person’s attitude toward an object is “a function of his
beliefs about the object and the implicit evaluative responses
associated with lhose beliefs.” The basic formula for a
multiattribute model is:

Attitude = bibei
Were Attitude separately assessed overall measures of affect for
or against the attitude object; biis the strength of the belief that the
attitude object contains the ith attributes. e is the evaluation
dimension associated with the ith attribute and Z indicates that

there are n salient attributes over which the bi and ei
combinations are summated.

Research Methodology
Research Objectives

1. To know the factors that highly affect on the customer atfitude
towards D, P Infoline Directory Adverfisement.

2. To know the satisfaction of customer who are giving the
advertisement in D.P Infoling Directory.

3. Todetermine brand image of D_Pintoline.

Research Design

It Is an overall framework of project that indicates what
infarmation to be collacted from which sources and by which
procedure.”

Exploratory slage: The first stage in research design is the
exploration of current situation. In this stage clarification of the
specific problem is defined. Exploratory stage gives the answer
of question that how | came lo know about the problem
statement.

Descriptive studies: In this project, Descripive and cross-
sectional rasearch deslgn was used because I described the
phenomena under sludy and recommendations / findings were
specific under this study,

Descriptive studies can be divided into two broad categories
cross-sectional and longitudinal.

Sampling Design

Here non-probability convenience sampling method has been
used.

Sampling Size: Here the total sample size is 200 customers.

Sampling Element: The customers who giving advertisement in
D.P Infoline directory. In this research the areas of Surat, and
Vadodara were covered bythe researcher.

Sampling: Non-probability convenience sampling method has
beenused.

Pilot Testing: Pilot testing, was done for 25 respondents, and
based on the feedback, the questionnaire was fine-tuned.

Choice of survey Method: Questionnaire was used for the
purpose of the data collection as the research instrument,

Research Instrument

Ouestionnaire was used lor the purpose of primary dala
collection as the research instrument,

» (Close ended questions (many questions include use of the
scale)

= (penended question.
Source ol Data Collection

= Primary Data: Primary Data are collected through direct
contact with the customers with the help of questionnaire.

« Secondary Data: The secondary data like company profile,
name and address of client are collected from D.P Infoline.
Internet and magazine was also the main sources of
secondary data collection.

Statistical Tests Used: Paired-sample t-test. One sample t - test,
Cross tabs, Frequency analysis, Reliability test were done.
Research limitation

Though utmost care was taken 10 see theses project serves its
purpose and due diligence was taken while doing the same, this
project is not free from limitations. As every coin have two sides

one good and other bad. My study has some limiation. Some of
the major limitations of my study are mentioned below.

= Non-Probability convenlence sampling method was used and
that is why the findings cannot be generalized.

= [Biases can also enter into the study because of respondents’

bias (misinterpretation of the questions).
Findings of the study
1. Reliability test
Cronbach's Alpha M of [tems
142 26

Reliability Analysis addresses ihe issues of whether this
instrument will produce the same result each time, it s
administered to the person in the same sefting. Here Alpha is
0.742. According to thumb rule of Alpha, here instrument validity
is Acceptable.

2. Paired t-lest:

Purpose: To compare the mean of the general befiefs and beliefs
towards the specific brand (D.PINFOLINE) for Different factors.
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Null Hypathesis (Ho): There is no significant difference between means of two factors. Le. Ho: X1 = X2,
Alternative Hypothesis (H1): There is significant difference between means of two factors. i.e. H1: X13EX2,
Table 1: Paired Samples Statistics

Attributes Mean N

Pair 1 Low price 1.61 200

Low price 223 200

Pair 2 Circulation 1.32 200

Circilation 1.60 200

Pair 3 Ottering various scope 1.16 200

Dffering various scope 163 200

Pair 4 Location for advertisement 1.35 200

Location for advertisement 1.30 200

Pair 5 Printing quality 1.66 200

Printing quality 1.96 200

Pair | Separate fist for advertisers | 1,18 200

Separate list for adverfisers 1.64 200

Pair 7 Embaossing style 1.32 200

Embossing style 275 200

Pair8 | Page styling 1.16 200

Page styling 1,66 200

Pair § Help for brand awareness 1.29 200

Help for brand awareness 1.72 200

Pair 10 | Creative team 1.40 200

Creatlve team 1.83 200

Pair11 | Reachto potential customar | 1,77 200

Reach to potential customer 1.64 200

Pair 12 | Offer discount 1.4 200

Otfer discount 1.32 200

Pair 13 | Reputation 1.62 200

Reputation 1.70 200

Table 2: Paired Samples - test
Paired Differences t L ﬁudl
M Sld Sid. 95% Gﬂﬂldm Interva
Deviation | Error Mean of the Difference

Lower Upper
Pair 1 Low price - Low price -620 954 067 -753 - 487 919 199 000
Pair2 | Circulation— Circuiation - 280 957 068 -413 - 147 -4.229 199 000
Pair 3 g"“:'ﬁ ::ﬁ;:ﬁ 415 | so2 | wos7 | -ser | -3 | 830 | 1s | 000
parg | jocatbn fracvertsement | -oas | ss2 | oe0 | -ora | -t | 0747 | 199 | 000
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Pait 5 mg‘;‘;ﬂ 205 | 1016 | o012 | -437 | -183 4104 199 | 000
Pair 6 5”"?;::@ M‘m 1 -465 | 814 | o058 | -578 | -382 8082 | 180 | 000
Pair 7 mﬂmﬂm' 4430 | 842 | o060 | 1547 | 1313 | 24024 | 199 | 000
Pair B gg: ﬂm -500 | 723 051 | -801 | -390 9781 199 | 000
Pair m"f’;";m“:'::m”g 430 | o911 | oea | -s57 | -303 | 6678 189 | .000
Pair 10 céf:‘a';‘f;““' 430 927 | 066 | -550 | -am £560 199 | 000
Pair 11 m‘; . m& ﬁmﬂr 130 | 113 | o080 | -028 | 288 1.625 199 | 106
Pair 12 o D 000 | 834 | 050 | -02 | 206 156 | 188 | 129
Pair13 | Reputation-Reputation | -o75 | 1143 | o081 | -234 | 084 098 | 199 | 354
Inferpretation

Here in the case of reach to potential customer, offer discount, Reputation the value are (106, .129, .354) which is greater than the
significance value 0.05. So, the Null Hypothesis is accepted and the Alternative Hypothesis is rejected. So, there is no difference
between the mean ol expectation and mean of satisfaction for these factors. In the above factors the customers are satisfied as
compared to their expeclations.

For remaining factors like low price, circulation area, scope, location, printing quality, separate list for advertisers, embossing style,
styling pages, brand awareness, creative team, that significance value is less than 0.05, the Null Hypothesis is rejected and Alternative
hypothesis is accepted. In other word there |5 difference between the expectation mean and satisfaction mean for the particular

parameter.

From Table 2 it can be deduced that negative t value indicates that for customers the parameter less important than hypothesized
importance or simply respondent tries towards neutral.

Table 3: Calculation of Attitude Towards Object Model

QUESTION FOR (&) VERY GOOD GoOoD NEUTRAL BAD VERY BAD
A directory advertisement that has
2 low piice i8 +2 +1 0 -1 -2
; VERY
QUESTION FOR (bf) VERY LIKELY LIKELY NEUTRAL UNLIKELY UNLIKELY
How likely is the D.P INFOLINE
directory advertisement to have +2 +1 0 -1 -2
a low price?
Table 4: Attributes {abulation
Mo. Attributes Evaluation|ei) Beliets(bi) Evaluation®Beliels(el* bi)
1 Low Price +1.34 +0.77 +1.07
2 Circulation +1.69 +1.63 +2.75
q (Oifering various scope +1.67 +1.65 +2.7h
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L] Location for advertisement +1.66 +1.70 +2.82
5 Printing quality +1.05 +1.34 +1.41
i Separate list lor advertisers +1.386 +1.83 +2.49
7 Embossing style +1.68 +0.25 +0.42
A Page styling +1.85 +1.35 +2.50
g Help tor brand awareness +1 +1.70 +2.91
10 Creative t2am +1.61 +1.18 +1.90
1" Reach to potential customer +1.23 +1.37 +1.69
12 Offer discount +1.60 +1.69 +2.70
13 Repulation +1.68 +1.64 +2.76

Total (Zeibi) +36.58

Interpretation

Out of 200 customers interviewed, it is found that four attributes (Location for advertisement [1.66(ei), 1.70(bi)], Printing quality
[1.05(gi),1.34(bi)), Separate fist for advertisers [1.36(ei), 1.83(bi)), Otfer discount [1.60(ei), 1.69(bi)]), Reach to potential customer
[1.23(ei), 1.37(bi)] are very likely in D.PINFOLINE advertisement in directory. On the bases of calculation displayed in Table 4 it was
found that the beliefs (bi) value is greater than evaluation (ei) value. So, it can be concluded that in the five attributes mentioned in Table
4 gustomer shows ighly positive attitude,

On the bases of Table 4 it was found that four attributes (circufation [1.69(ei), 1.63(bi)], offering various scope [1.67(ei).1.65(bi)], help
for brand awareness [1.71(gi), 1.70{bi)}, and reputation [1.68(ei), 1.64(bi)] beliefs {bi) value is near to evaluation (el) value. So, on the
basis of this condltion it can be concluded that customer has positive attitude towards these four attributes.

It can also be concluded that many attributes have a huge difference between evaluation (ei) value and beliats (bi) value. There are four
attributes which has evaluation value (ef) is greater than beliefs (bi) value, which attributes are as Low price [+1.39(ei), +0.77(bi]],
Embossing style [+1.68(ei).+0.25(bi)], Page styling [+1.85(ei),+1.35(bi)] and Creative team [+1.61(gf),+1.18(bi)]. Thus
customers do not have favourable attitude towards these attributes.

In the study 200 customers were interviewed to ensure their attitude level towards the various aftributes like low price, Circulation,
Offering various scope, Location for advertisement, Printing quality, Separate Jist for advertisers, Embossing style, Page styling, Help
for brand awareness, Creative team, Reach to potential customer, Offer discount and Reputation as to how they find these attributes in

D.PINFOLINE advertisement in directory in the scale of Very Likely to Very Unlikely. So from the total of evaluation and befiefs ( X biei ) it

came out as the outcome of the study that the customers atfitude towards various attributes is 36.58 out of a possible +43.24, whichis
B4.59% (36.58%100/43.24) of the lofal possible score.

Heara we can conclude that the customer has positive and favourable attitude toward D.P Infoline advertisemnent In directory.
Conclusion

From this research study it can be concluded that majority of the clients have positive and fayourable attitude towards D.P Infoling
directory advertisement, Many customers have dissatisfaction or unfavourable attitude with Low price, embossing style, Page styling
and Creafive team. Thus it calls in for a need to change in these atiribides and to concentrate mare on this parameter 50 companies can
change their attitude.
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Abstract

Store image has long been recognized as a determinant of
business success and has been used as a positioning and
differentiation tool, An image represents how a given retailer is
perceived by consumer and others, A retailer may be seen as
innovative or conservative, speclalized or broad-based,
discount-oriented or up-scale. There is some evidence that store
loyalty may be {positively) related to store image. However, it has
remained unclear as to what is the exact relationship between
satisfaction, image and loyalty in a retail setting (Mazursky and
Jacoby, 1986; Osman, 1993). The key to a successful image is
that consumers view the retailer in the manner the retailer intends.
This paper examines conceptually as to how the various
characteristics of the organized retail environment with respect to
image and the overall attitude towards a discount retail store
influence consumers' satisfaction and how consumers'
satisfaction, in furn, afiects store loyalty and to know whether
there i5 a direct refationship between store image and store
loyalty or whether there is indirect relationship via store
satisfaction.

Key words : Store image, Customer safisfaction, Customer
Loyalty

Introduction

The Indian food and grocery retail sector is in a transtormation
mode for various reasons like strong macro-gconomic
fundamentals and the changing socio-economic sceng, These
factors are driving what were once traditional and small scaie
retail outlets into organized retall formats aimed at catering to the
evolving tastes and needs of the discerning consumers.
Economic development is frequently characterized by greater use
of large, multl-ling food retall outlets including supermarkets and
hypermarkets (Veeck and Veeck, 2000). A retaller needs a
superior communications strategy to properly position itself in
the customers mind, as well as to nurture their shopping
behaviour. To succeed, a retafler must communicate a distinctive,
clear, and consistent image. Once its image |5 established In
consumers minds, a retalier is placed in a niche relative to
competitors. A key goal for chain retailers, franchisors, and
plobal retailers is to maintain a consistent image among all

branches because of image influence on customer satisfaction &
loyalty.
Importance of the study

Customer loyalty, followed by customer satisfaction brings
success to any retail set-up, but, whatis more important to know,
is the source of this loyalty and satisfaction. Here the focus will be
on the concept of store image as a source, and input for bringing
customer satisfaction and loyalty. especially with reference to
prganized retail stores.

Objectives
The objectives of the paper are:

1.To know the importance of store image on customer
satisfaction and loyalty.

2. Toidentily store image as a one factor of customer satisfaction
and loyalty in organized retail.

Definition of Key Terms
Store Image

Martineau (1958) was the first researcher to define store image
as 'itis the way in which the store is defined in the shopper's mind,
partly by s functional qualities and partly by an aura of
psychological attributes’.

Martineau (1958); Doyle and Fenwick (1974); Amirani and
Gates (1993) concluded that the store possessing the most
congruent attributes with the image desired by consumer will
have better chance of being selected and patronized.

Lindquist (1974), in his study on the store image literature,
combined models from 19 studies and came up with nine
ditferent elements: merchandise, service, clientele, physical
facilities, comfort, promotion. store atmosphere, institutional and
post-transaction satisfaction of the store image.

Ghosh (1990) concluded that the merchandise of a retailer is its
maost important retail mix element, These eight elements of retail
mix are; location, merchandise, store atmosphere, customer
service, price, advertising, personal selling and sales incentive
programs. For each retail store a distinct image may exist within
consumers' minds. This is based on the salient elements of the
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retail mix.

Engel, Blackwell and Miniard (1995) explained some
environmental dimensions such as air quality, lighting, layout,
carpeting and aisle width and placement as physical store
attributes used to project store image and influence store choice.

Bioemer and Ruyter (1998) defined store image as the complex
of a consumer's perceptions of a store on different (salient)
attributes.

Rita Martenson (2007) defined corporate (store) Image as the
combined effect of how the retailer as a brand, manufaciurer
brands, and store brands are perceived. The reason for including
store brands and manufacturer brands in this definition is that the
image and equity of retaller brands depends on lhe product
brands they carry and the equity of those product brands.

Customer Satistaction

Customer satisfaction refers to the extént to which customers are
happy with the products and services provided by a business.
Satisfaction is the feeling of pleasure or disappointment attained
from comparing a products perceived performance (outcome) in
refation to his or her expectations.

Martenson (2007) defined customer satisfaction as “Customer
satisfaction in a retail store depends on need identification and
brand image of the store and satisfied customers may be
potentially loyal customers'.

Hackl and Westlund (2000); Reichheld (1996); Cheuing
(1995) concludad that Customer satisfaction is an antecedent of
customer retention and loyalty and a critical factor in achigving
economic goals like profitability, winning market share and return
oninvestment,

Spreng and Mackoy (1996) deduced that to gain customer
satisfaction, organizations need 1o exceed predictive
expectations of customers, rather than just satisfying
expectations.

Customer Loyalty

The totality of feelings or attitudes that would encourage a
customer to consider re-purchase of a particular product, service
or brand or re-visit a particular company, shop or website is
defined as customer loyalty, Customer loyalty has always been
critical to the business success and profitability.

Helller et al.(2003) defines it as an intention 1o repurchase an
individual's judgment about re-buying a designated service,
taking into account their current situation and likely
circumstances.

Repurchase behaviour is seen as a form of loyalty, which
according to Law, Hui and Zhao (2004) and Oliver (1997) is a

deaply held commitment to consistently re- patronize a service in
the future.

Hottman et al (2003) deduced that repurchase intentions have a
powerful effect on potential business profit with some reports
arguing as much as 95 percent of profit arises from repeal
purchases.

Jacoby and Chestnot (1978) described loyalty as a
psychological attachment related to commitment creating a
positive mental disposition toward a particular brand or firm
based on familiarity, trust and confidence.

Review of Literature

Josée Bloemer and Ko de Ruyler, (1998) tried to find out the
relation between the store image, store satisfaction and store
loyalty, and concluded that store image has a direct effect on the
store satisfaction but not on the store loyalty. Store image does
not have direct link on customer loyalty.

Josée Bloemer, Ko de Ruyter, Pascal Peeters, (1998), tried to
investigate how image, perceived service quality and satisfaction
determine loyalty in a retall bank setting at the global construct
levei, as well as the level of construct dimensions, In their study
they concluded that, image is indirectly related to bank loyalty via
perceived quality. Service quality is both directly and indirectly
related to bank loyalty via satisfaction. The latter has a direct
effect on bank loyalty. Reliability (a quality dimension) and
position in the market {an image dimension) are refatively
important drivers of retail bank loyaity,

Rita Martenson (2007) studied the impact of the corporate store
image on customer satisfaction and store loyalty in grocery
retailing. The study concluded that the most important factor for
customer satisfaction is the store as a brand. Retallers must be
good at retalling, Customers are satisfied when the store is neat
and pleasant and when they feel that the store understands their
needs. Only certain customer segments are interested in store
brands. Satisfied customers are loyal.

Osman M. Z (2008) proposed a model of loyalty patronage
behaviour based on the image of the store. It postulates
customers’ and management's perceived store image and
positive past purchase expenences as determinants of loyalty
patronage behaviour The customer's perception of a particular
store depends on what lifestyle and shopping orientations he or
she adopts. In addition to these, a customer’s attitude towards the
store may result from his or her evaiuation of the perceived
important aspects of the store, moulded and re-moulded by his or
her direct experience with the store.

Nha Nguyen, Gaston LeBlanc, (1998) investigated the effects of
customer satisfaction, service quality, and value on perceptions
ol corporate image and customer loyally towards the service
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firm. The results of their study indicate that satisfaction and
service quality are positively related to value and that gquality
exerts a stronger influgnce on value than satisfaction. The
findings also showed that customers. receiving higher levels of
service quality will form a favourable image of the banking
institution. Value is found to positively impact on image, that the
banking institution should have a strong image when customers
believe they are getting high value.

Keith E. Thompson, Yat Ling Chen, (1998) concluded that retail
store image plays an important role In store patronage. and it is
widely accepted thal psychological lactors have a significant role
in store image formation. In their study 'enjoyment and
happiness' and ‘quality ot life' were found to be the terminal values
most sought by consumers in association with store image.
These were linked through the consequence ‘nice feeling' to the
fangible attributes of ‘price’, ‘quality’ and ‘reputation’,

Image is expressed as a function of the salient atiributes of a
particular store that are evaluated and weighted against each
other. Store image has been defined as the complex of a
consumer's perceptions of a store on different (salient) attributes
(Bloemer & de Ruyter, 1998).

Retail store image is an overall impression of a store as perceived
by consumers (Keaveney & Hunt, 1992), One of the commonly
accepted formal definition of retail store image Is an individual's
cognitions and emotions that are inferred from perceptions or
memary inputs that are attached to a particular store and which
represent what that store signifies to an individual (Baker, Grawal
& Parasuraman, 1994, Mazursky & Jacoby, 1986).

Methodology

In this research, secondary data sources such as- published
research papers, journals, and book have been used to collect
information about the store image, customer loyalty and
customer safisfaction in finding out the gaps and their linkage
with each other.

Discussion - Importance of Store Image in Store Selection

Martineauy (1958) claimed thal store image Includes its
characteristic attributes and it makes customers feel the store
different from others. Functional attributes are assortment of
commaodities, layout. location, price value relation, and service
that consumers can objectively compare with other stores.
Psychological attributes are attractiveness and luxuriousness
that represent special attributes of that siore. Arons (1961)
defined slore Image as complex of meanings and refation that
make consumers distinguish the store from others. Thus, store
image is ...An overall aftitude of a consumer to the store, its
aftributes mean various things, and each store has a relative
location In the consumer's mind. Bearden (1977) mentioned the
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influence of store image as ‘consumers choose stores that they
feel close to their self image,’ and he tried to find out store image
attributes that affect store selection.

Store choice and loyalty

Hansen and Deutscher (1978) showed thal store Image and Iis
attributes make an important role in the choice of retail stores in
their study on image attributes. In their model of the process of
store choice, Engel, Blackwell, and Miniard (1990) claimed that
purchasers distinguished acceptable stores from unacceptable
stores in the process of comparing their evaluation standards
with perceived image atfributes, and that 'store image Is a
variable that consumers depend on in their choice of stores’.
James, Durand and Dreves (1976) found that image atiributes
influence consumers' perception and atttudes and they are
directly related to sales profits. Schiffman, Dash and Dillon
(1977) focused on the description of Image existing in the
competing types of retailers and expiained that store image
attributes made an important role in the choice of store type.
Hildebrandt (1988) said, '..A major success factor in retail
industry is store image and measurement model of store image
that conceptualizes the perception of store image attributes such
as price level is used to forecast marketing performance as a
business success measure’. He analyzed the relation between
store image and store image attributes using causal relation
model and found again that store image was a cause vanable of
store performance. Explaining the store image emphasizing
design part, Levy and Weitz (1996) claimed, ‘Store tell customers
with all visible putside factors and real sel- up structure of
facilities make most of purchase possible,' His claim means that
purchases are resulted from the stimulus of store image to
customers. From the discussion it can be deduced that store
image attributes can be an important explanatory variable in the
choice of store.

Agcording to Burt and Carralero-Encinas (2000), the retail store
can be the key success factor, the competitive advantage of a
refall company. The major source of competitive advantage for
retailers can be found in the value added delivered to customers,
through the performance of functions or activities. This added
value must be firmly based on the customer needs and values,
and may comprise both tangible or functional and intangible or
symbolic elements. Therefore, it is fundamental that the stores
understand the store image Importance in their positioning
statement. The success or failure of stores can often be attributed
to under tested or under emphasized elements of their image.
That is the reason why a number of chains are increasingly
stressing customer service and the provision of a pleasant
shopping experience, rather than focusing on price promotions.
The process of monitoring the store image is, therefore, a tool that
can either dictate immediate actions or direct longer-term
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marketing programs. For McGoldrick (1990), the accumulated
image is also an indicator of the asset value of the 'retail brand',
which represents the long-term results of the marketing activities.
Many conceplualizations of store image have been advanced in
the past (Doyle & Fenwick, 1974; James et al., 1976; Kunkel &
Berry, 1968; Marks, 1976).

From the above discussion it can be concluded that.......
» Storeimage has ainfluence on the selection of store.

» Store selection dependson the factors store image, as a
source of competitive advantage.

Link of Store Image and Customer Satisfaction

Store image and customer satisfaction are closely connected
concepts, Bloemer & Ruyter (1998) stated that store image acts
as a mediator of satisfaction and pointed out that high customer
satisfaction will reflect positively on the store's image. The
authors concluded that customer loyalty is directly related to
satisfaction, and that satisfaction comes from the various
afiributes of the store's image. This conclusion leads to two
poinis about store image. The first is thal store image indirectly
influences loyalty, through satisfaction. The second is that a
store’s image directly infiuences its customers' satisfaction level.

Theodoridis & Chatzipanagiotou (2009) conducted a similar
study. Their aim was to discover the relationship between the
image attributes and satisfaction of a Greek supermarket. First,
based on the theory of image in retailing, the authors performed a
factor analysis and detected six factors composing the store's
image: service, atmosphere, products, price, merchandise
presentation and in-store convenience. Then thay performed
multiple regression analysis to relate these factors with the
guestions involved in determining satisfaction. The results
indicated that only four of the six factors had a significant impact
on customer satisfaction: service, price, products and in-store
convenience, Price and products were the key factors to
determing customer satisfaction. Another result of their study
was that store image aftributes and sat/sfaction are strongly
related. In other words, Greek shoppers evaluate store image as
something important for their level of satisfaction.

Research indicates that store image and frust are among the
most frequently accredited antecedents of satisfaction
(Anderson & Sullivan, 1993; De Wulf et al,, 2001), Store image
has been found to significantly influence customer satisfaction,
especially in the case of retailers such as supermarkets
(Eskildsen, Kristensen, Juhl & Ostergaard 2004). For the grocery
sector, the store image elements of service, varety, and
price/value have been linked most often with satisfaction (Chang
& Tu 2005). From the above discussion it can be concluded

= Storeimage and Customer satisfaction are linked
= Gpod Storeimage brings customer satisfaction.
Store Image and Customer Loyalty are Linked

There have been two kinds of views on the relationship between
store image and store loyalty. The first view is that store image
attributes directly influences store loyaity, The other is that store
image itself affects store loyalty, Matineau (1958) relates store
image and store loyalty by arguing that store image has an
influence on store loyalty. Singson (1975) focuses on the store
image aftributes and finds that price and guality are the most
importand store image atiributes affecting store loyalty and
assortment follows them. Lessig (1973) finds that the store
image measured by storé atmosphere, product, price, and
promation is correlated with store loyalty.

Euehun Lee and Dong-Il Lee (2005) concluded thal in order for
the e-business company to get customers' loyalty to the Internet
store, managers should carefully examine their store’s image and
satisfaction level. By doing that, they can guarantee their stores'
servica quality and keep their customers loyal to the store,
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Lindquist (1974), in his study on the store image literature, has
combined models from 19 studies and came up with nine
different elements: merchandise, service. clientele, physical
facliities, comfort, promotion, store atmosphere, institutional and
post transaction satisfaction. Similarly, Bearden (1877)
suggested the following characteristics: price, quality of the
merchandise, assortment, atmosphere, location, parking
facilities and friendly personnel. When the decision-making and
evaluative processes are not  explicit and are very limited, the
consumer will not become committed fo the store and cannot be
store loyal (Bloemer & De Ruyter, 1998). Consumers whose
patronage is not based on store loyalty may exhibit an attachment
to store atiributes and can easily be lured away by competitors
through, for instance, pricing strategies. In contrast, Osman
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(1993, p. 135) argues that 'a customer who is loyal to a certain
retail establishment will give this store his or her priority visit in
any shopping event'.

From the above discussion It can be concluded that.......

« Store image indirectly influences customer loyaity, through
customer satisfaction.

Conclusion

From the literature review based discussions it can be concluded

that:

» Store image has a positive fink with the customer satisfaction
and foyalty,

= Factors which creates good store Image also creates situation

for the customer satistaction in the organized retail set-up,
which can be turned to customer loyalty.

» ([ne store needs to develop a good image, to be successful in
the organized retail.
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Abstract

Leadership plays an important role for the success of the
business. I's really a challenging task for the management.
Leadership style Is considered as a major subject for researchers
because it is still an attractive attribute about leadership among
academicians and managers. This paper is an attempt to analyze
the leadership styles adopted by the owners-managers of
MSMEs at micro level. It also attempts to find out whether the
leadership styles vary with demographic characteristics. It also
analyses whether there is a correlation between leadership styles
of owners-managers and their demographic charactenstics. The
lindings reveal that leadership is situational and the most of the
owners-managers adopt benevolent autocratic style in all the
business matiers. Results also show that demographic
characteristics influence the leadership styles, The analysis of
factors and government policies affecting MSMEs shows that
some key constraints prevent its growth and development.

Key words : Leadership styles, MSMEs, Owners-managers
Introduction

Leadership has always been the area of interest for the
researchers, It is the only factor which is responsible for the
success or fallure of the business. Moreover, leaders in modern
organizations have been confronting many situations rarely
encountered by arganizational leaders of the past. Leadership is
always considered a challenging task for the owners,
entrepreneurs, CEOs and managers. Ofcourse, it is the
interpersonal relationship between the leader and followers. So,
the followers related factors also affect to the style of |eaders.
Leadership styles are also dependent upon the situation. Leaders
may be successful in one situation and may not be in another
situation. The leadership styles can be classified according lo the
philosophy of the leaders or there are probably as many different
styles of leadership as there are leaders. But leadership styles
used for the present research work arg as mentioned below:

Style I: Benevolent Autocrat

Under this style, the owner-manager gets required information
from his subordinates and then, makes the decision without the
imvolvemnent of the subordinates at any stage of decision making

SMLNV CENTERAERY
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process. His motivation style is positive.
Style II: Strict Autocrat

Under this style, the owner-manager centralizes decision making
power in himsell. He structures the complete work situation for
his employees and they do what they are told. His motivation style
is negative.

Style lli: Prior Consultation

Under this style, the owner manager shares the problem with his
subordinates for their advice and suggestions and then, he makes
the decision.

Style IV: Democratic Style

The owner-manager and his subordinates together analyze the
problem, evaluate alternatives and come to a decision.

Style V; Delegation

Under this style, the owner-manager once determines policy
programmes and limitations for action and the entire process is
left to subordinates. He maintains contacts with outside persons
and intervenes only in exceptional cases.

Growth of small-scale industries in Gujarat

From the industry point of view, Small Scale Industries of Gujarat
has continued to witngss impressive development in the small
scale seclor, There were only 2169 small scale industrial units in
1961. The number of 58Is increased to 15,849 in 1970; 43,712
in 1980; 1,15,384 in 1990, crossed a figure of 2,50,000 and
were at 2,51,088 in 2000. The number of small scale industrial
units have increased to 3,12,782 by September 2006. (Source:
Industrial Handbook on Industries in Gujarat-2007) and In 2012,
there were 3,70,000 MSMEs. After the implementation of
MSMED Act, 2006, 55ls and SMEs are known as Micro, Small
and Medium scale enterprises. InIndia, micro, small and medium
scale enterprises as per the MSME Development Acl, 2006 are
defined based on their investment in plant and machinery for
manufactuning enterprise and on eguipments for enterprises
providing or rendering seérvices. It is explained with the help of
following table:
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Table 1: Classification of MSMEs as per MSMED Act, 2006

Investmenl in Plant & Investment in
Enterprises | o chinery (Mig) | Equipment(Service)

Micro Less than Rs, 25 lakhs | Lessthan Rs 10 lakhs
Small Rs. 25 lakhs - Rs. 5 crone| Rs. 10 lakhs - Rs, 2 crore

Medium  |Rs. 5 crone - As. 10 crore| Rs. 2 crore - Rs. b crore
Source Indussial Handbook on isdustries in Gugarat-2010)

Government has also announced some promotional schemas for the development of this sector. This sector also faces some key

issues and one of the important key issues s lack of managenial skills and effective leadership. As a result, many units are closed or are

not able to survive in this competitive global market. So In this context, the attempt has been made 1o analyze the leadership styles at
micro level.

Review of literature

Leadership style is considered as a major subject for researchers because it is still an attractive attribute among academicians and
managers. As a result, theories of leadership have been developed like The Trait Theory, The Behaviour Theory, Contingency Theary,
The Path-Goal Theory, The Vroom-Yetton-Jago Model (1973 and 1988), The Hershey-Blanchard Life Cycle Theory of Leadership, The
Situational Approach (1969), The Managenal Grid by Robert Blake and Jane Mouton (1978) etc. to name a few. Stogdill (1974)
extensively studied relationship between successhul leadership and traits and believed that, The pattern of leadership traits is different
from situation to situation. A person who becomes a leader in one situation may not become in a different situation.' Research studies
conducted at the University of Michigan by Katz, Maccoby and Morse (1957) suggested thal, ‘Leadership behaviour could be defined
along employee-centered dimension and production-centered dimension, both complimenting each other', The researcher (2007) also
conducted a research on "Leadership Styles in Dyeing and Printing Industry of Jetpur City’ on 50 owners-managers of the sample units.
It was found that on an average, more than 2/3rd of the owners-managers were adopting the autocratic style and 1/4th of the sample
size were adopting participative and democratic approach while taking decisions about all the business matters,

Objectives

1. Tostudy various leadership styles in Micro, Small and Medium scale Emerprises of Rajkot District of Gujarat state 150

2. Toexamine the influence of age, education, experience and family background on the leadership styles of the owners- managers.
3. Toknow the leadership styles used by the owners- managers.

4. Tomake suggestions in the improvemen! of various leadership styles used by the owners-managers.

5. Toknow the views of owners-managers of MSMES regarding government policies for MSMES,

6. Toknow the views of owners-managers of MSMESs regarding the factors affecting MSMEs.

Hypotheses

a. The different types of leadership styles adopted by the owner-managers do not depend on situations.

b. Leadership styles of owners- managers are independent of the type of decision.

¢. Leadership styles adopted by owners - managers have no relation with age, education, experience and family background.
Methodology

Both primary and secondary data have been used for this research work. Primary data were randomly collected from 100 owners-
managers of the MSMEs of Rajkot district of Gujarat. A structured schedule and questionnaire was prepargd for this purpose in which 5
leadership styles and 21 situations and 11 statements regarding factors and government policy affecting MSMEs were incorporated.
The secondary data were collected from magazines, journals, periodicals, news papers, reference books and websites. For the
purpose of analysis, Average, Karl Pearson's Co-efficient of correlation, Spearman's Rank correlation and ANOVA technique have been
used.
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Limitations
1. The study has been restricted only to 100 owners-managers.

2. Though Leadershipis aninterpersonal relationship between the leaders- mangers and the followers , the studyis focused on the
former.

Leadership styles
Table 2: Leadership Styles of Owners-Managers in Percentage of times the styles used

Leadership Styles
Situation | ] m 1] v Total
Production
1 45.0 39.0 13.0 20 1.0 100.0
2 41.0 21.0 16.0 220 0.0 100.0
3 40.0 20.0 150 11.0 14.0 1000
4 43.0 12.0 36.0 30 6.0 100.0
b 20 36.0 20.0 1.0 1.0 100.0
Average 40.2 256 20.0 9.8 44 1000
Technical
1 310 26.0 320 1.0 0.0 100.0
2 57.0 17.0 15.0 11.0 0.0 100.0
3 o 14.0 1.0 25.0 6.0 100.0
4 41.0 26.0 140 18.0 1.0 100.0
Average 433 20.8 18.0 16.3 18 100.0
Financial
1 63.0 15.0 130 8.0 1.0 1000
2 48.0 10.0 10.0 30,0 20 100.0
3 420 34.0 7.0 13.0 4.0 1000
Average 51.0 19.7 10.0 17.0 23 1000
PersonnTheel
1 37.0 16.0 35.0 12.0 0.0 100.0
2 62.0 7.0 23.0 a.0 0.0 100.0
3 46.0 T 120 034, 1.0 100.0
4 38.0 8.0 6.0 19.0 280 100.0
5 35.0 18.0 1.0 270 8.0 1000
Averaga 43.6 114 174 200 16 1000
Markating
1 44.0 24.0 22.0 10.0 0.0 1000
2 42.0 13.0 M0 5.0 6.0 100.0
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3 42.0 18.0 13.0 10.0 16.0 100.0

4 46.0 12.0 1.0 14.0 17.0 100.0
Average 435 17.0 200 8.8 9.8 100.0
Mean 44.3 18.8 1741 14.6 b.2 100.0

(Source: Data collected from sample mdustral wnits)

From Table 2, itis observed that the Style 1 has been used more frequently by the owners-managers. Style | is used for maximum
number of times in financial matters while it is used for less number of times in production matters. Similarly, style |l is used for
maximum number of times In Production matters while It is used for less number of times in personnel matters. Style |1l is used for
maximum number of times in production and marketing matters both and it is used for less number of times in financlal matters, Style IV
i5 used for maximum number of times in personnel matters while itis used for less number of times in production and marketing matters
both, Style Vis used rarely in all matters.

Thus, style | Is the popular leadership style used by owners-managers of the MSMES of Rajkot district (44.3%), followed by style I
(18.9%), style I (17.1), style IV {14.6%) and style V (5.2%). The mean percentage of styie | and Il put together comes to about 63%.
Thus, about 2/3rd of the owners-managers are adopting autocratic style. Style il and IV put together comes to about 32% and thus,
approximately 1/3rd of the sample owners-managers are adopting participative and democratic approach while taking decisions about
all these business matters. But, style | is the most important style among the owners-managers of the MSMEs of Rajkot district.
However, whether difference between mean score of leadership styles is significant or not is tested at 5% level of significance with the
help of ANOVA'

Table 3: Analysis of Variance
Siluations Source of Variation Sum ol Squares D.E Mean Square F P-value
Production Batween Groups 5987.000 20 299.350 8.258 0.027
Within Groups 145,000 4 36.250
Tatal 6132.000 2
Technical Between Groups 3607.333 14 #57.667 8.330 0.014
Within Groups 154,667 5 30933
Total 3762.000 19
Financial Batween Groups 4146.667 q 1036.667 12,202 0.001
Within Groups B43.333 10 84.333
Tatal 4900.000 14
Personnel Between Groups 37.500 16 2344 2813 0.214
Within Groups 2500 3 0.833
Total 40.000 19
Marketing Betwoen Groups 28333 10 2833 6.800 0.040
Within Groups 1667 4 o7
Tatal 30,000 14

(Source: Data coliected from sample industrial units)

Table 3 shows the statistical analysis of respondents’ views regarding leadership styles for the different situations of production,
technical, financial, personnel and marketing matters. P-value of the production, technical, financial and marketing matlers shows
significant difference among the five leadership styles adopted by the owners-managers. P-value of personnel matters is greater than
0.05. Therefore, null hypothesis is accepted. It means there is no significant difference among the five leadership styles adopted by the
owners-managers. From the whole analysis, it is observed that all the owners-managers are adopting different styles depending upon
the situation. They do not use particular one type of leadership styles while taking all the business decisions. They act as the demand of
the situation. Tharefore, the formulated hypothesis that the owners-managers adopt different types of leadership styles depending
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upon the situations is accepted.

The above analysis also indicates that the leadership styles of owners-managers vary with the type of decision. Therefore, the
formulated hypothesis that the leadership styles of owners-managers vary with the type of decision is also accepted.

Demographic characteristics and leadership styles

An analysis is made to know whether the relation between the leadership styles of owners-managers and their demographic
characteristics such as age, education, experience and family background is significant or not, An attempt is also made to find out
whether the leadership stytes of owners-managers vary with their demographic characteristics. However, whether leadership styles
wvary with their demographic characteristics or notis tested at 5% level of significance using ANOVA,

Table 4: Demographic Characteristics and Leadership Styles

Stylas
I I ]| v v Total
o vws | TS W W [ W] ® W
1 Age of owners-managers (in years)
<=30 107(34.0) 61(19.4) 80(25.4) 58(18.4) 9(2.8) 315(100)
3140 268(30.4) 202(22.9) 178(20.3) 167(18.9) 66(7.5) 882(100)
41-50 231(55.0) 75(17.9) 60{14.3) 39(8.3) 15{3.6) 420(100)
51-60 215(68.3) J2{10.2) 33(10.5) 22(7.0) 13(4.1) 315(100)
fi== 08(58.3) 25{14.9) 17(10.1) 18(10.7) 10(6.0) 168(100)
Total 919(43.8) 395(18.8) 369(17 6} 304(14.5) 113(5.4) 2100
2 Experience of owners-managers (in years)
<=§ 108{32.4) 72(21.4) 79(23.5) 68(20.2) B(2.4) 336(100)
6-10 408(51.3) 134(16.8) 128(16.0) 85(11.9) 32(4.0 798(100)
11-15 166(35.9) 94(20.3) a{18.m 79(17.1) 32(6.9) 462{100)
16-20 130(56.3) 10T 26(11.3) 21(8.1) 13(5.6) 2310100
21-25 76(31.7) 23(15.8) 17(11.6) 19(12.9) 12(8.2) 147(100)
26-30 29{27.5) 23(21.9) 24(22.9) 16(15.2) 13{12.4) 105(100)
>=31 0(0.0) 8(38.1) 4(18.00 6(28.6) 314.3) 21(100)
Total 919(43.8) 395(18.8} 369(17.6) JDa(14.5) 113(5.4) 2100
3 Education levels
Below 5.5.C. 121(44.3) 52(19.0) 44(16:1) a7(13.8) 19(7.00 273(100)
HS.C. J45(40.8) 137(19.8) a6{13.0) BB(12.T) 33(4.8) G93(100)
Graduate 298(35.5) 165{19.6) 189(22.5) 137(16.3) 51(6.1) 840(100)
Post Graduate 138(50.5) 3r(136) 45(16.8) 42(15.4) 103.7) 273(100)
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Any ather 17{81.0) 4(19.0) 00} D) 0{0.0) 21(100)

Total 919(43 8) 395(18.8) 369(17.6) 304(14.5) 13(5.4) 2100
4 | Family Background

Agriculture 385(48.2) 121(15.2) 134(16.8) 114(14.3) 44(5.5) 798(100)
Business 281(34.3) 184(22.5) 166(20.3) 134(16.4) 54(6.6) 819(100)
Labour 181(61.6) 48(16.3) 33(11.2) 23(7.8) 8(3.1) 294(100)
Profession 60(40.8) 29(19.7) 28(19.0) 25(17.0) 5(3.4) 147(100)
Other 12{28.6) 13(31.0) 8{19.0) 8(12.0) 1(2.4) 42{100)
Total 919(43.8) 395(16.8) 369(17.6) 304(14.5) 113(5.4) 2100

Soweee Data colsttod from samphe industriat units
Mote: figures in beackess indicales percentage io fotal

Table 5: Coefficient of Correlation between Demographic Characteristics and the number of times the styles used

Coefficient of i
bl i | i i v v
Age 0.050 0.014 0,159 0,112 0.391(*%)
Experience 0.058 0.044 0161 0108 0.251(%)
Education 0,049 0.011 0.063 -0.003 {0.062
mﬁﬁm 0.013 0034 0,030 0.000 -0.007
Age and Leadership Styles

Table 4 gives details regarding the number of times a particular style is used in terms of percentages among different age groups of
owners-managers. The highest percentage of times is used by the owners-managers who fall In the age group of 51-80 years in the
case of style | constituting 68.3% of times, followed by 58.3% in case of more than 60 years, 55% in the case of 41-50 age group. The
owners-managers, who are below 31 years, use style | for 34% times, followed by 31-40 age group for 30.4% times. The owners-
managers who fall in the age group of 31-40 years use the style Il for the highest percentage of times (22.9%). While in case of below
31 years, 41-50, more than GO years and 51-60 age groups, the owngrs-managers have adopled it 1o an extent of 19.4%, 17.9%,
14.9% and 10.2% respectively. The owners-managers who are below 30 years use style |l for maximum number of times (25.4%),
followed by 20.3% in case of 31-40 age group and 14.3% in case of 41-50 age group, while itis adopted about to a same extent in case
of 51-60 and more than 60 years age groups. Style IV is adopted about to a same extent in case of below 31 years and 31-40 age
groups. followed by 10.7% In case of more than 60 years, 9.3% in case of 41-50 years, and 7% In case of 51-60 years. Style V is used
by all the age groups to a negligible extent.

Table 4 also indicates that the old aged (more than 60 years) and middie aged (40-60) owners-managers are adopting style | for more
number of fimes than the young (0-40) owners-managers. While in case of style Il and |ll, there is a reverse situation. The young
owners-managers are adopting style Il, 1l and IV for mare number of times as compared to middie and old aged owners-managers.
Table 5 gives the coefficient of correlation between different age groups and various leadership styles. It shows that there is a low
positive refationship between age and style | and Il and a low negative relationship between age and styie Il and IV. While there is a
significant relationship between age and style V.
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Experience and Leadership Styles

Table 4 exhibits the experience of the owners-managers of MSMES and their style of decision making in different situations. It indicates
that the owners-managers with an expenience of 16-20 years are using style | for more number of times (56.3%). While the owners-
managers having experience of more than 30 years are not at all using the same style. The owners-managers having an experience of
maore than 30 years are using style Il for more numbers of times (38.1%). While the owners-managers with an experience of 21-25
years adopt the same style for lesser number of times {15.6%). The owners-managers having an expenence of less than 6 years adopt
style lll for more number of times. While the owners-managers having an experience of 16-20 and 21-25 years use the same style to for
lesser number of times. The owners-managers with an experience of more than 30 years use style IV for the highest number of times
and the owners-managers with an expenience of 16-20 years adopt the same style IV to the lowest extent. Style V is used to a negligible
extent by all the owners-managers except post graduate holders. There is a low positive relationship between experience and style | and
Il and there is a low negative relationship between experience and style IIl and IV. While there is a significant positive refationship
between experience and style V.

Education and Leadership Styles

Table 4 shows the education level of the owners-managers and their leadership styles. It indicates that other qualification holders are
adopting style | for maximum number of times (81%). it is followed by the post graduate owners-managers to the extent of 50.5%, and
the owners-managers who have higher secondary education to the extent of 49.8%. In case of style ll, itis adopted about to same extent
by all the owners-managers. In case of style 1, it is adopted for maximum number of imes by the graduate owners-managers. While
the owners-managers who have higher secondary education use the same style for lesser number of imes. The same situation has
taken place in case of style IV. Style V is used to a negligible exient by all the owners-managers. Style lI, ll and IV is not at all used by
other gualification holders. On an average, it is found that all the owners-managers are flexible n using the leadership styles except
other qualification holders. There is a low positive relationship between education and style Il and Il and there is a low negative
refationship between education and style|, IV and V.

Family Background and Leadership Styles

Table 4 shows how the leadership styles of owners-managers vary with different family backgrounds. It shows that the style of owner-
manager who halls from an agriculture background Is quite different from that of owner-manager's with business, professional and
labour background. The owners-managers with labour background are using style | for 61.6% followed by agriculiure for 48.2%,
profession for 40.8%. business for 34.3% and others lor 28.6%. The highest percentage of times is used by the owners-managers
having other family background in case of style || constituting 31% of times. followed by 22.5% in case of business background, 19.7%
in case of professional background, 16.3% in case of kabour back ground and 15.2% in case of agricuiture background. The owners-
managers with business background are using style lll for maximum number of imes, followed by profession and other background for
19%, agriculture for 16% and labour for 11,2%. The owners-managers with other background are adopting style |V for 19%, followed by
profession for 17%. and business for 16.4%. Style V is used to a negligible extent by all the owners-managers. The analysis shows that
the owners-managers with labour background are using style | and Il, put together for a maximum number of times (77.9%), followed
by agriculture background (63.4%). It shows thal the owners-managers whose family background is labour are adopting autocratic
style more than others in their decision making. There is a low positive relationship between family background and style | and there is a
low negative refationship between family background and style Il Ill and V. while there is no correlation between family background and
leadership style IV,

Table 6: Analysis of Variance

Demographic Source of Sum of DF Mean F Sig.
Characteristic variation Squares Square
Between Groups 71986.400 4 17996600 4626 0.008
Age Within Groups 77807600 20 3800.380
Total 149794.000 24
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Between Groups §1418.857 4 12854714 2685 | 0,050
Expenence Within Groups 143645143 30 4788.1M

Total 195064000 34

Between Groups 71986 400 4 17996.600 2876 | 0.049
Education Within Groups 125169600 20 6258 480

Total 197156000 | 24

Between Groups 71986 400 4 17996.600 2373 | 0.087
ha:m'fm Within Groups 151603600 | 20 7584 680

Total 223680000 24

{Sowrce: Data collzcied from sampse industrial units)

Table 6 shows the statistical analysis of leadership styles with referance to demographic characteristics of respondents. P-vaiue of the
age group, education and experience show significant difference among the leadership styles. Therefore null hypotheses are rejected
and conclude that there is significant difference among the leadership style of the owners-managers with respect to their age, education
and experience. It indicates that age, experience and education infiuence the leadership styles of owners-managers. P-value of family
background shows there is no significant difference among the leadership styles therefore the null hypothesis is accepted. It indicates
that family background do not influence the leadership styles of owners-managers,

The above analysis relating to the |eadership styles of owners-managers and their demographic characteristics such as age,
experience, education and family background reveals that demographic charactenstics influence the leadership styles of owners-
managers. Therafore, the formulated hypothesis that the leadership styles of owners-managers vary with age, experence, and
educationis accepted. While leadership styles of owners-managers do notvary with family background.

Government Policy and factors affecting MSMEs

The factors- strengths coupled with opportunities - that work in favour of Indian SMEs include their high contribution to domestic
production, significant exporl garnings. low investment requirements, operational flexibility, location-wise mobility, low ntensive
imports, capacities to develop appropriate indigenous technology, import substitution, contribution towards defense production and
competitiveness in domestic and export markets. While we look into new approaches to strengthen them effectively, one has to
understand the limitations of MSMEs, which include low capital base, concentration of management functions in one/ two persons,
inadeguate exposure to imernational environment, inability to face impact of WTO regime, inadequate R&D and lack of prefessionalism.

Table 7: Views of Owners-Managers regarding Factors affecting and
Government Policy regarding MSMEs in Percentage of Times

St. No, Statemenis Disagree Newiral Agree
<1 Government offers vanous promotional schemes like Capital investiment subsidy, sales 19 10 -

' e benelils eto, 10 MSMES, These are really heiplul for the developmant of business

52 Nattonal awards given by Ministry of MEMES to mecognize the efferts of entrepranewrs of B 14 80

: MEMEs gvery vear work as a Molivational tool,

54 internationsl trade fairs and exdbltions are halplul 1o MSMEs as 2 part of Marketing 6 18 7%

: Development Assistance Schema for getting an exposwre in intemational market,

54 Adequate and timely longer term financing i5 accessibis on competifive lerms 9 a8 53
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Present global nancial crsis and resultant Rguidity constraimts of Indian Francial System

S5 | has restricted the overall growih and development of MSMES L 7 65
<5 The linanclal consiraints taced by Gujaral MSMEs are because of policy, legal / regulatory 2% 25 48
framework, institutional weakness and kack of reliable credit information,
57 To assess risk pramium of MSMES propery is a difficult task for landers. 15 M Bi
54 dwilabiity of skiled manpower, A & D taciiies and markating channals an limited, 15 17 Bl
59 Avatlatility of skilts for decision-making, good management and accounting practices and 2 3 67
" modem echrology are mited

$10 Government regulations ke High income fax rate, VAT and custom duty as compared to 3 18 54
large indusiry have various implcations on the seocass and survival of MEMEs

Despite the efforts of Government | numbers of sick units [0 Gujarat are ncreasing every

S| year. tis a failure of Government poficy and need to change the existing palicy.

16 13 "

(Source: Data colacted from sampla Industrial anits)

An atternpt is also made to know the views of owners-managers regarding factors affecting MSMEs and Government policy regarding
MSMEs. 71% of the owners-managers agreed that government's promotional schemes are helpful to MSMEs |, 10% are neutral while
therest of the owners-managers disagreed (S.1). 80% of the owngrs-managers agreed that National awards given to entreprenéurs of
MSMEs work as a motivational tool, 14% are neutral while the rest disagreed (5.2). 76% of the owners-managers agreed with the
statement that international trade fairs and exhibitions give an exposure to MSMES in an international market, 18% are neutral and 6%
disagreed (S.3). 53% respondents agreed that adequate and timely longer term finance is accessible to MSMEs, 38% are neutral and
9% disagreed (5.4). 65% of the owners-managers agreed that present global financial cnisis and resultant liquidity constraints of
Indian Financial System has restricted the overall growth and development of MSMES, 17% are neutral and 18% disagreed (S.5). 49%
of the owners-managers agreed with the statement that Gujarat MSMES face financial constraints because of policy, legal/regulatory
framework, Institutional weakness and lack of refiable credit information, 25% are neutral and 26% disagreed (5.6). 51% of the
respondents say that assessment of risk premium of MSMES property is a difficult task for lenders, 34% are neutral and the rest
disagreed (5.7). 68% of the respondents  agreed that MSMEs have limited availability of skilled manpower, R & D facilities and
marketing channels, 17% are neutral and 15% disagreed (S.8). 67% owners-managers agreed that availability of skills for decision-
making, good management and accounting practices and modem technology are limited, 13% are neutral and 20% disagreed (S.9).
54% owners-managers agreed that Government regulations as compared to large industry have various implications on the success
and survival of MSMEs, 15% are neutral and 31% disagreed (S.10). 71% of the owners-managers agreed that 71% of the owners-
managers agreed that Government policy should be changed to stop incidence of the units becoming sick in Gujarat, 13% are neutral
and 16% disagreed (S.11).

From the above analysis, it can be said that government's promotional schemes and incentives motivate the owners-managers of
MSMEs. But, key constraints like, global financial crisis, policy, legal and regulatory framework, institutional weakness, availability of
skilled manpower, R & D faciiities and marketing channels, skills for decision making , accounting practices and modern technology
and implications of Government regulations prevents development and growth of MSMEs.

Findings

» |thas been found that, about 2/3rd of the owners-managers adopt autocratic style and approximately 1/3rd of the owners-managers
adopt participative and democratic approach while taking decisions about all the business matters. While style V is not popular
among them. It shows that style |is the most popular style among the owners-managers of the MSMEs of Rajkot district.

» The old aged (more than 60 years) and middle aged (40-60) years owners-managers are adopting style | for more number of times
than the young (below 40 years) owners-managers. There is a low positive refationship between age and style | and Il and a low
negative relationship between age and style |1l and IV. While there Is a significant relationship between age and style V.

» Well experienced owners - managers adopt style IV and V for number of times as compared to less experienced OWners - Managers.
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There is a low positive reiationship between experience and
style | and Il and there is a low negative relationship between
experience and style Il and IV. While there is a significant
positive relationship between experience and styla V.

* All the owners-managers are fiexible in using the leadership
styles except other gualification holders, There is a low
positive relationship between education and style Il and Il and
there is a low negative relationship between education and
stylel,IVandV.

* The owners-managers whose family background is labour
are adopting autocratic style more than others in their
decision making. There is a low positive refationship between
family background and style | and there IS a low negative
relationship between family background and style ll, ll and V.
while there is no correfation between family background and
leadership style V.

Conclusion

The owners-managers of MSMEs are adopting different styles
depending upon the situations even though they are free to adopt
any sltyle. The result of the study confirms that leadership is
situational and an effective leader should be flexible to adopt it
considering the differences among the followers and situations. it
also confirms that demographic characteristics such as age,
expenence and education influence the leadership styles of
pwners-managers. It can also be concluded that despite of
various promotional schemes, national awards and exposure in
international market through international trade fairs and
exhibitions, number of sick and closed units is increasing every
year due to many negative factors, So, the existing policy of
MSMEs needs o be changed.

Suggestions

The importance of Benavolent Autocrafic style is to be replaced o
some extent by prior consultation style and joint decision making
style for sound management. This needs education of owners-
managers relating o merits and demerits of all leadership styles.
This is to be undertaken by the state and central Governments.
Government should organize industrial clubs of owners-
managers in which owners-managers exchange their views on
different leadership styles and their applicability to different

SMJV's CKSV Institute of Management, Vadodara, India

situations. Seminars and conferences may be organized by the
Government to pass on to the owners-managers the latest
developments relating to different leadership styles. This will
beneficial to the owners-managers MSMES.
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Abstract

The aftitude of employees decides the altitude of the organization.
The salisfaction level of employees is crucial for every
organization whether they are private or public, manufacturing or
service, profession or academic. It is important to the
administrator for determining teacher's satistaction o fulfill the
varied expectations of modern students which creates lot of
siress on teaching faculty. The purpose of this study is to identify
impact of various factors on the job satisfaction and amount of
varlance in academicians overall level of job satisfaction
explained by these factors in Surat city with reference to affiliated
colleges. A self designed questionnaire was used to collect the
data of various colleges including government & self financed of
Surat city. Factor analysis was performed to identify the factors
afecting job satisfaction of academicians. The six factors
identified and used for measuring impact on college staff
satisfaction. Reliability test also performed to measure the
consistency of these factors. There is no diflerence in job
satisfactlon of male & female. The job satisfaction level is
independent between job categories.

Keywords: Academician, Factor Analysis, Job Satisfaction,
Reliability
Introduction

The concepts of job satisfaction have been given by Maslow's
Hierarchy of Need (Maslow, 1943) and Herzberg's Motivation
Hygiene Theory (Herzberg, 1959). A successful educational
institute requires a good quality of stafi. The role of teacher is
important for teaching, guiding and shaping career of students.
The teachers' job satisfaction is cruclal not only for students and
institute but also for better civilization, Hence it is an essential pre-
Tequisite to the academic institute to maintain the satisfaction
level of teachers.

The quality of staff is very essential for academic institutes for
providing better & quality teaching to their students through
practical life experience. Job satisfaction is broadly defined as
how people feel about thelr jobs and Its related different aspects.
According to Robbins and Sanghi (2006), job satisfaction is
collection of feelings that an individual hold towards his or her job.
The level of job satisfaction is directly affected to the
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performance. There is a direct refationship between job
salisfaction and performance of an individual. Hence job
satisfaction decides commitment and involvement towands the
job. There are number of factors which affect positively and
negatively 1o the job satisfaction of academicians.

Numbers of researchers have found that positive relationship
between job satisfaction with employee motivation, self estesm,
retention, leadership, performance for achieving success of the
organization (Alavi & Askaripur, 2003; Plietersen, 2005; Rad &
Yarmohammadian, 2006, Roos & Eeden, 2008). Ellickson
(2002) found that job satisfaction can improve productivity,
commitment, reduce absenteeism and staff furnover which
uitimately increases effectiveness of the organization.

The frustrated and dissatisfied employees negatively affect their
job performance. Dissatisfied employees are less commitied and
involved in the job. Hence it directly affects their performance as
well as the performance of the organization.

Itis a fundamental requirement of academic institutes to satisfy
their teachers because the role of ieacheris to build career of
students. The satishied teacher can better perform two roles, first
they are highly Involved with students to judge the level of
students to Impart better education and second, he or she is
committed to plan their teaching and leaming.

Literalura review

Irum Saba {2011) studied the job satisfaction level of academic
stalf in Bahawalpur. He found that academic stafl of the colleges
is more satisfied with the work itself, pay, working conditions, job
secority and co-workers and less safisfied with the promation
opportunities.

Jal Prakash Sharma & Naval Bajpai (2011) have studied on
Salary Satisfaction as an ‘Antecedent of Job Satisfaction:
Development of a Regression Model fo Determine the Linearity
between Salary Satisfaction and Job Satisfaction in a Publicand a
Private Organization’. They found that employees in public sector
organization have greater degree of salary satisfaction in
comparison fo pnvate sector employees. In addition job
satisfaction increases or decreases with increase or decrease in
salary satistaction.
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Habib Ahmad, Khursheed Ahmad, and Idrees Ali Shah, (2010)
have tested interdependency of job satisfaction and job
performance, effect of organizational commitment and attitude
towards work on job satisfaction and impact of orpanizational
commitrment and atiitude towards work on performance. They
found that a weak relation exists between job satisfaction and
performance whereas organizational commitment has a strong
positive relation with performance, and atitude towards work
has a strong positive relation with job satisfaction.

Nadeem Malik (2009}, in “A Study on Job Satisfaction Factors of
Fagulty Members at the University of Balochistan®, has
determined overall job satisfaction on independent variable (.e.
Work itself. Advancement). They found that work itself accounted
for 63% of the variance in the level of overall job satisfaction.
When advancement was added to the regression equation, it
explained 64% of the variance in overall job satisfaction.

Rotenberry & Moberg (2007) indicated that employees that were
more involved in their job wera good performers as compared to
the employees whose attitude towards work is not good.

Rotenberry & Moberg (2007) indicated that employees that were
more involved in their job were good performers as compared to
the employees whose attitude towards work is not good. In other
words better aftitude towards work resulted in enhanced
parformance.

Taskina Ali & Ireen Akhtar (2006) studied the determinants of job
satisfaction among female teachers of government run primary
schools in Bangladesh, Her findings showed that perception of
job satisfaction differed among male and females. Female were
willing to enter into this profession while few male want to adapt
the teachers profession.

Zembylas M, & Papanastasiou E. (2004), undertook a research
on “Teacher Job Satisfaction In Cyprus: The Results Of A Mixed-
Methods Approach®, using regression model. The independent
variables included in this model were those of age, position,
always wanting to be a teacher, becoming a teacher because of
pressure from famity, and having a realistic view about feaching
before beginning their training. The overall model was significant
(F=10.383, p=0.000) although it explained 11.3% of the
variance of teacher satisfaction. The other regression model
examined, whether the satisfaction of the teachers depended on
factors thal might have motivated them to choosa the teaching
profession or not.

Jaime X. Castilo & Jamie Gano (2004) studied the amount of
variance in faculty member's overall level of job satisfaction
explained by Herzberg, Mausner, and Snyderman's (1959) job
motivator and hygiene factors. Their findings show that female
facuity members were less satisfied than male faculty members.

SMJV's CKSV Institute of Management, Vadodara, India

The factor “work itseli™ was the most motivating aspect for
faculty. The least motivating aspect was “working conditions®.
The factors “recognition,” “supervision,” and “relationships®
explained the variability among faculty members' overall level of
job satisfaction.

Colgan (2004) reported 14% of the teachers new to the
profession leave after one year, and the cumulative rate of
teachers leaving the profession after five years is 46% (National
Education Association, 2004).

Crossman & Zaki (2003) argued that satisfaction is nol
independent in all job facets and that satisfaction with one facet
might lead to satisfaction with another. He concluded that female
employees were more satisfied than their male counterparts with
their pay and those with lower educational level were least
satisfied. But when the gender descriptor was studied in USA
lotally different results were obtained. Result showed that
ftemales were lzast satisfied with their pay than male participants
(Graham & Messner, 1998).

Yousaf (1998) indicated 2 significant posilive correlation not only
between job satisfaction and job performance but also amang
job satisfaction and organizational commitment and concluded
that more the employees ara satisfied with their job greater will be
Ihere orpanizational commitment and better will be their job
performance.

Bishay (1996) postulates that if employees are satisfied with their
work they will show greater commitment. Conversely,
dissatisfied workers with negative attitudes will ultimately leave
the organisation.

Harris (1995) surveyed a national sample of over 1000 American
teachers and found only seven percent very satisfied with the
profession, compared to 38% who were somewhat safisfied or
vary dissatisfied and indicated they would change careers in the
near future.

Khalid Latif, Dr. Nadeem Sohail and Muhammad Shahbaz, has
studied on Job Satisfaction among Public and Private College
Teachers. They found that there were significant differences in job
satisfaction between public and private college teachers. The
Public coliege teaches are more safisfied with the six
companents (educational qualifications, nature of work, pay, job
security, promotional opportunities and family & work life
balance) of job safisfaction while private college teachers were
nat satisfied.

Dbjectives

1. Toidentity impact of varlous factors on the job satisfaction and
amount of variance in academicians overall level of job
satisfaction explained by these factors.

2. To estimale the overall job satisfaction of academicians
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based on cerfainimportant extracted factors,
3. Tomeasure effect of gender and employees category on satisfaction level of academician,
Research Methodology

= Method of data collection: Primarydatais collected through structured question naire and personal interview method in Surat
city. Respondents were asked to complete twenty seven statements of Likert scale from 1 (Strongly Agree) to 5 (Strongly
Disagree) along with personal information,

+ Sampling Technique : Convenient sampling was usedto select the sample.
» Sample Size : 100 academician

» AnalysisolData: Factor Analysis was performed fo identify the factors affecting job satisfaction of academicians. Refiability
test was also measured to check the consistency of extracted seven factors. Multiple Regressions was used to estimate the job
satisfaction of academician based seven factors. Independent T fest wasused to measure gender effect on job satisfaction, Chi
square test was used totest the difference in job satistaction level of self-financed & government institutes staff.

* Limitations : The study is limited to Surat city only. For further this topic can be extended to other cities or statelevel or considering
other factors which may not be covered inthis wark.

Data analysis
Factor analysis

The result of Table 1 shows that KMO (0.801) and Bartletr's test of Sphericity (Chi square 1212.077 and Significance value 0.000)
indicate that factor analysis done with 27 variable is effective.

There were six factor extracted by using the method of principle component analysis and rotation method of varimax with Kaiser
Normalization criteria Eigen value more than one. The results of factor analysis are shown in Table 2 and Table 3.

Table 1: KMO and Bartlett's Test

Kaiser-Meyer-Olkin Measure of Sampling Adeguacy, B
Approx. Chi-Square 1212.077
Bartlett's Test
of Sphericity ot 331
Sig 000

Table 2: Total Variance Explained

Extraction Sums of Rotation Sums of
= Initial Eigenvalues Sguared Loadings Squared Loadings
H
LA™ Vo | Comulative % | Total | RO | Cumuiative% | Tota Vot | Cumatative %
1] 8176 | 30.281 30281 | 8176 | 30281 30 281 4349 16.106 16.106
2 | 2461 9.114 39395 | 2461 | 9114 39,395 3.243 12,010 26.116
3| 1811 5.708 36103 | 1811 | 6708 46.103 2.790 10334 38.451
) 1.440 5.232 51.435 1.440 5332 51.435 2161 8.004 46,455
5 | 1308 4.845 56280 | 1308 | 4845 56.280 2,075 7,688 54.140
6 | 1138 4215 80494 | 1138 | 4215 60.494 1718 6.354 §0.494
7 | 1020 3.778 64,272
8| 929 3.440 67.712
] A 3.336 71.048
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10| .BBB 3.215 74,263
i1] .B02 2972 77.234
12 728 2.697 79,932
13| 646 2.392 82324
14 580 2.147 Ba.4M
15 550 2.038 B6.510
16| 523 1.636 B8.446
17| 440 1.629 80.075
8] A2 1.528 91.603
19 T 1.398 93.0Mm
20 | 385 1.333 94.353
| 329 1.220 95573
22 261 865 96.538
23 240 B34 07432
241 224 828 98260
25| 202 JA4T 96.007
26| 164 608 93615
27 104 385 100.000

(Source: Author; based on data collected)

It can be concluded that these six factors extracted from the 27 variables are explaining about 60% of variance.

Table 3: Rotated Component Matrix
Component
Variables 1 2 3
Rewarded for good performance .T6@
Senior management treats employes fairly T2
Claar palicy J19
Satistaction of job 654
Salary Is falr and sufficient 537
Principal suggest to improve my teaching .558
Routine activity 692
Recelve recognition lor my teaching 680
Principal give me assistance when i need 673
Freedom to take my own decision 508
Receive recognition from principal .589
Colleagues stimulate me to do better work q35
Colleagues are friendly and trustworthy 691
Friendship amang my cofleagues 585
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Like the people with whom i work 549
Frequently think of quitiing this job B21
Proud to say i am part of this institute M2
Equally freat employees 706

Seaks employee's opinion 553

My work does not make me stressed 754
Provide adequate faciiites 517 550

Extraction Method : Principal Component Analysis.
Rotation Method : Varimax with Kalser Normalization

{Sowre: Author; based on data collecied)
It can be concluded that factor 1 has variable refated to the reward and supportive environment, factor 2 has a variable related to
principal's approach, factor 3 has a variable related to peer relationship, factor 4 has a variable related to loyalty towards organization,
factor 5 has a variable related to equality in treatment and factor 6 has a variable related to stress level.
Reliability analysis

The refiability test is used to measure the reliability of factors extracted from factor analysis. The result are shown in Table 4. To measure
the refiability of items loading into six factors, Gronbach's Alpha was calculated. The value of six factors were more than 0.05, which
indicates that the factors are consistent and reliable.

Table 4: Reliability Test

Faclors Cronbach’s Alpha No. of items
0.825
0.805
0.698
0.646
0.581
0.646

ol U -
P | RS RS | e | O N

Regression analysis

Multiple Regressions was used to perform analysis of factor score for six factors as an independent variable. The dependent variable
was the satistaction level. The regression analysis is to find out for the prediction of job satisfaction of college staff.

Hypothesis
HO: There is no significant etfect of six factors on job satisfaction of college staff,
The following regression model was used to measure the effect of six factors on job satisfaction levet,

Y=a+bx, +bx, +bx, +bx, +bx, +bx, +e

Where
¥ = Relative changes In job satisfaction level

X1 = Reward and supportive environment, X2 = Principle's approach, X3 = Peer relationship, X4 = Loyalty towards organization, X5
= Equality intreatment, X6 = Stress level, E = Error term
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Table 5: Model Summary’
Adjusted R Std. Error of
Mode| R R Square Squsrs the Estimate Durhin - Walson
1 it 831 608 A44 1.734

i Prsdictors: (Constant), Stress ved, Equality n trestment, Loyalty towards organization, Peer retationship, Principal's approach, rewand and suppor tvae environment
b. Dapendant Varlabke: satistaction of current job

Table 6: ANOVA'
Model Sum of Squares 1] Mean Sguare F Sig
Regression 31,746 6 5.291 26,809 0o
1 Residual 18.551 04 197
Total 50.297 100

a Pradictors: (Constant), Stress lavel, Equality In treatment, Loyally towards organization, Peer retationship, Principal's approach, reward and supportive eavirmament
b. Dependen Varlable: satisfaction of curnent job

Table 7: Coefticients"

Unstandardized Costlicionts | S1ancardized

Model B Std. Error Beta { Slg.

1 (Constant) 4.238 044 95,865 000
Reward and supporfive

Environmant 453 D44 638 10,193 000

Principal's approach =021 D44 -.029 - 468 641

Peer relationship 117 D44 165 2.639 010

Loyalty towards organization 210 044 296 4,726 000

Equallty In treatment 192 044 270 4.314 000

Stress level 132 Da4 186 297 004

. Dependent Variahée: satsfaction of currant job

{Source: Author)

The analysis of model summary in Table 5 shows that job satisfaction of college staff is very well explained by the regression model as
evident fromd R? value of 0.631. The model shows 63% of the variations in job satisfaction level can be explained using six factors,
The value of Durbin Watson shows 1.734 (less than 2) indicated that there is no presence of autocorrelation,

The ANOVA Table 6 shows validity for linear equation/model. The p-value is less than 0.05 which shows that the model is valid for using
linear regression. The p-value is less than 0.05 which means that we fail to accept null hypothesis and there exist the relationship
between job satisfaction and six factors.

The regression coefficient in Table 7 shows whether six factors are having capacity 10 predict the job satisfaction of college staff and the
extent of the contribution power. All the factors are statistically significant with p-value less than 0.05 except principal’s approach which
means that we fail to accept null hypothesis and there is a relationship between six factors and job satisfaction level of college staff.
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Job satisfaction = 4.238 + 453 Reward and supportive environment—0.021 Principal's approach + 0.117 Peer relationship + 0.210
Loyalty towards organization + 0.192 Equality intreatment + 0.132 Stress level.

Independent T test

Here the researcher would like to test the mean difference between gender and job satisfaction level of academician. Hence,
independent t - test was used to test whether mean of job satisfaction level were statistically different from each other or not, To use
independent t — test, the rasearcher has tested the normality of data by using Kolmogorov Smimoy test. The significant value was
greater than 0,05, which shows that the data were normally distributed. The researcher has proposed the following hypathesis.

HO ; There is no difference in mean of job satisfaction level between male & female.
H1: Thereis a difference inmean of job satisfaction leve! between male & female.
The following table shows value of independent t —test and significant value.
Table 8 : T-test for Equality of Means

95% Confidence Inlerval
of the Dilference
Sig. Mean Sid. Error
: o (2-tailed) Difference Difference Lower Upper
Equal variances
assomed 1.233 99 22 178 145 -109 AB65

Fram Table 8, it can be concluded that there is no difference between job satisfaction level of male & female. The researcher thus fail to
reject the null hypothesis because the significant value is more than 0.05. The mean difference between male & female is statistically
insignificant. Hence male & female are same in satistaction of their job. There is no problem and difficulty to educational institute in
developing common plan for male & female.

Chi-square Test

Table 9 shows the refationship between job satisfaction level and staff of self-financed & government institutes. Chi square test was
used to test whether the job satisfaction level differs in staff of seif finance & government institutes. The researcher has proposed the
following hypothesis.

HO : The job satisfaction level and employees categary are independent.
H1 : The job satisfaction level and employees category are dependent.
Table 9: Chi-Square Tests

Value ot Sinmdi
Pearson Chi-Square 482 2 786
Likelihood Ratio A97 2 780
Lingar-by-Linear 001 1 as2
Association N of Valid Cases 100

From Table 9, it can be concluded that the job satistaction level and employees category are independent. The researcher failed to reject
null hypothesis because the significant value is more than 0.05.

Conclusion

From the study it has been found that the six factors of reward and supportive environment, Principal's approach, Peer relationship,
Loyalty towards organization, Equality in treatment, and Stress level were important for job satisfaction of college staff from factor
analysis. These six factors explained about 60% of varance. The six factors found were reliable and consistent also. The regression
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analysis explained about 63% prediction power by using six
factors and all were statistically significant except *Principal's
approach”. Gender is independent from job satisfaction. There is
no difference in the satisfaction level of seff-financed &
government institute staff,

Implications & Conclusion

This study Is important for educational institutions to frame
various policies for the satisfaction, retention and development of
thair staff,
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Abstract

Gujarat is known for its enterprising spirit. Gujarat being one of
the most industrialised states in India envisages holistic industrial
growth through MSME competitiveness. As on December 2012,
Gujarat has about 4,00,000 registered MSME units employing
mare than 18.00,000 people. It is imporiznt that these MSMEs
remain healthy for sustainable growth of this sector from a long
term horizon,

With this concern inmind, an attempt has been made to research
and look al what issues are serving as bottle necks to their growth
and what are the possible interventions and initiatives that must
be taken to help these SMEs overcome their problems so that
thay may grow their desired path and make an attempt to realise
their expected contribution to the economy, be it at the National,
State, or District level.

Based on the results of study of 30 MSMEs of Bharuch district, it
was found that MSMEs are facing many people and HR
processes related lssues thereby not being able to compete in the
market.

They need o change the way MSMEs work in order to mest the
current market demands. Many companles are ready 1o apply
various OD interventions to solve the problems and achieve
organizational effectiveness,

Key Words: Paople based issues, HR sub-systems. 0D
Interventions.

Introduction

Bharuch district has approximately 45,000 people employed is
MSMEs In various seclors namely, agro-based, lood and soda
water, cotton textiles, woollen, silk and artificial thread based
clothes, wooden based, leather based, paper and paper
products, chemical based, rubber plastic and petro based,
mineral and metal based, engineering units, electrical machinery
and transport equipments, efc, all put together about 10.600
units. In order that these units perform at expected levels, they
must have right inputs to production and also the right processes
of managing them. An attempt has been made to study the
various people and production refated processes with a view to
appreciate the good practices and also to identify the areas that

pose as challenges to the consistent performance and growth of
these industries. The idea Is 1o look al possible solutions in the
form of OD interventions that could save or revive them as the
case may be. An attempt has also been made to study in detail the
internal as well as external conditions that prevent these MSMEs
fram adopting good HR practices and organizational changes for
better growth. | take this opportunity to appreciate the good work
done by my studant Ms Disha Vin in helping me collect data for
this study.

Introduction to MSMEs

The Indlan Industrial economy is largely characterized by a
dynamic and versatile set of entrepreneurs, who though are small
and medium in terms of scale of operations, make huge
contributions of varied kind to the economy.

The MSME sector has the ability to make available cost effective,
low-volume customized products and also enjoys flexibility In its
working to deliver as per the specific requirements. The other
typical behaviour of these MSMESs is that in most of the cases,
depending upon their specialization, they have evolved as
clusters,

While their importance Is well established, with the changing
focus from economic growth to inclusive growth, MSME sector's
role in the socio economic development of India now needs to be
understood, explored and facilitated further.

Currently, MSMEs share in national GDP is about 20%. This is due
1o the fact that over 55% of MSMEs are aggressively upgrading
themselves technologically to reduce their input costs and
increase production and exports. MSMEs had been growing at
the rate of 35% over the last two years and now onwards are
expected to register a 40% growth rate which will be technology
driven and coniribute 46% share to the country's manufacturing

output.

MSMEs' share of national exports currently is estimated at
around 38%, which will surge to 44% in the next five years.
Currently, this sector accounts for 95% of industrial units and is
confributing about 40% in terms of value addition in the
manufacturing sector. More than 13 million MSMEs are spread
over the country producing about 7,500 items and providing
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emplayment to more than 40 million people.

small enterprise promotion has continued to remain an important
integral part of Indian development strategy much before the First
Five-Year Plan, even dating back to 1938 when the National
Planning Committee documents were being prepared. The
concerted policy emphasis upon small firms as a vital vehicle of
progress draws upon this sector's crucial historical role in
generating substantial employment and income at the regional
level and acting as a shock-absorber during periods of economic
Crisis.

In accordance with the provision of Micro, Small & Medium
Enterprises Development (MSMED) Act, 2006 the MSMEs are
classified intwo classes:

a. Manufacturing enterprises: The enterprises engaged in the
manufacturing or production of goods pertaining to any industry
specified in the first schedule o the industries (Development and
Regulation Act, 1951). The manufacturing enterprise is defined in
terms of investmentin plant & machinery.

b. Service enterprises - The enterprises engaged in providing or
rendering of services and are defined in terms of investment in
equipment.

Within the enterprises engaged in the manufacture/ production,
processing or preservation of goods, a micro enterprise is one
where the investment in plant and machinery does not exceed Rs.
25 lakh, a small enterprise is one where the investment in plant
and machinery can be upto Rs. 5 crore, 2 medium enterprise Is
where the investment in plant and machinery can be more than
Rs.5 crore but should not exceed Rs. 10 crores.

For service enterpnses, a micro enterprise is one where the
investment in equipment does not exceed Rs.10 lakhs, small
enterprise is one where the Investment in equipment |s more than
Rs.10 lakhs but does not exceed Rs.2 crorg, a medium enterprise
is that where the investment in equipment is more than Rs, 2
crore but does not exceed Rs. 5 crore.

Challenges taced by the MSME sector

The MSME sector is faced by a number of challenges.

» Financial assistance/ Risk Capital: MSMEs, particularly the
tiny segment of the small enterprises have inadequate access
tofinance due to alack of financial infermation and non-formal
business practices. MSMEs also lack access to private equity,
venture capital and have a very limited access (o secondary
market instruments. With deregulations of the financial sector,
the ability of the banks to service the credit requirements of the
MSME sector depends on the underlying transaction costs,
efficient recovery processes and available security.

* Credit issue: The main constraint which the MSMEs still face

is the availability and high rate of credit. This is likely to get
accelerated.

s Market onentation: MSMEs face frapmented markets in
respect of their inputs as well as products and are vulnerable
to market fluctuations.

* Accessibility to markets & technology: MSMEs lack easy
access to inter-state and international markets. The access of
MSMEs to technology and product innovations is limited.
There is also a lack of awareness of global best practices
among MSMEs.

= Delays in compensation; MSMEs face considerable defays in
the seftliement of dues/ payment of bills by the large scale
buyers.

» (Operation costs: Rising global cost of commodities continues
to haunt the local manufacturers, In addition o rising inflation,
the MSME sector has, in many ways become a ‘talent pool'
from which skilled labour and professionals are often fished to
fill higher paying jobs In large domestic and International
companies. As a result, MSMEs face higher recruitment and
training costs while dealing with high employee attrition rates.

Special HR challenges in MSMEs

When big organizations go on a rampage, small ones have to
think smart. It becomes very important for the MSMES to
banchmark various processes in order to remain competitive
within the marketpiace and ensure they can benefit from what
their competitors are doing to stay one step ahead of the game,

Human resources are one of the most essential growth indicators
for these organizations. The employees thal surround the
entrepreneur are mostly a tight group thal communicates
informally. There is a lack of formalization, structure and clarity
when thinking of performance, training or reward management.
More specifically, employees report a need for a transparent
training and compensation policy and a standardized induction
procedure for new employees.

The lack of “in place and streamiined” HR functions in these
organizations come as 2 weakness when all the efforts invested
in building a team become fruitiess because of high attrition rates.
There can be several reasons to this such as dissatisfaction with
pay, HR policies and practices, lack of hygiene factors, employes
loyalty Issues, and the like.

External Conditions Afecting Organizational Development in
the HR Arena

Munificence of Resources

A critical consideration in the external environment for Human
resources is the munificence of resources in the environment.
Scarcity of resources, human or otherwise, means that
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organizations cannot freely set productivity goals, work
schedules, or economic goals.

Labour Availability

The scarcity of labour as in today's economy, should encourage
programs o aftract and retain labour. In a labour surplus,
organizations may be drawn into programs that seek 1o increase
fhe guality of the labour force that it employs and capitalize on
employee involvement,

Competitive Environment

The way an organization competes and where it competes is
based on skills that the competition does not possess in the same
abundance as that of the organization. The development of these
skills may lead to further genuine business opportunities that
increase the organization’s success In managing its refationship
with the external environment,

Internal Conditions Affecting Organization Development in
Human resources Arena

Developmental Stage of the Organization

The developmental stage or iife cycle of the organization should
be considered in creating development programs in Human
resources. Whether the organization is new, growing functionally,
in a state of controlled growth, functionally integrated, or
sirategically integrated, should affect the nature of the change
contemplated and how the change will be implemented. This
directly affects how processes are done and how human
resources need to be trained fo cope and master future
developmental stages of arganizational growth or decline.

Organization Size

(rganization size directly affects the way the organization is
siructured, as well as the developmental needs of the
organization and the processes they adapt. Size can creale
economies of scale or be a juggernaut to the organization’s ability
to interact with the environment. Organizational size can even
dictate the services offered by Human resources and the
processes by which peaple are evaluated in the workplace,

Organizational Structure and Complexity

Organizational structure and complexity can affect the
information flow in the organization and create mismatches
between the efiective use of human resources and the demands
of the environment. |t needs to be determined as to what
emphasis should be placed in regard to specialization,
independence, standardization as also the nature of team
structure, which essentially should be matched to the task, the
technology, the environment, the managerial style and the degree
of differentiation.

SMJV's CKSV Institute of Management, Vadodara, India

Organizational Climate/ Work Setting Characteristics

There are as many as 14 dimensions that constitute and describe
the organizational climate. They Include the dimensions of
constraining conformity and propriety, responsibility, reward and
feadback, task identity, emphasis on effectiveness, emphasis on
change management, emphasis on crisis management,
communication, formalization of job roles. standardization of
tasks, role specialization. management control, centralization of
autharity, and technology.

Technology

Technology may be considered both an external and internal
factor that affects Organizational Development in human
resources arena, In one sense technology is an external pressure
that affects the organization's development of skills to meet new
environmental demands. From an intemmal viewpoint, technology
will facilitate and affect the knowledge, information and skills
necessary o complete tasks. Planned development of the
workforce assures the organization of its ability to meet the
technology demands and sustain competitive advantage.

The Perceived Role of human resources in Organizational
Development

How the organization perceives human resources will also affect
organizational development in this area. This would indicate also
recognition of human resources' role in Organizational
Development.

The Education/ Developmental Level of the Human resources
Stan

The success of the planned intervention in either human resource
development or processes is also dependent on the
developmental level of the Human resources staff itself,

Why 0D in MSME's

The following are the reasons why 0D interventions are required
in the MSME's:

o Concentration of functions as one/two member teams-
typically a one man army in HR/ complete absence of HR
function

= | ack of empathy or professionalism in dealing with peophe
iasues

= Nascent stage of people practices/ Labor intensive peophe
practices

= Autocratic/ bureaucratic organizational design

= Reaclive methods to solve people Issues

00 Results

Below are listed some anticipated key benefits of 0D

Sankalpa : Journal of Management & Research {ISSN No. 2231-1904) # VYolume 4 # |ssue 1 4 January - June 2014 n



SMJV's CKSV Institute of Management, Vadodara, India

interventions :

= Higher levels of motivation and increased performance
= People and process acceptance

= Positivism in the system

» Better organizational design

® |ncrease in value creation skills fike emotional maturity,
openness to receive feedback, “perception—prevention®, data
relevance

» Socialization skills in employees
Literature review

In his article on "Human resources Management Practices in
Small and Medium Industries - an Indian Experience”, Dr. K
Sundar ( 2012) has tried to: i) explore the practices pursued in
various dimensions of human resources management in the
study units, and ii) suggest suitable measures 1o tone up the
functioning of human resources management in the sample units
located in Ambattur industnial estate, Chennai.

The author concluded that the absence of HR policy in MSMEs is
the root cause of most of anomalies in HR spectrum. He
suggested that a tie up with business schools, management
fraining institutes and techmical educational institutes and
seeking HR expertise from HR consultants on critical Issues
could help to streamiine the functioning of MSMES. In his article,
“Talent Management; The special challenges of small and
medium-sized enterprises”, David Creelman states that SMEs
face some particular constraints; constraints that are more
pronounced, the smaller the firm. These constraints are: lack of
specialized expertise, fewer economies of scale, criticality of
each hire and criticality of tumover. SMES also have important
advantages thal can make them the envy of larger firms namely
case-by-case insight, few layers and a sense of belonging. He
concluded that the talent-management challenges a company
faces change over time, In the article: “Knowledge Management
issues in knowledge-intensive SMEs”, Miguel Baptista Nungs,
Fenio Annansingh, Barry Eaglestone and Richard Wakefield state
that while: MSMEs, including knowledge intensive ones,
acknowledge that adequately capluring, storing, sharing and
disseminating knowledge can lead to greater innovation and
productivity, their managers are not prepared 1o invest the
relatively high effort on long term knowledge management goals
for which they have difficuity in establishing the added value.
Thus, knowledge management activities within MSMES tend lo
happen in an informal way, rarely supported by purposely
designed ICT systems. The study suggests that in order to
implement an appropriate knowledge management strategy in
MSMEs, cultural, behavioural, and organisational issues need to

batackled before even considering technical issues.

In their article: “The background and challenges faced by the
small medium enterprises: a human resource development
perspective”, Siti Sarah Omar & Lawrence Arokia Samy,
concluded that more management competencies are required for
growth in small organizations compared to larger organizations.
In this siluation, small orpanizations failed to develop skills,
knowledge and competencies among workers. This is mainly
because of financial constraints and insufficient training.

Research Methodology
Problem Statement

Establishing the need for HR and 0D interventions in MSMEs and
how they will lead to organizational effectiveness.

Objectives of the Study
1. To learn the HR practices that are currently practiced in MSMEs

2. To identify major challenges as well as people related issues
faced by MSMEs in relation to the lack ol organizational
effectiveness as compared to large scale enterprises.

3. To know the entrepreneurs’ own satisfaction level with one's
own business and reasons thereot

4. To identify which 0D interventions would apply to help the
organizations to increase effectiveness.

Research Design

The research design being used is Exploratory research.
Sources of Data

Only primary data has been used during the research.
Data Collection Message

Quantitative data collection method through the use of a
structured questionnaire has been used.

Sampling Method

For the purpose of the research Non-probability convenience
sampling has beenused.

Sample size
The sample size used is 30 MSMES.
Sampling Frame

Sample frame for research was the MSMEs in Bharuch and
Anldeshwar

Findings

A. HR practices existing in these organizations

a) Recruitment

» They advertise/communicate their manpower requirements by
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putting advertisements in newspapers/on website'on a
company gate/through employee reference/ employee
gxchange /through letters/ private placement bureaw' Jilla
rojgar vinamra kacheri

» They also keep an inventory of applications and use them
where need arses.

= They reach the market through consultants/ fixed clients
The issues or problems that get resolved therefore are:

» |ssues refated to locating suitable candidates as per
requirements

» Availability / ease of locating the best fit HR/ personnel
» Saving of time in getting replacement/ new employees
b) Practices on Salary-wages structure/perquisites

= They pay minimum wages

= Allemployees are covered under ESI scheme

» They provide accident Insurance [ health Insurance / life
insurance to their employees

s They give uniform and woolen garments etc. to their
employees

= They give bonus to the employees and teach the method of
calculation

= They give various allowances: DA/ HRA / Production
incentives/ presence allowance/ tea allowance

t) Reward

= They follow time wage system.

» They acknowledge & praise in front of others
* They also give a consolidated reward package
The results therefore are:

» Good productivity

» Better efficiency

d) Training & development

* They impart functional training

e} Performance evaluation

* Employees are explained what Is required 1o be done and how
in the beginning of every day

* They discuss what went wrong and what went good at the end
of the day with each employee before they leave

» They walk up to the employees' work station and mentor their
performance frequently/ at times/ not at all

» They discuss the problems employees face during their work

SMJV's CKSV Institute of Management, Vadodara, India

f) Engagement/ Weltare activities

» They give safety gadgets to all employees
» They conduct health check up program

» They provide hospital facilities

g) GMP (Good manufacturing practices)

* The equipments / machines are always in good working
condition and without any safety hazards

= They give satisfactory guidance/ problem solutions whenever
the employeas require the same

* They assure adequate light and ventilation to employees at
their wark station

» They give adequate safety gadgets to provide safety at work

= Adequate measures are taken to ensure workplace safety and
safe working condition

= They motivate employees lo learn more about their functions
= Positive feedback is given in case of good work done
h) Retention

= When employees talk about leaving the company they ame
counseled and asked not to leave

= They behave notonly like & good team but like a family and are
sensitive to the smallest need of each employee and hence are
proactive in case of retention

» Additional non-monetary benefits are extended in order to
retain the good employess

i) Quality Management

= Preventive maintenance is done regularly as per schedule

o Zero accident situations are created

I} Value system

= There is two-way communication in the organizations

= Employees' suggestions and feedback are treated very
seriously

» They are very transparent in their workplace decisions

k) Production planning & control

= They review each job before and alter itis completed

* They have a well laid system of recording production
variations/ resource problems/ unanticipated troubles; tack of
skills etc so thatimprovements/ corrections may be made

= Advance planning is a habit and so no materfal crunch is faced

B : The main ‘people related' issues which are faced by
MSMEs
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» The proportion of unskilled and semi- skilled to skilled labour is
very high

» Absenteeism is not only high but is also without prior
information

o [ue lo lack of availability of manpower/exodus ol manpower
fthe remaining less manpower is over stressed leading to
inefficiency and reduced output /productivity.

= |nspite of uninformed absentesism, no disciplinary actions
can be taken due to fear of losing them leading to care freeness
& disobedience among workers.

» Employees have reluctance to hard work and they leave
because of availability of good opportuniies with extra
benefits in large scale

» Thelocal labourers are not ready to work at the wages offered

= |n absence of local labour, outstation labour has become
mandatory & it has its associaled costs & liabilities.

» Employees are not educated on health refated issues, leading
to employees having unhealthy habits leading to absenteeism,
etc.

» They have not been able to instill in them an understanding that
the cost of rejection is too high and that it impacts upon the
profitability of the firm.

= They are not providing skills training to thelr employees (as
regards abifity of trouble shooting etc) due to some financial
constrainis.

C: Level of Satisfaction with one's own achievemeni al
business and reasons there ol

More than 50% of the industries feel that they have not been able
toreachto their expected levels of business/ match their vision.
The reasons may be interpreted from the following analysis:

1) For the industries that have achieved their vision/ expecied
levels of growth the reasons were:

a) They could optimally utilise their production capacity due to
following reasons:

= |Jseof latest technology

» Skilled workforce

» Market growth and hence increase in Market Demand
» Business expansion

* |ncreased scopa of business

» |mproved financial conditions

» Good infrastructure

* Visionary leadership

= |ncrease in plants and equipments

= Expansion & redesign of plant area

* Frequent audit of corporate customer and statutory body

= Enhanced experiénce with time

b) They could realize a better sales turnover due to:

» Market growth and growthin demand

» Diversification from ethical marketing to franchisee marketing
* |ncreased production capacity

* (ost advantage on account of availability of cheaper inputs
* Good marketing efforts

» Seasonal effects

® |ncrease in permanent customers

c) The meantime between failures

= Most companies have very high meantime between failures
due to timely maintenance of equipment which |s the sign of
good productivity and efficiency.

d) Evaluation of their own delivery periods:

e Almost all companies are delivering as per their supply
schedule. Very few companies get staggered schedule.

* 50% of the companies often try to make early delivery to retain
their customers.

» 30% companies aimost manage early delivery.

* (Only 20% of companies however, rargly meet their defivery
schedules.

= Most companies maintain stocks 1o cope up with situation of
excess demand and in order to make early delivery.

&) Quality of Supplies

Overall, the quality of supply is good as they are very consistent
and meeting their quality norms. They also try to reduce the
repetitive defects by proper maintenance and even visit their
customers’ site to know their demand for quality, quantity or
product design if needed.

2) However, the remaining 50% of companies could not
achieve desired results becauseof:

a) Under Utilisation of Production Capacity due to:
* Market recession

= | abor problem

= | ack of machinery

b) Manpower turnover due to:
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= Decreased production

= Good opportunities in industries in Dahej

= High wages with extra benefits offered industries in Dahg

» Competitive industrial environment

» Non- adaptability to automation / technological advancement
» Increasein work load

* | ow income in comparison to the high cost of living/ basic
requirements

» Lack of opportunities / challenging jobs

& They do not wantto do hard work

» Personal reasons

¢) Procurement of raw matarials / spares:

= Non-availability in turn makes their procurement costly

= Frequent changes in suppliers as a result of looking lor cheaper
systems leads to varation in quality and also interpersonal
relations with suppliers

d) Trouble shooting skills -

» 75% of the companies have problems in trouble shooting in
case of breakdowns, leading them to engaging external
sources thereby adding to their costs

2) Market Characteristics :

= Most companies feel that the markets are very fluctuating and
inconsistent leading to financial crises

f) The major reasons of dissatistaction as regards their business
arg;

» Market drivenfailure refating to demand fluctuations
» Stiff competition and lack of growth opportunities

» Lack ofinvestment capacity intechnology

 Lackof financial resources

» High costof sources of fund

» Lack of motivation/incentives to the manpower

» Non availability of right labour

3. Satisfaction with one's ROI:

50% of the MSME pwners are not satisfied with the retum on their
investments but still they keep themselves going. The reasons for
the same are:

= There are no other alternative job opportunities

» They are dreaming to associate as an ancillary 1o some big
organizations
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= They have anintension to make both ends meet

4. Expectations of customers as regards product offerings:
Almost all companies are aware of generally what the customers
expect from them in exchange of their spending i.e. quality
packaging, technological upgraded products, on time delivery,
cost and good manufacturing processes. However, only around
60% of them invest in technological upgradation and only 40% of
them observe good manufacturing practices. Only about 60% of
them care to have trained manpower so that they may satisfy their
concern for quality supplies to customers,

5. Areas of conflicts between:
= Business owners and suppliers/ customers: price and quality
= Business owners and government offices: legal procedures

= Business owners and Employees; leave and salary of
employees and Transportation facilities which are absent or
Inadequate.

6. Overall Satisfaction level as an entrepreneur:

Approximately 65% entreprenaurs are highly satisfied with their
success whereas 35% have medium satisfaction due to stiff
competition, non availability of right labourers and lack of growth

opportunities.
Conclusion

* MSMEs are facing many people related issues and they are not
able o compete the marke! due to lack of proper HR practices.

= They need to change the way MSMEs work in order to meet the
current market demands. Many companies are ready to apply
vanious 0D imterventions to solve the problems and achieve
organizational effectivenass.

Recommendations

The following 0D interventions may be exercised to attain
organizational effectiveness:

a) Goal congruence under MBO

= Each employee should be explained how important his / her
role is for organizational growth.

* (ne should be made to understand what one will gain if they
perform well & the organization grows.

* A leam meeting should be held frequently to discuss any
Innovative/ creative measures taken by any single employee in
the direction of achieving organizational goal.

b) Team building

» The employees should be trained to support each other in case
of difficufty at work and not be indifferent to each other's needs,
shortcomings.
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¢} Process consultation
= The employees should be motivated to brainstorm among

themselves and identify what went wrong and also identity
what corrective actions nead to be taken.

» Expertise should be developed in-house for effective trouble-
shooting 50 as 1o diagnose problems easily.

d} Quality control

» Regular training should be imparted to all employees on quality
matters.

» Each process and each task should be standardized to assure
quality always.

o AnISO 9000/ 1S0 14001/ B0OO certification process should be
undartaken.

» Quality achievement should be appropriately rewarded.
e) Goal setting

» Each one when he/ she joins the organization should be
appraised about the organization, its structure, functions,
culture and practices, market/ Customers etc. Sothateach one
sees a role for themselves in the organization.

» Adequate modifications in systems and structure as well as
policies should be made from time 1o time to create a suitable
work plattorm and work environment to suit the
changed/ modified goals of the organization.

f) Survey research &feedback

» An ongoing feedback should be taken informally from all
employees regarding their satisfaction with the varlous
prganization systems and practices,

= The employees should be given feedback about the

organizational practices of better/good performing
Industrigs / compatitors.

h) Leadership style

» Ateamwork style should be adopted as that is the only way to
sustain and grow the nature and size of business that they are
in.

i) High perfarming work systems

» A typical/ unique achievernent of any one employee should be
shared and discussed with the others in order to motivate
others (o perfarm o high standards

» Employees meeting high standards of performance should be
favourably rewarded thus building a culture of high
performance.

» The work systems should be well designed, minutely
standardized to give high performance by mosL

k) Transactional analysis:
s |rrespective of position, age, experience no one should be
allowed to use unofficial language.

= Every employee should be required to participate in the work/
system/ organization refated discussion with a high amount of
self-esteem without the fear of being ridiculed.
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I I Are Indian leaders culturally Adaptable?

Abstract

Individuals are embedded into cultures since childhood through
(he habits evolved by their e/ders and their notions. A notion as to
which system is better for their family and organization. A nation's
cuiture is based on its natural resources, religions, history and
the geographical boundaries.

The author in the present paper intends to discuss a few of the
cultural dimensions and their leadership styles/impact in the
organizations inindia based on a study of the literature review.

Key words: Cultural dimensions, leadership, power distance,
masculinity, femininity, Gen X and GenY

Are Indian leaders culturally adaptable?

... You need to become cultural literate — not by reading about
different cultures but by traveling more and visiting more differant
occupational groups....it's by travelling, but travelling not just
physically but psychologically ..'

- Edgar Schein, a senior Professor at MIT, Nov 29, 2011.
Dbjectives of the paper
The objectives of the paperare:

1. Tobring outthe various dimensions globally as well as in India
refated to the cullural dimensions and leadership styles
through a study of literature.

2. Tounderstand whether Indian leaders are culturally adaptable.
Culture- Its concept and dimensions

Culture can be conceplualized as 'shared motives, values,
beliefs, [dentities, and interpretations or meanings of significant
events that result from common experiences of members of
collectives that are transmitted across generations’ (House et al.,
2004, p. 15). Geert Hofstede (1980), defined culture as, ‘Culture
is not a characteristic of individuals; it encompasses a number of
people who were conditioned by the same education and life
expenence. When we speak of the culture of a group, a tnbe, a
peographical region, a national minority, or a nation, culture refers
to the collective mental programming that is different from that of
oiher groups, tribes, regions, minorities or majorities, or Mations
{p. 12). Or rather a ‘collective programming of the mind.'

{Hofstede).

Culture is a pattern of shared basic assumptions that the group
learned as It solved its problems of external adaptation and
internal integration that has worked well enough to be considered
valid and, therefore, to be taught to new members as the correct
way you perceive, think, and feel in refation to those problems.
{Edgar Schein),

Donal Carbaugh defines culture as ‘a system of expressive
practices fraught with feelings, a system of symbaols, premises,
rules, forms, and the domains and dimensions of mutual
meanings associaled with these.'

Culture is the pattemed ways of thinking, feeling and reacting and
the total ife way of a people, the social legacy the individual
acquires from his group (Kluckhohn 1964). Employees'
expectations, behaviour and performance may differ between
various cultural groups (Redding, 1990),

In each of these definition, culture is linked to communication and
awide range of human experience including feelings, identity, and
meaning-making,

Cultural shift or change occurs whenever there is a change in the
political, socio-economic changes, technology, natural
calamities or with the upcoming newer generations, Cultures are
nol static; they are dynamic and continually evolving.
Organizational culture also changes with cultural shift. With the
changes in technological complexity, the leadership task has
changed. Leadership in a networked organization s a
fundamentally different thing from leadership in a traditional
hierarchy. (Edgar Schein)

Adler (2008) guestions whether organizations are becoming
similar or maintaining their cultural dissimilarities as a result of
globalization when organizations are becoming mare similar, the
behaviour of people remains culturally different.

Schein (1990) believese that organisational culture, maore than
any other factor, dictate an organisation's ability to survive and
succeed. Crganisational culture is referred 10 as company,
workplace, or corporate culture (Linstead and Grafton-Small
1992).

House, Wright and Aditya (1997) adopted a more specific
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definition of culture as 'distinctive normative systems consisting
of modal patterns of shared psychological properties among
members of collectivities that resull in compefiing common
affective, attitudinal, and behavioural orentations that are
transmitted across generations and that differentiate coflectivities
from each other.'

Organizational culture

(Organizational culture has been described as ‘a riddle wrapped in
a mystery wrapped in an enigma’ (Pettigrew 1990). Then what
constitutes an organizational cufture?

Today the workplace is no longer dominated by the few
developing nations, in fact it is the other way round and more
importantly it is the BRIC nations which will rule the roost in the
coming years in terms of technology, leadership and culture.
While the world has becoms a small workplace, itis but important
to know whal in the culture makes people work? Kolter and
Heskett (1992) have rightly identified the adaptive culture as the
‘optimal' organizational culture and stated 'only cultures that can
help organizations anticipate and adapt 1o environmental change
will be associated with superior performance over lang periods of

The various above definition, statements by Ihe different authors,
all constitute culture.

Leadership, organization structure, power distance, innovation,
risk taking, teams, teamwork, leadership, structure, innovation,
job performance, planning, communication, environment,
humanistic workplace, development of the individual,
aggressiveness, etc.. allarethe dimensions of culture.

Jungetal., intheir working paper Instruments for the Exploration
of Organisational Culture’, have suggested that there are more
than 150 dimensions of orgnisational culture , Itis important 1o
understand these dimensions for an organisation when it Is
ptanning to enter into a new territory (country) so as 1o know
which dimension can have a greater impact.

Global Leadership and culture
While talking of global leadership, can culture be far behind ?

Global leadsrship has been defined as- being capable of
operating effectively in a global environment while being
respectiul of cultural diversity.

The only thing of real importance that leaders do is to create and
manage culture (Schein, 1990 & 1992). Bass and Avolio (1993)
assert that leadership and culture are so well inter-connected that
it is possible to describe an organisational culture characterized
by transformational qualities.

Hodgetts (2003) states that leadership behaviour influence the
cultures among organization. He concludes leadership behaviour

and organizational culture as an important issue for the whole
business worldin the recently year.

Leaders that are required to work in this globalized world are
gffective only if they are capable of understanding cultural
differences and behave in ways thal are appropriate in each
gxperienced culture. An effective giobal leader must be culturally
aware and adaptable. This means that they need 1o be grounded
in how diffarent cultures operate and accomplish organizational
objectives. (Fulkerson, J. R, (1999).

Leadership (Williams and Hazer, 1986) and organisational culture
(Trice and Beyer, 1993) were shown to have significant impact on
bath job satistaction and organizational commitment. (Lok and
Crawford, 1899, 2001). Leadership behaviour effect a change of
organizational culture in working environment. Ruvolo (2004}
indicated that leader's abilities and knowledge of organizational
culture could achieve organizational goals.

Research Indicates that cultural dimenslons have a significant
influence on transformational leadership behaviour, managers
need to learn culture and modify their behaviour to lead their
subordinates effectively. As education and technology have
reached greater heights, it is but necessary that leaders be aware
and change according to the necessities of the followers.

Lok and Crawford (2004) state that national culture and
leadership have an influence on organisational leadership styles,
prganisational culture and their subsequent effects on
employee's job satisfaction and commitment.

Pettigrew (1997) argues that most prominent link between
leadership and cultural development can be found in new
companies that have an entrepreneur at the helm.

Schein (1992) advance that organisational culture, more than
any other factor, dictate an organisation's ability to survive and
succeed.

As subordinates become more diverse, leaders must enhance
appreciation for human diversity. By communicating with diverse
individuals, leaders can understand opinions of their followers,
and establish a good relationship with followers (Weng Kun Liv).
This age of rapid change, calls for a new kind of leadership to
enable organizations to transform and cope with the changes
(Tichy and Ulrich, 1984). This new brand of leaders must have
the ability 1o help the organization develop a vision of what it can
be, to mobilize the organization to accept and work towards
achieving the new vision, and to institutionalize the changes that
must last over lme. These new leaders are called
transformational leaders. (House et. al., 2004),

Organisational culture instruments and dimensions
Culture is largely dependent on and Influenced by temporal and

78 Sankalpa : Journal of Management & Research (ISSN No, 2231-1904) # Volume 4 & Issue 1 & January - June 2014



socio-cultural contexts. (Jung etal 2007). Organisational
cufture instruments were developed to measure the varlous
dimensions and these (e.g. FOCUS, GLOBE, Perceived Cultural
Compatibility Index), have helped organisations in  knowing
which particufar dimension underplays or works with a particular
organization or nation. Geert Hofstede while working at the IBM,
was the first to work on organisational culture. He conducted a
survey on the employees at the IBM (all were employees from
more than over 40 countries). He identified 4 dimensions from
over 117,000 IBM employees - 1. Individualism-Gollectivism,
2. Masculinity-Femininity, 3. Uncertainty — Avoidance and 4.
Power Distance. Later he added 2 more dimensions to his work
- the Long and Short Term arientation (Confucian dynamism) and
the Indulgence- Restraint, which has not been of major interest
among scholars as were the other four dimensions,

Another important work in cultural dimensions is that Robert
House's GLOBE - Global Leadership and Organisational
Behaviour Effectiveness, although . developed in the US, the
project Is international; it measures cultural variables and their
effects on leadership, and the arganisational processes. It was
conducted in the Food industry, Health and Manufacturing
industries In over 61 countries with the help of management
scholars and social scientists. The major constructs investigated
in the GLOBE research program are nine attributes of cultures,
which are operationalized as quantitative dimensions: (1)
Uncertainty Avoidance, (2) Power Distance, (3) Collectivism I:
Societal Emphasis on Collectivism, (4) Collectivism .  Family
Collectivisitic Practices, (5) Gender Egalitarianism, (B)
Assertiveness, (7) Future Orientation, (8) Performance
Orientation, and (9) Humane Orientation.

Cullural dimensions and their leadership styles/impact in the
organizations in India

The mesearcher would like to discuss a few of the cultural
dimensions and their |leadership styles/impaci in the
organizations in India.

India, the second most populous country in the word, a
developing country, and a country where the local dialect
changes every 400 kms, is one of the worid's largest English
speaking countries, thanks to the colonial rule for over a century.
The major religions of the Indians is Hinduism, Christianity and
Muslim and other refigions like Buddhism, Sikhism, Jainism are
region specific. After the Liberalisation policy of the Indian
Government in 1992, trade with foreign countries  has been
made easier. Foreign countries have always found India, as a
country of unigue blend of religions, languages, even highly
proficient English speaking, highly educated masses in their
local language, computer -savvy, unemployed, cheap labour,
and a nation majoring in youth poputation and their ability to adapt
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to pew anguages and the circumstances, situations. Hence,
India is a perfect hub for the |T and the ITES companies, the major
places being Chennai, Pune, Hyderabad, Noida, Gurgoan,
Bangalore, etc . Women are an important constituent of the
workforce; recent times have seen many women CEQs and
WOMmEn entrepreneurs.

The multiplicity of languages, religions, the geographical
distinctions and the states and Union Territory of the Indian Union
and difference in the education levels in the country makes it an
ideal setting to have the study of cultural dimensions in India as a
separate project,

Whether it is the Gender Egalitarianism of House's GLOBE or the
Masculinity-Femininity of Hofstede's Cultural Dimensions, both
look into the same perspective of a particular dimension. This
dimension gives the impression that how the leader should act.
Agreed that the workiorce today is educated, technology- savvy
and very individualistic in their outiook, but which tactics should
be used to elucidaie the work from the employee...is 8 major
guestion asked by many.

Masculinity versus femininily dimension of organizational
cullure

Looking at culture from a gender perspective, Adler (1997) says
that there should be feminization of global leadership, not only
because of the increasing number of women in leadership
positions but also because of the relevance and wide expansion
of leadership traits and qualities that have traditionally been
predicted as femininity - such as cooperation, participation, and
relational styles. The gilobal leadership cannot be defined any
more in terms of the masculine ideal or the American ethos. Self-
leadership needs also to be reconsidered, particularly in light of
two dimensions of culture proposed by Hofstede:
individualism/collectivism and masculinity, femininity.
Masculinity pertains to societies in which social gender roles are
clearly distinct (l.e., men are supposed to be assertive, tough,
and focused on material success whereas women are supposed
to be more modest, tender, and concemned with the quality of life.
Femininity pertains to societies in which social gender roles
overlap e, both meén and women are supposed to be modest,
tendear, and concerned with the quality of ife.

Masculinity versus famininity refers to the 'division of emotional
roles between men and women' (Hofstede, 2001, p. 29).
Managers who displayed masculine trails were objective,
authoritative and favoured more (Wajeman, 1998) than those
who displayed ‘feminine’ traits as collaboration and
supportiveness {Schein, 1973, 1975).

Masculinity and femininity resulis from socialization. Masculinity
refers to socleties that value assertiveness, toughness, material
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and economic aspects of life. Femininity represents cuftures that
emphasize nurturing, care for others, social relationships, and
quality of life, In other words, masculinity gives emphasis to tasks
whereas femininity emphasizes on relations. In masculing
cuitures, men and women tend to have different roles; men are
expected to focus on performance while women are expected (o
focus on relationships. High masculing countrigs are
differentiated by the higher job stress, belief in individual
decisions, challenge and recognition at work place and working
for bigger organizations, rather than small companies.

Holstede (1980) mentions that in masculine societies, business
organizations tend to have masculine goals and promate men,
whereas hospitals tend to have feminine goals and promote more
women to nurturing-type positions. In feminine societles men
and women are expected to have similar roles, promotion Is
merit-based, quality of life and people are important, and both
men and women are expecled 1o care aboul job performance and
refationships. Furthermore, in feminine cullures, women have
less resistance in accessing jobs, getting promotions, and
balancing career and family life (Hofstede, 2001).

Due to competition, the survival at work place has become the
survival of the fitest. Women develop a leadership style which is
typically masculine and fits better in the hierarchical and social
structures, often referred to as male-dominated (Acker, 1989).
There is an understanding that females are showing change in
feminine and masculine characteristics over different
generations ( Kamlesh Singh and Priyanka Agrawal, 2007). The
formation of social identities, masculine and femining, and their
reflection on group behaviour within organizations has a direct
impact on the exercise of leadership (Eagly & Chin, 2010).

The nature of role played by males and females brings to the fore
differences in personalities and lemperaments developed from
social practices which recognize people as different in a sociafly
significant manner, Geber (1987) found that gender socialization
played a significant role in associating masculing traits with
leadership.

Masculinity can be performead by women who are in positions of
power and have achieved success (Billing & Alvesson, 2000).
Kanter (1993) acknowledges that as women move up the ladder
of success, they abandon their feminine traits and adopt a more
masculine mode of operation which is in consonance with the
role expected from them which is 'a set of behaviours, aftitudes,
and motivations culturally associated with each sex',

Mean have been atiributed to employ hard influence tactics
considerably more than women,

As per the Hofstede Centre, India scores a 56 on the Masculinity
wversus femininity dimension of organizational culture, meaning

that India is very masculine in terms of visual display of success
and power. As a concept developed in the USA, masculine
sociely emphasizes sell-leadership and the enhancemant of
personal effectiveness that is mostly based on tasks. Eagly, et al,
(1995) described gender congeniality as 'fit between gender
roles and particular leadership roles' (p. 129). Task-oriented
leadership has been associated with men (Eagly & Karau, 1991
and Eagly & Johnson, 1990). Cleveland, Vescio, & Bames-Farrell
(2005) argue that women are given jobs which reguire less
lechnical skils. it was found thal In a male-dominated
environment, such as the military, men are more task-oriented
and in a female-dominated environment, as nursing, females are
more task-oriented (Eagly, etal., 1995).

Indian managers, adopt a soft, subtle and informal style of
influencing their team members (Singh & Singh, 1934). Women
have been found to use a more participative style of leadership
while men, a more task oriented style (Eagly & Karau, 1991; Eagly
& Johnson, 1990). Based on the relational aspect of leadership
and urgency of the task, both these styles are essential for
leaders. One falls under the interpersonal category and the other,
under authoritarian. Most of the organizations, in the Indian
context, are moving from authoritarian to democratic and
participative style of leadership (Singh & Singh, 1994). It has also
been found that in India , the nurturing style of leadership greatly
impacts organizational commitment (Ansari, 1986) and HR
eflectiveness. Women can then be escalated to pasitions which
require a mindset typical of the job and not gender,

Power distance as a cullural dimension

Power distance |s another cultural dimension which atfects the
leadership practices and in turn- the organization. Hofstede
describes power-distance as the degree to which less powerful
members of institutions and organizations accept that power is
distributed unequally,' In very high power distance cultures, the
lower level person will unfailingly defer to the higher level person,
and feel relatively ok with that as it is the natural order. The higher
level person accepts this truth as well - or metes out
consequences for fallure to comply. In low power distance
cultures, everyone expects to be fistened to regardiess of rank or
background, and they will rejec! leaders whom they perceive as
autocratic or patronizing.

Job level is less strongly related to job satisfaction in a low power
distance context than in a high power distance context (Robie,
Ryan, Schnieder, Parra & Smith, 1998). Subordinates in high
(rather than low) power distance societies are more reluctant to
challenge their supervisors and more fearful in expressing
disagreement with their managers (Adsit, London, Crom, &
Jones, 1997).

In developing countries, mostly in the Asian culture, itis expected
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that an unequal distribution of power and status is legitimate and
expected. The higher the power distance, the greater inequalities
of power and wealth are accepted in the culture. Employees
comply with commands and information  without questioning
them. The higher the power distance, greater is the inequalities of
power. Communication is mostly one-way, the flow Is only
downward. Managers are expected to know more than
subordinates, and input from subordinates is neither solicited
nor appreciated (Javidan & House, 2001). Importance is given fo
work titles and is often displayed on doors of the employees.
Oifices, office spaces, and privileges at work reflect ong's status
in the organization and the society. Eating places for workers and
managers are often situated in different places. Rights and
privileges differ with one's status in the organisation and the
society.

Personal relationship could command a high employees’
commitment and the paternalistic approach would generate
greater job satisfaction. Walder (1995) observed that Asian
firms, time and again, are ruled by person rather than ruled by
law whereby top bosses dominate organisations. Leaders are
representatives of the higher classes of society who are charged
with looking after the interests of their (lower caste)
subordinates. A leader is trusted to get on with the job on behalf
of {usually) his subordinates. Based on Stogdilfs (1970)
leadership style inventory differentiating the types of leadership
in 'structure’ and ‘consideration’, it |s anticipated that a more
‘initlating structure' leadership style would provide greater
commitment and job satisfaction in Asian firms. Also, a more
'consideration’ leadership style would provide greater
commitment and job satisfaction in a western firm. Dorfman
(2003) reverberates the concern expressed by Triandis (1994)
that, ‘githough cultures may be characterized comectly as being
high or low on a specific dimension (e.g9., power distance). this
orientation will not likely be characteristic for all issues or
In contrast, people in egalitarian cultures view each other as
moral equals. Employees typically have their say in decisions
affecting them and share in goal-setting activities (Den Hartog &
Dickson; Sagiv & Schwartz, 2000).

India's GenX and GenY and India Inc.

The leaders also have to take into consideration the generation
they are going to meet. A study on more than 80 leaders says
that the majarity of the corporate leaders in India are pursuing
'coercive’ leadership style which is demotivating lor employees
besides impacting overall organisational performance, says a
Hay Group survey, (“The Economic Times™ Apr 4, 2013)

Gen Xers, who started their careers at the time of the LPG
(Liberalization, Privatisation and Globalization), are the sort who
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require a fittle coaxing on the one hand, and pampering on the
other, are class conscious, hence would have a high power
distance and for whom the Masculinity would work rather than
Femininity Dimension, They are more fraditional and also gender
conscious. Thay are high on power distance. Infact, the present
day leaders, the Gen X have learnt the art of leadership from their
superiors, their counterparts worldwide and technology which
has made them realize that they have arrived at a right kind of
their style of leadership.

Almost 35% of Gen X workiorce considered job position as the
mos! important deciding factor followed by job profile (22%),
salary (18%), brand value and flexibility (11%). (http/
content.timesjobs.com/managing-generation-x-y.} .  This
generation of employees demands creative freedom and
authortty to perform their job.

On the other hand, the Gen'Y. is a generation whose life started
with mobile phones. smart phones computers and the internet
They are risk-savvy and techno-savvy and are workaholics, if the
work is intheir interest, otherwise they are always in the search of
other jobs. They are a unisex workforce and do not bather much
about the religious beliefs. They do not mind guestioning their
bosses if they feel that s/he is wrong. They are more of
innovators &t workplace and more of technopreneurs and
intrapraneurs. Gen Y want attractive salary package and flexible
working hours and schedules, so that they can maintain a healthy
work-life balance. (httpy/ content.timesjobs.com/managing-
generation-x-y.) Many of them are earn while learn types. They
are low on power distance.

Both the workforce are to be dealt differently, are hard 1o motivate
and even hard to retain, Given sucha workforce, itis but ingvitable
that the leaders have to change their style of leadership to cater to
Iheir audience.

Cultural adaptability of Indian leaders- A perspective

India is the home to world leaders like Mahatma Gandhi, Mother
Teresa, Swami Vivekananda (spiritual , soft.) as well as Bhagal
Singh and Subhash Chandra Bose ( antagonistic).

Leadership in India is difficult and gquite difficult o be
summarized. The Indian worklorce is rather very fragile. An
Indian leader has to take differerd avatars or incamation
depending on the group of employees s/he is going to meet, the
situation and the timing.

The essence of the relationship between organizational culture
and leadership, especially in a country like India has managerial
implications. Strong culture enhance employees' and
organizational effectiveness because they perceive that their
actions are freely chosen (O'Reilly, 1969). Organizational culture
exhibiting characteristics of accountability, collaboration,
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decentralized leadership, alignment and adaptability hold the key
to successiul survival. (Sanjeev K. Sharma and Aditi Sharma).

Inrecent years, india has become afore-runnerintheIT and ITES
sector, but it has not seen a surge in the entrepreneurship. The
organizations which were started much earlier have shifted their
operations to countries abroad where people from those
countries are being employed. Hence, leadership is being
followed in those countries as per their cultural dimension,

Another aspect which cannot be ignored , Is the fact that in recent
times, many CEOs of MNCs are from India whether it is Indira
Nooyi, Vikram Pandit, Shantanu Narayen of the Adobe Systems,
Quest Diagnostics, Head, Surya Mohapatra and many of the
techno-academicians from the various top Universities across
the globe are leaders in their own nght. These are again the Gen
Xers, having good education and having a multi-cultural work
background. And leaders following the various styles used by
the leaders of other countries and it is a trial and emor type of
learning to choose from, torender the right resuits.

To add a dimension to a type of leadership style that is being
foliowed in India , (s going to be very difficult. As the ICICI Bank
Chief Executive, K. V. Kamath, has rightly summed up the
difference voiced by many fellow executives in India: Time and
again it has been proved that the Western model of doing
business would not be a success here.'

Conclusion

Pasa (2000) found in his study that leaders in cultures, which are
high on collactivism and power-distance value dimension, use
the more directive forms of influencing tactics. These behaviours
are predominant In countries where the leaders expected
followers to comply rather than act on their own,

It can be concluded to say that leader power or potential to
influence others Is expected to vary depending upon cultural
values such as power distance, with cultures considered high on
power-distance showing higher levels of leader power.

(rganizational leadership has changed from emphasizing on task
orientation, listening to the manager, and management control o
acknowledging 1o build participative workplace that empowers
employees, giving more importance on their development, and
fosters teamwork. Technology has helped in quicker and faster
communication via wvoice mail, email, and texi messaging
which isolates employees and builds introverted, friendly-less
work environment. It is the relationship that the leader builds
with the employee thal can play a significant role in developing
the employee's skills, abilities and competencies and ultimately
improving organizational outcomes through increased loyalty,
commitment and engagement. itis this leadership that is required
by the organizations in India,

The present paper is a theoretical paper and had tried to bring out
the various dimensions globally as well as in India related to the
cultural dimensions and leadership styles through a study of
fiterature. It can be conclusively said that there is no one best-fit
or sirategy for all cases but the strategy-cultural fit has to be
tailor-made, depending on the context, Situation, environment
(external and internal), and value-system, time-frame and
leadership styles.
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Abstract

Epics like the Bhapavad-Gita, Mahabharata and others they are
the custodians of unique knowledge thal can be used to tackle
difficult situations in the corporate world as well, Ramayana and
Mahabharata clearly depicts and evidences with the different
situations to manage with various complex situations. Eventually,
righteous and virtuous people can conquer anything in the world.
Indian mythology and epics affords the examples that fo manage
stipulations in an effective way by managing the people, elucidate
the importance of communication, the key to success and
leadership qualities and skills for an entrepreneur should have.

This article deals with the importance of ancient Indian culture
and the role of Indian epics in the making of a leader, The bottom
line of this article is that ethical organizations always acquire trust
from employees and customers.

Introduction

India Is a great country having strong roots of ethical values.
Epics, Vedic Culture paved the way to manage the organization,
family, social relations successfully. Indeed, if a person can
deeply incuicate the teachings of Indian Vedic and Epics, he can
thrive in his chosen field. This article deals with the importance ol
anclent Indian culture and the role of Indian epics in the making of
a leader. Contemporaneously, it also discusses the lessons for a
Leader by quotes of Swami Vivekananda & Kautilya. Further, the
significance ol the linkage quoles with Management
encapsulates the teachings of the great seers in the way of
dealing with the situations, in the way of transforming distress o
eu stress and managing with change. It also elucidates the
importance of communication for 2 successful organization and
to work for a clear vision from Ramayana. Further, work culture,
the key for success, utilization of available resources, crisis
management can also be internalized. A successiul entreprenaur
or a leader cannot make a song and dance to all situations he
should be mentally stable, hence for this teaching from
Mahabharata has been taken for future leader to endow with great
values. Eventually it concludes with a person or 2 manager or an
entrepreneur or a leader, if they inculcate the mentioned qualities,
certainky they can be an astute and sagacious statesman.

‘Our life becomes beautiful not because we are perfect

Dur lite becomes beautiful because we put our heart into what we
are doing'

- Sadguru Jaggi Vasudey at TiE Chennai

Management is cullure specific. Sharma (2001) argues that fora
management system, to be effective, it has to be rooted in the
cultural soil of the couniry, where it is practiced. Many
communities and countrles in the word are now Irying to
discover and explorg their own system of management.
Japanese management was famous for a long fime and in the
contemporary era it loses ts glow. The Chinese management is
also growing inrecent years especially based on the literatures on
Confucianism and Sun Tzu Art of War. Today, the Sun Tzu's Art of
War and the teaching of Confucius and is used widely in the
management and several studies have been conducted to
integrate Confucianism in human resource management and the
war strategies of Sun Tzu in the context of strategic management.
Besides China, a large part of tradition in Japan, Korea, Taiwan,
Vietnam and Singapore derive from Confucian heritage. Similarly
the Indian managemeni also has a strong tadition which
continues to sustain the interpersonal world in Indian
organizations (Chatierjee, 2007). At present, the whole worid is
turning towards Indian Management Style and is focusing on to
know the way of Indian Management,

The effective Management skills of an entreprensur leads 1o the
success of an enterprise. Organizations are all about people, so it
is necessary o know the efficacious way to manage. If an
entrepreneur with effective skills, can be able to tackle the
impediments and turbulences by this the employees or workers
are able to work without consternation. Indian mythology and
Epics affords the examples thal to manage stipulations in an
effective way by managing the people, elucidate the importance
of communication, the key to success and leadership qualities
and skills for an entrepreneur should have.

Characteristics and abilities of entrepreneurs that contribute
to the business success

The personality characteristics of entrepreneurs that contribute to
their business success are typically risk tolerance, perseverance,
leadership, planning & direction, control, human relation ability,
cammunication ability, Team Management, good governance,
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crisis management, mental ability, utilization of available
resources, business secrecy, profit generation, change
management, conceplual ability are some of the significant
abilities. These abilities were depicted in Indian epics too. The
connectivity of Indian epics with the contemparary entrepreneur
abilities are as follows,

“An entrepreneur need not necessarily mean ong who s running a
commercial business, but also one who is adventurous”™

-Sad guru Jaggl Vasudev, Founder of the Isha Foundation

Sadguru Jaggl Vasudev (2013), elucidates that the three
essential qualities of an entrepreneur: Integrity — Where there is
no trust, there is no room for success whatever the situation, if
you do nol compromise on entreprengur's integrity, there will be
trust and once there is trust it will be easy to operate. Inspiration-
The next essential quality is an infectious level of inspiration. if an
entrepreneur does not have that, he cannot keep people fired up.
In the presence of an inspiring entrepreneurial everybody is on.
People won't go to sleep when he is around. Insight; He adds “if
there is no insight, what is ihere to follow, what is there to toil for?”
Insight essentially means that entreprenews are able to see
something that others are not able to see. Once they do this,
people will naturally place them in a position of leadership. A
position of leadership means oné climbs a perch. If one sitsona
perch and do not see any better than the others, they will become
an object of ridicule.

Perseverance

Although an ass is tired, it continues to carry its burden. It is
unmindful of cold and heat, and it is always contended, These
three things should be learmed from the ass. - Kautilya

The primary quality of an entrepreneur is to be patient and work
relentlessly to reach the targets. Owing to the reason that
entrepreneurial  activities are dynamic but not static, an
entrepreneur is supposed to update himsell day-to-day. On the
entrepreneurial journey many times he needs to move like one-
man army. Here is an illustration from Mahabharata. In
Mahabharata, Ekalavya desires to learn archery under Dhrona's
guidance but all his frials were in vain and he was refused fo
become a disciple. But his strong notion motivated him to move
forward. He made a clay statue of Dhrona and started believing
that the statue is his master and imagined that he is getting
guidance. He toiled day and night to gain prowess in archery and
worked relentiessly. Eventually, he became a master in archery.
Likewise, an entrepreneur may not get all supportive stipulations
but his relentiess work definitely makes him to reach the target.

Leadership

A leader is one who understands his fellow workers and the
refationship of their individual goals to the group goal that he must

SMJV's CKSV Institute of Management, Vadodara, India

carry out. It is the process of committing a group of people to
specific goals. Leadership is one of the key entrepreneurial skills;
without leadership, an enterprise would be what the sage Valmiki
wrotein Ramayanais,

“Like a herd of cattie without a keeper. Like an army without a
general, Like a night without moon. Like a group of cows without
a bull. Such would be the country where the king is not seen”

Leadership is absolutely crucial. As the oft-repeated saying has
it: “everything rises or falls on leadership™. Failures or lack of
leadership can be found near the root of all problems.
Entrepreneur should be a leader too. An enterprise should have
clear vision and mission,

Rama's haphazard assortment of different kinds group of men
and monkeys were no match for the evil Ravana's forces and
weaponry. Vibhishana had raised his doubt that how Rama
defeated that huge army with limited resources.

Rama recipes the way of a leader that the person listened with
rapl attention, they must ensure that they have a clear vision and a
cause worth fighting for. In the case of the Ramayana, the cause
was to save his beloved Sita and the vision was to defeat the
lorces of evil. The answer appears as Rama depicts the guality of
a visionary leader should know who they are and what they stand
for and the main aspect is walking the tatk.An authentic leaderis a
servant of the people and is aligned with and serving something
greater than himself or herself.

In the case of another epic Bagavad Geeta Arjuna was In a
dilemma. In neither case could he see a good outcome. Either he
fought and won, in which case he would be killing his family
members, the family tradition is destroyed and society s
irreparably damaged, or else he Is killed, with the same
destruction of the family tradition. These are all characteristic
sentiments of an authentic leader.

Intentions notwithstanding, without alignment with universal
principles, admirable sentiments are insufficient to empower a
leader to do what Is right. It is practically impossible to calculate
Ihe possible outcomes in any situation, Leaders must provide
clarity in uncertain circumstances. Krishna enlightened Arjuna
the fundamental principles that iluminated the way forward for
him, and empowered him to be an authentic leader, acting in
knowledge setfiessly in the service of the people.

As an entrepreneur he should be a visionary leader with clear
objectives and prospective panorama. Also he should have the
ability to manage with the dilemmas and sentiments.

Rigk Tolerance

Entering any venture is full of risks and uncertainties. In order 1o
deal with various kinds of risks and uncertainties efficiently, the
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entrepreneur should have willingness and necessary
foresightedness to assume risks. The quantity and quality of risk
laking would determine the quality of business decisions.

'‘As soon as the fear approaches near, attack and destroy It'-
Kautilya

When an entrepreneur starts an enterprise, he has to exhibit
patience, caution and extreme ambition and when he did that, he
should not be afraid to fall. Once he starts to work on something,
they shouldn't be afraid of failure and should not abandon it.
People who work sincerely are the happiest.

The best way to become an entreprengur is to jump into the water
and get your feet wet, said several successful businessmen at the
Harvard Business School Entrepreneurship Conference.

This can be clearer with illustration from Ramayana, Khara,
Dhushana & Trisiras were very strong monsters and they decided
to fight with Rama. Hence they were ready with their mighty army.
Rama insisted Lakshmana to look after Sita and he did not
require any help to destroy the opponents, further he killed
Khara, Dhushana | Trisiras and thelr mighty army with single
hand in Dandaka forest. This is an ample instance that love
towards dependents Is a supreme quality which according to
situation evidences itself his heroic forms such as courage and
self-sacrifice. Here, in order to fulfill his promise and to save his
beloved ones, Hama's limitless power comes into action.

Similarly in the organization, employees have good relations,
trust, affection towards each other. They should not only waork for
themselves but also for others. it means that loyalty towards
organization and love on the work is a key fo success & can do
miracles by limitless power bring into action. Jump In, take risks,
chalienge yourself, trust your Instincts, and learn from both
expanence and the experienced.

Planning & Direclion

‘Before you start some work, always ask yoursell three questions
- Why am | doing #t7 What the results might be? And will | be
successful? Only when you think deeply and find satisfactory
answers o these guestions, go ahead'. - Kautilya

As an entrepreneur he should get work done effectively from
employees by fruitfully engaging them, For this purpose he has 1o
direct them rightly fowards the accomplishment of the goals.
Moreover an entrepreneur is not a pusher; he/she pulls rather
than push. Also direction is the degree to which the organization
creates clear objectives and performance expectations.

Control

‘As a single withered tree, if set aflame, causes a whole forest o
burn, so does arascal son destroy awhole family’. -Kautilya

It involves that the number of rules and regulations and the

amount of direct supervision that is used to oversee and control
employee behaviour.

Dhrutharasta is a King of Kaurava's Groovy Kingdom; he has
hundred sons as greal warriors 100, But one evil thought by his
son Duryodhana that he wants the share of Kingdom belanging to
Pandavas leads to the war K urukshetra. As a King, Dhrutharasta
has all the rights to control but he could not. His over affection,
pamper towards his sons made him a helpless person. Among
fhe plethora of reasons he is not able to control one single son,
eventually this lack in controfling ruins the Kaurava's dynasty. For
every organization entrepreneur is a king, if he fails to control his
mischievous workers/ employees by counting their talent,
potential, eventually it surely ruins the whole enterprise.

Human Relations Ability
In Kautilya's Artha Shastra, it mentions that how the king
(entrepreneur) should be and who can be employed as the

ministers (chief advisers and employees). It taught in the life of
king that he should perfect in three elements namely

Triple Vedas: Lean rightecusness and unrighteousness. Also
samaveda (Chanting), ng Veda (praising the liord), yajurveda
(pertarminig scarifies)

Varta: Entrepreneur should be aware of the Financial status ie.,
wealth as well as poverty in all the areas his enterprise is
performing the activities.

Danda niti: It involves the science of governance and Usage of
entrepreneur power and non power in an effective manner,

Anvishaki: | means that the king (entrepreneur) should have
mental power. In that context mental power developed with the
characteristics named Sankhya (dualist philosophy of self and
matter), yoga, lokayata (logical debate)

‘Most successful enterprises owe to entrepreneurs’ ability fo work
in team work to achieve various goals in spite of ups and downs.’
- Kautilya

Selecting and managing team members are very crucial in the
process of achievement. The members should be cohesive
towards the team.

In Ramayana, The Leader Rama depicts the exact way of
choosing team members. Hanuman- eminence in all areas,
Sugriva, Vibhishana, Jambavantha etc., are the righteous people
clearly aware of the code of law. Hence the team became a
virtuous team. On the contrary, in Ravana's teams all were ruffian
in nature, uncultured, rude and troublesome people. Even though,
they were excellent warriors, they were unable to win against
Rama and his team's virluousness.

Rama also manifests the behaviour of team leader, afier winning
in the war he modestly gave all credits to his team members and
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their service which brought successin the war.

This is really an excellent example that every enterprise needs to
follow for select team members.

Perhaps the effective people follow the same concepts as
mentioned in Geeta, abd Krishna prophesies the same...

'if the result of sincere effort is success, the entire credit should
not be appropriated by the doer alone. If the result of sincere
effortis a failure, then also the entire blame does not accrue to the
doer,’

The importance of selecting team members can be understood in
tha case of Mahabharata too.

The right team is made by selecting the right individuals. Getting
the righl man for the right job is also a key factor for
entreprensurial success. For instance in Mahabharata, except
Duryodhana no one seeks war Moreover the main four generals
had strong bond with Pandavas (Bhishma-does not kill Pandavas
and only likes to kill soldiers, Dhrona- he was a Guru for
Pandavas, so he does not kill but captures them. Shalya - loved
the Pandavas and acted as covert by humiliating Kama. Karna-
promised not to kill Pandavas who saved Arjuna). Here the team
was mismatched with target. Where as in case of Pandavas every
one had thelr individual goal which lead towards their larget.
Dhratadyuman targeted to kill Dhrona, Shikhandi targeted
Bhishma, Arjuna Vs Kamna, Bhima targeted Duryodhana and his
brothers, Nakula Sahadeva targeted Kamna sons and Shakuni
respectively. It means that the team management plays a key role
for an entrepreneurial success. Also the interest of the individual
should never exceed the team spirit. The best man for a job is with
best capabilities and great commitment.

Communications Ability

Communication is a very important factor in employee
satistaction and engagement, making sure the right information
is communicated effectively is wvery important for an
entrepreneur. Communication is the process by which people
create and share information and ideas with one another to reach
mutual understanding and get things done. Effective
communication is the foundation of positive and cooperative
working relationship, effective communication benefits the
workplace in the ways likes,

* Solving problems

» Serving as the basis of effective teamwork.

* |eading to better quality because mistakes and
misunderstandings are avoided.

* |mproves win-win approach
in Ramayana, when Sugriva spotied that Rama and Lakshmana
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roaming in the forests, Sugriva frightened that they were his
enemies and came in order to kill him. Hanuman was Sugriva's
chief minister; he was a good communicator and good in terms of
knowledge. He changed to Brahman form, approached Rama
and Lakshmana; straight away he started speaking out
confidently. Listening to Hanuman's courteous words Rama got
impressed and gave complements to Hanuman for his beauty of
language, correct and rhythmic enunciation, also for his master
in the concept. the science of grammar. Also he had added that
the king was fortunate to have such a good messenger.

The above incidant dapicts that good communicatar can deal any
situation in an effective manner. People with this quality are great
assets to the organization and they are able to maintain social
relations by impressing the strong people (like Rama impressed
by Hanuman) with magic of their way of communication.
Communication can vanish or improve organizations credibility.
in Ramayana, Humana was an eloguent speaker Effective
communicator can also impress opponents and receive
compliments from critics. Hence, Communication plays a key
factor for an enfrepreneur sUCCess.

Figure 1: Effective communicator

Good Governance

‘Sukhasya mulam dharma, dharmasya mulam artha
Arthasya mulam rajyam, rajyasya mulam indriyajayah’
-Kaulilya

Dharma without wealth according to Kautilya is toothless, and
wealth without dharma is useless because a poor person cannot
support the entire society. Wealth does not lead directly to
happiness. Happiness for self and others results through ethical
behaviour: wealth or resources make ethical behaviour possible.
This also means thal one must strive 1o generate wealth -
resources, money — share il equitably to create happiness for
oneself and others. To generate wealth you require an enterprise
or an organization or an asset. He then stated the support for
organization is the organs, the functions, processes, activities,
elc
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Conceptual Ability

Shri Krishna efaborates on two types of Work Ethic viz. daii
sampat or divine work culture and asur sampat or demonic work
culfure.

Daivi work culture - means fearlessness, purity, sell-contral,
sacrifice, straightforwardness, seff-denial, calmness, absence of
fault-finding, absence of greed, gentieness, modesty, absence of
envy and pride.

Asuri work culture - means egoism, delusion, desire-centric,
improper performance, work which is not orented towards
service. tis to be noted that mere work ethic is not enough in as
much as a hardened criminal has also a very good work culture.
What is needed is 2 work ethic conditiongd by ethics in work.

It means that an entrepreneur should be understood by the means
of skills or technique of work which is an Indispensable
component of work ethic. The skill in performance of one's duty
consists in maintaining the evenness of mind in success and
failure because the calm mind in failure will lead him to deeper
introspection and see clearly where the process went wrong 50
that corrective steps could be taken to avoid such shoricomings
infuture.

Change Management

Entrepreneurship involves managing with change. The reality of
yesterday proves wrong today, and nobody really knows what
will be the truth tomorrow. Change is uncomfortable, and
adapting 1o change is messy. But change is vital - it defines
happening, like a river winding its way 1o the ocean; It never
ceases, Continuous and overlapping life tself, it shows the
importance of change management for individual as well as
organization. Managing change is a major problem thal every
employee, every individual have to confront.

In Ramayana, Rama was an embodiment of managing change
and to overcome all the problems. For instance, at the time of
Rama coronation, everyone overwhelmed in joy and within an
hour the prince Rama was to become king of Ayodhya. An abrupt
change In the weather that Rama was moved 1o exile for 14 years
and he got ready for thal. Rama's cheerful renunciation of his
coronation not only depicts the role of a virtuous individual's
tenacity to keep his promise but also paved the way to manage
change. Change s always uncerlain, even sometime pre-
eminent persons cannot predict change, but how to manage and
ihe way the people responds fo change differentiates the ordinary
and the extraordinary.

Likewise, as an entrepreneur managing with the change Is
inévitable. But the way to respond with the change differ from
eachother He should also acts as a change agent

Business Secrecy

The biggest guru-mantra is: ‘Mever share your secrets with
anybody. it will destroy you. If you cannot keep your secrets with
you then how can you trust others to keep them secret? -
Kautilya

An entrepreneur should have an ability 1o maintain business

secrecy; he/she should be very alert in all the times and never
share his personal or professional secrets with any others.

Utilisation of available resources

For every successful entrepreneur, utilization of resources has
been the first lesson. To choose wisely and utilise optimally the
scarce resources if one has to succeed in his venture. During the
curtain raiser before the Mahabharata War Duryodhana chaose Sri
Krishna's large army for his help while Arjuna selected Shri
Krishna's wisdom for his support. This episode gives a clue of
effective management with the resources.

Mental Ability

The ideas mentioned above have a close bearing on the end-state
of a manager which is his mental health. Sound mental healthis a
very important goal of any human activity more so of
management as well, The driving forces in today's rat-race are
speed and greed as well as ambition and competition. The natural
fallout from these forces is erosion of one's ethic-moral fibre
which replaces the value system as a means in the
entrepreneurial path like tax evasion, undercutting, spreading
canards against the competitors, entrepreneunial spying,
instigating industrial strife in the business rivals' establishments
etc, Although these practices are taken as normal business
hazards for achieving progress, they always end up as a pursuit
of mirage - the more the needs the more the disappointments.

Some of the impediments to sound mental health are

= Greed - for power, position, prestige and money

Envy - regarding others' achievements, success, rewards.
Egotism - about one’s own accomplishments

Suspicion, anger and frustration

Anguish through comparisons.

Crisis Management

Adversity management & indeed a difficult task. At the time of
crisis an entrepreneur needs to know the techniques to subdue.
Indian Mythology Ramayana, Mahabharata depicts the way fo
manage the crisis. The Life of Rama itself was a moral for crisis
management and also the Krshna guidance for Pandavas to
manage “Vamavasa" |.e., dwelling in the forest and
“agnathavasa™ i.e., without discovering them taught the key
factors for crisis management.

50 Sankalpa : Journal of Management & Research (ISSN No, 2231-1904) # Volume 4 & Issue 1 & January - June 2014



SMJV's CKSV Institute of Management, Vadodara, India

Conclusion

Enterprises play a key role for economic growth. Entrepreneur is a king for an-enterprise. his skills and management qualities impact
enterprise development. Further, dealing with many tasks, challenges, tough competition to overcome and to cross many hardships
and hurdles to reach the targets are the important activities of a manager. Hence, communicating in an effective manner, talented
employees and to manage them, knowing that dedication, inftiation, love towards work and honesty are the key factors for success.
Indian epics and mythology offers solutions to many day to day problems being faced by people. Epics like the Bhagavad-Gita,
Mahabharata and others they are the custodians of unigue knowledge that can be used to tackle difficult situations in the corporate
world as well. Ramayana and Mahabharata clearly depicts and evidences with the different situations to manage with the situations
mentioned above, Eventually, righteous and virtuous people can conquer anything in the world, The bottom line of this arficle is also
that, ethical organizations always acquire trust from employees and customers.
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Abstract

Intoday's competitive scenario the most important challenge that
most retallers face is to efficiently serve and satisty a highly
informed and demanding set of customers, Customers today are
inundated with options and are thus less inclined to wait at
checkoul counters, resulting in loss of sales for retallers and
difficulty in retaining customer loyalty,. MPOS (Mobile Point of
Sale) can provide a unigue solution that extends point of saie
services to anywhere in the store; along with providing other
benefits like Inventory check, customer care offered anywhere in
the store, stronger sales, easy and secure payment collection,
on-the-spot suggestive selling and so on. This tool helps in
infusing sales along with intimacy, insight and interaction.
Helping sales associates to win and instantly solve customer
guerles using intelligent handheld device.

Keywords : Payments, Operations, Mobile POS, Tablets, Motion
Computing
Introduction

Its no secret that customers today are demanding, and that
retailers need to offer, a multi-channel experience in order fo
simply survive. While thriving and winning the customer loyalty
game- is an infinitely more daunting task. With the rapid surge of
use of mobile phones and tablets retailers need to cashin on this
opportunity to create a niche for themselves. Consumers, who
are empowered by their own maobile technology, have shown their
preference towards using maobile solutions while in the stores.
This is the reason why more and more retailers are furning fo
mabile point of sale, so that they can deliver multi-channel
shopping experience to consumers more efficiently, thus
satisfying what consumers demand.

Key opportunities for retailers

The opportunities for retailers using mobile POS are vast, from
reducing the checkout line to directly interacting and assisting
customers on the floor thus enabling associates to provide betier
service. Mobile POS offers varety of benefits to retailers
deploying the service, notably capturing of more sales, improving
operations, Increasing store capacity among other benefits.
However, the most critical benefit in the converged retailing world

is improving customer satisfaction and loyalty. This interaction
through mobile must feel like a simple and seamless extension of
all other mediums being offered by the retailer. A key takeaway
here for the retailer is that afthough mobile POS offers significant
benefits it is not a complete or one-size-fits all solution. In certain
cases, lew implementations or functions of mobile POS can even
work against you. For example, mobile POS application, queue
busting, in which an order js pre-scanned and suspended before
finalizing at the traditional POS. This might not be fruithul for every
retailer. For retailers who depend on upselling at the checkout
couniers through warranties, promotions or impulse buying,
might lose outon revenue with this application. The retallers must
begin with understanding the complexity of the unique
opportunities and challenges they face in their business. In order
fo ensure success, the retailer must target for the area which shall
have the greatest impact for the business and the consumers.

How does MPOS work?

The basic purpose of a mobile POS system is either entirely
replacing a traditional Point of Sale System stack al checkout or
to supplement it. A mabile POS system comes in several variants.
These may include an extremely expensive but sturdy mobile
POS device, a consumer grade device with professional features
that may cost lesser or with simpler features that may be
purchased fewer than one hundred dollars. In essence, A mobile
POS is a portable computer that may allow employees to enter
data ol a transaclion from anywhere, Tradilionally, this is
supposed to be a dedicated computer of a sturdy built. However,
these days most organizations are favouring devices like tablets,
smart phones or even an intemet- enabled handheld music player
like the IPod touch. Whatever the kind of gadget, they all need
software applications to work. The type of hardware and software
finally chosen depends on a few factors.

Figure 1
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Exhibit 1 Deployment Scenario

The basic design of mobile POS is extremely simple. A mobile
point of sale tool should ideally consist of at least a barcode
scannér, a keypad to enter data and a screen to view the data, it
should also contain a wireless connection to connect it to the
main POS system, This shall allow the wireless device to have
almost all the features of the main system.

For instance, a check-out stand may replace a cash register by
ringing up customers. Similarty, a portable point of sale can also
come in extremely handy while trying to scan heavy objects
which may not be easily placed on the scanner. Also, these
davices are exiremely useful 1o eliminate long queues by ringing
up iterns before the customers even check out.

These mobile points of sala devices can also help in tracking and
scanning incoming and outgoing inventory which ensures that
your computer is updated in real time.  Further these devices can
also be programmed to help store assistants in directing
customers towards the item sought by them or an alternative if
the required item is not available.

CrossView Mobile Point of Sale transforms in-store shopping —
both for shoppers and retailers. This In-store mobility technology
closes the physical gap between retailers and shoppers in-store
and empowers sales associates with tools that can deliver
supernior customer service, With its open architecture and service
based components it can be easfly integrated into existing point
of sale solutions, e-commerce and enterprise systems. Some of
the leading MPoS providers currently are Square, iZetfle, Sumlp,
Swiff, Ezetap, CrossView and software companies ke
Accenture, |nfosys etc. These providers collaborate with
payment solufion providers like VISA and MasterCard 1o provide
these services to retallers at a very nominal rate per transaction
(around 2.75% per transaction). For example, CrossView Mobile
Point of Sale puts major impetus in its sales associates via add-
ons o devices such as the Linea Pro Cradie thal contains a
magnetic sirip reader and a bar code scanner and can be used
with an Apple 1Pod Touch.

Thus, MP0S rules because;

s Sales transactions can be compieted easily via scan, swipe
and sign

» Checking oflocal and enterprise inventory is now a bregze

o Seemingly endless aisle assortments are visible and
available for transactions

* Product information can be accessed to increase
conversions

= Paymenis are fasier and more secure
» (n-the-spot suggestive selingis now possibie

SMJV's CKSV Institute of Management, Vadodara, India

» (Costperdevice is much lower than traditional terminals

These devices allow the sales team to interact more closely with
the customers while not having to bother with the cash wrap. The
customer's need for a quick transaction Is also satisfied as these
are nmow exacuted in @ much faster manner across several
locations within the store. Also, by being more attentive and
gasily available and eliminating long queues, the retailers can
augment their sales values as the customer now doesn't get the
time to stand in a lone and re-think some of their high value
purchases.

Figure 2

(Source:hitn:pointofsale com/images storiesSquare_SwipingHanas jpo)

Exhibit 2: Square MPO3

(Source: hitpiechieiobang.com/blog wp-contant/ uploads/
20127071 /swifl_process jpg)

Exhibit 3: MPOS through Swifl
Case of Giorgio Ristorante

(Source: hitp,mobiapointolsale.org ‘we-contanl Uploads 201 207 point-of-saln. pg)
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Exhibit 4: MPOS in a Restaurant

Chasing an Elusive Goal: Like several other restaurateurs,
Andrew's business goal Is to increase profitability while
maintaining and delivering high quality food and service. While he
ponders over newer ways to achieve this goal, the solution
remains ever- elusive.

Keep the servers on the floor; While handling tables himself,
Andrew has come to realize why his staff needs to leave the floor.
The reasons are:

1. Toenter orders.

2. Torun orders.

3. To return wrong orders

4. To handle other roles during slow periods.

As all of the above were extremely crucial to the smooth operation
of the restaurant, Andrew mistakenly thought that none of these
could be efiminated.

The Move to Mobile POS

As Giorgio Ristorante had been using Maitre POS for two years,
Andrew asked them what POS can offer to keep the staff on the
fioor. During the course of the discussion, the idea of tablets
running the mobile version of the POS came up. As most servers
left the floor 1o log in orders to the fixed POS station. A tablet
minimizes these trips to almost nil. This saves about 15% of a
sarver's tima which translates to approx two tables per hour per
serveri.e. aimost ten minutes per hour.

A Few Concerns

While theoretically the idea sounded like the perfect solution
Andrew was however extremely uncertain of its practical use. For
instance, he was worried that since they serve Halian food, a
splash of hot sauce shall destroy these tablets. Amongst the
piethora of options available for the hospitality sector, Andrew
narmowed down on the Motorola ET1. Weighing same as aniPad it
5 suitable for the enterprise. It can endure being roughed up in a
restaurant and also comes with a full three year “no matter what
you doto it” warranty. The most worrying Issue for Andrew was
training the staff. Although the staff already knew how to use the
fablet, Andrew noticed that staff got nervous once they hit the
floor, they did not want to commit mistakes infront of the diners. It
took some days for them to gét used to the tablet, In order to
tackle this problem the owners, who were planning to deploy
these tablets in three other restaurants, added a little role play in
their training process-where, each server will serve a few dummy
tables in order to get comfortable with the tablets.

The Big Payoft
First of all, staff devoted around 15% more time on the floor:

Hence, servers delivered quality service more efficiently. Since
gach server was able to handle more tables now, payrolls
decreased almost immediately. However, no one's income was
affected: infact, servers were able to achieve their weekly income
targets earfier, thus, they required less hours,

Further, there was an increase in average order by $2.00. Being a
restaurant that does not serve alcohol. the increase was entirely
on food items. This was a surprize banefit of having more servers
on the floor and for longer. if the customer wanted to order
something but could not find the server, he/she often lostinterest
by the time server returned o the floor. Therefore, this extra lime
on the floor ensured greater satisfaction on the part of the diner
and more tips for the servers. Since the erronecus orders also
decreased, the servers did not need to make repeated visils 1o the
kitchen and could spend more time on the floor. While Andrew
was planning to break even on his investment in six to eight
monihs, he might be reaching their sooner. The owners are 5o
happy with the implementation of mobile POS that they are now
planning to implerment itin their other restaurants

Case sludy: Moosejaw scales new heights with Mobile Point of
Sale

Figure 4

{Sounce R www, CIoasveew, COMY Crossview s/
gefieriesimages/MobilePOS_moosejaw, png)

Exhibit 5: CrossView MPOS

Moosejaw is an outdoor gear retailer and is famous for their
innovation and forward thinking. It has deployed CrossView
MPOS service in all its stores in USA. It is one of the first few
retailers of its size to adapt the technology. According to Eoin
Comerford their sales associates now simply have the entire
store in their pocket as they interact with customers. This has
made this technology popular among the associates. Even the
customers are impressed by the technology, signing the terminal
with their finger is surely fascinating to the customers. However,
the most impressive part of MPOS according to Moosejaw
managemen! is the impact on sales and revenue. The company
has experignced sharp increase in in-store conversion rates as
associates are able to convert queries into sales more quickly by
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engaging customers completely. For example, if an item is out of
stock, associates can quickly check inventory on the spot and
can order from either other store or from warehouse and can get it
shipped to customers in no time, Instead of traditional point of
sale the retailer has created customer engagement areas; this has
resulted in improving service to customers by increasing
imeraction and has also freed expensive floor space for
merchandising. Moosejaw offers around 528 varieties of fents,
thus it is impossible to display or stock all of them in a single
store. Mobile POS enables sales assoclate to have all the
information about every product practically in their paims. Thus,
enabling them to quickly attend to customer queries, help
customers in identifying the right product and then shipping them
directly. These are some of the reasons Mooselaw and other
retaflers are embracing Mobile POS. The value created |s clear:
improved service, visibility, empowerad sales associale and
consequently stronger sales revenue streams.

Some concerns:
* Training and Education

Training and education are essential to ensure effective use of the
technology and widespread adoption, Employees will continue to
depend on the tradifional POS for information (to the extent that
they can, thal is) unless they understand the capabilities
associated with mobile point of sale and experience the benefits
of the device - e.g., ability to sell more across all channels, more
efficient and positive customer interactions.

« Speed and Reliability

The infrastructure must be in place to support refiable use, fast
communications and speedy transactions. If sales assoclales
perceive that the technology is slow or inaccurate they will not
trust the device and will not use it, instead depending on more
traditional in-stora technology. Moreover, if information accuracy
is challenged, brand is damaged - that is, customers lose faith in
faith in the retailer.

+ Access lo the Tool

Access among sales assoclates should be widespread enough to
make a meaningful difference in customer experience and ensure
ihat they are empowered with the information they nead to sell
more effectively. If all associates are not enabled with the tool,
consider workarounds or ways to identify those who can provide
differentiated assistance via the mobile point of sale.

Exhibit 6: Alex and Ani Bangles

Alex and Ani is a lifestyle brand with 28 retail locations across the
LS., over 1,000 domestic wholesale accounts, and international
retall partners in Japan, Spain, Portugal, Ireland and the
Caribbean. The company strives to create products that are
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unsurpassed in quality and pragmatic and environmentally
conscious in design. Their founder and creative designer,
Carolyn Rafaelian creates pieces that are made ol materials
locally sourced in the US and from recycled material to promote
the company’s mission.

Their Challenge

The company wanted to get rid of checkout fines that work
against positive thoughts and energy which company strongly
promotes. They wanted theirs bangle bartenders to directly
interact with customers to enhance their in-store customer
experience, provide befter customer service, improve brand
image and thereby increasa revenue.

The Solution

Mabile POS provider Mobiquity in conjunction with Alex and Ani,
use Daily Systems' iAPS™ sled for iPod touch, Sale associates
can swipe credit cards, scan bar codes and print receipts
enabling customers 1o pay, sign and receive credit card receip! at
the time of purchase- that too in aisies and not at checkout
Coumnter,

They accomplished this by:

* Constructing a native i0S wrapper to host the Alex and Ani
Web application thatruns remotely from a company server

e Using a third-party hardware solution and Daily Systems
IAPS DS2471 All-in-one Device (LAPS) for the credit-card
swiping, scanning and printing functions

e Seamlessly integrating with Alex and Ani's VIOPSYS point of
sale system

* Deploying the application via Apperian EASE

Further, mobile checkout allowed customers to browse through
praducts, which often resulted in additional purchases. Alex and
Anl CTO Joseph Lezon lauded the results saying, “Warking with
Mobiquity to develop our Mobile POS system gave us the
opportunity to increase our points of checkout from four to 10 in
most stores and in one location, from five to 25. This allowed us
lo hire more sales staff to interact with the customer in a more
personal way and being able to assist them from the beginning fo
the end of their visit. The use of the Mobile POS devices gave the
store environment a more intimate feel and improved the flow of
customer traffic while almost eliminating lines. The combination
of amazing collections and the new Mobile POS devices resulted
in our comparable year-over-year sales increasing 318%.”

India: Leading the Way in MPOS

{Source; hip2www. medianama, comy
wp-contentupioads/EZE@p_Mobile_POS jpg)
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Exhibit 7- Ezetap

MPOS has found favour in India too with several new platforms
launched in the last year alone. According to Abhijit Bose, CEO of
Ezetap (an mPOS provider), This may also be due to the tact that
we have over 300 million plastic cards with just 600,000 point-
of-sales terminals. And as the major banks in india have now
begun to allow everyone with anm Aadhar card (unigue
identification number issued by the Government) to open bank
accounts, the number of card holders is only poised to increase
further.

Ezetap has set out to take advantage of this imbalance between
POS and plastic cards by developing mP0OS hardware that allows
several mobile devices, across operating platforms like Android,
Windows Mobike and i0S. to accept plastic cards. They further
developed a mobile app which may be used by third party
developers 1o create value- added features for merchants and
CONSUMErs.

Ezetap is becoming increasingly successful in India by securing
US $3.5 million in Series A funding last year. While they are the
only company operating in this sector in India, several othars
such as London-based mPOWA, Mumbai-based Mswipe,
CircleliUp etc. have now emerged in India.

Few points to consider

1. Fertile Ground: There are a number of situations working in
favour of mPOS in India. Firstly, India has around 900 million
mobile users. Even if we discount for around 25% of the number,
itis still massive. However most of the mobile phones in use are
lower end models, But, smart phones are slowly gaining market
share.

Also, credit card spending has increased In the past two years at
around 25%, while use of debit card has expanded by 42%. This
number is expected to continue increasing as more and more
people are adapting to cashless way of trading.

There is a huge untapped market potential in India, which has
around 30 million individual merchants, many of whom carry
small to midsize businesses. This untapped market exists
because Indian acquirers do not pursue smaller merchants since
fie acquirers provide POS terminals for free. Given the capital
cost, growth and pengtration in this sector have been abysmal
Further, efforts by RBI o make India less cash dependent also

supports growth of mPOS.

2. Need to address high equipment costs: For mPOS to be
successiul in India; it needs o be well adapted by small and
midsized merchants. For merchants to accept mPOS terminals,
cost is going to play a major role. However, battle is half won
since merchants will be able to purchase a multipurpose vehicle
as compared to regular terminal. For effective use of mPOS,

smart phones are a must and given that most of the global efforts
are being focused on relatively few, high end smart phones,
progress in India will require development of under $250 smart
phones, Herein lies the problem, All mPDS dongles don not work
on phone by same maker even if they have same operating
system. However, mobile makers are making serious efforts to
launch cheaper phones compatible with dongle.

3. For mPOS 1o be success, the mPOS application on phone
mus! be rich in leatures. Apart from payment services, it can
provide accounting functions, fiexibility to be us used in multiple
smart phones even of different operating Systems elc.

Conclusion

1. Integrating mPOS platforms into existing payment systems is
a logical step for many retailers. For small and medium-sized
businesses that previously operated on a “cash-only” basis due
o high card-processing fees, mPOS platforms open an
affordable channel 1o accept alternate forms of payment, from
cards to mobile. For large retallers, mPOS systems offer value-
added features beyond tradition point-of-sale hardware, such as
mobile-based inventory management and loyaity programs.

Given the widespread availability and affordability of maobile
phones and tablets, mP0S platforms require less up-front
investment and are far more affordable to repair or replace than
traditional POS systems.

2. Asmore players enter the mPOS space, confuslon grows and
afew challenges come to light. Merchants, for instance, must sift
through the influx of mPOS players to identify which platform best
suits their speciflc business objectives, how to use It, which
features are important and how to integrate the platform within
their existing payment infrastructure. Consumers, who may face
a different mPOS at each of their favourite retallers, must decide
which apps to download (if any), and if they should trust the
platform with their private financial information.

3. To become successful, mPOS platiorms will need to be
capable of accepting a range of different credit and debit cards, as
well as other emerging payment methods. Therefore, the
platforms must ensure compliance with securily standards sel by
governments and card companies.

4, The success of mPOS platforms such as Square and iZettle in
developed countries has largely resufted from a “perfect storm”
of factors. These include: a strong credit and debit card network,
increasing consumer interest in using electronic payments, and a
proliferation of smart phones and tablets. According to a recent
CGAP blog post, Square arrived at the right time and place in the
LS: "aneat idea at the confluence of these trends.”

Bul in many emerging markets, these enabling factors are nol
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prasent, which could prevent the nascenttechnology from taking off in the same way as their developed market counterparts. Unlike the
US, Europe and other developed contexts, cash is still king in many emerging markets, and the debit/credit card infrastructure is
refatively weak. Until electronic value storage becomes commonplace in these conlexts, argues the CGAP post, widespread use of
electronic payments at the point-of-sale is unfikely

5. Where the conditions are right for mPOS platforms to succeed, however, their introduction can hold broad benefits for merchants,
consumers and long-term economic development — contributing to a broader shift from cash to electronic payments. For instance, the
rise of mPOS systems could enable previously “cash-preferred,” small-scale merchants to accept payments via a new channel, keep
electronic financial records, and introduce lpyalty or location-based marketing schemas.
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Abstract

Education is a mean by which we can identify the roots and fruits
of any country. Indian ancient education system is the result of
eiperience, vision and realization of the great saints and sages.
Indian education system believes inlife time education Le. itis the
three tier education system. The ancient education system of
India was working at three levels. First, the children took the
primary informal education from their family and society. Then
they passed on to Tapovan for taking the formal education for
twenty five years. Finally, after completing their formal education,
they engaged themselves in public education (Lok-Sikshan) in
form of Swadhyaya (Adhyan & Adhyapan). This paper attempts o
find some of the important guiding principles of education from
Indian and Western scholars which can lead us to path of truth,
light and etarnality. The present article throws light on various
axiological concepts of education in ancient India and in Western.

The article in its first part assesses the fundamental principles of
education in ancient India (from the point of view of Upanishads,
Geeta, Darshans etc.) and in Western (from the paint of view of
Greek Philosophers). Second part of the paper discusses the
views of some Indian well-known thinkers on education ie.
Aurbindoo, Rabindranath Tagore, Vinoba Bhave, J
Krishnamurthy and Upanishads, The arficle examines some
fundamentals of educations i e. sources of knowledge; means of
knowledge: objects of knowledge; and objectives of knowledge
gtc. The article concludes with some emerging issues and
challenges in current education system and their remedies from
the ancient Indian education system.

Keywords: Tapovan, Swadhyay, Lok-Sikshan, Formal & Informal
Education

Introduction

J Krishnamurthy rightly said that education is not merely
acquiring knowledge, gathering and correlating facts; it is 10 see
the significance of life as a whole. One of the dictionary meaning
of education is “to draw out”. So, education is rightly described
as to draw out the hidden qualities of the students. Current
education system becomes totally bread orignted. From every
corner of the world, everyone talks aboul the economic and
technical development of 2 nation. Today, @ man can become the
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best professor or doctor but he may be falling to become a good
father or husband, So in the name of technical and job-oriented
education, we are neglecting the importance of life-orented
education. Without an integrated understating of life, our
individual and collective problems will anly deepen and extend.
For the integrated development of man, both spirituality and
science must go hand in hand. Human virtues such as love,
gratefulness, reverence which only spirituality give are as much
necessary for life as the material goods given by science. In his
“Aims of Education™ A. N. Whitehead writes: mere technical and
scientific education is not enough, spirtual education must be
givento the youngsters,

The principle objective of this paper is to share diverse views on
education concelved by Indian and Western scholars. The paper
also gives the useful insights about the importance of value
education for the integrated development of the students.
Education is a life-long process and therefore we have fo
emphasise the place of values in education and life. An attempl is
made to throw fight on the Indian conception of values and value-
education.

Approach to Education

Western approach towards education is analytical in nature.
Western education s more focused towards the technicalities.
They have the science of earning money bul do not have the
science of morally spending of wealth, While, ancient Indian
education system is inter-disciplinary in nature. In Indian
scripturas we can find philosophy, history, physics, and logicina
single scripture i.e. Mahabharata. It was multidisciplinary in
nature sothe disciples coming out of the Tapovan were adorned
with all the knowledge and qualities that were needed for their
personal, social and professional development. The function of
education should be to create human beings who are integrated
and therefore intelligent. The voids in current education system
needs to be understood and how It can be filled up by the
application of ancient Indian conception on education, needs to
be answered,

Sources of Knowledge,/ Power

Flow of education in westemn is from outside to inside while in
Indian education system it was inside to outside. Our Vedic
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scripture repetitively stresses: “we are potentially Divine and
manifest from the Divine” (Aham Brahmasmi, Amrutasya
Putraha etc.).The role of education Is to manifest the potential
divinity of disciples from within. Right education comes with the
transformation of ourselves.

Subject Matter of Education

Subject matter for western education s self and non-s&li (Spirit
and Matter) while Indian ancient system focuses to think above
the self and Non-Self. It the spiritual aspects of the human being
i.e, higher self. So, Western education is fimited to understanding
{things which can be sensed i.e. Physics) and thinking (things
which cannot be sensed but can think on it |.e. Metaphysics). On
the contrary the ultimate aims of Indian education was to realize
the ulimate truth of the life and nature ie. Spirtuality
(Ishavasyam ldam Sarvam).

From Psychology field western area of study is limited to Normal,
Abnormal, and Para/Meta Psychology at conscious,
subconscious and unconscious state of mind, While, Indian
education extends it to supernormal Psychology
{Purusholamyog of Geeta) al super-conscious state of mind.

Idealism

Plato divides the Universe into two Worlds i.2. World of ldeas and
Waorld of Things. According to him there is a separate World of
Ideas and a World of Things for various human aspects, such as
for beauty, happiness, fear etc. Based on it the idea of beauty is
more beautiful than the beautiful things and fear of death is more
tearful than the fearful things. So, they have the Pure and Ideal
Idealism. While the ldealism of Geeta and Upanishads is
progressive in nature. (Nefi -Neti fn Taittinya Upanishadd EG-Etiin
Purushshuktam). Education is a synchronic process and it
progressively leads to the ultimate goal of a human being.

Views on Education by Some of Indian Scholars
Aurbindo

Aurbindo stresses the importance of integral education for the
growth of the soul. In a letter to his brother. he describes the
fundamental problem of the education in Indiai.e. people who are
willing to think are not able to think while who are able to think are
not willing to think. According to him the aim of education is to
find out the sources noble things from all directions (dum dano
Bhadra) and means to get it from those sources. Noble things are
like power, knowledge, beauty & happiness eic.

Rabindranath Tagore

He befieved that the real education lies in harmony with whole
creation of the God i.e. Harmony for Man vs. Man, Man vs.
Nature, and Man vs. Society. Happiness lies within the human
being so education helps students to be sensitive towards their
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nature and experience the harmony with it. He states that there
should be strong relationship between education, nature and
society, He rightly said that the highest education is that which
does not merely give us information but makes our ife in
harmaony with all existence,

Vinoba Bhave

Vinoba Bhave stresses upon the self-refiance in education. Self-
reliance for him is the ability or power to acquire new knowledge
from himself and freedom from dependence on others for bread
or knowledge. According to him real education is to cultivate in
students the power to control the object, sense, mind and
inteflect, They must learn the discipline of things (right things at
right place fike bags, shoes, books etc.), discipline of body (body
language, gestures and etiquettes), discipline of mind (emotional
intelligence |.e. know and managing own and others emotion)
and discipline of intellect (Intellectual honest while getting and
gwving the knowledga).

J Krishnamurthy

According to him truth is pathless land and the essence of
education lies in art of asking night questions to self. He gives
importance of attention and listening for real education.
According to him teacher and student function at the same level,
communicating through questioning and counter questioning till
the depths of the problems are exposed and understanding is
revealed illuminating the mind of both. Teaching and learning is a
simultaneous process where the educator and educated are both
participating in the act of learning.

Upanishads

Upanishads, which constitute the concluding remarks of the
Vedas, identify and describe sixteen different mental faculties,
powers and dimensions. According to the Upanishads, the
names of the different faculties of mind are: Sanjnaanam,
Aajnanam, Vijnaanam, Prajnaanam, Medha, Drishti, Mab,
Maneeshaa, Juti, Smyiti, Sankalpa, Kratu, Asu, Kaam and Vasha.
Taittiriya Upanishad defines education (Shiksha) as it is the study
of Varma-Swara (Speaking and writing of Alphabets), Malra-
Balam (Pronunciation i.e. Para, Pasyanti, Machyama, Vaikhan),
Sam-Santanam (Recitation of it at constant intensity).

Conclusion

History of both Indian and Western Philosophy shows that
several philosophers have playad the role of public teachers or
enlighteners, social reformers. For the true education teacher and
management have o play an important role in transiating aims of
education imo action. For a kid, the thinking, feelings and
behaviour of teacher influences more than the other elements of
education. It is fairly clear that the current competitive education
is very destructive for the original development and growth of the
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students. As a teacher we have to help them for fiowering their mind and intellect instead of just to capture them in the social systems,
individual desires, ambition and ego. Role of parent is also important for imparting right education to the student. Therefore, first they
have to relearn from the history instead of e-leamn. Merely the technical and economical competitive education will make students a
machine or a mechanical instrument. We all together need to understand the importance of character building in education. It is rightly
said that imowledge without character is dangerous and man of knowledge without character is more dangerous that a wild beast.
Hence we say “Sheelam Param Bhushanam, Vidya Vinayena Shobhate". The function of education Is also to acquaint the individual
with the cultural of the country i.e. cultural Character (ten incarnation of God, saints, sages, deitles etc.), cultural Instruments (Yagna,
Tirth-Yaira, Temple etc.), and cuftural Values (Four Purusarth, Four Ashram, Vasudhaiv Kilurmbakam etc.).

Thus, the paper tried to give some useful insights about the importance of value education for the integrated development of the
students. Many Universities have realized the essence of value-education in business schools and higher education institutions as well
and have thus Initiated allied courses to instil those qualities in the future managers and |leaders.
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