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The
    Chairman
            speaks ...

In today's increasingly competitive and continuously changing business climate, survival
and progress of an organization depends very much on the regular upgradation and
acquisition of the required competencies by the employees at all levels through training and
development.

A training programme to be effective, it must be well planned. Designing a training programme
involves a sequence of steps starting with the training need assessment of the particular
workforce. Need assessment is a systematic attempt to diagnose the changing work
requirements. Developing appropriate training responses to the identified needs is the next
step.

Even though accurate need assessment is widely accepted as a critical prerequisite for
conducting a training programme, it is an often neglected step in practice.

The research paper on 'Training need assessment' brought to you as the lead article in this
issue, therefore, assumes topical importance to our readers.

Radical changes had occurred in the market place during the last few years. Strong brand
loyalty is fast becoming a thing of the past because equally acceptable other choices are
available to the consumer. Therefore, any failure in ensuring the ready availability of the
preferred brand at the retail shop is likely to persuade the consumer to shift his loyalty.
Hence, our second lead article deals with mutual integration of supply chain management
and marketing management.

We are sure you will enjoy reading these lead articles and a variety of other articles brought
to you in this issue.

Dr.G.P.C.NAYAR
Chairman, SCMS Group of Educational Institutions
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Editorial

Management: Ontology and Pedagogy
Nature has its own form. No rigid rules bind her Being: the gentle breeze, the
movement of clouds, the lashing fury of storm, flower-laden trees, myriad of rain
drops clinging-like crystal to the swaying blades of grass, and a spider's web,
quivering like dewdrops in the morning sunlight. These beautiful moments in
Nature can never be captured and channeled into rules. 'Management' exists there
where Nature exists in its various manifestations.
Nature manages all things using different ways. Nature creates things and objects,

sustains them, destroys them, and continues this process. Once we observe Nature, it gives us many
things to learn. Nature is the greatest teacher, to poets. It is so with regard to us also when we search for
the best pedagogy. The best management classes will be those sliced from experiences from Nature.
Growth and development are all well understood from our observation of the growth and development
of a plant or similar other organisms.
Over and above what we get from Nature as beauty and objects of beauty, we can create visual beauty
with natural materials, following certain rules. Good design is universal and it demands a few basic
principles. Many flower arrangers use mechanical rules to make their products pleasing and attractive,
but, sans creativity and soul.  A thorough understanding of the basic principles of combination of
flowers: Focal Point, Build-up, Balance, Relationship of Parts and Simplicity, is necessary to provide
unity and harmony.
One flower in a container does not please. It has no design.  Sight of two flowers, of the same height, does
not please either. It is uninteresting and dull. Three flowers at different heights with the largest in the
centre make a design, with the centre flower as the focal point. The focal point is the mass, prominent
through shape, size or colour. Build-up is achieved by repetition of culture, form, or texture, leading to or
away from the focal point. Form and colour are important factors of balance and are closely related.
Relationship of parts or proportion or scale is necessary to obtain the best visual effect.  Simplicity

means finding the essence of the design.
Mass is the material, the flowers, the foliage, and the twigs used
in an arrangement.  Texture is the feel of the mass, rough, smooth,
or delicate, and finally colour, which plays an important role.  A
design is the product of the three above. Similarly from the simple
to the complex, lessons from Nature are many. Every object
around is a provider of a lesson in pedagogy. Nature can teach us
how to solve a problem. All these can form the basis of
management pedagogy.

Editorial Assistant: Mr. E.V. Johnson Assistant Editor: Dr. Poornima Narayan R.

              Dr.D.Radhakrishnan Nair
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Competency assessment  i s  v i t a l  i n   ident i f icat ion of  the des i red sk i l l s  sets

for  each ro le for  meet ing organ izat iona l  goa ls  and object ives .  I t  he lps in

a s s e s s i n g  t h e  g a p  w h i c h  l a t e r  c a n  b e  b r i d g e d  t h r o u g h  t r a i n i n g  a n d

development or  through employees '  se l f - in i t ia ted ef for ts .  Th is  fu r ther  he lps in  for mulat ing more accurate

te rms  and p lan  t r a i n i ng  ac t i v i t i e s ,  t ha t  l eaves  l i t t l e  m i sma tch  be tween t r a i n i ng  needed and t r a i n i ng

prov ided.  Th is  paper  repor ts  a  case s tudy re la t ing to competency based t ra in ing need assessment  for

H e a d  P l a n n i n g  a n d  P r o d u c t i o n  a t  I n k  M a n u f a c t u r i n g  f i r m ,  t h r o u g h  f o u r  s t a g e  p r o c e s s  n a m e l y -

Conceptua l izat ion,  Ins t rument  Const ruct ion,  D iagnos is  and Ana lys i s  and Unf reez ing.

A
b
s
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r
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U

Case in Competency:
Training need Assessment

Anitha Thomas and Anirudha Panchal

Bridging Gap

nlike other resources, human being is the only asset
that can appreciate with useful inputs. It is one such
asset that adds value to itself with respect to time.

And therefore it is consi-
dered as a resource that can
be cultivated by the manure
of training and develop-
ment. But is this manure
resu l t ing in  h igher  pro-
ductivity? More value for
money? The struggle for
evaluating this continues.
The training and develop-
ment managers of today are
toiling hard to convince the
management that investment
in training yield results that
are not much different that
the investment in various
projects.
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M s . A n i t h a  T h o m a s , F a c u l t y , G I D C  R o f e l  I n s t i t u t e  o f
Management  S tud ies ,  P lo t  No .14/5 ,  Cha rvada  Road ,  G IDC
Va p i , G u j a r a t - 3 9 1 6 9 5 ,  E m a i l :  a n i t h a _ t o m @ r e d i f f

ma i l . com

Mr.Anir udha Panchal ,  D.G.M. - HR Micro-Inks Ltd. ,  Corporate

House ,  B i l a k h i a  House ,  Muk t anand  Road ,  Cha l a ,  Vap i ,
Gu ja ra t -391691,  Emai l :  pancha l l@yahoo.com

The aspect of training evaluation is getting more and more
relevant in the current times. Each and every activity of an
organization is being looked at in terms of being value added

or non value added. Various
models have been proposed
by lea rned schola rs  to
evaluate training at various
levels. The quest however is
stil l on to identify various
metrics so as to understand
the results of training. It has
been quite in fashion now
to look at training not as a
cost center but as a strategic
investment. No wonder com-
panies are talking of return on
investment in training.

Business results offer direct
metrics that show the effect
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of any such initiative, correlating with a particular training input
though is still and challenge and is full of subjectivity. It is still
an open game for the training and development manager to be
played to earn the favour of the management and similar for
the management to prove it otherwise.

In such a situation the question is what can best explain the
result of a training input; the answer seems to lie in using the
concept of competency. This concept offers an opportunity
to the evaluator to observe the change in competency as
manifested in the behaviour of the individual at workplace.
Competency as widely understood is the sum total of
knowledge, skills and attitudes that makes a person performs
a task well. It means the behaviours necessary for the job to be
performed well. It therefore focuses on the process more
than the results. This fur ther indicates that sound processes
would lead to desired results. There are very few companies
that feel it is important to understand the shared values of the
organization and whether that would lead them to the
achievement of ultimate goal of the organization. Quite a few
of them have realized how important are the values to be able
to align the total workforce to a common goal. This is nothing
but a conscious effort to focus on the means towards the
ends!!

Organizations have gone through really unpleasant experiences
when the focus is only on the results. An employee is not all
alone in the organization. His role is not merely to achieve his
own objectives and targets but also needs to be a collaborative
member of the system that is together trying to achieve. Every
person with his or her actions within the organizational system
determines how smooth and conducive the environment is
for everyone to achieve. As a matter of fact every individual’s
collaborative behaviour acts as a lubricant in the machine
thereby increasing the eff ic iency of the machine. For
organizations to grow, they need to focus more on the
collective effort than on the individual effort. Competency
assessment and monitoring helps to identify the function and
not so functional behaviours. This subject has received little
attention in the business world.  A conscious effor t to
transcend the individuals from not so functional to functional
behaviour could be a worthwhile path to be taken by the
training and development function. Evaluation of these subtle
changes in behaviour that are the manifestations of the
enhanced competencies is the subject matter of the topic
Competency Based Training Evaluation.

The Background

Company A is an Indian multi-national  manufacturer of a range
of products in printing inks. The company has been in operation
for over 20 years.  Since its very beginning, Company A has
remained strongly committed to the printing industry. This is
reflected in high levels of investments they made not only to
manufacture inks but also the key raw materials like pigments,
resins, varnishes, additives etc. Today the company is amongst
the few ink companies in the world having such high degree
of backward integration.

Company A manufactures printing inks for publications,
packaging and other general purpose applications. It was
established in 1987 and listed on India’s stock markets in 1991.
By 1997, it was the number one player in domestic markets
and by 2004 it become the world’s top 15 ink companies with
a presence in over 52 countries. In 2006, it entered into a joint
venture with a German company, and the company is now
among the world’s top five ink companies. Today, Company A
has a sales turnover of Rs. 12292 million (FY2006).  The total
manufacturing plant is organized into: Resin Plant, Varnish Plant,
Alkali Blue Pigment Plant, Seamless Ink Plant,  R&D Plant and 3
Ink Manufacturing Plant.

The Context

The ‘boundary ’ of this study for Company A was identified as
encompassing the CBTA intervention that occurred for the
Head Planning and Production. Company A had brought about
changes to its workforce in the early 2000’s, as it sought to be
globally competitive, and had under taken a process of
restructuring the role of its employees specially Planning and
Production,  and that’s why Head P&P who directly makes an
impact in restructuring was studied as case. As part of the role
of Head P&P required having centralized control over all the
plant functioning, and for the organization competitiveness
his role and the job are very critical.

The Work

Competency Based Training Model focuses on four stage
process:

1. Conceptualization
2. Instrument Construction
3. Diagnosis and Analysis
4. Unfreezing
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Figure 1:  The CBTA Model

A systemat ic and thorough investment in a l l  the four
Approaches leads to the ultimate objective of Training Need
Identification. As per the survey findings for training need
identification, personal interviews are most widely adopted
option (83 percent), direct interfacing with the workplace (80
percent), and evaluation of performance/productivity measures
(75 percent), questionnaire survey (66 per cent), and
organization analysis (64 percent). As per the study findings,
among different methods of training need assessment such as
direct observation, interviews, surveys, group discussions, etc
‘questionnaire based survey’ is by far most commonly followed
technique (Sah, 1991) and very recently Competency Based
Training Need Assessment has proved to be the best option.

This model lays heavy emphasis on strong ground work  in the
following stages:

1. Job Description and analysis

2. Identification of competencies to perform this job well

3. Defining Competencies

4. Developing reliable and valid instruments to identify the

level at which and individual is operating.

Job Description and Analysis

Job descriptions are lists of the general tasks, or functions,
and responsibil it ies of a position. Job descriptions are
usually developed by conducting a job analysis, which
includes examining the tasks and sequences of tasks
necessary to perform the job. The analysis looks at the areas
of knowledge and skills needed by the job. Job description
and analysis becomes necessary when competency based
assessment  conceptua l i za t ion  i s  to  be  drawn.  The
background helps in assessing what in the job is to be
studied for, the purpose of the job, dimensions, major
activities, and accountability.

Role of the Head Planning and Production

Purpose of the Job

The purpose of this job is to coordinate with various
departments, plan and direct production activities, analyze
data of operations in order to ensure costs within specified
limits, internal customer satisfaction, safe working practices,
statutory compliance, competent and enthusiastic workforce.
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Dimensions

1. Total No. of Subordinates : 6
2. Annual Operating Budget : 35 crores
3. Total number of employees : 1000

Major Activities

1. Convert sales forecast into a production plan
2. Monitor plant level yield and cost parameters
3. Drive quality, cost and yield improvement initiatives
4. Ensure cross departmental harmony
5. Set targets for plant in charges
6. Carry out periodic performance reviews
7. Finalise production budgets
8. Suggest process improvement ideas
9. Identify and develop competence

Accountability

1. Cost and quality targets achieved.
2. Enhanced competence of the workforce
3. Sound systems in place

4. Performance Oriented production activities.
5. Compliance to Quality, Environment and OH&S

management systems.
6. Efficient production processes

Identification of Competencies

To Conceptualize the competency identification, the job
analysis result  culminates  in the knowledge, skills and attitude.
It needed to be conceptualize around the people who are
already successful in similar jobs and identify how they do
what they do and what has made them successful in their
fields has helped in defining the competencies required for
head P & P. An exploration for Second Approach: Instrument
Construction starts with the stratification of key competencies
under the major categories of Functional Knowledge, Functional
Skills and Functional Attitude requirements.

Each Competency is then defined in terms of the major
elements of that par t icular competency. This lays the
foundation to identify various descriptors graduating from
a base to higher levels of behaviour as manifestations of
that competency.

Table-1:  Job Competencies and Descriptors

J o b  c o m p e t e n c i e s /J o b  c o m p e t e n c i e s /J o b  c o m p e t e n c i e s /J o b  c o m p e t e n c i e s /J o b  c o m p e t e n c i e s / F U N C T I O N A LF U N C T I O N A LF U N C T I O N A LF U N C T I O N A LF U N C T I O N A L F U N C T I O N A L  S K I L LF U N C T I O N A L  S K I L LF U N C T I O N A L  S K I L LF U N C T I O N A L  S K I L LF U N C T I O N A L  S K I L L                                              KEYKEYKEYKEYKEY
                         Desc r ip t ionsDesc r ip t ionsDesc r ip t ionsDesc r ip t ionsDesc r ip t ions K N O W L E D G EK N O W L E D G EK N O W L E D G EK N O W L E D G EK N O W L E D G E                R E Q U I R E M E N T SR E Q U I R E M E N T SR E Q U I R E M E N T SR E Q U I R E M E N T SR E Q U I R E M E N T S      AAAAATTTTT T I T U D E S / T RT I T U D E S / T RT I T U D E S / T RT I T U D E S / T RT I T U D E S / T R A I T SA I T SA I T SA I T SA I T S

R E Q U I R E M E N T SR E Q U I R E M E N T SR E Q U I R E M E N T SR E Q U I R E M E N T SR E Q U I R E M E N T S

• Organization and •  Interpersonal •  Emotional Stabi l i ty

                                                             Business Awareness •  Systems thinking • Asser t iveness

• Ink manufacturing and •  Analyt ical Thinking •  Persistence

   trouble shooting •  Planning and • Customer

• Pr int ing Inks and its    organizing orientation

   application •  Team Leadership • Initiative

• Knowledge of

   customer needs

•  F inancial

                                                               Performance

                                                               Indicators
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Functional Knowledge Requirements

1. Organization and Business Awareness

The job needs:

a. Understanding of the economic drivers in industry and
how value is created at all levels in the organization.

b. Knowledge to pro-actively scan the market place for
information on political, economic, and technological and
other developments outside the normal boundaries of
the business.

c. The understanding of how the organization is positioned
for the future relative to its environment.

2. Ink manufacturing and trouble shooting

a. The job calls for proficiency in the ink manufacturing
technologies and the awareness of the problems and ink
performance issues.

b. It needs the knowledge of conditions required for optimal
performance, and all parameters related to various printing
machines.

3. Printing Inks and its applications

a. The job needs indepth knowledge of pr int ing ink
technology and applications of various categories of inks.

b. The incumbent should have the knowledge to be able to
recommend a particular ink suiting the substrate and the
operating conditions.

4..... Knowledge of customer needs

a. The job needs the knowledge of critical business interests
to be able to negotiate with significant internal and external
stakeholders and builds par tnerships with them.

b. The person should be fully familiar with customer research
so that strategies meet customer needs.

c. He should have the knowledge of the manufacturing niche
the company has viz a viz competitors.

5.             Financial Performance Indicators

a. The job needs awareness on various financial metrics that
project the performance of the production and planning.

b. It also needs thorough information on various cost elements
and factors leading to those costs.

c. It needs the knowledge of available resources for optimal
performance.

Functional Skill Requirements

1. Interpersonal

It is the ability to act in a manner consistent with the values of
the organization and influence others to adopt them. It involves
creating approachability at all times. It also involves the ability
to build effective relationships with others and present ideas
persuasively and confidently.

2. Systems thinking

It is the ability to analyze a systemic model in context of
contrasting data, sense the trend and take appropriate actions.
It is the ability to detect cause and effect relationships and the
ability to detect unintended consequences of a decision in
any part of the system.

3. Analytical Thinking

It is the ability to carryout indepth analysis of a problem or a
situation highlighting out the obvious and apparent causes. It
is the ability to effectively get to the root cause of a problem
using various data in a logical and rational manner.

4. Planning and organizing

It is the ability to organize activities and allocate resources
cost-effectively, and take into account the skills mix within the
work group or team.  It is the ability to plan effectively keeping
the best balance of resources including human, financial and
technological resources to meet organizational goals.

It is the ability to identify and anticipate future oppor tunities
and potential problems and incorporate contingency (“what
if ”) plans into the planning process.
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5.     Team Leadership

It is the ability to foresee the conflicts and the ability to minimize
the same before it arises. It involves the disposition to give
freedom to work within the framework.

It also includes the ability to spot talent, utilize them effectively
and coach them for enhanced performance.

It also involves communicating business opportunities and
creating a vision that excites and motivates others.

Key Attitudes/Traits

1.....          Emotional Stability

It is displayed by the ability to withstand emotional pressures
and exercise composed approach in various situations without
being upset or tensed.

2. Assertiveness

It is displayed by the ability to state clearly the expectations
and take relevant actions in the interest of the company without
having fear for loss of favour.

3. Persistence

It is displayed by the ability to take actions relentlessly improving
the intensity of actions on every attempt to deal with all
obstacles.

4.      Customer Orientation

I t is displayed by the abil i ty to negotiate crit ical business
i n t e r e s t s  w i t h  s i g n i f i c a n t  i n t e r n a l  a n d  e x t e r n a l
stakeholders and bui lds par tnerships with them.  I t  a lso
can  be  a sce r t a i ned  ba sed  on  t he  f am i l i a r i t y  w i t h
customer research so that  s t ra teg ies meet customer
needs.

5.     Initiative

It is displayed when the people exceeds the bounds of ones
formal authority and take actions in the interest of the
organization

Developing Instrument

Having developed the scales, the next activity was to
choose the tools among those identif ied to test each
competency and develop a matrix giving details of what
tools shall be used to test a par ticular activity. Each tool
was constructed  in detail so that it should gather evidence
towards what level of behaviour is demonstrated or l ikely
to be demonstrated by the person. These tools were
constructed so that checking the group behaviour and
individual behaviour could be possible thus, the third
approach Diagnosing the KSA level and fur ther Analyzing
the gap could be initiated.

Table-2: Competencies- Tool Matrix

Sl. Competencies/Tools     In Case Role Business Presen-     Psycho
No. Basket Study Play Game tation metric test    BEI
1 Organisation and

Business Awareness 3 3
2 Ink manufacturing and

trouble shooting 3 3
3 Printing Inks and its

applications 3
4 Knowledge of

customer needs 3 3
5 Financial Performance

Indicators 3
6 Interpersonal  3 3
7 Systems thinking 3 3
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8 Analytical thinking 3 3
9 Planning and organizing 3
10 Team leadership 3
11 Emotional stabil ity 3 3 3
12 Asser t iveness 3 3 3
13 Persistence 3 3
14 Customer orientation 3 3
15. Init iat ive 3 3

The holistic understanding reflects how the 15 competencies
for the job of Head Planning and Production can be assessed,
through seven  intrusments via, in basket exercise, case study,
role play, business game, presentation, psychometric test and
behavioural event Interview

Competency Assessment: Diagnosis and Analysis

The Activities: 1 in Basket Exercise

The whole module is divided in 5 activities where the role of
Head Planning and Production is to be played, and this position
is newly created. It is to be assumed that early this unit was
managed by Director Operations and the role needs to report
directly to Director Operations. The department includes four
plants, headed each by a plant in charge. Each plant in charge
reports to role.

The items are:

A) analyzing the performance of the plant in the last 15

years and later give recommendations,

B) handling customer complaints regarding the ink

property not being up to the mark

C) other customer complaint regarding ink light fastness

D) detailing the customer complaints report which need

to be pulled out from SAP

E) review of current system and put appropriate system in

process development

Table - 3: Itemwise Evaluation Matrix (In Basket Exercise)

Competency Item A Item B Item C Item D Item E

Organisation and

Business Awareness 3

Analytical thinking 3 3 3 3 3

Customer orientation 3 3

Systems thinking 3 3 3

Knowledge of

customer ’s needs 3 3
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For each item the role need to indicate the decision and actions,
any plan/proposal, the rationale for the actions or any other
relevant information sought and the justification thereof. The
role might mention assumptions if any unless specified in the
content of the In-Basket and based on the exercise evaluation
are marked.

The competencies assess through this exercise was judged
among three levels namely:

Initial level - - - - - Indicating the person under observation shows
signs of presence of this competency but not fully manifested
in action.

Developing levelDeveloping levelDeveloping levelDeveloping levelDeveloping level     - - - - - Indicating the person under observation
has displayed this competency in a few areas through his
recommendations and proposals.

Proficient- - - - - Indicating that the person under observation has
widely displayed this competency in various recommendations
and proposals.

The Activities: 2 Case Study

Case study was developed where a case company’s data were
provided. It was sought that the company has been ailing off
late on various accounts. With a wide spectrum of products it
was finding it difficult to cope with the pressing production
requirements. Datas of 5-year were provided on growth in
manufacturing capacities for various products, growth in actual
production in various products, capacity utilization for various
products and customer complaints data for printing inks.

Looking into the data the trainee was asked to analyze the
details and recommend appropriate measures and action plan
to the management to revive the case company.

The competencies were then assessed on three levels the
Initial level where recommendations indicate limited presence
of  competenc ies  on  the  fou r  competenc ies  under
observation. Developing level where recommendations
indicate reasonable presence of competencies and last stage
Proficient level where recommendations indicate high
presence of competencies.

The Activities: 3 - Role Play

Case:Case:Case:Case:Case: Here the trainee had played the role of head of
manufacturing at ABC Chemicals. Background of the study was
that the management has taken serious steps to boost the
performance management efforts. Ramesh who is the plant in
charge of the inks plant has of late have gone down on
performance. Ramesh is an extremely emotional person and
finds difficult to take harsh comments and at times gets abusive
when challenged. Trainee was asked to counsel him on his
performance issue and develop a performance improvement
plan. One of the volunteers will play Ramesh.

Assessment –     Role Play was rated on 10 point scale, and
analysis was done of the following parameters.

0 – Absence of the competency

5 – Competency displayed showed above average levels.

10 – Proficient display of the competency

Ta b l e - 4 ( A ) :   Role Play Assessment

Competency Evidences that displayed the competency Rating (0 to 10)
Interpersonal

Asser t iveness

Pers istence

Emotional Stabi l i ty

The Activities: 4 – Business Game

Trainee was given 5 volunteers. The game was to understand
how the trainee makes maximum resource utilization with due
concern for the quality.

Case:  Trainee heads a Boat manufacturing company and

it has got 50 boats order from the customer. The customer

has also sent a sample so that the end products match

the  sample .  Tra inee has  to  accompl i sh  the  task  by



SCMS Journal of Indian Management ,  Apr i l - June,  2010.                                                                                                            13

A Quarterly Journal

estimating, organizing the team and delegating the team
for making the boats in 60 minutes out of material given
to him.

0 – Absence of the competency
5 – Competency displayed showed above average levels.
10 – Proficient display of the competency

Table-4 (B):   Business Game Assessment

Competency Evidences that displayed the competency Rating (0 to 10)
P lann ing and Organiz ing

Team Leadership

Customer Or ientat ion

The Activities: 5 – Presentation

Case: Trainee was asked to create a presentation for group
of customers, clarifying the following aspects:

1. Ink Manufacturing and trouble shooting

2. Printing Inks and its applications

3. Knowledge of customer needs

4. Financial performance indicators and their

implication in the production functions

The competencies assessment through this activity was:
Initial level -     Indicating the person under observation shows
signs of presence of this competency but not fully manifested
in action.

Developing level -     Indicating the person under observation
has displayed this competency in a few areas through his
recommendations and proposals.

Proficient - - - - - Indicating that the person under observation has
widely displayed this competency in various recommendations
and proposals.

Presentation

The Activities: 6 – Psychometric Test 16 pf

16 PF is an abbreviation for the 16 Personality Factors multivariate-
derived by psychologist Raymond Cattell. It is a test that draws
a profile in reference to the following personality factors.

Warmth, Reasoning, Emotional Stability,     Dominance / Assertive,
Liveliness, Rule-Consciousness, Social Boldness, Sensitivity,

Vigi lance, Abstractedness, Private-ness, Apprehension,
Openness to Change, Self-Reliance, Perfectionism and Tension

• Each factor is measured on a scale of 1-10.

• Each factor has a ‘Right’ meaning (8-10) and a ‘Left’
meaning (1-3).

• The factor name represents the ‘Right’ meaning.

• There is no ‘Good’ or ‘Bad’ orientation about any
factor.

• The score is indicative of a certain level or type of
behaviour.

• The appropriateness of the behaviour depends on
the context.

The test gives a profile in terms of how much is each factor
present in the person and gives an idea in terms of how much
is the person likely to display that behaviour.  No evaluation
was done as it was self explanatory.

The Activities: 7 Behaviour Event Interview

Finally, a behavioural interview was structured to collect
information about past behaviour.

Case::::: Sample questions:

o Tell me about a time when you were on a team, and
one of the members wasn’t doing his or her share.

o Tell me about a time when you felt a need to update
your skills or knowledge in order to keep up with
the changes in technology. How did you approach
that?
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o Describe a time when a customer got angry with you.
How did you react? How did you resolve the
situation?

o Please give me an example of a time when you took
the initiative to improve a specific work process.

o Tell me about a time when a customer requested
special treatment that was out of the scope of normal
procedures. What was the situation and how did
you handle it?

o Describe a time when you had to use logic and good
judgement to solve a problem.

o Tell me about a time when you had to cope with a
stressful situation.

o Give me an example of a time when you used your
fact-finding skills to solve a problem.

o Describe a time when you put your needs aside to
help a co-worker understand a task. How did you
assist them? What was the result?

The competencies Assessed were emotional stabi l i ty,
assertiveness, persistence, initiative and analytical thinking. It
also had three levels, Initial level -     Indicating the person under
observation shows signs of presence of this competency but
not fully manifested in action.

Developing level -     Indicating the person under  observation
has displayed this competency in a few areas through his
recommendations and proposals.

Proficient level - - - - - Indicating that the person under observation
has  wide ly  d isp layed th i s  competency in  va r ious
recommendations and proposals.

Complete evaluation analysis had helped in identifying the gaps
which lead to the fourth approach ie the unfreezing stage.
Unfreezing stage is necessary because before any change can
occur, people must believe the change is needed and the
change in competencies level can happen when the gap

agreement is there and to agree, counseling is a tool which
unfreezes the learning mind. The counselee is explained why
the responses he/she gave were superior or inferior with
respect to the expected results of the job. An agreement is
reached as to the gaps visible in the manifested behaviour.
This forms the very important unfreezing aspect of any learning
process. Generally training needs are identified through various
sources but little effort is made in terms understanding the
needs of the person or the issues faced by the person. It is
very important that before the person is exposed to the training
inputs, he/she owns the reality.

Once the person owns the reality, the gap is considered to be
an appropriate training and development need and it can be
further developed into:

• Designing the training input based on the gaps

• Sustaining the inputs over a period of time

• Reassess ing the ind iv idua l  aga ins t  the same
competencies

• dent i fy ing i f  the indiv idual has demonstrated
behaviour that is different from the ones pre training
– Evaluation.

Conclusion

The purpose of  the s tudy was to bui ld knowledge and
t h e o r y  i n  r e l a t i o n  t o  t h e  i m p l e m e n t a t i o n  o f
compe tency -  ba sed  s y s t ems  i n  t he  wor kp l ace  by
invest igat ing Head P lann ing and Product ion ro le and
job.  The s tudy sought  to determine how through an
e f f e c t i v e  a  C B TA  s y s t e m ;  o n e  c a n  i n c r e a s e  i t s
enterpr ises ’  compet i t iveness and product iv i ty .

Th is  case s tudy demonst ra tes the va lue of  tak ing an
enterpr i se  focus in  deve loping appropr ia te  t ra in ing
a r r a n g e m e n t s .  C o n s i d e r a b l e  e f f o r t  h a s  g o n e  i n t o
p roduc ing  i ndus t r y -w i se  s t anda rds  i n  competency
a s se s smen t .  T he  cha l l e nge  i s  t o  se t  s t a nda rd s  to
achieve cons is tency but  a lso to ensure that  they are
adapted to the needs of  organ izat iona l  e f fect iveness .
Th i s  case  not  on ly  conf i r ms  the  impor tance of  the
company ’s  v is ion but  a lso the va lue that  comes f rom
l ink ing recogn i t ion and t ra in ing a r rangements  in to a
wider emerg ing set  of  indust ry  sk i l l s .
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The case study demonstrates, how the approaches and stages
if properly weaved can lead to considerable change in the
competency level, which in turn affects the potential of the
job-doer. The value addition by a competency-based approach
depends on a number of factors: (i) extent to which the
competency study is based on the strategic needs of the
organization; (ii) clarity with which the role or job is defined in
relation to the strategy; (iii) rigour of the process used in defining
the competencies; and the accuracy in matching individuals
vis-à-vis job needs.

The legacy of a company’s assessment center has made many
developments which has imitated change in workplace
activities and has been successful in addressing the deficiency
areas with a change.

Keywords:      Competency Assessment, Tra in ing Need
Analysis, Job Competencies
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SCM and Marketing Management:
Mutual Integration

Pankaj M.Madhani

W i t h o u t  e f f e c t i v e  s u p p l y  c h a i n  m a n a g e m e n t ,  f i r m s  c a n  n o t  f u l f i l l  t h e i r

p r o m i s e s  a n d  d e l i v e r  o n  t h e  p r o m i s e s  m a d e  t o  c u s t o m e r s .  P o o r

s u p p l y  c h a i n  m a n a g e m e n t  i s  t h e  c a u s e  o f  t h e  f a i l u r e  o f  m a n y  b r a n d i n g

s t r a t e g i e s .  T h e  p a p e r  h i g h l i g h t s  a d v a n t a g e s  o f  i n t e g r a t i o n  b e t w e e n  s u p p l y  c h a i n  a n d

m a r k e t i n g  m i x  s t r a t e g y .   I t  d e m o n s t r a t e s  h o w  s u p p l y  c h a i n  m a n a g e m e n t  c a n  l e v e r a g e  t h e

s t r e n g t h s  o f  m a r k e t i n g  m i x  s t r a t e g y .  I t  s h o w s  f r a m e w o r k  o f  m a r k e t i n g  a n d  s u p p l y  c h a i n

m a n a g e m e n t  i n t e r d e p e n d e n c e  a n d  i t s  i m p l i c a t i o n s .  T h e  p a p e r  p r o p o s e s  S C - M M  m a t r i x  f o r

f u r t h e r  r e s e a r c h  i n  t h i s  a r e a .

A
b
s
t
r
a
c
t

Logistics

upp ly  Cha in  Management  (SCM)  approach  has
grown significantly since the early 1990s, although
the init ial approach was introduced in early 1980

(Oliver and Webber, 1982). SCM can broadly be defined
as  “ the  management  o f  ups t ream and downs t ream
relationships with suppliers and
customers in order to create
enhanced value in the final market
place at less cost to the supply
chain as a whole” (Christopher,
1998). SCM systems coordinate
a n d  i n t e g r a t e  t h e  f l o w  o f
m a t e r i a l s ,  i n f o r m a t i o n ,  a n d
f i n a n c e s  f r o m  s u p p l i e r  t o
manufacturer to wholesaler to
reta i ler  to the end consumer.
SCM has been conceptualized
as the total flow of a distribution
channel from the supplier to the

ultimate user (Ellram and Cooper, 1990; Cooper and Ellram,
1993; Cooper et al., 1997).

SCM focuses on efficiency of supply (i.e. cost reduction)
and also effectiveness of supply (i.e. customer service),

whi le market ing mix strategy is
more concerned on the demand
s i d e  o f  t h e  f i r m .  O b v i o u s l y ,
toge the r,  t hey  de te r m ine  the
firm’s profitabil ity and long term
compet i t i ve  advan t ages .  The
syne rg i e s  be tween  SCM and
ma r ke t i n g  h a ve  been  w ide l y
acknowledged (e.g. Mar tin and
Grbac ,  2003 ;  E l l i nge r,  2000 ;
Soonhong Min and John Mentzer,
2000; Svensson, 2002), leading
Piercy (2002) to conclude that
their better coordination could
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define competit ive advantage in new ways. Within the
supply chain as well as the marketing l iterature, the need
to link both sides has already been emphasized. Influence
of SCM in areas which were originally domain of marketing,
is increasingly recognized. According to Fl int (2004),
ef fect ive market ing strategy implementat ion demands
sound supply cha in management ,  as i t  in f luences a l l
components of a marketing mix strategy. The rational of
t h i s  p a p e r  i s  t o  e m p h a s i z e  t h a t  c u s t o m e r  v a l u e
enhancement is done through the integration of supply
chain with marketing mix strategy. Main purpose of this
paper is to fur ther explore convergence of SCM and
marketing mix strategy and propose a matrix for fur ther
research in this area

Marketing and Marketing Mix Strategy

The marketing mix of Product, Price, Promotion, and Place,
also known as four P’s of marketing was introduced by E.
Jerome McCar thy in 1960. Since then, there have been
many advances in marketing thought and conceptualization,
inc lud ing the broaden ing of  the market ing concept
(1970s), an emphasis on the exchange transaction (1980s),
the development of Relationship Marketing and Total Quality
Management  (1990s) ,  and most  recent ly  (2007)  an
emphasis on society at large. The American Marketing

Associat ion (AMA) has unvei led a new def in i t ion of
marketing in October, 2007 to reflect its broader role in
the society. The new definit ion reads, “Marketing is the
activity, set of institutions, and processes for creating,
communicating, delivering, and exchanging offerings that
have value for customers, clients, par tners, and society at
large.”

In terms of the four P’s, marketers sought to produce
products that were desired by consumers at a price that
would be attract ive, using promotion to indicate the
benefits they offered over the competitors, and making
them available at a place of the customers’ convenience.
McCar thy ’s four P’s provided a suitable, effective and
powerful  nomenclature for the study and analys is of
marketing strategy. Over the years, a number of researchers
have sought to enhance the four P’s by adding other items
that they believed were critical to marketing management.
Addit ional  var iables suggested for inclus ion into the
marketing mix are Packaging (Patty, 1997) and People
(Baker, 1997). It has also been suggested that the l ist be
expanded to include Personnel, Physical facil it ies, and
Process management (Magrath, 1986). Despite al l  the
changes of the past 49 years, the basic structure of the
four P’s represents an essentially valid construct in current
situation also.

Table 1:   K-Mart Vs Wal-Mart

Year 2001 K-Mart Wal-Mart
No. of reta i l  out lets: 2199 2624

Sales:                 3rd quar ter $8     B i l l ion $52.7  B i l l ion

                                 % change - 2.2  % 15.5    %

                                  Ful l  year $36   B i l l ion $139   B i l l ion

Prof i t  /  (Loss):       F i rst  3 quar ters ($344 Mil l ion) $4.4 Bi l l ion

Inventory Turnover Rat io 3.6 7.3

Relat ionship between

Supply Chain and Market ing Mix

Strategy: Divergence Convergence

Performance of retai ler F i led bankruptcy on Growth in

in 2001-02 January 22, 2002 margin and sales
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K-Mart  Vs  Wal-Mart :  Impact  of  SCM and
Marketing Mix Strategy

To study impact of supply chain management and marketing
mix strategy on retailers’ performance, it’s imperative to
compare operations of K-Mar t and Wal-Mar t during year
2001-02. Both K-Mar t and Wal-Mar t were founded in 1962
as discount retailers in US. Comparison of key statistics for
K-Mar t and Wal-Mar t is given below in Table - I.

K-Mart :  Divergence  of  Supply  Chain and
Marketing Mix Strategy

For K-Mar t there seems to be a lack of synergy between
SCM and marketing strategy. A central aspect of K-Mar t’s
marketing communication strategy was to issue pamphlets
and c i rcu la r s  fo r  promot ing  sa le  i tems .  The ma i le r s
increased store traffic and invariably increased store sales.
However, the marketing effor ts were not tied into supply
chain operations. As a result, there were frequent shor tages
of promoted sale items. Customers came in to buy the
sale item, were frustrated that it wasn’t there, and left the
K-Mar t  s tore wi th d issat i s fact ion.  Af ter  severa l  such
repeated experiences, customers began ignoring the K-
Mar t’s promotional circulars altogether.

B rand image i s  noth ing  but  cus tomers ’  exper ience .
Customer experience comes through various aspects such
as  p roduct ,  peop le ,  p rocesses  and promises .  The
customers also come with an expectation of enjoying all
the promises made by the brand. The primary promise for
any customer will be product availability. When customers
v i s i t  t he  re t a i l  s hop ,  t hey  gene ra l l y  come w i t h  an
expectation that the products are always available. The
non-availability of the products leaves them disappointed
and dissatisf ied. This problem is prominent, especial ly
dur ing  the promot ion per iod.  Lack  of  coord ina t ion
between marketing and the supply chain generated a brand
nightmare and failure of K-Mar t’s marketing mix strategy.
Late delivery to K-Mar t stores by distribution centers was
11 percent of the time or 1 in 10 deliveries. This was a big
setback as most retailers are late only five percent of the
time (Muller, Joann, 2002). Even when the inventory was
being received by the K-Mar t stores on time, the supply
chain on average was wrong on 15 percent of stores’
orders received from distribution centers.

Fur thermore, af ter finding out that adver tising circulars and
pamphlets did not work well, K-Mar t announced a new
retail ing strategy in 2001. According to new marketing
strategy it decided to stop the weekly adver tising circulars
and tried to lure customers by cutting prices on thousands
of items. But as customers were not informed of the price
cut, this resulted in sales drop for K-Mar t. (Saporito Bil l et
al., 2002). K-Mar t’s repeated out of stock item notices
were major cause of customers’ grievances. Its problems
go back to its early days when it went on increasing the
number of stores but failed to maintain pace in distributing
the merchandise to those stores. Also, its distr ibution
s y s t e m  w a s  c o m p a r a t i v e l y  s l o w  c o m p a r e d  t o  i t s
competitors l ike Wal-Mar t.

K-Mart was pretty happy with its age-old distribution system
even when Wa l -Mar t  was  s t reng then ing  i t s  ex i s t i ng
distribution systems and also opening new distribution
centers. K-Mar t’s supply chain became a serious brand
liability, while Wal-Mar t turned its supply chain capabilities
and strengths into a core element of its marketing mix
strategy.  The exact causes of K-Mar t’s fai lure can be
attributed to inventory related SCM problems. All these
had a negative effect on K-Mar t performance and it incurred
huge losses  even as  i t s  compet i to r s  became more
profitable. Finally K-Mar t fi led bankruptcy on January 22,
2002.

Wal-Mart: Convergence of SCM and Marketing
Mix Strategy

During same time period i.e. in year 2001, Wal-Mar t also
responded to price cuts of K-Mar t by fur ther reducing price
and at the same time meticulously balanced its SCM and
ma r ke t i ng  m i x  s t r a tegy.  K-Ma r t ’ s  s upp l y  cha i n  and
merchandise management system was a weak point in its
whole process. By contrast, Wal-Mar t’s SCM is central to
its marketing mix strategy. Wal-Mar t’s business model is to
use automated SCM as a source of competitive advantage.
Wal-Mar t has added inventory and distribution centers to
better serve its customers and consistently deliver on
customer value proposit ion by employing world-class
supply chains.

Every firm’s competitive position in market place depends
on its abil ity to adapt to the changes in the customers’
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demands and respond suitably. For many firms, it is sti l l a
challenge to link marketing strategy and process of supply
chain management. The retail giant Wal-Mar t’s success l ies
not only in its low price strategy but also in the deep dislike
of the customers of its competitors to stock-outs. Wal-
Mar t is the world champion in supply chain management.
Wal-Mar t has capital ized its supply chain capabil i ty in
effective design and execution of its marketing strategy. In
the case of Wal-Mar t, convergence of supply chain and
marketing mix strategy provided a strong basis for sustained
competit ive dif ferent iat ion and long-term competit ive
advantages.

T h e  C o n v e r g e n c e  o f  S u p p l y  C h a i n  a n d
Marketing Mix Strategy

The argument for combining SCM and marketing strengths
is strong and compell ing. According to Lee (2001), the
influence of marketing activit ies on supply chain, and vice
versa ,  have to be understood and coordinated,  for
example, pricing, promotion, as well as product mix effor ts
influence delivery times and supply chain costs. Similarly,
supply chain costs strongly impact marketing success of
product and ultimately firm profitability. SCM and marketing
have not always been seen to be closely l inked in many
firms Rainbird M. (2004). In many firms, the supply side stil l
seems to be disconnected from the demand side and
supply chain managers have only a faint idea of the drivers
behind customer demand. In a global survey among 249

 Figure 1: The Convergence of SCM and Marketing Mix Strategy

Compet i t i ve
Advan tages

M a r k e t i n g  M i x
E f f e c t i v e n e s s

Supp l y  Cha i n
Capab i l i t y

M a r k e t i n g  M i xSupp ly  Cha in
Management
( SCM)

(Source:  Model  deve loped by author)

executives across 28 countries, Deloitte (2002) found that
only a minority (17 percent) of al l f irms have effectively
l inked the i r  supply  cha in  and customer  /  market ing
operations. Not surprisingly, these integrated companies
have outperformed their competitors on a wide range of
performance cr i ter ia  v iz sa les growth,  market  share,
customer service and ROI (return on assets). Figure 1 below
explains convergence of SCM and marketing mix strategy.
With the help of Venn diagram Figure 1 also shows how
this convergence creates competitive advantages.

Marketing’s strength lies in understanding the factors which
affect the way in which customers perceive value (gaining
market and customer knowledge), finding out the differing
needs of var ious customer groups (market/customer
segmentation), translating them into product and service
bundles to meet those di f fer ing needs (customized
product/service development) and marketing the bundles
or packages through customer value propositions (pricing,
branding, communication, promotion etc). If both sides
of supply and demand are separated, supply wil l view
demand as exogenous and wil l  fa i l  to recognize that
demand was inf luenced by the company ’s customer
interface. Also, if consistent and timely information does
not flow from the customer interface, the firm wil l not be
able to respond to differentiated needs of individual
customers and customer segments. Differentiated demand
for products and services is a key input to SCM (Uta Jüttner
et al., 2004). Consequences of such information gap are

▼
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sub-opt ima l  p roduc t  and  se r v i ce  deve lopmen t  o r
differentiation and ineffective product and service delivery.
Stock-outs caused by mismatch between the demand and
supply and high price of product due to the inefficient
SCM process wil l definitely have a serious impact on the
brand image.

According to Piercy (2002), a SCM strength that is not
l inked to market ing st rategy of di f ferent iat ion usual ly
confines the firm to competing on price and availabil ity; a
s t ra tegy  fo l lowed,  fo r  example ,  by  cheap gener ics
providers of commodity products. Piercy (2002) also
emphasized that superior marketing strength combined
with a lack of SCM strength leads to a high cost base and
slow delivery of product or services. Competing only
through SCM excellence hence assumes that price is a
major determinant of competitive advantage in terms of
cost differentiation. Moreover, Lee (2001) emphasizes the
problems of SCM act ing independent ly of  market ing
management.

However, there is strong evidence now emerging that the
way marketing mix strategy is designed and the way in which
firms suppor t it with their SCM capabil it ies can be a real
source of  compet i t i ve advantage.  Success  of  f i rm’s
marketing mix strategy depends on fulfil l ing the promise of
delivering the right product to the right place at the right
time. Firm’s SCM strengths and capabil it ies can make or
break abil ity to fulf i l l that promise. As a result, SCM has a
powerfu l  impact,  posi t ive or negat ive on success of
marketing mix strategy of firm. After an industry-wide survey
of more than 800 companies, Aberdeen Group (2008)
pub l i s hed  t he  r e sea rch  r epo r t  “ The  Supp l y  Cha i n
Executive’s Strategic Agenda 2008,” in which 56 percent
of companies regard SCM as a market strategy differentiator,
a customer service differentiator or as a profit center, as
opposed to strictly a cost of doing business.

It’s not possible to build successful branding strategy by
solely focusing on branding in terms of logos, slogans or
adver tisement campaigns while ignoring the role of supply
chain management. Firms should use their supply chain
capabilities as a basis to suppor t and build product brand
and ultimately strengthen marketing mix strategy. It can
reveal hidden organizational assets and ensure that firm’s
brand is not undermined by fulf i l lment deficiencies of

supply cha in .   SCM has the s t rong impact  on f i rm’s
marketing mix strategy as it greatly influence brand promise,
customers’ buying experience and overall customers’ value
proposition. Firm’s brand promise must align with its SCM
capabil it ies. It is necessary for marketing managers to pay
more at tent ion to thei r  supply chains.  They must be
accountable for aligning the product and brand promise
with firm’s SCM capabil ity, as it has a powerful impact on
customer value proposition. Similarly supply chain managers
should have clear understanding of supply chain/marketing
interface and their role in effective execution of marketing
mix strategy. In shor t, marketing managers should know
firm’s supply chain’s capabi l i t ies and l imitat ions whi le
supply chain managers should know the brand promise
and their role in fulf i l l ing it.

The SC-MM Matrix:  Relationship between
Supply Chain Capability and Marketing Mix
Effectiveness

Relationship of Supply Chain Capabil ity and Marketing Mix
Effectiveness can be explained with help of the SC-MM
matrix as given below in Figure 2.

The SC-MM matrix is having four quadrants viz Supply Chain
Capabi l i ty (Quadrant - 1), Competi t ive Disadvantages
(Quadrant - 2), Marketing Mix Effectiveness (Quadrant - 3)
and Competit ive Advantages (Quadrant - 4). Detai led
explanation of each is given below:

Supply Chain Capability

In the scenario when Supply Chain Capabil ity is high and
Marketing Mix Effectiveness is low as shown by quadrant
Q-1 of  the SC-MM Mat r i x  ( F igure  2) ,  prov ides  SCM
advantages to the f i rms. F irms in this quadrant have a
distinctive capability in managing the SCM related functions.
This enables firms to reduce time and costs in inventory
management and hence enhance asset turnover. Firms with
a SCM capabi l i ty usual ly place a st rong emphasis on
activities such as strategic sourcing, collaborative planning,
and inventory reduction e.g. JIT (Just-In-Time) inventory.
However SCM focuses on the efficient matching of supply
with customer demand but does not provide answers to
the customer choice and preference, i.e. it does not help
the f i rm to f ind out what the customer perceives as
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Figure 2: The SC-MM Matrix

(Source: Matr ix developed by author)

H i g h

Supply Chain

Capability

Low

Low H i g hMarketing Mix Effectiveness

Supply Chain Capability

Q - 1

Competitive Advantages

Q - 4

Competitive Disadvantages

Q - 2

Marketing Mix Effectiveness

Q - 3

(Market ing Mix Def ic iency) ( S C - M M  C o n v e r g e n c e )

( S C - M M  D i v e r g e n c e ) (Supp ly  Cha in  De f i c iency)

valuable, and how this customer-perceived value can be
translated into customer value propositions. In other words,
supply chain efficiency by itself will not increase customer
value and satisfaction (Rainbird 2004).

Dell inc. is world’s second largest personal computer (PC)
company and fits well in this quadrant. It is having very
efficient and lean supply chain. Dell inc. is having superior
SCM capabilities but its marketing and product mix strategy
are not properly aligned to fulf i l l customers’ requirement.
This has resulted in stagnant growth and lost market share
since last many financial quar ters. Dell is losing market share
to its competitor viz Hewlett-Packard (HP) - World’s largest
PC manufacturer - as it is struggling to balance notebook
and desktop computer demand as its product mix and
marketing strategy is focused much on low price segment
of computers and not on high price, special ized and
differentiated product category. Del l  struggled to sel l
computers in the high performance segment. High-end
systems offer stronger profit margins than the volume
business for which Dell is best known. The volume segment
is also facing f ierce competit ion from low cost Asian
manufacturers. With increase in input cost of components,
Dell is struggling hard to maintain current market share and
cost leadership. Dell’s stock price is currently trading at

multi year low and is reflection of its declining market share
and strained profit margin. To improve profit margin and
regain market share, Dell inc. needs to design product and
market ing mix st rategy to cater h igh end segment of
computer market.

Competitive Disadvantages

In the scenario when Supply Chain Capabil ity is low and
Market ing Mix Ef fect iveness is  a lso low as shown by
quadrant Q-2 of the SC-MM Matrix (Figure 2), creates overall
disadvantages for firms. Firms in this quadrant have neither
SCM nor marketing strengths and lacks overall competitive
advantages. F irms need to bui ld SCM capabil i t ies and
synchronize it with effective marketing strategy to gain long
term competitive advantages.

Marketing Mix Effectiveness

In the scenario when Supply Chain Capabil ity is low and
Marketing Mix Effectiveness is high as shown by quadrant
Q-3 of the SC-MM Matrix (Figure 2), creates marketing
superiority for firms. K-Mar t nicely represents this quadrant.
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K-Mar t’s spent heavily on adver tising strategy and used
adver tising circulars to lure customers. Even though this
s t r a tegy  wor ked  ve r y  we l l ,  i t  a l so  pu t  a  s t r a i n  on
merchandising and distribution systems because par ticular
demand for i tems came in suddenly.  In reta i l  s tores,
avai labil i ty of supplies is one of the driving forces for
customers going to any store. If the supplies are not readily
available, customers lose faith in their supplier and look
elsewhere for the merchandise. Promotions also increased
cost of K-Mar t’s suppliers, as they could not reliably predict
their production output. Perhaps the biggest problem for
K-Mar t was its inabil ity to keep stock on the shelves. K-
Mar t was able to keep its goods fully stocked on shelves
only 86 percent of the time. In the industry, anything less
than 90 percent is considered unacceptable. Wal-Mar t,
however, runs close to 100 percent. K-Mar t’s supply chain
was not suppor tive of its marketing mix strategy. Although
K-Mar t’s marketing strategy was effective, divergence of
SCM and marketing mix strategy was main reason for K-
mar t’s fai lure.

Competitive Advantages

In the scenario when Supply Chain Capabil ity is high and
Market ing Mix Ef fect iveness is a lso high as shown by
quadrant Q-4 of the SC-MM Matrix (Figure 2), generates
overal l  competit ive advantages for f i rms. F i rms in this
quadrant have superior SCM as well as effective marketing
strategy. In this case synchronization of SCM and marketing
mix strategy creates sustainable competitive advantages
for firm. Wal-Mar t per fectly matches this quadrant. Wal-
Mar t is the power house today in SCM because of its
readiness to share information with its suppliers. Wal-Mar t
approached its suppliers as if they were par tners and not
adversaries, and by implementing such a collaborative
planning, forecasting and replenishment programme, they
have begun a JIT programme that reduced inventory carrying
costs for both the retailer and its supplier. Wal-Mar t has
emphasized EDLP (Every Day Low Price) sell ing, which is
more predictable for both customers and the distribution
pipeline.

Wal-Mar t’s SCM practices have served as a model for other
major retailers. Wal-Mar t was a pioneer of using information
technology in the distribution process and supply chain.
Wal-Mar t invested in technological systems earlier than most

of i ts competitors, star t ing to use computers to track
inventory in 1969. In 1980 it was the first to adopt bar
codes and in 1985 i t  inst i tuted EDI  (E lectronic Data
Interchange) for better coordination with suppliers. In 1987
a massive satell ite system linked all of the Wal-Mar t stores
to company headquar ters, enabling Wal-Mar t’s centralized
IT depar tment to view real-time inventory data. Because of
this system there was very less excess inventory in the
Wal-Mar t supply chain. Wal-Mar t mandated to all major
supp l ie r s  fo r  R F ID  ( Rad io  F requency  Iden t i f i ca t ion)
implementation in supply chain. RFID enabled SCM enhances
visibil ity in supply chain and helps in effective execution
of market ing mix s t rategy.  Al l  these implementat ions
allowed Wal-Mar t to reduce its inventory and gain cost
savings. This type of cost eff iciency is a key for Wal-Mar t
in maintaining low price leadership and effective execution
of marketing mix (Product: As desired by customers, Price:
Every Day Low Price, Place: On shelf availability, Promotion:
Effective promotion strategy synchronized with supply
chain) strategy.

Conclusion

The g loba l izat ion of  manufactur ing and dis t r ibut ion,
increasingly demanding customers, and t ightening f irm
margins have raised the stakes for retai lers, consumer
products, manufacturing, transpor tation and distribution
companies. Main factors driving SCM transformation are
globalization of supply, increasing competitive pressures,
and dwindling product l i fe cycles. Al l these have put
greater pressure on the SCM processes of firm. Even minor
delays and blockages of supply can cause major problems
in front end customer operations, as well as for back end
suppliers and business par tners. Product quality, reliable
delivery schedule, shor t lead times, customer service,
along with cost reduction, are the primary operational
sources advantage in today ’s competitive environment of
retail industry. These are the key drivers for the retail industry
for i ts  compet i t iveness.  An effect ive SCM is l ike ly to
respond positively to most of these drivers. Effective and
efficient SCM has become a much more impor tant strategic
and competitive variable in current economy and plays vital
role in firm’s survival and long term growth.

The success of Wal-Mar t is testimony to the power of SCM
processes that are aligned with marketing strategies. It is



SCMS Journal of Indian Management ,  Apr i l - June,  2010.                                                                                                            23

A Quarterly Journal

critical for marketing and supply chain managers to jointly
recognize where the supply chain can be leveraged to
enhance competitive advantages of firm. With the help of
superior SCM and effective marketing mix strategy, f irm
achieves differential advantages. The SCM and marketing
mix functions are not separate rather they are inter twined.
The SC-MM matrix establishes relationship between SCM
capabil ity and marketing mix effectiveness. The effective
and efficient SCM processes facil itate task of marketing
mix strategy by delivering the right product - in the right
quantity, at the right location, and at the right price. This
paper suppor ts the emerging view that SCM strategy and
marketing strategy are highly connected.

Keywords:      Supply  Cha in  Management ;  Marke t ing ;
Marketing Mix; Strategy.
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Organizational Climate:
BPO Industry

Avinash Kumar Srivastav

T h e  s t u d y  a i m s  a t  u n d e r s t a n d i n g  h o w  o r g a n i z a t i o n a l  c l i m a t e  o p e r a t e s
i n  B P O  i n d u s t r y .  S i x  m o t i v e s  o f  o r g a n i z a t i o n a l  c l i m a t e  w e r e  m e a s u r e d
i n  B P O  c o m p a n i e s .  E x p e r t  I n f l u e n c e  a n d  E x t e n s i o n  w e r e  r e s p e c t i v e l y
t h e  d o m i n a n t  a n d  b a c k u p  c l i m a t e s .   A f f i l i a t i o n  w a s  t h e  w e a k e s t

c l i m a t e .  E x p l o r a t o r y  f a c t o r  a n a l y s i s  o f  c l i m a t e  m o t i v e s  r e v e a l e d  t h r e e  m e t a - c l i m a t e s
o p e r a t i n g  i n  B P O  i n d u s t r y :  ( 1 )  B r a z e n  S h i r k i n g  c o m b i n i n g  h e i g h t e n e d  D e p e n d e n c y  a n d  d e -
e m p h a s i z e d  A f f i l i a t i o n ,  ( 2 )  E m p o w e r e d  C o l l a b o r a t i o n  r e p r e s e n t i n g  h e i g h t e n e d  E x t e n s i o n
a n d  d e - e m p h a s i z e d  C o n t r o l ,  ( 3 )  O b s e s s i o n  f o r  E x p e r t i s e  c o m b i n i n g  h e i g h t e n e d  E x p e r t
I n f l u e n c e  a n d  d e - e m p h a s i z e d  A c h i e v e m e n t .  7 0 . 3 0 %  v a r i a n c e  e x p l a i n s  t h e s e  m e t a - c l i m a t e s
t h a t  r e f l e c t  t h e  r e a l i t i e s  i n  B P O  i n d u s t r y .
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rganizational performance is delivered through a
n u m b e r  o f  w e l l - d e s i g n e d  b u s i n e s s  p r o -
cesses (Tenner and DeToro, 1997). Business

process orientation (Skrinjar, Stemberger and Hernaus 2007)
is necessary for successful organizations. According to
McCormack and Johnson (2000) ,  bus iness  process
or ientat ion in  organ izat ions
emphasizes processes instead
o f  h i e r a rcha l  o r  f unc t iona l
boundaries, focusing on the
ma in  ou tcomes  and  t he
resulting customer satisfaction.
I t  i nc rea ses  i n te rna l  coo r -
dinat ion in the organisat ion,
breaking down functional silos.
Empirical study by McCormack,
Johnson and Walker (2003) has
demonstrated that  bus iness
process orientation results in
enhanced  connec tednes s
within the organizat ion. Eff i -

ciency of operations cannot be realized unless the business
processes are opt imized and a l igned with customer
requirements and business environment outside and with
structures, systems, roles and operating procedures within
the organization. Outsourcing has been recognized as one
of the best business strategies for attaining higher operational

efficiency at lower operational
cos t  fo r  l a r ge  compan ie s
(Grossman and Helpman, 2005).
The  mos t  common  fo rm  o f
ou t sou rc i ng ,  v i z  Bu s i nes s
P roces s  Ou t sou rc i ng  ( BPO)
means transferring the opera-
tional ownership of some of the
bus i nes s  p roces ses  to  an
external provider for managing
the  ou t sou rced  bus i nes s
processes according to per-
formance metrics prescribed by
the parent company.
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Understanding Organizational Climate

Forehand and Glimer (1964) have described Organizational
C l ima te  a s  t he  pe r sona l i t y  o f  an  o rgan i s a t ion  t ha t
distinguishes one organization from others. According to
Pa reek ,  (1989) ,  i t  r e su l t s  f rom i n te r ac t ion  among
organizational components (structure, systems, culture,
leader behaviour and employees’ psychological needs).
Organizational climate depends on the perception held by
the organizational members about different dimensions of
organisation’s working. Organizational climate has significant
influence on the motivation and behaviour of organizational
members. Sales, market share and profits generated by a
company are lagging indicators of its performance because
they appear as a manifestation of company ’s performance.
On the contrary, organizational climate is a leading indicator
of organizational performance (Litwin, Humphrey and Wilson,
1978). Organizational climate can predict the trend for
organizational performance (being excellent or poor).

Rationale for the Study

BPO industry is full of controversies (Thite, 2008). Conflict
between quality and quantity is prominent in BPO industry.
The operators are expected to minimize the duration of
calls but maximize client satisfaction through each call.
Whereas, BPO industry has contributed for the growth of
Indian economy, it has also eroded the quality of life of its
employees, causing imbalances in the society. BPO industry
is ridden with problems (Mehta, et al., 2006). Compulsion
to work in ‘graveyard shifts,’ results in social-disconnect for
BPO employees. Srivastav (2008) has identified three meta-
s t ressors  ( represen t ing  the  mos t  s i gn i f i can t  i s sues /
problems) encountered while performing in organizational
roles in BPO industry.  These meta-stressors are Role Distance
(role occupant distancing from his/her role and his/her role
distancing from connected roles), Work-Life Imbalance
(difficulty in balancing between work requirements and life
requirements), and Role Inadequacy (non-availabil ity of
required competence and resources for role performance).
Since, different types of organizational climate promote
different kinds of motivated employee behaviour, better
understanding about how organizational climate operates
in BPO indust ry would be helpfu l  for  enhancing the
functionality of organizational climate to address its critical
problems. This study attempts to reveal the dynamics of

organizational climate in BPO industry. The framework of
motivational analysis of organizational climate developed
by Pareek (1989) has been deployed in this study.

Motivational Analysis of Organizational Climate

Pareek (1989) has identified 12 impor tant dimensions of
o rgan i za t ions .  These  d imens ions  a re :  O r i en t a t ion ,
I n te rpe r sona l  Re l a t ionsh ips ,  Supe rv i s ion ,  P rob lem
Managemen t ,  Managemen t  o f  M i s t a ke s ,  Con f l i c t
Management,  Communicat ion,  Decis ion Making,  Tr ust,
Management of Rewards, Risk Taking and Innovation and
Change. Motivational Analysis of Organizational Climate
(MAO-C) (Pareek, 1989) is based on the assessment of
these dimensions. MAO-C defines the following six motives
of organizational climate.

Achievement: Achievement of goals and attaining quality
and excellence are emphasized in the organisation;

Exper t Influence: Use of exper tise for the benefit of the
organisation is emphasized;

Extension: Organizational members are focused on making
themselves relevant and useful to others.

Control: Consol idat ion of personal power is the main
concern of organizational members.

Dependency: Decisions/actions are deferred by seeking
seniors’/others’ approval for everything.

Aff i l ia t ion:  Bu i ld ing and mainta in ing f r iendly personal
relationships is most impor tant for the organisation, even
when it leads to impairment of organizational performance.

Objectives

The study aims at understanding how organizational climate
operates in BPO industry through the following:

(i) Identifying the dominant and backup climate motives
in BPO industry;

(ii) Determining the relationship between different climate
motives;

(iii) Identifying the meta-climate motives in BPO industry.
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Method

Site: The study was conducted in 15 prominent BPO
companies operating in Bangalore, India.

Sample: Six motives of organizational climate were measured
on 106 randomly selected respondents, using MAO-C
(Pareek, 1989) instrument.

Measure: MAO-C instrument is based on MAO-C framework
developed by Pareek (1989). It comprises 72 statements
representing the six motives of organizational climate for
each one of the twelve dimensions of organizat ional
working. For each dimension, respondents rank the given
six statements from 1 to 6 (1 for least likely and 6 for most
l i ke ly  s i tua t ion) .  The scor ing key revea ls  the mot ive
represented by each statement. Respondents enter the score
for each motive for each dimension on MAO-C scoring matrix
by referring the scoring key. Total motive score is obtained
by adding the motive score for each dimension. Each climate
motive is scored in the range 12-72.

Analysis: Statistical analysis was done using SPSS package.
Means were computed for each motive of organizational
climate. Rank ordering of means of climate motives was done
to identify the dominant (having the highest score) and

backup (having the second highest score) cl imates in
BPO companies under study. Correlat ion analysis was
done to study relat ionships among the six motives of
organ iza t iona l  c l imate .  Cor re la t ion coef f ic ients  wi th
signif icance levels of p < .1, .05, or .01 were used for
interpretation. Exploratory Factor Analysis (EFA) was done
on the six climate motives to identify the meta-motives of
cl imate operating in BPO companies under study after
ensuring the appropriateness of factor analysis model
through Bar t lett ’s test of spher ic i ty (Malhotra,  2008).
Pr incipal Component Analysis for extraction and Varimax
for rotat ion were employed. Eigen values, equal to or
greater than one, were considered for EFA. Loadings lower
than .6 were taken as low; equal to or higher than .6 but
lower than .7 were taken as moderate;   equal to or higher
than .7 but lower than .8 were taken as high; equal to or
higher than .8 were taken as very high. Moderate, high or
very high loadings were used for the interpretat ion of
factors.

Results

As depicted in Table 1, Exper t Influence is the dominant
climate and Extension the backup climate.  Affiliation is the
weakest climate and Achievement the second weakest
climate.

Table 1:   Climate Variables – Mean and Rank

Variable Mean Rank

ACH 41.37 5

EXP 43.03 1

EXT 42.69 2

CON 42.10 4

DEP 42.33 3

AFF 40.63 6

As shown in Table 2, Achievement has significant negative
correlations with Exper t Influence and Affiliation. Exper t
Influence has significant negative correlations with Extension
and Control. Extension has significant negative correlations
with Control and Affiliation. Control has significant negative
correlations with Dependency and Affiliation. Dependency
has a significant negative correlation with Affiliation.

Bar tett’s test of sphericity on organizational climate data
rejected the nul l  hypothesis that cl imate variables are
uncorrelated. The approximate Chi-square statistic is 262.241
with 15 degrees of freedom which is significant at .001
level. Table 3 furnishes the results of exploratory factor
analysis. Three factors with Eigen values grater than one,
explaining 70.30 percent variance, were extracted. Factor 1,
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Table 2:  Intercorrelation of Climate Variables

ACH EXP EXT CON DEP

E X P -  .29*** xx xx xx xx

E X T -  .05 -  .20** xx xx xx

C O N -  .06 -  .22** -  .36*** xx xx

DEP -  .08 -  .01 -  .11 -  .35***  xx

AFF -  .36*** -  .11 -  .14* -  .18** -  .32***

         N o t e :  *  p  <  . 1 ;  * *  p  <  . 0 5 ;  * * *  p  <  . 0 0 1

Table  3:   Factor Loadings of Climate Variables

Variable Factor 1 Factor 2 Factor 3

ACH .47 - .06 - .63

EXP .10 - .05 .78

EXT - .09 .76 - .38

CON -.11 - .86 - .28

DEP .67 .27 .37

AFF - .85 .11 .18

E igen Va lue 1.42 1.40 1.39

Percentage Var iance 23.72 23.38 23.20

Cumulat ive Var iance 23.72 47.10 70.30

N o t e :  Ve r y  h i g h ,  h i g h ,  a n d  m o d e r a t e  l o a d i n g s  a r e  h i g h l i g h t e d

explaining 23.72 percent variance, has a moderate positive
loading on Dependency and a very high negative loading
on  Affiliation. Factor 2, explaining 23.38 percent variance,
has a high positive loading on Extension and a very high
negative loading on Control. Factor 3, explaining 23.20
percent variance, has a high positive loading on Exper t
Influence and a moderate negative loading on Achievement.

Discussions

BPO companies are in existence because of their capability
to handle the outsourced process (Thite, 2008). They focus
on recruiting the manpower with the requisite background,
and training them for delivering the required exper tise.
Maintaining the required exper tise at the company level,
however, is a daunting task because of constant attrition of
trained employees (Gupta and Gupta, 2008). Continuous

focus on building and maintaining the required exper tise at
the company level is necessary for ensuring the survival of
BPO companies. This explains why Exper t Influence is the
dominant climate (Table 1) in BPO companies under study.
BPO industries have to focus on the business process(es).
Business process orientation leads to enhancing internal
coo rd ina t ion  and  connec tedness  i n  BPO i ndus t r y
(McCormack, Johnson and Walker, 2003). This explains why
Extension is the backup climate (Table 1) in BPO companies
under study.

Factor 1 indicates that employees are not taking responsibility
for a decision or an action; they are invariably seeking others’
approval before taking action. While passing the buck,
employees do not care about maintaining friendly personal
relationships, ending in offending others. In reality, BPO
employees generally work in a narrow area of responsibility;
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they have a strong tendency for seeking approval of their
seniors before acting on anything that is perceived to be
beyond their narrow area of responsibi l i ty. Continued
passing on the buck as explained above is annoying for
clients and seniors in the organisation but the employees
do not bother. Factor 1 can therefore be named as Brazen
Shirking. . . . .  BPO employees generally suffer from high stress
and even burnout. They also have to work for extended
hours and in night shifts (Mehta, et al., 2006; Gupta and
Gupta, 2008; Srivastav, 2008). Under the circumstances the
employees have the tendency to disengage themselves on
the smallest pretext as soon as possible, even when it
causes annoyance to cl ients, peers or superiors. This
explains the existence of meta-climate represented by
brazen shirking. Negative correlation between dependency
and affil iation climates found in this study has also been
repor ted by Srivastav (2006).

Factor 2 indicates that employees emphasize relating to
others in the team, group, and organisation; promoting
collaboration and teamwork. While promoting collaboration
and teamwork, employees do not indulge in consolidating
their personal power. Actually, within their nar row area of
responsibility, BPO employees generally have freedom to
act. They also need to work as a team for reasonable success
of handling the outsourced process. Factor 2 can therefore
be named as Empowered Collaboration. . . . . Business process
orientation of BPO industry (McCormack, Johnson and
Walker, 2003) discourages individualism (deemphasizing
control climate) in favour of teamwork (extension climate)
and could be the reason for the existence of empowered
col laborat ion as a meta-cl imate. Negat ive correlat ion
between extension and control climates found in this study
has also been repor ted by Srivastav (2006).

Factor 3 indicates that employees emphasize the use of
exper tise in the organization. Thite (2008) has emphasized
the impor tance of process exper tise for the survival of BPO
indust ry .  Whi le emphas iz ing on acqui r ing,  us ing and
maintaining exper tise in the organization, attainment of
overal l organizational goals are getting neglected. This
explains unusual negative cor relat ion between exper t
influence and achievement climates found in this study.
Pos i t i ve  cor re l a t ion  be tween exper t  i n f l uence  and
achievement climates has been repor ted (Srivastav, 2006).
For survival  in a highly competit ive environment, BPO

industries need to constantly maintain and demonstrate their
high level of exper tise for the outsourced process being
handled or to be handled. Persistently high levels of attrition
in the BPO industries, however, significantly hamper their
exper tise. They have no option but to put in their highest
leve l  of  ef for ts  on a cont inuous bas is  for  recr u i t ing
employees with the required expertise and impar ting regular
tra in ing to them for mainta in ing the required level of
expertise in the company. Maintaining the required expertise
in face of high rate of attrition is a formidable task. Intensive
recruitment and training on a continuous basis in BPO
industries drains their resources to such an extent that they
cannot give proper attention to any other aspect of working
for achievement of overall organizational goals. Factor 3 can
therefore be named as Obsession for Exper tise.

Conclusions

The study conf i rms the real i t ies of BPO industry. BPO
companies cannot survive unless they have the required
process exper tise. They are so much overwhelmed with
creat ion,  development and maintenance of  process
exper tise that they cannot focus on anything else. BPO
employees have very narrow areas of responsibilities, within
which there is empowerment and teamwork. Outside their
substantially narrow areas of responsibilities, BPO employees
avoid taking responsibi l i ty, not being bothered about
displeasing seniors and customers.

Keywords: BPO Industry, Organizational Climate, Meta-
Climate Motives.
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Brand Awareness:
Baby Food Products

Keerthi Pandian and Ramachandran K.K.

A  h e a l t h y  g e n e r a t i o n  o f  c h i l d r e n  l e a d s  t o  a  h e a l t h y  g e n e r a t i o n

o f  y o u t h  r e p l e t e  w i t h  v i g o u r  a n d  v i t a l i t y .   I t ' s  t h e s e  f u t u r e

c i t i z e n s  w h o  d e t e r m i n e  t h e  s o c i a l  a n d  e c o n o m i c  d e v e l o p m e n t

o f  t h e  c o u n t r y .  T h e  p a p e r  f o c u s e s  o n  b r a n d  a w a r e n e s s ,  p r e f e r e n c e  a n d  s a t i s f a c t i o n

i n  t h e  b a b y  f o o d  p r o d u c t s .  F i v e  h y p o t h e s e s  w e r e  f r a m e d  o n  t h e  g i v e n  o b j e c t i v e s

a n d  h a v e  b e e n  t e s t e d  a t  f i v e  p e r c e n t  l e v e l  o f  s i g n i f i c a n c e .  T h e  a n a l y s i s  c o n c l u d e s

t h a t  t h e  l e v e l  o f  s a t i s f a c t i o n  o f  t h e  b u y e r s  i s  m o r e  i n  c e r e l a c  a m o n g  t h e  b r a n d s

c o n s i d e r e d  f o r  t h e  s t u d y .
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hildren are the most crucial resources in any country
for they contribute to the overal l development of
the nation. A healthy generation of children leads to

a healthy generation of
young people with ful l
v igour  and v i ta l i ty  and
these  f u t u re  c i t i zens
contribute to the social
and economic develop-
men t  o f  t he  coun t r y .
Hence,  i t  i s  necessa ry
that, more care, attention
and daily supplementary
nutr i t ious food are re-
quired for the develop-
ment/growth of children
specially those under six
years of age. Because,
these are the crucial years
were  a  ch i ld  requ i res
attention on both physical
and psychological deve-

lopment. To star t with, a highly nutritional food is essential
for the children below three years of age, who are generally
termed as babies. Throughout the first year of l ife, the

principal food should be
mothe r ’ s  m i l k  and  o f
cou r se  t he re  i s  no
substitute for it in every
dimension of a chi ld’s
g rowth  and  deve lop -
ment. Baby food should
be given as a supplement
to  mothe r ’ s  m i l k  o r
fo rmu l a  and  no t  a s  a
substitute. It is a food,
which is given specifically
to  i n f an t s ,  who  a re
roughly between the ages
o f  s i x  months  to  two
years. Sometimes, it may
even extent to three to
four years of age based
on the individual child’s
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development, their daily requirement and its likeness towards
the taste, food, etc.  These baby foods come in multiple
varieties and are produced by different manufacturers which
are designed for ease of eating as soft liquid paste. It is the
only food industry that holds parents’ captive for a few
short years and it never theless holds a sizeable and growing
market  a t  mass 1.  Based on the above reason,  these
manufacturers have diversified in all the ways from taste,
flavour to organic and halal food stuffs and even with DHA
(docosahexaenoic acid) and ARA (arachidonic acid) the
two fatty acids that are naturally found in mother ’s milk that
promotes child’s mental and visual development.

The manufacturers are at their pace innovating variations in
these products for it to encompass various strata of the
society and there exists social and ethical issues against
these baby food products. The government of India has
regu l a ted  t he  ma r ke t i ng  p r ac t i ces  o f  baby  food
manufacturers, by enacting the Infant Milk Substitutes,
Feeding Bottles and Infant Foods (Regulation of Production,
Supply and Distr ibut ion) act  in 1992 and was fur ther
amended in June 2003. This act is solely oriented towards,
regulating the production, supply and distribution of infant
milk substitutes with a view to protect and promote breast
feeding. It prohibits the adver tising and promotion of the
product to the general  publ ic,  any hospita l ,  medical
practitioner, pharmacy, and to any pregnant woman. With
these prevai l ing environments there exist a number of
manufactu rers  such as  Nes t le ,  H . J .  He inz Company,
Wochardt Ltd., Amul, etc and these manufacturers have
established brands that cater to basic needs.

Statement of the Problem

In today ’s fast paced digitized environment, most babies
are weaned on the food prepared by the manufacturers.
Many manufacturers have introduced a convenient-oriented-
baby food product for the busy young mothers2. The growth
of baby food products may be attributed by the factors like
the change in the life style associated with the increased
number of working women, star ting a family at later age and
the need of financial prioritising for having children. Indeed,
the preference and purchasing decisions on baby food are
shaped by many factors such as the parents’ l ikes and
dislikes, the baby ’s taste, the views of grandparents, friends,
peer groups, current fashion and health advice, brand name,

quality, cost, availability and convenience3. By considering
the above factors, a survey was conducted to know the
buyer ’s brand awareness, preference and satisfaction on
baby food products in Coimbatore city of Tamilnadu.

Objectives of the Study

Ø To ascer tain the brand awareness.
Ø To determine the reasons to prefer a brand.
Ø To elicit the level of satisfaction on various aspects

in the brand.

Hypothesis

The study is based on the following hypotheses:

♦ There exists no significant association between the
different brands of baby food products consumed
and (a) the source of awareness, (b) the number
of infants in the family, (c) the age group of infants,
(d) the number of years of using the product and
(e) the purchase decision.

♦ There is no signif icant difference between the
demographic variables of the respondents and the
factors that forms the reasons for choosing a
par ticular brand.

♦ There is no significant difference between various
brands and the factors that forms the reasons for
choosing a par ticular brand.

♦ There is no signif icant difference between the
brands and the factors considered for satisfaction.

♦ There is no significant relationship between the
brands consumed and the level of satisfaction.

Methodology

The area of the study is Coimbatore city. Period of the study
is Sep. 2007- Sep. 2008. Parents are sample respondents.
Primary data is collected from two hundred buyers by using
a structured questionnaire. Convenient sampling method is
administered in this study. The following statistical tools are
used: a) Percentage analysis b) Chi-square analysis,  and c)
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ANOVA. All the tests are car ried at five percent level of
significance. A pilot study on a sample of sixty respondents
were conducted to identify the most consumed brand among
the various brands such as Amul, Amul Spray, Amulya, Nan,
Lactodex, Lactogen,  Pedia sure, Farex, Dexolac, Cerelac and
Nestum. Of these Lactogen, Pedia sure, Farex, Cerelac and
Nestum were consumed most and hence considered for
the study, while determining the age group, children who
are four and below four years of age were considered.

Limitations of the Study

The survey was conducted only in Coimbatore city. The
findings of the study depend purely on the responses given
by the sample respondents.

Findings of the Study

Majority, 70 percent (140) of the respondents/buyers are
female. 57 percent (114) of the total (200) respondents fall
under the age group of 20-30 yrs. While considering the
educational qualifications of the respondents 34 percent
(70) are post graduates. 30 percent (61) are government
employees and 36 percent (71) of those monthly income
ranges between Rs.10,000-Rs.15,000. The numbers of
children who are below four years of age in the family of the

respondents are as follows: only one child -59 percent
(117), two children – 41 percent (81) and more than two –
1 percent (2). The age of the children who are below one
year are 40 percent (80), and 34 percent (68) of children
fall under the age group of 1-2  yrs. Fur ther more, 18 percent
(36) and 8 percent (16) of the respondents children are
classified between 2-3 yrs and 3-4 yrs of age respectively.
The most preferred brand by the buyers for their children
was Lactogen which counted for 40 percent (80), followed
by Cerelac 24 percent (48), Farex 16 percent (32), Nestum
14 percent (28) and Pediasure six percent (12).  A maximum
of 62 percent (124) of the respondents are purchasing the
brand, nearly for two yrs, and 42 percent (84) of them are
aware of the product through their friends and relatives and
the buyers purchase decision, 30 percent  (60), depends
fairly on the suggestions offered by spouse/relatives.

Buyer’s Brand Awareness on Baby Food Product

Brand awareness is the extent and the degree by which a
buyer recognizes a par t icular brand under prevai l ing
different conditions. In general, buyers are aware of the
baby food product in the market through their friends,
relatives, doctors and through medias. These sources and
various other personal factors of the respondents also have
impact on the awareness of these brands.

Table 1: Chi-square: Relationship between Different Brands and Source of Awareness,
Number of children, Age group of Children, Number of years of

using, Purchase Decision.

Factors Chi-square value df Sig value S /NS
Source of awareness 15.041 16 0.522 Not s ig

Number of chi ldren 11.137 8 0.194 Not s ig

Age group of chi ldren 99.504 12 0.000  s ig

Number of years of us ing 84.345 8 0.000  s ig

Purchase decis ion 11.673 16 0.766 Not s ig

Table 1 indicates that the hypothesis is accepted (Not
Significant) on the study factors like source of awareness
(0.522), number of children in the family (0.194) and the
purchase decisions (0.766) of the buyers. It describes that
these factors does not create any sense of awareness against

these brands. Whereas, in the case of age group of the
children (0.000) and number of years in using (0.000) the
brand the  hypothes i s  i s  re jec ted (S ign i f i can t ) .  Th i s
concludes that there exists a significant association between
the above factors and brand awareness.



SCMS Journal of Indian Management ,  April - June, 2010.                                                                                                             34

A Quarterly Journal

Table:  2  ANOVA Relationship between Demographic  Variables and
Reasons for  choosing a  Particular  Brand.

                                 Factors Sum of   df Mean      F S/NS

squares square

Sex Between g roups 3.780 1 3.780 .286 .594

Wi th in  g roups 2621.500 198 13.240

Total 2625.280 199

Age of  the Between g roups 43.400 3 14.467 1.098 .351

respondents Wi th in  g roups 2581.880 196 13.173

Total 2625.280 199

Educat ion of  the Between g roups 16.471 4 4.118 .308 .873

respondents Wi th in  g roups 2608.809 195 13.379

Total 2625.280 199

Occupat ion s ta tus Between g roups 136.218 5 27.244 2.123 .064

Wi th in  g roups 2489.062 194 12.830

Total 2625.280 199

Income per  month Between g roups 74.702 4 18.675 1.428 .226

Wi th in  g roups 2550.578 195 13.080

Total 2625.280 199

No.  o f  ch i ld ren Between g roups 9.314 2 4.657 .351 .705

<4 y rs  o f  age Wi th in  g roups 2615.966 197 13.279

Total 2625.280 199

Age group of  ch i l - 741.609 3 247.203 25.722 .000*

dren Between g roups Wi th in  g roups 1883.671 196 9.611

Total 2625.280 199

*  S i g n i f i c a n t

Buyer’s Brand Preference on Baby Food Product

Brand preference is choosing a par ticular brand over the
other brands. In general, buyers prefer a par ticular brand by
considering cer tain features that prove to be a specialized
character of that brand. With respect to the study, cer tain
features were considered to determine the brand preference
of the buyers. They are prompt quantity, rich quality, apt
prices, good taste, nourishing flavour, air-tight package,

reputed name, easy avai labi l i ty, highly nutr i t ious, easy
preparation and various other factors were also considered.
These factors were scaled as most impor tant, impor tant,
neutral, least impor tant and not impor tant by the buyers
while choosing a par ticular brand.

Table 2 indicates that the hypothesis is accepted (Not
Signif icant) in the following demographic variables l ike
sex(0.594), age of the respondents (0.351), education of
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Table 3: ANOVA: Relationship between Brands and
Reasons for choosing a Particular Brand

the respondents(0.873), occupat ion(0.064), monthly
income(0.226) and number of children in the family(0.705).
This explains that these demographic factors of the buyers
(parents) do not form the reasons to prefer a par ticular

brand. Whereas the hypothesis is rejected (Significant) in
case of ‘age group of the children’ (0.000), and hence it is
the only factor which forms the reason for choosing a
par ticular brand.

Sum of Mean
Squares df  Square      F S/NS

Prompt Quantity Between Groups 50.00 4 12.500 15.943 0.000*

Within Groups 152.88 195 0.784   
Total 202.88 199    

Rich Quality Between Groups 40.90 4 10.224 12.022 0.000*
Within Groups 165.82 195 0.850   
Total 206.72 199    

Apt prices Between Groups 32.32 4 8.080 4.546 0.002*
Within Groups 346.56 195 1.777   
Total 378.88 199    

Good taste Between Groups 25.94 4 6.485 7.614 0.000*
Within Groups 166.06 195 0.852   
Total 192.00 199    

Nourishing flavour Between Groups 35.33 4 8.832 7.966 0.000*
Within Groups 216.19 195 1.109   
Total 251.52 199    

Air-tight package Between Groups 43.37 4 10.843 16.097 0.000*
Within Groups 131.35 195 0.674   
Total 174.72 199    

Reputed name Between Groups 41.25 4 10.313 8.192 0.000*
Within Groups 245.47 195 1.259   
Total 286.72 199    

Easy availability Between Groups 37.32 4 9.331 12.653 0.000*
Within Groups 143.80 195 0.737   
Total 181.12 199    

Highly nutrit ious Between Groups 24.11 4 6.027 11.313 0.000*
Within Groups 103.89 195 0.533   
Total 128.00 199    

Easy preparation Between Groups 3.98 4 0.995 1.473 0.212
Within Groups 131.70 195 0.675   
Total 135.68 199    

Others Between Groups 13.11 4 3.277 2.197 0.071
Within Groups 290.89 195 1.492   
Total 304.00 199    

* S i g n i f i c a n t

 Factors
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Table 3 indicates that the hypothesis is accepted (Not
Significant) for the factors like easy preparation (0.212) and
for those factors (0.071) that are not considered for the
study. In all other factors such as prompt quantity (0.000),
rich quality (0.000), good taste (0.000), nourishing flavour
(0.000), air-tight package (0.000), reputed name (0.000),
easy avai labi l i ty (0.000), h ighly nutr i t ious (0.000) the
hypothesis is rejected (Significant), which concludes that
there exist a significant difference in these factors of the

brands and hence the buyers prefer different brands and
does not confine to a par ticular brand.

Buyer’s Brand Satisfaction on Baby Food Product

Brand satisfaction is the level of contentment that a buyer
gets from the assor ted promising factors of the brand af ter
using it. Those promising factors that were taken for the
study were price, quantity, taste, flavour, package, brand

Table: 4 ANOVA: Relationship between Brands and Factors considered for Satisfaction

Sum of df Mean      F S/NS

Squares Squares

Price Between groups 7.124 4 1.781 1.407 .233

Within groups 246.876 195 1.266

Total 254.000 199

Quantity Between groups 10.858 4 2.714 1.731 .145

Within groups 305.737 195 1.568

Total 316.595 199

Taste Between groups 10.059 4 2.515  1.880 .115

Within groups 260.816 195 1.338

Total 270.875 199

Flavour Between groups 7.168 4 1.792 1.289  .276

Within groups 271.027 195 1.390

Total 278.195 199

Package Between groups 13.308 4 3.327 1.980 .099

Within groups 327.712 195 1.681

Total 341.020 199

Brand name Between groups 5.328 4 1.332 .781 .539

Within groups 332.752 195 1.706

Total 338.080 199

Availability Between groups 15.439 4 3.860 3.370 .011*

Within groups 223.316 195 1.145

Total 238.755 199

Durability Between groups 12.928 4 3.232 2.088 .084

Within groups 301.852 195 1.548

Total 314.780 199

*S ign i f i can t

Factors
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name, availability and durability. These factors were scaled
as highly satisfied, satisfied, undecided, dissatisfied and
highly dissatisfied.

Table 4 indicates that the hypothesis is accepted (Not
Significant) in the following factors namely, price (0.233),
quantity (0.145), taste (0.115), f lavour (0.276), package
(0.099), brand name (0.539) and durabil i ty (0.084). This
explains that there is no difference in sat isfaction of the
buyers  w i th  respect  to  these  fac to rs ,  whereas  the
hypothesis is rejected (Significant) in the factor availability

(0.011). To conclude the buyers are sat isf ied with the
factors such as price, quantity, taste, f lavour, package,
brand name and durabi l i ty  for  the brands that  they
consume.  Table 5 depicts the mean value and standard
deviat ion of different baby products consumed by the
buyers. With the highest mean value of 21.37 it is found
that the level of sat isfaction is greater in Cerelac among
the other brands. With the signif icant value of 0.032 in
Table 6, the hypothesis is rejected (signif icant) and there
exists a relat ionship between the brands consumed and
level of sat isfaction.

Table 5: Descriptive Statistics

Baby food Mean N                          Std.  Deviation

products consumed

Pediasure 19.0000 12 4.95434

Lactogen 19.0375 80 4.66455

Nestum 19.7857 28 4.21072

Cerelac 21.3750 48 4.04035

Farex 18.6563 32 4.20145

Total 19.6400 200 4.47892

Table: 6 ANOVA Significance of Overall Satisfaction

Sum of Mean
Squares df Square F Sig.

Between Groups 210.009 4 52.502 2.707 .032

Within Groups 3782.071 195 19.395

Total 3992.080 199

Conclusion

The study revealed that there exists a common trait among
the buyers that weaning the child with these foods would
enhance the health of the child and as such it gives a
psychological satisfaction to the parents. Moreover, the age
of the child is the determining factor for the parents to

determine a par ticular brand.  The future implications for
these products include a change in packing strategy with
variations in shape, innovations in flavour and taste and can
take the sachet route with minimum price. Assurance of the
ingredients used in the baby food product will be a strong
selling point for the manufacturers of a par ticular brand. As,
this baby food market is static, it holds the buyers only for
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a shor t period, the manufacturers can go for an innovative
formula of products and rejuvenation of brand image in order
to capture the new born market.  As the world is becoming
flattened with the IT revolution and with more women in the
working arena, there is more potential market for these baby
food products in the for thcoming years. Indeed, this baby
food product has taken its impor tance in the early and initial
growth of a child and helps every woman in this digitized
era.
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Product Mix Strategies:
FMCG in Indian Market

Mohankumar T.P. and Shivaraj B.

T h i s  r e s e a r c h  p a p e r  e x p o s e s  t h e  a t t i t u d i n a l  e f f e c t s  o n  t h e  d e c i s i o n -

m a k i n g  p r o c e s s  o f  c o n s u m e r s  i n  p u r c h a s i n g  F M C G  p r o d u c t s  i n  a  m a s s

m a r k e t  c o n f i n e d  t o  H U L  a n d  P & G  C o m p a n i e s  s o a p s  a n d  d e t e r g e n t s .  T h i s

a r t i c l e  i n t r o d u c e s  t h e  e x i s t i n g  a n d  d e s i r e d  p r o d u c t  m i x  s t r a t e g i e s  i n  F M C G  c a t e g o r i e s  b r i d g i n g

t h e  g a p  b e t w e e n  c o m p a n i e s  a n d  t h e  c u s t o m e r s .  T h e  a r t i c l e  s t a r t s  w i t h  t h e  p r o b l e m  s t a t e m e n t

f o l l o w e d  b y  s i g n i f i c a n c e ,  o b j e c t i v e s ,  s c o p e ,  m e t h o d o l o g y ,  l i m i t a t i o n s  o f  t h e  s t u d y ,  s u m m a r y  o f

f i n d i n g s  a n d  s u g g e s t i o n s  a n d  r e c o m m e n d a t i o n s .
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ood research depends on a good problem. A
well-defined problem is pre-requisite for  good
research.   In this context, the research problem

considered is “Product Mix
Strategies of Leading FMCG in
Indian Market,”  with special
re fe rence to Soaps and
Detergents.  FMCG market in
India is one of the fastest
growing markets in India. The
product categories which  are
marketed under this, consists
of variety of product lines and
items. In India,  there are
good number of companies
manufacturing and marketing
FMCG. Among all, HUL and
P&G are in the forefront. In
spite of the wide range of

soaps and detergents marketed in India, there seems to be
a gap in the existing product mix offered by the companies
and the customer requirements. The diverse segments in

Indian market are yet to be
completely taped by the
existing players.  The current
s tudy  has  a t tempted to
know the  ex i s t i ng  and
des i r ed  p roduc t  m i x
strategy in FMCG categories
with special emphasis on
Soaps and Detergents in
Indian Market. This research
is going to bridge the gap
between companies and the
customers in terms of the
customer expectation and
companies understanding
of  the customers ’  expe-
ctation.
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Significance of the Study

Though, the wide range of soaps and detergents is being
marketed by the companies, consumers belonging to different
segments are not effectively delivered with the right products
in right price. The studies, so far conducted on product mix
strategies, are not adequately focusing on bridging the gap
between marketer and the prospects. Therefore, current study
is designed to address those issues, which are very essential
in designing customer oriented marketing mix strategy. This
study is impor tant because of the type of information it
generates to assist in developing effective product mix in soaps
and detergents. Since, product mix decision is critical decision,
it involves huge investment, efforts, and right information saves
companies from the disaster.

Objectives of the Study

The research aims at identifying sal ient features of the
Product Mix Strategies adopted by two FMCG companies in
respect of some of their offerings. The following are some
of the specific objectives of the study.

1. To assess the product mix strategy used in consumer
market.

2. To evaluate the Product mix strategy of HUL and P&G
in Indian  Market.

3. To determine the customer perception and opinion
on product lines offered by the select companies.

4. To assess the existing and desired product mix in
FMCG categories in India.

5. To evolve new possible oppor tunities for FMCG in
Indian market.

Scope of the Study

The scope of the study deals with the area that has been
considered in the research. The area considered in the
research is product mix strategies of Hindustan Uni-Lever
and Proctor & Gamble, in Indian Market. Consumer opinion
on the product mix strategy of the HUL and P&G is collected
with the a id of  des igned quest ionna i re .  The sample

respondents are selected from the various segments in
Bangalore and Mysore. The collected data is analyzed to
meet the research objectives.

Methodology of the Study

Research Design

This research is descriptive as well as exploratory in design;
it is used when the study is not conversant with the problem
environment.  Such type of investigation is concerned mainly
to determine the general nature of problems and variables
related to it.  This mainly relies on secondary source of
information. Pr imary data has been col lected through
intensive fieldwork from the sample respondent with the
aid of structured questionnaire.

Data Analysis Techniques

Statistical tools like tests, cluster analysis etc., and other
methods of presentation like diagrams, char ts, and graphs
have been used to draw a precise conclusion.

Sources of Data
a) Primary Data

Sample survey through questionnaire has been administered
to the target respondents at various locations in Mysore
and Bangalore city for comparative study of consumer
behaviour and perception.

b) Secondary Data

Gathered in format ion f rom the assoc ia t ion of  FMCG
Industries consumer protection organizations, FICCI, CII and
industry archives. Other required information has been
collected from published journals, books, and concerned
research repor t s ,  annua l  repor t s  o f  the  company ’ s
periodicals, seminar papers, business magazines, dailies,
and internet.

Limitation of the Research

The study is mainly based on survey method of research.
Therefore, the limitations of survey method are expected to
influence the out come of the research. Product mix is an
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Table No.1: Showing the Soaps and Detergent  Brands usage of the Sample Respondents

Sl.No.     Brand  Name No. of  Respondents                No. of  Respondents
      Presently using                        Used in the past

1. Lux    59                                                   27
1. L i r i l    30           25
2. Breeze    15        05
3. Jai    07        03
4. O.K    00        17
5. L i febuoy   34        26
6. Fa i r  & Lovely Soap   04        00
7. Hamam   19        10
8. Pears   33        15
9. Rexona   40        10
10. Dove   08        03
11. Camay   02        00
12. Salvo   04        05
13. Ivory Soap   06        03
14. Joy   00        00
15. Sur f   65           20
16. T ide   58        25
17. Wheel   62        27
18. Henko   28        05
19. Ar ie l   64        20
20. Zes t   00        00
21. Rin   48        26

area of competitive advantage; companies were hesitant to
reveal the information on product mix strategy they followed.
The information provided by the companies is assumed to
be factual and its validity is not questioned.

The above Tab le  No.1 ind ica tes  the  cur rent l y  used
brands and the brand used in the past .  I t  a l so shows
that the customers are not loyal to any brand for a longer
per iod.  In  case of  Lux 59 percent  of  the respondents

are cur rent ly  us ing and 27 percent  used in the past
swi tched over  to other  brands.   F rom th is  i t  i s  in fer red
that  bui ld ing a brand loya l ty  i s  a  cha l leng ing task in
soaps and detergent  market .  The s tudy indicates that
the respondent present ly  us ing a par t icu la r  brand of
to i le t  soap and detergents  and a lso was used in the
past .  As the indiv idua l  tas tes and preferences keep
changing,  major i ty  of  the respondents are swi tch ing
over f rom one brand to another.

Table 2:  Monthly spending on Bathing Soaps

Spending Soaps Percentage
Below Rs.50 4 0 4 0
50-100 30 30
100-200 15 15
Above200 15 15
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The below Table No.2 shows that spending on soaps by the
respondents per month varies from one another. Majority of
the respondents i.e. 40 percent who spends Below Rs.50
per month followed by 30 percent Rs.50-100, 15 percent
Rs.100-200 and 15 percent spend above 200 Rs. per month.

The below Table No.3 shows that the surveyed respondents
how much money spends on detergent per month. The

study shows that  even on detergent major i ty  of  the

respondents i.e. (45 percent) spend below Rs.50 followed

by Rs.50-100 of 30 percent, Rs.100-200 of 15 percent and

above Rs.200 of 10 percent. The study revealed that the

percentage of the money which the respondents are

spending on soaps and detergent is very minimal of their

income.

Table 3:  Monthly spending on Detergent Cake

Spending Detergents Percentage
Below 50 45 45

50-100 30 30
100-200 15 15
Above 200 10 10

The above Table No.4 shows that the surveyed respondents
how much money spends on detergent powder per month.
The study shows that  the h ighest  percentage of the
respondents i.e. 45 percent spends below Rs.50 followed
by Rs.50-100 of 30 percent, Rs.100-200 of 15 percent and
above Rs.200 of 10 percent. The study revealed that the

percentage of the money which the respondents are
spending on soaps and detergent is very minimal of their
income. According to the respondents, the money spent
on detergent cake and detergent powder are inter related.
If they use more powder, they will use less cake and vice
versa.
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Table 4: Monthly spending on Detergent Powder
Spending Detergent Percentage

Powder
Below 50 45 45
50-100 30 30
100-200 15 15
Above 200 10 10
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Table:  5  Purchased Quantit ies  of  Detergent  Cake per  Month

Quantities Detergents Percentage
   1    -  3 25 25

   3   -   6 60 60

 Above6 15 15

No. of Soaps used per month

The above Table No.5 g ives the picture of  d i f ferent
quant i t ies  of  soaps the respondents use per month.
40 percent  o f  the  respondents  use  3-6  soaps  per
month, fol lowed by 30 percent they use 1-3 soaps and

the rema in ing  30 percent  use above s ix  soaps per
m o n t h . This g i v e s  t h e  i n f o r m a t i o n  a b o u t  t h e  t o t a l
consumpt ion of  the se lected respondents and i t  a l so
g ives the market  potent ia l  for  the soap.

Table  6 : Consumer  Awareness  of  Different  Soaps  of  HLL Soaps

                                                         No.  of  Respondent

                               Premium        Popular         Economy

Awareness 25 60 55

Unaware 75 40 45
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Premium Brand Soaps

Economy Brand Soaps

Popular Brands
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The above table No.6 reveals about the awareness status of
different soap segments i.e. Premium brand, Popular brand
and Economy brand which are available in the market. Here
Premium brands are comparatively of higher price, targeted
to the higher end market. Popular brands prices are less
when compared to premium soap. Company spends more
on promotional activities like advertisement, brand celebrity
and on other promotional schemes. It is targeted to mid
segment in the market. Economy brands are lesser in price,
targeted to lower end of the market.

Among the respondents 75 percent  are not aware of the
Premium brand soaps. It inferred that the availability of the
product is not equally distributed. It is restricted only to

urban market and the price of the product is not affordable
to all the segments.

In Popular brand, though the name itself is popular it is sorry
to reveal that only 60 percent of the respondents are aware
and exposed to this brand.  In fact, company should put
serious effort to reach all the segments in the market through
their aggressive marketing.

In Economy brand the study reveals that 55 percent of the
respondents are aware of and exposed to this Economy brand
and 45 percent of the respondents are not aware of this brand.  It
means that all soaps which are marketed by different companies
in the market are not aware of 100 percent.

Table 7: Consumer Awareness of P&G Detergent Cake and Powder

                                                          No.  of  Respondent
                           Premium    Popular          Economy

Awareness 35 70 40

Unaware 65 30 60

Premium Brands
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The above Table No.7 shows the awareness status of the

different detergent segments, as we studied above as in

soap segments. i.e. Premium brand, Popular brand and

Economy brand in detergent.

In premium detergent brands 35 percent of the respondents

are aware of and exposed to this detergent, the remaining

65 percent are not aware of the brands.

In popular detergent brands 70 percent of the respondents

are aware of and exposed to the brands. And 30 percent of

the respondents are not aware of the brands.

In economy detergent brands only 40 percent of the
respondents are aware of and exposed to the detergents
and remaining 60 percent of the respondents are not aware
of the brands. This study reveals that different segmented
brands are targeting to different market segments. Marketing
strategies used by the companies are restricted to that
par ticular segment only. For e.g. premium brands soaps and
detergents are targeting to higher end, so all the promotional
activities used by the company will reach to that par ticular
market only. Like that, to other economy brands also. Only
the popular  brands may use both mid segment and
economy segment, some times by higher end people may
also be exposed to have this product.

Popular Brands

Economy Brands
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Ta b l e  8 : Th e  Fa c t o r s  c o n s i d e r e d  t h e  m o s t  b y  t h e
Co n s u m e r  w h i l e  p u r c h a s i n g  So a p s

F a c t o r s                                   N o  o f  R e s p o n d e n t s               P e r c e n t a g e

Pr ice 55 55

S i ze  o f  t he  soap 12 12
Qua l i t y 80 80
La the r 42 42
Fragrance 28 28
Sk i nca re 64 64
Durab i l i t y 05 05
P romot iona l  scheme 06 06

The above Table No.8 directs that what percentage of
the respondents preferred the most whi le purchasing
soaps. Because human wants and tastes are di f ferent
from person to person, place to place and t ime to t ime.
According to the survey 80 percent of the respondents

preferred the most because of the qual i ty of the soaps
whi le purchasing, fol lowed by 64 percent because of
sk in care, 55 percent are because of pr ice, 28 percent
are because of lather in the soap, then size, promotional
scheme and durabi l i ty .
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Table 9:  The Consumer consider  the
Factors  the most  while  purchasing Detergents

Factors No of Respondents   Percentage

Price 43 43

Size of the soap 14 14
Quality 72 72
Lather 37 37
Fragrance 23 23
Skincare 72 72
Durabil i ty 47 47
Promotional scheme 35 35

The above Tab le  No.9 shows tha t  what  percentage of
the respondents  prefer red the most  whi le  purchas ing
the detergent .  Accord ing to the survey 72 percent  of
the respondents  pre fe r red the par t icu la r  detergent
because of  the qua l i t y  and sk in  ca re ,  fo l lowed by 47

percent durabi l i ty,  43 percent pr ice, 37 percent lather,
35 percent  promot iona l  scheme,  f rag rance and s ize
o f  t h e  s o a p .  T h e  s t u d y  a l s o  r e v e a l e d  t h a t  s a m e
customer used d i f fe rent  detergent  brand for  d i f fe rent
fabr ics .

Ta b l e  1 0 : T h e  Cu s t o m e r  r a n k i n g  o f  Va r i o u s  Br a n d s  o f  H U L  a n d  P & G

Ranks/ Palmolive  Salvo Pears   Lux           Lifebuoy  Dove        Camay   Ivory
I s t  Rank        10       0    35 15    10    21     0        9

II          9       2    20 19    20    15     0      15
I I I        20     16   14 20   15      5     4       6
IV        15     30      5 6     9     0   30       5
V        10     22      0 10   15     7   31       5
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The above  Table No.10 shows the ranking status of different
soap brands of Hindustan Unilever Limited and Proctor and
Gamble in the minds of surveyed respondents. 35 percent
of the respondents have given I rank to Pears, followed by
21 percent have given I rank to Dove.

II rank has been given to Pears and Lifebuoy by 20 percent of
the respondents each, followed by Lux by19 percent, Dove
and Life buoy by 15 percent each.

Palmolive and Lux have been given III rank by 20 percent of
the respondents each followed by Lifebuoy by 15 percent,
pears 14 percent.

Salvo and Camay have been given the IV rank by 30 percent

of the respondents each, followed by Palmolive by 15

percent, Lifebuoy by nine percent.

Camay was given V rank by 31 percent of the respondents,

followed by Salvo by 22 percent, Lifebuoy by 15 percent.

Summary of Findings

The analysis made in the foregone chapter is presented in

this section as summary of findings. The impor tant findings

are as follows:
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1. Hindustan Unilever soaps and detergent line are much
wider than Proctor and Gamble brands in Indian market.

2. Hindustan Unilever soaps and detergents brand are
available in all levels of the market i.e. upper end, mid
segment and lower end of the market, where as Proctor
and Gamble brands are mainly focusing on higher end
of the market.

3. There is a wide gap in the perception about different
brands of soaps and detergents among urban and rural
consumers.

4. Quality is the major purchase determinant of soaps
and detergent among the h igher income group
respondents, where as price is the most impor tant
factor in the lower end of the market.

5. Among the Premium, Popular and Economy brands of
bathing soap segments, Popular brands are exposed
to 70 percent of the e respondents followed by
economy 40 percent and premium brands 35 percent.

6. Pears of Hindustan Unilever Limited is ranked as number
one brand by about 35 percent of the respondent.
Dove of Proctor and Gamble by 21 percent of the
respondents, followed by Lux by 15 percent of the
respondents.

7. The factors influence in purchasing detergent includes
price, size of the soap, quality, lather, fragrance, skin
care, durability, promotional scheme.  Among them
skin care as more impor tant factor for more than 72
percent of the respondents followed by quality 72
percent, durability 47 percent, price 43 percent, lather
37 percent, promotional scheme 35 percent, fragrance
23 percent and size of the soap 14 percent of the
respondents.

8. The factors influencing in purchasing bathing soap are
price, size of the soap, quality, lather, fragrance, skin
care, durability and promotional scheme. Quality is
the most impor tant factor for 80 percent of the
respondent, skin care 64 percent, price 55 percent,
la ther  42 percent  fo l lowed by f ragrance,  s ize ,
promotional scheme and durabil ity. Therefore the

factors influences on bathing soaps are different from
the factors influencing the detergents purchase.

9. Monthly spending on soaps and detergents varies from
income to income. In the research it is found that 40
percent of the respondent spends less than Rs.50 per
month on bath ing soap and 30 percent  of  the
respondents spend Rs.50–Rs.100 per month and
remaining 30 percent of the respondents spend more
than Rs.100 per month. It shows that higher income
group purchase premium brands of bathing soap.
Therefore spending on bathing soap is more than
Rs.100 per month.

11. Quantity of soaps and detergents purchase and family
size is highly correlated.  In the study it is found that
the families with more members are using more than
one bathing brands. Therefore this gives an input in
designing a family pack consisting of multi brands of a
company.

12.  Among the HUL top of the mind awareness company
in soaps and detergent category followed by Godrej,
Proctor & Gamble, Wipro etc.

13. Among the studied brands Lux is currently being used
by as many as 59 percent of the respondent, followed
by 34 percent Lifebuoy, 30 percent Liril and other
brands. In detergent Surf is being used by 65 percent
followed by 62 percent Wheel, 58 percent Tide and
other brands.

14.  Product mix strategy adopted by HUL, as per the study
is full market coverage with multi brands and strong
distribution net work in both rural and urban markets,
whereas Proctor and Gamble follows quality leader
strategy with select brands in soaps and detergents.

Conclusion

Soaps and detergents market are the fastest growing in the
wor ld among the consumer product .  The growth i s
propor tionate to the growth of population. Among the
consumer goods manufacturer and marketer, Unilever and
Proctor and Gamble are in the fore front. In India too
Hindustan Unilever and Proctor and Gamble created a new



SCMS Journal of Indian Management ,  Apr i l - June,  2010.                                                                                                            53

A Quarterly Journal

dimension in consumer goods marketing. The soaps and
detergents offered by these two giants are available in flexible
market offer to accommodate diverse segments in consumer
market.

Hindustan Unilever, being a subsidiary of Unilever U.S. is
localized in its presence in Indian market. The company has
many land mark products which are popular and having top
of the mind awareness among Indian consumers. Proctor
and Gamble, though entered Indian market off late has
registered in the mind of the customer as a quality leader.

Soaps and Detergents offered by these companies are
closely competed one another. According to this study,
HUL stand out as a most admired company in terms of the
range of products and services.  The wide range and width
of the product mix is the strength of the company. Soaps
and Detergents among the other product lines offered by
HUL are the drivers of the sales revenue. The driving brands
among the soaps and detergents are Lux, Dove, Palmolive,
Rexona, Liril, Surf excel, Wheel etc.

Proctor and Gamble is known for its quality products in
consumer market, focusing largely on the upper end of the
market. Some of the popular brands in soaps and detergents
are Pears, Camay, Ariel, Tide etc.

In conclusion, it is obvious that both HUL and P&G are placed
in a very advantageous position in Indian market. Indian
market  i s  d iverse  in  te rms of  income,  geograph ica l
dispersion, regional differences and tradition. In the study it
is found that there are still some untapped market segments
in both upper and lower end of the market. This is evidenced
by the brand switching in soaps and detergent market, for
e.g. percentage of the respondents currently using Lux is
about 59 percent about 27 percent of the respondents have
switched to other brand from Lux. During the interaction
with the respondent it was known that customers are not
completely satisfied with the brands currently available in
the market. Therefore the companies need to spend time
and money on market study to determine and device
suitable market offers.

Being well known brands in Indian market, HUL and P&G can
capital ize the market potential , provided a systematic
marketing mix in terms of product, price, promotion and

physical distribution is effectively blended to adapt to the
market requirement.

Suggestion and Recommendation

Based on the analysis made in the foregone chapter and the
general observation made on soaps and detergents market,
the following few suggestions are made.

Effective Product-based Market Segmentation

In the study it is found that, soaps and detergents are in the
market, as if they are catering to the needs of the mass in the
market, as if they are catering to the needs of the mass
market.  Therefore in the study it is suggested to make a fine
tune market segments through product differentiation, for
e.g. Lux or Hamam soap offered by HUL are targeted on the
same customer segments, competing each other.  One is
doing well at the cost of other. Company, either by adding
some different ingredients or by effective positioning the
difference in each brand and creating a separate segment
for each of the brands, then the existence of the brands
can be managed.

Reaching all ends of the Market

The analysis of the study reveals that, P&G is focusing on
the h igher end of the market .  The company being a
consumer goods manufacturer and compete with other
players in the market, in the study it is recommended to
design soaps and detergents for lower and mid market
segments also.  Indian market is made up of strong middle
class customer followed by lower income group. P&G is
ignoring the impor tant market segments.  As it is evidenced
by many companies, the bottom line of the firms rests on
the sales revenue generated in low and mid market, company
can develop products for the same.

Focusing more on creating Brand Awareness

The analysis in the study shows that brand awareness is the
key for success in consumer market.  In India there is a huge
gap among the customers in terms of literacy, income, urban
and rural composition, and also media exposure.  Fur ther it
is known by the study that the P&G’s soaps and detergent
brands are unaware with most of the consumers.  Therefore
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it is suggested in the study P&G should pay more importance
for promotional offers and adver tisements to target Indian
market to cover all the segments.

Penetrating in to New Segments

In the study it is found that HUL and P&G soaps are currently
available in adult segment only.  Since baby segment is one
of the important segments and presently there are only few
manufacturer and marketer catering to this segment, HUL
and P&G also can think of entering the segment with superior
product formulation and designing baby soap for all income
segments.

Marketing Strategy for Rural Market

The study reveals that soaps and detergent brands of HUL
and P&G are more popular in urban markets.  Since real
India lives in rural areas and it is potential market for all types
of soaps and detergents.  In the study it is advised to the
company develop a tailor made marketing mix with more
emphasis on product mix should be designed by the
companies. Rural sales promotional activities should be
strengthened especially Proctor and Gamble to take the
advantage of rural market potential.
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Small is Beautiful?
Corporate Social Responsibility

Prasenjit Maiti

T h i s  p a p e r  a t t e m p t s  a t  e x p l o r i n g  f u t u r e  r o a d m a p s  o f  r e s e a r c h  i n  t h e
h a p p e n i n g  a r e a s  o f  c o m m u n i t y  d e v e l o p m e n t  s t r a t e g i e s  f a c i l i t a t e d
b y  t h e  f o r m a t i o n  o f  a n  e n a b l i n g  e n v i r o n m e n t  o f  s o c i a l  c a p i t a l  a n d

u n d e r p i n n e d  b y  b o t h  c o r p o r a t e  c i t i z e n s h i p  a n d  s o c i a l  e n t r e p r e n e u r i a l  e n d e a v o ur s  o n  t h e
p a r t  o f  t h i r d  s e c t o r  i . e .  c i v i l  s o c i e t a l  a c t o r s .  H o w  c a n  t h e  b o d y  c i v i l  e m e r g e  f r o m  o u r  p u b l i c
s p h e r e  i n  o r d e r  t o  c r i t i c a l l y  n e g o t i a t e  w i t h  t h e  s t a t e  ( b o d y  p o l i t i c )  a n d  t h e  m a r k e t  ( b o d y
e c o n o m i c )  i s  a  p r i n c i p a l  c o n c e r n  o f  t h i s  p a p e r .  O u r  c e n t r a l  a r g u m e n t  h i n g e s  u p o n  t h e
a s s u m p t i o n  t h a t  g r e a t e r  c o o p e r a t i o n  a n d  i n f o r m e d  c o n s e n t  c a n  o n l y  w o r k  t o w a r d s  a  l a r g e r
c o n s e n s u s  o f  i n t e r e s t s , t h a t  i s  a g a i n  a  m a c r o c o s m  o f  i n d i v i d u a l  w o r l d v i e w s  a n d  o r g a n i c a l l y
m o t i v a t e d  p r o f i t e e r i n g  v e n t u r e s .  F r o m  t h e  b e a u t i f u l  s m a l l  t o  t h e  e v e n  m o r e  f a s c i n a t i n g  l a r g e r
s o c i a l  e n t i t y  o f  t h e  c o l l e c t i v e  s o c i a l  a r r a n g e m e n t  i s  a n  o n g o i n g  j o u r n e y  t h a t  c a n  b e  f u r t h e r
c a t a l y z e d  b y  a n  o p t i m u m  m i x  o f  t h e  s e l f  a n d  t h e  o t h e r ?
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Roadmapping

h i s  pape r  makes  an  a t tempt  to  i n te r roga te  t he
underly ing connect ions between urban and rura l
community development and Corporate Socia l

Responsibility (CSR) underpinned by the dynamics of social
capital. We argue that embe-
ddedness and connectivities
within the social psyche can
work towards contributing to
the overarching policy frame
work of community develop-
ment while this entire process
can be extended an impetus by
vir tue of CSR-led initiatives.

The community as a whole can
never be left alone to itself as a
theoretical category or even a
const ruct  of  post-postmo-
dernist ideology that tends to

approach the whole as a multicultural imbroglio of politics that
is without any sense of direction or honesty of purpose. It is
to be appreciated that the individual actors play a greater role
in community dynamics that we shal l  ever be able to

understand. And this itself lends
a plethora of analytical pers-
pectives to the politics of CSR
underpinned by the dynamics
of Social  Capital.1

For Social Capital is a convenient
arrangement (an altogether too
simplistic heuristic concern) of
learnt values and ethical choices
that is context-specif ic and
rooted in what we address
nowadays as culture root para-
digms. The discourses of trust
and cooperation tend to lead
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us to an understanding where we star t to believe that even is
trust has to be inculcated by a process of critical political

socialization. Such an approach may be self-deprecatory in
the long run.2

The Polemic

The relationship between Social Capital, Corporate Social

Responsibility and Urban Development Policies hinges on a
debate that is informed by both a symbiotic as well as a

semiotic discourse. It is apparent that CSR and Social Capital
are mutually dependent while Urban / Rural (Community)

Development Debates are constructs of the social well-being
ideology that are influenced prominently by civil societal

dynamics. So the disturbing questions that are obvious at this
juncture are as follows:

1. Is Social Capital only an altruistic arrangement of trust and

cooperation that should never be bothered about the

everyday politics of life that happens to determine the

way corporate players tend to invest in what we address

as social profits?

2. Are social profits so far removed from the reality of CSR

that these are disengaged (so to day) from pressing

economic, cultural, political, environmental and ethical

concerns?

3. Should a multi-verse of liberal and competitive democracy

at all be allowed to encroach upon the domain of practical

reason of what essentially constitutes the core of social

consent?

4. If CSR is not sustained by the bindings of a community-

level incipient contract then what other motivational

strategies should be deployed to ensure that Social Capital

is present and alive and kicking (so to say) in order to

broad-base community development initiatives?

5. Why should corporate biggies invest financial profits in

CSR if not at all inspired by Social Capital as a new value

and a worldview that also suggests that what you put in

ultimately you draw out if not in terms of money but at

least in terms of enhancement of your public image?

Pretty disturbing questions but there is always the opportunity
to recline on the postmodern couch and spin high theories in
order to collate theory and praxes in a more or less acceptable
format. The issues of power, hegemony, legitimacy and conflict
emerge as serious contentions at this point when we
increasingly tend to address the WE rather than the I and the
US / OUR rather than the MINE/ MYSELF.3

For CSR is all about a deepening sense of commitment towards
the whole rather than the part where we are all entirely de-
schooled in order to be tutored in the pedagogic of the
underprivileged. And Social Capital simply happens to be a
convenient tool that is more often than not deployed by CSR
practitioners in order to create a few visible benefits i.e. a
basket of utilities, so to say.4

The real challenge follows subsequently when the questions
of what to give to whom and why and where and how emerge.
This is the classical dilemma of the authoritative allocation of
values that simply illustrates that whatever you do and how
hard you try you shall never be able to give universal and uniform
satisfaction to your clientele as their service provider. So you
have to walk precariously across the tightrope of priorities that
are decided rather upon the basis of situational exigencies
rather than the perspective of visionary thinking!

The Counter-Polemic

Corporate Social Responsibility as an analytical tool can be
used in the field of Business Management to facilitate different
business practices from both an ethical angle and a utilitarian
perspective. Business managers should try to entrench networks
of trust, loyalty and cooperation within and without their
organizations. This also makes good business sense in terms
of rational choice theory.

Good business is also about establishing customer-friendly
images in a manner that highlights values such as reliability,
trustworthiness, quality, economy and durability. These values
evolve over t ime and are underpinned by a sustained
relationship of confidence. So specific products more often
do not become identified with brand names either for niche or
for broad-based markets. Brand equity and positioning so
generally depend upon the successful merchandizing of
products and their images.
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The changes induced by development in a liberal democratic
country like India can be reasonably managed if urbanization is
based on multi-stakeholder dialogues based on trust and
networks of cooperation (what we tend to increasingly address
nowadays as Social Capital). Non-inclusion of all the concerned
stakeholders may lead to discontent and even violence.

The political scenario of West Bengal after the Union Parliament
Elections 2009 demonstrates the importance of Social capital
in our civil society. In the run up to the General Elections a
major electioneering campaign of the Opposition was focused
on the role of the State Government in forcible land acquisitions
by exercising Eminent Domain (acquiring private land and
property for a public cause by citing the Land Acquisition Act
1894).

The Opposition maintained that private entrepreneurs should
either purchase land directly from the owners (cultivators) or
else build their factories on land owned by the State
Government. But the industrialists wanted to purchase plots
of land near Kolkata to utilize the available infrastructural facilities.
The State Government sided with the industrialists by forcibly
acquiring fer tile agricultural land.

The result of the elections was a traumatic defeat for the ruling
Left Front, its worst electoral defeat since they first came to
power in West Bengal in 1977. The defeat was preceded and
followed by skirmishes and political violence that snowballed
into a twelve-hour General Strike called by the Opposition on
17 July 2009.

The West Bengal Government has now declared that no land
will be taken forcibly from unwilling owners. India, along with
rest of the world, is currently trying to combat the global
recession. The recession has made infrastructure development
even more critical both in the rural and urban sectors to generate
new employment and to stimulate the economy. Such
pressures may create urgency, but these processes, like the
dynamics of liberal economic reforms, cannot be rushed.

These processes can never ever afford to ignore the core
values of participatory development and Social Capital if we
are to avoid the violent repercussions recently seen in India.
Sustainable Development and inclusive growth reflect the
principles of good governance (accountability, participation,
predictability and transparency). All the stakeholders of

development projects should be able to exchange ideas and
opinions on the basis of mutual trust and cooperation.

The puzzles and polemics of development tend to raise more
questions than provide customised answers. We have to
understand that each problem has its own unique context and
that the solution needs to be located within the organic
complexities and institutional realities of the problem itself. A
Socia l  Capita l  approach has the potent ia l  to resolve
disagreements and act as a platform to explore strategic
solutions.

The Discourse

The problematique of this paper is structured around the
polemic of  c iv i l  soc ie ta l  ins t i tu t ions  (networks  and
embeddedness) and democratic governance (inclusive growth
and participatory development) among other critical areas of
social scientific research. This line of theoretical research is
expected to contr ibute new knowledge and faci l i tate
innovative research to better understand the interactions and
interplay between actors and their institutions.5

The politics of everyday life and human development are
generally informed by the dynamics of choice and the strategies
of cooperation. This tension can be somewhat resolved by
adopting the Corporate Social Responsibility approach, as
inclusive growth can more often than not be ensured by
empowered choices and delegated actions.

This highlights the importance of Corporate Social Responsibility
in all our grand as well as small narratives today in a world
where economic signifiers and their signified meanings are
more or less in a state of constant flux provoked by the
marketplace of politics and the social as well as cultural rhetoric
of glocalization.

It may appear to be rather far-fetched to deploy a highly
specialized social scientific theoretical category like Corporate
Social Responsibility in the area of Business Management and
Industrial Relations. The latter is a network of relationships that
enter into professional dynamics with one another in the highly
charged world of business informed by factors such as the
profit motive, ethical applications, conflict resolution and a
sense of accountability vis-à-vis the environment, sustainable
development and inclusive growth.
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So innovative ideas supported by creative images are required
to streamline Industrial Relations in the post-globalized scenario
that predicates upon both a breakdown of barriers as well as
establishment of new and difficult barriers in the cyber world
of netizens, their perceived expectations and their ever-
increas ing sense of  ach ievements and complex ro le
performances.

So we have to understand the problematique of the increasing
hiatus between business managers and their employees in the
context of relative deprivation that may be either incremental
or else decremental in nature. The critical ploy that has to be
strategized in this connection is the network of inter-
dependence that depends upon the fluctuating degrees of
trust and cooperation and overall organizational health of any
given industry.

A perspective analysis of the dynamics of trust in any business
organization happens to be a most problematic exercise that
has to be carried out over a period of time and that involves
multiple stakeholders as well. Why should one trust his / her
peers, superiors and subordinates? Is trust a construct of
culture specifics? Can trust be equated with the given socio-
politico-economic realities of any spatio-temporal context?
Can trust be learnt or emulated? Can trust be analyzed in terms
of cost-benefit calculations?

These are rather disquieting questions with no unilinear
answers. Business leaders have to realize that the pedagogic
of trust and resilience of professional relationships can only
be tested against either hypothetical or real life situations where
the actual motivations, aspirations, perceptions, preferences
and culture root paradigms of individuals or groups are
explicitly exposed in the given context of their informed self-
interest.

Trust happens to be a matter of choices that is not altogether
different from the various other choices we make during the
course of an ordinary day. But choices are also inspired and
conditioned by values that are established standards of social
interactions and constantly re-learnt during the l i fe of
organizat ions and the professionals who sustain such
organizations.6

But trust is also a societal resource that is limited by its very
nature, as individuals more often than not put their own self-

interest f irst rather than the interest of their respective

organizations. The core challenge is to translate these small

narratives of power into a grand narrative of preference that

would ultimately facilitate a transition of business culture of

given organizations.

So the game that is to be played by the different parties

concerned would be to transcend the actors and institutions
model to the actors in institutions prototype. This would be a

game that requires a multiplicity of stakeholders and a plethora

of their interests that would finally be integrated in an

overarching design of motivations, aspirations and role

performance.

When disjointed players start to commence upon the game

upon a somewhat level play field then emerges the ever-critical

issues of entitlements and capabilities. Each and every player

has got entitlements to improve upon his / her own material

conditions of life, status of empowerment, value systems and

catalyze the politics of everyday life. These entitlements have

then to be qualitatively upgraded to the level of capabilities.

So from professionals to stakeholders is a long journey of

accomplishments that would institutionalize a culture of trust

and cooperation in organizations for the mutual benefit of all

the concerned stakeholders.

Trust and cooperation happen to be dynamic aspects of human

behaviour that are both acquired as well as achieved during

the course of everyday interactive exercises. One has to

appreciate that trust as an interface is perhaps more potentially

real and tangible rather than trust as a construct, as the former

is an arrangement of convenience, connivance and knowledge

while the former is a living entity that comes across our daily

social interactions as a concept that works in real time. In

essence, therefore, reciprocation sustains trust while trust

facilitates cooperation.

Why should one cooperate with another? Is it a learnt reflex or

is it based on enlightened self-knowledge and self-interest?

Would cooperation lead to intense creativity, new images,

different ideas and better emotional and stress management?

These questions and their answers have to be delved into and

dwelled upon before we even try to garner an entire array of

new knowledge on this subject.
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Relationships can be built upon cooperation, competition
and conflict. Each such mode will explore new models of
interface and would finally lead to an inchoate world of new
possibilities where men and women in the industry would
steadily learn how best to unlearn past lessons and deschool
themselves from the cultural baggage handed down the
generations.

For one lesson is almost clear at this juncture of empirical findings
i.e. actors will only cooperate if there are elements of
confidence and potentialities of profit to be found in such
bilateral or even multi-modal discourses. The architecture of
social knowledge that fosters industrial relations and the
microphysics of power that acts as a conducive ensemble in
the background of labour welfare are, after all, situation-driven
and culture-specific realities that need to be continuously re-
examined against the context of changing polit ics and
economics of the body social.

But what about the body corporate as a whole? This is an
entity that can neither be enticed nor be allured into rash
decisions and myopic strategies. If cost-cutting is the order of
the day and free rider expenditures are on their way out, then
it is also the duty of business managers to adequately sensitize
their industrial work forces and integrate them in a culture of
consensus without which the entire complicated domain of
trust management would be severely disempowered.

From the management of human values to the management of
corporate trust is a long, arduous and unenviable journey that
requires out of the box thinking matched with the capacity to
relate to the empathy of individuals. So rapport-building would
appear to be a crucial requirement in this context of trust
management when business leaders should be able to
overcome the tedium of Human Resource Development overkill
in order to efficaciously enter into revolutionary dialogues with
both blue as well as white collar workers to make them chant
the mantra of their respective organizations underpinned by
their rational choices.7

It is somewhat difficult to estimate the rationality of a choice
until the outcome of that choice is perceived either in
material or else in psychological terms. Exactly how rational
a choice is would have to be decided subsequently when
the question how utilitarian that choice was would emerge
in the future.

The issue of Industrial Relations is all about the management of
choices in the workplace. Why should workers obey the
management? What are the concerns of the management that
are reflected in its style of leadership? Is loyalty related to
motivation? Or is loyalty a function of the chain of command?
What are the effective outputs of hierarchy?

The management and the workers have to mutually entrench
an ethos of cooperation that would both create and sustain
the values of Ownership/Trusteeship in their given organizations.
One has to belong to and long for one’s organization simply
because organizations are the institutions of collective
behaviour where people associate and interact to pursue
certain set goals. The very fact that these targets have to be
achieved and new targets innovated point to the fact that the
organizational health of any given industry is sound. The point
of saturation has to be ably and creatively transformed into an
arena of new possibilities that lead to new challenges and
innovative gestures.

But achievement of targets is critically dependent on team
performance, and so the team players have to share different
degrees of responsibilities and have to be burdened with
different measures of fai lures and successes. The most
important consideration at this point is to determine who can
shoulder what amount of burden. So the question of
authoritative allocation of values has also to be pondered upon
actively by the management concerned.

The issue of Ownership / Trusteeship is also almost organically
related to the issue of institutions. Each business organization,
in sociological terms, is an institution replete with a history of
evolution, work culture, Trade Union ethics and typical
management practices. So the study of business organizations
as dynamic institutions of power, authority, repression,
obedience, reward and punishment may lead to an ulterior
understanding of Industrial Relations.8

Actors and their interventions become criticalities that have to
be objectively factored into the discourse of polemics that
center on issues / concerns of Industrial Relations. The credo
of loyalty is also another ponderable that may be studied or
else addressed in order to appreciate the different dynamics
of Corporate Social Responsibility, Rational Choice and Value
Management.
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Environmental Ethics

The present paper lays emphasis on several theoretical and
empirical aspects of environmental politics, CSR and Social
capital so that the critical dependencies between human and
physical environmental settings are suitably focused and
discoursed in the process. The social issues and concerns of
environment have become more prominent and relevant
especially since the Second World War, when the impact of
weapons of mass destruction and nuclear holocaust made us
painful ly aware about the polit ics and economics and
sociology of environment.

The alternative to sustainable environmental development
at the beginning of the new mi l lennium appears to be
mutual ly assured destruct ion. So new discipl ines such
as human and polit ical ecology have developed in order
to interrogate the pol i t ics of development that is  more
o f t en  t h an  no t  i n t e rp l a y  be tween  t he  cho i ce s  o f
p o l i c y m a k e r s  a n d  v o i c e s  o f  s t a k e h o l d e r s  c a u g h t
desperately between the currents of so-cal led human
progress.

Sustainable environmentalism is a critical concern of the new
millennium at the policy and praxes levels, as this issue
predicates new and exciting disciplines such as political
ecology, environmental ethics, human ecology, eco-feminism,
environmental law, moral ecosophy and development ethics.
Sustainable environmental development has of late emerged
as a serious problematique that requires to be negotiated in
terms of workable strategies. Environmental Management Plans
generally constitute the formulation of quantifiable benchmarks
supported by Monitoring and Evaluation exercises to assess
the benefits accruing from implementation of EMPs. Monitoring
is the scientific collation and compilation of primary as well as
secondary data to gain insights into the process, project and
progress indicators while Evaluation is the systematic analysis
of environmental projects, including aspects like design,
implementation and results.

Eva luat ion leads to increas ing ly  in formed decis ions ,
al lowing those involved in this process to learn from
experience and to be accountable to the dynamics of the
project. Monitoring and Evaluation should be uti l ized to
establish accountabil ity and understand the dynamics of
environmental projects.

Information, Education and Communication strategies involve
different concerns of environmentalism related to awareness-
generation, advocacy/activism and sensitization that are attuned
to culture and gender specifics. In order to scientifically
implement project-related tasks it is rather imperative to develop
a time-frame of IEC activit ies to be carried out during
environmental project cycles. Any given Environmental Action
Plan must elaborate and schedule the tasks to be undertaken
in accordance with the aims and objectives of IEC as mandated
by the scope of different environmental projects.

Benefit Monitoring and Evaluation (BME) of environmental
projects in terms of new physical resources created is an
exercise related to measurement of technical interventions and
designs at the levels of planning and implementation. It is
impor tant  to unders tand that  Impact  Assessment  of
environmental projects should also include the ethos and best
practices of participatory development.

Par ticipatory environmentalism can be sustained by a basket
of methodological tools such as Focus Group Discussions,
Gender Interviews, Community Meetings, Logical Framework
Analyses and Risks Assessment. Resource Mapping, for
instance, is an imperative requirement for Joint Forest
Management and Natural Resource Management initiatives.
Needs assessment of physical resources as perceived by
the community must be based on such par t ic ipator y
methods. This is especially true in the case of rainwater
harvesting and arsenic-free drinking water projects. Micro-
planning at the grassroots should inform the choices and
voices of the concerned stakeholders. It remains a fact that
sustainable environmental management is nearly always
intrinsic to local-level realities. So it is critical to be attuned
to the local for environmental movements to succeed at the
global level.

Env i ronmenta l  management  i nd ica to rs  can  be both
quantitative and qualitative in nature in order to provide
pr imary inputs to monitor di f ferent projects evaluate
progress  o f  p ro jec t  imp lementa t ion  and gu ide  the
stakeholders to sustain the benefits of the projects. Such
indicators may also evaluate the impacts of the projects
on the quality of l ife of the stakeholders before and after
implementation and also examine the increased level of
community par ticipation and awareness-generation vis-à-
vis project interventions.
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Under different Initial Environmental Examination scenarios the
State of Environment may be studied in the context of varying
Pressure State Response Models. Environmental Action Plans
must also lay down strategies for both qualitative and
quantitative methods in order to freeze the ground realities
and design physical interventions under different environmental
projects. Such interventions should generally be participatory
i.e. underpinned by the Stakeholders’ Consultative Process
(SCP). SCP is central to the methodology of environmental
projects. SCP moves away from the conventional top-down
approaches that involve measurement of project performance
against pre-set indicators by using standardized procedures
and tools. The new strategy of participatory development lays
its primary emphasis on Public Information and Consultation
endeavours.

Environmental projects underpinned by the rationale of
par ticipatory development should define statements of
measurable objectives in terms of physical interventions, design
a structured set of indicators covering outputs and likely
environmental impacts and include provisions for data analyses
and periodic reporting to the project stakeholders.

Process indicators are benchmarks that are concerned with
the dynamics of environmental change i.e. how change is to
be effected at the grassroots, how the process of change is
to be managed with the help of external interventions and
internal facilitation, how best change can be reconciled with
conventions?

Environmental projects cannot always follow predetermined
approaches. Best practices of environmentalism more often
than not emerge from chaos but subsequently lead to cohesion
by resolving the tension between priorities and utilities. BME
indicators may be designed keeping in view the fact that
environmental projects aim to facilitate need-based awareness-
generation programmes.

Participatory environmentalism can be defined as an interactive
process dur ing the passage of which the concerned
stakeholders gain access to the decision-making process either
directly or via institutionalized representation. This helps to
identify the needs and perceptions of primary stakeholders,
sustains civic amenities after withdrawal of implementing
agencies, monitors progress of physical works, streamlines
community-level institutional mechanisms and develops

ownership among community members vis-à-vis collective
assets and Common Property Resources.

Environmental participatory strategies operate at two levels:
[1] the communitarian level where the community is brought
back into environmental focus in order to build and sustain a
proprietary sense among primary stakeholders and [2] the neo-
institutional level where “actors and institutions” are transformed
into “actors in institutions” i.e. end-users of environmental
resources are mobilized suitably to identify their community
agenda with environmental interests.

These are strategic measures utilitarian tools to motivate the
community to become proactive and safeguard collective
concerns at the level of the environment. Environmental
awareness programmes serve to bui ld empathy at the
community-level and facilitate dialogic rather than pedagogic
terms of discourse at the project implementation, monitoring
and evaluation levels.

Community Mobilization and Participation (CMP) activities are
not an end but a means to secure rapport-building that may
ensure acceptance of environmental initiatives. Environmental
interventions must be scientifically implemented and informed
by a definitive plan of action. This is despite the fact that
environmental monitoring and management generally emerge
from flux and can seldom be planned in a structured manner.

Environmental problems may be identified and cause-effect
relationships determined in this process. This may also help to
identify benchmarks of solution impacts (facilities proposed
to be provided under environmental projects). The problems
identified should be converted into need-based statements.
This exercise requires discussion and prior i t izat ion of
environmental needs. The achievements of environmental
projects generally depend on how project beneficiaries react
to the resources created or sustained by the project initiatives.

For participatory approaches to Monitoring and Evaluation
(M&E) to be effective, these need to be integrated with
environmental projects and adopted on a continuous basis.
These results can be utilized to re-strategize the key issues
and generate new questions during subsequent M&E.
Environmental projects may simultaneously develop new
activities and encounter new problems that which may affect
the stakeholders’ perceptions of project-related activities.
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Communities may also experience changes from other sources
that may have an impact on the progress of environmental
projects.

Environmental Impact Assessment (EIA) serves as a benchmark
against which project progress in terms of environmental
interventions may be quantified. Such periodic exercises
provide insights on the part of primary as well as secondary
stakeholders in the sense that strategies may be revised, goals
redefined and praxes reformulated in the light of field-level
lessons learnt during implementation of project objectives.
Such a critical and heuristic manner of learning from past
mistakes and making necessary amendments during the project
cycle to aim at moving targets more often than not inform EIA
stud ies  tha t  focus on the core i ssues  of  sus ta ined
environmentalism.

Environmental development is more often than not value-
specific i.e. progress indicates changes at the level of value
systems, broad-based worldviews, evolution of new managing
agencies at the level of the mode of production and dynamic
interfaces cohered among the stakeholders who happen to
manage environmental affairs and the agenda of institutionalized
joint participation mechanisms.

Environmental management so emerges as a continuous
exercise that should be able to reconcile contending role
definitions between stakeholders and beneficiaries as well as
resolve the tension of priorities between the notions of
sustainability and environmental best practices. This paper has
tried to conceptualize the lessons learnt and identify the good
practices of sustainable environmentalism and CSR so that future
roadmaps for action research, advocacy and activism can be
suitably cohered in the process.

A range of notions underpinned by contemporary models of
analyses has been examined from plural socio-economic as
well as politico-cultural backgrounds that adequately reflect
the state of environment and assess the quality of man-made
and natural resources in the context of sustainable systems
and multicultural societies. An understanding that repeatedly
comes across during the perusal of the different schools of
thought is the notion that social and physical environments
impact upon one another and share an entire array of
symbioses that have to be continuously investigated in order
to explore indigenous solutions and establish convergence

for the sake of ecological equi l ibrium and sustainable
community development suppor ted by CSR and Social
Capital.9

Environment has both physical and human aspects, and the
latter more often than not influence the former in terms of
multiple strategies and image-building exercise. Environment -
like any other limited resource in human society - has steadily
emerged since the Industrial Revolution as an issue that assumes
ownership of all the concerned stakeholders and - as an
unfortunate result - is really nobody’s ethical responsibility.

So the North can afford to pollute mindlessly and then hold
the South responsible for this sorry state of results while it is a
fact that the patterns of consumption, industrialization and
urbanization (development?) in the rich countries add more
viciously to environmental degradation, global warming and
climate change than elsewhere in the world. Not for nothing
have we heard the doomsday conspiracy that the Third World
War would soon be fought on the issue of drinking water.

Moral Ecosophy has to be conscientiously practised if we are
to save Planet Earth from the apparently irreconcilable axes of
power that have fractured the Global Economic Order and
exposed the pretensions of the so-cal led process of
Globalization that has only further deepened divides across
our International Moral Order. But this is perhaps a noble
aspiration without any conformation from our everyday politics
of life and endangered realities.

Corporate Citizenship

The problemat ique of corporate ci t izenship is rather
complicated, as it entails different types of choices in different
space, time, culture, knowledge and power discourses. The
choices before corporates may not always be uniform, and
may be influenced by considerations like a global economic
meltdown, local political tension, national emergency, social
problems, regional discrepancies in development, bad
economy of scale, retrenchment, cost-cutting etc.

But the critical central issue still remains the anatomy of choice:
why do corporates ordinarily behave in one manner while
conforming to the basic tenets of corporate citizenship and
why do they tend to behave otherwise under duress and
especially during adverse market situations? This in itself
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constitutes an interesting universe of research where various
factors such as values, bel iefs,  att i tudes, incl inat ions,
orientations, opinions etc come into play in the wider area of
choice influenced by an inchoate regime of deterministic /
indeterministic chaos. The question of moral values and
business values may occasionally come across as a dichotomy,
especial ly when the role of corporate values such as
competit ion, optimization (profiteering?) and loyalty is
concerned. The recent economic recession worldwide has
prompted Big Business worldwide to retrench, cut costs,
economize on operations, production, marketing and other
strategic areas of their daily activities. But there also have been
instances in India where probationers given the pink slip were
again brought back home, so to say.

This is perhaps a truly Indian phenomenon that has been also
somewhat motivated by external political pressures. But this
event is not to be identified with the somewhat out-of-vogue
concept of Asian Values. The issue of corporate citizenship as
sustained (hypothetically) by the arrangement of trust and
cooperation in business is also perhaps a function of traditional
(Indian) family values that happen to rely much more on loyalty
and feudal ascriptions rather than the rational-legal structure of
legitimacy and authority.

Culture is what we use while civilization is what we are. If we
are to understand conflicts, stress and negotiations in business
in a somewhat new light then we also have to appreciate the
role of corporate citizenship in the politics of everyday life of
organizations where individuals engage themselves in pursuing
different forms of economic activities. Culture as capital can
contribute effectively to the body corporate by defining the
various role performances of the multiple stakeholders
concerned in industry. Both the management and the workers
can experiment successfully with different types of cultural
modes relevant to their industry.10

Senior business leaders in India occasionally make it a point to
organize brainstorming sessions where even junior managers,
worker representatives and Trade Union leaders can voice their
own ideas about better productivity, new R&D, innovative
marketing, revolutionary designs and improved economy of
scale.

So it appears that both choices and voices have to be
entrenched in the domain of better business sense boosted

by motivation, inspiration, trust and cooperation. The more
broad-based this industrial dialogue happens to be, the better
would be the chances to experiment in a more creative manner
with the changes that lead to overall better management of
corporate citizenship.

Organizational change can be perceived as an inherent
corporate resource that can be ut i l ized by di f ferent
stakeholders to add value to their concerned industries. It is
not always quite easy to address change in organizations, as
multiple players find it more often than not difficult to cope
wi th  t rans format ions  and t rans i t ions .  Organ izat iona l
development, evolution and health depend upon targeting
moving goals that are continuously in a state of flux. But how
can we use change as an organizational resource? Changes
can take place in terms of qualities of output, levels of
product ion ,  modern iz ing technolog ies ,  innovat ive
methodologies, deschooled pedagogics and radically different
marketing strategies. Such changes vis-à-vis organizations can
even be studied in the context of the Guest-Host discourse
where changes are not perceived as ghosts of spatio-temporal
realities but rather as guests in the context of host organizations.

So change can also be sustained as a resource in the context
of organizational change and corporate citizenship. Whenever
changes occur, there are sweeping as well as drastic effects
on the levels of motivation, business strategies, styles of
leadership performance, marketing techniques, economies of
scale, interpersonal relationships, priority areas and preferential
values. It is imperative that this phenomenon of change should
be managed by professionals to yield better results and add
enhanced value to the concerned organizations.

The management of change is a critical discourse. It takes place
at the levels of perception, motivation, attitude and leadership.
How best to motivate both the management and the workers
to coordinate business activities under a different regime of
change is often a fascinating study that can lead to exciting
new insights related to the organic realities of organizations.11

How people try to cope with stress and strain, conquer their
anxieties and worries, battle with their learnt values against
new values and finally emerge as either winners or else losers
is a crucial exercise that impinges upon the working of
processes, products and arrangement of realities both within
and outside organizations.
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Corporate citizenship is basically a function of strategized
cultures pitted against fractured realities. The ways in which
the owners, managers and workers perceive reality / realities
may be radically different from one another. Their perceptions
are conditioned by their Culture Root Paradigms that constitute
the overarching rhetoric of change of their organizations.
Change can both create and destroy.

So corporate c i t izensh ip as  a  dynamic of  Bus iness
Organizations can also serve as a metaphor of change against
the overall backdrop of ethical applications in business. How
objectively to wield any given technology, how to cohere and
conjoin angularities in attitudes, how to add to the existing
stock of Social Capital by sustaining working relationships in
business etc can arguably constitute the first steps towards
building what social scientists and field practitioners engaged
in the Development Sector tend to address as Multi-Stakeholder
Dialogues.

Such a dialogic mode of interaction involving multiple actors
(and their roles) as well as different stakeholders (with their
own typical interest/s in the organization concerned) is not
always easy to institutionalize as a new credo of organizational
reality. Tripartite talks between the Government, Management
and Labour may be cited here as a rudimentary example of
such multi-level, multi-faceted and multi-functional dialogues.
But Labour Laws and social welfare legislation apart, these
dialogues are essential to understand in consensus the aims,
aspirations and both long- and short-term business strategies
of organizations.

One of the basic objectives of multi-sectoral stakeholder
dialogues is to move away from the merely welfarist, altruistic
and pluralistic orientations of organizations to a given mode of
corporate citizenship that has to be learnt, lived with and
assiduously practised in order to transcend everyday realities
to an aura of a changed way of business life. Post-postmodern
societies have to desperately try and learn the post-global
manner of existence where almost nothing is permanent, so to
say. Markets change and cl ientele change while entire
economies go through phases of radicalization that tend to
impar t new meanings to business strategies and ethical
applications.

So the entire gamut of signifiers and signifieds also change
and cater to further transitions in business organizations stylized

and dictated by the polyphony of voices. These voices are
supported by choices of change, regime of discourse and
strategies of organizational development. The plethora of voices
is an indicator of change in terms of both process and progress,
although these are rather value-loaded expressions. So the
more vibrant dialogues become the more adequate is their
scope to include. Because if modern business today happens
to stress increasingly upon Sustainable Development and
Inclusive Growth, then it also becomes a necessary commitment
to emphasize more on the broad-based nature of quality and
multiple dialogues that encompass the small narratives of power
and authority and corporate citizenship.

So it would appear that good or bad business sense impinges
more upon the multiplicity of dialogues rather than decisions
taken in isolation. So the analyses with regard to processes
and progress necessarily indicate whether business decisions
and / or solutions would be sustainable in the long or short
run. An examination of perspective is important to both assess
and understand the criticality of business sense in the context
of improved Industrial Relations. So how does one ensure
better relations in business while at the same moment trying to
make higher profits?

This decision can only be made after a Knowledge Attitude
Perception study is undertaken to evaluate the comparative
benefits / estimates between better business relations and
higher profits. Ethical applications in business activities should
also be actively considered in this context of corporate
citizenship.

The combination of business sense with ethical sense is a
utilitarian, altruistic as well profiteering strategy that is difficult
to follow conscientiously in the real world. Individuals are not
always driven by ethical aspirations. It is a given fact of life that
we generally follow the predatory instincts of our personal
profit motives. The challenge is to inculcate the best possible
fit between profits and ethics, immediate gains and strategic
alliances, present temptations and future goodwill. A modicum
of balance has to be struck in this context so that the different
types of extraneous and internal variables that tend to influence
such a process of decision / policy-making can be balanced
in an almost rational manner.

Our ethical selves may not always be our instinctive beings. It
is a metaphysical question of existence versus sustenance,
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learnt values versus inherent proclivities and cost-benefit
analyses between the self-satisfying self and the social
satisfying other. When such conflicts between the otherness
of the other and the openness of the self tend to be reconciled
in the context of specific industry and general society, then
the other uncomfor table questions regarding globalized
dichotomies, the Digital Divide and the inchoateness of the
self versus the nascent sense of otherness emerge.

Conclusion

So finally we are led to the direction of the sociability of business
i.e. how social is business and how widespread and traumatic
/ therapeutic are the remedial effects of value applications to
any given industry. Are workers now being consulted, are their
priorities and preferences being listened to, are they more
confident in the management, bolstered by the thought that
retrenchment and lay-off would not be enforced until absolutely
imperative?

Power plays become operational at this juncture of corporate
citizenship when not only the social and cultural aspects of
business but also the political and economic facets of the
industry have to be accounted for to study the art of resolution
of conflicts at the workplace. Conflicts of interest that arise
from clash of values, attitudes, perceptions, orientations and
values are occasionally constructs of different cultures. The
manner in which actors engage in conflicts and lock horns
with each other over issues of preferences and priorities often
emerge from skewed realities where the concerned parties
are located at different levels and on different levels of cultural
ensemble and trappings of power.

Because conflicts primarily begin at the level of knowledge
where the mind is constantly busy weighing different options.
The manner in which individuals approach conflicts is also
rather culture specific. The issue of corporate citizenship can
be better understood if the fragmented concerns of conflict
are better appreciated. Conflicts at the higher echelons of
power are more about abstract / intangible realities such as
power, authority, prestige, esteem, influence and access to
the repository of high-end corporate values.

The more intricate and intrinsic happens to be the question of
corporate citizenship, the more complicated becomes the
entire debate of Social Capital. Because the specifics of trust,

value and cooperation predicated by the realities of corporate
network ing and socia l  embeddedness are inherent ly
highlighted in the context of better performance, enhanced
interactions and complex commitments of the industry to the
market, clientele, quality, pricing and corporate citizenship.

Keywords :  :  :  :  :  E th ica l  Bus iness ,  Respons ib le  Bus iness
Applications, Par ticipatory Development, Inclusive Growth,
Sustainability, Civil Society, Social Capital, Choices.
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A  c o n s u m e r ' s  d e c i s i o n  d e p e n d s  o n  t h e  i n t e r p l a y  o f  m a n y
f o r c e s  o r  s t i m u l i .   P r o d u c t  o f f e r i n g  t h r o u g h  s o m e  p r o m o t i o n a l
m e t h o d s  i s  t h e  i n i t i a l  s t i m u l i .  T h e  m a r k e t i n g  a n d  e n v i r o n m e n t a l
s t i m u l i  e m e r g e  f r o m  c u l t u r a l ,  s o c i a l ,  p e r s o n a l  a n d

p s y c h o l o g i c a l  f a c t o r s .  T h e  c u s t o m e r s  j u d g e  t h e  d e a l s  i n  s e v e r a l  w a y s .   T h e  r e p u t a t i o n  a n d
t e c h n i c a l  e x p e r t i s e  o f  t h e  m a n u f a c t u r e r,  t h e  q u a l i t y  o f  s e r v i c e  a n d  t e c h n i c a l  a d v a n c e m e n t  o f
t h e  s e r v i c e  p r o v i d e r  f o r m  t h e  c r i t e r i a  t o  e v a l u a t e  t h e  m a n u f a c t u r e r s  a n d  t h e  d e a l e r s .   T h i s
s t u d y ,  i n  t h e  f o r m  o f  S W O T  a n a l y s e s  p e r f o r m e d  t h r o u g h  F r i e d m a n ' s  t e s t ,  c o v e r s  t h e  c o n s u m e r s '
g e n e r a l  o p i n i o n  t o w a r d s  t h e  p a s s e n g e r  c a r s  a n d  a l s o  p r o v i d e s  u s e f u l  i n f o r m a t i o n  t o  t h e  g e n e r a l
p u b l i c ,  c a r  o w n e r s ,  d e a l e r s  a n d  c a r  m a n u f a c t u r i n g  c o m p a n i e s  i n  m a n y  w a y s .
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n India, after independence, industrialization has paved
the way for  people to possess luxury i tems such as
television, refrigerators, home appliances, cars, etc.

Motor–car is one
of the commonly
used conveyances
by the upper and
m i d d l e - c l a s s
people. Before two
decades ,  on l y  a
few indust r ia l i s t s
and r ich  peop le
owned cars. There
was a t ime when
one had to wait for
weeks, months or
even years to buy
a car in India. The
opt ion of  Ind ian
drivers was limited
to a few models.
Bu t ,  a f te r  l ibera-

lization, the earning capacity of the middle-class people
has also increased. Now-a-days, motor car is not only
bought for social status, but as a necessary one. Taking into

the consideration
of the above, many
automobi le com-
panies turned to
As i an  coun t r i e s ,
par t icu la r ly  Ind ia
and  Ch i na .  The
automobi le indu-
stry in India is the
eleventh largest in
the world with an
annual production
of approximate ly
two mil l ion units.
India is expected to
over take China as
the world’s fastest
growing car market
i n  t e rms  o f  t he
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number of units sold, and the automotive industry is one of
the fastest growing manufacturing sectors in India. Because
of its large market (India has a population of 1.1 billion; the
second largest in the world), a low base of car ownership
(12 per 1,000 people) and a surging economy, India has
become a huge attraction for car manufacturers around the
world. Until the early 1980s, in India owning a car was
considered to be a luxury possession. During those days
there were only four producers of passenger cars, namely,
Hindustan Motors (HM), Premier Automobiles Ltd. (PAL),
and Standard Motors Private Ltd (SMPL), and Mahindra and
Mahindra (M and M) used to make utility vehicles (jeeps).
Initially these producers had obtained licensed technologies
from the UK, Italy, and USA then each had a very small output
level. During that era car manufactur ing was l icensed,
expansion was restricted; there were quantitative restrictions
(QR) on impor ts.

Since the liberalization era, much water had flown through
and currently, though several major foreign automakers like
Ford, GM and Honda have their manufacturing bases in India;
Indian automobi le market is  dominated by domest ic
companies. Maruti Suzuki is the largest passenger vehicle
company and Tata Motors is the largest commercial vehicle
company while Hero Honda is the largest motorcycle
company  i n  I nd i a .  O the r  ma jo r  I nd i an  au tomob i l e
manufacturers include Mahindra and Mahindra, Ashok
Leyland and Bajaj Auto. This study makes a maiden attempt
toward evaluation of the maker of the cars and the service
provided by dealers in the customers’ perspective in order
to determine the factors that contribute to their perception.

Objectives of the Study

1. To  s tudy  the  SWOT f ac to r s  fo r  ca r  manu fac tu re r ;

2. To study the SWOT factors for service provided by the
dealer;

3. To  d e t e r m i n e  t h e  c o n t r i b u t i n g  f a c t o r s  t o w a r d
perceptual  ranking.

Method

The study was conducted from April, 2005 to April, 2008 in
Coimbatore city of the State of Tamil Nadu, India. This study
is based on primary data. The primary data were collected

through Questionnaire from 712 respondents, using simple
random technique.

Analytical Tool Used

Friedman’s non-parametric test is used for SWOT analyses
to f ind the more inf luencing factors towards the car
manufacturers and service provided by the dealers to
determine the perceptual ranking. The Friedman test is a
nonparametric alternative to the repeated measures analysis
of variance. It is equivalent of a one-sample repeated
measures design or a two-way analysis of variance with one
observation per cell. Friedman tests the null hypothesis that
k related variables come from the same population. For each
case, the k variables are ranked from 1 to k. The test statistic
is based on these ranks. The Friedman test ranks the scores
in each row of the data file independently of every other
row. Moreover the test statistic for the Friedman’s test is a
Chi-square with a-1 degrees of freedom, where a is the
number of repeated measures. When the p-value for this
test is small (usually <0.05) we have evidence to reject the
null hypothesis.

This study covers the impor tant pre-purchase and post-
purchase behaviour of the respondents relating to the car
buying decisions. SWOT Analysis is a strategic planning
method used to evaluate the Strengths,  Weaknesses,
Opportunities, and Threats involved in a project or in a
business venture. It involves specifying the objective of the
business venture or project and identifying the internal and
external factors that are favourable and unfavourable to
achieving that objective.

Strategic Uses of SWOT

SWOT analysis may be incorporated into the strategic
planning model, that is to find and evaluate the attributes of
the person or company that are helpful / harmful / external
conditions that are helpful / external conditions which could
do damage to the business’s performance to achieving the
objective.

The SWOT analysis is often used in academia to highlight
and identify strengths, weaknesses, oppor tunit ies and
threats. It is par ticularly helpful in identifying areas for
development. SWOTs are used as inputs to the creative
generation of possible strategies, by asking and answering
each of the following four questions, many times:
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• How can we Use and capitalize on each Strength?

• How can  we Improve  each  Weakness?

• H o w  c a n  w e  E x p l o i t  a n d  B e n e f i t  f r o m  e a c h
Oppor tunity?

• How can we Mit igate each Threat?

Findings from Menon et al. (1999) and Hill and Westbrook
(1997) have shown that SWOT may boost performance. In
line with SWOT, J. Scott Armstrong (1982) describes a 5-
step approach that leads to better corporate performance.
SWOT analysis groups key pieces of information into two
main categories:

• Internal factors–The strengths and weaknesses internal
to the organization.

• Exter na l  fac tors–The oppor tun i t ies  and th rea ts
presented by the ex te rna l  env i ronment  to  the
organization.

• The internal factors may be viewed as strengths or
weaknesses depending upon their impact on the
organ iza t ion ’ s  ob ject i ves .  What  may represent

strengths with respect to one object ive may be
weaknesses for another objective. The external factors
may include macroeconomic matters, technological
change, legislation, and socio-cultural changes, as well
as changes in the marketplace or competitive position.

• SWOT analysis is just one method of categorization
and has its own weaknesses. For example, it may tend
to persuade companies to compile lists rather than
think about what is actually impor tant in achieving
objectives. It also presents the resulting lists uncritically
and without clear prioritization so that, for example,
weak oppor tunities may appear to balance strong
threats.

Brief Retrospect of Indian Passenger Car Industry

Automobiles were introduced in India in the late 1890s the
manufacturing industry took off only after independence in
1947 .  The  p ro tec t ion i s t  economic  po l i c i e s  o f  t he
government in the 1950s gave rise to the Hindustan Motors
Ambassador, based on a 1950s Morris Oxford and are still
ubiquitous in the roads and highways of India. Hindustan
Motors and a few smaller manufacturers such as Premier
Automobiles, Tata Motors, Bajaj Auto and Standard Motors
held an oligopoly until India’s initial economic opening in
the 1980s. The maverick Indian politician Sanjay Gandhi
championed the need for a “people’s car ” the project was
realized after his death with the launch of a state-owned
firm Maruti Udyog which quickly gained over 50 percent
market share. The Maruti-800 became popular because of
its low price, high fuel efficiency, reliability and modern
features relative to its competition at the time. Tata Motors
expor ted buses and t r ucks  to n iche markets  in  the
developing world.

The l iberal izat ion of 1991 opened the f lood gates of
competition and growth which have continued up to today.
The high growth in the Indian economy has resulted in all
major international car manufacturers entering the Indian
market. General Motors, Ford, Toyota, Honda, Hyundai and
others set up manufacturing plants. Rolls Royce, Bentley and
Maybach are examples of the few high end automobile
manufacturers which entered India in the recent years. The
Tata Nano is at the lower end of the price range costing US$
2,500 approximately and Bugatti Veyron at the other with a
price tag of over US$2 million.

SWOT ANALYSIS
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Automobile companies star ted investing in service network
to suppor t maintenance of on-road vehicles. Star ting in
2000, some landmark policy changes such as removal of
quantitat ive restr ict ions and 100 percent FDI through
automatic route were introduced and expor ts were given a
thrust .  The market  exper ienced the thr i l l  of  in tense
competit ion as a number of new cars, models were
launched. As such consumers in India found a wide range
of car models to choose f rom. In other words,  the
passenger car market in India changed into a buyer ’s market.

Current Scenario

1. India is 11th largest passenger car market in the world.
2. India is the second-biggest market for small cars after

Japan. It accounts for 60 percent of the domestic
market.

3. India is the fastest growing car market in the world,
growth rate of 20 percent.

4. 2/3rd of auto component production is consumed
directly by OEMs.

5. Growth of domestic production, sales and expor ts of
automobiles during 2001-02 to 2005-06 are shown
below.

The car market is expected to see the remarkable growth
in  car  product ion ,  car  sa les  and car  expor t  by the
for thcoming years and the passenger car industr y now
has a new character.  However,  i f  we compare India’s
per capita car ownership with some of the developed
count r ies  (Exh ib i t–1)  we a re  beh ind the  advanced
countr ies .

Table  1: Automobile Production Trends

Category 2001-02 2002-03 2003-04 2004-05 2005-06

Passenger Cars 5 ,00 ,301 5 ,57 ,410 7 ,82 ,562 9 ,60 ,487 10 ,45 ,881

Uti l i ty Vehicles 1 ,05 ,667 1 ,14 ,479 1 ,46 ,325 1 ,82 ,018 1 ,96 ,371

MPVs 63 ,751 51 ,441 60 ,673 67 ,371 66 ,661

Grand Total 6 ,69 ,719 7 ,23 ,330 9 ,89 ,560 12 ,09 ,876 13 ,08 ,913

Source: S IAM

TTTTTab l e  2 :ab l e  2 :ab l e  2 :ab l e  2 :ab l e  2 :           AAAAA u tomob i l e  S a l e s  Tu tomob i l e  S a l e s  Tu tomob i l e  S a l e s  Tu tomob i l e  S a l e s  Tu tomob i l e  S a l e s  Tr endsrendsrendsrendsrends

C a t e g o r yC a t e g o r yC a t e g o r yC a t e g o r yC a t e g o r y 2 0 0 1 - 0 22 0 0 1 - 0 22 0 0 1 - 0 22 0 0 1 - 0 22 0 0 1 - 0 2 2 0 0 2 - 0 32 0 0 2 - 0 32 0 0 2 - 0 32 0 0 2 - 0 32 0 0 2 - 0 3 2 0 0 3 - 0 42 0 0 3 - 0 42 0 0 3 - 0 42 0 0 3 - 0 42 0 0 3 - 0 4 2 0 0 4 - 0 52 0 0 4 - 0 52 0 0 4 - 0 52 0 0 4 - 0 52 0 0 4 - 0 5 2 0 0 5 - 0 62 0 0 5 - 0 62 0 0 5 - 0 62 0 0 5 - 0 62 0 0 5 - 0 6

Passenger Cars 5,09,088 5,41,491 6,96,153 8,20,179 8,82,094

Uti l i ty Vehicles 1,04,253 1,13,620 1,46,388 1,76,360 1,94,577

MPVs 61,775 52,087 59,555 65,033 66,366

Grand Total 6,75,116 7,07,198 9,02,096 10,61,572 11,43,037

Sou rce :  S IAM
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Table 3:  Automobile Export Trend

Category 2001-02 2002-03 2003-04 2004-05 2005-06

Passenger Cars 49,273 70,263 1,25,320 1,60,670 1,70,193

Ut i l i ty  Vehic les 3,077 1,177 3,049 4,505 4,486

MPVs 815 565 922 1,227 1,093

Grand tota l 53,165 72,005 1,29,291 1,66,402 1,75,772

Source :  S IAM

Exhibit 1: Car usage in India and Leading World Market

Cars for Thousand People
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Analysis and Discussion

SWOT Factors for car Manufacturers –Strengths

To identify the strength factors for car manufacturer, the
Friedman’s test is used and the result of the test is given in
the Table 4.

The Friedman chi-square tests the null hypothesis that the
ranks of the variables do not differ from their expected value.
For a constant sample size, the higher the value of this chi-
square statistic, the larger the difference between each
variables rank sum and its expected value. For these rankings,
the chi-square value is 821.199; Degrees of freedom are
equal to the number of variables minus one. The asymptotic
significance is the approximate probability of obtaining a
chi-square statistic as extreme as 821.199 with nine degrees
of freedom in repeated samples if the rankings of each factors
are not truly different. Because a chi-square of 821.199 with
nine degrees of freedom is unlikely to have arisen by chance,
it has to be concluded that the 712 respondents do not
have equal preference for all factors.  The above Table 4
por trays that among the ten factors, suppor t from car
financiers (6.96) was ranked first. It is followed by Product

diversif ication (6.71), Strong dealer and service network

(6.39), large volume of production (6.37) and Established

base (5.81) which was ranked second, third, four th, f i f th

and sixth respectively.

Therefore, it can be concluded that Suppor t from car

financiers, Product diversification, Strong dealer and service

network and Large volume of production are identified as

major strength factors for car manufacturer.

SWOT Factors for car manufacturer –Weakness

To identify the weakness factors of the car manufacturer,

the Friedman’s test is used and the results are given in

Table-5.

It could be noted from Table 5 below that among the six

factors, Low level of safety features (3.78) was ranked first.

It is followed by Low number of dealers (3.75), Lack of new

technology (3.45) High maintenance (3.14) and Costly spares

(3 .11)  were ranked second,  th i rd ,  four th ,  and f i f th

respectively.

Ta b l e  4 :  S W O T  F a c t o r s  f o r  Ca r  Ma n u f a c t u r e r  – S T R E N G T H

F a c t o r s  M e a n    S D M e a n               C h i -       D f    P

R a n k             S q u a r e

Adve r t i s emen t 4 .28 3 .214 4.29

D u r a b i l i t y /  R u g g e d n e s s 5 .35 2 .734 5.37

E s t a b l i s h e d  b a s e 5 .79 2 .677 5.81

L a t e s t  e n g i n e  t e c h n o l o g y 4 .30 2 .610 4.32

H i g h  f u e l  e f f i c i e n c y 4 .25 2 .732 4.26

L a r g e  v o l u m e  o f  p r o d u c t i o n 6 .35 2 .459 6.37

P roduc t  d i ve r s i f i c a t i on 6 .68 2 .400 6.71

S t rong  b r and  l o ya l t y 4 .51 2 .718 4.53

Strong dealer and service network 6 .37 2 .559 6.39

S u p p o r t  f r o m  c a r  f i n a n c i e r s 6 .94 2 .667 6.96

821.199 9 0 .00**
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Table 5:   SWOT Factors for Car Manufacturer –WEAKNESS

Factors Mean SD Mean Chi-   df           P
Rank Square

Costly spares 3.11 1.692 3.11

High maintenance 3.14 1.585 3.14

Low price of cars 3.78 1.734 3.08

Lack of new technology 3.45 1.633 3.45

Low level of safety features 3.78 1.631 3.78

Low number of dealers 3.75 1.806 3.75

Table 6: SWOT Factors for Car Manufacturer–OPPORTUNITY

Factors Mean SD Mean  Chi- Df P
Rank             Square

Growing demands 2.96 1.422 2.97

Introduction of diesel product 3.09 1.447 3.09

Improvement in existing product 2.63 1.356 2.63

Introduction of safety features 3.14 1.305 3.16

Launch of new product 3.14 1.463 3.15

It is concluded that Low level of safety features, Low number
of dealers, Lack of new technology, High maintenance and
Costly spares are identified as significant weakness factors
of the car manufacturers which will not suppor t them to
increase the sales or influence the people negatively towards
brand preference.

SWOT Factors for Car Manufacturer –Opportunity

To know the oppor tunity factors for car manufacturer, the
Friedman’s test is used and the results are given in Table-6.

It is understood from the above Table 6 that among the five
factors, Introduction of safety features (3.16) was ranked first.
It is followed by Launch of new product (3.15), Introduction

of diesel product (3.09), Growing demands (2.97) and
Improvement in existing product (2.63) which was ranked
second, third, fourth and fif th respectively.

Thus, it is concluded that Introduction of safety features,
Launch of a new product, and Introduction of diesel
product are ident i f ied an oppor tuni ty factor for car
manufacturer and these factors are to be considered by
the manufacturer.

SWOT Factors for car manufacturer –Threat

To identify the impor tant threat factors for car manufacturer,
the Friedman’s test is used and result of the test is given in
Table 7.

102.487 5 0 .00**

55.171 4 0 .00**
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Table  7 :  SWOT Factors  for  Car  Manufacturer  –THREAT

Factors Mean      SD Mean Chi-              Df           P

                                                                                                                       Rank Square

Cut  th roa t  compet i t ion 2.35 1.158 2.36

Globa l iza t ion  and l ibe ra l i za t ion 2.29 1.107 2.30

Loss  i n  ma r ke t  sha re 2.59 1.113 2.59

Sh r i n k i ng  g loba l  ma r ke t 2.74 1.038 2.75

It could be noted from the above Table 7 that among the
four factors, shrinking global market was ranked first. It is
followed by Loss in market share (2.59) and Cut throat
competitions (2.36) which were ranked second and third
respectively.

Hence, it is concluded that shrinking global market, Loss in
market share and Cut throat competition are identified as a
major threat factor for car manufacturer.

SWOT Factors for service provided by the dealer
–Strength

To identify the strength factors for service provided by the
dealer which significantly influence the respondent towards

dealers’ preference, the Friedman’s test is used and results
of the same are given in Table 8.

It is clear from the above Table 8 that among the seven
factors, convenient place (4.59) was ranked first. It is
followed by Space (4.52), Change of genuine spare par ts
(4.05), High technology equipments (3.73) and direct
contact customers (3.72) which were ranked second, third,
four th and fif th respectively.

Thus,  i t  i s  concluded that  convenient Place,  Space and
Change  o f  genu ine  spa re  pa r t s  a re  iden t i f i ed  as  a
s t reng th  fac tor  fo r  se rv ice  prov ided by  the  dea le r
wh ich  wi l l  i n f l uence the  cus tomers  towards  dea le r
preference.

Table 8: SWOT Factors for service provided by the Dealer –STRENGTH

F a c t o r sF a c t o r sF a c t o r sF a c t o r sF a c t o r s M e a nM e a nM e a nM e a nM e a n S DS DS DS DS D M e a nM e a nM e a nM e a nM e a n           Ch i -Ch i -Ch i -Ch i -Ch i -                          DfDfDfDfDf                                                                       PPPPP

RankRankRankRankRank Squa reSqua reSqua reSqua reSqua re

Convenient place 3.47 2.004 4.59

Change of genuine spare par ts 4.04 1.809 4.05

Direct contact customers 3.71 1.955 3.72

Highly sk i l led mechanics 3.50 1.964 3.51

High technology equipments 3.73 1.829 3.73

Less competi t ion 4.98 1.844 3.29

Space 4.52 2.128 4.52

56.795 3 0 .00**

290.871 6 0 .00**
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Table 9 :  SWOT Factors  for  service provided by the Dealer–WEAKNESS

Factors Mean       SD Mean Chi-   Df  P

Rank         Square

Delay   in  se rv ice 3.77 2.183 3.77

Heavy dea ler  charge 3.56 1.921 3.55

Monopoly  behav iour 3.77 1.913 3.77

Pr ivate auto garage 3.73 1.907 3.73

Poor  equ ipments 4.46 1.950 4.46

Th in  mechan ic  fo rce 4.22 1.875 4.22

Unsk i l led mechan ics 4.51 2.031 4.51

SWOT Factors for service provided by the Dealer
–Weakness

To identify the weakness factors for service provided by the
dealer which wil l not influence the customers towards
dealer ’s preference, the Friedman’s test is used and the
results are given in Table 9.

It is noticed from the above Table 9 that among the seven
factors, unskilled mechanics (4.51) was ranked first. It is
followed by Poor equipments (4.46), Thin mechanic force
(4.22), Delay in service (3.77) and Monopoly behaviour (3.77)
which were ranked second, third, fourth and fifth respectively.
Hence, it is concluded that unski l led mechanics, Poor
equipments, Thin mechanic force, and Delay in service are
identified as major weakness factors for service provided by
the dealer, which will not influence the customers towards
dealers’ preference.

SWOT Factors for service provided by the dealer –
Opportunity

To identify the oppor tunity factors for service provided by
the dealer, the Friedman’s test is used and the results are
given in Table 10.

I t  could be noted from the above Table 10 that among
the six factors, using new technology equipments (4.00)
was ranked f i rst .  I t  is  fol lowed by Opening new serv ice
centers (3.73),  More sa les promotion act iv i t ies (3.50),
Maintaining customer relat ionships (3.34) and Attending
complaints promptly (3.27) which were ranked  second,
t h i rd ,   fou r t h  and  f i f t h   r e spec t i ve l y .  I t  cou ld  be
conc luded tha t  Us ing  h igh  techno logy equ ipments ,
Opening new serv ice centres,  More sa les promotion
act iv i t ies  and Mainta in ing customer re la t ionsh ips are
ident i f ied as  ma jor  oppor tun i ty   factors  for  ser v ice
provided by the dealers.

SWOT Factors for service provided by the dealer
–Threat

To identify the major threat factor for service provided by
the dealer, the Friedman’s test is used and the results are
given in Table 11.

It is understood from the above Table 11 that among the
four factors, Lack of latest market information (2.77) was
ranked first. It is followed by Competition (2.63) and Poor
sales promotion activities (2.48) which were ranked second
and third respectively.

137.194 6 0 .00**



SCMS Journal of Indian Management ,  April - June, 2010.                                                                                                             76

A Quarterly Journal

Table 10:  SWOT Factors for service provided by the Dealer–OPPORTUNITY

F a c t o r sF a c t o r sF a c t o r sF a c t o r sF a c t o r s M e a nM e a nM e a nM e a nM e a n                     SDSDSDSDSD M e a nM e a nM e a nM e a nM e a n           Ch i -Ch i -Ch i -Ch i -Ch i -                DfDfDfDfDf                                                            PPPPP

RankRankRankRankRank                                                                 SquareSquareSquareSquareSquare

Attending complaints promptly 3.26 1.803 3.27

Maintaining customer relationship 3.32 1.613 3.34

More sales promotion activities 3.49 1.657 3.50

Opening new service centres 3.72 1.750 3.73

Quality service every time 3.14 1.649 3.15

Using new technology equipments 4.00 1.617 4.00

Table  11:  SWOT Factors for service provided by the Dealer–THREAT

 Factors Mean     SD Mean Chi-     Df    P
Rank Square

Competition 2.12 1.141 2.63

Lack of business harmony 2.64 1.066 2.11

Poor sales promotion activities 2.49 1.087 2.48

Lack of latest market information 2.77 1.077 2.77

Thus, it is concluded that Lack of latest market problems,
Competition and Poor sales promotion activities are identified
as major threat factors for service provided by the dealers.

Implications of the Study

This study in its endeavour to carry out a comprehensive
study on SWOT factors of automobile industry in India in
the perspective of customers has unear thed umpteen
numbers of intr iguing implications for the manufacturers
and dealers and also provides means which would equip
them with effective marketing strategies to improve their
performance and retain the customers. A few paramount
implications of the study are outl ined here.

1. Findings of this study indicate that i t is wor thwhile
for the dealers of automobiles to take note of the
resu l t s  o f  th i s  s tudy  and fo rmu la te  compet i t i ve

operation strategy, so as to reinforce the customers’
t r u s t  and  expec ta t ion  and  consequen t l y  a t t a i n
personal, professional and profitable relationship with
customers.

2 .  Manu f ac tu re r,  e spec i a l l y  a l l  t he  dea le r s  o f  t he
m a n u f a c t u r e r,  n e e d  t o  d e v e l o p  a  s y s t e m  o f
involvement, trust and commitment as they play a vital
role in value  creation for   customers, dealers and
manufacturers.

3.  The primary implications for the dealers are:

(a) Increase the practice of awareness training,
service workshops, complaint management
systems and customer satisfaction surveys;

103.751 5 0 .00**

101.939 3 0 .00**
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(b) Have appraisal on the basis of customers’
feedback  on  the  sa le s  pe r sonne l  and
mechan ic s ’  ab i l i t y  to  ma in t a i n  p rope r
relat ionship with customers;

(c) Put in place ‘Assessment incentives’ on the
basis of customer rat ing as it happens in
educat ional  inst i tut ions where students’
r a t i n g  o f  t e a c h e r s  i s  o f  p a r a m o u n t
impor tance in assessing the per formance
of the teachers;

(d) Dealers have to focus on their employees’
i n t e r p e r s o n a l  a n d  s e l l i n g  s k i l l s  a n d
concentrate on the serv ice ‘extras’  that
allow them to differentiate themselves from
competitors;

(e) Focus on creating new customers for the
b u s i n e s s ,  t h r o u g h  m a i n t a i n i n g  g o o d
a p p e a r a n c e  a n d  c l e a n l i n e s s  o f  t h e
showroom, explanation for enquiries by the
employees and mechanics, prompt delivery
of the vehicle and integrity of the dealer;
and

(f) Apar t from creating new customers for the
business, the dealers have to concentrate
on retaining the exist ing customers. This
can be achieved by the dealer by satisfying
the customers through bui lding customer
relat ions, good behaviour of mechanics,
using qual ity service equipments and new
technology, change of genuine spare par ts,
spac iou s  and  conven i en t  l oca t i on  o f
service stat ion and del ivering the vehicle
on t ime.

Conclusion

When customers decided to buy / avai l  the par t icular
product or service, before that they may have bundle of
questions in their mind regarding that product and its
services. Based on the literature available on SWOT factors
relat ing to car manufacturer and service provided by the
dealers, this study covers the consumers’ general opinion
towards the passenger cars and also provides useful

information to the general public, car owners, dealers

and car manufacturing companies in many ways. It is very

evident from the study that, manufacturer or dealer, in

order to be successful, should refrain from treating al l

customers’ requirements equally. The findings of the study

are expected to help the dealers and manufacturers of

the automobile industry in understanding the elements of

preference at market level. F indings also suggest that the

dealers can generate more customers by adapting proper

c u s t o m e r  r e l a t i o n s h i p  m a n a g e m e n t  m e t h o d s .  T h e

propensity to offer experiential and intangible rewards to

the customers that are relevant and perceived as high

value in form of special recognition or special experience

as opposed to standard discount offer or gift type wil l

be more rewarding in the long run.

Keywords:     SWOT Analysis, car manufacturer, dealers’

service, Friedman’s test.
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ANNEXURE

SWOT Factor Scale

T h e    S t r e n g t h ,  We a k n e s s ,  O p p o r t u n i t y  a n d  T h r e a t

( S W O T )  f a c t o r s  s c a l e  r e l a t i n g  t o  c a r  m a n u f a c t u r e r

a n d  S e r v i c e  p r o v i d e d  b y  t h e  d e a l e r  a r e  g i v e n

b e l o w.

SWOT Factors for Car Manufacturer

  STRENGTH

a.  Adver t i sement (      )

b.  Durabi l i ty  /Ruggedness (      )

c .  Establ i shed base (     )

d.  Latest  eng ine technology (     )

e .  H igh fue l  ef f ic iency (     )

f .  Large volume of  product ion (     )

g .  Product divers i f icat ion (     )

h .  St rong brand loya l ty (      )

i .  S t rong dea ler  and serv ice network (      )

j .  Suppor t  f rom car  f inanciers (      )

  WEAKNESS

a.  Cost ly  spares (      )

b.  H igh maintenance (     )

c .  Low pr ice of  cars (      )

d.  Lack of  new technology (     )

e .   Low leve l  of  sa fety features (      )

f .  Low number of  dea lers (      )

   OPPORTUNITY

a.  Growing demands                                  (       )

b.  In t roduct ion of  d iese l  models (       )

c .  Improvement in  ex is t ing product (       )

d.  In t roduct ion of  sa fety features (       )

e .  Launch of  new product (       )

   THREAT

 a. Cut throat competit ion (     )

 b. Global ization and  l iberal izat ion (     )

 c. Loss in market share (     )

 d. Shrinking global market (     )

SWOT Factors for Service provided by the Dealer

  STRENGTH
a.  Convenient  p lace (       )

b.  Change of  genuine spares par t s (        )

c .  D i rect  contact  customers (        )

d.  H igh ly  sk i l led mechanics (        )

e .  H igh technology equipments (        )

f .  Less  compet i t ion (       )

g .  Space (        )

  WEAKNESS
a.  Delayed serv ice (     )

b.  Heavy dea ler  charge (     )

c .  Monopoly behav iour (       )

d.  Pr ivate auto garage (     )

e .  Poor equipments (      )

f .  Th in mechanic force (      )

g .  Unsk i l led mechanics (       )
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   OPPORTUNITY
 a.  Attending complaints promptly (     )

 b. Maintaining customer relat ionship (     )

 c. More sales promotion activit ies (     )

 d. Opening new service centres (     )

 e. Qual ity service  every t ime (     )

 f .  Using high technology equipments (     )

   THREAT

a. Competition (      )

b. Lack of business  harmony (      )

c. Poor sales promotion activities (      )

d. Lack of latest market information (      )
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Ordering of Companies:
Proposed - Profitability Scores

Dilip Roy and Anupama Tiwari

T h i s  p a p e r  e m p l o y s  d i s c r i m i n a n t  a n a l y s i s ,  a  w e l l  k n o w n
m u l t i v a r i a t e  s t a t i s t i c a l  t o o l ,  t o  f i n d  t h e  s u i t a b i l i t y  o f  d e v e l o p i n g
d i s c r i m i n a n t  s c o r e .  T h e  u n d e r l y i n g  m u l t i v a r i a t e  m e a s u r e
i n c l u d e s  f o u r  k e y  f i n a n c i a l  r a t i o s  n a m e l y  d e b t  e q u i t y  r a t i o ,

c u r r e n t  r a t i o ,  i n v e n t o r y  t u r n o v e r  r a t i o  a n d  i n t e r e s t  c o v e r a g e  r a t i o  s o  a s  t o  p r e d i c t  t h e  f u t u r e
o r g a n i z a t i o n a l  p e r f o r m a n c e  u s i n g  t h e s e  f i n a n c i a l  r a t i o s  o n l y .  T h e  d i s c r i m i n a n t  s c o r e ,  w h i c h  w e
h a v e  d e v e l o p e d  i n  t h i s  p r o c e s s ,  i s  i n  l i n e  w i t h  F i s h e r ' s  l i n e a r  d i s c r i m i n a t i n g  f u n c t i o n .  T h i s
s c o r e  h a s  b e e n  a d j u s t e d  f o r  t h r e s h o l d  v a l u e .  T h e  u s e f u l n e s s  o f  t h i s  s c o r e  h a s  b e e n  e s t a b l i s h e d
b y  c a l c u l a t i n g  t h e  r a n k  c o r r e l a t i o n  b e t w e e n  t h e  p r o p o s e d  s c o r e  a n d  t h e  p r o f i t a b i l i t y  m e a s u r e .

T

A
b
s
t
r
a
c
t

Discriminant Score

12345678901234567890123456789012123456789012345678901234567
12345678901234567890123456789012123456789012345678901234567
12345678901234567890123456789012123456789012345678901234567
12345678901234567890123456789012123456789012345678901234567
12345678901234567890123456789012123456789012345678901234567
12345678901234567890123456789012123456789012345678901234567
12345678901234567890123456789012123456789012345678901234567
12345678901234567890123456789012123456789012345678901234567
12345678901234567890123456789012123456789012345678901234567
12345678901234567890123456789012123456789012345678901234567
12345678901234567890123456789012123456789012345678901234567
12345678901234567890123456789012123456789012345678901234567
12345678901234567890123456789012123456789012345678901234567
12345678901234567890123456789012123456789012345678901234567
12345678901234567890123456789012123456789012345678901234567
12345678901234567890123456789012123456789012345678901234567
12345678901234567890123456789012123456789012345678901234567
12345678901234567890123456789012123456789012345678901234567
12345678901234567890123456789012123456789012345678901234567
12345678901234567890123456789012123456789012345678901234567
12345678901234567890123456789012123456789012345678901234567
12345678901234567890123456789012123456789012345678901234567
12345678901234567890123456789012123456789012345678901234567
12345678901234567890123456789012123456789012345678901234567
12345678901234567890123456789012123456789012345678901234567
12345678901234567890123456789012123456789012345678901234567
12345678901234567890123456789012123456789012345678901234567
12345678901234567890123456789012123456789012345678901234567
12345678901234567890123456789012123456789012345678901234567
12345678901234567890123456789012123456789012345678901234567
12345678901234567890123456789012123456789012345678901234567
12345678901234567890123456789012123456789012345678901234567
12345678901234567890123456789012123456789012345678901234567
12345678901234567890123456789012123456789012345678901234567
12345678901234567890123456789012123456789012345678901234567
12345678901234567890123456789012123456789012345678901234567
12345678901234567890123456789012123456789012345678901234567
12345678901234567890123456789012123456789012345678901234567
12345678901234567890123456789012123456789012345678901234567
12345678901234567890123456789012123456789012345678901234567
12345678901234567890123456789012123456789012345678901234567
12345678901234567890123456789012123456789012345678901234567
12345678901234567890123456789012123456789012345678901234567
12345678901234567890123456789012123456789012345678901234567
12345678901234567890123456789012123456789012345678901234567
12345678901234567890123456789012123456789012345678901234567
12345678901234567890123456789012123456789012345678901234567
12345678901234567890123456789012123456789012345678901234567
12345678901234567890123456789012123456789012345678901234567
12345678901234567890123456789012123456789012345678901234567
12345678901234567890123456789012123456789012345678901234567

D r. D i l i p  R o y , D i r e c t o r, C e n t e r  f o r  M a n a g e m e n t
S tud ies , Un i ve r s i t y  of  Bu rdwan , Go l apbag , Bu rdwan
–713104 , Ema i l :  d r.d i l i p roy@gma i l . com

P r o f . A n u p a m a  T i w a r i , Senior L e c t u r e r, Fa c u l t y  o f
M a n a g e m e n t  S t u d i e s , D r . B . C . R o y  E n g i n e e r i n g
Co l l ege , Jemua  Road ,  Fu l j ho re , Du rgapu r -713206 ,
E m a i l :  a n u p a m a t i w a r i 0 7 @ g m a i l . c o m

he predict ion of  future prospect of  bus iness i s
becoming increasingly impor tant (Neophytou and
Molinero, 2004) due to the growing upheaval in the

world economy. Firms, irrespective of their sizes and volumes
of operation, seem to loose
control  over thei r  f inancia l
stability. As a result, financial
statement analysis (Lev, 1974)
has regained focus. The focus
is also due to its abi l i ty to
prov ide ana lys ts  wi th  the
opportunity to examine how a
company is performing when
compared with previous years
(Wi l l i ams and E l l i s ,  1993) .
Numerous studies have been
contributed in this regard from
different specialized area like
f inance,  economics  and
account ing ( Johnsen and
Melicher, 1994).

It is well known in the literature that financial ratios are important
tools, which can be used to significantly discriminate Market
Out-performers, Market Performers and Market Under-
performers. Beaver (1966) was the first one to point out that

the financial ratio composition of
the weak companies dif fers
significantly from the financial
ratio composition of the healthy
one. But mostly these groupings
are subjective in nature and
object ive procedures  l i ke
discriminant analysis, cluster
analysis need to be employed
for such purposes.

D iscr im inant  ana lys i s  i s  a
statistical approach generally
used in social science research
to discriminate two or more
groups. The same has been
used in financial performance
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analysis to discriminate the companies into better and worse
performers based on stock market indices to enable the
investors to invest wisely to maximize their returns. One of the
most renowned studies in finance is by Altman (1968, p589),
where he used discriminant analysis to predict the corporate
bankruptcy based on liquidity ratio, profitability ratio, leverage
ratio, solvency ratio and activity ratio. Charabji, Hamdi, Mrrash
(1993) examined the applicability of discriminant analysis for
rescheduling external debt of less developed countries with
the help of variables like debt burden, foreign exchange
balance and GDP growth. Earlier Deakin (1972) had used
discriminant analysis for predicting business failures. Mohanty
and Sahoo (2002) had applied discriminant analysis for credit
rating and Raj (1999) had used the same for lending decision
making. If we consider the financial ratios as a vector measure
of f inancial performance of an organizat ion the l inear
discriminant function can be used to classify different firms.

Purpose of this Research

In the recent past researchers have established that the financial
ratios are no more capable of discriminating between the good
and the worse performers. Academicians now seem to
eliminate the usage of ratio analysis as a quantitative tool for
estimating the financial picture of an organization. According
to them, investors have to be sentinel for some other models
to master their investment decisions making process.

However, one may put up a differing hypothesis that financial
ratios may be a bad indicator for performance analysis if the
choice of the ratios is not an appropriate one and may become
good indicators if appropriately chosen. In this paper, we
propose to use the concept of discriminant analysis for
maintaining close compatibility with profitability measure. In
this process we can arrive at a composite financial measure, to
be referred as discriminant score, as an alternative measure for
studying business efficiency.

Methodology

To install the discriminant analysis, we propose to select a
product field and within the product field we propose to
select some companies of varying performance and study their
financial statements over a period of years. Our primary concern
is to identify the best and the worst performers among these
companies in terms of net profit margin ratio. Simultaneously

we propose to consider four financial ratios debt equity ratio,
current ratio, inventory turnover ratio and interest coverage
ratio. These ratios are selected to enable the investors in
predicting which companies are most steady in their growth
rate and hence to invest in. Fur ther such investigation would
help the investors to hedge a portfolio in order to choose
different companies from different clusters to maximise their
portfolio’s diversity and flexibility to the changes in the market.
Debt equity ratio enables us to know the propor tion of
investment of creditors and owners into the firm, whereas
current ratio expresses how much current assets are there with
the firm to meet the current liabilities. The inventory turnover
ratio gives the number of times the inventory is replaced during
a given period; usually a year and interest coverage ratio shows
the number of times the interest charges are covered by funds
that are ordinarily available for payment. In this process we
obtain the vector measure of financial performance for all the
companies for a particular year. Based on the selected financial
ratios of the extreme companies, so obtained, we construct
the linear discriminant function following Fisher ’s approach.
This linear discriminant function, adjusted for the threshold
value, may be considered as a composite measure for business
efficiency provided it is compatible with some standard
efficiency measure. Profitability being a widely used parameter
of business performance we have decided to examine the
compatibility of discriminant score with those based on
profitability measure. The compatibility between the two sets
of ranks as obtained from discriminant score and profitability
score will be examined in terms of Spearman’s rank correlation.
In case the compatibility is reasonable, the discriminant score
can be considered as a composite measure of business
efficiency based on financial ratios.

Discriminating Function

Following Fisher ’s approach the linear discriminant function
can be calculated as

where:   is the mean vector of the financial ratios of the best

company as per  profitability measure

 is the mean vector of the financial ratios of the worst

company as per profitability measure
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them. Similar exercise of ranking of the companies can be
under taken based on profitability measure. If id  is the
difference in the two sets of ranks for the thi  company and
there are n companies, then the Spearman’s Rank correlation,
r, as a measure of compatibility, can be expressed as

In case r is on the higher side we can consider the discriminant
score to be a good measure of organizational performance.

Empirical Study

For our empirical study we have selected cement industry
as the product field of our choice and have chosen eight
cement companies namely Birla Corporation Ltd, Japee
Cements Ltd., Mangalam Cement Ltd., Chettinad Cement
Corporation Ltd., J.K. Cement Ltd., Madras Cements Ltd.,
Ultra Tech Cement Ltd. and Burnpur Cements Ltd. having
varying performances. Data about the financial statements
of these companies have been collected from Capitaline
corporate database software. We have used net profit margin
ratio of the year 2008 to rank these companies according to
their performances so as to identify the best and the worst
performers.

          is the inverse of the common dispersion matrix formed
with four financial ratios and

  is the vector measure for f inancial performance

The inbetween point of performance being  we

can make use of the same in the discriminant function to arrive
at the threshold value. Thus, the threshold value can be
calculated as

and by shifting the origin to the threshold value we can get the
discriminant score as

If the discriminant score of a company is positive we may
consider that company to be a good performer. Reverse will
be conclusion when the discriminant score will be negative.
For a given set of companies based on which we need to
examine the suitability of this score, we first propose to
calculate the company -wise discriminant scores and rank

Ta b l e  1: S h o w i n g  Co m p a n y -w i s e  Ne t  Pr o f i t  Ma r g i n  Ra t i o

N a m e  of  t h e  C o m p a n i e s N e t  P r o f i t  M a r g i n  R a t i o  f o r  2 0 0 8

B i r l a  C o r p o r a t i o n  L t d . 0 .229

J a i p r a k a s h  A s s o c i a t e s  L t d 0 .153

M a n g a l a m  C e m e n t  L t d 0 .223

Che t t i n ad  Cemen t . Co rpo r a t i on  L td 0 .176

J  K  C e m e n t s  L t d 0 .182

M a d r a s  C e m e n t s  L t d 0 .203

U l t r a  Te c h  C e m e n t  L t d 0 .183

B u r n p u r  C e m e n t  L t d 0 .053
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Assuming identical variability for these two companies, we
calculate the pooled.

D i spers ion mat r i x  “as  the  average of  these two and i s
g i ven  be low:

The cor responding inverse  of  the pooled d ispers ion
mat r i x  i s  obta ined as

Ta b l e  2 : Sh o w i n g  Fi n a n c i a l  Ra t i o s  o f  B u r n p u r  C e m e n t s  L t d .

                                            Ye a r s
2 0 0 8 2 0 0 7 2 0 0 6 2 0 0 5 2 0 0 4

R a t i o s

D e b t  E q u i t y  R a t i o 0 .49 0.83 0.83 1.36 2.95

C u r r e n t  R a t i o 1 .89 1.44 1.34 1.07 1.17

I n t e r e s t  Tu r n o v e r  R a t i o 16 .56 8 . 9 5 .75 2.91 2.42

I n t e r e s t  C o v e r a g e  R a t i o 2 .15 2.48 2.51 2.85 1.51

Table 3: Showing Financial Ratios of Birla Corporations Ltd.

From table 1 we note that the best performer is Birla Corporation
Ltd. and the worst performer is Burnpur Cements Ltd. Since we
have selected four ratios we need observations for at least five
time points for estimating the dispersion of the system. We
have taken five years data from 2004 to 2008 for the two extreme
performers and are given in Table 2 and Table 3.

Corresponding dispersion matrices of Birla Corporation Ltd
and Burnpur Cement Ltd are given below:

                                            Ye a r s
2 0 0 8 2 0 0 7 2 0 0 6 2 0 0 5 2 0 0 4

R a t i o s

Debt Equity Ratio 0.34 0.54 0.76 0.82 1.01

Current Ratio 0.87 0.81 0.87 0.98 0.93

Interest Turnover Ratio 11.62 14.44 13.72 12.97 11.39

Interest Coverage Ratio 27.18 25.92 11.58 5.32 2.46
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The threshold value can be obtained as

The corresponding discriminating equation is given by

Where:

:1x is the Debt Equity Ratio

:2x is the Current Ratio
:3x is the Interest Turnover Ratio

:4x is the Interest Coverage Ratio

Fur ther,   i s  the

mean vector of the financial ratios of the best company as per
profitability measure.

 i s  the mean

vector of the financial ratios of the worst company as per
profitability measure
Hence

and

Table 4: Showing Discriminant Scores of all the 8 Ccompanies under Study

Name of the                                                      Data for the year 2008
Companies Debt Current Interest      Interest       Threshold  Discriminant

Equity  Ratio Turnover   Coverage        Value   Score
Ratio Ratio   Ratio

Bir la Corporat ion Ltd. 0.34 0.87 11.62 27.18 - 44.94 31.71

Jaiprakash Associates Ltd 2.14 1.21 3.31 3.21 - 126.78 - 50.13

Mangalam Cement Ltd 0.41 1.24 9.30 48.40 - 118.21 - 41.56

Chettinad Cement Corpn. Ltd 1.02 0.55 9.06 13.58 - 14.21 62.44

J K Cements Ltd 0.84 1.85 12.99 7.77 - 144.57 - 67.92

Madras Cements Ltd 1.43 0.67 12.62 12.76 - 4.38 72.27

Ultra Tech Cement Ltd 0.74 0.65 12.05 20.91 - 11.04 65.61

Burnpur Cement Ltd 0.49 1.89 16.56 2.06 - 122.62 - 45.97

Table 5: Showing Rank Correlation based on Profitability Measure and Discriminant Score

Name of the Companies Rank (R1) based on Rank(2) based on
profitability measure discriminant score

Bir la Corporation Ltd. 1 4
Jaiprakash Associates Ltd 7 7
Mangalam Cement Ltd 2 5
Chettinad CementCorporation Ltd 6 3
J K Cements Ltd 5 8
Madras Cements Ltd 3 1
Ultra Tech Cement Ltd 4 2
Burnpur Cement Ltd 8 6
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We have calculated Fisher ’s linear discriminating function using
mean vector and pooled dispersion matrix of Birla Corporation

Ltd. and Burpur Cements Ltd. Thereafter, using this threshold
value we have evaluated the discriminant scores and are given

in Table 4.

On the basis of these discriminant scores we have ranked
these eight companies and the related information is given in

Table 5.

Now given the two sets of ranks we have examined their
compatibility by taking course of Spearman’s rank co-relation.

The correlation we have obtained is 0.6 which is on the higher
side. Thus we can claim that the composite financial measure

proposed herein can be used to describe the organizational
performance and help the investors in making judicial investment

decisions.

Key words: Discriminant analysis, Debt equity ratio, Inventory
turnover ratio, Current ratio, Interest coverage ratio, and Rank

correlation.
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Single and Multiple Expectations:
Service Quality Retailing

Ravichandran K., Abdus Samad K., and David Sam Jayakumar G.S.

T h i s  a r t i c l e  a t t e m p t s  t o  c o d i f y  t h e  s e r v i c e  q u a l i t y  d i m e n s i o n s
w i t h i n  t h e  s c o p e  o f  t h e  O r g a n i z e d  R e t a i l i n g  S e c t o r  i n  I n d i a .  I t  i s  a
k n o w n  f a c t  t h a t  o r g a n i s e d  r e t a i l i n g  i s  m a k i n g  a  s t r o n g  i m p a c t  i n
m a n y  p a r t s  o f  I n d i a ' s  g r o w i n g  e c o n o m y .  W i t h  r a p i d  c h a n g e  a n d

e x p a n s i o n  i n  t h e  r e t a i l  e n v i r o n m e n t ,  i t  h a s  b e c o m e  a l l  t h e  m o r e  n e c e s s a r y  t o  i d e n t i f y  a n d
s t r e a m l i n e  t h e  d i f f e r e n t  p a r a m e t e r s .  T h i s  r e s e a r c h  a r t i c l e  t a k e s  u p  d i m e n s i o n s  l i k e  P h y s i c a l
A s p e c t s ,  R e l i a b i l i t y ,  P e r s o n a l  I n t e r a c t i o n ,  P r o b l e m  S o l v i n g  a n d  P o l i c y  w h i c h  a c c e s s  t h e  r e t a i l
s e r v i c e  e f f e c t i v e  u s e r s  o f  e s p e c i a l l y  t h e  f o o d  r e t a i l e r s .  I t  a t t e m p t s  t o  s t u d y  t h e  G a p s  i n  t h e
S e r v i c e  Q u a l i t y  a n d  p r o p o s e  c e r t a i n  s o l u t i o n s  f o r  t h e  s a m e .  Tw o  m o d e l s  w e r e  p r o p o s e d
m a i n l y  S i n g l e  E x p e c t a t i o n  M o d e l  a n d  M u l t i p l e  E x p e c t a t i o n  M o d e l  a n d  t h e s e  m o d e l s  w e r e
f u r t h e r  u s e d  t o  s t u d y  t h e  G A P s  i n  t h e  S e r v i c e  Q u a l i t y  o f  Fo o d  R e t a i l e r s .
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ndia has been rather slow in joining the Organized Retail
Revolution that has rapidly transformed the economies in
the other Asian

Countries. Though with
a population of a billion
and a middle class
population of over 400
Mi l l ions organized
retailing in the form of
food retail chains is still
in its beginning in the
Country. This is largely
due to the excellent
food retailing system
that was established by
the neighbourhood
Ki rana stores that
continue to meet with
all the requirements of
daily needs without
the convenience of
the shopping as provi-

ded by the retail chains; and also due to the highly fragmented
food supply chain that is cloaked with several inter-mediaries

(from farm-processor-
dis t r ibutor- reta i ler)
resulting in huge value
loss and high costs.
Th is  supplemented
with lack of developed
food processing indus-
try kept the organized
chains out of  the
market  place.  The
correction process is
now underway. Big
daddies of  Indian
corporate sectors are
now jumping to esta-
bl ish reta i l  cha ins
across the country. The
systems are being
established for effe-
ct ive Bus iness-to-
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Business (farmer-processor, processor-retailer) solutions thereby
leveraging the core competence of each player in the supply
chain.

Spread of Organized Retailing in India

Organized retailing is spreading and making its presence felt in
different parts of the country. With the entry of very large
corporate houses like Reliance Fresh, Vishal, AV Birla Group,
Bharti Walmart Joint Venture and the existing Big Bazaar and RPG
Spencer in large scale expansions across the country, the spread
of the organized retail is going to reach soon the small
populations towns of one lac to five lacs after covering all big,
medium and small cities. The trend in grocery retailing, however,
has stated with a growth concentration in the South. Though
there were family owned retail chains in South India such as
Nilgiri’s as early as 1904, the retail revolution happened with
various major business houses foraying into the starting of chains
of food retail outlets in South India with focus on Chennai,
Hyderabad and Bangalore markets, preliminarily. In the Indian
context, a countrywide chain in food retailing has been
pioneered by Big Bazaar and Reliance Fresh only.

Services Quality Dimensions

The retail environment is changing more rapidly than ever before.
It is characterized by intensifying competition from both domestic
and foreign companies, a spate of mergers and acquisitions
and more sophisticated and demanding retail shoppers who
have greater expectations related to their consumption
experiences. Consequently food and grocery retailers today
must differentiate themselves by meeting the needs of their retail
shoppers better than the competition. There is general agreement
that a basic retailing strategy for creating competitive advantage
is the delivery of high service quality.

Based on the various sources, this model proposes that retail
shoppers to evaluate the food retail service quality the researcher
has identified five different dimensions as follows:

• Physical Aspects
• Reliability
• Personal Interaction
• Problem Solving
• Policy

The f ive powerful dimensions assess the retai l  service

effectiveness of the food retailers. The above said dimensions

are central to the services quality. At this juncture, the core facts

of the food retail service quality dimensions are discussed below.

Physical Aspects

Physical aspects refer to the appearance of the food retail store;

Physical aspects mean external bodily appearance of the retail

outlet. They also encompass the store ambience to its retail

shoppers. In this hi-tech organized food retail scenario stiff

competition plays a very imperative role in this regard. Physical

aspects have various sub features which contribute to the food

retail services quality. These sub features add to the attire and

appeal of the retail store.

Modern Equipment and Fixtures

Modern equipment and fixtures encompass the usage and

application of the standard devices and softwares which have

to be utilised by the food retailers.

Physical Facilities

Physical facilities explain how the products are visually appealing

to their customers. The store decor is in such a way that it

aesthetically captivates the customers’ attention and lures them

again and again.

Good Looking Shopping Material

It refers to the materials such as shopping bags, trolleys and

other purchase materials that have a good personality.

Attractive and Convenient Public Areas

In this modernised world, the customers expect very clean and

posh public areas. Only then the customers will have store

patronage and regular visits would be carried out.

Easy Accessibility

Easy accessibility justifies the ease to access of the food retail

store. The stores should be a stone’s throw away from the

residential areas and should be easily accessed from any

landmark.
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Easy Internal Mobility

It refers to the movement of customers within the store. The
food retail should not be congested, and it should have an easy
customer traffic flow within its retail outlet.

Personal Interaction

Personal interaction is about the employee rapport with the
customers. The food retail store employees must have an affinity
towards their end-users. They should be more understanding
on what is being preferred by the customers. They should know
the needs of the customers instinctively.

Employees’ Knowledge

This feature exercises the human resource potential. The
employees must have the know-how and the capacity to answer
customer queries. The employee should give quick and
convincing answers in a pleasing manner.

Employees Confidential Behaviour

Employees play a core role in a food retailer store. The service
employees have to instill confidence on the customers through
their personal attitude and behaviour. This feature attracts more
number of customers to the retail corporate.

Security in Transactions

The food retailers must provide safe keeping for the buyers
who use their food retail brands. They must provide safety to
the dealings of the customers and this will improve the
confidence on the retail store.

Performing Prompt Services

Performing prompt services refer to the punctuality of the
employees in what they deal with. The employees should not
cause any delay in the transactions. Time is the essence of
modern day shopping.

Performing Exact Services

Exact services render to the accuracy of the retail store. They
are literal in their transactions what they provide is in tune with

the requirement of the customer. This is vital to customer
satisfaction.

Immediate Response to Customer Request

Responsiveness is the strength of the employees. They give
right responses to the queries and doubts posed by the
customers. This results in a positive outcome as the customer
understands the professionalism and competency of the store.

Individual Caretaking

The food retail store has to provide specific attention to the
patrons who are loyal to it. Customer loyalty helps the store to
grow and the more customers who are loyal to it; the more is
the store’s growth.

Courteousness of Employees

The human capital should have considerations towards the
customers of the food and grocery retail entity.

Courteous Communication

Courteous communication identified the chivalrous mannerisms
of the employees in the food retail chains. This feature is one of
the most important communicative tools when they speak
through telephone to customers communicating is at its best
through the usage of the polite sounds and the tone of the
voice which is soft and pleasing. Courteousness comes to the
fore in this.

Reliability

Reliability focuses on the trustworthiness of the food retailers
from customers’ point of view. Reliability can be said to be the
dependability of the buyers towards the retail store. This factor
emphasises on the customers’ consistency, because they are
asset of the retail organisation.

Promising Services

When the store promises to do something it has to be carried
out. This is called as promising services. Commitment is the
core of retail services and it can be neglected only at the cost of
losing customer confidence.
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Time Promising Services

Time promising services refer to the accuracy of the particular
services which must be executed at the right time. There must
not be any flaws in the time promising services.

Doing it Right

The retail store performs the services at the first and foremost
time. Here, they should very careful in executing the transactions
which must be done first. A coherent and consistent execution
plan is the backbone to this feature.

Supply of Right Products

This sub feature submits the quality variables of availability of
merchandise. The food retailers have to supply the precise
products to the customer which he/she likes. This service quality
element educates the retailer in retaining the customer. This
element protects the switching tendency of the end-user.

Error Free Transactions

This sub feature applies the stress on the commitment of blunder
free sales transactions. The sales of the produce should be
carried out very smoothly without any chaos in it. The records
of the product sales should be maintained with due care in
order to avoid the future problems.

Problem Solving

The next factor in the measuring retail service quality is the
problem solving factor. Problem solving refers to how the
customer tribulations have been taken with specific interest in
finding out the possible retail solutions. This factor has more
weightage when compared with the other factors. If harm has
been identified in a retail store, it has to be instantly rectified by
the store management. This factor strengthens the retail store
effectiveness and put it forth in a premier status. The customer
of the food retail store perceives the nature of problem solving
as good and poor.

Returns and Exchanges

Returns and exchanges pass on the quality components of
handling the exchange of products and replacements. If there is

any damage in the food products variety, the replacement of
the product items must be carried out in a right manner.

Sincerity in Problem Solving

It is a must to maintain specific interest in solving the issues of
the customers which they have. Buyer’s problems are recognised
and immediate action is taken.

Handling Customer Compliance

Whenever a customer faces problems, the human resource reacts
directly to the situation concerned. The employee has to attend
to the buyer’s grievances without any delay and postponement.
This leads to customer loyalty as he/she perceives the stores’
professional attitude and appreciates the commitment of the
employees.

Policy

The fifth dimension in evaluating the retail service quality of the
food retailers is policy. Policy applies a stress on the superior
merchandise which has to be dealt by a retail store. Excellence
in quality of the products is the core theme for a food and
grocery retailer. The food retailers have to take initiative in selling
commodities which are of the branded nature. On the other
hand, the retailers can sell the goods in their own name itself.
This is termed as private brands or private labels. The nature of
policy is perceived as good or poor from the customers’
predictions.

The forthcoming are the sub-elements of the policy dimension:

Offering Quality Products

Offering quality products indicates the high quality merchandise
of the retail store in action. The product which is branded in the
store name has more welcome from feature as it reinforces the
name and image of food retail store.

Convenient Parking Facilities

The element reveals the spacious parking facilities provided by
the retail store, in order to draw larger number of customers.
This feature also elaborates the customer centric philosophy.
As parking spaces get more cramped in cities, it is the duty of
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the retail store to provide adequate parking facilities that can
lead to customer delight.

Convenient Operating Hours

This element includes the operating hours according to the
buyers’ preferences. The time should be made convenient to all
buyers respectively.

Acceptance of Credit Cards and Offering
Membership Cards

Acceptance of all the banking and financial companies’ credit
saves the valuable time of the end-users at large.

To end with, this hierarchical factor structure paves the right way
for the retail service quality of the food retailers and it also takes
off the branded nature of the store brands in a superior manner.
The sub-elements also contribute to the organised retail space
at the maximum extent.

Review of Literature

Dinesh Kumar Gauri, (2008), two powerful, highly effective
strategic tools that retailers possess dealing with involves pricing
and store format decisions. From the several strategic choices
avai lable for each decision, a retai ler can choose any
combination. We focus on two gaps in the literature. First, both
decisions are specific to the consumers to whom the stores
cater and the environments within which they operate, yet little
academic research study is noted in them. Thus, it is important
to determine the joint effects of considering pricing and format
decisions in a single framework. Second, do retailers, privy to
findings from rich prior literature pertaining to consumer store
choices related to their pricing and format preferences; actually
take such information into account when making strategic
choices. Lun Hou (2008), studied to construct a gap model for
dual customer values. A basic description of customer values is
given, and then the gaps between products and services in
different periods for the customers and companies are analyzed
based on the product or service life-cycle. The main factors that
influence the perceived customer value were analyzed to define
the “recognized value gap” and a gap model for the dual
customer values was constructed to supply companies with a
tool to analyze existing customer value gaps and improve
customer relationship management. Ann Marie Fiore (2007) –

empirically studied that shopping experience was expanded.
Reflecting the integrative (experiential and utilitarian) nature of
shopping experience, he aims to propose an overarching
stimulus-organism-response based shopping experience
framework. He offers a framework that integrates components
of both the hedonic experience related consciousness-emotion-
value model and the utilitarian experience-related cognition-
affect-behaviour model.  Tomas Palaima, et. al. (2006) recognised
the value of close relationships with their customers because
customer retention in intensifying competition is more and more
important. He analyses services quality in the new relationship
marketing paradigm. The article focused on Anglo-Australian
approach to relationship marketing. This research approaches
the integration of quality management, services marketing
concepts and customer relationship economics are emphasized.
The different services quality models are analyzed in order to
determine how these models are adequate to changing
relationship marketing paradigm. The Adequacy of service quality
GAP model, the perceived service quality model and the
Gummeson 4Q model of offering quality is analyzed. The analysis
reveals that service quality models and instruments are limited to
evaluation of a service episode and are static while relationship
marketing paradigm requires dynamic approach which could
help to assess service quality in long-term perspective along
with other relationship quality dimensions. Michel Laroche (2005)
indicated that consumers’ evaluations of service quality in a
shopping environment mediate their pleasure and purchase
intention. Consumer mall shopping decision-making process is
invariant across English and French Canadian consumers. Practical
implications  for researchers who are interested in understanding
consumer mall shopping behaviour cross-culturally, this research
provides a model that can be tested in cross-cultural contexts.
For mall operators and store managers attempting to improve
the mall environment, product quality, and offer better service,
the study provides interesting solutions. Originality/value – By
incorporating service quality into consumer mall shopping
decision making, this research has demonstrated that consumers’
moods evoked by their perceptions of shopping mall
environment and of product quality influence their purchase
intentions through their perceptions of service quality. The mall
shopping decision-making process of English and French
Canadian consumers is universal, regardless of their cultural
orientations. Dirk Morschett, et.al., (2005), developed a
framework for competitive strategies in food retailing. Managers
of food retail channels were surveyed in order to derive the
basic dimensions of competitive advantages that companies
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attempt to achieve in this industry sector. In a second study
based on consumers, the central dimensions of retail store
perception were investigated. Both studies reveal that three basic
types of competitive advantage seem to prevail in food retailing:
(1) price, (2) quality (with a comprehensive set of quality-
orientated instruments, including customer service), (3)
convenience. We find quality leadership and price leadership to
be independent factors which can be achieved without
conflicting with one another. Prem Vrat, et. al., (2005), critically
appraised various service quality models and identifies issues
for future research based on the critical analysis of literature. The
article critically examines 19 different service quality models
reported in the literature. The critical review of the different service
quality models is intended to derive linkage between them, and
highlight the area for fur ther research. The review of various
service quality model revealed that the service quality outcome
and measurement is dependent on type of service setting,
situation, time, need  etc. In addition to this even the customer’s
expectations towards particular services are also changing with
respect to factors like time, increase in the number of encounters
with a particular service, competitive environment, etc. This article
provides a rich agenda for future research in the subject. Gordon
Fullerton (2005) has produced two schools of thought on the
cause of customer loyalty in services industries. The service
quality perspective puts forward that service quality evaluations
substantially drive customer loyalty in services industries. The
relationship marketing perspective puts forward that customer
commitment to the service provider substantially drives customer
loyalty in services industries. In addition, commitment is a
complex construct with at least two forms, one based in liking
and identification (affective commitment) and one based in
dependence and switching costs (continuance commitment).
These positions were examined in an integrated model of retail–
service relationships. Nor Khalidah Abu (2004), identified the
slow growth of grocery products in Malaysia since the Asian
financial crisis and the influx of multinational and large scale
retailers since early 1990s that allowed Malaysian consumers to
be more selective of their choice of grocery stores.  Despite
the  extensive  research  on  the  measures  used  by  consumers
to  measure  service  quality  in  the  service sector, there is lack
of empirical studies on it in the retail sector. A need to look into
service quality dimensions for each country is called for, as each
country is believed to have its own unique set of quality
dimensions. This conceptual study identified the service quality
dimensions critical to urban grocery shoppers for small, medium,
and large-sized grocery stores. It identified the critical quality

dimension of Malaysia urban grocery shoppers based on the
Retail Service Quality Scale by Dabholkar et al., (1996) that takes
into account the retail setting. The instrument was modified
based on literature review. Sanjay K. Jain (2004), recognized
quality as a strategic tool for attaining operational efficiency and
improved business performance. This is true for both the goods
and services sectors. However, the problem with management
of service quality in service firms is that quality is not easily
identifiable and measurable due to inherent characteristics of
services which make them different from goods. Various
definitions of the term ‘service quality’ have been proposed in
the past and, based on different definitions; different scales for
measuring service quality have been put forward. SERVQUAL
and SERVPERF constitute two major service quality measurement
scales. Empirical studies evaluating validity, reliability, and
methodological soundness of service quality scales clearly point
to the superiority of the SERVPERF scale. The psychometric
soundness and greater instrument parsimoniousness should
employ the SERVPERF scale for assessing overall service quality
of a firm. The SERVPERF scale should also be the preferred
research instrument when one is interested in undertaking service
quality comparisons across service industries. On the other hand,
when the research objective is to identify areas relating to service
quality shortfalls for possible intervention by the managers, the
SERVQUAL scale needs to be preferred because of its superior
diagnostic power. Anne Magi (2002), perceived the service
quality and labour productivity are assumed to be positively
related to profitability, but a possible trade-off effect between
these two phenomena could distort these relationships. In an
exploratory study, measures of perceived service quality,
customer satisfaction and patronage behaviour were collected
from customers in four Swedish grocery stores, representing
four combinations of profitability and productivity. Richard A.
Spreng (2002), perceived service quality and satisfaction have
generally been conceptualized to be distinct constructs, but
there isn’t a good understanding of their relationship. While the
two constructs are very similar, little research has empirically
examined the distinction. This study discusses the conceptual
arguments for the distinction, and examines the empirical
distinction by testing a recently proposed model of service
quality and satisfaction. Results indicate that the two constructs
are, in the present case, distinct, and there is some support for
the model, with several modifications. Michael K. Brady, et. al.
(2002), described in this study replicates and extends the Cronin
and Taylor study suggestion that service quality be measured
using a performance-only index (SERVPERF) as opposed to the
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gap-based SERVQUAL scale. The intent of the research was to
examine the ability of the performance-only measurement
approach to capture the variance in consumers’ overall
perceptions of service quality across three studies. The original
Cronin and Taylor data were obtained and a replication of their
study was undertaken using a recursive form of their non-
recursive model in an effort to avoid the abnormal parameter
estimates they reported. The replication successfully duplicated
their finding as to the superiority of the performance-only
measurement of service quality. Frederick A. Frost (2000),
Explored the extent to which the construct service quality plays
in an internal marketing setting. A conceptual model known as
the “Internal Service Quality Model” was designed based on the
original “GAP Model” developed by Parasuraman. The model
evaluated the dimensions, and their relationships, that determine
service quality among internal customers (front-line staff) and
internal suppliers (suppor t staff) within a large service
organisation, namely, Singapore Airlines. The dependent variable
in this study was internal service quality (ISQ), while the
independent variables were tangibility, reliability, responsiveness,
assurance, and empathy. The results suggest that the perceptions
and expectations of internal customers and internal suppliers
play a major role in recognising the level of internal service quality
perceived. Niren Sirohi, et.al. (2000), slow growth and intense
competition in retail markets in recent years increases the need
for retailers to use strategies focused on retaining and attracting
the right customers. However, a strategy that is effective in
acquiring new customers may not be the most effective in
retaining current customers. In order to understand the
effectiveness of activities designed to retain customers, we study
the store loyalty intentions of current customers for a multi-store
grocery retailer. Using Partial Least Squares, on data averaged
across at least 100 customers per store for each of about 160
stores, we find that service quality is by far the most critical
determinant of merchandise quality perception. Perceived value
for money depends on perceived relative price and sales
promotion perceptions and to a lesser extent on service quality
and merchandise quality perceptions. Rodolfo Vazquez, et. al.
(2000), attempted to clarify and extend the conceptualization
and measurement of service quality in the retail environment.
The review of the retail and service quality literatures and the
findings from a qualitative study conducted by the authors reveal
that service quality in retail companies adopting the commercial
format of supermarkets has a four factor structure (physical
aspects, reliability, personal interaction and policies). Various

models are tested by means of confirmatory factor analysis and

a measurement scale is proposed. . . . . Olivier Furrer, et. al., (2000),

The authors argue that perceptions of service quality vary across

cultural groups, as defined by each culture’s position on

Hofstede’s dimensions. They explicitly map the relationship

between service quality perceptions and cultural dimension

positions and draw the implications for international service

market segmentation. They also test the hypotheses constituting

their theoretical analysis. They show that the importance of

SERVQUAL dimensions is correlated with Hofstede’s cultural

dimensions. They also used the correlation coefficients to

compute a Cultural Service Quality Index that could be used to

segment international service markets and allocate resources

across segments. Pratibha A. Dabholkar (2000), studied the

factors relevant to service quality are better conceived as its

antecedents rather than its components and that customer

satisfaction strongly mediates the effect of service quality on

behavioural intentions. The ar ticle discusses the application of

this chronological framework in understanding and predicting

service quality and its consequences. The study also finds that

perceptions and measured disconfirmation offer several

advantages over computed disconfirmation (i.e., difference

scores), and that a cross-sectional measurement design for

service quality is preferred to a longitudinal design. The ar ticle

discusses the implications of these findings for practitioners

and for future research on service quality. Josee Bloemer (1999),

argued that the relationship between perceived service quality

and service loyalty is an issue which requires conceptual and

empirical elaboration through replication and extension of

current knowledge. The study focuses on the refinement of a

scale for measuring service loyalty dimensions and the

relationships between dimensions of service quality and these

service loyalty dimensions. The results of an empirical study of a

large sample of customers from four different service industries

suggest that four dimensions of service loyalty can be identified:

purchase intentions, word-of-mouth communication; price

sensitivity; and complaining behaviour. Donald J. Shemwell

(1998), studied and empirically tested a model of relationships

among service quality, satisfaction and selected behavioural

outcomes. Par ticular attention was paid to delineating the

cognitive aspects of the service provider-consumer relationship

from the affective, emotive factors. Using doctor-patient

relationships in Turkey as the study setting, results of a LISREL

analysis suggest that the affective aspects of satisfaction have
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more impact than cognitive factors on patients’ propensity to
continue the relationship. The most critical managerial implication
of the study findings is that doctors need to place more emphasis
on the functional (how it is done) aspects of care giving than
the technical (what is done) ones. Robert F. Hurley (1998),
Customer satisfaction and service quality measures obtained
through consumer surveys invariably have skewed distributions.
As such, researchers have questioned the appropriateness of
the popular approach of using the mean rating to summarize
such data. The relative validity of the various indexes that can be
used to summarize consumers’ service quality ratin is examined.
Jillian C. Sweeney, (1997), examined the way in which service
quality at the point of purchase influences consumers’
perceptions of value and willingness to buy. Two alternative
theoretically justifiable models were compared. Consumer
perceptions of a specific service encounter were collected from
two samples of shoppers who were actively searching for an
electrical appliance. The results obtained indicated that a
salesperson’s knowledge influenced consumer perceptions of
product quality, while the manner of the salesperson, although
influencing willingness to buy indirectly through product
knowledge also had a direct effect, independent of product
evaluation, on willingness to buy. Fur ther, it was found that
perceptions of service quality during a service encounter
influenced consumers’ willingness to buy more than did
perceptions of product quality. Bell J et. al. (1997) used the
critical incident technique to identify and explore dimensions
of service quality in food retail operations. Personal interviews
generated 792 positive and negative incidents which were then
categorized into six groups as follows: physical environment,
mechandise-related, non-core services, interpersonal, process
and price. The key findings confirm that recent emphasis by
operators on improving customer service has been effective to
a degree. This is apparent in the high level of positive incidents
in the interpersonal group. However, the findings also indicate a
relative neglect of the shopping process. This category generates
by far the greatest number of negative incidents. Nick Johns
(1996) described the development and evaluation of a
questionnaire analogous to the SERVQUAL instrument of
Parasuraman, Zeithaml and Berry in order to assess the
performance of a contract catering service in relation to its
competitors. Although reliability criteria for the instrument were
encouraging, the factor structure identified by previous
researchers was found not to be present in the catering industry.
Other considerations such as food and the attitudes of staff
played a more important part in the meal experience. The nine

study sites were evaluated on the basis of mean item scores,
by Discriminant and factor analysis and by multi-dimensional
scaling.

Objectives

1. To Study the Gaps in the services quality of food
retailers.

2. To scrutinize the impact of independent expectation
variables on the dependent perception variables.

3. To propose and model the Gaps of food retailers.

Hypothesis (H0)

1. Single expectation need not influence the single
perception of customers.

2. Multiple expectations need not influence the single
perception of customers.

Data Analysis and Modeling

To study the GAPs in the service quality of the food retailers the
researcher prepared a questionnaire based on Dabholkar (1996)
et.al, where he has included 28 SERVQUAL items classified under
the five dimensions of service quality. These items were included
to understand the expectations as well as the experiences of
respondents anchored at the Five Point Liker t’s Scale. The
researcher had selected at convenience 80 respondents from
four food retail stores and distributed the questionnaires to 20
respondents in each retail outlet.

Reliability of Items

In order to find out the internal consistency of the 28 service
quality items, the measure of Cronbac’s Alpha was utilised. The
result of the Cronbac’s Alpha suggested that the overall reliability
co-efficient of the service quality of the expectation and
experience scale was 92.9 percent and 95.3 percent respectively.
This shows that the service quality items were highly reliable
(greater than recommended level of 0.6) and achieved the
internal consistency. Similarly, the researcher has also verified
the reliability of the service quality under five different factors for
the expectations and the experience scale. The following table
shows the factor-wise reliability of the service quality items:
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Result of Cronbac’s Alpha

Dimensions No. of Items Expectations Experience

Physical  Aspects 6 0.891 0.922

Personal Interact ion 9 0.629 0.841

Rel iabi l i ty 5 0.889 0.813

Problem Solv ing 3 0.824 0.622

Policy 5 0.791 0.548

Overall 28 0.929 0.953

Result  of  Hotell ing’s  T 2 Test

Dimensions No. of  I tems Expectations Experience

Phys ica l  Aspects 6 32.066* 22.649

Persona l  In teract ion 9 14.701 34.794*
Rel iabi l i ty 5 5.714 10.414**
Problem Solv ing 3 1.004 5.098
Pol icy 5 8.041 10.872**
Overa l l 28 107.290* 130.867*
   *  S ign i f icant  a t  1% leve l ,     **S ign i f icant  a t  5% leve l

Equivalence

Hotelling’s, T2 test was utilised to find the difference in the
means among the service quality items for the expectation and
experience scale. The result of the Hotelling’s T2 Test confirms
that there is a significant difference among the means of various
service quality items for expectation and experience scale
statistically at one percent and five percent level. This shows
that the service quality items differed among each other and
they conveyed difference in their meaning. Similarly the researcher
has also verified the Equivalence of Service Quality items under
five different factors and the results are as follows:

For the purpose of modeling the Gaps in the food retail services
quality the researcher utilized simple and multiple step-wise
regression analysis by using SPSS 17.0. At the first stage the
researcher assumed all the variables in the retail service quality
dimensions followed the multivariate normal distribution. Based
on this in the second stage, the gap modeling was proposed.

Gap Modeling

Parasuraman (1983), et.al proposed the famous traditional Gap

equation as the difference between perception and expectation.

Mathematically it can be written as

G = P – EG = P – EG = P – EG = P – EG = P – E —————  (1)—————  (1)—————  (1)—————  (1)—————  (1)

G G G G G – Gap PPPPP – Perception EEEEE – Expectation

Equation (1) for the ith sample of observation as

GGGGGi i i i i = P= P= P= P= Piiiii – E – E – E – E – Eiiiii   —————  (2)    —————  (2)    —————  (2)    —————  (2)    —————  (2)       Where i = 1 to n

In equation (2), the researcher assumed the perception (Pi) ~

n  and expectation (Ei) ~ n  also they are

independent random var iables,  then Gap (G i)  ~ n

. This is proved by the mathematical

expectation for the sample of observations.



SCMS Journal of Indian Management ,  Apr i l - June,  2010.                                                                                                            95

A Quarterly Journal

Taking mathematical expectation on both side to equation (2)

we get

E(Gi) = E(Pi) - E(Ei)    ——   (3)

Where E(Gi) = G        E(Pi) = P    E(Ei) = E

G P E  are the mean of the Gap, Perception and Expectation

respectively.

Take equation (2) and (3), subtract equation and taking

mathematical expectation on both sides we get.

Gi - E(Gi) = (Pi - E(Pi)) – (Ei – E(Ei))

[Gi - E(Gi)]
2 = [Pi - E(Pi)]

2 + (Ei – E(Ei))
2 - 2 (Pi - E(Pi) (Ei – E(Ei)

E(Gi - E(Gi))
2 = E[Pi - E(Pi)]

2 + E(Ei – E(Ei))
2 - 2 E(Pi - E(Pi)) (Ei –

E(Ei))

If Pi and Ei are independent,  (r = 0), then

If Pi and Ei are correlated ( r ‘“0) then the variance of Gap score

is equal to

This is the co-variance (or) correlated model of Gap.

Single Expectation Model

From equation (1), the Gap is denoted as

Gi= Pi – Ei , i = 1 to n.

Pi = Ei + Gi ——————(5)

Equation (5) is a modified version of famous linear equation of

a straight line

Pi =  + Ei + Gi   ——————(6)

From (6), when  = 0 and  = 1, then the equation is reduced
to traditional gap equation. Here in (6) Gi is not just the difference
between the perception and expectation; it is an unobserved

random variable followed a normal distribution,  Gi ~ n .

Gi is a random error term, unobserved and it is uncorrelated with
Ei, E(EiGi) = 0. Equation (6) clearly explains, there exist a
functional relationship between the expectation and perception
of customers. Expectation of customer is truly influenced their
perception and Gap is formed when their expectation fails to
unexplain the variation in the perception. The theory is
mathematically denoted by

p = f(E) +G

perception = f(Expectation) + Gap

E (P) =  +  E(E), where E(G)=0

V(P) = 2 V(E) +V(G)

V(G) = V(P) – 2 V(E)

Double Expectation Model

PY = f(EX1, EX2) + G

PYi =   + 1 EX1i + 2 EX2i + Gi

E(PY) = =   + 1 E(EX1) + 2 E(EX2)

V(PY) = 1V(EX1) + 2V(EX2)+ 2 1 2 cov(EX1, EX2)+ V(G)

V(G) = V(PY) - ( 1V(EX1) + 2V(EX2)+ 2 1 2 cov(EX1, EX2) ))

Multiple Expectation Model
PY = f(EX1, EX2, EX3,……...... EX n-1, EXn) +G

PYi =  +   i EX1i + G

P(PY))))) =        i V(EXi) +           2 i j Cov (EXi, EXj) +V (G),

V(G)  = V(PY) - ) - ) - ) - ) -      i V(EXi) +           2 i j Cov (EXi, EXj).

Results of Single Expectation Model

The table shows the influence of independent expectation
variables under the dimension Physical Aspects on their
respective perception variables. The results of the analysis point
out, if the expectation about the modern equipment and fixtures
in the retail stores change by one unit then their perception
goes up by 0.833 units. On the other hand if their expectation

—— (4)

2 2

2 2

i =1

n

i =1

n
2

i =1

n

j =1

n

i =1

n 2

i =1

n

j =1

n
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about the modern equipment and fixtures is nil then their
perception score is equal to 0.562 units. Moreover, the
regression coefficients 0.562 and 0.833 are statistically significant
by the t-ratio at one percent level. The R Square is greater than
0.75 which shows the expectation regarding the modern

Results  of  Single Expectation Model

Impact  of  Expectation Variables on Perception Variables in Physical  Aspects

Dependent Perception / Independent
 Expectation Variable             V(P) 2 V(E) V(G)
Modern Equ ipment  and F i x tu res a 0.562* 0.833* 1.179 0.936 0.243
Phys ica l  Fac i l i t ies 0.473* 0.842 1.729 0.866 0.862
Good Look ing  Shopping Mater i a l s 0.465** 0.780* 1.455 0.939 0.516
At t ract i ve  and Conven ient  Pub l ic  Areas 1.482* 0.517* 1.138 0.414 0.724
Easy  Access ib i l i t y 0.653** 0.710* 1.107 0.465 0.643
Easy  In te rna l  Mobi l i t y 1.136* 0.652* 1.147 0.560 0.588
   *  t  –  r a t i o  s i g n i f i c a n t  a t  1 %  l e v e l           a  R  S q u a r e  >  0 . 7 5

  * *  t  –  r a t i o  s i g n i f i c a n t  a t  5 %  l e v e l

equipment and fixtures explained a variation of more than 75
percent in the perception of customers. Moreover, the V (G)
(0.936) is less than 2V (E) (0.243) which shows the expectation
of customers explained maximum variation in their perception.
The interpretation is vice versa for the remaining variables.

The  ta b l e  s h o w s  t h e  i n f l u e n c e  o f  i n d e p e n d e n t
expectat ion var iables under the dimension Rel iabi l i ty on
their  respect ive percept ion var iables.  The resul t  of the
analys is cal l  at tent ion to, i f  the expectat ion about the
promis ing serv ices in the reta i l  stores changes by one
unit  then their  percept ion goes up by 0.731 units .  On
the other hand, i f  their expectat ion about the promising
serv ices is n i l  then their  percept ion score is equal to
0.874 units. Moreover, the regression coeff icients 0.874

and 0.731 are stat ist ica l ly s igni f icant by the t-rat io at 1
percent level .  The R Square is greater than 0.75 which
shows the expectat ion regarding the promising services
expla ined a var iat ion of more than 75 percent in the
perception of retai l buyers. Moreover, the V (G) (0.387)
is less than 2V (E) (1.087) which shows the expectation
of  cus tomers  exp la ined max imum va r i a t ion  in  the i r
percept ion.  The in terpreta t ion i s  v ice versa  for  the
remaining var iables.

Impact of Expectation Variables on Perception Variables in Reliability

Dependent Perception / Independent
Expectation Variable          V(P) 2 V(E) V(G)
Promis ing Serv ices a 0.874* 0.731* 1.474 1.087 0.387

Time Promis ing Serv ices 1.186* 0.560* 1.081 0.407 0.674

Doing i t  R ight 1.380* 0.623* 1.305 0.455 0.850

Supply of R ight Products 2.185* 0.334** 2.057 0.151 1.906

Er ror Free Transact ions 0.767** 0.733* 1.368 0.547 0.820

*  t  –  r a t i o  s i g n i f i c a n t  a t  1 %  l e v e l               a  R  S q u a r e  >  0 . 7 5

* *  t  –  r a t i o  s i g n i f i c a n t  a t  5 %  l e v e l
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The table illustrates the influence of independent expectation
variables under the dimension Personal Interaction on their
respective perception variables. The result of the analysis
indicates, if the expectation about the employees’ knowledge
in the retail stores changes by one unit then their perception
goes up by 0.579 units. On the other hand if their expectation
about the modern equipment and fixtures is nil then their
perception score is equal to 1.088 units. Moreover, the regression

coefficients 0.579 and 1.088 are statistically significant by the
t-ratio at one percent level. The R Square is less than 0.75 which
shows the expectation regarding the employees’ knowledge
explained a variation of less than 75 percent in the perception
of customers. Moreover, the V (G) (1.067) is greater than 2V
(E) (0.387) which shows the expectation of customers
explained minimum var iat ion in their  perception. The
interpretation is vice versa for the remaining variables.

I m p a c t  o f  E x p e c t a t i o n  Va r i a b l e s  o n  P e r c e p t i o n  Va r i a b l e s  i n
 P e r s o n a l  I n t e r a c t i o n

D e p e n d e n t  P e r c e p t i o n  /  I n d e p e n d e n t
E x p e c t a t i o n  Va r i a b l e           V(P)  2 V ( E ) V(G)
E m p l o y e e s  K n o w l e d g e 1.088* 0.579* 1.454 0.387 1.067

E m p l o y e e s  C o n f i d e n t i a l  B e h a v i o u r 1 .537* 0 .452* 1.390 0.357 1.033

S e c u r i t y  i n  Tr a n s a c t i o n s 3 .123* 0.107 2 .960 0 .023 2 .937

P e r f o r m i n g  P r o m p t  S e r v i c e s a 0 .327 0.924* 1 .062 0 .824 0 .238

P e r f o r m i n g  E x a c t  S e r v i c e s 0 .840* 0 .710* 1.525 0.648 0.876

I m m e d i a t e  R e s p o n s e  t o  C u s t o m e r  R e q u e s t 0 .794* 0 .691* 1.387 0.678 0.709

I n d i v i d u a l  C a r e  Ta k i n g 3 .120* 0.007 1 .043 0 .001 1 .042

C o u r t e o u s n e s s  o f  E m p l o y e e s 1 .027* 0 .601* 1.033 0.328 0.705

C o u r t e o u s  C o m m u n i c a t i o n 1 .466* 0 .568* 1.178 0.381 0.797

  *  t  –  r a t i o  s i g n i f i c a n t  a t  1 %  l e v e l           a  R  S q u a r e  >  0 . 7 5

  * *  t  –  r a t i o  s i g n i f i c a n t  a t  5 %  l e v e l

The table visualises the influence of independent expectation
variables under the dimension Problem Solving on their respective
perception variables. The result of the analysis indicates, if the
expectation about the returns and exchanges in the retail stores
changes by one unit then their perception goes up by 0.701
units. On the other hand if their expectation about the returns
and exchanges is nil then their perception score is equal to
0.846 units. Moreover, the regression coefficients 0.846 and

0.701 are statistically significant by the t-ratio at one percent
level. The R Square is less than 0.75 which shows the expectation
regarding the returns and exchanges explained a variation of
less than 75 percent in the perception of customers. Moreover,
the V (G) (0.420) is greater than 2V (E) (0.849) which shows
the expectation of customers explained maximum variation in
their perception. The interpretation is vice versa for the remaining
variables.

Impact  of  Expectat ion Variables  on Perception Variables  in  Problem Solving

D e p e n d e n t  P e r c e p t i o n  /  I n d e p e n d e n tD e p e n d e n t  P e r c e p t i o n  /  I n d e p e n d e n tD e p e n d e n t  P e r c e p t i o n  /  I n d e p e n d e n tD e p e n d e n t  P e r c e p t i o n  /  I n d e p e n d e n tD e p e n d e n t  P e r c e p t i o n  /  I n d e p e n d e n t
Expec ta t ion  VExpec ta t ion  VExpec ta t ion  VExpec ta t ion  VExpec ta t ion  Va r i ab lea r i ab lea r i ab lea r i ab lea r i ab le            V ( P )V ( P )V ( P )V ( P )V ( P ) 22222  V (E ) V (E ) V (E ) V (E ) V (E ) V (G)V(G)V(G)V(G)V(G)
Re tu rns  and Exchanges 0.846* 0.701* 1.268 0.849 0.420

S ince r i t y  i n  P rob lem So lv i ng 1.764* 0.423* 0.903 0.205 0.698

Hand l i ng  Cus tomer  Compl i ance 1.816* 0.495* 1.079 0.245 0.834

*  t  –  r a t i o  s i g n i f i c a n t  a t  1 %  l e v e l                        a  R  S q u a r e  >  0 . 7 5

* *  t  –  r a t i o  s i g n i f i c a n t  a t  5 %  l e v e l
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The table  exhibits the influence of independent expectation
variables under the dimension Policy on their respective
perception variables. The result of the analysis signifies, if the
expectation about the offering quality products in the retail stores
changes by one unit then their perception goes up by 0.145
units. On the other hand if their expectation about the offering
quality products is nil then their perception score is equal to
2.883 units. Moreover, the regression coefficients 2.883 and

0.145 are statistically significant by the t-ratio at one percent
level. The R Square is less than 0.75 which shows the expectation
regarding the offering quality products explained a variation of
less than 75 percent in the perception of customers. Moreover,
the V (G) (0.987) is greater than 2V (E) (0.025) which shows
the expectation of customers explained maximum variation in
their perception. The interpretation is vice versa for the remaining
variables.

Impact  of  Expectation Variables on Perception Variables in Policy

Dependent Perception /  Independent
Expectation Variable         V(P)  2 V(E) V(G)
Offer ing Qua l i ty  P roducts 2.883* 0.145 1.012 0.025 0.987

Conven ient  Pa rk ing Fac i l i t ies 1.160* 0.632* 1.094 0.435 0.660

Conven ient  Opera t ing  Hours 1.076* 0.609* 1.568 0.433 1.135

Acceptance of  Cred i t  Cards 1.673* 0.416* 1.235 0.244 0.991

Of fe r ing  Membersh ip Cards 3.724* -0.052 2.711 0.005 2.706

   *  t  –  r a t i o  s i g n i f i c a n t  a t  1 %  l e v e l                     a  R  S q u a r e  >  0 . 7 5

  * *  t  –  r a t i o  s i g n i f i c a n t  a t  5 %  l e v e l

Above table envisages the dimension-wise results of the multiple
expectation models under the physical aspects. It is inferred
that the expectation of customers about the modern equipment
and fixtures changes by one unit there will be an increase of
0.62 units in the perception of customers when other expectation
variables in physical aspects and personal interaction were kept
constant. Moreover, the t-ratio was significant for the regression
coefficients of the expectation variables such as modern
equipment and fixtures (0.62), physical facilities (-0.22),

performing exact services (0.32) and performing prompt services
(0.22) are statistically significant at one percent and five percent
level. Like-wise, the expectation variables under the five
dimensions explained more than 75 percent of variation in the
dependent perception variables such as modern equipment
and fixtures, good looking shopping materials and easy internal
mobility respectively. The inferences are vice versa for the
remaining dependent perception variables under dimension of
physical aspects.

Results of Multiple Expectation Model

Contribution of Independent Expectation Variables to
Perception Variables- Physical Aspects

Dependent                  Best Set of Independent Expectation Variables – Dimension Wise
Perception
Variables Physical Aspects Reliability Personal Interaction Problem Solving   Policy
Modern Modern Equipment         - Performing Exact                -          -

Equipment and and Fixtures(0.62)* Services(0.32)*

Fixturesa

Physical Facil it ies Performing Prompt

(-0.22)** Services(0.22)**
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Variance Components of Perception, Expectation and Gap – Physical Aspect

Physical Time Promising Performing Exact

Facilities                  - Services(0.58)*  Services(0.24)*       -       -

 Promising Cour teous Commu-

Services(0.28)** nication (-0.21)**

Good Looking Modern Equipment

Shopping and Fixtures(0.24)**               -                -      - Offering

Mate r i a l s a Quality

Easy Accessibil ity Products

(0.21)**  (0.22)**

Easy Internal

Mobility(0.23)*

Good Looking

Shopping Materials

(0.21)**

Attractive and Attractive and                          Convenient

Convenient Public Convenient Public                          Operating

Areas  Areas(0.30)*                 -              -        -                Hours

Easy Internal                                                                                                           (0.24)*

 Mobility(0.45)*

Easy Easy Employees        - Offering

Accessibil ity  Accessibil ity(0.38)*                - Knowledge                         Membership

(0.34)*                        Cards(0.18)*

Easy Attractive and Time Promising Performing Prompt Offering

Internal Convenient Public Services(0.16) Services(0.29)*                         Membership

Mobilitya Areas(0.22)*         -              Cards(0.11)

Easy Internal

Mobility (0.24)*

* t -  r a t io  s ign i f ican t  a t  1% leve l                                                            a R -Square  >0.75

** t -  ra t io  s ign i f icant  a t  5% leve l

Dependent Perception V(P) Explained Variance by best set V(G)
Variables of Independent Expectation

Variables
Modern Equipment and Fixtures 1.179 1.007 0.172

Physical Facilities 1.729 1.287 0.442

Good Looking Shopping Materials 1.455 1.183 0.272

Attractive & Public convenient Public Areas 1.138 0.746 0.393

Easy Accessibility 1.107 0.668 0.440

Easy Internal Mobility 1.147 0.896 0.251
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The table shows the variance of the variables in physical
aspects, expla ined var iance of best set independent
expectation variables and variance of GAP. It is worth noted
that the tota l  var iance of the dependent percept ion
variables was divided into two additive components which
explained variance and unexplained variance of (G). The
researcher found that the explained variance by the finest

se t  o f  i ndependent  except ion  va r i ab les  under  f i ve
dimensions were greater than the variance of GAP, this
shows the expectation variables under the five dimension
elaborates maximum variance in the dependent perception
variables. So, the researcher concludes the superlative set
of independent expectation variables keenly predicted the
perception variables in physical aspects.

Results of Multiple Expectation Model

Contribution of Independent Expectation Variables to
Perception Variables-Reliability

Dependent                       Best Set of Independent Expectation Variables – Dimension Wise
Perception
Variables

Physical Aspects Reliability Personal Interaction Problem  Policy
Solving

Promising Modern Equipment Time Promising                 -     - Convenient
Servicesa and Fixtures services(0.41)* Parking

(0.18)** Supply of Right Facilities
Easy Internal Products(0.26)* (0.14)**
Mobility(0.19)*

Time Error Free Employees
promising  Transactions Confidential
services            - (0.53)* Behaviour(0.28)*       -       -

Doing it right Modern Equipment Doing it Cour teousness
and Fixtures(0.53)* Right(0.45)* of Employees

(-0.30)**       -       -
Supply of Employees
Right Products               -                   - Confidential

Behaviour(0.50)*       -       -
Individual Caretaking(0.07)*

Error free Modern Employees
Transactions Equipment and Knowledge(0.50)*

Fixtures(0.29)*                   -
Security in   -    -
Transactions(0.19)*

* t -  r a t io  s i gn i f i can t   a t  1% leve l                                                           a R -Squa re  >0 .75
** t -  r a t io  s ign i f i can t  a t  5% leve l

The table exhibits the dimension-wise results of the multiple
expectation models under the reliability. It is inferred that the
expectation of customers about the promising services changes
by one unit there will be an increase of 0.53 units in the perception
of customers when other expectation variables in physical aspects,
reliability and policy were kept constant. Moreover, the t-ratio
was significant for the regression coefficients of the expectation
variables such as modern equipment and fixtures (0.18), easy

internal mobility (0.19), time promising services (0.41), supply of
right products (0.26) and convenient parking facilities (0.14) are
statistically significant at one percent and five percent level. Like-
wise, the expectation variables under the five dimension explained
more than 75 percent of variation in the dependent perception
variables such as promising services. The inferences are vice versa
for the remaining dependent perception variables under
dimension of reliability.
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Variance Components of Perception, Expectation and Gap – Reliability

Dependent Perception Explained Variance by
Variables V(P) best set of Independent V(G)

Expectation Variables
Promising Services 1.474 1.294 0.180

Time Promising Services 1.081 0.606 0.476

Doing it Right 1.305 0.678 0.626

Supply of Right Products 2.057 0.654 1.403

Error Free Transactions 1.368 0.968 0.399

Above table explains the variance of the variables in Reliability,
explained variance of best set independent expectation
variables and variance of GAP. It is worth noted that the total
variance of the dependent perception variables was divided
into two additive components they are explained variance
and unexplained variance of (G). The researcher found that
the explained variance by the finest set of independent

exception variables under five dimensions were greater than
the variance of GAP,  this shows the expectation variables
under the five dimension elaborates maximum variance in
the dependent perception variables. So, the researcher
concludes the superlative set of independent expectation
variables keenly predicted the perception variables in
Reliability.

Results of Multiple Expectation Model

Contribution of Independent Expectation Variables to
Perception Variables- Personal Interaction

    Dependent                   Best Set of Independent Expectation Variables – Dimension Wise
Perception Physical Personal Problem Policy
Variables Aspects Reliability Interaction Solving
Employees Time Promis ing Performing Prompt
Knowledge a           - Services(0.35)* Services(0.37)*

Doing i t Returns and
Right(0.25)* Exchanges(0.27)*         -
Cour teous
Communicat ion
(-0.21)**

Employees Modern Equipment Time Promis ing Employees Convenient
Conf ident ia l and Fixtures(0.42)* Services(0.36)* Knowledge(0.43)*                - Operating
behaviour a Hours

(-0.25)**
Secur i ty in Attract ive  and Promising Employees
Transact ions Convenient Services Conf ident ia l

Publ ic Areas (-1.09)* Behaviour
(0.43)* (0.38)*                 -           -
Physical T ime Promis ing Performing
Faci l i t ies(0.65)* Services(0.72)**  Exact Serv ices

(-0.82)*
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Performing              -               - Performing
Prompt Prompt Services
Servicesa (0.92)*           -      -
Performing Good Looking Promising Immediate
Exact Shopping Materials Services(0.55)* Response to
Services  (-0.63)* Customer

Request(0.84)*          -    -
Immediate Modern Cour teousness
Response to Equipment of Employees Offering
Customer and F ixtures  (0.33)* quality
Request (0.37)*                -         - products

(0.31)*
Individual Care Attract ive and
Taking Convenient Publ ic

Areas(0.42)*                - Employees Convenient
Knowledge Operating
(-0.22)**          - Hours(0.46)*

Easy Internal
Mobil i ty(0.43)* Convenient

Parking
Faci l i t ies
(-0.17)**

Cour teousness Convenient
of Employees Operat ing Hours

(0.28)* Supply of R ight Cour teous
Products Communicat ion
(-0.20)** (0.33)*          -       -

Attract ive and
Convenient Publ ic
Areas(0.19)**
Easy
Accessibi l i ty
(0.34)*

Cour teous Promising Secur i ty in Returns and Acceptance
Communicat ion             - Services Transact ions Exchanges of  Credit

(-0.43)* (0.23)* (0.87)* Cards
(0.15)**

*  t -  r a t i o  s i g n i f i c a n t  a t  1 %  l e v e l                                                            a  R - S q u a r e  > 0 . 7 5

* *  t -  r a t i o  s i g n i f i c a n t  a t  5 %  l e v e l

The table visualizes the dimension-wise results of the multiple
expectation models under the Personal Interaction. It is inferred
that the expectation of patrons about the employees’ knowledge
changes by one unit there will be an increase of 0.37 units in
the perception of customers when other expectation variables
in reliability, personal interaction and problem solving were kept
constant. Moreover, the t-ratio was significant for the regression
coefficients of the expectation variables such as time promising
services (0.35), performing prompt services (0.37) doing it right

(0.25), courteous communication (-0.21) and returns and
exchanges (0.27) are statistically significant at one percent and
five percent level. Moreover, the expectation variables under
the five dimensions explained more than 75 percent of variation
in the dependent perception variables such as Employees
Knowledge, Employees Confidential Behaviour and Performing
Prompt Services respectively. The inferences are vice versa for
the remaining dependent perception variables under element
of Personal Interaction.
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Variance Components of Perception, Expectation and Gap – Personal Interaction

Dependent Perception Variables V(P)                Explained Variance by best V(G)
                                                                                                                             set of Independent

                              Expectation Variables
Employees Knowledge 1.454 1.119 0.335

Employees Confidential Behaviour 1.390 1.065 0.326

Security in Transactions 2.960 1.457 1.503

Performing Prompt Services 1.062 0.824 0.238

Performing Exact Services 1.525 0.986 0.538

Immediate Response to Customer Request 1.387 0.930 0.457

Individual Care Taking 1.043 0.736 0.307

Cour teousness of Employees 1.033 0.605 0.428

Cour teous Communication 1.178 0.874 0.304

The table explains the variance of the variables in Personal
Interaction, explained variance of best set independent
expectation variables and variance of GAP. It is worth noted
that the total variance of the dependent perception variables
was divided into two additive components they are explained
variance and unexplained variance of (G). The researcher
found that the explained variance by the f inest set of

independent exception variables under five dimensions were
greater than the variance of GAP, this shows the expectation
variables under the five dimension elaborates maximum
variance in the dependent perception variables. So, the
researcher concludes the superlative set of independent
expectation variables keenly predicted the perception
variables in Personal Interaction.

Results of Multiple Expectation Model

Contr ibut ion  of  Independent  Expecta t ion  Var iables  to
Percept ion  Var iables -  Problem Solving

Dependent            Best Set of Independent Expectation Variables – Dimension-wise
Perception
Variables

Physical Reliability Personal Problem
Aspects Interaction Solving      Policy

Returns and Modern Equip-          - Cour teousness Sincerity           -
Exchanges ment  and Fixtures of Employees in Problem
a (0.25)* (0.20)* Solving(0.29)*

Immediate Returns and
Response to Exchanges
Customer Request  (0.16)**
(0.15)**

Sincerity         - Promising Employees Sincer i ty in Convenient
in Problem Services Conf ident ia l Problem Solv ing Park ing Faci l i-
Solving (-0.35)* Behaviour(0.18)** (0.59)* t ies(0.26)*
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Handl ing Supply of R ight                - Cour teousness Sincer i ty in           -

Customer Products(0.35)* of Employees Problem Solv ing

Compl iance (-0.37)* (0.31)**

Easy Internal

Mobil i ty(0.22)**

*  t -  r a t i o  s i g n i f i c a n t  a t  1 %  l e v e l                                                            a  R - S q u a r e  > 0 . 7 5

* *  t -  r a t i o  s i g n i f i c a n t  a t  5 %  l e v e l

The table picturises the factor-wise results of the multiple
expectations model under the Problem Solving. It is inferred
that the expectation of customers about the returns and
exchanges by one unit there will be an increase of 0.29 units in
the perception of customers when other expectation variables
in physical aspects, personal interaction and problem solving
were kept constant. Moreover, the t-ratio was significant for the
regression coefficients of the expectation variables such as
modern equipment and fixtures (0.25), cour teousness of

employees (0.20), immediate response to customer request
(0.15), sincerity in problem solving (0.29) and returns and
exchanges (0.16) are statistically significant at one percent and
five percent level. Like-wise, the expectation variables under the
five dimensions explained more than 75 percent of variation in
the dependent perception variables such as returns and
exchanges. The inferences are vice versa for the remaining
dependent perception variables under dimension of Problem
Solving.

Variance Components of  Perception,  Expectation and Gap – Problem Solving

Dependent Perception V(P) Explained Variance by V(G)
Variables best  set  of  Independent

Expectation Variables
Retu rns  and Exchanges 1.268 1.086 0.182

S incer i t y  in  P rob lem So lv ing 0.903 0.394 0.509

Handl ing  Cus tomer  Compl iance 1.079 0.501 0.578

The table explains the variance of the variables in Problem
Solv ing,  expla ined var iance of best set independent
expectation variables and variance of GAP. It is significantly
noted that the total variance of the dependent perception
variables was divided into two additive components they are
explained variance and unexplained variance of (G). The
investigator originate that the explained variance by the optimum

set of independent exception variables under five dimensions
were greater than the variance of GAP. This is evidence for the
expectation variable under the five aspects elaborates maximum
variance in the dependent perception variables. So, the
researcher concludes the superlative set of independent
expectation variables ardently predicted the perception
variables in Problem Solving.

Results of Multiple Expectation Model
Contribution of Independent Expectation Variables to Perception Variables- Policy

Dependent                       Best Set of Independent Expectation Variables – Dimension-wise
Perception
Variables Physical Aspects Reliability Personal Interaction Problem Solving Policy



SCMS Journal of Indian Management ,  Apr i l - June,  2010.                                                                                                            105

A Quarterly Journal

Offering              -              -              -           - Acceptance

Quality of Credit

Products Cards(0.36)**

Convenient              -             -             - Handling Convenient

Parking Customer Operating

Facilities Compliance (0.27)* Hours(0.31)*

Offering

Membership

Cards

(0.17)**

Convenient

Parking

Facilities(0.27)*

Convenient Modern Returns and

Operating Equipment Exchanges(0.30)*           -

Hours and Fixtures(0.42)*              -                -

Easy Accessibility

(0.30)**

Acceptance Physical Facilities Time Promising Cour teous              - Convenient

of Credit Cards (0.30)* Services(0.35)* Communication Parking

(0.17)** Facilities(0.17)**

Offering Attractive and Promising           - Handling Offering

Membership Convenient Services Customer Quality

Cards Public Areas  (-1.00)* Compliance Products

(0.58)* (0.56)* (-0.62)*

Time Promising

Services(0.77)*

* t -  ra t io s ign i f icant  a t  1% leve l                                                            a R -Square >0.75

** t-  rat io s ign i f icant at  5% level

The table put on view the factor-wise results of the multiple
expectation models under the Policy. It is inferred that the
expectation of customers about the offering quality products
changes by one unit there will be an increase of  0.36 units in
the perception of customers when other expectation variable in
policy were kept constant. Moreover, the t-ratio was significant
for the regression coefficients of the expectation variables such
as acceptance of credit cards (0.36) is statistically significant at
five percent level. Like-wise, the expectation variables under the
five dimensions explained less than 75 percent of variation in
the dependent perception variables such as offering quality
products, convenient operating hours, acceptance of credit

cards and offering membership cards. The inferences are vice
versa for the remaining dependent perception variables under
dimension of Policy.

The table explains the variance of the variables in Policy, explained
variance of best set independent expectation variables and
variance of GAP. It is worth noted that the total variance of the
dependent perception variables was divided into two additive
components they are explained variance and unexplained
variance of (G). The researcher found that the explained variance
by the finest set of independent exception variables under five
dimensions were greater than the variance of GAP. This illustrates
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Variance Components  of  Perception,  Expectation and Gap – Policy

Dependent Perception            V(P) Explained Variance V(G)
 Variables  by best  set  of

Independent Expectation
Variables

Offer ing Qua l i ty  P roducts 1.012 0.193 0.819

Conven ient  Pa rk ing Fac i l i t ies 1.094 0.708 0.387

Conven ient  Opera t ing  Hours 1.568 1.083 0.485

Acceptance of  Cred i t  Cards 1.235 0.833 0.402

Of fe r ing  Membersh ip Cards 2.711 1.250 1.461

the expectation variables under the five facet elaborates maximum
variance in the dependent perception variables. So, the
researcher concludes the superlative set of independent
expectation variables intensely predicted the perception
variables in Policy.

Discussion

In this research ar ticle we analysed the five dimensions of the
retail services quality of retail stores namely Physical Aspects,
Reliability, Personal Interaction and Policy. We found the
perception of shoppers in retail formats was not only influenced
by single expectations in their minds but the perception was
trigged by multiple expectations about different aspects of
the retail stores. Let we enter into the discussion dimensions-
wise.

Physical Aspects

Physical Aspects is the most important dimension of the retail
stores in attracting the existing shoppers as well as the new
shoppers. Under this dimension the shoppers expected more
about the modern equipment and fixtures, exact services
and prompt services. Their expectations purely influenced
the modern equipment and fixtures. The managers of the
retail stores should concentrate to enhance the modern
equipment and fixtures. While enhancing the managers
should also give importance to trigger the exact service and
prompt services. The retail authorities must concentrate on
the other services in order to augment the retail service
effectiveness.

Reliability

Reliability is the most vital dimension of the retail stores in
attracting the customers. Based on this facet the customers

expected more about the easy internal mobility, supply of right
products, convenient parking facilities, error free transactions,

employee confidential behaviour etc. The prospects anticipation
motivated the time promising services. The authorities of the

retail formats should concentrate to improve the time promising
services offered by the retail stores. While improving the retail

authorities should also give importance to target on the error
free transactions and employee confidential behaviour. The

managers must also focus on the other services in order to
augment the effectiveness of the retail stores.

Personal Interaction

Personal Interaction is the most essential dimension of the retail
stores in attracting the customers. According to this dimension
the customers expected more about the time promising services,
returns and exchanges, prompt serv ices,  employee’s
knowledge, attractive and convenient public areas, physical
facilities. The customer’s keenness motivated the employee’s
knowledge and other services. The powers that be of the retail
formats should concentrate to improve the time promising
services and attractive convenient public areas offered by the
retail stores. While improving the retailers should also give value
to target on the physical facilities and employee confidential
behaviour. They must also focus on the other services in order
to supplement the efficacy of the retail stores.
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Problem Solving

Problem Solving is the most imperative aspect of the retail stores
in attracting the retail shoppers. Based on this element the
customers expected more about the cour teousness of
employees, immediate response to customer request, sincerity
in problem solving, returns and exchanges, convenient parking
facilities. The customers hope motivated the courteousness of
employees. The powers that be of the retail formats should
concentrate to improve the employee’s confidential behaviour
offered by the retail stores. While improving the retail authorities
should also give value to target on the modern equipment and
fixtures. The retail managers must also spotlight on the other
services in order to complement the effectiveness of the retail
stores.

Policy

Policy is one of the service quality dimensions of the retail
stores in order to magnetize the existing shoppers as well as
the new shoppers. Under this facet the shoppers expected
more about the acceptance of credit cards, handling customer
compliance, offering membership cards, convenient parking
facil it ies, returns and exchanges. Their potential purely
influenced the handling customer compliance. The human
resources of the retail stores should contemplate to enhance
the acceptance of credit cards. While improving the services
quality the managers should also give importance to elicit the
handling customer compliance. The retail manpower must
concentrate on the other dimensions in order to augment
the retail service effectiveness.

Keywords::::: Gap Modeling, Food Retailing, Single Expectation,
Multiple Expectation Model and Retail Service Quality.
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Instrument

Physical Aspects

1. This store has modern looking equipment and fixtures.

2. The physical facilities at this store are visually appealing
3. Materials associated with this store’s service (such as

shopping bags, catalogs, Or statements) are visually
appealing.

4. This store is clean attractive, and convenient public areas
(rest rooms, fitting Rooms.)

5. The store layout at this store makes is easy for customers
to find what they need.

6. The store layout at this store makes it easy for customers
to move around in the store.
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Reliability

7. When this store promises to do something by a certain
time, it will do so.

8. This store provides its services at the time  it promises
to do so

9. This store performs the service right the first  time
10. This store has merchandise available when the customers

want it.
11. This store insists on error-free sales transactions and

records.

Personal Interaction

12. Employees in this store have the knowledge to answer
customer ’s questions.

13. The behaviour of employees in this store instil ls
confidence in customers.

14. Customers feel safe in their transactions with this store.
15. Employees in this store give prompt service to

customers.
16. Employees in this store tell customers exactly when

services will be performed.
17. Employees in this store are never too busy to respond

to customer’s requests.

18. This store gives customers individual attention.

19. Employees in this store are consistently  courteous  with

customers

20. Employees of this store treat customers courteously

on the telephone.

Problem Solving

21. This store willingly handles returns and exchanges.

22. When a customer has a problem, this store shows a

sincere interest in solving it.

23. Employees of this store are able to handle customer

complaints directly and immediately.

Policy

24. This store offers high quality merchandise.

25. This store provides plenty of convenient parking for

customers

26. This store has operating hours convenient to all their

customers.

27. This store accepts most major credit cards.

28. Offering membership cards.
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Ownership Structure in Iran:
Firms’ Responsibility

Vahideh Hoseini Nodeh and Aisha M.Sheriff

T h i s  s t u d y  e x a m i n e s  t h e  e f f e c t s  o f  o w n e r s h i p  s t r u c t u r e  o n  c o r p o r a t e
p r o f i t a b i l i t y  o f  A u t o m o b i l e  f i r m s  i n  I r a n  t h r o u g h  t h e  p e r i o d  2 0 0 5  t o  2 0 0 7 .
T h e  o w n e r s h i p  s t r u c t u r e  i s  c o n s i d e r e d  i n  t e r m s  o f  ( i )  c o n t r o l l i n g
o w n e r s h i p , ( i i ) m a n a g e r i a l  o w n e r s h i p ,  i n c l u d i n g  m a n a g e r i a l  f i n a n c i a l  f i r m

o w n e r s h i p  a n d  m a n a g e r i a l - n o n - f i n a n c i a l  f i r m  o w n e r s h i p .  U s i n g  a c c o u n t i n g  p r o f i t a b i l i t y :  R e t u r n
o n  A s s e t s  ( R O A )  a n d  S a l e s  t o  A s s e t s  ( S \ A )  a s  m e a s u r e  o f  p r o f i t a b i l i t y , t h e  o v e r a l l  f i n d i n g s
c o n f i r m  t h a t  t h e r e  i s  a  p o s i t i v e  a s s o c i a t i o n  b e t w e e n  c o n t r o l l i n g  o w n e r s h i p  a n d  f i r m s '
p r o f i t a b i l i t y .   T h e  f i r m s  w i t h  c o n t r o l l i n g  o w n e r s h i p  a r e  m o r e  p r o f i t a b l e  t h a n  t h o s e  w i t h  n o n -
c o n t r o l l i n g  o w n e r s h i p  i n  A u t o m o b i l e  f i r m s  i n  I r a n .   T h e r e  i s  a  p o s i t i v e  r e l a t i o n s h i p  b e t w e e n
m a n a g e r i a l  o w n e r s h i p  a n d  f i r m s '  p r o f i t a b i l i t y ,  a n d  f i r m s  w i t h  m a n a g e r i a l - f i n a n c i a l  f i r m  o w n e r s h i p
a r e  m o r e  p r o f i t a b l e  t h a n  t h o s e  w i t h  m a n a g e r i a l - n o n - f i n a n c i a l  f i r m  o w n e r s h i p .
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onday, December 28, 2009 Berle and Means (1932)
in their path-breaking study expected an inverse
correlation between the diffuseness of share-

holdings and corporate performance. Th is  ana lyt ica l
framework is based upon
the view that shareholder
diffusion makes it difficult
for them to act collectively
and hence to in f luence
management to any great
extent. Can the Board of
Directors help rescue this
situat ion? In some cases
they might not have much
in f luence and they a lso
su f fe r  f rom the  same
information problems that
shareholders have that is,
management typically has
much more in fo rmat ion

about  the  company than  e i the r  board members  o f
shareholders. And as in any principle-agent problem,
managers can use their superior information to extract rents,
to the detrimental effect  of shareholder value. Moreover, large

compensation for board
service may have actually
acted as a disincentive for
active management moni-
toring, given management
control over the director
appointment and retention
process. Numerous legal
reforms have been pro-
posed for the development
of strengthened board fidu-
ciary duties or the stimu-
lation of effective institut-
ional shareholder activism.
This is the theoretical under
p inn ing  under l y ing  the
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current move towards equity-based compensation for
corporate directors so as to provide them with a powerful
personal incentive to exercise effective oversight (Bhagat et
al. 1999).

Demsetz (1983) and Demsetz and Lehn (1985), among others,
have documented that, when examining the effect that
ownership structure has on firm profitability, the endogeneity
of ownership structure should be accounted for. The work
by Demsetz and Villalonga (2001) is motivated by the need
to re-examine the relationship between ownership structure
and firm performance taking into account corporate value
and insiders’ ownership. However, their sample includes
relatively few firms and they do not take into account the
poss ib le endogenei ty  of  both ownersh ip as wel l  as
performance.

The most diffused firms are financial services companies (49.9
percent), construction companies (48.3 percent) and health
services companies (39.1 percent). The less diffused firms
are the media sector (14.5 percent) and public sector
companies (19.2 percent). Dispersion is measured as the
percentage of shares owned by shareholders that hold stakes
less than one and at least five percent respectively.

In par ticular, they propose the fraction of shares owned by
outs ide shareholders and by management should be
measured separately because they reflect different groups of
persons who may have different interests.

As there is little empirical evidence as yet to be found on the
significance of the relationship between ownership structure
and firm’s profitability in the Automobile industry in Iran, this
study attempts to fill this gap and therefore examines the
effects of controlling ownership and managerial ownership
on firm’s profitability.

Literature Review

Berle and Means (1932) are among the first to consider the
relationship between a firm’s ownership structure and its
performance. They assert that as the diffuseness of ownership
increases, shareholders become powerless to control
professional managers. Fur ther, they argue that, given the
interests of management and shareholders are not generally
aligned, corporate resources are not used efficiently in

maximizing corporate profit. Therefore, Berle and Means
(1932) suggest that the relationship between ownership
concentration and performance should be a negative one.

Chen (2001) examines the relationship between ownership
structure and firm value in the case of China. The results show
that  there i s  a  s t rong pos i t ive re la t ionsh ip between
concentrated ownership and corporate value (Tobin’s Q). A
positive relationship between corporate value and domestic
institutional shareholders is also repor ted. Moreover, he
mentions that managerial share holders are positively and state
shareholders are negatively related to firm value respectively
(Chen, 2001).

In addition, Wiwattanakantung (2001) tests the impact of
ownership structure on firm performance of Thai non -financial
firms. The study argues that there is no evidence to suppor t
that controlling shareholders extract corporate assets away
from the firm for their own benefits. That is, firms with
controlling shareholders have higher profitability (as measured
by the return on assets and sales-to-asset) than those with
non-controlling shareholders. The results also report that firms
with family and foreign-controlling shareholders, as well as
firms with more than one controlling shareholder, have higher
profitability than do firms with non -controlling shareholders.

McConnell and Servaes (1990) investigate the effects of
managerial ownership on the firm’s value. In their study, instead
of fixing the level of managerial ownership they adopt
managerial shareholding and managerial shareholding square
as ownership variables.  The results repor t that a positive
relationship exists between managerial ownership holding at
0 percent to approximately 50 percent of shareholding and
firm performance. Beyond 50 percent, a negative relationship
between them is found. McConnell and Servaes therefore
suggest that the impact of managerial ownership on the firm’s
value is non-linear. Short and Keasy (1999) also investigate
whether there is a non-linear relationship between managerial
ownership and f irm performance, based on return on
shareholders’ equity and market value, in the case of UK.
Shor t and Keasy also suggest that the per formance (as
measured by return on shareholders’ equity) is positively
related to managerial shareholding in the 0 percent  to 15.58
percent  range, negatively related in the 15.58 percent  to
41.84 percent  range, and becoming positively related again
beyond 41.48 percent . In the market return (as measured by
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Tobin’ s Q) regression, they suggest that Tobin’ s Q is
positively related to managerial shareholding in the 0 percent
to 12.99 percent  range, negatively related in the 12.99 percent
to 41.99 percent  range, and turning positive again when
managerial shareholding exceeds 41.99 percent .

Demsetz  and V i l l a longa  (2001)  cons ide r  both  the
endogeneity problem and the different dimensions of
ownership structures. By estimating an equation model for
the US firms, they find that ownership is negatively related to
debt ratio, unsystematic risk and performance. However,
performance (defined as Tobin’s Q or the accounting profit
rate) is not found to be influenced by ownership [defined as
manager ia l  ownership (CEO, board of di rectors ,  top
management) or ownership by the five largest shareholders].
Welch (2003) applies the Demsetz and Villalonga (2001)
model to Australian listed firms. Using a single equation model,
she  a l so  cons iders  a  genera l i zed non- l i nea r  mode l
specification for the equation of firm performance similar to
that used by Morck et al. (1988). She finds limited evidence
of a non-l inear relat ionship between managerial share
ownership and firm performance. Villalonga and Amit (2004)
examine the impact of fami ly ownership, control and
management on f i rm value. They conclude that fami ly
ownership creates value only when it is combined with
cer tain forms of control and management. Finally, in a study
of Taiwan’s electronics industry, Sheu and Yang (2005) find
that insider ownership (executives, board members and large
shareholders) has no influence on total factor productivity.

Data and Methodology

Data Sample

The data set for this study is determined by analyzing
Automobile firms in Iran through the period 2005 to 2007.
The sample size compromises all of automobile firms listed
on the Tehran Stock Exchange (TSE) which includes 28 firms.
The main source of data used in this study is derived from
annual financial statements that are obtained from the Tehran
Stock Exchange.

Profitability Variables Measure

Regarding the profitability measures, this study obtains the
return on assets (ROA) and the sales-asset (S/A) from the

sample firms’ financial repor ts. A simple reason of choosing
the ROA is because it is well known that the ROA is one of
the most useful measures of the f i rm’s eff ic iency and
profitability. In terms of the S/A ratio it could probably reflect
the effectiveness of management in utilizing the assets of the
firm to the sales revenues and sales also are less affected
from manipulation by management. The return on assets ratio
(ROA) is calculated by dividing earnings before interests and
income taxes (EBIT) by average total assets. The sales-asset
ratio is measured from the total sales divided by average total
assets.

Ownership Variables Measures

Ownership structure in this study will be categorized as (1)
controlling ownership, (2) managerial ownership, including
managerial-financial firm ownership and managerial-non-
financial firm ownership.

Controlling Ownership Variable

The variable of controlling ownership (Ctlown) is defined as
the percentage of Shares, at least 25 percent, held by the
largest shareholder. The dummy variable of Ctlown is set to
be one for firm controlled by controlling shareholders, and
zero for those controlled by non-controlling shareholders.

Managerial Ownership Variables

The variable of managerial ownership (MOWN) is defined as
the percentage of shares held by members of the board of
directors. The dummy variable of MOWN is set to be one
for firms with managerial ownership, and zero for firms with
non-managerial ownership. This study aims to differentiate
the firm profitability that may be influenced by managerial-
f inancia l  f i rm ownership and manager ia l -non-f inancia l
ownership. The variable of managerial-financial ownership
(MOWN*FINANCIAL) is defined as the percentage of shares
held by managerial shareholder(s) that have financial firm
sha reho lders  i nvo lved .  The  dummy va r i ab le  o f
MOWN*FINANCIAL is set to be one for the f irms with
managerial-financial firm ownership, and zero for the firms
with non-managerial ownership. The variable of managerial-
non-financial ownership (MOWN*NONFINANCIAL) is defined
as the percentage of shares held by managerial shareholder(s)
that do not have financial firm shareholders involved. The
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dummy variable of  MOWN*NONFINANCIAL is set to be one
for the firms with managerial-non-financial firm ownership,
and zero for the firms with non-managerial ownership.

Control Variables Measures

This study will employ a number of control variables such as
(1) total risk (RISK), (2) earnings-price ratio (E/P), (3) debt
(DEBT), (4) firm’s size (SIZE), and (5) age of firm (AGE).

The control variables are measured as follows:

RISK is measured from the standard deviation of returns.
E/P is measured by dividing earnings per share at the

end of the year by outstanding share prices.
DEBT is measured by dividing total liability by total asset.
SIZE is measured by the logarithm of sales.

AGE is measured by the logarithm of the number of years

since the firms were set up.

This study therefore attempts to analyse the model as follows:

Ownership Structure and Firm Profitability

 Y          = 0 + 1Ownership Structurei,t + 2RISKi,t+ 3E/Pi,t +
  4DEBTi,t + 5SIZEi,t + (Profitability) 6AGEi,t +  i,t

Empirical Results

Effects of Controlling Ownership on Firm
Profitability

The effects of controlling ownership on firm profitability are
captured by the Ctlown   variable (indicating the percentage
of  sha res ,  a t  leas t  25 percent ,  he ld  by  the  l a rges t
shareholders).

Table No. 1

Independent                                                    Dependent Variables
Variables

ROA S/A ROA S/A
(a) (b) (c) (d)

RISK 0.004 -0.5*** 0.014** 0.45**

(0.13) (-2.9) (0.15) -(-2.8)

E/P 0.07*** -0.24 0.014** -0.03

(4.15) (-1.65) (2.4) (-0.87)

DEBT -0.16*** -0.26*** -0.16*** -0.25***

(-10.05) (-3.0) (-9.95) (-2.82)

S IZE 0.05*** 0.51*** 0.049*** 0.50***

(7.39) (13.71) (7.28) (13.47)

Ctlown 0.070*** 0.59*** 0.018*** 0.19***

(2.84) (4.34) (2.58) (4.84)

Intercept -0.0057 -0.91*** 0.0031 -0.85***

(-0.25) (-7.47) (0.15) (-7.2)

R-squared 0.18 0.20 0.18 0.20

F-stat ist ic 27.75 44.92 27.42 46.04

P-Value 0.000 0.000 0.000 0.000
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Table 1, columns (a) and (b) present the effects of controlling

ownership on prof i tabi l i ty .  The resul ts show that the

coefficients of Ctlown are positive and significant to the ROA

and S/A at the one percent level.  The difference between

the profitability of firms with controlling ownership and firms

with non-controll ing ownership is repor ted in Table 1,

columns (c) and (d).The results show that the coefficient of

Ctlown are positively related to both ROA and S/A at the one

percent level.

This study suggests that the control l ing ownership has a

strong incentive to increase corporate profitabil ity based

on account ing measures in  I ran .  As wel l ,  f i rms wi th

controlling ownership significantly are more profitable than

those with non-controll ing ownership. These results show

that controll ing shareholders do not seem to expropriate

f irm’s benefits but have high incentive to increase f i rm

profitabil ity.

The Effects of Controlling Ownership on Profitability

In this table, columns (a) and (b) present the results of the
effects of controlling ownership on profitability (ROA and S/
A) .  Co lumns (c)  and (d)  present  the resu l t s  o f  the
comparisons between the profitability of firms with controlling
ownership and non-controlling ownership.

Influence of Managerial Ownership on Firm
Profitability

The influence of managerial ownership on its corporate
profitability is examined. It is captured by the Mown variable,
which represents the percentage of shares held by members
of the board of directors.

Based on profitability measures, the effects of managerial
ownership on firm performance  are presented in Table 2,
columns (a) and (b).  The results illustrate that the coefficients
of Mown are positive and significant to ROA and the S/A at

Table No.2

Independent Dependent Variables
Variables
                                                  ROA      S/A  ROA     S/A
                                                    (a)        (b)     (c)      (d)
R ISK -0.01 -0.39* -0.01 -0.28**

(-2.1) (-1.94) (-0.38) (-2.29)
E /P 0.0002 -0.036 0.2*** -0.004

(0.34) (-0.8) (3.1) (1.33)
DEBT -0.18*** -0.25** -0.16*** -0.27***

(-8.63) (-2.19) (-9.07) (-2.75)
S IZE 0.055*** 0.52*** 0.05*** 0.52***

(5.60) (9.69) (7.06) (13.17)
MOWN 0.11*** 0.42** -0.0028 0.026

(3.45) (2.43) (-0.33) (0.57)
Intercept -0.025 -0.80 0.02 -0.76***

(-0.77) (-4.48) (0.89) (-5.64)
R-squared 0.16 0.15 0.11 0.17
F-s ta t i s t ic 21.35 21.00 21.75 36.11
P-Va lue 0.000 0.000 0.000 0.00

*  *  *  *  *  Ind ica te  s ign i f icant  a t  the 10% leve l .
*  *  *  *  *  *  *  *  *  *  Ind ica te  s ign i f icance a t  the  5% leve l .
*  *  *  *  *  *  *  *  *  *  *  *  *  *  *  Ind ica te  s ign i f icance a t  the 1% leve l .
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the one percent and five percent  levels respectively. The
differentiated between the profitability of firms with managerial
ownership and non-managerial ownership is showed in Table
2, column (c) and (d). It is found that the coefficient of
Mown are significant to the ROA and S/A respectively.

The Effects of Managerial Ownership on Profitability

In this table, column (a) and (b), present the results of the
effects of managerial ownership on profitability (ROA and S/
A). Column (c) and (d) present the results of the comparisons
between the profitability of firms with managerial ownership
and non-managerial ownership.  The t statistic is repor ted in
parentheses.

Table 3, column (a) and (b), present the effects of managerial-
financial ownership and managerial-non-financial ownership

on the profitabil ity. It is found that the coefficients of
MOWN*FINANCIAL are positive and significant to the ROA
and the S/A at the five percent level. The results in column (c)
and (d) ,  however,  show tha t  the  coe f f i c ien t s  o f
MOWN*NONFINANCIAL are positive, but not significant to
the profitability measures. Comparing the profitability of firms
with these two ownership categories and firms with non-
managerial ownership, Table 3, columns (e), and (f), show
that the coefficient of MOWN*NONFINANCIAL is negative
and significant at the 10 percent level to the ROA, while those
of MOWN*FINANCIAL are insignificant to the profitability.

The Effects of Managerial-Financial Ownership,
Managerial-Non-Financial Ownership on Profitability

In this table, column (a) to (d), present the results of the
effects of managerial-financial ownership, managerial-non-

Table No.3

Independent Variables Dependent Variables
ROA S/A ROA S/A ROA S/A
  (a)   (b)   (c)  (d)   (e)   (f)

RISK -0.05** 0.4* -0.017 -0.09 -0.01 -0.28**

(-2.1) -(-2.01) (-0.18) (-0.35) (-0.48) (-2.33)

E/P 0.001 -0.031 0.1*** 0.1 0.021*** -0.005

(0.34) (-1.07) (2.62) (0.88) (3.29) (-0.2)

DEBT -0.24*** -0.5*** -0.062 -0.13 -0.14*** -0.27***

(-11.4) (-2.5) (-0.75) (0.57) (-7.5) (-2.67)

SIZE 0.06*** 0.61*** 0.048 0.4*** 0.043*** 0.52***

(6.62) (7.69) (1.5) (4.26) (6.06) (13.03)

MOWN*FINANCIAL 0.072** 0.51** 0.0086 0.06

(2.31) (1.80) (1.02) (1.16)

MOWN*NONFINANCIAL 0.13 0.83 -0.018* -0.022

(0.58) (1.08) (-1.85) (-1.13)

Intercept 0.012 -1.1*** -0.12 -0.71** 0.020 -0.76***

(0.91) (-3.5) (-1.12) (-2.28) (0.93) (-5.62)

R-squared 0.37 0.15 0.1 0.12 0.13 0.18

F-statistic 26.3 10.56 5.31 6.88 18.53 26.94

P-Value 0.000 0.000 0.000 0.000 0.000 0.000

* * * * * Indicate significant at the 10% level.
* * * * * * * * * * Indicate significance at the 5% level.
* * * * * * * * * * * * * * * Indicate significance at the 1% level.
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f inanc ia l  ownersh ip,  on prof i tab i l i ty  (ROA and S/A) .
Columns (e) and (f) present the results of the comparisons
between the profitabil ity of firms with managerial financial
ownership, managerial-non-financial ownership and non-
manager ia l  ownersh ip.   The t-s tat i s t ic  i s  repor ted in
parentheses.

Summary and Conclusion

This study examines the effects of ownership structure on
firm’s profitability based on the data sample from Iranian
Automobile listed firms during the period 2005-2007. The
paper is primarily motivated by a lack of evidence regarding
the relationship between the ownership structure and firm
profitability in Iranian firms.  The ownership structure is classified
as ( i) control l ing ownership,( i i) managerial ownership,
including managerial financial firm ownership and managerial-
non-financial firm ownership.

Firm’s profitability measures are represented by Return on
Assets and Sales to Assets. Based on the analysis, the results
of the relationship between ownership structure and firm
profitability in the case of Iranian Automobile firms reveals
that: Controlling ownership has a strong positive relationship
to the profitability and firms with controlling ownership have
higher profitability than those with non-controlling ownership
The results suggest that the greater the degree to which shares
are concent ra ted in  the hands of  outs ide or  ins ide
shareholders, the more effectively management behaviour is
monitored and disciplined, thus resulting in better profitability.

Secondly, there is a positive relationship between managerial
ownership and firm’s profitability. In comparison, firms with
managerial ownership are more profitable than those with
non-managerial ownership.

This study suggests that the different types of managerial
ownership effect firm’s profitability in different ways, but firms
with managerial–financial firm ownership are more profitable
than those with managerial–non–financial firm ownership.
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e ta i l  F r anch i s i ng  has  been  the  mos t  success fu l
model  in  the Indian reta i l  indust ry  s ince the mid
80’s.  In addition to providing low cost entry into

high ambience international levels of  retailing, franchising
has also encouraged more and more entrepreneurs to try
out the franchising  model in various ver ticals from retailing
sugar cane juice and dahi–vada
to exclusive watches and fashion
accessories.

This book is an ideal reference
book for the student and teacher
of retail management as well as
fo r  any  person in te res ted in
f ranch is ing as a  reta i l  format .
Manish Sidhpuria has taken extra
e f fo r t s  to  p rov ide  su f f i c i en t
market information on the current
Indian retail industry following the
franchising format. From “Jumbo
king” to “McDonalds” and from

“Titan” to “Levis,” the author has provided enough examples
in the form of interesting snippets to keep the reader
engrossed as well as informed.

Personally I found the Par t 1 of the book most useful for my
c l a s s .  The  sec t ions  on  “ F r anch i s i ng  i n  I nd i a ”  and

“Internationalisation of Franchise
operat ions by US Franchisors”
were extremely useful for getting
a better understanding of the
current Indian franchising scene
which is dominated by American
players such as McDonalds, KFC,
Nike and Levis, among others.

The second par t  of  the book
dea l s  w i t h  “deve lop ing  and
evaluating a franchise system” and
understandingly has lesser Indian
examples but I would still rate the
section as useful and informative.
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The author has chosen to tread the familiar and  much used
path of  retail theory which is in fact useful in a text book on
franchising  for a student of retail management, since it saves
time and the effor t  of referring  a couple of  text books
normally used.

I would rate the Par t 3 of the book closely behind the first
par t in terms of utility.  The par t has been well researched
and presented. The sections on “Preparing for franchising”
and “Investigating and evaluating a Franchise” have been
done with care and conviction.  Information provided as
examples in tabular form has made the section interesting
as well as self-explanatory.

As a teacher of retail management I have been trying to
Indianise my core retail classes and it has given me immense
joy and satisfaction to see five cases in the Indian context
out of the total of six cases presented in the last par t of this

book. All the Indian cases have been based on topics of
value and current interest.  I am determined to use a couple
of these cases for the coming trimester when we will be
teaching Retail Franchising to the students entering retail
specialization courses.  The summary provided at the end
of each section along with the questions, makes life easier
for the facilitator who is in a hurry.

So how would I  rate th is book as a faci l i tator of Reta i l
management classes? I  have always been happy to pick
up any book on Reta i l ing but I  have not been always
for tuna te  to  put  i t  down wi th  the same sent iment .
However  in this case I am happy to say that  what Manish
V. S idhpur ia has provided in th is  book has  created
suff ic ient enthusiasm and trust in th is publ icat ion and I
am pleased to express here   my appreciat ion of th is
book  and the fact that I  wi l l  be  recommending  the
same for my students.
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very business organization, irrespective of its size and
nature of operations, has to have managers – people
responsible of doing things right.  They carry out three

very basic activities: planning, directing and controlling.
There are managers who engage
themselves in the corporate facets
of human resource, market ing,
sales, operations etc.; and then,
there are managers who engage
in accounts and finance. The end
result of managers’ activities will
be evidenced in many details that
mark the difference between a
ve r y  succes s f u l  and  a  ve r y
unviable business.

All activities of managers involve
either decision-making or aiding
decision-making. Accounting and

Financial Managers deal with the actual and probable
financial environment of business, requiring such financial
information that is profoundly deep and innately relevant.
Managerial Accounting, which is a very vital sphere in

management, is concerned with
providing financial information to
managers to plan and control
activities.   Not only would it reveal
how the business has performed,
but  a l so  wou ld i t  revea l  the
comparative performance against
benchmarks. Cost concepts and
cos t i ng  t echn iques ,  p ro f i t
planning and budgeting, f inan-
cing pattern and capita l  bud-
geting, financial statement analysis
and performance repor ting etc.
are a few within the very perva-
s ive scope of  the subject  of
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managerial accounting. Since it is manager-oriented, any
content on managerial accounting should preferably discuss
what managers do, what information managers require, what
tools managers use, and the meaning and relevance of the
results of analysis, ideally set against a real life-like corporate
setting. And that is what Garrison, Noreen and Brewer deliver
through the Eleventh Edit ion of their book Managerial
Accounting.

No doubt, the outer look of the volume is quite impressive.
It is even more so, in the inner side. The book star ts with a
very informative Student Supplement, talking about topic
tackler, homework manager, online learning centre, study
guide, student lecture aid, excel templates etc.  The content
page details chapter-wise, the coverage of topics, with each
chapter sub-titled into major and minor sub-topics. The
book is divided into seventeen chapters, ending with
appendices dealing with finance-related topics relating to a
wider perspective. Preliminary chapters exhaustively deal with
very minute detail ing of cost concepts, behaviour and
classif icat ions l ike job-order costing, process costing,
activity-based costing, variable costing and standard costing.
These contents provide a perfect setting to the introduction
of the concepts of Cost-Volume Profit Analysis, Break-Even
Analys is ,  Ba lanced Score Card, Budget ing,  Overhead
Analys is ,  Prof i t  P lanning and Segment Repor t ing.  The
mainstay follows, with avid discussion on Capital Budgeting
Decisions.  Cash Flow Analysis and Financial Statement
Analysis are the topics with which the book concludes.
Appendices deal with concepts relating to price elasticity,
and profitability analysis in a broader perspective of business
decision-making.

Laudable is the format in which each chapter is constructed.
Chapter star ts with learning objectives being listed out. A
snippet follows, taken from real-life corporate background,
ser v ing as a Point-to-Ponder, which real ly sweeps an

overview into what the chapter deals with. Margins are
extens ive ly made use of  for  two purposes:  One, to
int roduce references to technology-ass is ted student
supp lemen t s ,  whe re  s t uden t s  can  acces s  qu ic k
reinforcements through slide shows, video presentations,
interactive numerical exercises and links to other information
on the World Wide Web; Two, to l ist out the learning
objectives attached to its relevant content. Exhibits and
numerical explanations are in plenty, its visibil ity being
positively added by grey-coloured background. Mini-Cases
are inter-twined into the theoretical discussions, with
separate sub-titles. Limited use of photographs to add
wealth to appearance and visibility is remarkably decisive.
Each chapter ends with a summary, review numerical,
glossary, questions, exercises, cases and group and internet
exercises.

The delivery of content is coherent and logical.  Each term
is defined and introduced, with the chapter flowing to
deeper topics, gathering momentum with appropriately
sequenced sub-headings. Theoret ical  discussions are
for thwith followed by exhibits and numerical examples,
allowing better and easier comprehension. In most chapters,
the theoretical deliberations include a sequel under a minor
title Managerial Accounting in Action, where the theory is
put under a corporate context, with personal discussions
exploring fur ther avenues in a ver y simple and diluted
context.

The book Managerial Accounting is perfect nourishment for
ser ious management graduates aspir ing for careers in
finance.   It cer tainly is not for the novice and the desultory.
Beginners might feel let off by its very erudite and scholarly
style. For those with iron-mettle, this book delivers what
they aspire for from a finance text book.  For those without,
there are others in plenty.   But management – financial, in
par ticular - is not meant for the feeble.
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he 14th edition of Marketing authored by Michael J.
Etzel, William Stanton, Bruce Walker and Ajay Pandit,
has ample coverage on the fundamental marketing

concepts, strategies, and techni-ques that serve as the
co rne r -s tones  o f  ma r ke t i ng
programmes. The book carr ies
four themes throughout  global
marketing, ethical challenges, the
marketer as decision maker, and
the impact  of  technology on
marketing. Perspectives from the
business world, direct from the
pract i -t ioners and indirect by
examining periodicals and trade
journals have made this book rich
in information. It is evident by the
opening cases introduced before
each chapter that highlights the
key concepts discussed in the

chapter. Also the companies featured in the opening chapter
cases are revisited at the end of the chapter in the ‘more
about feature.’  There are eight additional cases in the Indian
context that will help the readers in applying the concepts

to conditions in India.

This new edit ion of ‘Marketing’
examines the growing role that
technology has in marketing. The
book enlightens us on how the
technologica l  advances af fect
business in ways such as people
and organizations communicate.
Another  very s ign i f icant  t rend
covered in th is book is about
internationalization of business;
how corporations are now thinking
and acting globally in selecting
suppliers and seeking customers.
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The topics are organized around seven themes that are
logically built from the fundamental concepts, strategies and
techniques through the major tasks associated with marketing
to the strategic role of marketing in an organization. The
themes are nature and scope of marketing, identifying and
selecting markets, product, price, distribution, promotion
and managing the marketing effor t.

In the book there two perspectives that need special
mention there is physical environment reflected in topics
such as global warming, air and water qual ity, and waste
disposal, and influence marketing with regards to the use
of natural resources, prol i ferat ion of products and the
eff iciency of how products are distr ibuted. There is also
a greater  interest  in  eth ica l  and socia l ly  respons ib le
behaviour by exhibiting concerns on health and nutrit ion,
product safety, adver tis ing claims, brand protection and
understandable pricing. These ideas fur ther concrete the

belief that marketing can and should be applied to every
situation.

Other notewor thy features of this book include the apt
ref lect ion of the internet’s role us ing examples, web
addresses and vignettes. The chapter opening and par t
ending cases ,  wi th in  chapter  boxes and in teract ive
marketing exercises at the end of each chapter are useful
instruments for stimulating active learning through project,
classroom discussions and debates. When compared with
the previous editions this text has been shor tened without
reducing the number of topics covered.

Finally, this book has come as a package that wil l not only
help the students to prepare themselves for a challenging,
dynamic and exc i t ing  fu tu re  but  a l so prov id ing the
instructors with practical material that can be integrated
into the course.
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study of strategic management is an interest ing
one as i t  can make a struggl ing f i rm become a
highflying one. Given the many oppor tunities and

challenges faced by organisation in the global environment,
‘incremental’ decision making has
g iven way to manag ing orga-
nisations ‘strategically.’ This has
ensured long term success to
organisations.

The book Strategic Management
Tex t  and Cases  au thored by
Gregory G. Dess, G.T. Lumpkin and
Alan B. Eisner, is the third edition
by the same authors. The present
edition carries many new features
along with the existing ones from
the earlier edition. The book has
four par ts.

Par t 1 involves Strategic Analysis. Chapter one  has the bases
o f  s t r a teg ic  management  a long  w i th  d i scuss ion  on
stakeholder analysis and chapter two discusses the dynamic
nature of industries building on the work of Anita McGahan

dealing with evolutionary traje-
ctories of industries based on two
threats  of  obsolescence.  The
chapter three on internal analysis
includes a discussion on balanced
scorecard and preparat ion of
strategy map. Chapter four is on
ana lys i s  o f  i n te l lec tua l  asse ts
incorporates a discussion on e-
teams, diverse workforce and the
impor tance of both human capital
and social capital.

Par t two examines Strategic Formu-
lation which discusses business-
level strategy in chapter five with
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focus on developing competitive strategies. Corporate level
strategy formulation is discussed in chapter six with a focus
on consolidation effor ts. The role of managerial conceit is
discussed in real options analysis. The potential benefits and
pitfalls of off-shoring as part of formulation of international
strategy are covered in chapter seven. The disruptive impact
and also the opportunities created by internet and digital
technologies are described in chapter eight.

Par t 3 discusses Strategic Implementation. This part has five
chapters with focus mainly on corporate governance in an
international perspective (chapter nine), the dilemma between
oppor tunities and structure leading to the formation of
‘ambidextrous’ organisations (chapter ten), the role of
Emotional Intelligence of leaders in today ’s organisations,
ethics and learning organisations (chapter eleven), the
application of blue ocean strategy in fostering a viable
innovation strategy (chapter twelve) and the role of strategic
alliances of young and small firms (chapter thirteen).

Par t 4 involves Case Analysis. This par t has an outstanding
collection of 41 case studies dealing with various industry
segments. There are short, medium length and long case
studies that deal with the success stories and failures of these
companies. These cases also provide an understanding
regarding the pitfalls in not using a strategic framework in
managing these enterprises to the readers.

There are certain additional features in the third edition as
compared to the earlier editions. First, chapters are arranged
from traditional concepts to the most modern strategic

activities of a firm. Second, 10 of the 13 opening mini cases
are new. These cases are meant to lay a firm foundation of the
need to understand to be discussed in the chapter in the
minds of the reader. Third, each chapter is laid out to add
value and create an enhanced learning experience. Each
chapter begins with an overview and learning objectives
followed by an opening case, questions / exercises at the
end of the chapter. Four th, short examples from business
practice to i l lustrate every concept and more detailed
examples to explain key points. Fifth, inclusion of 110 Strategy
Spotl ights i l lustrates key points of the concept. Sixth,
application of each concept to star t-up firms and smaller
businesses is justified. Seventh, inclusion of cases from The
Harvard Business School and The Harvard Business Review
reinforces the text. Overall, the third edition of Strategic
Management Text and Cases is written in a simple and readable
manner illustrated by exhibits, mini cases, examples and
application exercises.

The book is  a va luable one for s tudents of  Bus iness
Administration at the Post Graduate level. For the instructors,
this book provides immense help through supplementary
materials for class preparation and delivery.

Among the authors, Gregory G. Dess is a Chair Professor at
University of Texas at Dal las. G.T. Lumpkin is Associate
Professor of Management and Entrepreneurship at the
University of Ill inois at Chicago. Alan B. Eisner is Associate
Professor of Management and Graduate Management
Programme Chair at the Lubin School of Business, Pace
University.
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Th i s  book  was  rev i ewed by  Mr.P. Sudhaka r a
Menon,  a  Char te red Accountant  hav ing long
i n d u s t r i a l  e x p e r i e n c e .  H e  r e t i r e d  f r o m  t h e
se r v i ce s  o f  FACT  L td . ,  a s  Gene r a l  Manage r
(Market ing).  He has  a lso worked in TCC Ltd.
as Di rector (F inance),  Emai l :  s .menon@vsnl .net

Investment management is the professional management
of various financial instruments like securities, assets etc.
to meet specified investment goals for the benefit of the

investor/s .  I t  i s  a  la rge g lobal
industry responsible for managing
of billions of dollars and many of
the world’s large companies are at
least in part investment managers
and employ millions of staff and
create billions in revenue.

As a corol lar y to today ’s fast
changing technology driven world,
f i nanc ia l  ma rke t s  a l so  have
undergone unprecedented changes.
To be successful an investment
manager, be it for oneself or as a
profess iona l ,  need to have a
reasonably good knowledge of the

nuances of the current financial markets, instruments in place
and tools available for the evaluation.

The book attempts to provide a
broad spectrum of investment
management  concepts  and
principles, divided into 22 chapters
covering inter alia security markets,
der ivat ive products ,  por t fo l io
management and financial state-
ment analysis. The added attraction
of  the  book  i s  i nc lus ion  o f
examples to facilitate easy under-
standing of the concepts and to
drive home key factors.

The book deals with the financial
market in USA as the authors are
pro fess iona l s  f rom USA .  The
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economic policy and activity seen discussed in this book
are those of the Federal Govt.  However, barring a few
examples & data, regulatory provisions and statutory codes,
most of the principles and concepts discussed are having
universal application par ticularly in the contemporary global
market.

The d iscuss ion quest ions  g iven a t  the end of  each
chapter  enable an av id learner  to ensure adequate
as s im i l a t ion  o f  t he   t echn iques  d i scus sed  i n  each
chapter.   The glossar y and idex presented in the last
pages would serve as a quick reference guide. However
the authors do not seem to have thought of char t ing
compar ison of the mer i ts ,  demeri ts and r isks of each
instrument avai lable for investment,  which would have
served to highl ight the points to be focussed before
tak ing investment decis ions.

Chapter 22 is on ‘measuring risks and returns of por tfolio
managers.’  No detailed discussion is seen on the techniques
available for risk audit and analysis and also on how to use
them before each investment decision. Any investment
decision can be catastrophic unless sound risk analysis tools
are applied and risk assessed before the investment. This
chapter could have been made more serious by including
some real life examples also, which may be in plenty in the
recent past.

Despite the above, th is book would be useful  for those
prospect ive investors  or  s tudents  to understand the
bas ics of  investment  management .  Th is  book would
a l so ser ve to know the oppor tun i t ies  and f inanc ia l
p r o d u c t s  a v a i l a b l e  i n  t h e  f i n a n c i a l  l a n d s c a p e ,  t o
understand the f inancia l  s ta tements of  an organ isat ion
a n d  a s s e s s  i t s  f i n a n c i a l  h e a l t h  b e f o r e  t a k i n g  a n
investment decis ion.
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R e v i e w e d  b y  P r o f . K . J . P a u l o s e ,   D e a n ,
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N a g a r ,  M u t t o m ,  A l u v a - 6 8 3 1 0 6 ,  C o c h i n ,
Ema i l :  k jpau lo se@scmsg roup .org

ew Venture Creation is an apt title for a book on
Entrepreneurship, that too, for one authored by
two eminent personalities, each with his own

proven track record in the field of Entrepreneurship Education.
(This is what of the former students of Dr. Timmons has to say
about the latter ’s lectures on Entrepreneurship: “When going
to his classes, I couldn’t wait to get
there; and when I got there, I didn’t
ever want to leave!” Dr.Spinelli has
been defined as a “Pracademic” in
Ent repreneursh ip:  a  bus iness
practitioner turned academic).

As the authors rightly claim the book
forms a basis for curriculum for a
course on Entrepreneurship at the
MBA leve l .  I t  addresses  the
challenges of uncer tainties and
opportunities thrown up by the
new millennium. It is a product if

N “experience in the field, rooted in the real world application
and refined in the classroom.”

The book is divided into five parts: Par t I deals with the
Entrepreneurial Mind and the Entrepreneurial Society, in the
context of globalization. It touches upon aspects such as

leadership, Entrepreneurial traits and
strategy formulation. At the end of
Chapter I, there is a detailed exercise
which will enable a prospective
ent re-preneur  to formula te  a
personal strategy. Chapter II touches
upon venture capital, philanthropy
and ‘women and youth’ in business.

Part II deals with the Entrepreneurial
Process, star ting with identifying/
creating/seizing/screening oppor-
tun i t ies  and ending wi th  the
preparation of a Business Plan. The
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‘B.P.guide’ given at the end of this section can be of immense
help to any budding entrepreneur. Issues related to the creation
of an Entrepreneurial team are dealt with in Part III. The topics
covered include Culture, Decis ion Making, Manager ia l
Competencies, Team work, Conflict Management and role of
IT & Systems Management.

In Par t IV, the Financing aspects are dealt with. Issues such as
Est imation of Resource Requirements, Venture Capital ,
Franchising, Valuation and Debt Capital are covered in great
detail. Star t-up and growth strategies are covered in Par t V.
Best pract ices of high growth companies, Fami ly and
Entrepreneurship, Gestation Period Crisis and Organizational
Decline are the main themes covered under this section. The
last chapter, “Harvest and Beyond” deals with exit strategies,
such as divestment, mergers/acquisition/strategic alliances, and
concludes with “The Seven Secrets of Success.”

The most impressive aspect of the book is that almost all the
chapters are supplemented by case studies quite relevant to
the topics covered. Internet links have been provided for each
chapter. Another interesting feature is the inclusion of ‘Mind
Stretchers’ and Exercises under each chapter, which challenges
the readers / students to think well beyond themes covered
by the text. The 7th edition which is under review contains
several new data, chapters’ cases, and revisions as compared
to the previous ones.

The book can be classified as a ‘must-read’ for Teachers,
Students, Consultants and Researchers in the f ie ld of
Entrepreneurship as well as for aspiring Entrepreneurs. The quality
of presentation does full justice to the richness of the contents,
although the ‘photocopied look’ leaves a jarring note in the
mind of the reader, especially with regard to charts, graphs and
diagrams.
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An
Entrepreneur’s trials and

tribulations in building up
institutions, narrated in a highly

readable, fictional style. This is the
first time a real life story is told

as fiction.

Copy avai lable at the Publ icat ion Department,   SCMS Group of Educational Inst itut ions,

Cochin-683106



123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345
123456789012345678901234567890121234567890123456789012345678901212345678901234567890123456789012123456789012345

By Prof.N.C.George

Price Rs.895/-

Copies can be had from the  Publ icat ion Department,   SCMS Group of
Educational Inst itut ions,   Cochin-683106

Story of an
entrepreneur who built
up a set of high quality
academic institutions
in a totally hostile and

challenging
environment.  A model
for entrepreneurship in

any situation.



SCMS Journal of Indian Management is included

in  EBSCO Database

Printed by Dr.D.Radhakrishnan Nair, published by Dr.D.Radhakrishnan Nair on behalf of
 SCMS-COCHIN [School of Communication and Management Studies]

and printed at Maptho Printings, Kalamassery, Cochin-683104
and published at Muttom, Aluva-683106, Cochin,

Editor-Dr.D.Radhakrishnan Nair.

ISSN-0973-3167



SC
M

S Journal of Indian M
anagem

ent,   V
olum

e V
II,  N

um
ber II,   A

pril - June 2010,  Pages 1-136


